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House Gleaning

Yes, clean your house and clean your shed,
And clean the barn in every part;

But brush the cobwebs from your head
And sweep the snowbanks from your heart.

Just when spring cleaning comes around 
Bring out the duster and the broom;

But shake your foggy notions down
And sweep your dusty soul from gloom.

Shake old ideas out with the dust,
And dress your soul in newer style;

Scrape from your mind its worn-out crust 
And dump it in the rubbish pile.

Sweep out the hates that burn and smart,
Bring in new loves, -serene and pure;

Around the hearthstone of the heart 
Place modern styles of furniture.

Clean out your moral cubby-holes,
Sweep out the dust, scrape off the scum;

T is cleaning time for healthy souls,
Get up and dust. The spring has come.

Clean out the corners of the brain;
Bear down with scrubbing brush and soap,

And dump all fear into the rain,
And dust a cozy chair of hope.

Clean out the brain’s deep rubbish hole,
Soak every cranny, great and small,

And in the front room of the soul 
Hang prettier pictures on the wall.

Scrub up the window of the mind,
Clean up and let the spring begin;

Swing open wide the dusty blind 
And let the April sunshine in.

Plant flowers in the soul’s front yard,
Set out new shade and blossom trees,

And let the soul once froze and hard 
Sprout crocuses of new ideas.

Yes, clear your yard and clean your shed,.
And clean the bam in every part;

But ’brush the cobwebs from your head
And sweep the snowbanks from your heart.

Sam Walter Foss.

The Little Old Town

There are fancier towns than the little old town,
There are towns that are bigger than this;

And the people who live in the tinier town 
All the city contentment may miss.

There are things you can see in the wealthier town 
That you can’t in a town that is small—

And yet, up or down,
There is no other town

Like your own little town, after all.

It may be that the street through the heart of the town 
Isn’t long, isn’t wide, isn’t straight;

But the neighbors you know in your own little town 
With a welcome your coming await.

On the glittering streets of the glittering town,
By the palace and pavement and wall,

In the midst of the throng,
You will long, you will long,

For your-own little town, after all.

It is here by the stile in your own little town 
Father courted your mother, a maid;

It was here in the vale in your own little town 
That he builded a home in the shade.

It was here on the hill in your own little town 
That the school and the book you recall—

Ev’ry step of the way,
So your memories say,

It’s your own little town, after all.

For it isn’t by money you measure town,
Or the miles that its border extends;

For the best things you gather, whatever the town,
Are contentment, and enjoyment, and friends.

If you live and you work and you trade in your town, 
In spite of the fact it is small,

You’ll find that the town,
That your own little town,

Is the best little town, after all.

Douglas Malloch.
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LINGERING KISSES
A N ew  Candy for Summer Trade

“The Taste Lingers”
FINE EATER, FINE LOOKER, FINE SELLER 

IT ’S MELLOW
Order a pail by mail. Will send you a sample if you wish.

Originated by

PUTNAM  FACTORY, National Candy Co., Inc. 
Grand Rapids, Mich.

Howto
make

delicious.
sweets
fro

T his Book W ill Help You  
Sell

Franklin
Carton
Sugar

The Franklin Sugar Recipe Book 
Shows How to Make

Delicious Cakes, Candies, Cake Icings, 
Preserves and Jellies with Franklin Car
ton Sugar; it also describes thedifferent 
grades of sugar and tells how to use 
each to the best advantage. We have 
placed millions of copies of this book in 
the hands of women everywhere, and 

we'll gladly send you a quantity to distribute to your customers. If you’ll 
place these books on your counter, hand them to customers, put them in 
orders, and mail them to customers, you'll find an immediate increase in 
your sales of FRANKLIN CARTON SUGAR—the sugar that pays you a 
profit because there's no loss in weighing, wrapping, tying, no cost of string 
or bags. Write us for a supply of these books.

THE FRANKLIN SUGAR REFINING CO.
PHILADELPHIA

*Franklin Carton Sugar is guaranteed FULL WEIGHT, 
it is made from SUGAR CANE”

Original containers hold 24, 48, 60 and 120 lbs.

Good Yeast
Good Bread

Good Health

Sell Your Customers
FLEISCHMANN’S

YEAST

Ceresota
The Guaranteed

Spring W heat 
Flour

Always Uniformly Good

JUDSON GROCER CO
The Pure Foods House 

Distributors
GRAND RAPIDS, MICHIGAN

WASHING
POWDER

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

SNOW BOY WASHING POWDER 24s 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 boxes @ 3.75—^ box FREE
F. O. B. Buffalo: Freight prepaid to your R. R. Station in lots not less than 5 boxes.
All Orders at above prices must be for immediate delivery.
This 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,

SX ,anu,ry 2' "*■ Lautz Bros. & Co.
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Chirpings From the Crickets.
Battle Creek, June 1.—W . J. Smith, 

of H otel McElwain, Vicksburg, has 
spent the last two weeks up N orth 
fishing.

A sneak thief crawled into a win
dow of W alter Cutler’s residence at 
Nottawa last week and stole $45 while 
the family slept. W alter and his 
brother are in business at Nottawa. 
He does not lay it to any of the boys 
who call on him. as he always comes 
across clean and has the good will 
and friendship of all the travelers. 
He lays it to the “good old Demo
cratic times” that has put some poor 
soul to the bad.

E. E. Rodgers, formerly of So
noma, is nicely installed in the store 
formerly run by F. Lovejoy at Ceres- 
co.

M. A. Russell is home from a very 
successful trip into Indiana for the 
American Ammonia Co., of Boston. 
Morrice will spend another week in 
Indiana and then go North.

W alter S. Lawton, one of the live 
wires of No. 131, is in our city to-day 
in the interest of his house. Mr. 
Lawton will be at the Saginaw con
vention with bells on and is looking 
forward to a happy time.

John Verhage, of Kalamazoo, was 
seen on our streets to-day feeling 
rather ill. Too much fish over the 
holiday?

Oh! for the vocabulary of a H ar
wood and the staying qualities of a 
Goldstein!

Wm. Sturman, local boy who has 
been working in W isconsin for the 
Chicago American, is back in Michi
gan again looking after circulation.

The ups and downs of men make 
a great study. After a man has got
ten along in a financial way and then 
goes to a level below his former scale, 
it shows one of two things—either 
he was put on too high a plane by 
some one who thought he saw un
developed talent or else prosperity 
and its accompanying charms and 
comforts were too much for the sub
ject and he fell. But talent will out 
and the man with it will, sooner or 
later, get into the work he is adapt
ed for and will then show himself 
in his true light. The traveling sales
man should be a circulating medium 
of good cheer. Good cheer is con
tagious. The man who radiates good 
cheer becomes a magnet. To this 
magnet come admirers with their 
homage and, naturally, their busi
ness.

A popular magazine carrying thou
sands of dollars’ w orth of advertising 
and manuscript is presented to your 
view on the stands by attractive work, 
by a talented artist. The magazine, 
the product of a heavy capitalized 
corporation, must need have a cheery 
and winsome look to attract and sell.

A “movie” house is always lighted 
up like a “new church.”

The popular store owes its charm 
to its attractive windows, its pleas
ant clerks and, of course, its worthy 
goods and prices. The same basic 
principle applies to a salesman. W e 
cannot all have the good looks of a 
Richards, a Clark or a Riste, but we 
can all so think and so live that 
good will and square deal stuff will 
be very noticeable in our make-up 
and. believe me, it will help you with 
that struggle for bread. As the mag
azine, “movie” and store put on an 
attractive look to stimulate business 
and to beckon to see what is inside, 
so must you put out a sunny make
up so people will know you and give 
you a chance to show what you are 
made of. God bless the cheery and 
happy traveler. He will find many 
heavy hearts and his happy and care
free style will do more good than 
it is possible for him to ever realize. 
A person never knows the hearts he 
can lighten by kind words and hap
py smiles and often it can be brought 
to bear on people whom you would 
think should bestow it upon the be- 
stower. An instance comes to my 
mind: A young salesman on the road 
was having no business and sure was 
some blue. He sat in a hotel bewail
ing his fate and fortune and think
ing himself the poorest excuse for a 
success, when he happened to look 
across the street. H is eye rested up
on a cripple strapped to a little four- 
wheeled truck that he pushed along 
by blocks he had in his hands. He 
was whistling to his heart’s content. 
The lesson was complete and he grab
bed his grip and went out and work
ed his head off, thankful for all he 
had and the pleasure of being able to 
work and enjoy life. He told me he 
thought the poor twisted man was 
sent along by a Supreme Being to 
show him where he was wrong. Let 
us all try to cheer each other up. 
I t ’s great stuff, but it must not be 
artificial. Come across with the real 
stuff.

Old “43” needs a press agent. 
Couldn’t tell “131” that with “Rocky” 
and Keane on the job.

How are you betting on the U. C.
T. ball teams? Don’t overlook Jack- 
son. W e have no team as yet, but 
watch “253” about another summer. 
We are in hopes that by that time 
business will be so we can spare a 
little time for practice.

Don’t bewail your lot. Get up and 
mow it.

Don’t overestimate your patrons if 
they do you. Live and work up to 
their estimate of you.

Elm er Mills and family live in our 
town now. This is where they be
long. They will stay, too.

Say you read it in the Tradesman. 
By which utterance you at once classi
fy yourself to your credit.

T hat was a hard blow from Mears 
last week. Rather on the George 
Steele order.

There are men who are better 
(m entally) than they think they are, 
as well as the big army that is not 
as strong (m entally) as they think

they are. The first named are in the 
minority. '

Too bad such good “scouts” as 
Claude De France, Bill Thompson 
and John Verhage have to live in 
Kalamazoo. But then, home is home, 
wherever it is. Guy Pfander.

Late News From Our Grand Rapids 
Correspondent.

Grand Rapids, June 3—C. Boertje, 
one of the general m erchants at 
Beaverdam, has been appointed a 
delegate to the General Synod of the 
Reformed Church of America which 
will be held at Asbury Park, New 
Jersey, this month. After attending 
to his duties as delegate, Mr. Boertje 
will go to New York City and take 
the Nordam of the Holland-Ameri- 
can line to the Netherlands. Mr. 
Boertje will stop at Rotterdam  and 
will visit his old home in Zuid, Beijer- 
land, where he has a sister living, as 
well as several nephews and nieces. 
After visiting the fatherland, Mr. 
Boertje will make a short stop at 
London before returning home. Mr. 
B oertje’s friends all wish him a pleas
ant voyage and an enjoyable vacation 
which his years of application to busi
ness justly entitle him to.

E. A. Crandall, with the W orden 
Grocer Co., has purchased a new 
home on Quigley Boulevard.

Charles C. W hitwam, who for 
many years traveled out of Grand 
Rapids selling paints, has retired 
from the drug business and moved 
to his farm near Middleville. He will 
continue, however, to manufacture 
his Balm of Almonds.

Wm. Lovelace has been keeping 
bachelor's hall lately. Mrs. Lovelace 
has been away from home on a visit.

The boys of No. 131 are not all 
over their schoolboy tricks. About 
fifty members were on hand to see 
Ringling Bros, unload their big show 
at Loyalty Park. Only a few of 
those present had excuses (young
sters) for being there.

Claud Lawton received an injury in 
an automobile accident several days 
ago on a drive from Fountain to 
Scottville. He is so far recovered as 
to again be able to carry his grip, a 
necessary qualification for member
ship in the Bagmen, in which order 
he is one of the charter members.

Absul Guild, A. M. of B., will give 
a ceremonial session on Thursday at 
the convention at Saginaw. Detroit 
and other cities throughout the State 
will furnish applicants for a large 
class. The hour of the ceremonial 
will be announced in next week’s is
sue.

S. E. Edmonds, who met with an 
accident several weeks ago, is get
ting along nicely.

Howard Ives is driving a new car.
Congressman J. W. Fordney and 

S. T. Brown have leased the Hotel 
Fordney, at Saginaw, and Mr. Brown 
will take the active management of 
it. A number of improvements are 
planned on both the exterior and in
terior of the hotel. An artesian well 
has been driven and a pressure sys
tem installed to supply the building 
with suitable drinking water—an un
usual thing, by the way, in the Sag
inaw Valley. M anager Brown has 
signified his intention of holding open 
house during the U. C. T. convention 
and will have auto servce at regular 
intervals to the East Side. Mr. Brown 
makes every effort to m erit the com

mercial travelers’ patronage and is 
deserving of success.

H. L. Benjamin has recovered from 
his recent accident and is back on 
the road for the P ittsburgh Plate 
Glass Co.

Katherine Beardslee, little daugh
ter of Mr. and Mrs. F. E. Beardslee, 
is seriously ill with pneumonia.

Russell A. Baker, the popular 
young grocer of Hopkins, was m ar
ried to one of the tow n’s most charm
ing young ladies, Miss Millie Noggle, 
last Thursday. The wedding took 
place at Mr. Baker’s summer home, 
the Kum-on-in Cottage, at Miner 
Lake. Mr. Baker is a young man 
with a very pleasing personality. 
He has a sunny disposition and has 
a rare faculty for making friends. 
Although he is the youngest m er
chant at Hopkins, through his thrift 
and energy he has built up a grocery 
business second to none in the town. 
The salesmen who make Hopkins all 
like to call on Russell and all join 
in congratulating him and wishing 
him and his fair bride all the happi
ness and prosperity they so richly 
deserve. W ill E. Sawyer.

Statement Withdrawn.
On this page of our issue of April 

15, 1914. in an article reporting the 
case of M. C. Gumm. of Dowagiac, 
who had given a trust mortgage for 
the benefit of his creditors, and in 
which a list of his creditors was given 
we concluded by saying:

“It will be noticed that Gumm’s 
heaviest creditor in the grocery line is 
the W. M. H oyt Co., of Chicago. 
This affords an explanation of his 
non-success in the grocery business.”

So far as we know, it has not been 
claimed nor shown that Gumm’s non
success was confined to the grocery 
department of his business. Really, 
we didn’t know what was the cause 
of his non-success, therefore our in
ference that he had failed to succeed 
in the grocery department was not 
justified. Neither was the inference 
that his non-success was due to the 
fact that he dealt more largely with 
W. M. Hoyt Co. than with any other 
wholesale grocer.

We regret having made the incor
rect statem ent in question and in or
der to remedy, so far as is in our 
power, whatever adverse regard for 
W. M. H oyt Co. it may have caused 
in the minds of those who through in
acquaintance with that company 
might be influenced by it, we acknowl
edge that we were wrong in publish
ing such a statem ent and we hereby 
withdraw and retract it, with apolo
gies to W. M. Hoyt Co.

The Grand Rapids Trunk Co. has 
been incorporated under the same 
style with an authorized capital stock 
of $10,000, of which $6,310 has been 
subscribed, and $6,048.13 paid in in 
property. The stockholders and the 
number of shares held by each are: 
Thomas G. Cummings, 277 shares: 
Daniel C. Rauser, 177 shares and 
Roland Sehler, 177 shares.

The Republic Tire Co. has opened 
a store at 124 Division avenue in 
charge of George E. Moran. The 
product of the Republic Rubber Co., 
of Youngstown, Ohio, is to be han
dled.
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U PPER PENINSULA.

Recent News From  the Cloverland of 
Michigan.

Sault Ste. Marie, June 1.—James 
Ryan, one of our leading undertakers, 
while spending a few days at his sum
mer cottage on Sailors Encampment 
last week, thought it would be good 
sport to have some game for dinner 
and, taking his shot gun with him 
started for a trip over the island. He 
discovered a new animal, and al
though it was dead when found it 
appears to be one of the greatest 
curiosities ever discovered. There is 
some doubt about the animal. It is 
thought to be the body of a rabbitt, 
as it had the head of a rabbit, but its 
ears look like those of a squirrel. It 
has four perfect front legs, two in 
their ordinary position and two 
growing out above the shoulders. It 
has four perfect hind legs, and the 
body is about six inches in length. 
Mr. Ryan sent the animal to F. R. 
Vigeant, the local taxidermist, to be 
mounted for exhibition.

According to instructions received 
from W ashington last week the In 
ternational Joint Commission has en
tered at New York final order of ap
proval on the application of the Mich
igan N orthern Power Co. for the di
version and use of water and for the 
construction of compensating works 
in St. Mary’s River. This is, indeed, 
good news to the Sooites and will 
mean the extension of the W ater 
Power Co.’s plants and additional fac
tories when ready.

T, McGovern, a former Soo boy 
but for the past fewT years a resident 
of Detroit, has returned to this city, 
fncidently selling automobiles as us- 
nal. Terry reports somewhat hard 
times in the metropolis at present and 
is going to spend some little time 
here, as he considers the Soo one of 
the most active cities he has visited 
in the past year.

August Musielak, proprietor of the 
Alto Hotel, on W est Portage avenue, 
is erecting four new electric light 
standards in front of his place of busi
ness, which will give it a more a t
tractive appearance. If the Soo only 
had a few more men of Mr. Muchie- 
lak’s stamp we would soon have the 
best city in the State. August has 
certainly been energetic and success
ful in his career since starting in the 
hotel business. From a small begin
ning he has erected two large build
ings far in advance of the times in his 
locality, and his hotel would be a 
credit to many of the larger cities 
with its present furnishings and up- 
to-date appearance.

T. Mattern, for the past year meat 
cutter at the Soo Co-Operative Mer
cantile Association, has tendered his 
resignation and is now Assistant Sup
erintendent at the Belvidere Hotel, 
taking an active part in the affairs 
of the latter place.

One of the w'orst explosions in 
years happened at Fibre last week, a 
small place not far from Soo Junc
tion, on the D., S. S. & A., when 
Doud Brothers mill was destroyed by 
the blowing up of the boilers on ac
count of the safety valve refusing 
to work. Had it not been for the 
fireman, who noticed the steam gauge 
had registered the limit, rushing 
through the mill and shouting, “For 
God’s sake get out of here,’’ twenty 
men might have been blown to pieces 
No one was seriously injured, al
though there were several narrow es
capes. The damage will amount to 
$2,500. The mill was completely de
stroyed, there being nothing left but 
a hole in the ground and debris. Many 
windows in Fibre were also broken 
by the force of the explosion. A 
boiler dome weighing 500 pounds 
was blown 500 feet to the Soo Line 
Railway tracks. This is the first ex
plosion that Doud Bros, have ever 
sustained, although they have lost 
two mills previous to this by fire at 
Fibre.

Health Officer Griffin, in making

a tour of inspection through Chip
pewa county, finds the dairies in good 
condition. The trip was made un
known to the owners. This is, in
deed, good news to the many con
sumers of milk in Cloverland. The 
dairies were found in first-class sani
tary condition. The new rules made 
by the health officer a year ago have 
had a marked effect upon the dairy 
conditions in Chippewa county.

Parties interested in the new saw 
mill industry at the mouth of Black 
River are having a setback in their 
operations. It seems that O tis and 
Oscar Granum had agree*! with the
A. B. Ktise Lumber Co., of Gil
christ, to erect and operate a saw
mill at the mouth of Black River, but 
before the mill was completed the 
Klises and the Granums were badly 
at outs. The Klises say that the two 
Granums secured advances of money 
on the machinery under the pretense 
that it was clear of all encumbrance, 
w’hereas the contrary is the case. In 
consequence, the Klise Co. secured 
their arrest on a charge of obtain
ing money under false pretenses. The 
defendants appeared before Justice 
Reagan and gave bail in the sum of 
$500. The Granums deny any false 
pretense, but assert that such en
cumbrances as were against the 
plant were known to the Klise Co. 
The case will be watched with much 
interest around St. Ignace.

Iron River has inaugurated a sys
tem of selling cattle by lottery. The 
first carload bought by Banks a r
rived at Iron River last week. They 
were pure bred cattle, purchased by 
the Mutual Live Stock Association, 
which is. financed by the three banks 
of the district. The car was shipped 
from Vermont, May 17 and arrived 
at Iron River the following Satur
day. There were eleven Jersey cows, 
four Jersey heifers, a Guernsey bull, 
and the remainder of the carload con
sisted of Guernseys and Holsteins. 
The cattle were taken to the fair 
grounds to be put in good condition 
before being offered for sale, as the 
long trip had a marked effect on the 
herd. There has been so many de
mands for cows that I. W. Byers, 
President of the Association, has de
cided that the only way to adequa1'- 
ly distribute them would be by the 
lottery plan—put a price on each cow 
and number her, and let all who 
want to buy draw for the prizes and 
pay the price.

The commercial travelers are not 
feeling very jubilant over the D., S. 
S. & A. rebate rates and from pres
ent indications the case may drag 
along for years. Many of the travel
ing fraternity have a large amount 
of rebate slips treasured up in their 
vaults which they expect to cash in 
as soon as the courts compel the rail
road to do so and many prospective 
purchasers of automobiles are con
tem plating a good time and are liv
ing in hopes of realizing on their 
assets, but from present indications 
some of the boys may now consider 
a “fair offer.”

“He who does something at the 
head of one regiment surpasses him 
who does nothing at the head of a 
hundred.”

James A. Douglas, one of our lead
ing implement dealers, had the mis
fortune to break his leg in an auto 
accident the other day, which will 
possibly lay him up for the next two 
months. Mr. Douglas was taking an 
auto trip through the country when 
the machine in which he was riding 
skidded and, fearing it would turn 
turtle, he jumped to clear the ma
chine, but fell in such a manner in 
the road that the machine backed up 
over his leg before he could get 
away, breaking the limb above the 
ankle. I t was a very painful acci
dent and happened at a bad time when 
his busy season is on.

The new change of time in the 
trains leaving here will be of much 
importance for a while until the gen
eral public is thoroughly posted.

Commencing May 31 South Shore 
train No. 7, for Marquette and Duluth 
will leave the Soo at 5:55 p. m., in
stead of 6:25, and train No. 117, with 
D etroit sleeper attached, will leave 
at 5:05 p. m. instead of 5:20, as here
tofore.

Some time ago merchants at the 
Soo were trying to adopt a co-opera
tive delivery system, taking in the 
butchers and grocers, but on account 
of a few of our larger stores not be
ing in favor of it, the m atter has 
never developed. We find that the 
business men of Calumet, Laurium 
and vicinity, with those of Hancock, 
H oughton and other towns of the 
copper country are now figuring on 
the co-operative delivery system in 
their district. The m atter has been 
given more or less attention by vari
ous business men of the country for 
some time, particularly since the 
idea was first brought up by the Cop
per Country Commercial Club a few 
weeks ago and presented to the a t
tention of the merchants through the 
press, and the co-operative delivery 
bids fair to being adopted and it is 
hoped that the m erchants at the Soo 
will fall in line in the near future, 
as it would be a great saving of ex
pense and extra work and also re
duce the high cost of living to a 
marked degree.

The past week makes numerous 
changes here by the removal of Welsh 
& McDonald from their present lo
cation on W est Spruce street to the 
building directly west which is now 
occupied by the Gilhooley Paper Co. 
W. F. Lipsett will move his tailor 
shop from 415 Ashmun street to the 
building vacated by W elsh & Mc
Donald, and Mr. L ipsett’s old stand 
will be occupied by the union bar
ber shop. Wm, Howden, who had 
space in Welsh & M cDonald’s former 
place, has moved to the Connolly 
H arness M anufacturing Co.’s offices.

A nother new store was open
ed at the Soo last week under the 
name of the “Good Luck” store, at 
307 Ashmun street, next to the Star 
theater. Abe Freedman, of this city, 
has been engaged as manager for the 
new concern. As he is a man of much 
experience and a hustler, a bright 
future is predicted for the new store.

“I will go anywhere provided that 
it is forward.”

James B. Melody, Cloverland’s soap 
representative for Swift & Co., ar
rived in the city this week, having 
just returned from a trip through the 
iron country and he reports business 
in all lines somewhat slow, as many 
of the mines are running on reduced 
shifts, due to the lack of demand for 
ore. However, there are several 
things which make it look as if things 
might brighten up before long, among 
those being the purchase of the Re
public mine by the Cleveland-Cliffs 
Company. I t is reported that the 
mines will run six days each week 
now instead of four as at present. 
In practically all other lines business 
is on the increase in Cloverland and 
development in the iron industries 
is all that is needed to make the U p
per Peninsula the most prosperous 
part of the State.

The Chicago police patrolm en will 
have nothing on the Soo after this 
week, as the nobby new uniforms for 
the entire police force have arrived. 
They certainly are classy looking 
garm ents of the latest cut. Helmets 
will also be purchased in the near 
future and the white leather caps 
now worn by the Chicago patrolmen 
may also be adopted by the force 
here. All they lack here now is an 
auto patrol to accommodate the trou
ble makers.

The Soo contributed six victims in 
the sinking of the Empress of Ire
land. Mrs. O tto Beauchamp was en 
route to Carlisle, England, to visit 
her parents. She was the young wife 
of a printer in the employ of the 
Evening News. She had been in 
delicate health for months and was 
taking the trip on advice of her

physician. She leaves an infant 
daughter, a husband and other Soo 
relatives. Miss Hilma Kallio was 
also on the Empress en route to F in
land to visit her parents, having been 
in this country for about eight years. 
Willie Hamatainen, Frank Jokinen, 
O tto Nevalainen and John Makale, 
of the Canadian Soo, were also vic
tims on the Empress en route to Fin
land, w hither they were bound to 
bring their families to this country.

Mr. Taylor, the energetic manager 
of the Pickford telephone exchange, 
was at Donaldson last week, where a 
meeting of the citizens was held to 
complete arrangem ents for installing 
telephone service in that vicinity.

Newberry suffered ¡another hotel 
fire last week, when the H otel M ur
phy was destroyed by fire. This is 
the second hotel destroyed by fire 
within four months. The fire broke 
out about 3 o’clock Friday morning, 
driving the guests from their beds. 
After two hours hard work the fire
men had the fire under control, but 
the interior of the second story and 
the damage caused by the w ater that 
poured in on the first floor was al
most as bad as the fire itself. L. 
Quinlan estimates his loss between 
$6,000 and $8,000, which is partly 
covered by insurance. This will han
dicap Newberry considerably, as the 
village is now crippled more than 
ever for hotel accommodations.

“Be ambitious to be good, rather 
than rich.”

F. All ¡son, traveling salesman for 
the Cornwell Beef Co., has been do
ing considerable worrying of late, 
but he is feeling better this week, as 
he received a postal card from one 
of his traveling companions with the 
following motto, “To-day is the to 
morrow that we worried about yes
terday and it didn’t happen.” Frank 
never thought of that before and he 
is all smiles again this week.

The plants of the Mashek Chemi
cal Co. and the Stephenson Charcoal 
Iron Co., at Wells, will close down 
June 20, and it is not expected that 
business will be resumed for at least 
three months. The two concerns 
have in stock 1,500,000 pounds of 
acetate of lime and over 7,000 tons of 
pig iron, for which there is at pres
ent no market. Over production and 
absence of demand has forced both 
concerns to operate at a loss for 
many months. A readjustm ent of 
general conditions throughout the 
country is all that can save a num
ber of other big concerns from clos
ing down.

Chippewa county is noted for its 
sheep raising land. There are four 
classes of lands which will be of in
terest to the W estern sheep men. The 
first is the heavy clay lands which 
are to be found around O ntonagon 
and Chippewa counties, suited to the 
production of grass. Second, loamy 
soils like those found south of Ish- 
peming. Then there are the hard 
wood loams and, fourth, the rough 
stony lands found along the iron and 
copper ranges.

Mrs. E. Homberg, of De Tour, 
was a city visitor this week.

I t has been suggested that the man
agement of the Chippewa Agricul
tural Society introduce stock judg
ing contests for the fall fair, similar 
to those in vogue in other parts of 
the country. The plan is to organ
ize two classes, the senior class to 
consist of students of any county, 
State or district agricultural school, 
and the junior class of farm ers’ sons 
or others who have never attended 
an agricultural school. Prizes are 
offered for the best judging of four 
classes of live stock, the reasons for 
the markings to be given on cards 
provided for the purpose. The stock 
to be judged consists of horses, cat
tle, sheep and hogs. Such contests 
induce boys who are more or less fa
miliar with live stock to more care
fully study the different breeds, their 
formation and merits, and will be ed
ucational as well as tending to arouse
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greater interest in the live stock ex
hibit. The cards are passed upon by 
the official judges or a committee se
lected by the fair officials. This cer
tainly will be an attractive feature and 
also create a greater interest in the 
coming fair, which is planned to be 
the best ever this year.

Patrolm an Frank Launderville suf
fered a stroke of paralysis last week 
and is seriously ill at his home here.

H. R. A. Baughman expects to leave 
this week for his home in Indianapo
lis, where he will resume charge of 
his business. Mr. Baughman has 
been manager of the Soo Lumber Co. 
for several years and during his stay 
here has made many friends who re
gret his departure.

“Not wealth but the ability to meet 
difficult conditions is the measure of 
a man.”

Dr. Karl Sunell, who was practic
ing medicine in the Soo w ithout a 
license, was arrested last week and 
given a hearing before Judge Freder
ick. His bail was fixed at $1,000, but, 
not having a chance to practice long 
enough, the doctor was unable to fur
nish bail and had to give up his free 
life and face the bars. I t pays to al
ways have your license with you.

“Economy is of itself a great reve
nue.” William G. Tapert.

Misunderstood His Meaning.
Wm. R. Keasey, the veteran coffee 

salesman, having a few hour’s layover 
in a small town, decided to dine at 
the village hotel. On looking over 
the bill-of-fare he noted that young 
“fry” was “special” for that meal, so 
he turned to the pretty  little waitress 
and asked:

“H ow ’s the chicken?”
The young lady blushed and then 

answered: “Oh, I ’m all right. How 
are you?”

Brubaker Breaks Out in a New 
Place.

Mears, June 2.—As I was appoint
ed one of the delegates to the Re
publican-Progressive lovefeast, held 
in D etroit May 26. I took the oppor
tunity to kill two stones with one 
bird. In  the first place, the situation 
between the two parties was very deli
cate and ticklish. It took a long 
headed, conservative fellow like me 
to sit astride the safety valve, and at 
that, all through the speeches, I was 
on edge, expecting an explosion at 
any minute. Pat Kelly, Senator 
Townsend and William Alden Smith 
handled the situation with kid gloves 
in a very credible manner.

Pat made a hit with me.
Townsend made a hit with the 

ladies.
And William Alden made a hit with 

himself.
Apparently everyone was afraid to 

even think of a possible candidate 
for the next Presidential campaign. 
To relieve the strain I was going to 
propose the Chronic Kicker, but I 
was afraid that I might not be as popu
lar with the rem ainder of the dele
gates as I am with myself. I was sure 
of my vote, but the others were in 
doubt. Then I am on the fence. 
H eretofore I have been a rabid anti
suffragist, but after gazing at the oc
cupants of the gallery, at the Arm
ory, I have partially changed my 
mind.

I killed the other stone by investi
gating the source of Goldstein’s in
formation whereby he is continually 
making such broad assertions in 
boosting Detroit, to the disparage
ment of Grand Rapids. I have been 
reading his “knocks” at Grand Rap
ids these many weeks, as I read every 
nook and corner of the Tradesman, 
and it has been a great wonder long 
ago why some of your local w riters 
haven’t taken some of the cftnceit 
out of him. Now, as I don’t live in 
either city, I think I am an impar

tial judge. I think it is up to him 
to make a partial retraction. To 
quote Goldstein himself, “Learn one 
thing about D etroit each week.” Oh, 
well, (with a capital H ) I learned all 
about D etroit in eighteen hours. It 
has taken me twenty trips to Grand 
Rapids to learn all I know about 
that city and only one trip to De
troit to learn all I know about De
troit. I will admit D etroit is larger 
one way and is more settled than 
Grand Rapids (settled down deeper 
in the m ud); also D etroit has a lot 
more street cars (that need painting). 
They have a large Ford plant they 
brag about, but Grand Rapids has 
fords too. D etroit is all puffed up 
about Belle Isle. T hat’s only one, 
while Grand Rapids is so full of belles 
that they are common. They hire 
them to keep books in the offices of 
the wholesale stores and as clerks in 
the retail stores. W hy, they are 
common even in the Tradesman of
fice. Goldstein said he would prove 
it to me by my own writings that 
Grand Rapids was a rural town and 
referred to a piece I wrote about the 
Kent County Fair “chickens” last 
fall. W hat of it. I saw a bunch of 
calves at the Gaity in Detroit. No 
not Jerseys, an imported breed called 
burlesque, I believe. Jim entertained 
me to the Queen's taste in Detroit, 
but E. A. Stowe entertained me to 
suit the whole royal family in Grand 
Rapids. As Goldstein had me in tow 
in D etroit that may be the reason I 
saw it all in so short a time. We had 
a warm time and left a trail of smoke 
and the Pere Marquette depot was all 
afire twenty minutes after I left it. 
I know that within an hour after my 
arrival in D etroit the tem perature 
had raised 98 degrees. I concede that 
Jim has a right to boost his town. 
D etroit is some place and would have 
more life if they would allow the 
autos to run more than 90 miles a 
minute in the business section. To 
go back to the truth, it is really aw

ful the way they do speed in De
troit. You don’t more than smell one 
coming, than you hear it bump over 
a crossing past you. I dodged buzz 
wagons so much that I now tango in 
my sleep, and I ain’t known as a very 
conservative driver up in Oceana 
county, either. At least, I ain’t wear
ing medals won in a slow race. May
be I ought not to get mad at Jim for 
knocking Grand Rapids. Some day 
the cops will run me out of Grand 
Rapids and then I will begin to knock 
the city, too, I suppose. As to which 
city has the best drinking water, you 
can’t prove that by Jim or me, as I 
always drink “the same” and Jim 
drinks so much cocoa cola that I am 
afraid he will turn into a coke fiend. 
This epistle may not be good sense, 
but it is good sound politics. If this 
epistle is the wife of an apostle, is 
she a suffragette?

I promised Jim—at his request— 
that I would write something for this 
week’s Tradesman, but it is up to you 
as to whether it is printed. You will 
soon think that it is as hard for me to 
stay out of print as it is for W ilbur 
Burns to pass up a chance to make a 
speech. If you can find space for this 
dope enclosed, use it, as a bunch of 
traveling men keep asking; me why 
I don’t write oftener, but I don’t 
think the dope I write is in its place 
in a sound and solid trade paper like 
the Tradesman. Its proper place is 
in the waste basket.

Here is to Detroit and Grand Rap
ids, but, Oh. you Mears!

Yours in fair health,
C. A. Brubaker, 

(The Chronic Kicker.)

If you wait for your good qualities 
to be discovered there is little chance 
of their ever coming to notice. Ad
vertise them.

Take a close look at the people 
you meet every day and rejoice that 
you were not born a cannibal.

You Are Not Making as Much Money as You Should-
Unless You Sell

Dandelion Brand Butter Color
Don’t lose the profits that result from its sale any longer. Start it at once.

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

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

WELLS & RICHARDSON CO.
BURLINGTON, VERMONT 

Manufacturers of Dandelion Brand Butter Color

' l

W ,

Dandelion Brand Butter Color
The co lo r w ith th e Aolden shade
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Movements of Merchants.
H arrison—A. J. English has op

ened a cigar factory here.
Lyons—Geo. H. MacGillivray, drug

gist, is succeeded by Philo E. Hackett
Coleman—I. J. Bowland has en

gaged in the boot and shoe business 
here.

Springport—C. G. Huntley succeeds 
Frederick L. Munson in the drug 
business.

Alpena—Edward Kramm has open
ed a meat market at 804 North Sec
ond avenue.

Grand Ledge—L. M. Alward & Son 
succeed Dalton Boyle in the restaur
ant business.

Lapeer—L. J. Deming has opened 
a cigar and confectionery store in 
the Eoff block.

Grandville—Lane & Shaffer are suc
ceeded in the fuel and ice business by 
Lane & Leach.

Lansing—C. E. Sanders has engag
ed in the meat business at 1419 East 
Michigan avenue.

Manton—Clark Bros, are erecting a 
pickle salting plant and will soon en
gage in business.

Saginaw—The Saginaw Custom
Shirt Co. has increased its capital 
stock from $5,000 to $10,000.
■ W oodland—Mrs. L. A. W eaver has 
opened an ice cream and confection
ery store in the Priest building.

Hillsdale—T. D. Stone and John F. 
Beckman have formed a copartner
ship and engaged in manufacturing 
cigars.

Byron—Lee & Cady have been 
awarded a judgment against George
A. Aldrich for $321 in the Circuit 
Court at Corunna.

Battle Creek—B. W. Pinch, who 
conducts a shoe store at 247 East 
Main street, has opened a branch 
store at W ashington Heights.

Kalamazoo—Henry W. W atson, 
formerly of Flint, has purchased the 
cigar and tobacco stock of the Bur
dick Hotel Co. and taken possession.

Topinabee — Frank Parro tt has 
sold his stock of general merchan
dise to A. Bonscoure, formerly of 
Black River, who will continue the 
business.

Monroe—The Peoples Laundry Co. 
has been organized with an author
ized capital stock of $3,000, of which 
$1,500 has been subscribed and paid 
in in cash.

Chicora—Fred G. Barbee and Wm. 
R. Rowe succeed Fred G. Barbee in the 
general store business. They will 
conduct the business under the style 
of Barbee & Rowe.

Capac—The Security T rust Co. of 
Detroit has begun suit against Paul 
R. Dinsmore. of this place, to com

pel him to turn over the Stroughton 
Elevator property here, transferred 
to Dinsmore by George W. and Fred 
T. Moore, of the defunct Capac Bank.

Kalamazoo—iFire destroyed the 
Bert Downs grocery and meat stock 
at the corner of Main and Harrison 
streets June 2. The loss was partial
ly covered by insurance.

Adrian—The George M. Tripp Co., 
Inc., has engaged in the jewelry busi
ness with an authorized capitalization 
of $10,000, of which $5,100 has been 
subscribed and paid in in cash.

Potterville—George and Earl Gil
bert have formed a copartnership and 
purchased the M. L. Thompson meat 
stock. They will continue the busi
ness under the style of Gilbert & 
Gilbert.

Portland—Miss Frances Case has 
left the employ of John A. McClel
land & Son, after serving behind the 
counter for twenty-five consecutive 
years. She is succeeded by Miss 
Edna Rowe.

Saginaw—Al. J. Zaul, for nineteen 
years associated with the Mautner & 
Krause Co., clothiers, has opened a 
men’s furnishing goods and clothing 
store at the corner of Genesee ave
nue and Baum street.

Owosso—The Phillips & McCabe 
Coal, Wood and Lumber Co. has been 
incorporated with an authorized cap
ital stock of $5,000, which has been 
subscribed, $1,000 being paid in in 
cash and $4,000 in property.

Munising—Oliver Shampine has 
purchased the interest of his partner, 
W. R. Burns in the meat and grocery 
stock of Burns & Shampine and will 
continue the business at the same lo
cation under his own name.

St. Joseph—John F. Duncan, who 
has conducted a hardware store here 
for many years, has sold his stock to 
H. F. Fichter and G. A. Achter- 
berg, who will continue the business 
at the same location under the style 
of Richter & Achterberg.

Port Huron—Patrick H. Mahar, 
dealer in boots and shoes, has m erg
ed his business into a stock company 
under the style of the P. H. Mahar 
Shoe Co., with an authorized capital 
stock of $10,000, all of which has been 
subscribed and paid in in property.

Calumet—Charles VanDusen has 
resigned from the Tamarack store, 
to take effect June 1. Mr. VanDusen 
has been manager of the dry goods 
department of the store for the past 
eleven years and has met with suc
cess in his work. He leaves to take 
up a position as manager of the E.
F. Sutton store a t Lake Linden, 
which he will assume on the first of 
next month.

Hamtramck—Negotiations are in 
progress for the sale of the H am 
tramck State Bank to a group of offi
cials of the People’s State Bank of 
Detroit. The price is said to be $200 
a share, or $50,000. The surplus is 
$10.000 and the total deposits about 
$275,000. The purchase will be made 
by the Bank officials as individuals.

Manufacturing Matters.
Elk Rapids—J. F. Monteith has 

opened a machine shop.
M anton—Inm an & N orthrup are 

building a shingle mill adjacent to 
their saw mill.

Kalamazoo—The Riverside Foun
dry Co. has changed its name to the 
Riverside Foundry & Galvanizing 
Co.

Shelby—C. L. Eesley has sold his 
flour mill to B. R. Miller, recently 
of Hillsdale, who will continue the 
business.

W hitehall—Robert Muehle, form er
ly of Chicago has engaged in the 
baking business here under the style 
of the W hite Lake Bakery.

Manistee—N. A. Nelson, who has 
conducted a saddlery and harness 
store here for the past thirty  years, 
has closed out his stock and retired 
from business.

Alma—A. H unter has sold a half 
interest in his plumbing and heating 
stock to his brother, Robert G., and 
the business will be continued under 
the style of H unter Bros.

Iron Mountain—The Moose Mu
tual Cigar Co. has engaged in busi
ness with an authorized capital stock 
of $6,000, of which $1,304.50 has been 
subscribed and paid in in property.

D etroit—The Eclipse Interchange
able Counterbore Co. has engaged in 
business with an authorized capital 
stock of $25,000, of which $17,500 has 
been subscribed and $2,500 paid in in 
cash.

L ’Anse—The Zenith Lumber Co. 
expected to begin sawing this week. 
The mill has undergone extensive im
provements. W ork is progressing on 
the extension of the company’s log
ging railroad.

Petoskey—The W. L. McManus 
Lumber Co. has offered $500 reward 
for the arrest and conviction of par
ties supposed to have started the fire 
which consumed the company’s plan
ing mill a year ago, causing a loss 
of $200,000.

Rogers City—W ork has progressed 
rapidly on the construction of the sid
ing of the Richardson sawmill and 
repairs to the mill are about com
pleted. As soon as the steel track 
is laid on the siding the mill will be
gin sawing.

Bay City—The new plant built by 
W. D. Young & Co. to manufacture 
material for the North American Con
struction Co. houses is in operation. 
The latter company reports business 
active. The hardwood plant of W.
D. Young & Co. has also a steady run 
of business.

Flint—The Flint Machine and Nov
elty W orks is the title under which 
a new Flint industry begins business 
life. The members of the concern 
are George Le Clair, Ira  E. Apple- 
gate and Alfred Galbraith. W hile

the principal purpose of the copart
nership is to manufacture a sanitary 
top attachm ent for milk bottles, a 
general manufacturing business will 
be an im portant part of its activi
ties.

D etroit—Zink Bros., dealers in hay, 
feed, etc., have merged their busi
ness into a stock company under the 
style of the Zink Bros. Hay & Grain 
Co., with an authorized capital stock 
of $15.000. of which $7,500 has been 
subscribed, $800 being paid in in cash 
and $6,700 in property.

D etroit—¡The Shurgas M anufactur
ing Co. has engaged in business to 
manufacture and deal in carburetors, 
vapor injectors, automobiles and all 
parts and accessories thereto, with 
an authorized capital stock of $15,000, 
which has been subscribed, $1,200 be
ing paid in in cash and $13,800 in 
property.

Ironwood — The V an’s H arbor 
Company, which has operated a saw
mill at Van’s H arbor for many years, 
is preparing to move to this place. 
W ork on the company’s plant at this 
point will be started soon and it will 
be in operation next fall. Recently 
the company purchased a large new 
tract of timber adjacent to Ironwood. 
In connection with this change an in
teresting situation has arisen. V an’s 
H arbor has in the last few years be
come a center for a prosperous farm 
ing settlement and the Van’s H arbor 
Company’s railroad line is the only 
connection by train which the village 
has with the outside world. The 
town voted recently to bond for $25,- 
000 to purchase the railroad, but the 
prosecuting attorney for Delta coun
ty and the A ttorney General have 
ruled that the town can not legally 
bond for such a purpose and the pro
position is thrown in the air. The 
town is now casting about for means 
to purchase the railroad despite the 
legal obstacles.

Oxford Merchants Now Organized.
President Wm. McMorris and Sec

retary Fred W. Fuller, of the Retail 
Grocers & General M erchants’ As
sociation of Michigan, were at O x
ford last week and succeeded in or
ganizing the merchants of that town. 
The Association will be known as the 
Retail M erchants’ Association of O x
ford. The following were elected of
ficers :

President—G. T. Green.
Vice-President—C. A. Merian.
Secretary—J. G. Sutherland.
Treasurer—R. W. Marshall.
The new Association expects to 

have every m erchant in town mem
bers of the Association and they ex
pect to do things with this Associa
tion that could not be done other
wise, because they believe it will lead 
up to a kind of Association of Com
merce or Board of Trade, so that they 
can boom their town through this A s
sociation in a better and more able 
manner than they have been able 
to do heretofore. They now have a 
M erchants’ Delivery System which is 
working very satisfactorily and is us
ed by all the m erchants of the town.

The supply of gold bricks exceeds 
the demand.
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Review of the Grand Rapids Produce 
Market.

Asparagus—65c per doz. bunches.
Bananas—The price is steady at 

$3.50 per 100 pounds. This makes 
the bunch price $1.50@2.75.

Butter—The quality of butter ar
riving at this time is very good, the 
bulk of it showing the grass flavor. 
The quantity is increasing as the 
season advances. The consumptive 
demand is also better, and the m ar
ket is firm on the present basis of 
quotations. Some speculative busi
ness is being accomplished and the 
m arket is likely to remain steady at 
unchanged prices unless we have ex
treme warm weather, which would 
probably cause shorter supply and a 
possible advance in price. Factory 
creamery is now quoted at 27@28c 
in tubs and 28@29c prints. Local 
dealers pay 18c for No. 1 dairy and 
14c for packing stock.

Cabbage—$|2.25 per 100 tb. crate 
from Alabama.

Carrots—75c per bu.
Celery—75c per bunch or $3.50 per 

crate for Florida.
Cocoanuts—$4.25 per sack contain

ing 100.
Cucumbers—75c per dozen for 

home grown hot house.
Eggs—The quality of the eggs ar

riving continues to be good and re
ceipts are meeting with ready sale 
on arrival a t prices ranging about 
same as last week. There are quite 
a lot of eggs going into cold storage, 
and the consumptive demand is also 
good. No change is expected in the 
egg m arket in the next few days. Lo
cal dealers pay 18c for strictly fresh.

Green Onions—15c for silverskins 
and 10c for evergreens.

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

Lemons—Californias have advanced 
to $7.50 and Verdellis to $7 per box. 
. Lettuce—H o t house head, $1.50 per 
bu. Garden grown leaf, $1 per bu.

New beets—75c per doz.
N uts—Almonds, 18c per tb.; fil

berts, 15c per tb.; pecans, 15c per 
lb.; walnuts, 19c for Grenoble and 
California; 17c for Naples.

Onions—Texas Burmudas have ad
vanced to $2.40 per crate for yellow 
and $2.75 for white.

Oranges—Californias are in ample 
supply at $3.50@4.

Peppers—Green, 65c per small bas
ket.

Pineapples—Both Cubans and Flor- 
idas are scarce at $3.50 per crate. 
The Cuban fruit will soon be cleaned 
up and the trade will be relying en
tirely upon the Floridas.

Plants—Tom ato, 65c per box of 
200; cabbage, 65c; geraniums, $1.25;

salvia, $1.25; pepper, 90c; pansy, $1.25; 
asters, 90c; egg, 90c; daisy, 90c; cel
ery, $1.

Potatoes—Old stock, 75@80c per 
bu. Texas Triumphs, $1.50 per bu.

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

Poultry—Local dealers now offer 
12@13c for fowls; 10c for old roost
ers; 9c for geese; 10c for ducks; 14 
@16c for No. 1 turkeys and 12c for 
old toms. These prices are 2c a 
pound more than live.

Radishes—10c for round . and 12c 
for long.

Spinach—65c per bu.
Straw berries—Missouri and Illi

nois berries are still in market, com
manding $3.50 per crate of 24 quarts. 
Home grown are beginning to come 
in, finding a m arget on the basis 
of $2.25 per 16 quart crate. The 
Michigan crop promises to be large 
this season.

Tom atoes—$3.50 per 6 basket crate 
of Floridas.

Veal—Buyers pay 8@12c according 
to quality.

I t is not at all unlikely that the re
cent sidewalk d 'saster on Monroe 
avenue, in which one life was snuffed 
out, was due to the pernicious activi
ty of the labor unions. I t  is a m at
ter of common knowledge that the 
work of repairing *he Garrick Thea
ter was in the hands of a non-union 
contractor and that all his employes 
are, therefore, free from domination 
of union influence. The union steel 
workers arrogantly demanded that 
they be perm itted to install the steel 
beams going into the new structure. 
W hen they were assured by the con
tractor that he did not require their 
services, the latter was thereupon 
warned that trouble would ensue if 
he did not yield. Every indication 
points to the fact that the supports 
under the sidewalk were surreptitious
ly undermined and, as it is a m atter 
of common occurrence for union men 
to indulge in practices of this kind, 
it is not at all unlikely that one more 
murder, along with thousands of 
others, may be charged to the devil
try of labor unionism.

The Michigan H ardware Co. has 
in preparation a 1,000 page catalogue 
which it expects to have ready for 
distribution by O ctober 1. It will 
be handsomely illustrated.

George D. Stover has bought the 
blacksmith business of Henry Fra- 
lick at 1140 Division avenue.

James Wickham has sold his meat 
market a t 1408 Plainfield avenue to 
Haverkamp & Van Dyke.

The Grocery Market.
Sugar—Eastern refineries are now 

in accord on the price of granulated, 
which they are holding at 4.20c, f. o. 
b. New York. The country seems 
able to go along without taking gran
ulated actively, and it is expected that 
refiners will force it out on old con
tracts unless the situation changes 
soon. However, the season of active 
demand is not far off, and once the 
rush comes, there will be business 
enough for all during the summer 
months. W hen the refiners were 
holding their quotations at 4c the 
Tradesm an advised its friends in the 
grocery trade to buy liberally. 
Those who did so made a handsome 
profit, based on the present market. 
The Tradesm an believes that granu
lated will go to 4p$c during the next 
two months. The market may go 
there, because the refiners can easily 
put it there if they wish to. The pres
ent margin between raw and refined 
sugar is fair, but as the refiners ,are 
working on lower-priced raws, the 
present prices are yielding a very 
good return. The consumptive de
mand for refined sugar is good.

Tea—New crop Japans are now be
ing marketed in Japan and prices for 
the choicest qualities are from lc  to 
l ^ c  higher than last year. Later 
pickings are expected to hold at lc 
or more advance. Arrivals here will 
be later than usual. Form osas are 
very firm, both here and for the new 
crop not yet in. New Congous are 
now coming in to the Hankow market 
show “better leaf but poorer cup,” 
with prices ranging very high. The 
local m arket is quiet and only hand 
to mouth buying.

Coffee—There is a good demand 
for desirable grades of Santos cof
fee, but a rather poor demand for 
ordinary grades of Santos and Rio. 
Mild coffees are wanted to some ex
tent at unchanged prices. Perhaps 
holders might shade a trifle for large 
lots. Java and Mocha grades are un
changed and quiet.

Canned Vegetables—The packing of 
peas in Baltimore is progressing, 
though packers are still hampered by 
lack of sufficient stock to keep their 
facilities in operation for a full day. 
Several packers, however, had a com
plete day’s run at the end of last 
week, though they had to pay high 
for the raw stock. The goods are 
said to be finding a fairly ready mar
ket as soon as packed at $1.80@2 as 
to quality for the fine grades, which 
alone seem to be packed at this time. 
During the past few days a good bus
iness has been done in desirable 
standard and fancy corn at full quot
ed prices. While there have been 
no individually large sales the quan
tity changing hands is said to repre
sent a very considerable quantity. 
Neither buyers nor sellers seem dis
posed to make further commitments 
in futures pending crop developments. 
Main advices are tc  the effect that the 
weather of late has been ideal for 
planting and the farmers have taken 
advantage of the fact to get as much 
as possible of their acreage seeded. 
However, it is stated that at the best 
the acreage will fall far short of what

the packers desire. Tomatoes are 
steady. Spinach is scarce and firm.

Dried Fruits—The market for fu
ture California prunes while having 
an upward tendency, is still .unsettled 
owing to the efforts of some of the 
lesser packers to get business. The 
argument is made that eveti with a 
crop equaling the highest esimates, 
the supply available for the coming 
season will fall much short of that of 
last year, which, the results show, was 
not more than enough to meet nor
mal requirements of consumption. 
Nothing to speak of is being done in 
spot or future peaches, and the mar
ket for apricots is equally quiet. Rais
ins show no change. There is a very 
active jobbing demand for the seed
less varieties, but comparatively little 
interest is shown :n loose or seeded 
Muscatels for immediate or forward 
delivery. Prices are nominal and un
changed. Currants are steady but 
quiet.

Cheese—The market is firm. The 
make is about the same as it was a 
year ago and the quality is fully up 
to the standard for this early in the 
season. No change is looked for in 
price in the near future.

Rice—Prices are maintained for 
fancy head Honduras and Japanas, 
but the cheaper quality Honduras is 
pressed for sale, holders in the South 
wish to clean up supplies. The new 
crop is still backward and the acreage 
promises to be short of last year.

Provisions — The consumptive de
mand for everything in the smoked 
meat line is increasing. Prices re
main about the same as they were 
last week. Both pure and compound 
lard are steady at unchanged prices, 
with a normal consumptive demand. 
Dried beef, canned meats and bar
reled pork are firm at unchanged 
prices, with a fair consumptive de
mand. An advance is expected in 
canned meats.

The Michigan Face Brick Co. has 
been organized with an authorized 
capital stock of $10,000, of which $5,- 
000 has been subscribed and $1,000 
paid in in cash. The stockholders 
and the number of shares held by 
each are: Elvin Swarthout, 20 shares; 
Sheridan F. Master, 20 shares and 
Donald G. Swarthout, 10 shares.

.William Van Zytveld is engaging 
in the bakery business at 646 M arietta 
street. He has been employed by 
Peter Feringa as a baker for some 
time past.

Mrs. Anna DeGroot, who has been 
in the grocery business for a num
ber of years at 108 Lyon street, is 
succeeded by H. & S. Hoeksema.

Joseph Stevens has sold his inter
est in the Economy Shoe Co. to M.
J. Post, who will continue as a part
ner with William Vandermaas.

The L. A. M clntire Hardware Co. 
has engaged in the hardware business 
at Boyne City. The Michigan H ard
ware Co. furnished the stock.

R. PI. Dekker has engaged in the 
wholesale hay business at 79 Mon
roe avenue under the style of the 
Valley Hay Co.

mailto:1.50@2.75
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MEN OF MARK.

C. L. Glasgow, the Nashville H ard
ware Dealer.

In the early history of railroad 
building and the inauguration of 
transportation by rail the American 
people met the projectors of such 
enterprises with open hearts and 
hands. Nothing was too good for 
them; their most extravagant requests 
were eagerly granted, often in antici
pation, with astounding prodigality. 
Rights of way, principalities in land 
concessions, exemptions from taxa
tion, special legislation in their favor, 
all and more were showered upon 
them, and their bond issues were ac
cepted in eager haste and with ap
parent disregard of probable values. 
They were hailed as awakeners of 
dormant energies and the saviors of 
resources that, but for them, were 
hopeless of development—as the ad
vance agents of a commercial millen- 
ium. And in promises, tacit or ex
pressed, the builders were no less 
prodigal, often—perhaps in the great
er number of cases—in good faith, 
this especially to be said of pioneers 
of railroad construction.

But as railroad building and rail
road operation developed as familiar 
phenomena the enthusiasm waned; 
distrust succeeded faith, friendship 
gave way to enmity. From the be
ginning of the unwelcome awakening, 
wit hregrettably few interregnums 
and with more or less—.principally 
more—intensity during recent years, 
transportation interests and an un
fortunately large part of the shipping 
public have been in antagonistic a t
titude—a house divided against itself, 
an exposition of inharmony violative 
in effect of all reasonable, common- 
sense business ethics. W ith com
paratively few exceptions, absolutely 
interdependent interests, the greatest 
two in the development and the main
tenance of the prosperity of this 
country, for generations have been 
actively at war or have maintained a 
kind of armistice when the well being 
of both should have constrained com
plete co-operation.

Following the expansion of settle
ment, the laying of rails in the new 
country and the development of na
tural and commercial resources this 
obstructive influence grew in volume 
and force. I t has evolved and fos
tered two classes, fortunately a small 
proportion of the whole, for whose 
raison d’ etre, as such, no excuse lies 
in good business usage or tenable pre
cedent—the unreasonable shipper and 
the prejudiced railroad official. The 
suggestion of an innovation or the 
hint of a criticism by either arouses 
at once an instinct, absurd in its lack 
of justification, for open and active 
hostilities. In such disputes, when in 
their judgment the causes involved 
warrant, the reasoning shipper is ar
rayed with his unreasoning brother, 
and in recent contentions the former 
has been much in evidence numeri
cally and in obstinacy and fervor of 
protest. To these have been oppos
ed some of the strongest forces of 
railroad officialdom, and in the esti
mation of the shipping class, whose

judgm ent it believes is strengthened 
by his vigorous, courageous promi
nence in public movements and asso
ciation deliberations on the relations 
of shipper and carrier, the subject of 
this sketch is a good example of the 
highest dynamic energy with which 
they have to contend.

Cassius L. Glasgow was born on a 
farm near Jonesville, Hillsdale coun
ty, February 16, 1858. He is of Scotch 
parentage. His father came to Michi
gan before the railroads had entered 
the State. His education was receiv
ed in the district schools and the 
Jonesville union school, finishing at 
Hillsdale College.

He remained on the farm until he 
decided to start life for himself, when 
he engaged to clerk in a hardware 
store in Jonesville. Later, getting 
the W estern fever, he left his native 
State, bringing up, after several weeks 
of investigation, at Souix City, Iowa,

where he found employment in a 
wholesale hardware store as assist
ant book-keeper and billing clerk. 
This position he retained until called 
home a year later by the sickness of 
his mother. Being the youngest and 
only unmarried member of his fath
e r’s family, he was persuaded to re
main in Michigan. In 1881 he went 
to Nashville and purchased the hard
ware business of C. C. W olcott, 
which he has conducted with marked 
success to the present time.

In 1896 he added a furniture depart
ment to his business, which has also 
proved a success, his lines now com
prising hardware, furniture and farm 
implements.

His unquestioned honesty and 
frank, open manner in the treatm ent

of customers won for him a host of 
friends and built up a large business 
and he is regarded as one of the 
brightest and best business men in 
Barry county.

He is an active working member in 
both the Masonic and K nights of 
Pythias fraternities.

Several years ago the implement 
dealers of the State formed as asso
ciation, but either because the proper 
time for such an organization had not 
arrived or because it was not prop
erly officered or for some other good 
reason, it gave up the ghost after a 
career of two or three years. Later— 
about ten years ago, to be exact—a 
new association was formed in Lan
sing and Mr. Glasgow was asked to 
serve as President, which he did. He 
was re-elected for two successive 
years thereafter, making his term  of 
service three years. He has been a 
director ever since and during all this

GLASGOW.

time chairman of the Legislative 
Committee. Six years ago he was 
elected President of the National Fed
eration of Retail Im plem ent & Ve
hicle Dealers, and for the first time 
in that organization’s experience was 
re-elected for a second term —a cus
tom that has since been followed. 
This organization, as its name im
plies, is practically the “Supreme 
Lodge” of all the state organizations 
and does very effective work in the 
settlem ent of disputes between deal
ers and manufacturers, as to prices, 
terms, discounts, territory, w arran
ties, etc., not by any means attem pt
ing to regulate prices, but demanding 
that they be uniform to all dealers. 
This organization insisted that car
riage manufacturers should not dis

continue issuing warranties on wa
gons, buggies, etc., although the Na
tional Association of Vehicle M anu
facturers had so decided at their con
vention. Like the state associations, 
this organization stands between the 
manufacturer and consumer to the 
end that reasonable terms, prices and 
warranties shall be kept in effect.

Mr. Glasgow Was born and raised a 
Republican and has always been a 
willing and energetic worker for the 
success of his party. He enjoys the 
confidence of all political workers, 
being known as a man who works 
for the party’s good without thought 
of personal reward. He has never 
been an office seeker in any sense of 
the term and up to twelve years ago 
never held any office at the hands of 
the people aside from President of 
the village in which he lives, once by 
appointment and once by election 
without an opposing candidate.. At 
the Senatorial convention, held in 
the fall of 1902, he was the unanimous 
choice of the delegates as their candi
date for Senator from the Fifteenth 
district, comprising the counties 
of Barry and Eaton. He made such 
a good record on the floor and in 
the committee rooms of the Senate 
th a t he was unanimously nominated 
two years later to succeed himself 
for a second term. On account of 
his excellent judgm ent and unusual 
tact, as well as his ability as a force
ful and convincing speaker, he was 
elected President of the Senate, over 
which he presided with rare dignity 
and discretion, receiving the com
mendation and approval of every 
member of that body.

Prior to 1907 the office of State 
Railway Commissioner had always 
been held by a man who was simply 
a creature of the railroads, which 
contributed a fixed sum to the cam
paign expenses of a candidate for 
Governor with the distinct under
standing that they would be perm it
ted to name the Railway Commission
er. The first time Governor W arner 
was a candidate, he submitted to this 
dictation; but in his second cam
paign he broke away from this long- 
established custom and kept himself 
free from the domination of the rail
roads. For some years prior to this 
time the business men of the State 
had gradually come to the conclusion 
tha t the public had rights which 
should be considered as well as the 
railways. This agitation found ex
pression in a popular campaign in 
behalf of the appointment of Mr. 
Glasgow, who was universally con
ceded to be the best qualified man in 
Michigan to deal with both sides at 
issue fairly and dispassionately. Mr. 
Glasgow was appointed by Governor 
W arner Jan. 15, 1907, and soon came 
to be regarded as an acknowledged 
authority on transportation matters. 
W hen Governor Osborn was elected 
he paid him the highest possible com
pliment he could confer by 
sending for him and saying, 
“The courts have stated tha t in
terim appointments must be confirmed 
and I want you to know that you are 
the only interim appointment of my 
predecessor that I desire shall remain

c. L.
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and to that end I am going to appoint 
you to your position and make sure 
of it.” He has, therefore, during his 
term been appointed three times and 
by two Governors, whether necessary 
or not. He assisted in drafting the 
bill creating the Railroad Commis
sion some time later. He was chair
man of the Commission during the 
six years following and during the en
tire time the work of the Commission 
was getting started and while the 
Legislature from session to session 
added to the work of the Commission 
by giving it jurisdiction over express, 
water power, electric light, telephone 
companies and over the issuance of 
stocks and bonds. The election of our 
present Governor made the Commis
sion by the appointment of new mem
bers, Democratic, when he resigned 
the chairmanship in favor of Mr. He- 
mans.

Mr. Glasgow was urged to enter 
the Congressional race in his district 
two years ago, and again this year, 
but refused to perm it his name to be 
used either time. The pressure may 
ultimately become so strong that 
he will have to yield. If he ever 
does, his friends will see to it that 
he is safely elected and all who know 
him are satisfied that he will make 
his mark in Congress.

Mr. Glasgow was married to Miss 
Matie C. Miller, of Jonesville, in 1881, 
after establishing himself in business 
at his present location.

Mr. Glasgow possesses a charming 
personality which naturally a ttracts 
and holds men. One cannot come in 
contact with him w ithout feeling that 
he is in the presence of a true gentle
man. His aim is to do right, to stand 
for the right and to be kind to all. 
He does not preach to others, but he 
sets them an example. In  an unos
tentatious yet magnetic manner he 
shows them the way. “One of the 
best and finest of men,” say .all, and 
a man with that reputation must have 
earned it.

Endorses the Patriotism of Mar
quette Merchants.

“I admire the patriotism  of M ar
quette businessmen in closing Dec
oration Day, even if it does make 
me lose two days’ time,” said James
K. Martin of Duluth. Mr. M artin is 
a hat salesman. He came here F ri
day evening from the copper coun
try, expecting to be able to leave 
Marquette Saturdav night. He was 
unable to get away before Tuesday.

“Had I known it,” he explained, “I 
could have arranged my trip so that 
I would be here Friday and in the 
copper country Saturday. There the 
stores were open Decoration Day. 
M arquette shows » spirit of patrio t
ism that cannot be excelled. Of 
course it is patriotic to fly flags and 
hold parades, and the like, but true 
patriotism  is shown when a man is 
willing to close his business house, 
losing money by doing it and on one 
of the busiest days of the week at 
that. But so long as Marquette peo
ple are so patriotic, I will be, too, 
and won’t grumble because I have to 
lose time.”—M arquette Mining Jour
nal.

Honks From Auto City Council.
Lansing, June 1.—There is a vast 

difference between the suffragette of 
England and the coed of the M. A. 
C., but either will resort to hunger 
strike to win their point.

The Ringling circus will visit 
Lansing to-morrow and we know 
several small boys who will be unable 
to sleep to-night because of 
their anxiety for the morrow. We 
can remember how such occasions 
used to effect in a similar way boys 
who have now grown tall.

Don’t forget the Council m eet
ing next Saturday evening. Our la
dies Auxiliary will serve another of 
their famous Bohemian supper at 6:30 
sharp and D istrict Deputy James F| 
Hammell has promised to be pres
ent. Plans and definite arrange
ments for the Grand Council meet
ing will be completed at this meet
ing.

E. M. Holloway, whom we reported 
last week as having met with an ac
cident, is again able to make regular 
trips over his territory. Mr. H ollo
way is building a new home at How
ell and, becoming somewhat ambi
tious (all at once) attem pted to as
sist the carpenter by cutting off the 
free end of a board which projected 
over the newly made cistern. I t so 
happened that Elm er stood on the 
wrong side of the saw when the cut 
was finished and, not being able to 
overcome the law of gravity took a 
hasty trip to the bottom  of the cis
tern which, fortunately, happened to 
be nearly dry.

F. A. Rothlesberger, Jr., of Ford 
fame, reports unusual activity in the 
m otor realm for the past week. Says 
he disposed of five automobiles which 
he had previously taken in trade and 
fifteen Fords in the six days.

E. M. Holley (J. M. Preston Co.) 
has returned from an extensive trip  
through the upper part of the State.

F. D. Engle (American Seeding 
Machine Co.) is slowly improving and 
will probably be out again soon.

F. H. Hastings and family left last 
Tuesday for a week’s visit with 
friends and relatives a t Toledo, mak
ing the trip via the m otor route.

Pay that assessment to-day and you 
will feel easy about it to-morrow.

H. D. Bullen.

Poultry, Egg and Butter Men to 
Meet.

Saginaw, June 2.—At a meeting of 
the Educational Committee ot the 
Michigan Poultry, B utter and Egg 
Association, which was held in Lan
sing, May 26, it was decided to ac
cept the invitation of the authorities 
at the Michigan Agricultural College 
for the members and their wives to 
attend a summer meeting Friday, June 
5, at 1 p. m. in the College Agricul
tural building.

The object of this meeting shall be 
to stimulate interest and to learn 
methods of procedure whereby all the 
members can co-operate in advancing 
knowledge to the producers and en
courage better quality in market eggs. 
The following programme has been 
arranged:

Report of the Chairman of the Ed
ucational Committee—C. J. Chandler, 
D etroit.

Illustrated E gg and Poultry Lec
ture with lantern slides—Mr. Shoe
maker, Cornell University, Ithaca, N. 
Y.

Lantern Lecture, Breed Types and 
Farm  Methods—J. O. Linton, M. A. 
C. Poultry Departm ent.

Co-Operative E gg Circles—Prof. C. 
H. Burgess, M. A. C.

E gg and Poultry Claims—F. A. 
Johnston, D etroit.

Iced Poultry—H. L. Williams, 
Howell.

Question box.
Open discussion.
Tickets will be given to the visitors 

assembled for a  ball game and such 
other entertainm ent provided as may 
seem of interest. A trip about the 
College campus and farm buildings

will, in itself, be educational as well 
as interesting.

W ithout co-operation and a har
monious working together, the Asso
ciation cannot hope to make rapid 
progress nor accomplish the desired 
results.

Please accept this invitation. Come 
and enjoy all the freedom of a good, 
clean environment and get the bene
fits of a good programme and a visit 
at this “Get Together Summer Ses
sion.”

H otter w eather is coming. Bad 
eggs are coming. How can we get 
the good eggs coming? R. U. Com
ing? D. A. Bentley, Sec’y.

Doings in the Buckeye State. 
W ritte n  fo r th e  T rad esm an .

The painters and electricians are 
on strike at Dayton and the carpen
ters threaten to go out July 1 unless 
the demand for higher wages and 
shorter hours is met.

The American Tar Products Co. 
has awarded the contract for build
ing a distillery at Youngstown.

The Columbus Conventions and 
Publicity Bureau has issued a book
let setting forth the advantages and 
beauties of the capital city of Ohio. 
During the past year Columbus se
cured more than 100 conventions and 
it is estimated th* visitors spent more 
than a million dollars there. The city 
has fifty-nine hotels and the hotel 
men have obligated themselves, un
der forfeiture, to make only fair and 
proper charges for accommodations 
to convention visitors.

The Ohio Grand Council of the 
United Commercial Travelers will 
hold its silver jubilee in Akron June 
11-13. At least 3,000 delegates are 
expected.

Youngstown will entertain the 
State Sunday school convention June 
16-18.

The Ohio State University will open 
a school of homeopathic medicine 
next year.

Ohio may convert its 41,000 acres 
of delinquent tax lands into forest and 
game preserves, to be reforested by 
the State, if the plans of President 
Saddles, of the State Agricultural 
Commission are carried out. To 
bring about reforestation he urges 
that 5,000,000 trees be planted each 
year. Some planting is being done. 
The Carbondale Coal Co. has set out 
100,000 trees on land from which coal 
has been taken, the primary object be
ing to provide mine timber. Gover
nor Cox is supporting the movement.

Almond Griffen.

Butter, Eggs, Poultry, Beans and 
Potatoes at Buffalo.

Buffalo, June 3.—Creamery butter, 
fresh 22@26c; dairy, 18@22c; poor to 
good, all kinds, 14@18c.

Cheese—Old fancy, 18@19c; old 
choice 17^@ 18c; new fancy, 14)^@ 
15c; new choice, 13J^@14c.

Eggs—Choice, fresh 19)4@21c.
Poultry (live) — Turkeys, 13@15c; 

cox 12c; fowls, 16@18c; ducks, 16@ 
18c; broilers, 33@35c.

Beans—Marrow, $3@3.10; medium, 
$2.30@2.35; pea, $2.15@2.20; white 
kidney, $3@3.25; red, $3@3.35.

Potatoes—78@82c per bu.
Rea & W itzig.

The store that increases its busi
ness in dull times is not the store 
that cuts its advertising expense in 
the effort to reduce the cost of doing 
business.

Coming Conventions To Be Held In 
Michigan.

June.
M ichigan D en ta l Society , D e tro it. 
K n ig h ts  of C olum bus of M ichigan, D e

tro it,  10.
M ich igan  P io n ee r an d  H is to ric a l So

c ie ty , L ansing , 9-10.
S ta te  A rb e ite r  B und, K alam azoo, 9-11.
U. C. T. G rand  Council, S ag inaw , 12- 

13.
E ag les, H olland , 15-19.
N a tio n a l A ssoc ia tion  C hiefs of Police, 

G rand  R apids, 15-19.
B. P . O. E ., P e to sk ey .
A n n u a l E n c a m p m e n t of th e  M ichigan

G. A. R ., L an sin g , 17-19.
M ichigan S ta te  B a n k e rs ’ A ssoc ia tion , 

A lpena.
M ichigan U n in co rp o ra ted  B an k e rs ’ A s 

socia tion , A lpena.
M ich igan  S ta te  F irem en ’s  A ssociation , 

S ag inaw , 23-25.
L eague  of M ichigan M unicipalities , 

B ay  C ity, 24-25.
M ich igan  S ta te  Golf L eague , D e tro it, 

25-27.
July.

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

M ichigan R e ta il J e w e le rs ’ A ssoc ia tion , 
M ich igan  A ssoc ia tion  of P o lice  C hiefs, 

G rand  R apids, 14-15.
Sheriffs a n d  P ro se c u tin g  A tto rn ey s , A l
pena.

M ichigan A ssoc ia tion  of th e  N a tio n a l 
A ssoc ia tion  of S ta tio n a ry  E n g in ee rs , 
M uskegon, 15-17.

M ich igan  A sso c ia tio n  o f C oun ty  
C lerks, M t. C lem ens, 25-26.

G rand  C ircu it R aces, G rand  R apids, 
29-Aug. 1.

August.
A n cien t O rd e r of H ib e rn ian s , C alum et. 
M ichigan A ssoc ia tion  of Local F ire  

In su ra n c e  A g en ts, G rand  R apids, 4-5.
M ich igan  A b s tra c to rs ’ A ssoc ia tion , 

A nn A rbor, 6-7.
M ichigan R e ta il C lo th ie rs ’ A ssociation , 

D etro it.
G rand  C ircu it R aces, K alam azoo , 10-15. 
M ichigan P o s tm a s te r s ’ A ssociation , 

G rand R apids.
M ich igan  A ssoc ia tion  of W o rk e rs  fo r 

th e  B lind, S ag inaw , 12-13.
F if th  M ichigan V e te ran  V o lu n tee r In 

fa n try  A ssociation , s ag in a w , 26. ,
A m erican  P h a rm a c e u tic a l A ssociation , 

D etro it, 24-29.
M ichigan S ta te  P h a rm a c e u tic a l A sso 

c ia tion , D e tro it, 25-27.
M ichigan P h a rm a c e u tic a l T ra v e le rs ’ 

A ssociation , D e tro it, 25-27.
September.

G re a te r  M ichigan F a ir , G rand  R apids, 
1-7.

N a tio n a 1 E n ca m p m e n t of th e  G. A. R., 
D e tro it, 3-6.

M iddle W es t A ssoc ia tion  of D eaf 
M utes, L ansing , 7.

M ich igan  F e d e ra tio n  of L abor, L ansing . 
M ich igan  S ta te  H u m an e  Society , M us

kegon.
M ichigan S ta te  F a ir , D e tro it. 
In te rn a tio n a l A ssoc ia tion  fo r th e  P r e 

ven tio n  of Sm oke, G rand  R apids.
M ich igan  A ssoc ia tion  of C oun ty  S uper- 

n te n d e n ts  of th e  Poor, G rand  R apids.
M ichigan C o n sti tu tio n a l C onvention , 

G rand  R apids.
October.

O rder E a s te rn  S ta r , G rand  R apids, 13- 
15.

M ichigan P o u ltry  A ssoc ia tion , G rand  
R apids.

M ichigan A nnual C onference of C or
rec tio n s  an d  C h aritie s , G rand  R apids.

M ichigan S ta te  T e a c h e rs ’ A ssociation , 
K alam azoo , 29-30.

W om en’s  C h ris tian  T em p eran ce  U nion, 
Owosso.

November.
M ichigan S ta te  S unday  School A sso 

c ia tion , A drian .
M ichigan A ssoc ia tion  fo r th e  P re v e n 

tion  an d  R elief of T ubercu losis , G rand  
R apids.

December.
M ichigan S ta te  P o ta to  A ssociation , 

G rand  R apids.
M ichigan S ta te  G range, B a ttle  C reek. 
M ich igan  B rick layers , M asons and  

P la s te re rs ’ A ssoc ia tion , Jack so n .
M ichigan B ee K eep e rs ’ A ssociation , 

E a s t  L an sin g .
January.

M ichigan T a x  A ssoc ia tion , D e tro it. 
February.

M ichigan S ta te  A ssoc ia tion  of C ounty  
D ra in  C om m issioners, L ansing .

M ich igan  R e ta il H a rd w are  D eale rs ' 
A ssoc ia tion , Saginaw .

M ichigan S ta te  R exall Club. D e tro it. 
M ich igan  R e ta il G rocers  a n d  G eneral 

M erch a n ts ’ A ssoc ia tion , L ansing .
March.

M ichigan S h ee t M eta l C o n tra c to rs ’ 
A ssoc ia tion , G rand  R apids.

M ich igan  M as te r  S te a m fitte rs ’ A sso 
c ia tio n , D e tro it.

April.
M ichigan S ta te  A ssoc ia tion  of th e  M as

te r  H o rsesh o ers  N a tio n a l P ro tec tiv e  A s
socia tion , G rand  R apids.

May.
M ichigan C am p M odern W oodm en of 

A m erica , F lin t.
G rand  Conclave, F . & A. M „ B ay  C ity. 
M ich igan  S ta te  A ssoc ia tion  of P o s t-  

office C lerks, G rand  R apids, 31.

mailto:3@3.10
mailto:2.30@2.35
mailto:2.15@2.20
mailto:3@3.25
mailto:3@3.35
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SUMMER SUGGESTIONS.
For the grocer, the month of wed

dings represents an excellent op
portunity to secure new customers. 
As they grow older, people are apt to 
settle into certain well defined busi
ness ruts and to deal steadily and 
regularly at certain stores. But the 
newly married couple will not neces
sarily deal where the parents of bride 
or groom have always dealt. The 
alert grocer will use his best endeav
ors to secure their allegiance.

It is usually a difficult m atter to 
make a personal canvass for such 
business; but a window display, or a 
series of window displays, especially 
designed to appeal to this class of 
customers will usually answer the 
purpose almost as well.

“Suggestions for the June Bride”— 
“Are You Starting Housekeeping?’“’— 
these, or similar show card slogans, 
may be used to furnish the keynote to 
the display. Furtherm ore, it can be 
helped by an appropriate background 
—perhaps a bridal arch of green stuff, 
trimmed with roses and hung with a 
wedding bell. W here dummy figures 
can be secured to stand under the 
arch, they may prove helpful. Care 
should be taken, however, not to ex
aggerate or to over-emphasize the oc
casion. A mere touch of the appro
priate in background or setting is 
often as effective as a very elaborate 
display.

The display proper should include 
such lines as will interest young peo
ple just starting housekeeping. House 
cleaning lines, for instance, can be 
appropriately featured—soap, clean
ers, ammonia powder and laundry 
goods and appliances. Kitchen uten
sils of all sorts can profitably be fea
tured.

Then, too, ready-to-eat foods of all 
sorts will fit nicely into such a dis
play. The grocery stock includes 
many lines of breakfast foods, cereals 
and the like, jams, jellies, preserves 
and canned goods. Fancy biscuits, 
jelly and custard powders and other 
articles of food which can be quickly 
and easily prepared are bound to ap
peal. For, be she ever so good a 
cook, the June bride—or any other 
bride for that m atter—is, as a rule, 
decidedly timid about venturing upon 
difficult culinary experiments. The 
grocer whose window suggests help

ful expedients will secure a good 
share of her trade for the time being 
and will stand an excellent chance of 
making her a perm anent customer.

For this very reason, the provision 
department should also receive prom
inence in connection with such dis
plays. Cooked ham, cooked meats of 
all sorts, butter, eggs and the like 
are essential.

While such displays appeal partic
ularly to the June bride, they have 
a still wider appeal; for with the ar
rival of warmer weather, ninety house
wives out of every 100 are interested in 
meals which can be prepared with the 
minimum of heat and effort. Hence 
the grocer may feature these lines, 
either as “Hints to June Brides” or 
“Easy Meals for H ot W eather.” Or 
“Meals Prepared in Five Minutes” 
forms a catchy slogan for a display 
of this, nature.

One grocer hit upon a decidedly 
appealing idea when he ran a series 
of “H ot W eather Menu W indows.” 
Each window was divided into three 
department, ranged like a series of 
steps. The lowest step, marked 
“Breakfast,” showed offerings in ce
reals, fresh fruits and coffee. A step 
higher came “Dinner” with a varied 
menu of canned soups, cooked meats, 
canned goods of various sorts and 
custard and other preparations. For 
“Supper” the suggestion included 
fancy biscuits, fruits again, cheese and 
similar lines. The various menus 
were changed from day to day and 
considerable ingenuity shown in de
vising new and attractive combina
tions.

“Meals Fit for a King” would make 
a good feature line for a series of 
single-meal displays. These should 
be, preferably, dinner menus. In the 
first place, a wider variety of food 
stuffs can be shown. In the second 
place, most homes now use ready-to- 
eat foods for breakfast and supper 
during the summer m onths; and the 
grocer’s work of education should be 
largely devoted to convincing the cus
tom er that the hot dinner isn’t neces
sary when the grocery store can sup
ply a better meal with a tithe of the 
effort and discomfort.

W here systematic circularizing is 
carried on or where a store paper is 
published, these lines will, naturally, 
be given prominence by the wide
awake merchant; while, of course, a 
good share of his newspaper adver
tising space will be devoted to push
ing them.

The preserving season, starting a 
little earlier with orange mamalades 
and pineapple preserves, will, before 
the end of June, see home grown 
strawberries coming in. Hence, it is 
essentially timely for the grocer to 
look to his preserving trade. Fruit, 
sugar and fruit jars can now be giv
en a little profitable prominence. The 
grocer who makes a regular feature 
every year of supplying strawberries 
and later fruits to his customers will 
find this helpful in securing the trade 
in accessories. In this connection, 
many good customers can be reached 
by telephone. I t is an easy matter, 
when a supply of fruit is coming in, 
to call up regular customers and so

licit their orders for berries, and at 
the same time push the sale of pre
serving supplies. Nor will the gro
cer who does this be thought too for
ward; on the contrary his customers 
will appreciate his thoughtfulness for 
them.

Soft drinks are eminently season
able and usually yield a good pro
fit; while in some places it is feas
ible to open an ice cream parlor in 
connection with the store. The ice 
cream business gives a good margin, 
but it requires, as a rule, some ex
tra help and a practical knowledge of 
the business.

The tourist season, too, will short
ly be opening up, with the closing 
of the schools; and those of the gro
cer’s customers who do not go camp
ing will be constantly coming and 
going on excursions. W here the pop
ular summer resort is just out of town 
it is frequently found profitable to 
arrange for the delivery of goods 
there. The picnic trade should also 
be appealed to in advertising and win
dow display and suggestions for 
hampers and lunch baskets are per
fectly in order. The m erchant who 
can suggest new and appetizing things 
and who gives the impression of tak
ing a personal interest in seeing that 
his customer is well served and sat
isfied is bound to find his business 
growing.

It is essential that the store be kept 
bright and clean—and this applies, not 
merely to the store proper, but to its 
adjunct, the delivery rig. If the rig 
has not been painted and brightened 
up this year, now is the time to give 
it attention. As for the store, special 
precautions are needed to prevent the 
influx of flies. Business-like and en
ergetic methods of fly-fighting in the 
store create a good impression on the 
average customer. Screen doors and 
windows should be used. I t  pays, 
also, to make generous use of netting 
in order to keep the insects off of 
exposed food stuffs. On Saturday 
nights draw down the blinds to w ith
in a few inches of the bottom of the 
window and behind them place fly 
paper. This will prove effective in 
clearing out what flies may accumu
late and by Monday morning there 
will have been a holocaust.

The tendency with the advent of 
hot w eather is to let things go slack. 
This tendency is essentially human, 
but the grocer who is w orth while 
will fight against it resolutely. If his 
business is to be a success, there is 
no time for slackness. Every moment 
of the business day and every busi
ness day of the year, he must be on 
the job. T hat may look like a big 
order, with the therm om eter hovering 
between 90 and 100 in the shade; but 
after all, it is by far the easiest way. 
The merchant who never permits him
self to go slack will never have to 
do extra work to make up for lost 
time, to go over the half finished task 
or to sadly count the profits which 
he might have won and which he 
missed trough failure to put forth his 
best efforts.

There are several undesirable 
brands of trust, but trusting to luck 
is as unsatisfactory as any.

W HEAT CROP PROPHETS.
Prophecies as to the wheat crop’s 

final out-turn are becoming numer
ous and varied. Among others, the 
Departm ent of Agriculture has de
parted from its habitual conservatism 
of prediction, and, in its Farm ers’ 
Bulletin, estimates the spring wheat 
yield at 250,000,000 bushels, taking 
the average for the past five years. 
This, with 630,000,000 bushels of win
ter wheat, would make a crop of 880,- 
000,000 bushels. I t is the first time 
that the D epartm ent has made any 
estimate in advance of the issuance 
of an acreage and condition report 
on any crop, and it has little value 
except as reflecting possibilities.

The private experts are inclined to 
take the ground that last week’s mid
summer tem peratures over the lead
ing winter wheat states, accompan
ied by dry weather east of the Mis
souri River, have lowered the crop’s 
condition. The drought was partly 
broken later in the week by good 
rains where needed, but Missouri and 
Illinois have suffered losses from 
drought and Hessian fly, which have 
curtailed their brilliant prospects of 
a month ago, and will do well to raise 
an average crop.

On the other hand, the rains in 
Kansas and Oklahoma saved the crop 
of those States from injury by exces
sive heat last week, and have practic
ally “made” it. The only thing that 
can hurt the Kansas and Oklahoma 
crop is hot winds during the next two 
weeks, or too much rain at harvest 
time. It is not believed, however, 
that there will be much if any dam
age from hot winds in that section, 
for they seldom come when Texas is 
water soaked, as it has been this sea
son.

On the whole, it is the belief of the 
best-posted men in the grain trade 
that, with favorable w eather during 
the next thirty  days, Oklahoma and 
Kansas will harvest by far the larg
est wheat crop ever raised. Nebraska 
also has been favored with rains of 
late. The damage from fly and bugs 
in these States has been light, and 
scattered over a wide territory. A 
loss of 7 points on the Government 
basis, which is 19.5 bushels per acre 
for winter wheat, with a condition of 
90, against 95.9 in tfie May report, 
would give a crop of 621,000,000 bush
els, while maintenance of the May 
condition would promise 662,000,000 
bushels. Last year’s harvest was 523,- 
000,000 bushels.

There is a good deal to be learned 
before a man can step behind the 
counter and sell a customer some
thing that does not suit at first sight.

The harm in being a man of one 
idea is in not recognizing the fact 
and buying from others the ideas you 
can not originate yourself.

W hat is the advantage of a good 
business-getting idea if you file it 
away to use “some time?” W hy not 
try  it out right now?

W hen you make a new resolution, 
don’t make it with the idea of living 
up to it “some day.” Begin living 
up to it to-day.
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SLOGAN SHOULD BE SERVICE.

Why the Merchant Should Be in Poli
tics.

I t  is a part of being a man, of be
ing what a man should be, and what 
a m erchant should be. I believe all 
will agree with me when I say that.
I believe there is a readjustm ent of 
political and religious thought going 
on in this country, radical changes 
are taking place, and a final resting 
place will not be found during your 
time or my time, because we are 
bound to the past by certain preju
dices, both in religious and political 
matters, but the next generation or 
two will find a solid resting place 
wherein they will grasp the problems 
of the age and solve them, free from 
any of the prejudices that we have. 
This is an age where the people are 
asking and working for a chance for 
the better. I t is to be noted now 
there is a growing tendency on the 
part of the men responsible for the 
education of the young people, the 
presidents of colleges and institutions 
of learning to speak on conditions of 
which they have little knowledge. 
Business of to-day is of such kind 
that it is necessary for a man to have 
experience in order to give the intelli
gent remedy for the evils that exist, 
and we find Congress appointing com
mittees for investigating big business, 
men who have but little business ex
perience, men who are not educated 
in business, who have no idea of what 
conditions should be in business life, 
going out to investigate, with the 
hope of curing the ills of people.

There is a growing tendency on the 
part of the people to ask of our law
makers that they make such laws as 
will protect us from what we term 
■‘unfair competition.” I do not be
lieve we are looking to the right place 
for that remedy.

The other day I had a story related 
to me of a man who was moving into 
a new home and desired to put in 
new furniture throughout. He had 
but little knowledge of furniture, but 
knew a man in the community who 
was thoroughly acquainted with its 
manufacture, and went to him say
ing: “I am going to buy new furni
ture for my home, and I w ant your 
services; you have a knowledge of 
furniture, and I want to pay you for 
your assistance in helping me select 
it.”

The expert went with him and aid
ed him in his selection. A fter his 
house was finished and the family had 
moved into it the neighbors came in 
and, admiring the furniture, asked 
where it was purchased. “I engaged 
the services of so and so to help me 
select it, because he had expert knowl
edge of furniture,” the man replied. 
The neighbors, seeing the excellent 
results of this plan, secured the ser
vices of this expert when they w ant
ed anything along this line, and in a 
short time so many people were de
manding his help that his entire time 
was taken up.

A little later an advertisement w rit
ten by this expert came out in one 
of the papers stating that there had 
been such a demand for his services

by people that he had rented a room 
and placed in that room furniture for 
them to buy. They could now come 
to his place of business and get that 
kind of furniture and have the bene
fit of his expert knowledge, the same 
as they had secured in the past.

Now, this story gets down to the 
underlying philosophy that I am try 
ing to bring out. If you want to be 
relieved from dishonest competition, 
if you want to be relieved from con
ditions that plague you, the remedy 
lies in “Giving Service.” Our Savior 
said, “We should render ourselves as 
servants.” Now, I do not mean we 
should be servants in the coachman 
or janitor class; I mean it in broadest 
sense, we should “render service.”

Perhaps you can recall persons in 
your town, men or women, intelligent 
people, but no one seems to like 
them, and they are not popular. I 
know of such a person, and 
no one seems to care for 
him. I have tried to analyze 
why that person was not popu
lar, and I discovered the reason be
cause he never does anything for any
body else. T hat is the trouble. If 
you want to succeed in politics or 
business it will be necessary to “ren
der service.”

I have in mind some instances of 
success on the part of public men, 
prom inent in affairs of the country, 
who rendered service. There are 
others who did a splendid job of 
promising, and the people thought 
they were going to get service. The 
trouble in the political life of this 
country is that men seek that avenue 
as an easy way to live. If we are 
going to give the people w hat they 
are entitled to, and we are to succeed 
in politics or in business, we must 
give them “service.”

I want to encourage you business 
men to lead a broader life. I want 
you to take greater interest in the 
affairs of your country. Success is 
not to be measured by the dollars you 
make. The making of dollars is only 
that you may live in a greater degree 
of comfort.

The message that I bring to you is 
that you lead a broader life and deter
mine that you will be a bigger man in 
the community where you live, and 
aid in all things, and I be
lieve if you will do this, if you lead 
a broader life, do as you ought to 
do as men of morals, success will 
come easily. You should not con
fine your entire efforts to the selling 
of goods; you can often try too hard 
to sell goods; you lose by it. If  you 
make a greater effort to “render ser
vice” in your business, the dollars 
will come easier.

If you expect the passage of a law 
changing the present exemption laws 
regarding extending of credit 
and collecting of debts, you 
will be sadly disappointed. The 
man who trusts and extends cred
it will win. In my opinion the first 
step of success in granting credit is 
to meet the man you are going to 
trust; let him know it is strictly a 
business matter. He should expect 
that when he goes into your place of 
business and asks to buy a suit of

clothes, that you will ask him, “W hen 
do you intend to pay for this suit?” 

If he makes the statem ent, “I will pay 
for it the first of March,” you should 
put in your filing cabinet a statem ent 
to this effect. If business closes the 
night of March 1 and that man has 
not paid, he should receive a state
ment and a letter notifying him that 
he has overlooked the obligation. 
This plan should be followed up, not 
only to get the money, but to impress 
upon that man that you are a business 
man, and the obligation he assumes 
when he buys that suit of you must 
be made good, just as promptly as 
the obligation he assumes at the bank.

If you hope to see legislation en
acted at W ashington, as advocated by 
some of the merchants, which will 
help you get the better of mail
order competition; if you hope to see 
a law made which will relieve you of 
the responsibility of giving greater 
service in order to retain your busi
ness, you will find that when that 
law is made and becomes operative 
that it will not relieve you of what is 
your duty and should always be your 
duty to the public.

If you intend to keep the progres
sive business man who lives at a dis
tance from getting business, you will 
have to give to the people greater ser
vice than he gives, and you are not 
entitled to the trade unless you can 
give them as good or better than the 
business house at a distance.

It is time the retail merchants stop 
and ask of themselves, “Does not the 
trouble rest right with us?” Is there 
not a remedy? Is there anything 
wrong with the conditions of trade 
that cannot be remedied by our own 
efforts and the laws that we have?

The tendency of all people is to 
spend money where they get service. 
If you can convince the people of your 
community that you can render ser
vice, that your store is not merely a 
place to spend their money, but where 
you can aid them in the purchasing 
of merchandise, where you can ren
der such services that will mean 
something more to them than simply 
the suit they buy, then you are on 
the right road to success. The great 
periodicals of the country contain 
splendid advertisements of clothing. 
These concerns have spent millions 
in National advertising. They have 
made it so that all people are better 
informed as to styles. They have 
educated people to be better dressed, 
to buy more clothing, but there are 
many merchants in this country who 
have failed to keep pace with the 
times.

The merchants engaged in the re
tail clothing industry should be bet
ter informed as to styles and how 
men should be clothed. If you go 
into a man’s place of business and 
buy a suit and his personal appear
ance is such that you don’t care for 
his advice in the m atter of dress, you 
are not likely to continue trading 
there. But, on the other hand, if 
you have an opportunity to trade at 
a place where well-dressed experts 
in men’s apparel have selected the 
proper garm ents for you to select 
from, you are likely to become a per

manent customer. You must not look 
for someone else to bear your bur
dens, to bear your responsibilities— 
that is for you. I think you can re
call men you have known who never 
made a success, and I think you will 
find they were always ready to place 
their burden upon someone else. Let 
us make a closer study of our own 
business and problems. It is possible 
for us to conduct our various stores 
so that every man within our trading 
radius will say, “W hy should I send 
my money away when right here in 
our own town we have a place of 
business that eliminates the element 
of chance and risk in trade.

It is possible for you to conduct 
that kind of business. I do not be
lieve that a business founded on any
thing else but honest integrity and 
the desire to serve people will suc
ceed.

I hope in your advertising you will 
be careful and you will endeavor to 
convince the people, through the 
proper publications, that your place 
of business is one that is for the pur
pose of “rendering service.”

Now, this has a distinct bearing 
upon government. If you want to get 
into the political game, I advise you 
to get into it. I once was influenced 
to run for office. I served two years 
as Mayor of the town in which I 
lived. I never lost sight of that one 
idea of giving service to the people, 
and it was gratifying to me, when I 
finished my term, that there was a 
greater demand for my services than 
before. It was an experience that led 
me to firmly believe that success in 
business, success in politics and the 
remedy for the things we complain 
of can be secured by the instrum ents 
we hold in our hands, and our slogan 
should be “Service.”

H. G. Larimer.

A Foolish Fable.
Once upon a time a m erchant sat 

by the roadside with a tremendous 
stock of his particular wares sur
rounding him. To every one who 
passed him he held up a sample, en
deavoring to interest them in his 
goods. But they all went on.

At sundown another merchant came 
by.

“W hat success, neighbor?” he en
quired of the weary competitor.

The latter shook his head.
“Nobody,” said he, “nobody in the 

world wants to buy. And even when 
I tried to give my wares away, as 
the shadows grew longer, they smil
ed and passed by. I t ’s a hard w orld!”

The second m erchant nodded. “The 
reason,” said he, "is that no one wants 
to buy wares he makes himself.”

W hereupon the first merchant gath
ered up his goods, filling a bag with 
them, and retired into the forest 
never to emerge again.

He had been trying to sell Experi
ence.

Harry Had the Start. 
“Mamma,” said four year old June, 

“H arry wants the biggest piece of pie 
and I think I ought to have it.”

“W hy, dear?” asked the mother. 
“Cause,” replied June, “he was eat

ing pie two years before I was born.”
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GETTING TOGETHER.

Mercantile Stunt That Invariably 
Makes Good.

W ritten  for th e Tradesm an.
Some merchants are very much 

“from Missouri” when it comes to 
organization talk. They want to be 
shown just where it benefits them to 
belong to the local Commercial Club, 
or the Retail M erchants’ Association, 
or whatever the organization may be 
which expresses the gregarious spirit 
of the community in their town. And 
if they have had experience with a 
dead organization—there are dead 
ones as well as live ones, of course— 
it may be that they are justified in 
asking evidence. Here is some evi
dence, furnished by a good many 
cities of varying sorts and sizes.

In one of these cities, to take a 
good example to start with, the mer
chants decided one spring, only a 
year or so ago. that it would be a 
good idea to pool their resources, as 
it were, and see what the result 
would be. It was customary, of 
course, for a certain number of the 
merchants, usually in the clothing 
lines, to have formal openings, this 
being especially true of those who 
dealt in ready-to-wear goods for wom
en, or millinery; but the idea this 
time was to make it a little broader.

At first, when the m atter was tak
en up in the Retail M erchants’ As
sociation, the plan was to have a gen
eral fashion display, which would be 
of interest to nearly everybody; but 
before they got through discussing 
the matter, they had decided to make 
it not only a fashion show, but a 
show of goods of every sort, from 
hardware to underwear; and that was 
the way it was finally arranged.

The date for the beginning of the 
festivities was made to coincide with 
that usually selected, or already se
lected, by some of the leading m er
chants for their individual openings. 
The difference was that instead of 
each trying to get a little ahead of 
the other, so as to take the wind out 
of his sails, and each advertising his 
opening independently, as a separate 
attraction, all combined to feature 
the fact that on a certain day there 
would be a grand general opening, in 
which all of the stores would partici
pate, and lasting for a week, instead 
of for a day or so, or for some vague, 
indefinite period, fixed by nobody, and 
dragging along with the dragging 
interest of the public.

The idea was taken up en thusiastic
ally by the newspapers, not only be
cause they saw in it the certain pros
pect for some unusually good adver
tising, but because newspapers are 
always ready to take up and boost 
to the utterm ost limit any plan which 
is calculated to help business along. 
It may be merely enlightened selfish
ness, but it is undoubtedly the fact; 
and the movement referred to, and 
others like it. benefited from the 
unanimous support of the press.

Aside from the general interest 
which was immediately shown in the 
idea of a week’s fashion and mer
chandise display, even greater and

more direct interest was made certain 
by a cleverly-arranged contest, in 
which prizes were offered to the m er
chant with the most attractive win
dow, and to those with the second and 
third best. This plan worked two 
ways—it made every m erchant make 
an effort to win a prize, by devoting 
extraordinary care to the work of 
getting up an interesting and unusual 
window, and it made certain the care
ful inspection of the windows by the 
public, every person desiring to as
certain for himself, of course, which 
was the best—in order to be able to 
criticize the decision of the commit
tee of judges. ,

The crowd which turned out on 
the opening night—the display open
ed the night before tb~ merchandising 
openings were held—was nothing 
short of amazing. I t jammed the 
downtown streets, and made traffic 
all but impossible. I t seemed that 
the whole city, and everybody for 
miles around, had come to see what 
the merchants had to show; and the 
merchants in their turn, had outdone 
themselves in their displays, and in 
the special illuminations provided to 
set them off to their best advantage.

The formal openings of the next 
day were attended fully as well, th e 1 
crowds being many times as large, 
not only in one store, but in every 
store, as had ever before attended 
spring openings. Many of course, 
came merely to look, for the dis
plays were well w orth looking at; 
but many came to buy, and the way 
they bought showed the merchants 
that there is a drawing power in a 
big attraction which is entirely lack
ing in a relatively small one. They 
knew this before, or would have said 
they did; but it had never before oc
curred to them to use the idea in just 
that way.

The stores selling clothing were 
undoubtedly the chief gainers by the 
plan, and of these, the ones dealing 
in women’s garm ents and millinery 
were far and away the best patroniz
ed; but all of the merchants, without 
a single exception, handled more busi
ness in that one week than in any 
other single week which they had 
ever recorded. T hat was the unani
mous evidence. And the peculiar 
thing about it, from a merchandis
ing standpoint, was that it had cost 
very nearly nothing in addition to 
the usual advertising of openings by 
the several merchants. I t looked 
very much like business from no
where, but, as a m atter of fact, the 
free publicity given by the newspa
pers, and the vastly greater interest 
excited by the general participation 
in the affair by all of the merchants, 
were advertising of the most effective 
sort, and fully accounted for the suc
cess of the plan.

A nother city, something like five 
times the size of the one referred to, 
utilized the same general idea—that 
of getting together in a fashion and 
merchandise display—'last fall, a t the 
opening of the season. The greater 
size of the city made it unnecessary 
to attem pt to bring in all of the mer
chants, as was done in the other case,

and the large number of men in the 
ready-to-wear trade, on the other 
hand, guaranteed the participation of 
enough stores to make it interesting 
for the feminine portion of the popu
lation.

The m atter involved no extra ex
pense on the part of the merchants 
other than that involved in making 
the unusually attractive displays 
which their pride called for, and 
these, of course, were very much 
worth while as business-getters. The 
papers gave ample publicity to the 
“style exposition,” as they called it, 
for exactly the same reasons which 
animated those in the smaller city— 
they were quite willing to help along 
anything which helped business along, 
and they got the advertising incident 
to the openings.

And, as in the other instance cited, 
all of the merchants did a much bet
ter business than had followed any 
ordinary opening, simply by reason 
of the much larger crowds which turn
ed out to view the displays, giving 
just that many more people to draw 
business from. There is nothing 
mysterious about the matter. W here 
there are plenty of people there is 
plenty of business; and the interest 
created by the advertising and press 
comments relating to the big style 
show brought in plenty of people, 
the business naturally and inevitably 
resulting.

Let it be argued by the merchant 
in the smaller city, or in the town 
which does not even claim to be a 
city, that it takes a big place to pull 
off anything of this sort, let it be 
stated at once that the towns of only 
a few thousand have already follow
ed the example of the two cities re
ferred to, and held style shows, busi
ness expositions, and similar affairs 
involving the united efforts of all of 
the merchants, with similar success. 
The size of the town has nothing to 
do with it—it is the size of the “get- 
together” spirit, and of the mer
chants’ brains, which count.

And if it be said that it requires 
no particular organization to effect 
these results, other than one for that 
purpose only, this may be admitted 
without controversy; the only trouble 
is that merchants do not get together 
for this express purpose unless they 
have already seen the wisdom of get
ting together for other purposes. And 
this is the only reason why commer
cial organizations have been refer
red to in this connection. The im
portant thing is not how the getting- 
together is accomplished, but that the 
thing is done. There is profit in it.

G. D. Crain, Jr.

Religion but No Chickens.
Old Mammy Mary Persimmons 

called one day on the village lawyer.
“Well, old lady,” he said, “what can 

I do for you?”
“Ah wants toe divo’ce mah hus

band,” said Aunt Marv.
“Divorce your Uncle Bill?” cried 

the lawyer. “Good gracious, why?”
“Bekase he’s done got religion, dat's 

why,” said Aunt Mary: “an’ we ain’t 
had a chicken on de table fo’ six 
weeks.”

The Telephone That Earned Its Keep.
In one of the average Indiana towns 

I found a retailer who knows how 
to make use of opportunities to in
crease his business.

Like his competitors, all operating 
general stores, he had to maintain a 
couple of delivery wagons. H e em
ployed the same kind of young fel
lows and young women. He did some 
advertising in the local papers. He 
had his windows trimmed in fairly 
effective manner. But in all this he 
didn’t seem to have any shade on 
any of his competitors, and I didn’t 
at first understand, how it came that 
he could sell so much more fresh 
fruit than the other retailers, until 
one morning when I happened to drop 
in, while one of the clerks was using 
the telephone, and this was what I 
heard: “Central 207, please. Good 
morning. Is this Mrs. Jones? This 
is G ardner’s, Mrs. Jones, we have 
just had a lot of fine sweet oranges 
delivered. They are the navel kind. 
No seeds, you know, and they are ex
tra big and we are selling them at 35 
cents a dozen. I thought you might 
want some of them. * * * Yes. * * 
Half a dozen? * * * Yes, thank you. 
* * * A pound of 30-cent coffee, and 
a pound of cheese * * The 25-cent 
kind, and sharp, sure * * " Could you 
use some new potatoes. We can let 
you have a peck for 40 cents. * * * 
All right. W e will send it all up this 
forenoon. Thank you.”

T hat phone was kept busy for the 
better part of two hours in the same 
way. In  fact, Mr. Gardner had two 
phones—one to use for calling cus
tom ers and the other for incoming 
calls, although at times both were in 
service on outgoing calls.

Mr| Gardner told me that he figured 
the one phone was worth a good 
clerk’s wages because of the addi
tional sales of perishable stuff that he 
made.

“Sometimes,” he said, “I am a little 
too liberal in my estimate of what 
we ought to sell and when the regu
lar trade has been in and the regular 
orders been filled, I find that quite a 
lot of celery or lettuce, or fruit that 
might spoil over night, is left over, 
so I get busy with the phone and call 
up a number of housewives, boarding 
housekeepers, and the like and offer 
the stuff to the,m at a little cut in 
price, and usually the deck is cleared 
before we close. If it wasn’t for that 
phone we would often stand to lose 
quite a bit, especially in the fresh 
fruit departm ent.”

A. Geo. Pedersen.

No Drinkers to Receive Promotion.
The Carnegie Company has issued 

the following order signed by Thom 
as McDonald, general superintendent 
and A. C. Dinkey, President: 

“H ereafter all prom otions of what
ever character will be made only 
from the ranks of those who do not 
indulge in intoxicating drink. The 
heads of the departments and their 
foremen will be expected to observe 
this rule in advancing their men.” 

This order will oblige fully 65 per 
cent of the men in these mills to be
come total abstainers or to relinquish 
all hope of promotion.
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We have been making our own powdered sugar for 
several years and we are now prepared to put it up for the 
trade in one pound cartons. The accompanying illustration 
shows the exact size of the package.
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never cakes. Satisfies the customer, saves your time and 
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Application for authority to organ
ize D etroit’s new National Bank un
der the name of the M erchants’ Na
tional, with a capital of $1,000,000, is 
announced by the Treasury D epart
ment at W ashington. The organiza
tion committee consists of O. S. 
Hawes, David M. Gray, John Endi- 
cott, J. P. Hemmeter, Frank W. Blair 
and Luman W. Goodenough. Mr. 
Goodenough is acting as attorney in 
the preliminaries and will be a di
rector and stockholder. The stock is 
practically all subscribed, according 
to Mr. Hawes. The consolidation of 
the F irst and Old D etroit National 
Banks reduced the number of Na
tional banking institutions in that city 
to two. The M erchants’ National will 
make three. John Ballantyne, form
erly V ice-President of the Old De
troit National, is slated for the Presi
dency of the new Bank. Most of the 
work of promotion has been done by 
him.

In accordance with a recommenda
tion of the directors, the stockhold
ers of the Highland Park State Bank 
(D etroit) have voted to increase the 
capital stock from $250,000 to $500,- 
000. The new stock will be offered 
to the present stockholders pro rata 
at $150 a share, and if there remains 
any of the new issue on which the 
stockholders may waive their right, 
it will be offered to the public at $185. 
James Couzens (Ford M otor Co.) is 
President and W. L. Dunham is 
Cashier.

City Controller George C. W arren 
(Saginaw) has in his possession a 
frayed and tattered bit of currency 
which, in these days when banks are 
not perm itted to issue banknotes in 
denominations lower than $5 is a de
cided oddity. It is a $1 note issued 
by the F irst National Bank of Bay 
City, is signed by B. E. W arren as 
Cashier and bears date of June 23, 
1865. The Federal banking and cur
rency laws now prohibit the issuance 
of banknotes of the minor denomina
tions and it has been many years 
since any of the $1 and $2 banknotes 
have been in circulation.

The new East End branch of the 
Union Bank of Jackson has been lo
cated at the corner of East Main and 
Orange streets, formerly the home 
of George M. Bryant. The new build
ing will be a three store two-story 
building. Besides the quarters of the 
Bank on the first floor will be two 
other stores, all having a frontage of 
21 feet, with a depth of 90 
feet. The second floor will be devot
ed to offices, and there is being con-

sidered the reservation of space 
enough for a good hall. W ork will 
begin about July 1, or as soon as pos
session can be obtained. • The experi
ment is fully justifying the faith which 
caused the establishment of the 
branch, and with the home for the in
stitution which the new building will 
represent even better results are an
ticipated.

Asa Van Kleech, a resident of How
ell for sixty years, died last W ednes
day at the age of 83 years. Mr. Van 
Kleech located at Howell in the early 
fifties and has lived there ever since. 
He was a contractor by trade and 
erected many of the early residences 
of this city. W hen the F irst State 
and Savings Bank of Howell was or
ganized in 1890 Mr. Van Kleech was 
elected one of the directors and in 
1904 he was elected Vice-President, 
which position he held until his death.

The State Savings Bank of Ann 
Arbor has increased its capital from 
$50,000 to $100,000.

The Old State Bank of Frem ont 
has increased its capital stock from 
$35,000 to $50,000.

The stockholders of the Culver State 
Bank at Brooklyn met immediately 
after the destruction of its building by 
fire and appointed a building commit
tee which will proceed at once to re 
construct the Bank building on the old 
site. Meanwhile the Bank has se
cured tem porary quarters in the Cook 
block.

French bankers, aroused by many 
recent robberies, have adopted steel- 
clad motors for conveying bullion, 
currency and other valuables through 
the streets of Paris, as well as dis
tributing money to out-lying banks.

The one certain fact in the situa
tion of the moment is, that the good 
news from the farming districts has 
inspired the business community with 
new hope. Making all allowance for 
such offsets as the trouble with Hes- 
sion fly, crop indications continue far 
above the average. Some spots have 
suffered from recent lack of rain, but 
these are only incidents. The general 
agricultural outlook is highly stimu
lating, and if the immediate future 
were to be judged by farm prospects 
alone, the outlook would be alto
gether bright.

Yet it must be admitted that this 
prospect is not yet being discount
ed in tangible trade revival. Com
merce is but little better here than
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in the E ast and W est. The margin 
of prosperity which the South and 
W est may have is attributable entire
ly to the fact that the territory is de
voted largely to agriculture, as well 
as the manufacturing industry. 
W hat vigor there is is in 
conditions in the direct result 
of good times, or comparatively good 
times, on the farm, and not of pros
perous general trade. Frankness 
necessitates the admission that com
merce is afflicted with the same funda
mental trouble, which, except for in
tervals, has held prosperity in check 
for several years—the debility of in
dustry and transportation, and a mini
mized purchasing power.

Economists differ, as they usually 
do, in their analysis of causes. Some 
charge the commercial dullness to 
the weak state of the railroads. Other.s 
say tha t “muck-raking” is the cause. 
Still others maintain that the lethargy 
is due to investment. Close study of 
business leads to the conclusion that 
all of these causes are operative. The 
fundamental trouble, however, seems 
to be the limited buying power. For 
want of funds, the transportation 
lines are not making improvements 
or buying equipment. The same in
fluences are felt adversely in mines, 
mills, and foundries, and consequent
ly the buying power of industrial 
workmen and mechanics is reduced 
at the retail stores, and the purchas
ing of the retail stores from jobbers 
is decreased. The number of new en
terprises launched is not as large as 
it should be, although new capital is 
going steadily into new and old ven
tures of a strictly commercial enter
prise. Capital is wary, and it is not 
taking risks as it did a few years ago. 
The effects of capital’s indifference 
are obvious in all kinds of construc
tive and developmental operations.

To at least some extent, the trou
ble has come from the process of ad
justing commercial policies and meth
ods to new ideals and conditions. This 
readjustm ent inevitably followed the 
1907 panic. Banking policies, too, 
have been readjusted, and they will 
be worked out more fully with the 
new Federal banking law in applica
tion. But capital has not yet accom
modated itself to the changes of the 
period and this may be because cap
ital is not certain w hether the re
adjustm ent is complete, from the 
standpoints of the Federal and state 
Governments. W hat the whole busi
ness community would like to know, 
is whether the next im portant move 
of Government cannot be to try to 
give some assurance to capital, and 
to settle the uncertainties which sur
round investment.

All branches of activity are inter
dependent. Prosperity on the farm 
is not alone sufficient, as we of this 
section see it; and, in fact, prosperity 
cannot maintain full measure on the 
farm without reciprocal prosperity in 
mine, mill, and factory, or without 
optimistic tendencies in the transpor
tation industry. Prosperity in all di
rections is the N ation’s business, and

this is what seems to be essential for 
general trade betterm ent. The hope 
of Michigan is that the railroads will, 
through the In terstate Commerce 
Commission’s forthcoming rate decis
ion, be put in position to make im
provements and buy material, and 
that capital will be able then to see 
far enough ahead to resume the work 
of construction and development.

goes away not to return, fearing a 
repetition of what has offended him.

Not so the kicker. He fills a dif
ferent place in the world. I t  is his 
province to stir things up. Little 
does he care who gets hurt.

The trouble with him is that he is 
just as likely as not to find fault 
where he himself is to blame. For 
that reason it is not wise to assume

Simply give him a hearing. He is 
a self-appointed critic of the uni
verse, but some good comes from his 
incessant turning of the world upside 
down. He may annoy and anger you* 
but just the same he may give you 
some valuable pointers.

He is like the bad pain in your body 
that tells you something is wrong in 
time for its correction before dis
ease proves fatal.

Lessons for Kickers.
Agreeable things are the pleasant

est to hear, but they are not always 
the most improving. Every knock 
may do you good, if you do not let it 
prove fatal by going down for the 
count.

In the best regulated stores some 
things might be bettered, and the 
m erchant may, as likely as not, let 
them go unobserved until eternity if 
they are not called to his attention 
by some one who suffers by the mis
management.

Here is where the kicker comes in. 
W hen he gets up on his hind feet 
and howls somebody has to listen.

Your friendly, mild-manner custom
er comes into the store, is not trea t
ed properly by some one and goes 
off to suffer in silence rather than 
enter a protest. He does not like to 
get another person into trouble, and 
so says nothing.

This is kind-heartedness, but the 
lack of efficiency, whatever it may 
be, goes uncorrected because it is not 
brought to the attention of the mer
chant. And the customer himself
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Sanitary vs. Insanitary Grocery 
Stores.

The sanitary and insanitary gro
cery store occupied the center of the 
stage at the National Child’s W elfare 
Exhibit in the Toledo Museum of Art 
in May, in that the homelife was in
timately associated with the charac
ter of food dispensed in the retail es
tablishments. Prom oters of this E x
hibit felt that all the stress laid upon 
the presentation of good and bad 
grocery methods were well worth the 
attention of the thousands of people 
who visited the Exhibit daily.

The insanitary grocery store was 
shown as one in which foods were 
left uncovered to the assault of flies 
or floating contamination in the air; 
in which the cat was allowed to re
pose around upon anything that of
fered a comfortable resting place for 
it; in which methods were sloppy and 
careless, the floor was dirty and little 
attention paid to the cleaning of cases 
and refrigerators.

The sanitary grocery store was 
shown as one where all food that 
could be so kept was stored under 
glass, or in sanitary clean refriger

ators and cases. No small animals 
were allowed in the place. The store 
was clean and neat in every particu
lar, and the methods in use were sensi
ble as well as sanitary.

Considerable stress was laid upon 
the character of packages put out in 
these different establishments. The 
wooden dish, made from sugar maple, 
was exhibited as a strictly sanitary 
container, and was shown in the san
itary grocery store as the carrier of 
all foods not sold in factory prepar
ed packages.

Dishes made from chemically trea t
ed pulps, rags, waste papers, dishes 
which were highly absorbent, and 
which were greased or coated wi th 
questionable substances, were display
ed in the insanitary store as the con
tainer which this grocery used to the 
menace of patrons. The Exhibit paid 
especial attention to the protection 
which containers afforded food which 
was placed into them.

A great many local retailers visit
ed the Exhibit with considerable in
terest. Prior to the Exhibit repre
sentatives from the societies prom ot
ing the Exhibit visited all local gro

cery stores and there observed the 
actual conditions, which they later 
displayed in the Exhibit in the A rt 
Museum.

Action and Appearance.
How often you have heard it said 

that actions speak louder than words. 
At least some actions speak louder 
than some words.

The statem ent might be made more 
understandable if changed just a lit
tle. I t might be better to say that 
actions make a more forcible impres
sion than words.

Talk is cheap. Tell a man you are 
his friend and he believes you or not, 
as he chooses. Go to him, when he is 
in trouble, help him out when all 
others have forsaken him and he is 
convinced.

Tell a girl you love her and maybe 
she thinks the statem ent true. Send 
her candy at Christmas, flowers at 
Easter and show her various atten
tions in the meantime and you will 
cinch your standing.

Make a practical application. Ad
vertise the most attractive stock of 
merchandise in your town and con
sumers may swallow the statem ent.

Show your store to be what you claim 
for it by progressive management 
shining in every departm ent and 
watch the crowds coming your way.

Appearances are powerful. They 
make or destroy the m erchant’s busi
ness. They talk so loud no slander
ous criticism of a competitor can avail 
against them if they are attractive. 
No possible amount of explanation 
can satisfactorily excuse them if they 
are repulsive.

If your face is dirty, and you have 
self-respect, you wash it. You do 
not go about telling people you are 
too busy to keep clean or too poor 
to buy soap.

If your store is disorderly or dusty, 
tidy it up and give it a housecleaning. 
It is your business to do so, and fail
ure in this respect proves your in
competence.

If you neglect these things you have 
no right to expect trade. You don’t 
deserve it. You probably wouldn’t 
deal at such a store yourself, and the 
clean people of the town are more 
particular than yourself.

Don’t be a cheap guy, dealing only 
in talk. Be a good actor.
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The True Clerk Is Born, Not Made.
W ritte n  fo r th e  T rad esm an .

Do you believe that, gentle reader 
on the business road of life?

As for myself I am satisfied that 
this is true. From  the standpoint of 
a layman I long ago discovered that 
the man “cut out for the job" was the 
one who raked in the shekels.

On entering a store the born clerk 
attracts your attention at once, pro
viding of course, there is such a per
son in the place. Not all eetablish- 
ments have them. Fortunate is the 
merchant who can count born clerks 
among the waiters behind his count
ers.

W hat is the reason so-and-so has 
succeeded? T hat question pops up 

• now and then among people who 
have wondered at the magnificent 
growth of some mercantile firm. The 
answer is easy. The head of the 
house is a reader of men. Like Gen
eral Grant, he knows how to pick the 
right men for the work he employs 
them to do.

The general who has the knack of 
picking the right kind of subordinates 
is the man who wins victory; the 
merchant who has this same natural 
gift is the successful trader. I t is 
so now, has ever been so, and is 
destined to be so to the end of time.

Right here then is the explanation of 
so many failures and so few successes.

W hy does the boy leave the farm? 
A thousand times has that query been 
put, as many times perhaps answered, 
and almost invariably answered con
trary to facts. The boy leaves the 
farm for the same reason that his 
father quit the New England hills 
to seek a wider field of operations in 
the boundless W est. He isn’t suited 
to the farm. Divers answers have 
been given, few if any of them cor
rect.

Lack of social life has been point
ed out. The dull, lonesomeness of 
the farm, a hand to mouth existence, 
with no intellectual enjoym ents are 
among the explanations, none of 
which are true. The boy who goes 
out into the world, far from the old 
farm, is he who aspires to something 
different from land culture, something 
that suits his tastes, no m atter if it 
be nothing higher than sawing slabs 
in a sawmill.

Every child is born into the world 
with a certain taste for labor, be it 
of the brain or hand. The mechanic 
is born not made. So with the farmer, 
shop-keeper, lawyer, doctor, states
man, general. We each have a niche 
to fill in the great world of creation. 
Yes, some are born clod-hoppers,

hewers of wood and drawers of water, 
and such fact is no detrim ent to these 
latter individuals either. There is 
a place for every one and every one 
in his place.

This is not saying, however, that 
every person fills the niche intended 
by nature for him to occupy. Many 
a heroic soul plods behind the plow 
while others innumerable follow lines 
quite the opposite of those nature in
tended. Such of course, are misfits 
in the great plan. These misfits dis
arrange the proper order of things 
and bring about much of the sor
row and life failures we see.

I went into a store once to pur
chase a small doll’s head. Simple 
thing in itself, yet it opened my eyes 
to the eternal fitness of things. 
Strange as it may appear my simple 
want was almost flouted in the first 
store I entered. The indifference of 
the clerk who deigned to wait on 
me sent a chill over my spirit, al
though I was thinking of the little girl 
to be made happy with the simple 
present.

The brusque indifference of the 
counter waiter sent me out to look 
elsewhere. I was in something of a 
hurry at that. I was passing one of 
the city’s big department stores, far 
too big it seemed to me to take note

of so small a thing as a doll’s head. 
Nevertheless my steps were somehow 
turned into the mammoth store, the 
reputation of which had gone out to 
the four points of the compass.

"Toy department, fourth floor; take 
the elevator at the rear.’’ The man 
spoke kindly, smiling as though I 
had been a possible purchaser of a 
thousand dollar ladies’ cloak.

On the fourth floor I found a sur
prise. The middle-aged lady who 
waited on me was graciousness itself. 
T was shown a myriad of doll heads, 
the gentle voice of the clerk offering 
suggestions that took me by storm. 
I purchased the doll’s head and half 
a dozen other things not thought of 
before, but which were called to my 
attention by the friendly woman clerk.

I went from there feeling good, at 
peace with myself and all the world. 
T tell you the treatm ent I received 
from that clerk in the millionaire’s 
department store gave me an under
standing of things that had never 
been suggested to me before. H ere  
was the answer to “How did So-and 
so make his fortune?" Being himself 
heart and soul in the business, choos
ing born clerks. Old Timer.

Before daring to love your neigh
bor as yourself be sure she’s single.
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BANKRUPTCY MATTERS.

Proceedings in the Western District 
of Michigan.

G ran d  R apids, A pril 29—A sp ec ia l m e e t
in g  of th e  c red ito rs  in  th e  m a t te r  o f Guy
C. L ongco r w a s  he ld  th is  da te . T he 
c la im s of a ll c red ito rs  w ho h ad  h e re to 
fo re  received  a  50 p e r  c en t, p ay m en t of 
th e ir  c la im s  a s  a  p re fe ren ce  a n d  w ho, 
a t  th e  re q u e st of th e  tru s te e , p a id  th e  
su m  received  in to  th e  e s ta te  a sse ts , 
w e re  allow ed in  fu ll. T h e  t ru s te e 's  firs t 
re p o r t  a n d  acco u n t, show ing  to ta l  cash  
re c e ip ts  fro m  th e  sa le  of a  p o rtion  of 
th e  a sse ts , $364.25; re c e ip ts  of sum s p a id  
to  c e r ta in  of th e  c re d ito rs  of th e  b a n k 
ru p t a s  a  p re fe ren ce  before  ad ju d ica tio n  
a n d  re tu rn e d  to  th e  tru s te e , $886.04; to ta l, 
¥1,350.29; a n d  d isb u rsem e n ts  fo r  a d m in 
is tra tio n  expenses, inc lud ing  feed  fo r 
livestock , e tc ., $113.64, a n d  a  b a lan ce  on 
h an d  of $1,236.65, w as  conside red  a n d  a l 
lowed, an d  a  firs t d iv idend  of 10 p e r  
cen t, w as dec lared  an d  o rde red  pa id  to  
c re d ito rs  w hose c la im s h av e  been proved. 
T he  m a tte r  of th e  com m en cem en t of su it 
to  re co v er c la im ed  e q u ity  in  th e  b a n k 
ru p t 's  re a l  e s ta te  an d  th e  m a tte r  of su it 
a g a in s t  one L ieffers  u n d e r th e  S ales in  
B ulk  R aw  w ere  re fe rred  to  th e  tru s te e  
to  in v e s tig a te  a n d  rep o rt. I t  is v e ry  
likely  th a t  su ch  s u its  will be  in s ti tu te d  
by  th e  tru s te e . T he  e s ta te  w ill pay  
fu r th e r  d iv idends.

M ay 4—In  th e  m a tte r  of G. W . B isbee 
& Co., of F rem o n t, th e  firs t m ee tin g  of 
c red ito rs  w as  held  th is  d a te . C laim s 
w ere  allow ed. C red ito rs  fa ilin g  to  e lect 
a  tru s te e , th e  re fe ree  ap p o in ted  C harles
H . Billie, G rand  R apids, a n d  fixed h is  
bond a t  $100. H ie  a s s e ts  h a d  been  sold 
u n d e r execu tion  sale  ju s t  p r io r  to  b a n k 
ru p tc y  a n d  th e  p u rc h a se r  a n d  sheriff 
m ak in g  th e  sale  h av e  been  notified  th a t  
th e y  w ill be held acco u n tab le  to  th e  
c o u rt fo r th e  a ss e ts , w hich  i t  is  a lleged  
w ere  sold a s  a  p re fe rence. T he  fund  
derived  from  th e  sale  w ill, no doub t, be 
tu rn e d  in to  th e  e s ta te  a sse ts . T he e s ta te  
is  very  sm all a n d  th e  d iv idend , if any , 
fo r  g en e ra l c re d ito rs  w ill be  a  very  sm all 
one.

W illiam  H . O v ia tt, now  res id in g  a t  
L apeer, b u t fo rm erly  in  th e  b a k ery  busi
ness  a t  B ig R ap ids, h a s  filed a  v o lu n ta ry  
p e titio n  in b an k ru p tcy . T he  a d ju d ic a 
tion  w as m ade  a n d  th e  m a tte r  re fe rred  
to  R eferee  W icks fo r a d m in is tra tio n . E l-  
b e lt E . J en k in s , of B ig  R ap ids, h a s  been  
app o in ted  cu sto d ian  a n d  is now  in  ch arg e  
of th e  a sse ts . T he  firs t m ee tin g  of c re d 
ito rs  h a s  b een  caled  fo r M ay 19, a t  
w hich  tim e th e  c re d ito rs  of th e  b a n k 
ru p t m ay  ap p ea r, e lect a  tru s te e , if d e 
sired , p rove c la im s an d  t ra n s a c t  such  
o th e r  bu sin ess  a s  m ay  com e before th e  
m eeting . T h e  schedu les of th e  b a n k 
ru p t on file in  th is  office rev ea l th e  
follow ing: L iab ilitie s  $1,238.66; a s s e ts
in  th e  ne ighborhood of $900.00.

T he  follow ing a re  lis ted  a s  c re d ito rs :
R o b ert O v ia tt, G rand  R ap ids -----$ 6.00
R o b ert N oonan, R eed  C ity  ............. 11.00
S'. Neville, B ig R ap id s  .....................  2.75
B ig R ap ids E lec tr ic  Co.......................  50.00
Geo. M esser, Im lay  C ity  ............... 50.00
B enj. F . Reed, L ap ee r .....................  250.00
D a rra h  M iling Co., B ig R a p id s . .  118.00
G. H. A cker, B ig  R a p i d s ................... 42.50
B er tra m  A lm ro th  Co., B ig R ap id s  42.50
E. J . D arling , B ig  R ap id s  ........... 6.00
L a rd n e r  & Co., B ig R ap ids ........... 4.00
W ard  Lbr. Co., B ig  R ap ids ........... 6.50
E. J . Sloss Coal Co., B ig R ap ids 8.00
D. R. S tephens, B ig  R ap ids ........... 9.00
R. L. H am m ond, B ig  R ap ids . . . .  4.00
W . I. H opkins, B ig  R ap id s  ........... 75.00
Big R ap ids G as Co................................ 4.00
V alley S w eet C and Co., S a g in a w ..  22.75
A rm o u r & Co., C hicago .....................  52.00
W ash b u rn  C rosby Co., C hicago . .  47.50
A m erican  D ea M alt Co., C in c in n a ti 19.17
C hapm an  & S m ith , C hicago ........... 42.43
A. D. S idell & Son, C hicago . 25.25
K alam azoo  Oil Co................... 1.75
R epublic P a in t  Co., C leveland  . . . .  11.20
H om e G rocery  Co., M uskegon . . .  77.00
P a rk e r  W ebb & Co., D e tro it . . . .  15.75
E. B. G a llag h er & Co., D e t r o i t ----- 28.63
W olverine  Spice Co., G rand  R ap ids -54.55 
W atso n -H ig g in s  Co., G rand  R ap id s  71.82
Roy B aker, G rand  R ap id s  ............... 33.11
R ed S ta r  Y east Co., D e tro it ----- 4.50
C lay ton  O v ia tt,. M idland ...................  35.00
F red  B rack  & Co., B ig R ap id s  . .  7.00

In  th e  m a tte r  of H a n s  J . F ish e r, b a n k 
ru p t, G rand  R apids, th e  tru s te e  h a s  filed 
h is  final re p o rt a n d  acco u n t a n d  th e  final 
m ee tin g  of th e  c red ito rs  of th e  b a n k ru p t 
h a s  been called  fo r M ay 15. T h e  final 
re p o rt an d  acco u n t show s th e  fo llow ing: 
B alance  on hand, a s  p e r  firs t re p o rt an d  
accoun t, $858.98; ad d itio n a l rece ip ts , $15; 
d isb u rsem en ts  fo r  a d m in is tra tio n  e x 
penses, b a n k ru p ts  exem ptions, e tc ., 
$375.70; a  ba lance  on h an d  fo r  d is tr ib u 
tion , $498.28. T h e  c red ito rs  o f th is  b a n k 
ru p t w ill receive  a  sm all d iv idend , th e  
am o u n t of w hich  is u n c e r ta in  a t  th is  
tim e. In  ad d itio n  to  th e  cash  on  hand , 
a s  show n by  th e  accoun t, th e  tru s te e  
re p o rts  a  com prom ise of th e  litig a tio n  
a g a in s t  H e n ry  H olkeboer e t a l of $50, 
su b jec t to  a p p ro v a l of c re d ito rs  a t  th e  
final m eeting . I f  th is  is accep ted , a n  
ad d itio n a l sum  of $50 w ill com e in to  th e

eSIn  Cth e  m a tte r  of J o h n  E . T ru m an , 
b an k ru p t, M anton , th e  tru s te e  h a s  filed 
h is  re p o rt show ing  offers fo r th e  r e 
m a in d e r of th e  re a l e s ta te  of th e  b a n k 
ru p t in  th e  sum  of $345 an d  a n  o rd e r 
h a s  been  en te re d  d ire c tin g  th e  c red ito rs

to  show  cau se  w h y  th e  sa le s  shou ld  n o t 
be  m ade  in  acco rd an ce  w ith  th e  offers r e 
ceived. T h e  h e a r in g  h a s  been  s e t  fo r 
M ay 18. If  th is  sa le  is  m ade, i t  is  
possib le  t h a t  a  d iv idend  m ay  be d e 
clared .

M ay 5—Jo h n  H a lle r, of P e n tw a te r ,  h as  
th is  d a y  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 ica tio n  m ade 
in  th e  absence  of th e  d is tr ic t  ju d g e  by 
th e  re fe ree . T h e  f ir s t m ee tin g  of c re d it
o rs  h a s  b een  called  fo r  M ay 21, a t  w hich  
tim e  c red ito rs  m ay  a p p ea r, p rove  th e ir  
cla im s, e lec t a  tru s te e ,  if desired , an d  
tr a n s a c t  such  o th e r  bu sin ess  a s  m ay  
com e before  th e  m eeting . T h e  schedu les 
do n o t re v ea l a n y  a ss e t n o t c la im ed  to  
be exem pt. T h e  only  c re d ito r  lis ted  is  
th e  M cC onnellsville S ta te  B ank , M cCon- 
nellsv ille , Ohio, w hose c la im  is $903.33.

H o m e r E . R anes , of E a to n  R ap ids, 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  a n d  th e  a d ju d ica tio n  w as 
m ade by th e  re fe ree  in  th e  ab sen ce  of 
th e  ju d g e  from  th e  d is tr ic t.  T h e  firs t 
m ee tin g  of c re d ito rs  h a s  been  called  fo r 
M ay  25, a t  w h ich  tim e  c re d ito rs  m ay  
a p p ea r, p rove  th e ir  c la im s, e lect a  t r u s 
te e  a n d  tr a n s a c t  su ch  o th e r  bu s in ess  a s  
m ay  com e befo re  th e  m ee ting . T he  b a n k 
ru p t ’s schedu les  on file in  th is  office show  
a ss e ts  of $1,750 an d  liab ilities  $2,334.89. 
T h e  follow ing a re  lis ted  a s  c re d ito rs  of 
th e  b an k ru p t:

Secu red  by  T ru s t  C h a tte l M ortgage.
Lee, W olf & B ros., D ay to n  ........... $141.37
B a lls te in -K lo p p er Co., C leveland 135.62
S ym ons B ros. Co., S ag inaw  .......... 58.50
B u tle r  B ros., C hicago ....................... 253.83
D. A rbough  & Son, N ew  Y ork  C ity  64.67 
W eix e lb au m  B ros. Co., L im a  . . . .  20.00

U nsecured .
V ogel & D em ing, Toledo ...............  9.30
N o rth ro p , R obertson  & C arrie r,

L a n s in g  ........................................  .60
L ee W olf & B ros., D ay to n  ........... 84.61
R oykross C hem ica l Co., W h ite h a ll 3.50 
G rand  R ap ids S ta tio n e ry  Co. . . .  59.30
E m p ire  W h ip  Co., W indso r, N . Y. 11.00
B au m g ard n e r  & Co., Toledo ........... 100.51
W rig h t & W essley , D e tro it .............  39.85
S. A. W eller, Z anesv ille  .................  18.60
U nion M atch  Co., C hicago .......... 4.00
R o b erts  & Lydick , C hicago ----- 129.48
T h e  H ersch  Co., Toledo ...................  5.42
H e rrin  Supply  Co., H e rrin , 111..........  9.00
I. B re ad ib a r t Co., N ew  Y ork  ......... 33.14
R ead in g  Saddle & Mfg. Co., R ea d 

ing, P a ..............................................  13.10
P y ro g ra p h y  A rt Co., F o rre s to n , O. 27.13 
H ollw eg & R eese, In d ian ap o lis  . .  38.30
Allen P h a rm a c a l Co., P la infield ,

N. J ........................................................ 22.08
W in sted  Silk Co,, C hicago ...............  40.19
In te rn a tio n a l F lo u n c in g  Co., N. Y. 43.80
B e in h au e r B ros., N ew  Y ork  ..............151.01
N ew  Y ork Book Co................................ 21.71
C en tra l Com. Co., I n d ia n a p o lis . . . .  16.25 
Geo. W ittb o ld  Co., C hicago ........... 7.00
G. S. R ess le r Son, L a n s in g  ........... 1.50
U n ited  N ove lty  Co., C arro llton , O. 16.26
C arrolU on N o v e lty  Co.......................... 10.50
Tipp N ovelty  Co., T ippecanoe, O. 22.17 
G ram lick  C hem ical Co., D e tro it . .  5.00
In d ia n a  M oulding  Co., In d ian ap o lis  24.66 
W . E nd  P o tte ry  Co., E . L iverpoo l 28.02 
S ib ley  L in d say  & C a r r  Co.,

R o ch e s te r ........................................  100.00
A lb e rt C. S 'tayart, C hicago ............. 10.98
C h ope-S tevens  P a p e r  Co., D e tro it 14.71 
M artin s  M ercan tile  Co., C hicago 3.00 
N a tio n a l A rt N o v e lty  Co., C hicago 45.77 
M ason Mfg. Co., P o r tla n d , Me. . .  6.80
T a k ito  O gaw a Co., C hicago ...........  60.10
H . J . R an sb u rg  Co., In d ian ap o lis  19.90 
G reenste in  & P e ltz , N ew  Y ork  . .  107.44 
T ay lo r M ade C andy  Co., B a ttle

Cr66k 18 95
R unk le  C andy  Co., K in g sto n , Ò. 27.43
H . L eo n ard  & Son, C ity  ...............  80.12
A. C. D ietsche, D e tro it  .................  6.19
J .  J . & D. G. V aughn , E a to n  R ap id s  25.00
Im p e ria l G lass Co., N ew  Y ork  ___  41.53
M onagah  G lass Co., F a irm o u n t,

W . V. ................................................  50.79
W ill P . C an aan  Co., G rand  R ap ids  37.40 
J . B. B lessing, J ac k so n  ...................  109.00

M ay 8—In  th e  m a tte r  of th e  R ogers 
Iro n  M a n u fac tu rin g  Co., o f M uskegon, 
th e  tru s te e  h a s  filed h is  final re p o rt and  
a cco u n t a n d  th e  final m ee tin g  of c re d 
ito rs  h a s  been  called  fo r  M ay 22. T he  
re p o rt show s: T o ta l rece ip ts , $9,231.65; 
d isb u rsem e n ts  fo r a d m in is tra tio n  e x 
penses, f irs t d iv idend , p re fe rred  claim s, 
e tc ., $6,746.36; b a lan ce  on h an d  fo r d is 
trib u tio n , $2,485.29. T h is  e s ta te  h a s  h e re 
to fo re  pa id  a  d iv idend  o f 20 p e r  cen t, and  
i t  is  sa fe  to  s a y  th a t  a  fu r th e r  d iv idend  
of a b o u t 10 p e r  c en t, m ay  be expected  
in th e  m a tte r .

In  th e  m a t te r  of B en jam in  V an  R aa lte , 
H olland , h e a r in g  he ld  th is  da te . T e s ti
m ony w as ta k e n  and  th e  m a t te r  h a s  been 
fu r th e r  ad jo u rn ed  to  M ay 22. A n effort 
is  be ing  m ade  in  th is  m a tte r  to  show  
th a t  th e  b a n k ru p t h a s  a ss ig n ed  re a l e s 
ta te  in  f ra u d  o f c red ito rs .

In  th e  m a tte r  of E d w ard  J . C arro ll, of 
M anton. th e  a d jo u rn ed  final m ee tin g  of 
c re d ito rs  h a s  been  held. T h e  t ru s te e ’s 
su p p lem en ta l final re p o rt a n d  acco u n t 
w as  app roved  an d  allow ed a n d  o rd e r  fo r 
d is tr ib u tio n  en te red . A final d iv idend  of 
12 p e r  cen t, h a s  been  dec lared  a n d  o r
dered  pa id  in  th e  m a tte r .  A p rev io u s  
d iv idend  of 10 p e r  c en t, h a s  b een  paid  
in  th is  m a tte r ,  m ak in g  th e  to ta l  d iv idend  
to  c red ito rs , 22 p e r  cen t. D is trib u tio n  
w ill be m ade  a t  th e  end of te n  days 
fro m  th e  d a te  of th e  o rd e r In case  no 
ap p ea l is ta k e n  from  th e  final o rd e r of 
d is trib u tio n .

M ay  9—In  th e  m a t te r  of th e  Sim pson 
A utom obile  S upply  Co., th e  tru s te e  h a s

filed h is  final re p o r t  a n d  a cco u n t w hich  
show s th e  fo llow ing: T o ta l re c e ip ts  to  
da te , $6,133.63; to ta l  d isb u rsem en ts , $3,- 
036.65. T h e  d isb u rsem e n ts  include th e  
sum  of $2,485 p a id  b y  th e  tru s te e  o f th is  
e s ta te  to  th e  tru s te e  of th e  e s ta te  of 
E dw . W , Sim pson, by  o rd e r  o f th e  c o u rt 
because  of illega l t r a n s fe r  u n d e r  th e  
M ich igan  S ales in  B ulk  law . T h e  final 
m ee tin g  o f c re d ito rs  w ill be called  fo r 
som e tim e  in  M ay a n d  th e  e s ta te  b ids 
fa ir  to  p ay  a  d iv idend  in  th e  n e ig h b o r
hood of 15 p e r  cen t.

T he  tru s te e  of th e  e s ta te  of F ra n c is  
J . H ean y , b an k ru p t, re s id in g  a t  Ionia, 
h a s  filed h is  f irs t re p o rt an d  acco u n t 
w hich  show s to ta l  re c e ip ts  of $330.21 a n d  
d isb u rsem e n ts  of $98.27, le av in g  a  b a lan ce  
on h an d  of $231.94. N o  d is tr ib u tio n  w ill 
be  m ade  a t  th is  tim e  fo r  th e  re a so n  th a t  
th e  e s ta te  is  too sm all to  p ay  tw o  d iv i
d ends  an d  th e  tim e  fo r  filing  c la im s h a s  
n o t y e t  elapsed .

L u ra  G ard n er, G rand  R ap ids, o p e ra tin g  
a  m illinery  s to re  in  th a t  c ity , h a s  been  
ad ju d g ed  a  v o lu n ta ry  b a n k ru p t by  R e f
eree  W icks in  th e  ab sen ce  of th e  d is 
t r i c t  ju d g e  from  th e  d is tr ic t .  T h e  s to ck  
is  a ll covered  b y  a  c h a t te l  m o rtg ag e  held 
by  Corl, K n o tt  & Co., a n d  i t  is n o t b e 
lieved th e re  w ill be a n y  a s s e ts  fo r  g e n 
e ra l c red ito rs  in  th e  m a tte r .  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  a n d  is  b e in g  he ld  p en d in g  in v e s t i
g a tio n  of th e  c h a t te l  m o rtg ag e  by  th e  
re fe ree .

M ay  8—In  th e  m a t te r  of th e  I n te r 
ch angeab le  F ix tu re s  Co., a  spec ia l m e e t
in g  of c re d ito rs  w as  held  to -d a y  to  d e 
te rm in e  w h e th e r  o r n o t th e  com prom ise 
o ffer of E . A. S tow e fo r  se tt le m e n t of 
su it by  th e  tru s te e  of th is  e s ta te  a g a in s t  
h im  shou ld  be accep ted . B y vo te  of c re d 
ito rs  p re s e n t an d  rep re sen te d  i t  w a s  d e 
cided  th a t  su ch  o ffer shou ld  be n o t a c 
cep ted  a n d  th e  tru s te e  w as  d irec ted  to  
proceed  in  th e  m a tte r .

M ay 11—In  th e  m a t te r  of E d w a rd  F . 
N o rth u p , of B oyne C ity, th e  tru s te e  h a s  
filed h is  f irs t re p o rt a n d  acc o u n t an d  a  
spec ia l m ee tin g  of c re d ito rs  h a s  b een  
called  fo r  M ay 26, a t  w hich  tim e  th e  firs t 
d iv idend  w ill be d ec la red  a n d  o rde red  
paid. -T h e  acco u n t show s: T o ta l rece ip ts , 
$2,075.54; d isb u rsem en ts , $310.75; ba lance  
on h a n d  fo r  d is tr ib u tio n , $1,764.79. A 
d iv idend  of 10 p e r  c en t, m ay  be re a so n 
ab ly  exp ec ted  a t  th is  tim e.

In  th e  m a tte r  of B ra u tig a m  B ros., 
K ingsley , th e  final m ee tin g  of c red ito rs  
w as  held  to -d ay . C laim s w ere  a llow ed 
a n d  th e  final re p o r t  a n d  acco u n t o f th e  
tru s te e  app roved  a n d  allow ed. T h e  m a t
te r  of d e c la r in g  th e  f irs t a n d  final d iv i
dend w as held up  p en d in g  s e tt le m e n t of 
c la im  a g a in s t  th e  e s ta te  fo r  re n t. A 
sm all d iv idend  m ay  possib ly  be p a id  in  
th e  m a tte r .

In  th e  m a tte r  of th e  V a n -L  C om m er
c ia l C ar Co., th e  tru s te e  h a s  th is  d ay  
been g iven  a u th o r ity  to  in s ti tu te  su it 
a g a in s t  th e  C om m ercial S erv ice  T ru ck  
Co. fo r th e  p u rc h a se  p rice  of th e  a sse ts .

St. Joseph Referee.
St. Jo seph , A pril 3ft—I n  th e  m a tte r  of 

th e  M ichigan B uggy  Co., b an k ru p t, of 
K alam azoo , in  th e  re c lam atio n  p ro ceed 
ings of th e  K a lam azoo  S p rin g  & Axle 
Co., to  secu re  th e  r e tu rn  of som e $3,000 
w o rth  of buggy  sp rin g s , a  cer tif ic a te  w as 
m ade  by  th e  re fe ree , g ra n tin g  th e  p e ti
tion  of th e  la t te r  com pany  fo r a  p e titio n  
fo r rev iew  of th e  re fe re e 's  o rd e r  d eny ing  
i ts  r ig h t to  re c la im  th e  sp rings .

M ay 1—In  th e  m a tte r  of V ic to r L. 
P a lm er, b a n k ru p t, of K alam azoo , th e  
M ichigan T r u s t  Co., tru s te e ,  filed i ts  firs t 
re p o rt an d  acco u n t show ing  a  to ta l  of 
a s s e ts  of $1,393.79. T h e  liab ilities  of th e  
b a n k ru p t a re  over $1,500,000. T he  tru s te e  
a lso  filed i ts  re p o rt of exem p ted  p ro p erty , 
a llow ing  th e  b a n k ru p t am o n g  th e  e x 
em p tio n s  h is  p e rso n al p ro p erty .

M ay 2—In  th e  m a tte r  of H e rm a n  V e t- 
ten , b a n k ru p t, of K alam azoo , no cau se  
h a v in g  been  show n to  th e  co n tra ry , an  
o rd e r w as  m ade  b y  th e  re fe ree  confirm ing  
th e  sa le  o f th e  b a n k ru p t s to ck  a n d  fix
tu re s  to  J a m e s  V an  M ale, of K alam azoo , 
fo r $2,500.

In  th e  m a tte r  of W illiam  H . E vans , 
b a n k ru p t, of S t. Jo sep h , a n  o rd e r w as  
en te re d  by  th e  re fe ree  ca llin g  a  final 
m ee tin g  of c re d ito rs  a t  h is  office on M ay 
11 fo r th e  pu rpose  of d e c la r in g  a  d iv i
dend  a n d  c losing  th e  e s ta te . C red ito rs  
w e re  d irec ted  to  show  cau se  w h y  c e r ta in  
a d m in is tra tio n  ex p en ses  shou ld  n o t be  
pa id  a n d  w h y  a  c e r tif ic a te  fav o rab le  to  
th e  b a n k ru p t’s d isch a rg e  shou ld  n o t be 
m ade  by  th e  re fe ree .

M ay  4—In  th e  m a te r  of H e rm a n  V e t- 
ten , b a n k ru p t, of K alam azoo , a n  a d 
jo u rn ed  firs t m e e tin g  of c re d ito rs  w as 
held  a t  th e  re fe re e ’s office an d  c e r ta in  
c la im s allow ed. A firs t d iv idend  of 5 
p e r cen t, w as  d eclared  a n d  o rd e red  paid  
on a ll  c la im s allow ed to  d a te . T h e  t r u s 
te e  w as d irec ted  to  p ay  c e r ta in  ad m in 
is tra tio n  ex p en ses  a n d  ta x  c la im s an d  
th e  m ee tin g  w as  th e n  ad jo u rn e d  fo r  
th re e  m onths.

M ay  6—In  th e  m a t te r  o f F red e ric k  W . 
H in rich s , b an k ru p t, o f K alam azoo , a  
tru s te e  filed a  p e titio n  re q u e s tin g  th a t  he 
be a u th o riz e d  to  sell th e  re a l e s ta te  of 
th e  b a n k ru p t. T h e  p e titio n  w as  co n sid 
ered  a n d  a n  o rd e r e n te re d  by  th e  re fe ree  
d ire c tin g  th e  tru s te e  to  d ispose  o f th e  
re a l e s ta te  a t  pub lic  sa le  in  K alam azoo  
upon  g iv in g  te n  d a y s  no tice  to  a ll  c re d 
ito rs .

M ay  8—In  th e  m a tte r  o f th e  M ohn 
W ine  Co., b a n k ru p t,  of B e r tra n d  to w n 

sh ip , B e rr ie n  coun ty , th e  tru s te e  filed 
h is  final re p o r t  a n d  acco u n t show ing  
to ta l  a s s e ts  of $155 a n d  d isb u rsem en ts  of 
$6.60, w ith  re q u e s t th a t  a  final m ee tin g  
of c re d ito rs  be called. T h e  re p o r t  w as 
consid e red  an d  a n  o rd e r  m ade  by  th e  
re fe re e  calling  a  final m ee tin g  of c red 
ito rs  a t  h is  office on M ay  25 fo r  th e  
pu rp o se  of co n sid e rin g  th e  final re p o rt 
a n d  acco u n t of th e  tru s te e ,  th e  p ay m e n t 
of c e r ta in  a d m in is tra tio n  expenses  an d  
c lo sing  th e  e s ta te . C red ito rs  w ere  d i
re c te d  to  show  cau se  w h y  c e r ta in  ex 
p en ses  shou ld  n o t be  p a id  a n d  w h y  a  
c e r tif ic a te  fav o rab le  to  th e  b a n k ru p t’s 
d isch a rg e  should  n o t be  m ade  by  th e  r e f 
eree. T h e re  a re  n o t enough  fu n d s  in  
th e  e s ta te  to  p ay  all th e  a d m in is tra tio n  
expenses.

M ay 9—In  th e  m a t te r  o f J a m e s  In g e r-  
soll D ay, b a n k ru p t, of D e ca tu r, th e  b a n k 
ru p t  h a s  filed a n  a m e n d m en t to  h is  
schedu les, inc lu d in g  th e  F i r s t  S ta te  B an k  
of D e c a tu r  a s  one of h is  c re d ito rs  w ith  a  
c la im  of $968.

M ay 11—In  th e  m a tte r  of F r a n k  S. 
S hannon , b a n k ru p t, of L eo n id as  to w n 
sh ip , S t. Jo sep h  coun ty , th e  f ir s t m e e t
in g  of c red ito rs  w as  held  a t  th e  re fe re e ’s  
office. N o c re d ito rs  w ere  p re s e n t o r 
re p re sen te d , a n d  no  c la im s w e re  p roved  
a n d  allow ed. T h e  b a n k ru p t w as  sw orn  
a n d  exam in ed  by th e  re fe re e  w ith o u t a  
re p o r te r  a n d  h is  ex am in a tio n  d isclo sed  
no  a s s e ts  in  th e  e s ta te ,  w h ereu p o n  a n  
o rd e r  w as  m ade  th a t  no  tru s te e  be a p 
p o in ted ; a lso  th a t  th e  b a n k ru p t be  a l
low ed h is  ex em ptions  a s  c la im ed . T he 
f irs t m e e tin g  w as  th e n  a d jo u rn e d  w ith 
o u t day .

M ay 25—In  th e  m a t te r  of th e  M ohn 
W in e  Co., b an k ru p t, o f B e r tra n d  to w n 
sh ip , B errie n  coun ty , th e  final m ee tin g  
of c re d ito rs  w as  held  a t  th e  re fe re e ’s 
office. N o d iv idend  w a s  d eclared , a s  
th e re  w ere  n o t su ffic ien t a s s e ts  in  th e  
e s ta te  to  even  p a y  th e  a d m in is tra tio n  
expenses. C red ito rs  h a v in g  b een  d irec ted  
to  show  cau se  w h y  a  c e r tif ic a te  reco m 
m en d in g  th e  b a n k ru p t’s  d isch a rg e  should  
n o t be  m ade  by  th e  re fe ree , a n d  no  
cau se  h a v in g  b een  show n, i t  w as  d e 
te rm in e d  th a t  su ch  fav o rab le  c e r tif ic a te  
b e  m ade. T h e  re fe re e  e n te re d  th e  final 
o rd e r o f d is trib u tio n , a n d  th e  m ee tin g  
a d jo u rn ed  w ith o u t day.

O F FIC E  O U T F IT T E R S
LOOSE LEAF SPECIALISTS

117-239 Pearl St. (new the bridge), Grand Rapids, Mich.

Make Out Your Bills
T H E EASIEST W A Y  

Save Time and Errors.
Send for Samples and Circular—Free.

Barlow Bros. Grand Rapids, Mich.

United States Nobby Tread
Goodyear & Goodrich Tires

Kan’t Bio Reliners 
ST A N D A R D  TIRE REPAIR CO.

15 Library St. Rear Majestic Theatre
Grand Rapids, Mich.
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Straw berry
Shortcake

Is now with us and it is good to remember that if it is to be the real thing, 
the crust must be “short,”

Not short in quantity, but “short” in texture. Meaning tender, flaky, 
“melt-in-the-mouth” shortness.

That’s the kind of crust Lily White makes, and when you eat it note 
the wonderfully good flavor.

One good bite tastes like more and then more and more. Then comes 
the feeling of having dined well and the world looks bright and rosy.

It’s worth while insisting on

LILY WHITE
' ‘The Flour the Best Cooks Use”

because if you do you’re sure to get all the results described above, but if 
you’re not particular to get Lily White, we won’t say what the result 
might be.

Lily White is made especially for domestic baking and is particularly 
adapted for those things which women can make quickly and easily.

It is sold by grocers—never by canvassers or agents. No premiums of 
any kind are given. You pay only for flour when you buy Lily White.

VALLEY CITY MILLING CO.
G R A N D  RAPIDS, MICH.

This is a reproduction of one of the advertisements appearing In the daily papers, all of which help the retailer to sell Lily White Flour.
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Parcel Post vs. Express in Handling 
Clothing.

“Tailors to the trade have discov
ered,” said a prominent factor in that 
industry, “that the parcel post m eth
od of sending suits is unsatisfactory, 
because no receipts for goods are 
given by the postoffice, with the re
sult that there is no way of detect
ing the whereabouts of merchandise 
which does not reach its destination.”

Another difficulty mentioned in the 
trade is the fact that when shipping 
by parcel post the goods are not call
ed for from the manufacturer, as is 
the case when merchanidse goes by 
express, and the necessity of deliv
ering it to the postoffice causes extra 
expense, and often delay.

Still another adverse point is that 
by sending goods by parcel post, and 
having the same insured, the total 
cost is as great or greater than ex
press in every zone except one, and 
even when insured there is no receipt 
given for the goods.

Probably one of the most serious 
defects of the new system, so far as 
the clothing trade is concerned, is 
the fact that if a retailer wants to 
send anything back to the manufac
turer for correction he is not allowed 
to pin any ticket of instructions on 
the garm ent if he sends it by parcel 
post.

Many instances have been report
ed where goods returned for altera
tion by parcel post have been opened 
by postoffice officials, and they, find
ing instructions in writing, have forc
ed the payment of first-class post
age, amounting on a suit shipment to 
between 80c and $1. This, of course, 
brings the shipping cost way in ex
cess of express.

While upon the subject of objec
tions made by the tailors to the trade 
to the use of parcel post, it might be 
well to consider some other general 
objections which have been advanc
ed against this method of transport
ing merchandise.

Parcel post from New York, for 
instance, to practically every zone, 
has been shown to be more costly 
than express after one adds the cost 
of insurance to the regular parcel 
post charges. As no receipt is requir
ed in sending goods by this system, it 
is claimed that in some cases em
ployes along the route, knowing this 
fact, help themselves to merchan
dise, and it never reaches its des
tination. Then the retailer, who has 
been depending upon receiving the 
merchandise on a certain date for a 
waiting customer, is disappointed, and 
trouble ensues. By express it is urg
ed that a package can always be trac

ed, and usually reaches its destina
tion on time.

W hen a retailer wants to return 
goods to the manufacturer, for altera
tion or some other reason, he often 
attaches instructions of one kind or 
another to the article returned, show
ing exactly where the alterations are 
to be made, or giving reasons for re
turn of the merchandise. This is 
against the parcel post rules, as has 
been pointed out earlier in this ar
ticle.

Most of the foregoing objections 
are not without some foundation, but 
one should take into consideration 
the fact that this system of sending 
merchandise by mail might be said to 
have grown up in a night, for only 
a short time ago the system had not 
been even given serious considera
tion by the postal departm ent of the 
Government.

On the other hand, we find that ex
press companies have for many years 
been operating and perfecting their 
system of carrying merchandise, pro
fiting by their mistakes and those of 
their competitors, so that by the time 
the parcel post system became an 
institution, and had been put in op
eration, these corporations had been 
many years on the way toward a more 
perfectly developed system for carry
ing merchandise throughout the coun
try.

One thing the parcel post did ac
complish at the outset, and which the 
corporations referred to had not ac
complished during their many years 
of operations, was to bring about a 
general reduction of carrying charges. 
For this the public is indebted to the 
new system, and it may reasonably 
be expected that as it progresses 
along the lines in which it has been 
progressing, it will solve the prob
lems which confront it, one by one, 
until, like our regular system of mail 
delivery, it will have gained the high
est degree of usefulness to the ship
ping public.

A writer for an Eastern daily re
cently voiced some of the objections 
to the parcel post system, and, tak
ing these as a basis for the following 
observations, a few improvements to 
increase its facilities may be suggest
ed:

A pick-up service might be installed.
A greater degree of safety to mer

chandise should be provided for.
Indem nity for loss or damage to 

merchandise may be an added feature.
Provision may be made for han

dling a wider range of commodities.
Valuable packages which under 

present -rules cannot be as securely 
closed as deemed necessary should 
be givenn greater security.

Just as the C. O. D. provision has 
been added, so it may be expected 
that the parcel post system will adapt 
itself to all the needs and require
ments of the business communities.

During a recent discussion of the 
insurance clause one prom inent man
ufacturer made the statem ent that his 
company insured all its merchandise, 
collecting from the customer the reg
ular rate of insurance, which had not 
only covered all the losses which had 
accrued since he had put this plan 
into operation, but had yielded him a 
profit besides.

I t has been suggested in these col
umns from time to time that the re
tail m erchant might well utilize the 
parcel post system in the extension 
of his clientele. There appear to be 
no good reasons why the retail m er
chant who operates a local delivery 
system at a certain cost to deliver 
merchandise to his customers at their 
homes within the community in 
which he does business might not by 
means of the parcel post system, 
which in the rural postoffice has a 
depot for delivery of merchandise in 
every hamlet, arrange to deliver m er
chandise beyond the confines of his 
local community, and thus enlarge his 
number of customers. W ith the add
ed advantages now afforded and to

be afforded as the system extends its 
scope of operations, there is no rea
son for the complaint that one’s field 
is limited.

Pending, however, such develop
ments, it is well tha t the retail m er
chant know the limitations of the par
cel post system, and thus avoid mak
ing some of the mistakes which have 
proven costly to others.—Apparel Ga
zette.

Running Business into the Ground.
Some day there may be carved up

on gravestones such inscriptions as 
these:

“Here lies Thomas Bussington. The 
great Bussington cocktail was named 
for him.”

“Sacred to the memory of William 
Dillworth. He was the maker of the 
famous ‘Dillworth Dip,’ the greatest 
five-cent cigar ever placed on the 
market.”

“Francis Green. He was the dis
tiller of Green Glorious bottled rye. 
The slick (est).”

“Here lie the honored remains of 
Adam Fosdike, the inventor of Fos- 
dike’s Famous Breakfast Food. The 
business is being carried on by Adam 
Fosdike’s Sons & Co., Inc. Beware 
of im itators.”

A Good, Strong,
Medium-Priced Line

Buffalo Trunk Mfg. Co.
M ANUFACTURERS OF

TRUNKS, BAGS, SUIT CASES
127-139 Cherry St., Buffalo, N. Y.

JULIUS R. LIEBERMANN
M ich igan  S a les  A g e n t

415 Genesee Ave. Saginaw, Mich. Write for Catalogue

MEN’S
STRAW
HATS!

The time to order is now. We 
can fill your mail orders prompt
ly  from our big stock of straws. 
We have everything from the 

very low priced to the high grade exclusive styles.

NEW LAND HAT CO.
166 JEFFERSON 

D ETR O IT
HATS, CAPS, STRAW GOODS, GLOVES AND UMBRELLAS
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HELPFULNESS OF FRIENDS.

It Is Not Good for Man to Be 
Alone.

How impressive are these lines 
from Em erson’s w ritings: “My 
friends have come to me unsought. 
The great God gave them to me.” 

There are many persons who fol
low a very peculiar sport which we 
might designate friend-hunting. They 
are not so popular as they would like 
to be, so they start forth armored in 
all the pleasant smiles they possess, 
carrying a large and varied store of 
flattery and sweet saying with which 
to bring down the same.

Such a pursuit is a fool’s errand. 
Friends are not made to order, nor 

will the wary fly be drawn into the 
parlor of the deceitful spider.

A smooth tongue may .be able to 
talk people into a momentary compli
ance with some favor asked, but, 
friendship, to deserve the name, must 
be lasting, and requires not a verbal 
call to draw it to the assistance of 
its friend.

A politician may jolly you into vot
ing for him, and make you many fair 
promises to accomplish this, but he 
straightway goes away and thinks no 
more about you until the time comes 
around when he finds your suffrage 
convenient and necessary again.

Original, Booby Prize.
The m erchant may represent that 

he is offering you this or that rare 
bargain solely on account of his kind
liness of feeling for you, which 
prom pts him to seek to serve your 
interests, and then chuckle to him
self over the shrewdness with which 
he outwitted you into the purchase 
of a shopworn article w orth less than 
one-half the price you paid.

Such persons look upon you not 
as a friend, but a dupe, a legitimate 
booby prize to be won by their sharp
ness.

But the friend is the man or wom
an to whom you can turn in the 
hour of need for help, sympathy or 
consolation, and are sure of finding 
that for which you seek. Only a hint 
is necessary as to your condition, 
and they are ready to give you all 
they have, and do it cheerfully and 
delicately.

They are to be prized, appreciated 
and preserved. But they can never 
be won by force. I t is the magnetic 
influence of a steadfast, pure and ami
able character leading an upright, 
honorable life which draws into its 
circle the friendly homage of those 
whose friendship is desirable.

Enemies W ill Come. 
Shakespeare, in “Much Ado About 

Nothing,” makes Beatrice say: “I had 
rather hear my dog bark at a crow 
than a man swear he loves me.” 

There is an old adage which asserts 
that of two disputants the one who 
gets most heated in discussion is sure 
to be wrong. This we must dispute, 
as there is a righteous indignation; 
but it is a fact that the persons who 
makes the most vehement protesta
tions of friendship is the one you wish 
to watch the m ost and honor with the 
least confidence.

Something is w rong with the life 
of one who has to seek for friends. 
They come as naturally to the deserv
ing as waves to the shore, borne on 
a tide that is resistless.

I t cannot be asserted, however, that 
the leading of a correct and earnest 
life following the rules of morality, 
integrity, charity and Christianity 
will insure you the friendship of 
everybody. Not so. Every person 
who has positive views will make ene
mies of narrow-minded people who 
cannot be disagreed with and be civil.

A man who has no enemies is a 
man w ithout character. But a man 
with a broad and amiable disposition 
has more friends than enemies, and 
that without the seeking.

Buffeting Stormy W inds. 
Cultivate your friends. Cherish 

friendship. I t is the sweetness of life, 
the pillow upon which the heart rests, 
the nerve and sinew of existence.

The knowledge that a big, kind 
heart is beating away for you, and 
throbbing with interest in you, even 
though it may be separated from you 
by many miles of space, will strength
en your arm for many a blow it might 
not otherwise have had the courage 
to strike.

Our friends are beacon lights plac
ed here and there among the rocks 
and shoals of time, and toward them 
we can steer when buffeted by the 
winds of the storm s of life. They 
cannot be valued too highly or trea t
ed with too much care.

And “iron shapeneth iron.” W hat 
we would have our friends be to us 
we must be to them. An exchange 
of courtesy must be given. W hat is 
worth having is worth paying for. You 
cannot get something for nothing.

T hat Awful Loneliness.
The world without friendship 

would be a dreary place. Occasion
ally you hear some one say he trusts 
no one. You know, if you reflect, that 
this statm ent is false, for such a man
ner of living would entail an agony 
of loneliness that would be unbearable.

B etter to be deceived than not to 
have faith in anybody. “Better to 
have loved and lost than never to 
have loved at all.” Humanity is not 
created for loneliness, and solitude is 
unnatural. W hat solitude so deep, so 
dark and so profound as living in a 
world of fellow creatures yet desti
tute of friends.

Did you ever go into a big city 
where you knew absolutely no one? 
If so, how did you feel at night? It 
is not so bad in the day time, when 
there are strange sights to entertain. 
But the night. The awfulness of sit
ting at the hotel window and watch
ing the hurrying throngs go past 
with not one in all that crowd to care 
whether or not you go to your room 
and blow out the gas.

It is far less lonely to go out into 
the woods where there is not a hu
man being within call. Then at least 
you do not feel neglected. There is 
nothing to emphasize the fact that 
you are all by yourself, while other 
happy mortals have friends.

The Bone and the Dog.
Such is the loneliness of a big

world without friendship. You may 
not think you are going to need 
them. You may swell around in the 
mistaken pride of independence. But 
look out. No m atter if , you possess 
all the gold of Sheba, and have every
thing your heart could wish for and 
are blessed with perfect health, you 
will be miserably unhappy lacking 
true friends.

The miser has his gold. He has 
nothing else. The poor man has 
health and friends. He needs noth
ing else. He can gain all other things 
for himself. Strength of body is the 
gift of providence. Strength of heart 
is the outgrowth of friendship.

Did you ever notice how a dog with 
a bone will pick it up and carry it 
over near another dog just to attract 
his attention and start a scrap. He 
is unhappy if left in peace. A little 
genuine disagreement with a real 
friend will add spice to life, and give 
us new angles of vision.

In any event it is not good for a 
man to be alone. Robert L. King.

N othing is more satisfactory than 
some people’s opinion of themselves.

Delivery Wagons
For A ll Purposes

S47 to s io o .o o  
SHERWOOD HALL CO., Ltd.

30-32 Ionia Ave., N. W.
Grand Rapids, Michigan

O R G A N I Z E
Merchants—Organize

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
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Electric Coffee Mill 

at the
State Convention, Lansing, February, 

1915.
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Michigan Retail Hardware Association. 
P re s id e n t—C. E . D ickinson, St. Joseph . 
V ic e -P re s id en t—F ra n k  S trong , B a ttle

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

Systematic Method of Computing 
Overhead Expense.

1. W hat is the cost of doing busi
ness or overhead expense and how 
do you arrive at this item?

In most lines of business as we un
derstand it there are only two items 
that we spend money for; one is 
merchandise, goods bought for sale, 
and expense, that is there is only two 
in connection with the running of the 
business.

We may make outside investments 
out of ou r surplus; in the business this 
should be carried on Investm ent Ac
count, and has nothing to do with the 
business.

In connection with the business we 
first buy goods; to the purchase price 
of the goods should be added the 
freight and drayage or insurance on 
goods in transit, if we have any, but 
not insurance on goods after deliver
ed in the house, the purchase price 
then plus the freight, drayage and in
surance in transit equals the cost of 
goods, and while the accounts of 
merchandise as per invoice, freight 
and drayage may be and probably 
should be carried as separate ac
counts, they ultimately go into one 
account, namely, merchandise.

All other items then must go to ex
pense account or overhead cost of 
doing business, that is in a general 
merchandise business.

In our business it is somewhat dif
ferent or, so with any other manu
facturing business.

As our business is a manufactur
ing business we have to or should in 
our opinion carry three accounts, or 
items; first Merchandise, second P ro
ductive Labor and third Expense or 
Cost of Doing Business, as our pro
ductive labor, that is all labor that we 
charge time for is really the same as 
merchandise and enters into the man
ufacturing of the article, then our 
business would be merchandise plus 
freight plus drayage equals merchan
dise account; then productive labor, 
then expense account composed of 
all items, and taken from our own 
books for the past several years in
clude the following:

Salary, members of the firm 
Salary, book-keeper.
Salary, stenographer.
Salary, wagon driver.
Old wagons replaced by new. 
Donations to charity, etc.
Express on plans, etc., not charge

able to any job.
Shop rent.
W ater rent.

Lights.
Fuel for office and shop.
Ice.
Telephones.
Expired insurance.
Postoffice box rent.
Postage.
Stationery.
State, county and city taxes.
N otary and attorney fee.
Exchange on checks.
Subscription to trade papers.
Dues to associations and business 

organizations.
Feed for horses.
Repair to harness.
Blacksmith repairs.
Railroad fair, not chargeable to any 

job.
Telegrams, not chargeable to any 

job.
Telephone calls, not chargeable to 

any job.
Car fare, not chargeable to any job.
Brooms for shop.
City directory.
Electric light globes and repairs to 

lights.
Repairs on tools.
Oil for tools.
Photographs of work.
Hauling or drayage not chargeable 

to any job.
Board for workmen out of town.
Rent on horse, regular one out of 

commission.
Bad work account, work having to 

be done over. General work account 
work not chargeable to any job, fore
man’s time giving instructions, etc.

Now if all of our people will adopt 
the policy of making an entry on 
their books of every nickel received 
or paid out, and what for, it will be 
an easy m atter for them to determine 
at the end of the year just how much 
it has cost them to do business, and 
what amount they should add to the 
cost of labor and material, or m er
chandise to find the true cost of the 
piece of work.

And I want to impress on your 
minds the importance of doing 
business in this way.

No m atter if you are in a business 
by yourself and it is all yours to do 
as you please you should be able when 
you make a figure on a piece of 
work to know just how low you can 
go and not lose, unless you keep 
these records you cannot.

Get a book and keep a cash ac
count, balance it every night. If your 
cash does not balance, see why, do 
not pay out money haphazard, and 
not get a record of it, know where 
your money goes. Keep your money 
in the bank, pay all bills by check; it 
gives you a double check and receipt.

Carry your bank balance on your

Michigan Hardware 
Company

Exclusively Wholesale

U U

and Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

American Brand

Lasts Longer—Looks Better
All meshes and widths

We also manufacture

Copper Bronze
(90% pure copper)

Painted
Galvanoid Enameled 

Bright Galvanized

American W ire Fabrics Co.
CHICAGO, ILL.
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check stub, carry it down with every 
check given.

Know at a glance what your bank 
account is, or how much you have 
left in the bank, give no checks un
less you have the money in the bank 
to meet it.

I t will pay you, it will make you 
prosper.

Have only one check book, keep it 
in the office, pay no bills on the 
street, never collect money without 
giving a receipt.

Have a receipt book for this pur
pose, make receipt stub also.

So much for keeping records to en
able you to find the cost.

N ext when you find t*he cost of do
ing business or overhead expense, 
how shall you provide for this?

There are two ways, one by adding 
a given per cent, to the cost of labor 
and material, another by adding a 
given per cent, to the productive la
bor.

W hich of these shall you use?
And how much shall you add if 

your running expense is 25 per cent, 
of your gross business?

In other words, if you do ten thous
and dollars’ worth of business in a 
year and you find your expense or 
overhead cost has been twenty-five 
hundred dollars, which would be 25 
per cent, of your gross business.

If you do a piece of work that the 
labor and material cost you one hun
dred dollars, how much shall you 
charge for the job to take care of 
the running expense and make a pro
fit of 10 per cent?

Possibly you might say as many do, 
“why I would charge one hundred 
and thirty-five dollars, of course.5' 
N ot so, you would have to charge 
one hundred and fifty-three dollars 
and eighty-four cents. W hy so?

Let us see, your overhead expense 
is 25 per cent, of your gross business 
not on the cost of labor and material, 
25 per cent on the charges you make 
for all work done during the year, 
then 25 per cent of $153.84 equals 
$38.46, that would be your running 
expense, then labor and material cost 
$100.00 plus running expense $38.46 
equals $138.46 plus 10 per cent selling 
price for profit, equals $153.84.

So you will see with a 25 per cent, 
overhead expense to get 10 per cent 
profit you have to add to the cost of 
labor and material 54c on every dol
lar or $54. on every hundred.

This is what has kept our people 
poor, not adding enough to cost of 
labor and material to take care of ex
pense of doing business. Another 
thing with our people in the smaller 
places, they do not take into consid
eration the time they lose.

They may work one day and make 
ten dollars, the next day do noth
ing, then they get only five dollars 
per day and their lost time comes 
in the overhead expense.

A man loses $25 one week, the next 
week he makes $100, then he has only 
made $37.50 per week, in other words, 
it is a case of a larger per cent, of 
a smaller amount, is a small per cent, 
of a larger amount; 25 per cent, add
ed to $100 cost of labor and material 
is only 20 per cent of the $125 charg
ed for the job, so instead of getting

25 per cent for your running expense 
you get only 20 per cent. So much 
for figuring the amount to charge by 
adding a given per cent, to the labor 
and material.

Now let us see about adding a giv
en per cent to the productive labor 
to cover overhead expense, and only 
put the profit on the material.

Incidentally, I will state that my 
firm is adding all expense to the pro
ductive labor. W hy? Because we 
think that it is the m ost just and 
equitable way to handle it.

If you add 50 per cent, to the ma
terial in a tin roof, using tin costing 
$24 per box, you of course add $12. 
If you add 50 per cent, to tin costing 
$10 per box you add $5, making the 
customer getting the best tin pay $7 
more than the one getting the tin 
costing $10 per box.

Is this right? The labor, coal, 
solder, etc., are the same on the two 
jobs. If you are figuring 10 per cent, 
net profit, you are entitled to 10 per 
cent, on the additional investment of 
the $14, equals $1.40, then you are 
charging the customer getting the 
better tin $5.60 too much, if you put 
all your running expense on the pro
ductive labor, that is add it to the 
cost of the men’s time doing the work 
you then take this cost and your pro
fit and each man pays for what he 
gets. Suppose you have a job using 
$1,000 material and $200 labor and 
one using $200 material $1,000 labor, 
will you complete the one with so 
much more labor in the same time 
you will the one with the smaller 
amount of labor?

I hardly think so; then expense is 
based on time and should be charg
ed on the basis of the time to do the 
work and not on the m aterial; take 
copper and galvanized iron cornice, 
the labor would be about the same, 
but the cost of the material in cop
per much more, then are you going 
to make the man w anting to use the 
better material pay too much? We 
found on investigating that adding a 
per cent, to the labor and material was 
making us lose the better and larger 
jobs, lose money on small jobs, not 
taking much material and coming 
out about right on work taking an 
equal amount of labor and material.

The next thing is what per cent, 
shall you add to the productive la
bor to take care of this overhead ex
pense? We are adding 100 per cent, or 
for every dollar we pay out for pro
ductive labor, we add one for expense, 
then the cost of material, then the 
profit.

In the past three years we find our 
expense has run from 48 per cent, to 
96 per cent, on the productive labor, 
including nothing for depreciation or 
investment and items that we feel we 
have not yet provided for, we hold 
100 per cent and are able to get it, 
50 per cent on the productive labor 
being used by our National Associa
tion; we did better on the higher 
overhead per cent, than we did on 
the lower, as we were doing too much 
volume at too cheap price.

The smaller business concerns run
ning higher than 100 per cent, in many 
cases, for example labor cost actual 
$2.50 plus 100 per cent, $2.50 equals

$5, coal 50c, solder, $1.50, tin 75c, 
equals $5 plus 50c, plus $1.50, plus 
75c, equals $7.75 plus 10 per cent pro
fit; 77^c  equals $8.52J^ as charge 
should be made. The exact amount 
for each m an’s business must be de
termined by himself from his own

records, and we hope this will cause 
each to begin now and ascertain from 
his own records what his overhead 
expense is. W. C. Torbett.

A man’s conceit looks suspiciously 
like wisdom—from his point of view.

Our sales prove the fact that the

20th Century Standard Computing Scales
are big sellers. Sales last month in W estern Michigan were made in 

Grand Rapids, Lansing, Three Rivers, Kalamazoo, Cassopolis, Lake Odessa, 
Freeport, Sunfield, N ew  Era, Ravenna, Casnovia, Saugatuck,

Vandalia, Wayland and Fruitport.
Let us put your store on the map this month.

Demonstration without cost or obligation. Write to-day.

50 Ionia Ave., S. W W. J. KLING, Sales Agent Grand Rapids, Michigan
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Reynolds Flexible Asphalt Shingles
In Natural Colors, Unfading

RED—GREEN-GARNET GRAY

HAVE ENDORSEMENT OF 
LEADING ARCHITECTS

Fully Guaranteed 
Fire Resisting

Beware of IMITATIONS. Ask for Sample and Booklet.
Write us for Agency Proposition.

H. M. REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer GRAND RAPIDS, MICH.
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P ere M arquette R a i lw a y  Co
FRANK W. BLAIR, DUDLEY E. WATERS, SAMUEL M. FELTON, Receivers

FACTORY SITES
AND

LOCATIONS for INDUSTRIAL 
ENTERPRISES

IN MICHIGAN

The Pere Marquette Railroad runs through a territory peculiarly 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. CO NN,

Freight Traffic Manager,
Detroit, Mich.
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Michigan Poultry, Butter and Egg Asso
ciation.

P re s id e n t—H . L. W illiam s, H ow ell. 
V ic e -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 en t

ley, S ag inaw . _ ,
E x ecu tiv e  C om m ittee—F . A. Joh n so n , 

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

The Color Line Between Butter and 
Oleomargarine.

At W ashington, D. C., under date 
of Dec. 30, 1873, patent No. 146012 
was granted to one Hyppolyte Mege 
for the manufacture of butter substi
tutes, which the patentee even at that 
time termed oleomargarine.

After describing the various pro
cesses of manufacture, the patentee 
says: “I have also found it expedi
ent to mix with the cream or milk, 
in the first case above described, be
fore agitating, a 50th part of the mam
mary tissue, which is the udder of the 
cow, minced fine, a 100th part of bi
carbonate of soda, and some coloring 
m atter.”

Since that time numerous patents 
have been issued for butter substi
tues or substances imitating butter, 
most of them based on the idea of 
Mege and with very little, if any, 
improvement in the ingredients of fla
vor of the products of the first pat
entee, except that the cost of the pro
duction has been materially lowered 
by the use of machinery.

Almost without exception, however, 
it has been found expedient by manu
facturers of oleomargarine to select 
animal fats, vegetable oils, or both, 
with the sole purpose of placing upon 
the market a finished product which 
would' so closely resemble butter in 
color that the consumer is not able 
to distinguish the imitation or spuri
ous substitute from the genuine prod
uct of the creamery or dairy.

T hat they have succeeded in this 
and other methods, the records of 
the courts of both Government and 
state bear eloquent testimony. T hat 
such methods have been profitable, 
notw ithstanding the imposition of 
heavy fines and penalties, is proved by 
the numerous violations of the law 
that occur from year to year in the 
history of oleomargarine. T hat the 
undiscovered violations are far great
er numerically than the cases brought 
to bar is a foregone conclusion, and 
from that source alone the profits 
must be enormous.

Color, and color alone, has been and 
will continue to be the instrum ent for 
deception and fraud until a line of de
marcation is established by act of 
Congress, beyond which it will be un
lawful for the manufacturer of oleo
margarine to go.

Most foreign countries have pass
ed through the conditions which now

prevail in this country, and, because of 
extensive fraud and deceptions have 
laws which prohibit the manufacture or 
sale of oleomargarine that is in im
itation of butter, and these laws in 
all cases established a color line. 
Needless to say, violations are few 
and far between for the reason that 
punishment and publicity quickly fol
low.

T hat the present National law is 
wholly inadequate to control the sale 
of oleomargarine is obvious to any
one who has given the subject in
telligent consideration. M anufactur
ers and their agents have testified in 
numerous cases that their product 
would be unsalable if void of color re
sembling butter. W hat are the facts? 
It can be proven that the reverse is 
true. More oleomargarine is sold in 
France now *han at any previous time 
in its history. I t is also true of Den
mark, the greatest co-operative prod
ucts producing country on the globe. 
Turning to this country, in Pennsyl
vania, where only colored (white) 
oleomargarine is perm itted to be sold, 
Commissioner Foust informed the 
waiter that oleomargarine has had the 
largest sales during the past year 
within its history, and gave as a rea
son that the consumer knew at a 
glance what he was purchasing and 
was not in fear of being deceived; 
and for the further reason that the 
product was of better quality and 
sold at a lower price than the yellow.

In view of the above facts, it would 
seem that, if the manufacturers of 
oleomargarine desired to escape the 
charge of deception and fraud which 
clings to their yellow product, their 
interests as well as those of the con
sumer would best be served by the 
total elimination of fats and oils 
which are consciously selected to pro
duce a yellow color.

If one had time to look up the his
tory of oleomargarine, he would find 
some amazing features in the prom ot
ing of the sale of that product. In 
illustration I will refer to just one in
stance: During the month of Novem
ber, 1893, a packing company sought 
to enjoin Berndt Anderson, then 
Dairy and Food Commissioner of 
Minnesota, from interfering with the 
sale of their oleomargarine. One W. 
M. Montgomery, agent of the pack
ing company, made affidavit, in part, 
as follows:

“That in the State of Minnesota the 
sales of oleomargarine have been 
large for several years, but the de
mand for same as an article of food 
has greatly increased during the past 
few months for the reason that a 
large portion of the population of the 
State has learned that it is superior
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to most of the butter in the market, 
and that they can procure the same 
at a less price than is ordinarily ask
ed for butter, and they have gladly 
bought and used the same as a sub
stitute for butter.

“T hat oleomargarine is a patented 
article of commerce, and it has al
ways commercially been made with 
an artificially yellow color as pat
ented.

“T hat annatto and cottonseed oil 
are and have been used by the manu
facturers of oleomargarine to color 
the same and it is this coloring pre
paration that gives it its fine yellow 
color.

“T hat the same substance is now 
used by the manufacturers of butter, 
to color their butter, but the manu
facturers of oleomargarine used this 
color preparation for coloring their 
oleomargarine long before the manu
facturers of butter used the same for 
coloring butter.

“T hat this affiant has been for sev
eral years last past acquainted with 
the manufacture of butter, and the 
process of its manufacture, and the 
preparation used to color the same, 
and to-day nearly all the butter sold 
in the markets of the State of Minne
sota is artificially colored with an- 
netto and cottonseed oil, and for sev
eral years last past the butter sold 
in the markets and stores of Minne
sota has been colored in imitation of 
oleomargarine made by the complain
ant and by all the leading manufac
turers thereof.”

The above may be found in its en
tirety in the Biennial Report of the 
Dairy and Food Commissioner for 
1893, pages 16-18.

The Dairy and Food Commissioner 
was restrained on that and other evi
dence equally false and absurd.

The Commissioner, in his report to 
the Governor, comments on said affi
davit in part as follows:

“I t is certainly news to the dairy
men and others of this State to learn 
from this affiant tha t butter is made 
in imitation of oleomargarine, as it 
has always been supposed that the 
opposite was the case, but when this 
statem ent comes from so high an au
thority as an agent of a packing house 
we have no other recourse than to 
accept it as a fact.

“In  his statem ent regarding the 
composition of oleo, he says it is com
posed of neutral lard (probably meant 
entrail lard), oleo oil and butter. He 
did not occupy any time telling the 
court that a great portion of the oleo 
oil was obtained from city rendering 
establishments, where horses and 
other animals are reduced to oil. He 
would rather not have his patrons 
know anything about these things.

“Regarding the color, which he 
state to be annatto, we have this to 
say, tha t we have analyzed a great 
many samples of brands of oleomar
garine, and have yet to discover the 
first sample colored with annatto; 
the coloring m atter that they have 
used has been found to be methyl 
orange, which is made from aniline 
so commonly used as a dye. He also 
states that for the past few months 
the sales of oleomargarine have great

ly increased, owing to its superiority 
over butter. This must certainly be 
cheering news to the dairymen of the 
State, who pride themselves on the 
high standard of their product. If 
such is the case, I ask why do the 
manufacturers of oleo brand their 
stuff ‘Kansas Dairy,’ ‘Kansas Cream
ery;’ if such is the case, this action 
on their part give the lie to the whole 
m atter.”

I t may be said that the courts can 
and should decide these matters. 
Well, they do. In  one state they de
cide in favor of oleom argarine; in 
an adjoining state against it, not be
cause of different laws, but because of 
the different men who construe the 
laws. Courts, after all, are only men 
and do not easily escape their en
vironment. A corporation lawyer, 
who later becomes “His H onor,” may 
have a fine perspective of the pack
ing house and the rights of the cor
poration, and at the same time fail 
to note the natural and inherent 
rights of one hundred thousands 
farm ers in the same state. If one 
studies the history and enormous liti
gation incident to oleomargarine since 
its first appearance in this country 
as an article of food, he will find, as 
before stated, that color and color 

» alone is the bone of contention around 
which the litigants assemble their 
forces to battle for supremacy. The 
finger of logic points w ith unerring 
certainty to the necessity for an act 
of Congress that will eliminate such 
color as renders oleomargarine an 
instrum ent of deception and fraud, 
no m atter from what source or by 
what method the color may be ob
tained. Then, and not until then, will 
the question be settled right and liti
gation cease.

If further proof be needed as to 
the character of oleomargarine as an 
article of deception and fraud, the 
records of the United States Com
missioner of Internal Revenue are 
available. If they fail to establish the 
contention of the dairy interests of 
this country as to the merits of their 
case, it is difficult to conceive of what 
would. John McCabe.

The Moral Twilight.
The man who wins the genuine re

spect of his fellows is he who makes 
it plain, in m atters of principle, ex
actly where he stands. W ith him 
there can be no taint of hypocrisy 
nor odious insistence upon his high 
motives; nor does he rub it in that 
his conduct is above reproach.

He is not over-ready to offer his 
unsolicited opinion, but in any moral 
crisis he does not sit down to a selfish 
calculation of profits and losses; he 
takes his place quietly and promptly 
with those who are ranged upon the 
side of right against wrong, and the 
truth against a lie.

In  the twilight zone is a large com
pany of persons who are waiting to 
see what the issue of the battle will 
be before they take sides. They are 
afraid to stand up and be counted, 
afraid to be seen and known, afraid 
to sign their names.

I t  is to a man’s credit if he take 
thought before he decide', and act in

accordance with his deliberate judg
ment; but he deserves no praise if 
he declines to act through a pusil
lanimous reluctance to emerge from 
the shadow into the open day.—Op
timist.

Dodging Sunday.
Dr. Parkhurst at a dinner in New 

York said of Sabbath observance:
“There are too many of us who are 

like the Hempstead woman.
“This woman said to her little boy 

the other day:
“ ‘You m ustn’t roll your hoop in the 

front garden, dear, I t ’s Sunday. Go 
and roll it in the back garden.’

“ ‘Isn’t it Sunday in the back gar
den, too, mamma?’ the little boy ask
ed.”

Rea & W itzig
PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

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.

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

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

D E T R O IT , M ICH.

AS SURE AS THE 
SUN RISES

Voigt's
CRESCENT

FLOUR
y

Makes Best Bread 
and Pastry

Watson-Higgins Milling Co.
Merchant Millers

Grand Rapids Michigan

Satisfy and Multiply
Flour Trade with

“Purity Patent” Flour
Grand Rapidi Grain t  Milling Co. 

Grand Rapids. Mich.

HOWE IN V E S T M E N T S
SNOW Let us send you our week-

CORRIGAN ly Financial Letter. Ask
us about any security.

AND Michiean Trust Bldg.
BERTLES "H-S-C-B" Fifth Floor

•

Write or wire us when ever you have

PO TA TO ES TO O F F E R
LOVELAND & HINYAN CO.

236-248 Prescott St. Grand Rapids, Mich.
We have seed potatoes to offer in local lots

Ship your BUTTER, EGGS, POULTRY and VEAL to Grand Rapids. 
Will pay spot cash or sell on commission, as shipper prefers. We refer to 
R. G. Dun & Co, and Kent State Bank.

JACOB KONING,
49 Market A ve., Grand Rapids

When in the market to buy or sell
F I E L D  S E E D S

Call or write
Both Phones 1217 MOSELEY BROTHERS Grand Rapids, Mich.

Use Tradesman Coupons
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f DRY GOODS, f 
FÂNCYGOODS ̂ »NOTIONS

New Ideas in Veils.
The trade is not complaining as the 

demand for veilings is most encour
aging from both the quantity and vari
ety offered. The small sized hats 
require small designs and the manu
facturers have settled upon floral and 
insect effects. These are made up 
on hexagonal and octagonal meshes 
with tiny bunches of velvet dots which 
are held in check by curved lines or 
scrolls.

Some of these small ideas are called 
cubists as the scrolls and figures are 
odd in effect. Narrow bound veils 
are being made again by some ex
clusive American manufacturer's. 
Bunches of ladies’ beauty dots are in 
different shades, keeping them quite 
conservative in effect.

The small hat requires less yardage 
but the sm art dresser of to-day needs 
many changes of veils, ditto hats. 
White meshes and black figures are 
among the choice ideas.

Harem veils now have the lower 
part embroidered, leaving the upper 
part free over the eyes. Velvet stars 
and crescents, even tiny birds are 
used for the corner of the eyes or 
mouth. New Shetland veils are per
fectly plain with a plain edge.

Even a bat and ball design appears 
for the league admirers. Two-inch 
long snakes, lizards, beetles, etc., 
straggle over the cheek and while 
rather repulsive as a general effect 
such designs are selling. They first 
appeared in Paris which accounts for 
their vogue.

One improvement on figured veils 
is that of leaving the space around 
the eyes clear. Regular veils are 
made smaller as the class hats of the 
season never need over a yard, many 
take less. Very sheer meshes are of 
the hexagon order and there are ador
able kinds of trailing blossoms hardly 
heavier than the mesh. Craqueles 
are very fine, sheerness rules the day.

Extreme varieties show lady bugs, 
butterflies, etc., in “true to nature’’ 
colors; others are of high shades ir
respective of nature’s colorings. A 
neat design selling in 25-cent 
to $1 qualities has for its 
figure double lines of tiny velvet 
dots, each line an inch in length, 
scattered over the surface and keep
ing sufficiently apart to give ample 
spacfe for the eyes.

Why Do People Buy Goods?
If any proof were necessary that 

“price” is not the chief consideration 
in selling or buying merchandise, the 
mail order houses furnish this proof, 
in the most convincing manner.

For instance, on page 48 of the la t
est catalogue of the People’s Outfit-

ing Co., of Detroit, which claims to 
sell more carpets and rugs than any 
other concern selling to consumers, a n . 
all wool art square, No. 27N277, is 
offered at $10.40, for the 9x12 size, 
while the same grade is advertised 
by Sears, Roebuck & Co., on page 
584 of catalogue 127, at $8.10, for the 
9x12 size.

On page 49 of their catalogue the 
People’s Outfitting Co. offer a 36x72 
“Constantinople” Axminster rug for 
$4.70, which is their highest price for 
such rugs. Sears, Roebuck & Co. of
fer on page 583 of catalogue 127 
“Bestgrade” Axminster rug, 36x72, for 
$3.50. The wholesale price on this is 
between $2.50 and $2.75, so there 
shouldn’t be any trouble in competing 
on this item—even if price were the 
chief consideration.

When it comes to mattresses, the 
People’s Outfitting Co., advertise, on 
page 160 of their catalogue, a 50 lb. 
mattress, made with “the finest grade 
of pure white, long fibre cotton” and 
covered with “best quality heavy 
Gobelin art ticking,” at $9.65, for the 
54x76 size. Sears, Roebuck & Co., 
offer, on page 1067, a 50 lb. mattress, 
size 54x76, at $11.95. The filling is 
of “pure white cotton,” the covering 
is “mercerized French art pattern 
ticking.” Both have the "Imperial 
rolled edge.”

How would it be possible for Sears 
to sell this m attress in competition 
with the People’s Outfitting Co., if 
“price” were all there was to it?

As a m atter of fact, any retail furn
iture man can sell the m attress for 
the price asked by the People’s O ut
fitting Co. with the freight added.

But in order to do so, the furniture 
dealer must show the m attress—by 
illustration—so that people may form 
an idea of how it looks; he must de
scribe it—using the same forms of 
expression as when he tells about it, 
face to face with the customer—in 
order that those to whom he wishes 
to sell it may imagine its comfort, 
and all the other good points; he 
must quote his price, so that the pros
pective customer may compare all the 
advantages with the cost.

In other words, he must advertise 
the mattress. People buy Searg’ m at
tress, because they read their adver
tisement. They buy the People’s 
Outfitting Co.’s m attress, because they 
read their advertisement. They will 
buy your m attress—if you advertise 
it. A. Geo. Pedersen.

Thus spake the miser of his money: 
“This is what I’ve sighed for, even 
cried for, often lied for and nearly 
died for. W hat should I let it slide 
for?”

Universal Talkfest.
This is the age of speechmakers. 

Men who would never have believed 
themselves capable of standing be
fore an audience and “making a few 
rem arks” some years ago, now pose 
as orators. Slinging sentences full 
of windy words has become a fad.

The one great ambition of every 
man seems to be to get into the great 
international gabfest. Modesty is 
down and out, while egotism is in 
the saddle.

Wihat is the result? The atm os
phere reeks with nonsensical u tter
ances, and a few good, reliable words 
from the dictionary are made to be 
partakers in a revel of idiocy.

Go to any meeting of almost any 
kind and hear the hot a ir purveyors 
belch forth foolishness. Tongues are

thrust out and words scraped off of 
them with the hoe of imbecility. Just 
so the man can go off among his com
panions and say “I made a speech,” 
he is satisfied.

He may think he “made a speech,” 
but the chances are he made a fool 
of himself. If people would only 
talk when they had som ething to say, 
the waste pipes of society would not 
be so everlastingly clogged with vo
cabularies, and very limited ones at 
that.

W henever you hear anyone say that

We are manufacturers of TRIMMED AND 
UNTRIMMED HATS for Ladies. Misses and 
Children, especially adapted to the general 
store trade. Trial order solicited.

GORE, K N O T T  & CO.. Ltd.
Corner Commerce Ave. and Island St. 

G ra n d  R ap id s, M ich .

Summer Time—Hammock Time

And we are ready for “Hammock Time” with 
the most splendid stocks and best values that it 
has been our fortune to offer.

A score or more of styles in woven 
hammocks at $9.P0, $10.50, $15.00, 
$18.00, $24.00, $36.00, $40.00 and $48.00.

PAUL STEKETEE & SONS 
Wholesale Dry Goods Grand Rapids, Mich.

Bed Spreads
We are showing a strong line 

of White Bed Spreads in cheap 

and medium grades, hemmed, 
fringed and scalloped.

We are also agents for the 

well known colored Mitcheline 

Bed Spread. These are stocked 

in pink, light blue, yellow, Nile 

and medium blue, scalloped and 

cut corners.

Grand Rapids Dry Goods Go.
Exclusively Wholesale 

GRAND RAPIDS, MICHIGAN
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he is “a man of few words,” you may 
believe him. But you will find he 
says those few words over and over 
again in a most tiresome manner.

I t would not be so bad except for 
the fact that there are generally even 
bigger fools in the audience to ac
cept misshapen epigrams as the real 
thing.

W hen you hear a speaker say some
thing that applies to you or your 
business do not accept it as reliable 
just because he has the gift of gab 
to put it across impressively. W eigh 
what you hear in the balances of com
mon sense, and try it out before ac
cepting it as new gospel.

Look out for the so-called orator 
who is always after an opportunity 
to “speak in public.” He may have 
a message for you, but the chances 
are you would be better off if you 
hung up the receiver.
. There is too much “speechmaking” 
by craftsmen not familiar with the 
trade.

The “tongue is an unruly evil, full 
of deadly poison.” I t also contains 
much of the syrup of nausea.

The Ghost of the City.
A modern w riter of verses calls the 

fog “the gray ghost of the town.”
L et’s see, don't they have fogs in 

the country?
W hether they do or not. there is 

something worth while in the simile 
between the ghost and fog for those 
who are not used to the ways of the 
city. I t is a place of bewilderment 
for those who are not accustomed to 
it.

There is atttracion for the farmer 
boy, and the country-bred lad in city 
life. He hears so much about it that 
his blood is set on fire with a great 
anxiety to get within its limits.

Having allowed his desires to reach 
the climatic condition of determ ina
tion he starts upon his quest of for
tune. If he comes early enough in 
life to get acclimated to new condi
tions, and has the character to resist 
manifold tem ptations, he may get 
through all right.

But, first of all, he m ust be tried 
with fire. He learns the tru th  of the 
assertion that “in the world we shall 
have tribulations. He is considered 
legitimate prey by those harpies who 
live off of the inexperiences and ig
norance of others.

Furtherm ore, he finds that he has 
to fight single-handed more certainly 
among the crowd than where there 
are fewer people. Selfishness pre
vails to so great an extent that no 
one stops to consider the stranger 
within the gates.

I t is not the intention here to dis
courage those who have the energy 
and the will power to fight the battle 
of life against all obstacles, but he 
needs to be strong who tries it.

Many of the great ones of this na
tion have struggled upward in the 
midst of unknown dangers, but they 
have had to suffer hardships and trial 
mingled with tem ptation which have 
been as disconcerting as the fog which 
settles down obscuring the surround
ings.

Just as the traveler through the 
mist gropes his way to his destina

tion, so must the newcomer find his 
path through the perils of the city. 
Fortunate indeed is he if he escapes 
accident. He may strike his head 
against obstacles which will stun him, 
or he may be run down.

In either event his spirit may be 
torn from him.

Let him that decides to adopt the 
city as his abode consider. Above all, 
let him arm himself with strength of 
purpose to maintain his manhood.

Are There Such Merchants?
Isn’t it awful when someone has 

the tem erity to walk right into the 
office of the editor of a trade paper 
and tell him that his subscribers do 
not read the publication?

Says they do not take the wrappers 
off the journal, but just let it lie un
opened on the desk.

A charge of that kind is an accusa
tion of inefficiency. No advertiser 
need use that as a reason for not 
buying space in trade papers.

If there is a subscriber who does 
not read the paper, and consequently 
does not see the advertising, the ad
vertiser is better off without his trade.

In the first place the retail m er
chant who does not carefully look 
through the pages of a trade publica
tion is a back number. He is so far 
behind the times he will never catch 
up, and is too ignorant to instruct. 
He is probably conceited enough to 
think he knows it all, and that kind 
of pride is the sure forerunner of a 
most fearful tumble.

But, if the man referred to as not 
reading is a subscriber who does not 
get the benefit of what he has paid 
for he is doubly inefficient. He not 
only lacks the insight which tells 
him to improve himself all he can 
by contact with other minds through 
his trade paper, but he is guilty of 
spending his money without getting 
value received.

W hat would you think of custom
ers who came regularly to your store, 
bought merchandise, paid for it in 
good money and then went out w ith
out either taking the purchases with 
them or telling you where to have 
them sent?

Of such mental infirmity is the re
tailer who pays for what he does not 
read.

Herein also is foolishness: To 
feather one’s nest with borrowed 
plumes.

MACAULEY SAID
Those inventions which have abridged distance 
have done the most for civilization.

USE THE BELL
And patronize the service that has done most to 
abridge distance.

AT ONCE
Your personality is miles away.

Every Bell Telephone is
a long distance station.

G E N E R A L  S A L E S  O F F IC E

165 N. STATE ST., CHICAGO
A L W A Y S  O P E N  T E R R IT O R Y  TO  F IR S T  C L A S S  S A L E S M E N

TH E FIRST AND FOREMOST  
BUILDERS OF COMPUTING SCALES
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TEN DOLLARS A YEAR.

How a Merchant Can Become a Live 
Wire.

W ritte n  fo r th e  T rad esm an .
At equal distances, in opposite direc

tions from a good-sized city on the 
Central Railroad, there are two towns 
which ten years ago were of about 3,000 
population.

These two towns were doing business 
under practically identical conditions. 
Neither had much in the way of local 
manufacturing enterprises. Both depend
ed largely on the farming trade of the 
same class of prosperous farmers. The 
stores in Ayville resembled the stores 
in Beeville as the peas in a pod resemble 
one another. The merchants in one 
town were the twins of the merchants 
in the other. The intervening city gave 
them both the same competition.

If you had been offered your choice 
of the two towns as a gift you would 
not have turned over your hand in favor 
of either and you would have declined 
them both. If you were a traveling 
man you would have dubbed them both 
dead ones.

A Washington Irving picture of the 
typical sleepy town would have fitted 
either community like the peel of an 
apple. There was a very good volume 
of business transacted in each town, but 
the people who transacted it did it in 
their sleep.

But that was ten years ago. And now 
look at these two towns! The ten-year- 
old description still fits Ayville perfectly. 
The grass still grows between the flag
stones in the sidewalk and the state 
road passes by six miles away. The ho
tel flag-pole has rotted off at the base, 
and there are five more broken panes in 
the store fronts along Main street, other
wise Ayville needs no change of iden
tification tag.

But Beeville: well, what has happened 
there anyway? 1 ran out there from the 
near-by city the other day, and when I 
got off in front of the new brick station 
and climbed in the waiting motor bus 
that serves as a transfer to each of the 
hotels my first impulse was to go back 
and look at the name on the depot and 
see if I had made a mistake.

As we rolled up the main street over 
a good macadam road I asked the trav
eling man next to me what had started 
the Beeville bee buzzing.

“I don’t know where they got the 
bug,” he answered, “but this is sure some 
live little burg. I’ve only been coming 
here a few months, but it’s got any town 
of its size backed right off the map. 
Why, their hotel here is a better place 
to spend Sunday than down in the city.” 

The whole thing looked like one of 
life’s little mysteries, and I determined 
to investigate.

I dropped into the nearest drug store 
after dinner and bought a cigar out of a 
patent humidor case and lighted it with 
a neat little electric lighter, and receiv
ed along with my change a cash register 
check, on which I read, “Beeville, a

M I C H I G A N

good town to live in.” On the other side 
of the check I read, “Beeville, a good 
place to do business.” I suspected the 
truth of both statements by this time.

“What has made Beeville such a good 
place to live in and do business?” I 
asked the druggist.

“Oh, we kind o’ got a hypodermic in
jection of ginger here a few years ago,” 
said the pharmacist, as he wiped his 
glasses. “This town used to be a busi
ness cemetery.”

“I know that, and that’s why I am 
so astonished now. You have as modern 
a drug store as I’ve seen in the state.” 

“They do tell me this is a pretty good 
looking little joint,” he acknowledged 
modestly. “Well you’ll find all the 
stores in town are right up to the min
ute. Why, there’s Johnny Corcoran’s 
grocery right next door. He’s got seven 
computing scales, patent bins for all 
his stock, floor show-cases, Kawneer 
store front, multiple draw cash register, 
cheese cutter; I don’t know what all he 
has got, and he hasn’t got much on the 
rest of us at that. Go down and see 
the Burns Dry Goods Store if you want 
to see something that’s just a little bit 
of all right. It isn’t as big as the city 
stores, but it’s got it all over most of 
them for convenience. You couldn’t get 
a farmer around here to go down to the 
city to trade if you offered him fare 
both ways and dinner besides.”

The druggist was called away then and 
I did not get the secret of the ginger 
hypodermic injection from him, so I 
went out and paused in front of Johnny 
Corcoran’s all glass front. Well, 1 
might have thought I was looking at.the 
window of the best fancy grocery in 
New York or Chicago as far as clean
liness and class of window display went. 
It was a sanitary grocery all right and 
no mistake. I went in.

“Is Mr. Corcoran busy?” I enquired 
of a clerk whose apron was as spotless 
as the linen in the dining room back at 
the hotel.

I supposed he would take me for a 
traveling man and put me off, but what
ever he thought he did not put me 
off, and neither did Mr. Corcoran. But 
Johnny Corcoran was the busiest man 
1 have seen in a long while, and the 
best I could do was to slip in a word 
edgewise now and then, and I didn’t 
even get a chance to ask him who put 
the Bee in Beeville.

But when I get curious about a thing 
I can’t stop until my curiosity is satis
fied. I meandered along looking into 
the candy store, which looked lighter and 
brighter inside than it was out on the 
street in the sunshine (almost) ; past a 
shoe store that had two window dis
plays that looked as if they had climb
ed right out of the pages of a trade 
journal; past a lunch room that made 
me hungry, although it was just after 
dinner.

Everywhere I saw all the conveniences 
and fixtures, the advertisements of 
which in the trade journals were every 
day diet with me. The town was cer-
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tainly up to the minute in methods and 
equipment. It was up to the minute in 
stock, too. I saw in a hardware win
dow display goods with the manufac
turer’s cut-outs and show cards just as 
I had seen them first announced in a 
trade paper two weeks before. I went 
in and asked the man how he came to 
know about that display and the goods 
so soon. Sure enough, he had seen the 
same advertisement I saw and had wired 
(mind you, wired!) for it at once. 
“Why,” said he, “you’ve got to use the 
quickest method if you get anything in 
this town ahead of your competitors. 
Every man Jack is Jahnny-on-the-spot.

“Beeville didn’t use to be like this,”
I said. “What happened?”

“Bit by the Ginger-Bug,” said he, as 
a farmer drove up in front and beckoned 
him to come out.

Ginger hypodermics! Ginger-bug! I 
couldn’t wait for the hardware man to 
roll out the barbed wire the farmer 
wanted. I must hurry to some other 
store and find out about this ginger 
thing.

Right next door was Burns’ Dry 
Goods Store. Four beautiful windows 
in front, with two entrances. A special 
sale of rugs from samples was going on 
inside, and rest of the store was busy, 
too. I wanted to see what Mr. Burns 
would say about ginger, but there seem
ed little likelihood of my getting to 
him. Across the street was the only 
place I could see that did not appear 
to be busy. It was a little one-story 
building with an office in it, a “Real 
Estate” sign in the window. A man sat 
in the doorway quietly smoking. Per
haps he could .tell me who had made 
the Beevillians into live wires.

“How’s business?” I asked him. 
“Bullish,” said he, “but I can’t get any

thing to sell.”
“Everybody holding on to property 

for a rise?”
“No; everybody’s holding on to it be

cause they need it in their business. 
The town isn’t growing so much, but 
everybody is making money. It used to 
be that every one wanted to sell and 
no one wanted to buy. Now, every few 
days somebody comes along and wants 
to buy or rent to get into business here, 
but there’s nothing to be had but vacant 
lots out of the business section.”

“Well,” said I, “I’ve got you down 
here where you can’t get away. Now 
I want to know what has hit this town. 
It used to be as dead as a motor with 
the ‘gas’ all gone.”

“Do you see that sign down the street 
there, ‘Excelsior Press?’ ”

“Yes.”
“That’s where you’ll find the man who 

invented the ‘Live Wire Pledge.’ ”
“Is this ‘Live Wire Pledge’ anything 

like the Ginger-Bug? I’ve already been 
told the town was bit by the Ginger-Bug 
and that it has had a hypodermic of 
ginger.”

“It does sound a little mixed,” said 
the real estate man, as he snipped the 
end from a cigar and offered me its

S O D A  F O U N T
A N D  A L L  F O U N T A I N  S U P P L I E S

W I L L  P.  C A N A A N  C O M P

Are Your 
N et Profits 
Satisfactory?

Probably not. if you 
are like nine out of ten 
merchants.

Your trouble proba
bly is (1) you have too 
much of some items; (2) 
not enough items.

If you will buy the 
“many lines in one bill” 
offered by our monthly 
catalogue of General 
Merchandise, you easily 
can apply the remedy.

Butler Brothers
Exclusive Wholesalers of 

General Merchandise

New York Chicago 
St. Louis Minneapolis 

Dallas

C H IC A G O
BOATS

Graham & -Morton 
Line

Every Night

For Sale
Four cylinder Franklin 
touring car, 1911 model. 
Has run only 11,000 
miles. In good condi
tion. Enquire Mighigan 
Tradesman office.

A I N s
A N Y
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mate. “But it is simple enough after 
all. Why, this young Salisbury . came 
to town and bought the Excelsior Press 
and the newspaper it publishes. Every
body thought he must be crazy to pay 
real money for that business in such a 
dead town. I'm  not yet sure he wasn’t 
and isn’t a monomaniac. He began to 
call on the merchants and ask them what 
was the matter with them. Finally he 
told them so often there was something 
the matter they began to believe it. He 
preached at them in his paper and wher
ever he saw them, and finally he got 
them all together, every mother’s son of 
them, and I’ll be darned if he isn’t the 
king of spellbinders! He told them 
they were a hundred years behind the 
times and they believed it. He told 
them their stores were filled with junk 
and they had to admit it. He told them 
their methods were those of their grand
fathers, and they knew he told them the 
truth. He swore they would all turn to 
mummies if they didn’t get rid of the 
hook-worm and the sleeping sickness and 
a few other trifling complaints, and they 
began to get pale around the gills. Then, 
when he had them eating out of hi hand, 
he told them only one thing would save 
them. Every man in that room, he said, 
must sign a Live Wire Pledge before he 
would be allowed to go home. Then he 
unrolled a sheet of paper as big as a 
barn door and hung it on the wall, and 
it read: ‘I hereby agree to spend ten 
dollars within the next six months for 
trade journals about my business. Fail
ing to do this, I acknowledge that I am 
dead to the world and might as well

quit.' Did they sign it? Not a man in 
the room flinched! And that’s all.”

“Do you mean to say,” I asked, “that 
the signing of that pledge by the local 
business men has made Beeville what it 
now is?”

“Perhaps not signing the pledge, but 
living up to it. At least there we were, 
a community where you couldn’t see 
the people for the cobwebs, and now, 
here we are so full of life a third-rail 
would melt if it touched us.”

“That must have been a while ago. 
Do these business men keep on buying 
business literature?”

“They formed an organization and 
incorporated it, and the first rule in the 
book of by-laws is that every member 
has to spend ten dollars a year for trade 
papers. And they do it, too, and, by 
George, you don’t have to walk down 
the street but once to see the results in 
every business, from blacksmith to 
banker.” Frank Farrington.

Just Ask Yourself.
Have I found a way to cut expense?
Have I cleaned up any of the old 

stickers?
Have I used enough for leaders?
Have I marked all the new—and 

old—good plain figures?
Have I done anything to get new 

people into the store?
Have I given my advertising in 

show windows proper attention?
Have I overstocked on any article?
Have I explained the talking points 

of the goods to the salespeople?
Have I made plans for a better day 

to-morrow.

One Millions Dollars for Animal 
Study.

W ith the $1,000,000 gift of John D. 
Rockefeller and the $50,000 pledge of 
Jam es J. Hill to be devoted to the 
purpose of studying animal diseases 
and discovering remedial and prevent
ing measures for them, the Rocke
feller Institute for Medical Research 
will establish immediately an experi
mental station in New Jersey, where 
the researchers will conduct all the 
animal work in the hope of saving 
to the country each year many times 
the amount of the donations.

Announcement of the Rockefeller 
gift was made simultaneously in New 
York and at Trenton. A t the New Jer
sey capital S tarr J. Murphy and H en
ry James, Jr., counsel and manager 
of the Rockefeller Foundation Fund, 
went to the State House and discuss
ed with several legislators the details 
of establishing the new station.

The donation met with hearty favor 
there, and Senator Colgate will short
ly introduce a bill perm itting the in
stitution to establish its station, and 
proceed with its work. Senator Ack
ley declared that, aside from the 
financial benefit to the country ac- 
curing from prevention or cure of an
imal diseases, the danger of impure 
meats being served to the people 
would be greatly diminished.

According to statistics in posses
sion of the Rockefeller investigators 
no less than $60,000,000 were lost dur
ing the last year because of the pre
valence of hog cholera in the N orth
west section of the country alone.

Similar heavy losses were experienced 
in other sections.

The only thing standing in the way 
of the early establishment of the sta
tion in New Jersey is the “animal 
act,” which permits only incorporated 
medical authorities in that State. I t is 
believed that this will promptly be 
changed.

The announcement made in New 
York was, in part, as follows:

The Rockefeller Institute has here
tofore confined its investigations to 
the study of fundamental problems 
of biological science.

The loss to the country entailed by 
animal diseases is to be calculated 
not only in terms of animals destroy
ed, but with reference to the indirect 
influence of such losses on the cost 
of living and to the discouraging ef
fects on enterprise in animal hus
bandry which such epidemics as the 
recent epidemic in hog cholera al
ways exert.

In the history of medical science 
the work of Pasteur on anthrax and 
the more recent observations in this 
country on Texas fever in cattle, 
which opened the door to the present 
knowledge concerning insect carriers 
of malaria, yellow fever and other 
diseases, are conspicuous illustrations.

The Rockefeller Institute has ac
cordingly decided to extend its work.

Can you think of any advantage in 
having an untidy store or dusty 
goods? I can; it saves labor in car
ing for stock and it saves more labor 
in selling stock.

The Bowser Red Sentry Pump means Pure Gasolene for the motorist and More Business for the grocer. 
We’ve taught the motorist to look for the Red Sentry and we’ve made a Red Sentry with electric bulb that 
will show a red light at night and look for the motorist. An automobile is like a wagon load of money roll
ing along and paying some out to each enterprising merchant. Get yours! We’ll show you! A

Outfit in your store means increased sales of gasolene and kerosene accurately measured; it cuts out the 
"guess” and keeps in the profit. It keeps your store clean and saves soiling your hands with measure and 
funnel, it measures gallons, half-gallons, quarts, pints and half-pints, and shows the price, it shows how 
much to give for “five cents worth.” how much to charge when you "please fill this can.” Bowser and Oil 
Profits go together. Write for booklet "For Your Store.” No obligation incurred.

Representatives Everywhere F. BOWSER & COMPANY, Inc.
Home Plant and General Offices

Box 2089, Fort W ayne, Indiana, U. S. A.

Engineers and Manufacturers of 
Oil Handling Deviees
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A Woman’s Duty to Her Home Mer
chants.

W rit te n  fo r  th e  T rad esm an .
I suspect my readers often get tired 

of hearing about their duties. I 
do not wonder that they do. Of the 
periodicals that are published espe
cially for women, those that 
have the widest circulation and wield 
the greatest influence are replete 
from cover to cover with the verb 
Ought, heavily underscored and spell
ed with a big O. A woman’s duty 
to her husband, 'her children, her 
church, her club, the poor, the sick, 
the sorrowing, the unfortunate, to so
ciety. to the community, to the state 
and indeed to what not—all these are 
the themes for countless homilies and 
dissertations. Women surely are sur
feited with ethical literature.

So I should prefer to name this 
article “The Pleasure of Buying of 
Your Home Dealers," but I know that 
in the opinion of very many of my 
readers, pleasure lies rather in buy
ing away from home. I know also 
that if this little plea for the claims 
of the home m erchant shall effect any
thing, it will be from its appeal to 
that duty-doing, obligation-perform
ing conscience of women, a conscience 
which certainly is remarkably strong 
in all the better and more intelligent 
of the sex, albeit overworked and 
weary in consequence.

W omen, even the very superior 
class of women who constitute the 
readers of this W om an’s Departm ent 
of the Tradesman, need some sugges
tions along this line of spending their 
money in their home towns. Rather, 
they need to have pointed out to them 
the consequences of their spending it 
away. Once the results of their pat
ronizing the big city stores or the 
mail order houses instead of their 
home dealers are made clear to them, 
they have the brains to make the 
application themselves.

Some months ago it was suggested 
in the Tradesm an that it would be 
well for the merchants of a town to 
club together and have a printer strike 
off copies of such catchy slogans as 
“Buy at Home,” “Here I Live and 
Here I Buy,” and “The Dollar I 
Spend at Home W orks for the Com
munity in Which I Live,” to be dis
played in conspicuous places in their 
stores. The idea is a good one. It 
would be even better if these terse, 
pithy mottoes could be posted up 
in the kitchens of the town instead 
of in the stores. If Madame’s mind 
can be led to consider the claims of 
her home dealers while she is frying 
the steak and peeling the potatoes 
and washing the dishes, her home

dealers will receive greater and more 
substantial favor at her hands.

W omen are to a very great extent 
the N ation’s spenders. Throughout 
the length and breadth of the land, 
by far and away the greater part of 
all disbursements for food, clothing, 
household furnishings, fancy and 
ornam ental articles, a rt goods—in 
short about everything that makes 
for the comfort and welfare of the 
human creature—the greater part of 
all such disbursements, considered in 
a retail way, * are made by women. 
Men’s ready-made wearing apparel is 
something of an exception to this 
rule, although even in this line the 
purchases of women cut a heavy fig
ure. Many a wife selects her hus
band’s suits, shirts and underwear, 
while many more have a deciding 
voice as to what his lordship shall 
buy and where.

Some of my readers are obliged to 
shop at home, willy nilly. We will 
suppose your husband is a hardware 
merchant, perhaps handling also sash, 
doors, paints, and the like, and Mr. 
Stewart, the dry goods Dealer, is build
ing a new house and is buying all his 
supplies in that line at your husband’s 
store. There is nothing for it but for 
you to purchase your suits and blouses 
and gowns, or the material for them, 
at Stew art’s. Anything else would 
not be decent.

But not all readers of this W om 
an’s W orld are situated in a way that 
precludes choice as to where they will 
do their buying. A great many are 
saleswomen or the wives of sales
men. Beyond patronizing in its par
ticular line the store that furnishes 
employment, all these are free to 
shop where they please. Quite a num
ber of readers belong to families at 
one time in business but now retir
ed. Others, while business is the vo
cation of their men folks and fur
nishes the income that supplies their 
tables and wardrobes, still the busi
ness is such that they are independ
ent—»they can go to the city and do 
their buying in certain lines with
out causing any lessening of profits 
where they are directly interested.

I take it that not many Tradesm an 
readers patronize the mail order 
houses. I t is not the bulky catalogues 
from Chicago tha* lure them from 
the home town shops. Rather it is 
the big stores in the big city only 
tjhirty or forty miles away, easily 
reached by a short, pleasant, low- 
priced ride on the electric road.

And don’t you, every m other’s 
daughter of you, like to start out on 
a fine morning for the city; to shop, 
with your purse well filled with the

needful of course? I know you do, 
for I like that sort of a trip immense
ly myself. The delights of seeing all 
the new and beautiful and chic and 
charming things in those big stores, 
even if your purchases do not include 
any of the latest and most expensive 
offerings, the sheer pleasure o." going 
to one store after another, half a doz
en if you want to, where not a soul 
knows you, and pricing and compar
ing and finding out just where you 
can buy what suits you best for the 
least money—to any normally consti
tuted woman all this is as much like 
a foretaste of heaven as often is 
vouchsafed to mortals here below. 
And if spending your money away 
from your home town where it was 
made, is not quite the right thing to 
do, still it is such an indirect and un
intentional and wholly pleasurable 
form of wickedness, that no one can 
censure you, for it very severely.

But what is fun for the boys is 
death to the frogs. I t is such expedi
tions as I have described that ruin 
business in the small towns. W hen 
a large number of women take their 
patronage to the city, then the people 
who would like to conduct businesses 
of their own in the small towns, which 
they would help build up 
and where they would be 
useful and honored members 
of society, are forced to remain 
factors of some big business in the 
big city. A few moments thought will 
show you just how it all works out. 
It will also make clear to you that 
the effect of city shopping is cumu
lative—the more you do of it the more 
you must, for when the women of a 
village or town take to making their 
more im portant purchases in the city, 
the home merchants have to cut their 
stocks down so as to include only 
the most staple and common articles.

I t has been said that a man will 
rob the baby’s bank in order to boost 
the home town, while a woman is in
terested chiefly in getting the best 
value for her money. This is not 
because women are by nature less 
loyal and less patriotic than men, but 
because their minds necessarily are 
directed, not so much to the condi
tions that produce local prosperity, 
as to securing the best results for 
their households for the money, the 
spending of which is an im portant 
part of their work in life.

Any intelligent woman can see the 
position in which the home dealers 
are placed. She can foresee w hat will 
be the result if she and any consider
able number of the other influential 
women living in her town throw their 
patronage into the engulfing maw of 
the big city stores. Is it too much to 
ask, is it not rather her plain duty, 
that in all her buying she give the 
preference to the home dealer, insofar 
as this is compatible with the even 
more binding obligation to do as 
well as she can with the money en
trusted to her to spend?

There is a feeling very widespread 
among bright and sensitive women, 
that for their own good and the pro
fit of their local dealers they would 
do well to rid themselves of. T hat

is the dislike of going into a store 
where they are well known and en
quiring about any article, looking at 
it, asking the price, investigating it, 
unless they are sure they will pur
chase. They feel they ought not to 
buy without knowing that they are 
getting the right thing, still they fear 
to make a nuisance of themselves by 
taking the time of a salesperson, and 
they think that the dealer is likely 
to feel sore if, once having looked at 
what he has to offer, they do not buy 
of him. Anything that they feel 
obliged to study into and compare 
the various kinds, they prefer to buy 
away from home.

“I ’m going to buy a refrigerator 
soon," a lady remarked in my hearing 
recently, “and I really should like to 
see that kind that Mr. Hornman is 
selling. But the Hornmans are my 
near neighbors, and I ’d rather take a 
licking than go in their store and 
bother the clerks and let Mr. H orn- 
man know that I ’m thinking of pur
chasing, when maybe I shall decide 
that after all I ’d rather have some 
other style of refrigerator.”

This feeling is foolish and in its 
results unjust. The position which a 
sensible woman should take as to 
dealing with her home m erchant may 
be summed up in about these words: 
“I am ready and willing to buy at 
home so far as is practicable. I want 
to give the home dealers the prefer
ence. But I can not buy costly ar
ticles without thought and study and 
comparison. I shall like to see what 
you have Mr. Smith, but if Mr. Jones, 
your competitor, has something that 
pleases me better, then I shall buy of 
Mr. Jones. If I can’t find what I 
want in my own town, I shall go or 
send away to get it. I know it is 
some bother to show goods, and I 
can’t buy everything I ask to see, but 
when I consistently can, I desire to 
leave my money in my home town.”

Any reasonable m erchant will ap
preciate this attitude of mind, and be 
ready to meet you half way. More
over, any fair-minded man will be 
far less likely to feel sore, if you 
give him the chance to sell what he 
can, thereby allowing him the profits 
on a share of your patronage, than if 
you fail to see what your home town 
has to offer, and coolly take your 
money and go to thè city to spend it.

As to getting better values in the 
city, that is largely a delusion fos
tered by elegant displays and clever 
advertising. Except on those rare oc
casions when you strike a genuine 
bargain at a clearance or other un
usual sale, after you get home and 
size everything up with the glamour
ous light of the big shops removed 
from your purchases, do you not find 
that you have gotten no better, no 
finer, no more tasteful goods than 
you could have bought right in your 
home town for the same or less 
money, and saved your car fare?

Quillo.

For making first-class bread use 
the best materials, make straight 
doughs, use plenty of yeast and short 
fermentation.
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Olives
They are Best 
Just That 
Get That?

Direct Importation
Tfie W illiams Bros. Co. 

thglaIses o f Detroit W

Coast College of Lettering
Germain Building

LOS ANGELES, CALIFORNIA

We teach the following branches by mail:

Show Card Writing
Business Writing Engrossing 

Ornamental Writing Pen Drawing Round Hand 
Automatic Pen Lettering 

Pen Lettering Flourishing

Show Card Writers’ Supplies
The Famous Eberhard Brushes

Cost Brand of Dry Adhesive Colors 
(To be mixed with water)

Coast Manual. A Text Book for the Sign and 
Show Card Writer, $3.00

Send'for Catalogue of School and Supplies

Keep Clerks 
Busy

Making Sales
.The time of your salesclerks 

is valuable only as they use it 
for waiting on customers.

Every step they take to make 
change from a local till costs you 
money that could be saved.

LAMSON LAMSON PARCEL CARRIER

A Lamson centralizing system  for handling cash at one main desk—
1—Gives clerks more time to make sales. 4—Prevents mistakes and losses, and removes temptation

caused by money scattered in different parts of your store. 
 ̂"“Relieves them of the responsibility of handling your money. 5_ Makcs it easy to judtfe the value of your clerks 8olely by

3—Makes one person responsible for your cash—the cashier. the sales they make.

These are the good results accomplished by means of a Lamson Centralized System.
More than s ix ty  thousand merchants are saving time and money by using Lamson Carriers, and you 

can do the same. A sk Your N eighbor.
See our nearest representative or write us for more information.

We make Wire, Cable, Tube, Belt and Pick-Up Carriers for handling money and merchandise.

The Lamson Company Representatives in all principal cities Boston, U. S. A.
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SCHOOL SAVINGS BANKS.

How the System Has Developed in 
This City.

In eighteen hundred ninety-four 
after two or three years’ of agitation 
the School Board of this city hesitat
ingly agreed to allow the Grand Rap
ids Savings Bank to start the ex
perim ent of school savings in four 
of the ward schools. This was at 
the beginning of the school year in 
September. The success of these 
four schools, which was due large
ly to the enthusiasm and intelligent 
interest of the four principals, was 
phenomenal and made such an im
pression upon the members of the 
School Board that they unanimously 
agreed that the Bank should have the 
privilege of introducing the system 
into all the schools of the city as 
rapidly as it could conveniently make 
the installation. The growth of the 
School Savings Bank has never been 
characterized by a boom, but from 
the date of installation until the pres
ent time it has been steady and with
out any check. W e were among the 
earliest cities to take hold of the sys
tem. Only P ittsburg and Toledo have 
outstripped us in the volume of busi
ness coming through this channel.

It has been a source of education 
along practical business lines to the 
children who have become depositors 
and the Bank has taken a great deal 
of pains to make it attractive to the 
boys and girls and to give them such 
attention as would lead them to be 
happy in the exhibition of thrifty 
habits in prom ulgating the plan. We 
have never advocated saving money 
for the sake of acquiring a large bank 
account, but have kept to the front 
the idea that the saving should be 
for some definite purpose, and when 
that purpose could be subserved, the 
money should be drawn out and used. 
In none of the literature we have dis
tributed have we been guilty of say
ing anything that would awaken the 
criticism that we were teaching the 
children to be stingy. We have cou
pled with the urgent desire for these 
little bank accounts lessons of the 
best methods of acquiring money 
through personal effort. Boys and 
girls who first became depositors and 
learned to do business at the chil
dren’s window are now business men 
and women, scattered over a wide 
range of country, and they often have 
expressed to us sincere gratitude for 
the lessons of thrift which we taught 
in connection with these early de
posits.

The School Savings Bank has never 
been a direct source of income to the 
Bank. The volume of business is not 
large enough in its aggregate amount 
to give us any margin above the cost 
of carrying on the work. We have 
to-day over 8,000 of these accounts, 
and it means a lot of business. Still 
the aggregate amount in the Bank, in 
this department, is only $70,000, up
on which we pay 3 per cent, interest. 
Yet in the face of this fact we are as 
enthusiastic about the venture as if 
it had been a direct financial success 
to us.

The indirect results have been large

and greatly in our favor, because these 
boys and girls, when they have gone 
into business for themselves, have 
made our Bank their home and the 
volume of business indirectly acquir
ed emphasizes the value of the School 
Savings Bank as a method of. adver
tising. There is another factor that 
makes a deep impression upon us,and 
that is the value to the community 
and to the banks of the city of edu
cating children in habits of thrift 
and intelligent business methods.

A t the outset we were presented 
with all sorts of objections on the 
part of those who would have the 
immediate responsibility of carrying 
on the Savings Bank in the schools. 
Already the teachers were burdened 
with many new things coming into 
the curriculum and they did not all 
welcome heartily anything else which 
would add to their work. Because 
of this*lack of interest on the part

stamps are charged, up to them. They 
sell the stamps upon certain definite 
days and hours, usually set for each 
school according to the hour when 
the collector for the Bank will visit 
the school, as the teachers do not de
sire to hold the money after it has 
been collected for any length of time. 
The collector visits each school once 
a week, and gathers in the pennies, 
returning to the teachers the same 
amount that is collected, in stamps, so 
that the teacher has continuously on 
hand the same volume of stamps. The 
children are taught to put these 
stamps neatly into the folder . and 
when a folder is filled the child comes 
to the Bank and either gets his money 
or uses this folder to start a savings 
account in his own name. As fast 
as he acquires folders he has the same 
privilege, and in this manner the chil
dren’s accounts grow and become a 
source of pride to them.

CHARLES W. GARFIELD

of the teaching force, which was in
duced by the addition of undesirable 
duties, we began to evolve a method 
which would reduce the care and ex
pense of the teachers to the lowest 
terms. We adopted the “stamp sys
tem,” and have never regretted mak
ing this a distinctive feature of the 
School Savings Bank. W e now print 
our stamps by the million and have 
them all of one denomination, one 
cent stamps.

We furnish folders to the teachers, 
each folder having spaces for fifty 
stamps. These folders are arranged 
with reference to the identification of 
all pupils holding them, and the teach
ers are furnished, at the beginning 
of the year, with a definite number 
of stamps, usually $5 worth, and these

We> issue very careful instructions 
in printed form to the teachers, ap-, 
propriate blanks for keeping the rec
ords and reports for the Bank. From 
time to time we distribute savings lit
erature through the school. The 
School Board has always given us 
every opportunity for the liberal use 
of the schools in furnishing this in
formation to the families represented 
by the school children. W e never 
once regretted having been instru
mental in starting  the School Sav
ings Bank in Grand Rapids, even in 
the face of a good deal of criticism 
and some open opposition. W e have 
shouldered alm ost the entire expense 
connected with carrying on the busi
ness and the Bank has become known 
as “The Children’s Bank.”

Among other things which we have 
done has been the offering of prizes 
for essays on saving by the school 
children, asking them to give prac
tical illustrations of the working of 
the School Savings Bank for the 
benefit of those who availed them
selves of its privileges. In these es
says we gathered a large number of 
illustrations from real life of the val
ues which had grown out of the Chil
dren’s Savings Bank, and it is a source 
of great satisfaction to us to learn 
almost daily of instances of success 
in life, based upon the first deposit in 
the School Savings Bank.

W hile the system is appreciated as 
an intrinsic factor in the school cur
riculum, it has not been utilized as 
thoroughly as it might be in connec
tion with regular tuition in m atters 
of thrift and practical business. We 
face the fact that a large proportion 
of the pupils who attend the public 
schools drop with the eighth grade 
and that these boys and girls enter 
immediately the business of life. Get
ting a living is their main thought and 
this emphasizes the importance of 
giving tuition concerning business 
habits and methods, which will be of 
use to them in starting out in a busi
ness career, at a period in their lives 
when they really ought, for their own 
good, to be in school, and acquiring 
a broader foundation for future use
fulness. W e would like to have every 
child complete a high school course. 
Inasmuch, however, as so large a pro
portion leave before the high school 
course is begun, the responsibility de
volves upon us to arrange the course 
of study in a way to be of the larg
est benefit to these boys and girls 
who leave the schools and enter upon 
their life work so early. This situa
tion compels us to urge that a sys
tem of training in practical business 
methods should be connected direct
ly with the School Savings Bank and 
made a subject of sufficient im port
ance to impress the child’s mind with 
its value. Charles W. Garfield.

Ignorant of Engines.
A friend of Mr. Edison, who, by 

the way, is very fond of children, tells 
of an occasion when, while visiting a 
Brooklyn family, the great man en
deavored to amuse the seven-year-old 
son by drawing him pictures of vari
ous objects. Finally, the youngster 
desired tha t Edison should draw an 
engine, a request that was promptly 
met. Thinking that it would please 
the child to have an elaborate design, 
Edison added two or three smoke
stacks and several imaginary parts.

The boy examined the production 
very critically, not to say scornfully. 
He returned it with this statem ent:

“I ’m afraid you don’t know very 
much about engines, Mr. Edison. E n
gines may have been tha t way in your 
time, but they’ve changed a whole lot 
since.”

Essential to Her Existence.
“She’s head over heels in love with 

him.”
“T hat so?”
“Yes, she’s got to the point where 

she can’t see how she can possibly 
live w ithout the automobile he owns.”
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Retailers Safe in Buying From In- 
Stock Departments.

The manufacturer’s in-stock de
partm ent is a feature of the shoe 
trade that has come to stay, and has 
been proved a necessity by the style 
question. If retailers would just con
sider for a moment, and use the man
ufacturer’s in-stock departm ent as it is 
intended to be used, they would see, 
as many others are now seeing, the 
great advantage to them of a stock 
department.

The m anufacturer’s in-stock shoes, 
in the first place, must not be com
pared with a jobbing line. There is 
no comparison as to the value of a 
jobbing shoe compared with a shoe 
made to order. The factory made- 
to-order shoe contains, w ithout any 
middleman’s profit, the fullest value 
that can be offered. There is no ex
cuse for any retailer buying shoes 
which are more or less daily in de
mand from middlemen, when he can 
buy direct and have the shoes made 
to his order, getting fresh materials, 
the best of workmanship at the low
est possible cost. W ith such shoes 
the demand is not of the instant, and 
time can well be given to manufac
ture.

The style question again is a differ
ent matter. New creations which ap
peal to the public come up sometimes 
very quickly; some new creations 
offered by different manufacturers, 
tem pting the retailer, but proving less 
attractive to the consumer, have been 
expensive to the retailers. In other 
words, the style question has kept 
them thoroughly undecided. If they 
would use their own judgm ent some
times on a style they would be disap
pointed, and again, if they passed up 
a style which afterward proved a big 
seller and they were not supplied, 
that would be disappointing. *

All this is now changed by the man
ner in which the up-to-date manu
facturers’ stock departments are now 
handled, and that is, catering to the 
stylish creations as fast as they may 
prove their selling qualities, which 
makes it a wonderfully fair guess 
that the shoes carried would prove 
good sellers in a very large percent
age of the retail stores of the country 
for such styles are not put into the 
styleful m anufacturers’ in-stock de
partm ent only w ithout the very best 
evidence of the same being almost 
sure to be in big demand.

There can only be confusion in 
what to buy from disregarding the 
lead of those who know. Take the 
average retail store and what can be 
more probable than placing direct to 
the factory your order for your staple 
shoes, goods that your business is 
built up on, and for which customers 
will come back and ask time and 
time again for. By re-ordering sizes 
as the line becomes broken thereon, i 
because such customers will wait for 
these particular shoes and by leaving 
all novelties alone until the season’s 
demand plainly shows itself, the 
styleful-in-stock departm ent tells you 
the rest.

Buy a few of the styles regardless 
of what they are, or how they may 
appeal to you, knowing they are the

sellers and have proved themselves 
such. If you find them salable you 
have a large in-stock departm ent to 
carry them for you, buy them as you 
sell them, then your capital is not in
vested in a lot of shoes you thought 
would sell and did not.

The stock department, used in con
nection with the factory to-day gives 
a retailer the opportunity to conduct 
a successful, up-to-date shoe business 
with about one-half the capital it used 
to take, if he will only try. This 
solves that time-worn answer to the 
salesman’s offerings: “I don’t know 
w hat to buy.” He knows you should 
buy the shoes you are selling. Of 
course if you are not selling any shoes 
you cannot buy, and tha t’s the only 
condition that should prevent buying 
goods far enough ahead to obtain the 
advantage of factory made goods at 
first direct cost. George Gregory.

Speaking of premiums, there is one 
premium that costs you nothing and 
alway" pleases the customer—that is 
cheerful smile.

To the Large Merchant
S .  B. C H A R T E R S GROCERY CO.

WHOLESALE AND RETAIL GROCERIES, MEATS AND PRODUCE 
T H IR D  A V E N U E  A N D  G R A N T  S T R E E T

The McCaskey Register Co., Pittsburgh, Pa., April 10, 1914.
Dear Sirs:—In reply to your inquiry as to our opinion of the McCaskey System 

for taking care of credit accounts, it gives us pleasure to say tha t about the strongest 
testimonial we can give of the efficiency of your System is the fact that we installed 
a 3060 account register the latter part of November, 1913, and have since purchased a 
440 account, making a total of 3500 accounts in use.

We handle our entire credit business through the register and do it more rapidly 
and with less expense, also in a much more satisfactory manner than before installing 
the System. Three girls take care of the register and by its use we expect to save 
many times its cost.

To the merchant who thinks his business is too large to be handled on a 
McCaskey Register, I wish to say this System is eminently successful with the large 
dealer: this fact is demonstrated every day at our main store through which all credit 
orders go. We operate five branch cash stores in and around the city but all credit 
sales are put through the register, making a “one writing" transaction. We have a 
cable system for credit as well as cash sales, all cash sales go to one place and credit 
sales and money paid on account go to another part of the store where the registers 
are placed. Every account is totalled to date and ready for settlement at any minute.

We find it indispensable, filling all requirements and gladly recommend it to 
merchants, particularly those who have a large number of accounts. It saves money 
by saving time and labor, is a collector and effectually ties up the loose ends of a 
merchant's business. We were slow to awaken to the merits of the System and feel 
now that we were ten years behind the times before installing it, but trust the fore
going gives some idea of how highly we consider it. ^  ^  ^
SBC-E Respectfully,

The above concern had 3 2 8  employes, and did more than 
$ 1 ,7 5 0 ,0 0 0  worth of business during 1913.

WtthOnfy 
One W iling

The End c f  
Drudgery

FIRST AND STILL THE BEST
has been installed by more than 100.000 merchants in all line of business, large and small.

For further particulars write to
THE McCASKEY REGISTER COMPANY

ALLIANCE, OHIO
Branches: New York. Chicago. Boston. Washington. Pittsburgh. Memphis. Atlanta. Kansas City. San 

Francisco, Cincinnati. Dominion Register Company. Ltd.. Toronto. Canada; Manchester. England.
The Largest Manufacturers of Carbon Coated Salesbooks in the World
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THE MEAT MARKET

Prepare for the Hot Weather and Fly 
Time.

The summer season is rapidly ap
proaching, and if you have not as yet 
attended to your ice box, to see that 
everything is in order, you should do 
so at once, so that when the hot 
w eather comes, you will have perfect 
refrigeration with the least cost pos
sible for ice. Be especially careful to 
see that any defect which allows the 
cold air to escape is remedied at 
once.

If there are any cracked pains of 
glass in the window's of the box, see 
that new ones are put in, for this is 
the m ost economical way, stopping, 
as it does, the cold air from escap
ing.

If the hinges of the door are worn, 
and I see a good many of them that 
way as I get around through the 
butcher shops, they should be replac
ed at once by new ones, so that the 
door will close properly, and tight
ly as well. W hen the hinges are 
worn the door always sags a bit, leav
ing slight cracks between itself and 
the sill, which allows the cold air to 
escape. This condition, if it is left 
alone, grows steadily w'orse, the con
stant opening and closing of the door 
grinding awTay at the sill and frame, 
until a large-sized crevice develops. 
If you put your hand on the edges 
you will find that there is quite a 
strong current of cold air escaping, 
and this continues indefinitely, caus
ing quite a difference in the tem pera
ture of the box and a loss of ice.

A nother thing which is often found 
in the average butcher shop, is that 
the butcher neglects to trap the drain 
pipe from his box. This may look 
like a very small thing, but its neglect 
will add a good many dollars to your 
ice bill during the course of a sum
mer. A great deal of cold air follows 
that drip, and when it escapes it must 
be replaced by the w armer air in the 
shop. This, of course, melts ice, and 
increases the tem perature of the box, 
thereby reducing the efficiency of 
your refrigeration.

A simple and inexpensive way to 
avoid this waste is to have the rub
ber hose drip into a can which fills 
up before it overflows into the sink. 
W hen this is done be sure that the 
end of the hose does not rest on 
the bottem  of the can, so that the dirt 
which is carried off from the ice will 
not clog your pipe, and thereby stop 
the drip from flowing. Otherwise 
your box will be flooded.

About once a week will be enough 
to wash the dirt out of the can. This 
acts as a trap and certainly prevents 
the cold air from escaping. I t - also

costs you nothing, as any old can will 
do so long as it is big enough. This 
summer, especially, the butcher who 
allows flies to be in his shop all the 
time is going to lose trade. Even 
the children in school are being taught 
how dangerous the fly is, and to 
avoid all food stuffs which have been 
touched by them. Overhaul your 
screens in time and put them in per
fect order so that you will be ready.

A great scientist, having nothing 
better to do, recently figured out that 
a pair of flies allowed to live would 
breed to many millions, that if they 
all survived they would occupy a space 
equal to nineteen cubic miles. T hat’s 
certainly some flies. I don’t know 
how correct his figures are, but I do 
know that they multiply very fast if 
let alone.

Long before they become numer
ous, every shop should be supplied by 
traps and swatters. The fly killed 
at this time of the year may mean a 
million flies less in July or August, 
so if you see one buzzing around now, 
get him before he has a chance to get 
real busy. A female fly lays 120 eggs 
at a time, and does that so often that 
nothing else living can keep up with 
her. Besides that, she becomes a 
grandm other in six weeks, so do your 
own figuring.

One thing is sure, your customers 
will object to the fly. So besides 
swatting, and trapping them, keep 
your place free from rubbish and 
dirt, especially the back room, if 
you have one. Flies can only breed 
in dirt. A dirty sawdust barrel or a 
fat can is a paradise for a fly. Those 
are the things which are required for 
a female fly to lay those 120 eggs. 
Then you have the maggots and in 
a short time a cloud of young flies.

Country butchers, especially, should 
keep the ground around their places 
free from all rubbish, and remember 
that the manure heap, if left exposed, 
is the finest place in the world for 
breeding flies.—Butchers“ Advocate.

Still Another Source of Meat Supply.
Dr. W. T. Grenfell, who has done 

a great deal towards improving sani
tation, building hospitals, and intro
ducing industries into Labrador, gave 
a lecture to the members of the Royal 
Scottish Geographical Society, Edin
burgh, Scotland, last month. Dr. 
Grenfell* whose subject was| “The 
Lure of Labrador,” said the country 
could form a very material source of 
meat supply. Labrador could supply 
an enormous amount of reindeer meat 
because it was essentially a country 
from its present condition that show
ed a great capacity for deer. From 
their herd at Labrador they had sold

about 150, they had killed about 150, 
they had lost about 250, and they had 
about 1,000 left. The Government 
had subsidized the Alaskan herd, and 
the Labrador herd had never been 
subsidized, except to a small extent 
by the Canadian Government, and 
they were anxious that the Govern
ment should do something to make it 
of much more value than it was. He 
was sure it could be made really a 
m atter of imperial value. Dr. Gren
fell spoke of thé future of the coun
try  and its many attractions for set
tlers, described the people and their 
occupations, habits, and mode of life, 
and recounted some of his adventures 
and experiences during the twenty- 
two years he has worked among the 
people of Labrador. The lecture was 
enhanced by a splendid series of lan
tern illustrations.

Causes of High Meat Prices in Ger
many.

A t the beginning ofl914 the Imperial 
Office of the In terior at Berlin insti-
tuted an enquiry as to the
causes of the high prices
that now prevail for meat in
Germany. Nearly 200 persons from 
all branches of trade and industry 
were interrogated. The main fact 
ascertained with seme degree of clear
ness is that the butchers and cattle 
dealers are not to be blamed, as sup
posed, for the high prices, but that 
these arise from inadequate supplies.

During the investigation it was 
brought out that in the interval be
tween 1907 and 1912 horned cattle 
in Germany decreased by 500,000 
head and in Prussia alone by 160,000 
sheep declined from 25,000,000 to 5,- 
800,000; and that while the production 
of swine in the last forty years has in
creased threefold, nevertheless there 
is to be noted a decrease at the be
ginning of 1912 of 360,000 head of 
hogs as compared with 1907.

Antwerp Butchers Want English 
Horses.

According to the London Meat 
Trades Journal, the Incorporation of 
H orse Flesh Butchers of Antwerp, 
Belgium, has addressed a letter to a 
local paper declaring that the prohibi
tion of the im portation of English 
horses, as is contemplated by a bill 
now before the English House of 
Commons, would involve a crisis in 
the household life of the working 
classes in that city. They point out 
that the Belgium governm ent will en
deavor to find a solution safe-guard
ing the interests of the horseflesh 
butchers and the working classes. 
They also call the attention of the 
local authorities of Antwerp to the 
matter.

M A A S  B R O T H E R S
Wholesale Fish Dealers

Sea Foods and Lake Fish
of A11 Kinds

Citizens Phone 2124 Bell Phone M. 1378
1052 Ottawa Ave., N. W. Grand Rapids, Mich.

Match Price List
NON-POISONOUS

Strike Anywhere Safety Matches
Price for Price for 
5 cases less than 

and over 5 cases 
per case per case

SAFE HOME
No. 5 size—5 boxes to  package,

20 packages, (100 boxes) to
case  ............................................  $3.50 $3.60

BIR D 'S-EYE
No. 5 size—packed 5 boxes in 

package, 21 packages (100 
boxes) in  case ......................... 3.4$ 3.50

BLACK DIAMOND
No. 5 size—packed 5 boxes in  

package, 20 packages (100 
boxes) in case ....  3.25 3.40

M ARGUERITE
N o. 5 size—packed 12 boxes In 

package, 12 packages (144 
boxes) in case ......................... 4.40 4.65

SEARCH LIG H T
No. 5 size—packed 12 boxes in 

package, 12 packages (144 
boxes) in case ....  4.40 4.65

BLUE BIRD
No. 5 size—packed 1 doz. boxes  

in package, 12 packages (144 
boxes) in case ....  4.10 4.35

CRESCENT
No. 5 size—packed 12 boxes in  

package, 12 packages (144 
boxes) in case ......................... 4.00 4.25

S W IFT  &  COURTNEY
No. 5 size—packed 12 boxes in 

package, 12 packages (144 
boxes) in case  .........................  3.85 4.10

BLACK SWAN
No. 5 size—packed 12 boxes in  

package, 12 packages (144 
boxes) in case .........................  3.70 3.85

BEST AND CHEAPEST
No. 2 size—packed 12 boxes in  

package, 12 packages (144 
boxes) in  case ..........................  1.60 1.70

RED DIAM OND
No. 2 s ize—packed 12 boxes In 

package, 12 packages (144 
boxes) in  case ............................. 1.60 1.70

ANCHOR
No. 2 size—packed 1 doz. boxes  

in package, 12 packages (144
GLOBE

No. 1 size—packed 12 boxes in 
package, 36 packages (432 
boxes) in c a s e ....... ...................  2.70 2.85

STRIKE ON BOX MATCHES 
RED TOP

B Size—12 boxes to package,
60 packages (720 boxes) to
case .................................................$2.60 $2.75

A LU M IN U M
AL Size box—12 boxes in  

packages, 60 packages (720 
boxes) in case. Per case  . . . .  1.90 2.00
boxes) in case ............................1.40 1.50

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

when you sell

Walter Baker & Co.’s
Chocolate 

^Cocoa
Grocers will find them 

in the long run the 
most profitable to 
handle.

They are absolutely 
pure; therefore in 
conformity with the 

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

W alter Baker & Co. Ltd.
EstahHshad 1711 d o r ch esteh , m a s s .
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SEASONABLE GOODS.

Some Lines the Grocer Should Feat
ure for June.

W ritte n  fo r  th e  T rad esm an .
The merchant who wishes to cap

ture his share of the seasonable 
trade cannot afford to wait for busi
ness to come to him—he must go 
after it energetically and intelligent
ly. Every avenue of appeal—newspa
per advertising, window and counter 
display, personal suggestion—should 
be persistently followed up in the ef
fort to push seasonable goods.

April has given the spring trade a 
good start. There will be, in the 
earlier part of May, still some trade 
to be done in housecleaning lines. 
W ith the approach of the last days 
of the spring housecleaning, it be
hooves the m erchant to clean out any 
excess of such goods. Tubs, pails, 
brushes, clothes-line, mops, soap, 
soda, bluing, clothes baskets, polishes 
—these and kindred lines should be 
pushed energetically, for, while they 
are in more or less demand all the 
year round, sales are far more read
ily made in season than other times.

Incidentally, the merchant should 
look after his own housecleaning, if 
he has not already done so. This is 
particularly true in stores where 
foodstuffs are handled. I t is not too 
late to paint and brighten up the 
dingy spots. Then, too, the warm 
weather is approaching. Anything in 
the nature of dirt becomes increas
ingly dangerous with the advent of 
summer heat. A clean store—a store 
that is inwardly as well as outward
ly clean—appeals to the women folks, 
and the women folks in most stores 
do the greater part of the buying.

If preparation has not already been 
made, care should be given to the 
methods of handling perishable goods. 
The keeping of butter, cheese, eggs 
and similar articles is a perplexing 
problem in hot weather; the time to 
solve the problem is now, before the 
really hot w eather arrives. The 
wide-awake merchant will from the 
very beginning put these lines in a 
cool refrigerator or case where they 
can be viewed w ithout being remov
ed. The refrigerator is especially im
portant to the m erchant who makes 
a feature of his provision and cook
ed meat counter; and cleanliness is 
vital in the profitable and satisfac
tory handling of this department.

In  the meantime, there is a ready 
demand for fresh vegetables and 

* fruits. The advent of warm w eather 
seems to stimulate a demand for 
green stuff. Many grocers find it ad
vantageous at this season to devote 
one window regularly to fruits and 
vegetables. The first rhubarb, the 
earliest strawberries, make attractive 
features. People are looking for such 
things, and the m erchant who is 
handling them will find tha t window 
display helps materially to move out 
the perishables. Incidentally, where 
there is good service, a fountain de
vice is very helpful in keeping early 
lettuce and similar vegetables crisp 
and fresh. Properly handled and 
carefully bought, vegetables and 
fruits can be turned over quickly and 
with a minimum of damage.

W here they are available, fresh 
flowers add to the attractiveness of 
window displays. In the average 
place, florists rarely have down town 
shops, and are usually glad to a r
range with merchants to handle plants 
and cut flowers on a commission 
basis. A wealth of bloom attracts 
attention to any window. “Every
thing fresh” is a striking caption for 
a fruit, flower and vegetable window 
at this season; and the three lines 
can be worked together very advan
tageously. In addition to handling cut 
flowers and flowering plants, the mer
chant can push seeds of all sorts; 
and can also take orders for vines, 
roses, tomato, cabbage, celery and 
other plants. Usually these goods 
can be secured on a commission basis 
so that no risk is involved, nor is 
there any capital tied up.

Similarly, cakes, fancy baking and 
like lines can be taken on a commis
sion basis. The warm er weather 
stimulates in the average housewife 
a keen desire to dispense with as 
much cooking as possible. Hence, 
there is a natural desire for ready- 
to-eat foods. This, in turn, means a 
profitable vogue for the fancy cook
ing, provision and allied departments. 
Canned goods of many kinds, dried 
fruits and similar goods sell readily.

The confectionery season is not as 
good as in the colder weather; but 
particularly in towns where there is 
now and then an influx of visitors, 
confectionery sells readily. A good 
margin of profit can be secured on 
such lines. Though the demand is less 
than at the Christmas season, the girl 
who likes chocolates will eat them 
just as readily in May as in Decem
ber. The main essential is to let her 
know that you have them in stock.

Display is essential to the success
ful handling of seasonable lines. It 
does not pay the merchant to give 
prominence to staples which people 
will buy anyway and to crowd the 
seasonable stuff into the back
ground. Every week is not too often 
to change the window arrangem ents; 
some m erchants find it excellent pol
icy to adopt the “moving picture 
window” idea, putting together dis
plays in several sections and chang
ing one of these each day. This is a 
good policy to follow where fresh 
fruits and vegetables are featured 
regularly in one of the windows. 
Give prominence to a new feature 
each day; or, at least, to a different 
feature.

There is a growing demand for im
ported fruits for preserving purposes. 
Pineapples make excellent preserves; 
oranges and grape fruit are good for 
marmalade. A good many grocers 
have orange slicers and lend them to 
customers who purchase oranges and 
similar fruits for marmalade pur
poses. Not merely is there a m arket 
for the fruit, but there is coincident- 
ly a demand for sugar, preserving 
jars and bottles, rubbers and inci
dental accessories.

The rearrangem ent of the display 
windows for the purpose of featur
ing seasonable lines should be ac
companied by a rearrangem ent of the 
interior. Of course, each line of 
stock has its definite place in every

well ordered store; but it is not a 
difficult m atter to push ihe seasonable 
stuff into prominence. The merchant 
should keep an eye on the seasonable 
goods, and push them energetically 
at every opportunity.

For instance, most housewives will 
appreciate a personal suggestion from 
the grocer regarding the advisability 
of preserving pineapples (which, in 
many places, is still something of a 
novelty for the average housewife). 
Personal suggestion is a powerful 
factor in making sales.

William Edward Park.

Can You Compete Successfully?
If only we would keep ourselves 

posted on the prices asked by mail 
order houses, we would have no trou
ble in convincing ourselves, that we 
can sell our own merchandise in com
petition with these concerns.

And with this conviction, our work 
to “keep trade at home” would be
come much easier, for we would put 
more vim into our efforts to convince 
the mail order buyers, that their 
money will buy more at our store 
than from outside concerns.

Here is a sample of what the Chi
cago mail order houses ask for articles 
which have no “established” value, 
but which can be recognized by their 
description and the illustrations used.

On page 328 of Montgomery 
W ard’s catalogue No. 82 a boy’s steel 
wagon is offered under number 
4LP5009 with the following descrip
tion: “W rought steel gear. T hor
oughly braced. Beaded steel body 
with wooden bottom, bolted to frame.

W heels are steel with steel tires. Body 
13x26, front wheels 10-inch; rear 
wheels 13-inch, shipping weight 25 
lbs., $1.50.”

On page 949 of Sears, Roebuck & 
Co.’s catalogue No. 127, the same 
wagon is described and illustrated, 
with a price of $1.53.

Any retailer with established ra t
ing can buy this wagon in lots of two 
or three, at not over $10 a dozen, so 
that even with a profit of 50 per cent, 
it can be retailed at $1.25, which is 
from 40 to 60 cents lower than the 
cost to the mail order buyer, when 
the freight is figured in.

The only reason why the mail order 
houses sell these wagons is that they 
advertise them.

If you will advertise your wagon 
properly—with an illustration; with 
a real description that tells about the 
wagon and the careful way it is put 
together; with a definite price—you 
will sell your wagons, and every one 
you sell will mean just one less 
chance for the mail order houses to 
sell theirs. A. Geo. Pedersen.

A Nice Baby.
“I understand that you have a very 

fine new baby brother,” said the min
ister.

“Yes, sir,” replied young Percy. “He 
is a nice baby.”

“And,” continued the minister, “ I 
hope he is a good baby.”

“Oh, I guess he is,” said Percy 
dubiously. “He don’t smoke or drink 
any. but sometimes he seems to me to 
swear some.”

Distributed at Wholesale by
Judson Grocer Go., Grand Rapids, Mich.
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Fourth of Course of Lessons in Show 
Card Writing.

With this lesson we shall try to ini
tiate the student into pen lettering, 
or. more strictly speaking, into a few 
styles of pen lettering that are espe
cially adapted to show card work.

For making small letters, say every
thing from the tiniest used up to half 
inch, or in the case of capitals, some
what more than half an inch in height, 
the pen is a better and quicker work
ing tool than the brush. Letters con
siderably taller than half-inch can be 
made with the broad-nibbed pens, but 
for the present the student probably 
will prefer to use the more flexible 
brush for the larger work.

For making small price tickets and 
labels the pen is indispensable; while 
for executing the subordinate portions 
of large cards on which a consider
able amount of m atter must be plac
ed, it comes in very handy. The fea
tured parts of these latter cards are 
made with the brush.

For the show card work of the av
erage store, the student will be like
ly to use the brush much more than 
the pen; but since pen lettering is 
coming into more extended use, and 
since practice with the broad pens

renders the student just that much 
more familiar with the forms of the 
letters and the manner of making 
them, and so helps in brush work also, 
the pupil is urged to apply himself 
diligently to this lesson.

It is assumed that he already has 
practiced with the brush on making 
the Coast College alphabet, the Ro
man and the Marking, until he has at
tained considerable dexterity in all 
three of these styles of letters. Such 
being the case, he will have little 
trouble in forming the same alpha
bets with the pen, once he gets the 
hang of using his tool.

For a penholder, one with the cork 
enlargement at the shank so that the 
lingers can grasp it more easily, is 
best. It is most convenient to have 
a separate holder for each size of 
broad-nibbed pen. but this is not ab
solutely necessary.

Before using, dip your broad pens 
into an acid ink—ordinary writing 
fluid is good for the purpose—to get 
off the thin coating of grease with 
which every new steel pen is cover
ed. From not knowing this simple 
thing, some give up in despair before 
ever succeeding in making a stroke 
with a broad-nibbed pen.

Taking a part of the temper out of 
pens sometimes is recommended. To 
do this, hold the pen in the flame of 
a match a few seconds, then dip very 
quickly into water. I never have 
found it necessary to do this, but if 
the student is bothered with his pens 
seeming too stiff, he may do well to 
try it.

For practice on the Coast College 
alphabet, rule alignment lines three- 
eighths of an inch apart for the lower 
case letters and half an inch apart for 
capitals. Let the letters extend some
what above the upper guide line, just 
as they do in this alphabet when made 
with the brush. Practice a while with 
the No. 1 pen and then try  the No. 
\y 2. If the letters look too slender 
when made with the No. 1J4, make 
alignment lines closer together. If 
too stout made with the No. 1, then 
increase the.space between the guide 
lines.

For color, use the same as for brush 
work, only thinner. In making this 
alphabet the position of the pen is 
the same as the brush, the broad end 
formed by the two nibs at an angle 
of 45 degrees to the vertical, and this 
whether making the heavy downward 
vertical strokes or the hair lines seen

in parts of the curved strokes. Let, 
your penholder be more nearly up
right than for ordinary writing, and 
bear on fairly hard, being especially 
careful to have the two nibs squarely 
and evenly on the paper or cardboard.

To keep the pen working, it must 
be washed off frequently. This can 
best be done by having a wet sponge 
or cloth handy on which to rub it. 
Especially as you come to work with 
white color, regarding which no in
struction has as yet been given, it is 
imperative that the pen be washed 
free of color frequently.

In broad-nib pen practice the stu
dent is likely to have little trouble in 
forming the letters, during the rare 
intervals when he can make his pen 
work properly. For reasons he can 
not understand, often it forms a tiny 
hair line when he wants a full stroke, 
sometimes it makes no mark at all. 
A fter a time, however, his fingers will 
acquire a certain sensitiveness. Then 
perhaps unconsciously to himself, he 
will feel whether the pen nibs are 
squarely on the paper as they should 
be.

For practice on the Roman and 
Marking alphabets, rule alignment 
lines three-eighths of an inch apart

ABCDEFGIIIJKL 
MNOPQRSTUV 
W XYZ& &  $

1 2 3 4 5 6 7 8 9 0

7 3 u //e i/n  o r IS a p p /ftin  ¿?t£cA
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for small letters and half an inch 
apart for capitals. Also make some 
lines closer together, say one fourth 
inch and three eighths. Practice both 
alphabets in both the larger and small
er sizes. You will likely find your 
No. 2 pen best for the larger and the 
No. 2 l/ 2 better adapted to the smaller.

W ith the Roman and M arking alpha
bets, let the letters extend just from 
one alignment line to the other, ex
cept such (mostly of the lower case) 
as are of extra height.

For the Marking alphabet and the 
straight downward strokes of the Ro
man, use same position of pen as for 
the Coast College—the end placed at 
an angle of 45 degrees to the vertical. 
For other strokes of the Roman, use 
the pen in whatever way serves best.

The student finds that the time- 
consuming process of spurring Ro
man letters with the brush can be 
shortened in pen work. Often a neat 
spurring can be made simply by set
ting the end of the pen down in a 
way that soon suggests itself to the 
learner.

The students will do well to make 
other sizes both larger and smaller 
than those indicated. However, the 
sizes given are among the most avail
able for common use. He likely will 
find the Roman and Marking alpha
bets better for very small work than

the Coast College. If he wishes to 
make smaller than quarter inch letters, 
he will need to get smaller than No. 
2 l/ 2 pens. The student by a little 
experimenting finds out for himself 
what size of pen he can best use for 
a given size of letter.

There is a pen now much in use 
called the Music pen, which some card 
writers who have become expert with 
it find especially good for making 
Roman. It has the advantage that 
the same pen will make both heavy

strokes and fine strokes, so different 
sizes of letters can be made with it. 
A cut shows the Roman alphabet ex
ecuted with a music pen, white color 
being used on black cardboard. Music 
pens sell for but little more than ordi
nary writing pens, so the student 
easily can try them. However, if he 
finds them more difficult of manipu
lation than the broad-nibbed pens, 
for the present he would perhaps do 
best to confine his efforts to the lat
ter, for unless he is so situated that

he will want to use a great deal of 
pen work, the more easily controlled 
broad-nibbed pens will be sufficient 
for his needs.

Pen- work is quite largeljr used by 
jewelers and pawnbrokers, and indeed 
wherever a small, neat, daintily exe
cuted card is the thing required.

The group of price tickets shown 
in the cut illustrates the use of the 
pen for store work. On some of the 
jewelry tickets it will be seen that 
a space has been left for placing a 
ring, stick pin or brooch, on about 
the center of the ticket.

Should the student, after practic
ing for a time with his pens, wish 
to do some work with them for actual 
use in a store, he may find it best 
to add a little extra mucilage to his 
color to prevent its rubbing off. Too 
much “binder” is a hindrance with 
brush work, for it pulls the ends of 
the brush together; but a little extra 
does no harm with the pen.

For your work so far you have 
needed only a No. 11 brush, but for 
the next two lessons a No. 14 will be 
found very available and more speedy 
to use: as the alphabets of these les
sons are used mainly in the capitals 
and sometimes in large sizes. Also 
it is good practice to make the three 
alphabets you have had in small sizes
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(not as small as with the pen), and 
for this a No. 9 is useful. These 
should be square end red sable rigger 
brushes, the same as your No. 11. 
You will find both the No. 14 and the 
No. 9 indispensable as you get into 
practical work. For a fuller equip
ment you may also get a No. 10 and 
a No. 12, and a No. 8 is useful in 
small work and for fine spurring. A 
flat black sable. Vs inch wide, is a 
good brush for large work but flat 
brushes will not answer for as many 
purposes as the round-shanked rigger 
brushes.

Directions for washing the brushes 
were given in the first lesson, but as 
it is an im portant m atter I will re
peat briefly.

Always wash after using. The best 
way is to swash gently in a dish of 
water or hold under a tap for a few 
minutes, rubbing carefully between 
thumb and finger if the color has dried 
in the heel of the brush. W hen clean, 
wipe off the water and lay flat to dry 
—never stand the brush on end, as 
this crooks the hair. If the brushes 
are properly cleaned each time, they 
will wear much longer and always be 
in good shape to use.

Ella W. Rogers. 
Address, 227 Orziba Ave.

Long Beach, California.

A Conscientious Cop.
There was a trusty of a peniten

tiary whose name happened to be the 
same as the President. He was a 
mechanic and drove the warden’s 
auto.

A party drove into California and 
lost their number plate off the auto 
and were arrested for riding in that 
State without a license. Gov. Oddie 
explained to the policeman that he 
was Gov. Oddie and his companions 
were ex-Governor Dickerson and Mr. 
Maxwell, former warden, and were on 
official business. The policeman was 
then satisfied.

As the trusty was cranking up the 
auto the policeman asked him his 
name.

"W oodrow W ilson,” was the reply.
"H ere,” shouted the policeman, 

‘ you fellows come along to the judge, 
you can’t fool me any longer.” And 
he took them in.

Merchants Should Watch Times and 
Act Accordingly.

W H tten  fo r th e  T rad esm an .
W hen scant times come (thev do 

occasionally), be ready to stand by 
your guns, meet all emergencies, 
hold your own, never give up, and 
you’ll come out on top at the end 
of the year.

Now and then we read of failures 
in the mercantile world, even in the 
best of times; in times like those now 
upon u? failures will multiply several 
fold. The wise merchant will trim  
his sails and cut his cloth according 
to the needs of time.

The m erchant who is slack in his 
business methods, who never gives 
personal attention to detail, who is 
expensive in his habits, giving less 
thought to the affairs of the store 
than to his personal pleasures, is the 
one who will go to the wall in time 
of stress.

I am no calamity howler. There 
is nothing gained by crying “wolf, 
wolf,” when there is no wolf, but the 
merchant who has failed to notice 
the trend of the times during the 
past year is a dullard indeed and de
serves his fate if he goes down in 
bankruptcy.

The times are not what they ought 
to be. The tendency of prices are 
downward. He who buys continu
ously on a falling market is up against 
a serious proposition, one that it be
hooves him to look squarely in the 
face. There is nothing gained by 
sneering at calamity prophets. They 
do some harm perhaps but more good 
in warning the wise m erchant to be 
on his guard lest he makes the mis
take of buying himself into the bank
ruptcy court.

Cut corners, watch the markets, 
keep an eye out to windward. Go 
slow if you would hold your nose 
above the waters of adversity. Make 
no promises you cannot fulfill. Be 
careful in your purchases; don’t load 
up on goods the market price of 
which is on the decline, and this just 
now includes everything salable, even 
to real estate.

Potter Palmer, of Chicago, laid 
the foundation of an immense for
tune at the beginning of the Civil 
W ar. He invested every cent he

could rake and scrape and borrow in 
merchandise the m arket price of 
which was mounting upward every 
day. T hat was good business sagac
ity. I t set him on the road to a 
successful career. Now, had the 
times been as they are to-day such 
a course would have resulted disas
trously. People who have been 
through the mill know about these 
things.

Even with everything going down 
in price, with a prospect of several 
lean years to come, we read of men 
who, having spent nearly a lifetime 
on the farm or in some business re
mote from the field of merchandising, 
sell everything and invest in a stock 
of goods, set up store-keeping with 
the crazy idea that they are soon to 
enter upon a flowery road leading to 
an independent fortune.

Once in a thousand times such a 
course might play to the god suc
cess, but you will admit that taking 
poor policy for the independent farm
er. “Go slow and learn to peddle” 
one chance in a thousand is mighty 
is an old saw that comes in apt at 
the present time. Any man who has 
a business that is paying an honest 
living had best think twice before 
venturing in a new field.

I read a few days ago, in the col
umns of a newspaper, the announce
ment of a manufacturer that his work
men must submit to a 20 per cent, 
reduction in wages, otherwise he 
should close his factory. I watched 
for the outcome with considerable 
interest. I t  came a day or two later 
in the walkout of the employes. At 
the beginning of prosperous times 
such a course might be justifiable, 
but now—well, it seems to me that 
if I had a good job it would take a 
bigger pry than 20 per cent, reduction 
to shove me loose from it.

The Pennsylvania Railroad has laid 
off 25,000 men; has discontinued six
ty railway trains. Does this mean 
nothing? Is it calamity howling to 
take notice of these facts and act 
accordingly? Does any sane man 
imagine for a moment that a great 
railroad system like the Pennsylvania 
would cut down expenses in this way 
for the sake of a personal feeling of 
injury at the hands of the Govern

ment? Preposterous. Then let sane 
men take heed and make preparation 
for a cut in expenses.

A cut in prices must needs be fol
lowed by a corresponding cut in ex
penses else disaster is sure to follow. 
The m erchant should think of these 
things. Even the farmer must look 
less longingly toward the purchase 
of that promised automobile, content 
himself with the old span of horses 
until more prosperous times. The 
latter, however, is supposed to be in 
better shape to meet depression than 
men in other occupations.

The trend of prices have been 
downward for the past six months. 
T hat trend still continues. The m er
chant must take heed of this if he 
would look the world in the face and 
continue in business. Buy little at 
a time and as often as is required is 
the advice I would give. Being an 
old merchant I can call to mind the 
times before the Civil W ar. They 
were close enough then. W hen the 
war came prices began to boom. After 
the war, say about 1867-8, the price 
of things were at their highest. Com
mon print, such as fetches 5 and 6 
cents now, sold then for 50 cents a 
yard and other things in proportion. 
Afterward, when the inevitable decline 
came, many fortunes made on the ris
ing tide were engulfed in ruin.

The m erchant who takes heed, who 
reads the hand writing on the wall 
and acts accordingly, is the one who 
will continue to ride safely through 
the breakers to a port of safety.

Old Timer.

No Man is a Failure 
W hen he loves his work for itself 

as well as what it brings.
W hen he has confidence in his em

ployer as well as himself.
W hen he sees that work does more 

than give him his daily bread.
W hen he puts ideas and ideals into 

his work.
W hen he can put a little humor 

into his work.
W hen he helps his fellow-workers 

up instead of pushing them down.
W hen he finds time for the right 

kind of recreation.
W hen he can look any man in the 

eye and give him a hearty handshake.

i n s *  ab o d e fa Hi j kl m nopqrst u p  wx
at)CT>EF<5H U  KL1R OOPORSTIU’U’XIIE-
abcdefghijklmnoptjrsl uvwxy- 1234567S90  sls? 
ABCDE.FGH IJKLM NOPQRSTU VWXYZ
a S cd e /y fr n k /m n o p q rs lu  yvu>x(/z~ /S 34567 '890~  s - '
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B E H IN D  th eCOUNTBR

Right Kind of Employer and Em
ploye.

There is a great deal said in the 
trade journals about the kind of em
ployes the retailer wants, how to get 
this kind, how to treat them so they 
will want to stay and do their best, 
how to make over a poor employe so 
he will be a good one, etc., etc. But 
we do not very often see the tables 
reversed and the employer, the retail
er himself, told how to be the right 
kind of employer. W e do not often 
see the employe told how to know a 
good employer, when seeking one 
and how to get the m ost help out of 
him.

Of course, it is no less im portant 
that the employe have the right kind 
of men to work for than that the em
ployer have the right kind of men 
working for him. In a way the em
ployer is the servant of the employe 
and is accountable to him for many 
things. The proposition is anything 
but a one-sided one.

There are many things for the em
ploye to consider in picking out a 
man for whom to work. There are 
unappreciative employers, grouchy 
employers, suspicious employers, dis
honest employers, helpful and encour
aging employers, easy going employ
ers, and rough-shod employers.

It is up to the employer to con
sider what qualities his prospective 
and his actual employes require. It 
is perfectly plain tha t the employ
er who has a good reputation among 
the employe class is the employer 
who is going to get the cream of 
the help supply. Men and women, 
boys and girls, are going to want to 
work for him, especially the ones 
who are anxious to amount to some
thing in the business world.

The better the employe the more 
careful he is going to be about pick
ing out an employer. There are too 
many of the inferior grade of em
ployes who have little or no interest 
in what sort of a man they work for 
so long as he is the easy going kind 
and lets them work in an easy going 
way. These people don’t w ant to 
work for anyone who will try  to im
prove them because it is too much 
trouble to be improved tha t way.

But there are also too many of the 
kind of employers who are, to say the 
least, inferior in the m atter of hand
ling their help. I t is up to every m er
chant to find out how he stands as 
an employer, to find out what his em
ployes think of him. Is it usually an 
easy or is it a difficult m atter for 
you to get good help when you need 
it? T hat is the determining answer 
to the query regarding your stand
ing as an employer.

Store managers are fond of telling 
employes there is a good deal more 
to working in a store than the mere 
pay for the labor, that the workers 
ought to be interested in the work as 
well as in what it brings them. The 
store manager who talks like that 
should consider what he is giving to 
his employes beside their money re
turn.

They are entitled first of all to an 
honest employer who will remember 
all the time that there is one rule 
that holds in all business transac
tions and that rule is the Golden 
Rule. Employes are entitled to a 
good example, to one tha t will serve 
to make better business men of 
them if they follow it. They are 
entitled to work for a man who treats 
them as fellow men, as equals.

In  all probability the employe who 
comes into your service comes with 
a preconceived opinion of your char
acter. He probaby knows pretty  well 
what kind of a man you are. If there 
is anything you like a new employe 
to have when he comes, it is a favor
able opinion of the place to which 
he is coming. This cannot be if you 
are not making it a part of your bus
iness to be the right kind of an em
ployer. There is going to be no half
way business with your reputation. 
You are known as honest or dishon
est, square or tricky, and the people 
whom you may want to get into your 
employe are well informed on the 
subject.

The cheap employer will attract the 
cheap class of help and he will not 
be able to get any others. If a cheap 
employer does get hold of a good 
employe, that good employe will soon 
either leave him or degenerate into his 
class. The cheap, third rate employer 
will inevitably have a store filled 
with third rate help and he 
will do a third rate business. His 
customers will be like his help. Thus 
an employer’s own class determines 
the success or failure of his busi
ness.

The cheap employer—the men who 
cannot keep good help—will fare badly 
at the hands of his competitors, for 
they will get the good help and the 
good customers while he will have to 
take the leavings.

I t is not uncommon for a m erchant 
to say that it is none of his business 
what his employes do when they are 
out of the store, tha t he has no con
trol over their actions outside of the 
business. Neither is it uncommon 
for clerks to say that it is none of 
their employer’s business w hat they 
do after they have done their day’s 
work.

Both these classes are wrong if the

employe does not conduct himself 
as a good citizen should when out 
of the store. The employe vho dis
sipates after business hours will not 
be able to earn his pay during busi
ness hours. High class service calls 
for a straight, honest life all the 
time, not merely when on the job. 
And just here a good many employ
ers fall down. They find it easier to 
let their help go their own way nights 
and Sundays than it is to try tc help 
them go the right way. An employer 
assumes a certain responsibility when 
he hires help, especially when the 
help is young and inexperienced. He 
ought to make it his business to keep 
his help straight, as far as he can, in 
business hours and out. This is a re
sponsibility that cannot be thrown 
down honestly. I t belongs to a man 
to carry it.

A lack of personal interest in the 
people who work for a man will sure
ly be followed by a lack of their in
terest in his business and in its suc
cess. If you consider your clerks, 
your salespeople, mere cogs in your 
business wheels, you will be very like
ly to find that they are mere cogs 
and probably not very good cogs at 
that.

W hen you have an employe who 
seems to be interested in nothing but 
wha,t is coming to him Saturday night 
in his pay envelope, instead of allow
ing yourself to be disgusted at the 
lack of ambition displayed, see what 
you can do to develop an ambition. 
Set the employe at some special work 
with plenty of encouragement to do 
it well and then pass out words of 
appreciation as care and intelligence 
are shown. A genuine appreciation 
of an employe’s work is worth more 
sometimes than an advance in wages. 
It will certainly do more to make a 
better employe than an increase in 
wages will do.

Nagging is a common and an aw- 
full fault of employers. They are eter
nally finding faults, petty faults, in
significant mistakes. Of course em
ployes make mistakes. All humanity 
does, but to walk rough-shod over 
one for the trivial error will not leave 
a good feeling. It is not the making 
of mistakes that is important. I t is 
the remaking of them, the making of 
the same mistakes again. Of course 
help needs to be corrected and, per
haps, even disciplined, but nagging 
and petty discipling will spoil the best 
of men or women.

Employes like a store where there 
is a chance for them to get ahead. 
They like a boss who recognizes abil
ity and rewards it without being ask
ed to. They like a store too where 
wages are forthcoming every pay day 
without any delays.

The employer who cannot pay out 
wages without acting as if it hurt him 
somewhere to part with the money 
will never be a favorite with his help. 
A clerk’s pay belongs to him on pay 
day and it ought to be given him 
cheerfully if he is to be expected to 
give his services cheerfully.

The suspicious employer is always 
an unpopular employer. Probably 
employes expect their employer to be 
careful to see that no one robs him 
and that he gets all that is coming

to him, but there are different ways 
of accomplishing that end. To spy 
upon employes is to gain their ill will 
when discovered.

Of course the store ought to have 
a cash system that will make it un
necessary to play the private detec
tive all the time. Then when there 
is an inkling of anything being wrong 
the m atter should be taken up at once 
and discussed in a manner open and 
above-board without waiting for sus
picions to develop.

No honest man takes exception to 
open investigation of the cause of a 
loss and the dishonest certainly have 
no reason to find fault if they are 
brought to book for their dishonesty.

T reat your help as you would like 
to be treated before you became a 
boss yourself. If you follow this 
plan there is no question as to your 
being a successful employer.

Frank Farrington.

If we can let out a hearty laugh 
once an hour we'll never be troubled 
with indigestion.

S U N B E A M  
Horse Collars

As manufacturers of this line 
we are pioneers and have always 
been LEADERS, and the imprint 
“SUNBEAM” on a Horse Collar 
stands for the best product pos
sible, both in quality of mate
rials and in honest workmanship.

Our full line is illustrated and 
minutely described in our Big 
Catalogue No. 8.

Brown & Sehler Co. 
Home of Sunbeam Goods 

GRAND RAPIDS, - MICHIGAN

AWNINGS

Our specialty is A W N IN G S F O R  S T O R E S  AND  
R E SID E N C E S . W e make com m on pull-up. 
chain and cog-gear roller awnings.
T ents, Horse and W agon Covers, Ham 
m ock Couches. Catalogue on application.

CHAS. A. GOYE, INC.
Campau Ave. and Louis St., Grand Rapids, Mich.

GEO. H. DAVIDSON 
Consulting Contractor and Builder

Estimates and Superintendence Furnished 
on Short Notice

319 Fourth National Bank Bldg.
Gitz. Phone 2931 Grand Rapids, Mich.
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Features the Hot Weather Shoe 
Should Possess.

W ritte n  fo r th e  T rad esm an .
It is not putting it too strong to 

say that no other article of wear has 
more to do with personal comfort 
in hot weather than shoes.

No m atter how fitly and comfort
ably the rest of the person may be 
clothed, if one’s feet are cramped in 
hot, stuffy shoes, “suffocated,” reek
ing in perspiration, and shot through 
and through with more or less pro
nounced sensations of ill comfort— 
the whole body emphatically is not, 
and cannot be, full of comfort.

Wlhile the so-called “uncomely 
members" cannot frame their griev
ances in words of protest and hurl 
them at the offending head, it is a 
well known fact that suffering feet 
have a way of making it known that 
all is not well with them.

A well disposed nervous system, 
endurance, and general fitness and 
efficiency, as well as comfort, depend 
in a large measure, upon the health 
and comfort of the feet; and, inas
much as nearly all foot troubles and 
discomforts are aggravated by hot 
weather. it behooves sensible 
people to give their feet all the rest 
and comfort and health they can dur
ing the hot weather.

Irriatability, nervousness, depression 
of spirits, “that tired feeling,” and 
many other familiar symptoms inci
dent to hot weather ailments, pro
claim the fact that something is out 
of kilter; for normally, people ought 
not to be troubled with such condi
tions. And in every instance there 
is a reason. In many cases the fruit
ful cause of physical suffering and 
mental unfitness may be traced to the 
sufferer's feet. The shoes don’t fit, 
or they are not adapted to the re
quirements of summer wear, or they 
fail to provide adequate ventilation 
for the feet, or the same pair of shoes 
is worn too many hours during the day 
or the feet are not given the care and 
attention due them on account of their 
sensitiveness and vital relation to the 
whole m atter of physical fitness and 
comfort. Thus it comes about that 
dimes spent with shoe dealers for the 
simple accessories of summer foot
wear comfort would save dollars paid 
to doctors and specialists. But all 
this sounds so simple and elementary 
to some people, they’ll perhaps won
der that I have thought it worth 
while to repeat them here. I am hop
ing my reason for so doing will be
come increasingly apparent as I pro
ceed.

Recent Achievement.
To begin with, we should remem

ber that the distinctively summer

shoe is, comparatively, a recent 
achievement. Time was—and it hasn’t 
been so very long ago—when shoes 
for winter and shoes for summer 
wear were very much alike in ma
terial, construction, weight, etc. But 
the day of the specifically and em
phatically summer shoe has arrived. 
And it’s a very different thing from 
the fall and winter shoe. I t differs 
also from the shoe designed and built 
for spring wear. I t ’s a hot weather 
commodity; and built primarily to 
provide foot protection and foot com
fort for hot, sizzling days and close, 
sweltering nights.

And yet—owing largely no doubt 
to the fact that men and women are 
not creatures of habit—many people 
know almost nothing about the sum
mer shoe and how to look after the 
feet in hot w eather so as to get 
through the heated term  with the 
maximum of foot comfort.

If you have ever interested your
self at all in educational processes, 
you have probably discovered the 
following: first, education on any sub
ject is causing people to know things 
pertaining to that subject; and, in 
the second place, you hardly ever 
make the mistake of going back too 
far and beginning with the most ele
mental things. .

Well informed shoe dealers tir e  in 
the possession of so much specializ
ed information about leather, shoes, 
shoemaking, the care of the feet, 
the care of shoes, and all kindred m at
ters, it is pardonably natural that 
they should suppose the average cus
tom er knows far more about such 
m atters than he actually does. There
fore the average shoe dealer assumes 
that the average man or women knows 
there is such a thing as a summer 
shoe, and that it possesses certain 
well known qualities that make it a 
desirable thing for summer wear. All 
of which, in many, many cases, is an 
unwarranted assumption. True, most 
people that get about at all, or look 
at shoe store displays, or read shoe 
store advertisements in the papers, 
do know that there is a so-called sum
mer shoe; but how many of them 
know why? Many of them, I dare 
say, are inclined to suppose that the 
main reason for exploiting summer 
footwear is to extract a few extra dol
lars from the public purse by prevail
ing on people to discard their old 
spring and winter shoes, and buy a 
pair of summer ones, before the old 
shoes are worn out!

No single individual is in a position 
to say to what extent verbal and per
sonal salesmanship in the shoe stores 
throughout the country is helping to 
educate the general public as to the

Tennis Business

BO O M IN G
43 Styles in Stock

The best way is to get our

Special Tennis Catalogue
Here is one of our specialties.

The only Tennis with a 
pneumatic heel.

As comfortable as a shoe.

M en's W hite Lenox Oxford —  $1.00 
M en's W hite Lenox B al............  1.10

GET INTO THE GAME

Grand Rapidsfihoe ARubberCo
The Michigan People Grand Rapids

Men’s Elkskin Bikes
A  Few  of the Fast Selling Num bers in  

Our Spring and Summer Line

IN STOCK 
FOR

IMMEDIATE
SHIPMENT

ORDERS
SOLICITED

These shoes are not made on the “how cheap” plan, but every pair is 
strictly up to the high standard of quality set for our product.
No. 804—M en’s  B lack  E lk  B ike, tw o  sole ......................................................... P r ic e  $2.00
No. 805—B oys’ sam e, s izes  3-5% .........................................................................P r ic e  1.75
No. 806— L.. G., sam e, sizes 10-12% ..................................................................... P r ic e  1.25
No. 835—M en’s  B lack  E lk  B ike % D ouble Sole (sam e  a s  804 on ly  2nd

q u a lity )  ex cep tio n a l v a lu e  .................................................................P r ic e  1.85
No. 809—M en’s B lack  E lk  B ike  sam e  a s  804 only  B l u c h e r ............ P r ic e  2.00
No. 820—M en’s  B lack  E lk  B ike sam e  a s  809 only  h a s  th re e  inch  cuff P r ic e  2.25
No. 856—M en’s No. 1 T a n  E lk  tw o  sole (E lk ) B ike ................... P r ic e  2.29
No. 857—M en’s  No. 2 T an  E lk  tw o  sole (E lk ) B ike ..................... P r ic e  2.00
No. 800—M en’s B row n E lk  tw o  H em lock  so les B ike ..............................P r ic e  2.00

HEROLD-BERTSCH SHOE CO.
Mfrs. of Serviceable Footwear Grand Rapida, Michigan
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nature and value of summer footwear, 
but it is evidently true that many a 
letail shoe advertiser is overlooking 
a fat opportunity for handing out sub
stantial and profitable information on 
this subject. Most of them talk style 
and shout price, but it’s the rarest 
thing that the newspaper shoe ad
vertisem ent describes to the reader 
substantial comforts and the endur
ing benefits of easing into a pair of 
shoes, on such and such a last, built 
specifically in harmony with the best 
accredited principles of heat-resist
ing footwear construction. W hat’s 
price compared with- comfort and 
health and productiveness? Style is 
well enough in its way, but with most 
people—and especially in hot weather 
—style is subordinate to comfort and 
health and efficiency. W hy, not, then 
make it so in the announcement?

As I see the m atter, the average 
advertiser of the summer shoe is 
missing his biggest opportunity. He 
appeals to one, or several, of the less 
im portant motives, leaving the biggest 
motive of all almost untouched.

If the People Only Knew.
I have contended right along—and 

I have never been more enthusiastic 
than now in my contention—that the 
people would buy more summer 
shoes, if they knew how necessary 
they are. You will notice I use a 
strong word—-“necessary.” But the 
word isn’t too strong. Summer shoes 
are necessary in the summer time— 
necessary to the health and comfort 
of one’s feet, necessary to good 
nerves and good digestion, necessary 
to an equable disposition and refresh
ing sleep, necessary to physical fit
ness and general efficiency.

Now in a time of apparent and as
tounding prosperity, when there’s 
money for everything—even down to 
the most frivolous and unconsequen- 
tial things in the m atter of amuse
ment, pleasure, luxury and adorn
ment—surely the public purse will not 
shut up like a clam in the face of a 
bona fide need! Not by a long shot! 
Convince your customer of the desir
ability of a personality-commodity; 
make him understand that it is speci
fically designed and made to meet a 
definite requirement—cause him to 
know that it actually does contribute 
to his comfort, well-being and health 
—and you immediately lay your fin
ger on the strongest sort of a motive.

And right here, it seems to me, is 
the retail shoe dealer’s biggest and 
best opportunity for increasing the 
sales of summer footwear—exploit
ing it aggressively and intelligently 
for what it is—something assuredly 
in the real thing needful to bodily 
comfort and personal efficiency.

But this subject of summer foot
wear and its possibilities is manifest
ly so large and so far-reaching, I 
cannot do any sort of justice to it in 
a single discussion. There are a good 
many things that I had hoped to 
touch upon that I haven’t been able 
to state in the briefest form in this 
article. These must be reserved un
til another time. Cid McKay.

The way of the transgressor is 
doubly hard when he has to convert 
bowlders into small pebbles.

Chrome Sole Leather.
Sole leather, tanned by the chrome 

process, is rapidly increasing in popu
larity, an indication of the marked 
tendencies of the day, namely the de
sire of manufacturers of fine shoes to 
increase the wear and efficiency of 
their product, even at the additional 
expense involved. The system of 
chrome tanning has two distinct ad
vantages over vegetable tannages, 
namely, its increased wear and its 
waterproof quality. These properties 
were first demonstrated in the tan
ning of goat skins, and then in other 
skins for upper leather, and then ap
plied to sole leather.

At first some difficulties were en
countered, owing to the bulkiness of 
the raw material, and the longer time 
needed for thorough permeability of 
the chemical processes, but study and 
experiment overcame these troubles, 
and to-day chrome sole leather is 
produced which in many ways is su
perior in appearance, durabilitty, and 
in non absorbent qualities is valued 
very highly by shoe manufacturers 
generally.

The value of this leather for light 
soles is one of its practical advant
ages, inasmuch as it is so durable 
that even if slight thickness it has 
sufficient wear to outlast the average 
upper, thus giving ease to the wear
er through light weight and flexi
bility, while affording commensurate 
service.

The color and appearance of sev
eral makes of chrome sole commend 
themselves to the manufacturers and 
to the consumer alike. To the manu
facturer a saving is made in the fin
ishing of the sole, while the color 
and “feel” of the same are pleasing to 
the buyer.

A Bar to Religion.
A certain farm er deacon was one 

of the best of men, but by nature 
very irascible. A cow was so dis
orderly, as the deacon was attem pt
ing to milk her one morning, that the 
old Adam got the better of him and 
he vented his excited feeling in a 
volley of execrations. At this mo
ment the good deacon’s pastor ap
peared on the scene, and said:

“W hy, deacon! can it be! Are you 
swearing?”

“Well, parson,” replied the deacon, 
“I didn’t think of anyone being near 
me; but the truth is, I never shall 
enjoy religion as long as I keep this 
cow.”

His Mining Profession.
“I believe you said, Rastus, that you 

had a brother in the mining business 
in the west.”

“Yeh, boss, tha t’s right.”
“W hat kind of mining—'gold min

ings, silver mining, or copper min
ing?”

“KJalsomining, sah.”

HONORBILT
SHOES

Well k n o w n  
am ong  con
sumers. The 
line that’s easy 
to sell.

The Latest Creation

Baby Doll and Mary Jane Pumps.

We have them in turns and McKays at $1.50, $1.75, and 
Goodyear Welts at $2.00.

We also have the latest in Colonial Pumps, at popular 
prices.

Send for Catalog.

Mail orders given prompt attention.

HIRTH-KRAUSE COMPANY
Tanners and Shoe Manufacturers 

GRAND RAPIDS, MICH.

O uting Bals and Bluchers
For General Service Wear

Our experience making this line 
of shoes has been progressive and 
the result is shown in their neat 
appearance.

List these stock numbers for your im
mediate use or future reference:
No. 3—Men’s Brown “All-Weather-Wear’’ Olympic Outing Bal 
No. 4—Men’s Black “All-Weather-Wear" Olympic Outing Bal-
No. 13—Men’s Black Olympic Elk Outing Bal. seconds..............
No. 56—Men's Black Zebu Outing Blucher. 8 inch cuff.................
No. 56M—Men’s Brown Zebu Outing Blucher. 8 inch c u ff..........
No. 5—Men’s Brown Olympic Elk Bal.............................................

Our salesman will be glad to call

^ 5 .

Rindge, Kalmbach, Logie Company
Everwear Shoe Manufacturers 

GRAND RAPIDS, MICHIGAN

PRICE 
.. $185 
.. 1 85 
.. 1-90 
.. 2.25 
.. 2.25 
.. 2-10
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Grand Council of Michigan U. C. T. 
G rand  C ounselor—E . A. W elch , K a la 

m azoo.
P a s t  G rand  C ounselor—Jo h n  Q. A dam s, 

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

S ag inaw .
G ran d  S e c re ta ry —F red  C. R ic h te r ,Tm vprsw* Pitv
G ran d  T rea su re r—J . C. W itliff, P o r t  

H uron .
G rand  C onducto r — W . S. L aw to n , 

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

C o ldw ater.
G rand  C h ap lain—T. J .  H an lon , J a c k -  

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

M artin , G rand  R ap id s; A ngus G. M c- 
E ach ro n , D e tro it;  J a m e s  E . B u 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 an d  13.

Michigan Division T. P. A. 
P re s id e n t—F red  H . Locke.
F i r s t  V ic e -P re s id en t—C. M. E m erson . 
Second V ic e -P re s id en t—H . C. C orne- 

lius.
S e c re ta ry  a n d  T re a s u re r—Clyde E . 

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

W . P u tn a m , A. B. A llport, D. G. M c
L a ren , W . E . C row ell, W a lte r  H . B rooks, 
W . A. H a tch e r .

Gabby Gleanings From Grand Rapids
Grand Rapids, June 1.—The new 

degree team of the A. M. of B. is 
doing some very good work. Mr. 
Lawton, Mr. Mellinger and Mr. M ar
tin arç particularly fine. At the, last 
meeting four candidates became ac
quainted with the ancient mysteries. 
They are George H. Clark, Edward
L. Laskey. Wm. C. Ingram  and 
Homer R. Bradfield. The charter will 
be closed in July, after which the fee 
will be $10, instead of the present 
amount, $5. All members in good 
standing in the U. C. T. are cordially 
invited to join under the open char
ter.

The hotel reservations for the con
vention at Saginaw are being rapidly 
taken. If you want good accommo
dations, you should get into communi
cation at once with Chairman John
D. Martin, of the Hotel and T ranspor
tation Committee.

In this age of frenzied finance, in
stead of tilling the soil, there are 
many soiling tbe till.

The final meeting of the U. C. T. 
dance committee has been held. The 
members are not disposed at this 
time to give a detailed financial re
port. However, they do advise all 
members who have been looking to 
this committee to furnish transpor
tation to Saginaw to make other 
plans. Better sell your old automo
bile tires, boys.

The tribes which inhabit the seats 
in the cars furnished by the Grand 
Rapids Street Railway Co. are but as 
a handful compared with the teem
ing millions hanging onto the straps.

Mr. and Mrs. Fred C. Richter, of 
Traverse City, were here to attend 
the funeral of Mrs. R ichter’s mother 
last Wednesday.

If you see Homer R. Bradfield 
walking down town from his home 
and he tells you he is doing so under 
instructions from his doctor, that is 
not the fact. If you see him out on 
the road walking from the hotel to 
the depot in place of taking the bus 
(the paid bus) and he tells you the 
exercise is good for his rheumatism, 
that is not the case. The real reason 
you can find by going up on the ave
nue, walking by H om er’s home and

taking a good look at the elegant new 
veranda around the front and sides of 
Hom er’s home. It sure is a dandy 
and the real reason for his pedestrian 
activities is because of his anxiety to 
conserve his finances until the im
provement is paid for.

The U. C. T. wrecking crew was 
called out for the first time not long 
ago on a Saturday afternoon to re
adjust a building or two on the farm 
of Secretary-Treasurer Hydorn which 
had been upset by a small cyclone 
which played some pranks in that 
neighborhood a few days previous. 
Damages were small, but there was 
no insurance.

A progressive movement has hit 
the village of South Boardman in the 
form of a new park opposite the G. 
R. & I. depot. New cement water 
tank and a bubbling drinking fountain 
are also some of the results. A move
ment is also on foot to install street 
lights.

E. E. Aldridge, of South Boardman, 
expects to move into his new store 
building about June 10.

J. A. Seiting, the popular landlord 
of the Hotel Seiting, at Kalkaska, has 
sold out to C. W. Swaverly, of that 
place, who is planning on several new 
improvements.

It is reported that W alter Ryder 
has had a good deal of luck fishing at 
Pentwater. He recently succeeded in 
catching one that was at least five 
inches long.

Learn one thing about D etroit this 
week: A recent newspaper item
stated: “Blazing celluloid nearly cost 
the ^ives of 150 persons in D etroit.” 
By ®knd bye the safety first move
ment will lead D etroiters to abandon 
the use of celluloid collars.

John Cummins, the popular sales
man for the Judson Grocer Co., who 
has called on the trade for the last 
twenty-five years for his house, has 
returned from his Shriner trip to A t
lanta, Ga., and the interesting points 
along the route. While on the trip 
Mr. Cummins visited Chattanooga, 
Lookout Mountain and several of the 
historic battle fields. While in the 
South he visited several wholesale 
groceries and came home filled with 
pride at the superiority of the N orth
ern wholesale houses, as compared 
with their Southern neighbors. John 
said this trip was the m ost enjoyable 
one of his life. He was greatly pleas
ed at the Southern hospitality he met 
at every stop. W ill E. Sawyer.

Boomlets From Bay City.
Bay City, June 1.—A small cyclone 

swept through a section of country 
about ten miles north of our city last 
W ednesday. Several barns were 
wrecked and the material of which 
they were constructed was scattered 
over a large area. A nother severe 
storm  swooped down upon Bay City 
and N ortheastern Michigan May 29 
and considerable damage was done. 
The rain, which fell in torrents, was 
badly needed, but it would have been 
more welcome w ithout its accompani
ment of wind.

Mrs. W. E. Bouchy has been re
moved to her home from the Bay City 
hospital.

Thomas Walsh, one of our leading 
merchants, has received a letter from 
Mrs W arren Egler, his daughter, re
siding at Aberdeen, W ashington,

which contains the information that 
she has been drawn for jury service 
during the next term  of court and 
the docket includes three murder 
cases and a number of other criminal 
cases. The statem ent . contained in 
this letter indicates that while equal 
suffrage confers greater privileges, it 
also brings added responsibilities.

The w riter was in N orthern Michi
gan last week and learned that noth
ing will cause a more severe case of 
insomnia than mosquitoes. He spent 
one night in a room the window of 
which was minus a screen and the 
battle that was fought during the 
night was an unequal one, because 
on one side there was only one man, 
and on the other there were thous
ands of well-trained mosquitoes. The 
man won the fight, but victory was 
not easy because N orthern Michigan 
mosquitoes have the fighting quali
ties of a Mexican rebel and are ex
tremely large, many of them weigh
ing several pounds. Just as the last 
mosquito in sight was killed the land
lord of the hotel rapped on the door 
and stated that it was time to get up 
for the early train. I t is needless to 
add that the w riter was already up.

Bay City will soon have the dis
tinction of being the only city in the 
State of Michigan having an avia
tion school. The school will be un
der the direction of L. H. De Remer, 
of our city, and ten pupils have al
ready been enrolled and a number 
have signified their intention to en
roll. Mr. De Remer is a professional 
aviator , and has made many daring 
flights in a W right machine.

Representatives of the D epartm ent 
of Commerce of the United States 
have been in this city several days ob
taining information regarding the su
gar industry. The object they have 
in view is to learn how much pro
tection the sugar industry needs.

The Rechlin block has been remod
eled and the Rechlin Hardware Co. 
held an opening May 28. This com
pany has been for many years one of 
Bay City’s most popular stores. In 
addition to a general line of hardware, 
furniture and specialties are carried 
in stock. The founder of this busi
ness was Gustav A. Rechlin, father 
of Fred A., W alter C. and A rthur J. 
Rechlin, three of the present owners.

Decoration day was observed in a 
commendable manner by our city and 
the old soldiers. Both living and dead 
were duly honored. Compared with 
the number who formerly joined in 
the Memorial parade, the veteran 
band was remarkably small. The 
thousand became one hundred, then 
ten and soon there will be only one.

Pub. Com.

Miehty Madcaps From Muskegon.
Muskegon, June 1.—We are sixty- 

one strong. Sixteen more members 
will give us two delegates at the 1915 
Grand Council, whose expenses will 
be paid. We can do it by all working 
together. Get busy, boys.

George Dixon, with the Badger 
Candy Co., of Milwaukee, reports 
good business from the North.

H arold Rosen, son of Isaac Rosen, 
of Rosen Bros, clothing store, spent 
a few days in Muskegon visiting his 
friends. He says Muskegon is the 
best town on the map. Although De
tro it is fine, it is too far from Mus
kegon to amount to much.

C. Brubaker, of Mears, spent a few 
days in D etroit last week. No won
der he is a good w riter when he goes 
to D etroit and takes lessons from Jim 
Goldstein.

Anderson Bros., of H art, have sold 
out to Sayles & Co., who will con
duct a first-class grocery store.

J. Redder, of Olive Center, sold out 
to Mr. Hendricks, of Zeeland. Mr. 
Hendricks will take possession June 
15.

The W alker Candy Co. is going to 
build a two-story addition to the fac
tory to take care of its increasing 
business. W ho said candy men don’t 
work.

Bert W aalkes has completed his 
one and one-half story bungalow at 
41 Catawba street, where he will move 
next week. The glad hand and sunny 
B ert’s smile will always welcome his 
friends at the above address.

In four days fourteen boats left 
for Chicago from Muskegon. They 
were none too many for the traffic 
either.

Read the Tradesm an and be happy.
Milton Steindler.

Cleaner Food on the Lakes.
Retail grocers along the Great 

Lakes who furnish lake vessels with 
food supplies have just received cir
cular letters from the Lake Carriers’ 
Association outlining a standard of 
cleanliness which they are asked 
henceforth to observe. Among other 
things the circular states: “Meats are 
to be kept in the refrigerator and 
away from flies and shall not be ex
posed to handling by prospective cus
tomers. Milk must be pure and can
not be transferred from one can to 
another until the cans have been 
thoroughly sterilized. Ice must un
der no circumstances come into con 
tact with food.”

Exaggeration may make a sale to 
day, but will it bring the customer 
back to-morrow for more goods or to 
complain?

A
Salesman’s
Salary
depends entirely upon his selling ability 
—ability to actually close sales.

Such ability is far more valuable 
than the ability to manufacture.

It makes no difference what you are 
selling, you need to understand the 
laws that govern salesmanship—the 
laws that teach you:

How to meet men.
How to arouse interest.
How to create desire.
How to close the sale.
Know these laws, follow them and 

you can successfully sell anything from 
tooth picks to locomotives.

No theories, no guess work, just 
straight talks on the laws of sales
manship.

It is simply a series of heart-to-heart 
talks by salesmen who have spent their 
lives selling goods—successful sales
men.

Give it a little of your spare time.
It will make good.
It will help YOU to make good.
It appears from week to week on 

this page of the Michigan Tradesman.
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DETROIT DETONATIONS.

Cogent Criticisms From Michigan’s 
Metropolis.

Detroit, June 1.—Learn one thing 
each week about D etroit: D etroit 
is the oldest fur post in the W est and 
produces more good fur than any 
city west of New York.

Non-im portant news: W e moved 
this week and coincident to the mov
ing, we are compelled to remark that 
even though Doc Cook prevaricated 
about discovering the pole, he is the 
essence of pure unadulterated- hon
esty as compared to the fellow who 
says it is cheaper to move than pay 
rent.

Im portant news: Bert McDermid, 
all round happy dispositioned big 
town merchant from a small town 
(Columbiaville), was a D etroit visitor 
last week. Accompanying Mr. Mc
Dermid was “Hank,” known as H en
ry Clay Whipple when signing legal 
documents and his children’s school 
report cards, also manager of Mr. Mc- 
Dermid’s general store. Hank is in 
the market looking for an automobile 
(auto salesmen take notice) and in
spected several (machines) while in 
the city.

More sad news for the calamity 
howlers: News reports state that sev
eral factories in E ast St. Louis are 
planning large extensions.

Mrs. Jessie Lahey, for many years 
proprietor of a millinery store at 26 
Broadway, after a few days’ illness, 
died at H arper hospital Sunday. Mrs. 
Lahey was one of the best known 
milliners in the city, where she has 
resided for over twenty-five years, 
coming to this city from Ogdensburg, 
N. Y. She is survived by two sis
ters, two brothers, a daughter and 
her mother, Mrs. C. Hall. The fun
eral was held Tuesday at the family 
home, 15 Labrosse street.

R. R. Thomas, of Champion, paid 
D etroit a visit last week in the inter
est of his general store.

D. A. Jolliffe, of Plymouth, was a 
business visitor in the city last week.

Our new address is 202 M ontclair 
avenue; telephone, H ickory 1675 W. 
Now for some news items.

Over 700 Michigan avenue m er
chants have arranged for a great cele
bration in August to bring to the at
tention of the city at large the many 
business improvements accomplish
ed on the street during the past three 
years. To give an idea of what pro
portions the- celebration will be, ten 
bands with over 200 pieces have been 
secured to furnish the music. A pa
rade with over 200 floats will be giv
en in the afternoon and music will 
be heard the entire day. Between 
$10,000 and $15,000 will be spent for 
decorations alone. The arc lights 
which extend the length of the ave
nue will be connected by long strings 
of incandescent lights, making a bril
liantly lighted thoroughfare for a dis
tance of nearly four miles. I t was 
through the efforts of the Association 
that the present splendid system of 
lighting was installed. A general 
committee has. been appointed, with 
William C. Regan as chairman; John 
C. Nagel, T reasurer; Louis Sass, F i
nancial Secretary and G. R. Treanor, 
Secretary. W illiam Heimbuch, Max 
Schlemtz, G. L. Blackburn, H enry H. 
Sarbinowski, C. D. McCauley, S. Sil- 
berstein and Isaac Schorr complete 
the committee. The advertising com
mittee is composed of S. Silberstein, 
C. D. McCaulay and G. L. Blackburn.
I. Schorr will look after the music 
and bands. W hat is good for Michi
gan avenue is good for every town in 
Michigan. A celebration that will 
bring the farmers and residents of 
surrounding towns, where they can 
come in contact with the live m er
chants and their places of business, is 
bound to prove beneficial to all con
cerned.

G. F. Richard, of the J. L. Barden 
furniture store, Ithaca, was a business 
visitor in D etroit last week. Coming 
to D etroit is but one of the many

good bits of judgm ent used by Mr. 
Richard.

The fellow who tries to eat his 
steak in two bites is like the merchant 
who sells his goods without sufficient 
profit to pay expenses—he bites off 
more than he can chew.

The following letter was sent to us 
by a salesmanager who read our citi- 
cism of a Michigan hotel recently: 
“I instructed my men to cut out the
-------- and only wish more men would
wake up and refuse to stand for the 
impositions of some of the hotels. The 
rates charged by some of them are 
way out of proportion to the service 
they should give. W hy don’t the trav
eling men or, at least, the 
United Commercial Travelers or
ganization get together to find some 
relief from the vexing hotel question?
I enjoyed your criticisms of the--------
hotel very much.”

W ho is willing to give up $1.75 for 
50 cents’ w orth of hotel life?

And some of those same traveling 
men who are lavish with their (firm’s) 
tips and never murmur when they are 
held up by some of the hoggish hotel 
managers will make their wives walk 
seventeen blocks to save 2 cents on 
a pound of butter.

Alderman O tto Reinhardt, manager 
of the local branch of the Hubmark 
Rubber Co., is again able to be 
around, after being confined to his 
home by illness.

Nobody home. We are unable to 
sign full recommendations to the fol
lowing until sufficient news items are 
received:

Bill Freleigh.
Tom Burton,
O rla Jennings.
Guy Caverly.
Allen Cotton, general m erchant at 

H art, was in D etroit on a combined 
pleasure and business trip last week 
He was a delegate to the Republican 
joy fest held in the city on Tuesday. 
Allen is one of the few ex-traveling 
men who are in business and know 
how to use a traveling man in the cor
rect manner. He represented an 
Ionia concern on the road several 
years ago.

Eighty-tw o per cent, of the travel
ing men are married. About 3 per 
cent, are willing to admit it on the 
road.

John Fowler, one of Pontiac’s live 
druggists, was in D etroit last week 
on business.

Sol Gittleman, who has been locat
ed in Lakeview for the past twenty 
years, where he has conducted a dry 
goods and clothing store has moved 
his family to Detroit. He will repre
sent an Eastern neckwear manufac
turer and will have an office and sam
ple room in the Avenue theater build
ing.

“Tom ” Griffith, form er departm ent 
manager for Burnham, Stoepel & Co., 
and now a successful m erchant in Mt. 
Clemens, is again able to be out and 
around after sustaining severe bruises 
received in a fall a few weeks ago 
According to our informant, Mr. Grif
fith’s face—which by the way, was al
ways fair to gaze up—has again re
gained its normal shape.

According to Leslie Runner, the 
Shelby m erchant and champion food 
dispatcher, singing is a wail with a 
college education.

The Pere Marquette, in following 
up its advertising and educational 
campaign, has issued a booklet de
scribing the many fine vacation places 
situated along its route. The booklet 
shows beautiful views and points 
of interest. Maps also identify the 
location of the resorts and connect
ing lines of railroad.

He laughs best who has his home 
in Detroit.

Ed Allen, general m erchant at 
Bradley, with a company of friends, 
attended the Republican rally last 
week.

A vacant store in the L iggett build
ing has been donated for the purpose 
of maintaing a grocery store on Blue 
S tar day, June 6, the proceeds to be

given to the tuberculosis sanitarium. 
The groceries will be sold at market 
prices. Members of the Tuberculo
sis Society will use their automobiles 
for delivery purposes. All goods un
sold will be given to the tuberculosis 
sanitarium.

Mr. Powell, manager of the cloth
ing and furnishing goods store of G. 
W. Carpenter of Lapeer, was in De
troit on a business trip Monday.

Some people will tell you that a 
millionaire is to be pitied more than 
envied and will then proceed to work 
twenty hours a day to get rich.

H. J. Meyer, Redford druggist, was 
in D etroit last week on business.

George M. Beemer, of Corunna, 
was in D etroit last week in the inter
est of his dry goods store.

From the hotel business to the dry 
goods business is, to use the slang ex
pression, “some jump.” But to take 
on a run-down stock of dry goods and 
a worse run-down business with ab
solutely no experience whatever is a 
still greater feat. Such was the rec
ord of William Maurer, who con
ducts a store at the corner of Four
teenth and Michigan avenues. Before 
coming to Detroit, about eight years 
ago, “Bill” Maurer was located in 
Adrian, at the Lawrence House, but 
desiring to take his family to a place 
where there were greater educational 
advantages, he did the only logical 
thing a man of keen judgment could 
do—he came to D etroit and purchased 
the stock of goods at his present lo
cation. W ith his pleasing personality, 
coupled with a natural business acu
men, he built up the present paying 
business he now controls.

F. R. Smith, who owns a general 
store in Somerset, was in Detroit 
last week in the interest of his store.

We wish to place on the honor roll 
for their kindly assistance in furnish
ing news items for these columns 
during the month just closed:

John McMahon.
Elmer Brevitz.
Jack Blitz.
A. G. McEachron.
Charles Reattoir.
A t the meeting held by Cadillac 

and No. 9 Councils Saturday night, 
final arrangem ents were made for the 
trip to Saginaw, which will be made 
by trolley. Four candidates were ini
tiated, but owing to the nervous con
dition of the household and tele
phones brought 'about by transfer
ring our household effects from 
thither to hither, we did not receive 
the names in time for this week’s 
publication.

M. H. Webb, of the exclusive dry 
goods firm of Nissley, W ebb & Marrs, 
Ypsilanti, was a D etroit business vis
itor last week.

A dead-beat may be ever so clever, 
but not so much so that he can event
ually cheat the undertaker out of a 
job.

Mr. Bentley, of Bentley Bros., Elm, 
made a business trip to D etroit last 
week.

Frank Schneider, the happy repre
sentative for the J. F. H artz Co., cele
brated his birthday a few days ago. 
Just to show that there was no par
tiality to be shown any particular line 
of business, he had the following dif
ferent lines of merchants assist in a 
real double-barreled celebration: U n
dertakers, saloonists, contractors, 
physicians, traveling men and, last 
but not least, the merchant prince of 
Snuff Junction—George Netschke — 
and their wives.

Mr. Fisher, of Fisher Bros., Mill
ington, well-known in D etroit among 
the local jobbing houses, was in De
tro it last week on business.

The auto races held in Indianapolis 
last week were rather disappointing to 
the public—there wasn’t a person kill
ed.

Despite the alarming reports of 
business conditions by some of the 
alarmist newspapers, every now and 
then we find where some firm or other 
manages to show a volume of business 
equal or better than that of a year

ago. The Acme W hite Lead & Color 
W orks declared the usual 1J4 per 
cent, quarterly dividend last week. It 
also reports business equal to that of 
last year at this time.

Welcome to our midst Milton 
Steindler, of Muskegon. In taking 
the pencil where Mr. Munroe left it, 
he has a good example to follow. Mr. 
Munroe was a clever writer.

F. W. A. Vesper, assistant general 
salesmanager for the Buick Motor 
Co., at Flint, has tendered his resig
nation and will make his future home 
in St. Louis, Mo.

F. C. Larsen, of Manistee, who re
cently suffered the loss of his large 
department store by fire, was in De
troit for a few days this week on a 
business trip.

H. M. Hamburger, 154 St. Aubin 
avenue, has leased the store building 
next door to his present place of busi
ness and will move into it as soon as 
it is remodeled. The new building, 
which is on the corner, will give Mr. 
H am burger much needed room, ne
cessitated by the rapidly increasing 
business.

A. E. Kent has hied himself on his 
craftily planned N orthern trip. Not 
wishing to cast any aspersions on 
Seabury & Johnson’s able representa
tive, we are loth to remark that a 
trip to Northern Michigan at this time 
of the year is delightfully pleasant.

J. W. Bird, of Pontiac, and well- 
known throughout the State as one of 
Pontiac’s successful veteran clothing 
merchants, has been confined to his 
home with a severe attack of stom
ach trouble, but at this writing is 
again able to be about. The firm 
which Mr. Bird founded is now known 
as Bird & St. Louis, the son, Lester, 
stepping into the place his father va
cated.

Insects and tree diseases do yearly 
$50,000,000 worth of damage in the 
United States. No wonder people go 
“bugs.”

H arry Neely, clothing merchant of 
St, Johns, visited Detroit last week.

H arry D. Allgeo, W ayland’s popu
lar druggist, was a Detroit visitor last 
week.

Tom Jones, former advertising 
manager of the R-C-H Corporation, 
has accepted a like position with the 
Empire Automobile Co. of Indianap
olis. Mr. Jones left Detroit to accept 
a position as advertising manager of 
the Marion Co. of Indianapolis.

B. E. Post, general merchant of 
Belleville, was in Detroit on business 
last week.

You cannot tell by looking at a 
horse how fast it can run, neither can 
you tell how much a salesman can 
sell by the amount of hot air he emits.

Governor Ferris will accompany the 
Board of Commerce on its cruise to 
Duluth, June 18 to 22 and is booked 
for a speech the first night out. For
mer Governor Chase S. Osborn and 
Attorney General Grant Fellows are 
the latest recruits booked for the trip. 
The “cruisers” will be welcomed at 
Duluth by Governor Eberhardt. Sat
urday will be devoted to stretching 
their “sea legs” and doing Duluth. 
Mayor Marx will accompany the par
ty on the trip.

“Nick” Schweinfurth, for thirty-five 
years departm ent manager in Cook & 
Feldher’s department store, Jackson, 
proprietor of the famous Highland 
poultry farm and author of different 
articles relating to the furtherance of 
the poultry business, was in D etroit 
last week on business for his depart
ment. Mr. Schweinfurth is a mem
ber of the firm. He would be pleased 
to correspond with anyone interest
ed in the poultry business.

Eighty-five marriage licenses were 
issued and thirty-three divorces were 
granted in D etroit on June 1. W ho is 
to blame June, anyway?

Ed. Moyers, city salesman for Ed- 
son, Moore & Co., is suffering from 
old age. Ed. attributes his suffering 
to rheumatism.

George B. Uht, dealer in furniture 
(Continued on Page 48.)
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Michigan Board of Pharmacy. 
P re s id e n t—¡Will E . Collins, Owosso. 
S e c re ta ry —E. T. Boden, B ay  C ity. 
T re a s u re r—E. E . F a u 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. S e ltzer, D etro it.

Mchigan State Pharmaceutical Associa
tion.

P re s id e n t—D. G. Look, Low ell. 
V ice -P re s id en ts—E. E . M iller, T ra v 

e rse  C ity ; C. A. W eaver, D e tro it.
S e c re ta ry —V on tV. F u rn iss , N ashv ille . 
T re a s u re r—E d. V arnum , Jonesv ille . 
E x ecu tiv e  C om m ittee—D. D. A lton, 

F rem o n t; E d. W. A u stin , Mid lan d ; 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 e tro it.

Michigan Pharmaceutical Travelers’ As
sociation.

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

G rand  R apids.
Grand Rapids Drug Club. 

P re s id e n t—W m . C. K irch g essn e r. 
V ic e -P re s id en t—E. D. De L a  M ater. 
S e c re ta ry  a n 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 a n ; H en ry  R iechel, T h e ro n  Forbes.

Value of Regular Custom in the Drug 
Business.

The older a man grows in busi
ness experiences, the better he will 
realize the fact that it pays to be wise 
in the beginning, or at least to do 
his best thinking before any action 
is taken. There are any number of 
excellent opportunities which we 
have been compelled to pass, through 
either a real or imaginary lacking of 
the some-one-thing or another nec
essary to bring about a complete suc
cess of the opportunity offered. I t may 
be a lack of capital, courage or court 
plaster, and it is sometimes a very 
difficult m atter to tell just which 
would prove the best. Perhaps in 
some cases all three would be neces
sary and even preferable.

But, in plain business language, it 
pays to think before you act in every 
business transaction, provided your 
thoughts move fast enough. Espe
cially is this true in the m atter of em
barking in a new business or in per
forming a new business transaction of 
any kind. T ry to see it from the most 
sensible point of view. Endeavor to 
find out why it will pay to make the 
venture, where the possibilities of suc
cess really lie, and what may com
prise the chances of failure.

Try, above all things, to weave into 
your drug business as much regular 
dependable custom as you possibly 
can, remembering that it is the regu
lar income that can be depended upon 
and not the transient drug orders. Of 
course in some cases a business will 
be productive of good results during 
a certain season when the goods are 
in demand, but have little trade after 
the season is over. This cannot be 
prevented, and the only thing to do is 
to get all the business posible dur
ing that particular season.

In order to provide for a regular in

come it will be necessary for you to 
take every possible care of all new 
custom and endeavor to hold it for 
future sales. There should be some 
form of drug advertising m atter sent 
to all of the customers on your books 
at least once a month. Present to 
old customers every new remedy you 
have to offer which will interest them 
in any way. This continued solici
tation will soon produce an income 
for you that can be depended upon, 
and will enable you to determine 
about how much advertising you can 
afford to do each month.

If you issue a catalogue, you will 
find that a few supplements to it, 
printed and sent at different intervals, 
will pay. Call particular attention to 
the goods in the supplement in a cir
cular letter and ask for a renewal or
der.

The quality of your advertising m at
ter must be considered as regards 
the stock used by the printer. For 
ordinary purposes a good white pa
per will answer, but for high-class 
work you will need one of hundreds 
of styles of high-priced prin ter’s pa
pers, sample of which any printer will 
show you. Select carefully and in 
keeping with the drugs you advertise.

In all your advertising m atter talk 
straight from the shoulder, and say 
about the same thing as you would 
if you met your customer face to face. 
Be square, frank and truthful.

Do not dwell at great length upon 
minor points, but be careful that all 
of the strong and vital points have 
received adequate attention.

Color effects in advertising m atter 
should be chosen wisely or not a t all. 
Select colors that blend nicely w ith
out giving the cheap, gaudy effect of 
so much color work.

Again, do not order in too large 
quantities. It is very often the case 
that a piece of literature will be 
found to need some slight changes 
after your first lot has been printed; 
then the evil may be remedied in your 
second order. However, your order 
should always be large enough to 
save you money, for printing comes 
much cheaper in large quantities.

Catarrh Inhalant.
Oil pinus sylvestris .................. 2 drs.
Menthol ........................................15 grs.
Thymol ......................................... 15 grs.
Camphor ...................................... V i dr.
Eucalyptol ...................................  5 drs.

Mix and dissolve.
Fifteen drops of this mixture put 

into a pint or more of boiling water 
and the vapor inhaled is recommend
ed to clear the nostrils and soothe the 
throat and relieve cold or catarrh in 
the head.

Maintain a Mailing List.
In  these days of extensive adver

tising it is good business policy for 
every druggist to maintain a mailing 
list of names and addresses. The 
trouble of getting up such a list is not 
great, and after you have it in shape, 
a very little effort will suffice to keep 
it down to date. Its  value is unques
tioned. I t  gives you a list of sub
stantial people to whom you can mail 
booklets, circulars, and price lists, 
and this is much better than select
ing names at random every time you 
have any advertising m atter to send 
out. Druggists who have no regular 
lists are forced to compile a list every 
time they send out a bunch of adver
tising matter. I t may be that they do 
this work four or five times a year, 
thus putting themselves to a great 
deal of extra trouble. I t would be 
much better to maintain a standing 
list.

A good way to compile a mailing 
lis t is to procure a substantial blank 
book, one large enough to allow 
plenty of room for alterations and 
additions. If you keep at it, your list 
is bound to grow, and of course there 
will be changes of address from time 
to time. A book with projecting in
dex tags is well adapted to the pur
pose. Allow four or five pages for 
each letter of the alphabet if the 
book is- large. It may be that you 
will need to allow more if you are 
using a small book. L etters like I, 
Q, U, V, X and Z will not need so 
much space as the others. Allow for 
plenty of room. If you have too much 
space it will make no difference. If 
you have too little, you will have to 
start a new book before very long.

Manufacturers, jobbers and agents 
are constantly offering to distribute 
calendars, almanacs, price lists, blot
ters, and samples of all kinds for the 
benefit of druggists who will furnish 
them with mailing lists. The printed 
m atter thus offered for distribution 
is often very attractive and the dis
tributors are willing to go to consid
erable expense and trouble, printing 
the druggist’s name and business card,

and looking after all details. All 
that the druggist is required to do is 
to furnish the mailing list. Some 
valuable samples are frequently of
fered for distribution in this manner, 
including soaps, face powders, candies, 
perfumery, toilet preparations, not to 
mention the numerous medical sam
ples constantly coming to hand. These 
offers are often well w orth accept
ing, and if judiciously handled will 
give you some excellent advertising.

To build up a mailing list, you will 
find it as d odaod odaow odaohm 
find it advisable to utilize many 
sources of information. As a starter, 
of course, you will note the addresses 
of all customers who order goods de
livered. Then you can supplement 
this by consulting the directory, the 
telephone book, and by frankly ask
ing for addresses as opportunity of
fers. Plenty of people like to receive 
samples and this affords an excuse 
for asking for addresses. I t  is not 
a bad plan to jo t down any data that 
crops up about people who are inter
ested and with all hands working to 
gether you will soon have an ex
tensive mailing list. You will find 
it valuable in many directions.

Quotations on Local Stocks and Bonds. 
Public Utilities.

Bid. A sked.
Am . L ig h t & T ra c  Co., Com. 337 
Am. L ig h t & T rac . Co., P fd . 107 
Am . P u b lic  U tilitie s , P fd .
Am. P ub lic  U tilities , Com.
C ities  S erv ice  Co., Com.
C ities  Serv ice  Co., P fd .
C itizens  T elephone  Co.
C om w ’th  P r . R y. & L t., Com. 58% 59% 
C om w ’th  P r . Ry. & L t., P fd . OA 01 
C om w ’th  6% 5 y e a r  bond 
Pac ific  G as & E lec. Co., Com. 39 
T en n essee  R y. L t. & P r .,  Com. 14 
T en n essee  Ry. L t. & P r .,  P fd . 70 
U n ite d  L ig h t & R ys., Com.
U n ited  L ig h t & R ys., P fd .
U n ited  L t. & Ry. new  2nd P fd . 68 
U n ited  L ig h t 1st a n d  re f. 5% 

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

D en n is  C an ad ian  Co.
F u rn itu re  C ity  B rew in g  Co.
Globe K n itt in g  W orks , Com. 135 
Globe K n itt in g  W orks , P fd .
G. R. B rew in g  Co.
C om m erc ial S av ings  B an k  
F o u r th  N a tio n a l B an k  
G. R. N a tio n a l C ity  B an k  
G. R. S av in g s  B an k  
K e n t S ta te  B an k  
P eo p les  S av ings  B an k

337 341
107 109

71 74
45 49
87 89
72 74
77 79
58% 59%
80 81
98 100

. 39 41

. 14 16

. 70 72
74 76
74 76

. 68 71

89
ocks.
100 102
64 70

135 145
97 100

130 140
215 218
215 220
174 178
255
255 265
250

After you have accomplished a 
really good thing get busy again.

RAMONA RESORT
Among the special features of the summer season 

which attract visitors to Grand Rapids are—

Ramona Theater, with comprehensive vaude
ville programmes twice daily.

The Wonderful Derby Racer, which affords a 
thrilling ride.

Tw o big new free picnic pavilions in the New  
Family Picnic Grove.

Ramona Dancing Casino, where all the new  
dances prevail.

Rejuvenated Ramona is ready for your enjoyment 
and a hearty welcome awaits you at all times.
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WHOLESALE DRUG PRICE CURRENT
A cids

4>

A cetic  ................. 6 #  8
B oric  ................... 10 @ 15
C arbolic ............. 16 @ 20

C i t r i c ................. 73 @ 80
M u ria tic  ............. 1%@ 5
N itr ic  ................... 5%@ 10
O xalic ................. 13 @ 16
S u lphu ric  ........... 1%@ 5
T a r ta r ic  ............. 38 @ 45

Ammonia
W ater , 26 deg. ... 6%@ 10
W ate r , 18 deg. .,. 4 % #  8
W ate r , 14 deg . . . 3%@ 6
C arb o n a te  ......... 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 o lu  ............. .. 1 0(>@1 25

B errie s
C ubeb ................... 6 5 #  75
F ish  ..................... 1 5 #  20
J u n ip e r  ............... 7 #  10
P rick ley  A sh  . . . @ 59

B ark s
C assia  (o rd in a ry ) 25 
C ass ia  (S aigon ) 6 5 #  75
E lm  (pow d. 25c) 2 5 #  30
S a s sa fra s  (pow . 30c) @ 25 
Soap C u t (pow d.

25c ...................  15 @ 20

C upbebs ............. 4 25 @4 50
@2 50 
#  85

E rig e ro n  
E u c a ly p tu s  
H em lock , p u re  . .  @1 00
J u n ip e r  B errie s  . .  @1 50
J u n ip e r  W ood . .  4 0 #  50
L ard , e x tra  . . . .  8 5 # 1  00
L a rd , No. 1 ___  75 @ 90
L av e n ’r  F lo w ers  @6 00 
L av en d e r, G arden  85 @1 00
L em on  ............... 3 00@3 25
L inseed , boiled, bbl. @ 53 
L inseed , bdi. le ss  5 8 #  62 
L inseed , raw , bbls. #  52
L inseed , raw , le ss  5 7 #  61 
M u sta rd , t ru e  . .  5 00#5  25 
M u sta rd , a r t if i’l 2 75(3)3 00
N e a ts fo o t ........... 8 0 #  85
Olive, p u re  . . . .  2 o0@3 50 
O live, M alaga,

yellow  ........... 1 3 0 #  1 50
Olive, M alaga,

g reen  .............  1 30@1 50
O range  sw ee t . .  @4 50
O rganum , p u re  1 25@1 50 
O riganum , com ’l 5 0 #  75
P en n y ro y a l ......... 2 25@2 50
P e p p e rm in t . . . .  5 5 0 # 5  75 
R ose, p u re  . . .1 6  00@18 00 
R o sem ary  F lo w ers  @1 35
Sandalw ood, E .

I ............................
S a ssa fra s , tru e  
S a ssa fra s , a r t if i’l @ 60
S p e a rm in t . . . .  5 50@6 00 
S perm  . . .
T a n sy  . . .
T a r , U S P  
T u rp en tin e , bbls. @53%
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 50
W in te rg re e n , a r t ’l @ 50
W o rm seed  . . . .  3 50@4 oo 
W orm w ood . . . .  6 00 # 6  50

P o ta ssiu m

@7 00 
@1 10

90@1 00 
@5 75 

3 0 #  40

E x tra c ts
L icorice  .................  2 4 #  28
L icorice  pow dered  2 5 #  30

F low ers
A rn ica  .................  1 8 #  25
C ham om ile  (G er.) 2 5 #  35 
C ham om ile  (R om ) 4 0 #  50

Gums
A cacia , 1st .........  4 0 #  50
A cacia , 2nd .......  3 5 #  40
A cacia , 3d .........  3 0 #  35
A cacia , S o rts  . . . .  @ 20
A cacia , P ow d ered  3 5 #  40
A loes (B arb . P ow ) 2 2 #  25 
A loes (C ape P ow ) 2 0 #  25 
A loes (Soc. P ow .) 4 0 #  50
A safo e tid a  ......... @ 50
A safoetida , Pow d.

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

C am phor ...............  5 5 #  60
G uaiac  ...................  3 5 #  40
G uaiac , P ow dered  50@ 60
K in o  .........* . . . .  @ 45
Kino, pow dered  . @ 50
M yrrh  .....................  @ 40
M yrrh , P ow dered  @ 50
O pium  ........ 7 75@S 00
Opium , Pow d. 9 25@9 50
O pium , G ran . . .  9 25@9 50
Shellac  ...............  2 8 #  35
Shellac, B leached  3 0 #  35 
T ra g a c a n th

No. 1 ...............  1 40@1 50
T ra g a c a n th , Pow  7 5 #  85 
T u rp en tin e  ...........  1 0 #  15

L eaves
B u chu  ...............  1 85@2 00
B uchu , Pow d. . .2  00@2 25
Siage, bu lk  ........... 1 8 #  25
Sage, % s Loose 2 0 #  25 
Sage, P o w d ered  2 5 #  30 
S enna , A lex  . . .  4 5 #  50
S enna , T ln n ........... 1 5 #  20
S enna, T inn , Pow . 2 0 #  25 
U v a  U rs i ...............  1 0 #  15

Oils
A lm onds, B itte r ,

tru e  .........  6 00 # 6  60
A lm onds, B itte r ,

a r tif ic ia l .........  @1 00
A lm onds, Sw eet,

t ru e  ...................  9 0 #  1 00
A lm onds, Sw eet,

im ita tio n  ......... 4 0 #  60
A m ber, c ru d e  . .  2 5 #  30
A m ber, rec tified  4 0 #  50
A nise ....... 2 50 # 2  75
B erg am o n t ......... @8 00
C ajep u t ............... #  85
C ass ia  .................  @2 00
C as to r, bbls. an d

c an s  .................  12% @ 15
C edar L ea f . . .  90@1 00
C itro n e lla  ......... 75@ 85
Cloves ...............  @1 7 5 ..
C ocoanu t ...........  2 0 #  25
Cod L iv e r  ......... 1 10@1 25
C o tto n  S eed  . . . .  80@1 00
Qroton ..........   # 1  <0

B ic a rb o n a te  . . . . 1 5 # 18
B ich ro m a te  . . . . 13# 16
B rom ide  ............... 45 # 55
C arb o n a te  ........... 1 2# 13
C h lo ra te , x ta l  an d

pow dered  ......... 12 # 16
C h lo ra te , g ra n u la r 1 6 # 20
C yan ide  ............... 3 0 # 40
Iod ide ................. 3 20@3 40
P e rm a n g a n a te  . . 1 5 # 30
P ru ss la te ,  yellow 3 0 # 3b
P ru ss la te ,  red  . . 5 0 # 60
S u lp h a te  ............. 15 # 20

C elery  
C o rian d er
D ill .........
F en n e ll . .  
F la x  . . . .

9 #  12
9 #  12

F lax , g ro u n d  . . .  4 % #  
F o en u g reek , pow. 6 #  10
H em p  ...................  5 #  7
L obelia  .................
M u sta rd , yellow  
M u sta rd , b lack  
M u sta rd , pow d. 2 0 #  25
P o p p y  ...................  15 #  20
Q uince ...............  75@1 00
R ap e  .....................  6 #  10
S ab ad illa  ........... 2 5 #  33
Saba d ilia, pow d 3 5 #  45
S unflow er .............  5 #  8
W o rm  A m erican  1 5 #  20 
W orm  L e v a n t . .  5 0 #  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 enzo in  ...............  #  90
B enzo in  Com po’d
B u chu  ...................
C a n th a ra d le s  . .
C apsicum  ...........
C ard am o n  .........
C ardam on , Com p.
C atech u  ...............
C in ch o n a  ...........
C olchlcum  ...........
C ubebs .................

D ig ita lis  ............. @ 60
G en tian  ............... #  60
G inger ................. #  95
G ua iac  ................. @1 05
G uaiac  A m m on. @ 80
Iod ine  ................. @1 25
Iodine, Colorless @1 25
Ip ecac  ................... @ 75
Iron , clo ................ @ 60
K ino  ....................... #  80
M y rrh  ................... @1 05
N iix  V om ica . . . . @ 70
O pium  ................. @2 00
O pium  C am ph. . . @ 65
O pium , D eodorz’d @2 25
R h u b arb  ............. @ 70

Roots
A lk a n e t ...............  1 5 #  20
Blood, pow dered  2 0 #  25
C alam u s  .............  3 5 #  40
E lecam p an e , pwd. 1 5 #  20
G en tian , pow d. . .1 2 #  16
G inger, A frican ,

pow dered  ......... 1 5 #  20
G inger, J a m a ic a  2 2 #  25 
G inger, J am a ic a , 

pow dered  . . . .  2 2 #  28
G oldenseal pow. 7 00#7  50 
Ipecac, powd. 2 75#3  00
L icorice  ...............  1 4 #  16
L icorice , powd. 1 2 #  15
O rris, pow dered  2 5 #  30 
Poke, pow dered  2 0 #  25
R h u b arb  ...............  75#1  00
R h u b arb , pow d. 75#1  25 
R osinw eed, powd. 2 5 #  30
S a rsa p a r illa , H ond.

g ro u n d  .............  #  65
Sarsaparilla Mexican,

g ro u n d  ...............  5 0 #  55
Squills .....................  2 0 #  35
Squills, pow dered  4 0 #  60
T um eric , powd. 1 2 #  15
V alerian , powd. 2 5 #  30

Seeds
A nise  ...................  1 5 #  20
A nise, pow dered  2 2 #  25
B ird , Is  ...............  8 #  10
C an a ry  ...............  9 #  12
C araw ay  ...............  1 2 #  18
C ard am o n  ......... 1 85 @2 00

. .  30«
. 1 2 #  18 
. 2 5 #  30 

#  30 
4 % #  8

Paints
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 #  1% 
O chre yellow  le ss  2 #  5
P u tty  ...................  2%@ 5
R ed V en et n  bbl. 1 @ 1% 
R ed V en e t’n  le ss  2 @ 5
S h ak e r, P r e p r ’d  1 4 0 #  1 60 
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

insecticides
A rsen ic  ...............  6 #  10
B lue V itro l, bbl. #  5% 
B lue V itro l less  7 #  10 
B o rd eau x  M ix P s t  8 #  15 
H ellebore , W h ite

pow dered  ...........  1 5 #  20
In s e c t P o w d e r . .  2 0 #  35 
L ead  A rsen a te  . .  8 #  16
L im e a n d  S 'ulphur 

S o lu tion , g a l . . .  15 #  25 
P a r is  G reen  . .  15% # 20

Miscellaneous
A cetan a lid  ......... 3 0 #  35
A lum  ...................  3 #  5
A lum , pow dered  a n d

g ro u n d  .............  5 #  7
B ism u th , 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 a n th a ra d e s  po. 2 5 0 # 2  75
C alom el ...............  95 #  1 00
C apsicum  ........... 2 0 #  25
C arm ine  .............  # 3  50
C ass ia  B uds . . . .  #  40
Cloves ............... 3 0 #  35
C halk  P re p a re d  6 #  8% 
C h alk  P re c ip ita te d  7 #  10

.C hloroform  ........... 3 2 #  42
C hlo ra l H y d ra te  5 5 #  75
C ocaine .............  4 10 #  4 40
Cocoa B u tte r  . .  5 0 #  60
C orks, lis t, le ss  70%

90C opperas, bbls. 
C opperas, le ss  . .  
C opperas, powd. 
C orrosive  Sublm . 
C ream  T a r ta r  . .
C u ttlebone  .........
D ex trin e

#2#
4 #

85 #
3 0 #
2 5 #

7 #
D over’s  P o w d e r 2 0U#2

6#
5 #
#  1%

E m ery , a ll Nos.
E m ery , pow dered  
E p so m  S a lts , bbls 
E psom  S a lts , less  2 % #
E rg o t .................  1 5 0 #  1 75
E rg o t, pow dered  1 8 0 #  2 00 
F lak e  W h ite  . . . .  1 2 #  15
F o rm ald eh y d e  lb. 10 #  15
G am bie r .............  7 #  10
G elatine  ...............  3 5 #  45
G lassw are, fu ll case s  80% 
G lassw are, less  70 & 10% 
G lauber S a lts  bbl. # 1 %  
G lauber S a lts  le ss  2 #  5
Glue, brow n ........ 1 1 #  15
Glue, b row n g rd . i o #  15
Glue, w h ite  . . . .  1 5 #  25
Glue, w h ite  g rd . 1 5 #  20
G lycerine ...............  2 3 #  30
H ops .....................  5 0 #  80
Ind igo  ...................  85#1  00
Iod ine  .................  4 3 5 # 4  60
Iodoform  ........... 5 40#5  60
L ead  A c e ta te  . . . . 1 2 #  18
L ycopd ium  ......... 5 5 #  65
M ace .......................  8 0 #  90
M ace, pow dered  9 0 #  1 00
M entho l .............  4 25@4 50
M ercu ry  ............... 7 5 #  85
M orphine a ll b rd  5 05#5  30 
N u x  V om ica  . . .  @ 1 0
N u x  V om ica pow  @ 15
P ep p e r, b lack  pow  2 0 #  25 
P ep p er, w h ite  . .  3 0 #  35 
P itch , B u rg u n d y  1 0 #  15
Q u ass ia  .................  1 0 #  15
Q uinine, a ll b rd s  2 9 #  40 
R ochelle  S a lts  . .  2 3 #  30 
S acch a rin e  . . . .  1 5 0 #  1 75
S a lt P e te r  ...........  7%@ 12
Seid litz  M ix tu re  . .2 0 #  25 
Soap, g re e n  . . . .  1 5 #  20 
Soap, m o tt c as tile  1 0 #  15 
Soap, w h ite  c as tile

case  ...................  # 6  25
Soap, w h ite  c as tile  

less, p e r  b a r  . .
Soda A sh  ........... l%(j
Soda B ica rb o n a te  l%fl
Soda, S a l ...............  I t
S p ir its  C am p h o r.
S u lp h u r ro l l . .  . .  2%<j 
S u lp h u r Subl. . . .2 % (
T a m a rin d s  ...........  104
T a r t a r  E m e tic  . .  40$ 
T u rp en tin e  V enice  404 
V an illa  E x . p u re  1 004
W itc h  H aze l ___  650
Z inc  S u lp h a te  . .  7 #

1 9 1 4

Seasonable G o o d s
Linseed Oil Turpentine 

White Lead Dry Colors
Sherwin-Williams Co.

Shelf Goods and Varnishes
Shaker H ouse and Floor Paint
Kyanize Finishes and Boston 

Varnishes
Japalac Fixall Paris Green 

Blue Vitrol
Lime and Sulphur Solution

W e so lic it  y o u r  orders fo r  ab ove and w ill sh ip  
p rom p tly .

Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.

“AMERICAN BEAUTY” Display Case No. 412—one 
jlY. 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 t Largest Show  Case and Store Equipment Plant in the World 
Show Roams and Factories: N ew  York, Grand Rapids, Chicago, Boston, Portland

FOOTE & JENKS’ COLEMAN’S ( b r a n d )

Terpeneless Lemon and High Class Vanilla
Insist on getting Coleman's Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS, Jackson. Mich.

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

TRADESMAN COMPANY, Grand Rapids, Mich.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled 
a t market prices at date of purchase.

ADVANCED D EC LIN ED

Flour Cheese
Meal

Index to Markets L 2

@16
@16
@16
@16
@15
@15
@15%
@ 60
@85
@18@20

By Columns AMMONIA

A m m onia . .  
Axle G rease

Col.

B aked  B ean s  ...............  J
B a th  B rick  .....................  J
B lu ing  .............*
B re a k fa s t  Food
B room s .............
B ru sh es  .............
B u tte r  Color . .

C andles ...........
C anned  Goods 
C arbon  O ils . .
C a tsu p  .............
C heese .............
C hew ing  G um
C hicory  ...........
C hocolate

11-222
3
3
3
3

Doz.
12 oz. ovals  2 doz. box 75 

A X LE  GREASE 
Frazer’s.

lib . wood boxes, 4 doz. 3 00 
lib . t in  boxes, 3 doz. 2 35 
3% tb. tin  boxes, 2 dz. 4 25 
101b. pails , p e r  doz. . .6  00 
151b. pails , p e r doz. . .7  20 
251b. pails, p e r doz. ..12  00

BAKED BEANS 
No. 1, pe r doz. ...45@  90
No. 2, p e r doz. ...75@ 1 40 
No. 3, p e r  doz. ...85@ 1 75

BATH BRICK

Beans
B aked  ...................  85@1 30
B loom ingdale  . .  @18%
C arson  C ity  . . .  @18%
W ax  .....................  75 @1 25

Blueberries
S ta n d a rd  .................
Gallon .......................

Clams
L ittle  N eck, l ib . . .  
L ittle  N eck 

Clam 
B u rn h a m 's  
B u rn h a m ’s 
B u rn h a m 's

@1 00 
@1 50

E ng lish 95

C lo thes L ines  ............... |

BLUING
Jennings’.

C ondensed P e a r l B lu ing  
Sm all C P  B luing, doz. 45 
L arg e  C P  B luing, doz. 75

FOODSBREAKFAST
Cocoa
C ocoanut .......................  {?
Coffee ................................ “
C onfections ...................  ’
C racked  W h ea t ...........  j>
C rack e rs  .......................  "• 2
C ream  T a r t a r  ...............  °

D ried F ru i ts  ................. ®

F a rin aceo u s  Goods . . .  ®
F ish in g  T ack le  ...........  $
F lav o rin g  E x tra c ts  . .  ‘
F lo u r an d  F eed  ...........  •
F ru i t  J a r s  .......................  *

2 80

2 50 
2 25 
2 75 
2 00

G elatine  . .  
G ra in  B ags

H
H erb s  ..............    i
H id es  an d  P e lts  ........... 8
H o rse  R ad ish  ...............  8

J
«5

Je lly 8
Je lly  G lasses .................  8

M
M acaron i .........................  8
M apleine .........................  8
M eats , C anned  .............  ;
M ince M ea t ...................  8
M olasses .........................  •
M u sta rd  ...........................  8

N
N u ts .................................. *

O
O lives ...............................  8

P ick les
P ip es
P la y in g  C ard s  ...............  §
P o ta s h  
P ro v isio n s

R ice  . 
Rolled Oats

Salad Dressing ............ 8
S a le ra tu s  .........................  9
Sal Soda ....................... 8
Salt ................................ 8
S a lt F is h  .........................  8
Seeds ............................  J8
Shoe Blacking ............ 10
Snuff ...........................  J8
Soap ..............................  17
Soda ..............................  J®
Starch ..........................  J®
Syrups ..........................  io

T
Table Sauces .............  JO
Tea ................................ 10
Tobacco .............  12. 13
Tw ine ............................  1*

V
Vinegar ........................  12

VV
W ick in g  ......................   J8
W oodenw are  .................  IS
W ra p p in g  P a p e r  ......... 14

Y
Teast Cake ....................  14

A petizo, B iscu its  . . . .
B ea r  Food, P e tt i jo h n s  
C racked  W h ea t, 24-2 
C ream  of W h ea t, 36-2 
C ream  of Rye, 24-2 . .
P o s ts  T o as tie s , T.

No. 2 ...................
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 C orn F lak es  .
H a rd y  W h ea t Food 
P o s tm a ’s D u tch  Cook 
H olland R usk  . . .
K ellogg’s  T o a s 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 a s te d  W h ea t

B iscu it .........................  3 30
K ellogg’s  K ru m b les  . .  3 30 
K rln k le  C orn F lak es  1 75 
M ap l-W h e a t F lak es,

3 doz.............................
M ap l-W h ea t F lak es,

3 ..................................... 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 alsto n  W h e a t Food 4 50 
R alsto n  W h t Food 10c 1 45 
Saxon W h e a t Food . .2 60 
S h red  W h e a t B iscu it 3 60
U riscu it, 18 .................  1 80
P illsb u ry ’s B es t C er’l 4 25 
P o s t T a v e rn  Special 2 80 
Q u ak er P uffed  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 isc u it 1 90 
Q u ak er C orn  F lak es  1 75 
V ic to r Corn F la k e s  . .  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 a n c y  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
Com 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

BRUSHES
S crub

Solid B ack , 8 in .............  75
Solid B ack , 11 in ...........  95
P o in ted  E n d s  ...............  85

Stove

21b.
Bouillon

% p t ..............2 25
p ts .................. 3 75
q ts ...................7 50

Corn
F a ir  ...................  65@ 70
Good ................... 90@1 00.
F an cy  ............... @1 30

F ren ch  P eas  
M onbadon (N a tu ra l)

p e r doz........................... 1 75
G ooseberries

No. 2, F a ir  .................  1 50
No. 2, F an cy  ............ 2 35

H om iny
S ta n d a rd  .......................  85

L obster
V* lb ...................................  1 85
% lb...................................... 3 15

M ackerel
M u sta rd , l i b ................... 1 80
M u sta rd , 21b....................  2 80
Soused, l% lb ..................  1 60

2 75
1 50
2 80

p 15 
p 14 
p 25

@ 85
@1 60

NO.
No.
No.

No.
No.
No.
No.

Shoe

Soused, 21b.
T om ato , l i b .............
T om ato , 2% .............

M ushroom s
H o te ls  .................
B u tto n s , % s . . . .
B u tto n s , Is  ...........

O ysters
Covo, l i b ....................
Cove, 21b...................

P lum s
P lu m s ................... 90@1 35

P e a rs  in S y rup  
No. 3 cans, p e r doz. . .1  50

M arro w fa t ........... 90@1 00
E a rly  J u n e  ......... 1 10@1 25
E a rly  J u n e  s iftd  1 45@1 55

P each es
P ie  .........................  1 00@1 26
No. 10 size c an  pie @3 25

P in eap p le
G ra ted  .................  1 75@2 10
Sliced ................. 95@2 60

Pum pk in
F a ir  ................................ 30
Good .............................  90
F an cy  .............................  1 00
Gallon ...........................  2 40

R asp b errie s
S ta n d a rd  ............. @

Salm on
W arren s , 1 lb. T all . .  2 30 
W arre n s , 1 tb. F la t  . .  2 40 
R ed A la sk a  . . . . 1  55@1 60 
Med R ed A lask a  1 20@1 35 
P in k  A la sk a  . . . .  @ 95

S ard in es
D om estic, %s ..............  3 60
D om estic, % M u sta rd  3 50 
D om estic, % M u sta rd  2 75
F ren ch , %s ...............  7@14
F ren ch , % 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 hrim ps 
D unbar, 1st doz.
D unbar, l% s  doz.

S ucco tash
F a ir  .........................
Good 
F an cy

C H E E S E
A cm e ...................
B loom ingdale  . .
C arson  C ity  . . . .
H opk ins ...............
B rick  .....................
Leiden  ...................
L im b u rg e r ...........
P ineapp le  ........... 40
E dam  ...................
Sap  Sago .............
Sw iss, dom estic

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 epsin  ..........  55
B eech n u t ........................   60
C h ic le ts  .........................  1 25
C olgan V io let C hips . .  60
C olgan M in t C hips . . .  60
D en ty n e  .........................  1 10
F la g  Spruce ................... 55
Ju icy  F r u i t  .....................  55
R ed R obin  ..................... 55
S'en Sen ( J a r s  80 pkgs,

$2.20) ...............................  55
S p ea rm in t, W rig leys  60 
S p ea rm in t, 5 box ja r s  3 00 
S p ea rm 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
Softener'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 a n 's  S w eet ........... 22
P rem iu m  .........................  22
C a raca 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 isted  C otton  95 
No. 50 T w isted  C olton  1 30 
No. 60 T w is ted  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 raided  C otton  1 85 
No. 80 B ra ided  C otton  2 25
Nt>. 50 S ash  Cord .........1 75
No. 60 Sash  C ord .........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 ersh ey 's . % s ...............  28
H u y le r ...............................  36

BUTTER COLOR 
D andelion , 25c s ize  . .  2 00 

CANDLES
P araffine , 6s .................  7%
P araffine , 12s ...............  8
W ick in g  ........................... 20

CANNED GOODS 
Apples *

3 lb . S ta n d a rd s  . .  @ 9 0
Gallon .....................  @4 00

Blackberries
2 lb ........................  1 50@1 90
S ta n d a rd  ga llons @5 00

1 45
2 50

...............  1 25@1 40
Strawberries

S ta n d a rd  ...............  95
F a n c y  .....................  2 25

Tomatoes
Good .......................  1 05
F a n c y  .....................  1 35
No. 10 ...................  3 10

CARBON OILS 
Barrels

P e rfec tio n  .....................  10
D. S. G asoline ........... 15
Gas M achine ............... 24.2
D eodor’d N a p ’a  ......... 14
C ylinder .............  29 @34%
E n g in e  ............... 16 @22
B lack , w in te r  . .  8 @10

CATSUP
S n id e r’s p in ts  ........... 2 35
S n id e r’s  % p in ts  . . . .  1 35

Low ney, VbS ...................  34
Low ney, %s ...................  34
L ow ney, % s ................. 33
Low ney, 5 lb. c an s  . . . .  33
V an H o u ten , % s ......  12
V an H o u ten ,, %s .......  18
V an  H o u ten , % s ......  36
V an H o u ten , i s  ......... 65
W a n -E ta  ...........................  36
W ebb .................................. 33
W ilber, % s .....................  33
W ilber, % s .....................  32

COCOANUT 
D u n h am ’s p e r lb.

%s, 5Tb. case  ........... 30
%s, 51b. case  ............. 29
%s, 15Tb. case  ........... 29
%s, 15Tb. case  ........... 28
Is , 151b. case  ............. 27
% s & %s 151b. case  28
Scalloped G em s ........... 10
%s & %s pa ils  ........... 16
B ulk, p a ils  ...................  13
B ulk, b a rre ls  .............  12
B a k e r’s B raz il Shredded  
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  ROASTED 

Rio
Com m on .........................  19
F a ir  .................................  19%
Choice .............................. 20
F a n c y  .............................  21
P e a b e r ry  .....................  28

S an to s
C om m on .........................  20
F a ir  ...........    20%
Choice ...........................  21
F a n c y  .............................. 23
P e a b e rry  .......................  23

M aracaibo
F a ir  .................................  24
C hoice .............................  25

M exican
C hoice ...........................  25
F a n c y  .............................  26

G u a tem ala
F a ir  .................................  25
F a n c y  ...............................  28

J a v a
P r iv a te  G row th  ....2 6 @ 3 0
M and ling  .................  31@35
A ukola  .......................  30@32

Mocha
S h o rt B ean ...............25 @27
Long B ean  ...................24 @25
H. L. O. G.................... 26@28

Bogota
F a ir  .................................. 24
F an cy  .............................  26
E x ch an g e  M ark et, S teady  
Spot M arket, S tro n g  

P ack ag e
N ew  Y ork B asis

A rbuck le  .....................  19 00
M cL aughlin ’s XXXX 

M cL augh lin 's  X X X X  sold 
to  re ta ile rs  only. M ail ail 
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 oreh o u n d  .......................  S
S ta n d a rd  ...........................  8
S tan d a rd , sm all ........... 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

M ixed C andy
B roken  .............................. 8
C am eo .............................. 12
C u t L oaf ...........................  9
F an cy  .............................  10%
F ren c h  C ream  ...............  9
G rocers ............................ 6%
K in d e rg a rte n  ................. 11
L ead e r .............................  8%
M aje s tic  ...........................  9
M onarch  .........................  8%
N ovelty  ............................ 10
P a r is  C ream s ............... 10
P rem io  C ream s ............  14
R oyal ................................ 7%
Special .............................. 8%
V alley  C ream s ..............  12
X  L  O .................................  7

S p ec ia ltie s
P a ils

A uto  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  C orn ..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 a f f l e s -----14
Coco M acaroons ..........  16
Coffy Toffy ................... 14
D a in ty  M in ts  7 Tb. t in  15
E m p ire  F u d g e  .............  14
F udge , P in eap p le  . . .  13

W aln u t ...........  13
F ilb e r t ...........  13
Choco. P e a n u t 12 
H oney  M oon ..13  
T o as ted  C ocoa-
.............................  13
C h erry  ........... 14

_ C ocoanu t . . . .  13 
H oneycom b C andy  . .  15
K o k ay s ...........................  14
Iced M aroons ............... 14
Iced  G em s .....................  15
Iced  O range  Je lie s  . .  13 
I ta l ia n  Bon B ons . . . .  13
L ozenges, P e p .................  10
L ozenges, P in k  ............  10
M anchus .......................  13
M olasses K isses, 10

Tb. box .......................  13
N u t B u tte r  P u ffs  ----- 13
S a lted  P e a n u ts  ........... 13

C hocolates
P a ils

A sso rted  C hoc.................  15
A m azon  C aram els  . . .  15
C ham pion  .......................  U
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 ibb le  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 erio r Choc, ( lig h t) 18 

Pop Corn Goods 
W ith o u t p rizes.

C rack e r J a c k  .............  3 25
G iggles, 5c pkg. cs. 3 50
O h M y 100s ................... 3 50

Cough D rops
boxes

P u tn a m  M entho l . . . .  1 00
S m ith  B ros. .................  1 25

N U TS—W hole

F udge , 
Fudge, 
Fudge, 
Fudge, 
F udge , 

n u t . 
Fudge, 
F udge ,

lbs.
20A lm onds, T a rra g o n a  

A lm onds, C alifo rn ia
s o ft shell ...........

B raz ils  ............... .. 14@16
F ilb e r ts  .................  @13%
Cal. No. 1 .................  _  _
W a ln u ts  so ft sh e ll @19 
W a ln u ts , Chill . . . .  @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.

Ohio .............................
C ocoanu ts  .....................

C h es tn u ts , N ew  Y ork
S ta te , p e r  bu .............

Shelled
No. 1 S p an ish  Shelled 

P e a n u ts , N ew  11 @11% 
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 ea ts  . . .  @30
A lican te  A lm onds @55
Jo rd a n  A lm onds . .  @60

P e a n u ts
F an cy  H  P  S uns R aw  @6%

R o asted  ............... @7*4
H. P . Jum bo , R aw  @8% 

R o asted  ...................  @9%
C R A C K ER S

N a tio n a l B iscu it C om pany 
B ra n d s  
B u tte r

B oxes
E x ce ls io r B u tte r s  . . . .  8 
NBC S q u are  B u tte rs  6%
S eym our R ound  .........6%

Soda
N BC Sodas ......................6%
P rem iu m  S odas . . . . .  7%
S elect Sodas .................  8%
S a ra to g a  F la k e s  . . . .  13 
S a ltin es  .........................  13

O y ster
N BC P icn ic  O y ste rs  . .  6%
Gem  O y ste rs  ..................6%
Shell .................................. 8

S w eet Goods
C ans a n d  boxes

A n im als  .......................  10
A tla n tic s  A lso A ss td . 12 
A vena  F r u i t  C ak es  . .  12 
B onnie D oon C ookies 10
B onnie  L ass ie s  .........  10
C am eo B iscu it .........  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 hoco late  D rops . . . .  17 
Choc. D rop C en te rs  16 
Choc. H o n ey  F in g e rs  16
C rack n e ls  .....................  18
C ream  F in g e rs  .......... 14
C ocoanut T affy  B a r  . .  13 
C ocoanu t D ro p s  . . . .  12 
C ocoanut M acaroons 18 
C ocont H oney  F in g e rs  12 
C ocn t H o n ey  J u m b e s  12 
Coffee C ak es  Iced  . . .  12
Dixie S u g a r .....................  9
F am ily  Cookies ..............8%
F ig  C akes  A ss td ........... 12
F ires id e  P r in t  Ju m b o  lu
F lu ted  Colt B a r  ___  11
F ro s te d  C ream s . .  . . . .  8% 
F ro s te d  G inger Cook. 8% 
F r u i t  L u n ch  Iced  . . . .  10
G inger D rops  .............18
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 naps  R ’d  . . .  8
H ouseho ld  C ookies . . .  8 
H ouseho ld  Cks. Iced  . .  9
H ippodrom e B a r ......... 12
H oney  F in g e rs  ......... 12
H oney  F la k e !  ...........< 14
H o n ey  Ju m b le s  .........12
Im p e ria ls  .......................  8%
Ju b ile e  M ixed ...........10
K a ise r  Ju m b le s  ........... 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 isc u it S q u a re  9
L em on  W a fe rs  ...........17
L em o n a  ......... .................  »%
M ace C ak es  .................  8
M ary  A nn  .....................  8%
M arshm allow  Coffee

C ake .........................  18
M arshm allow  P e c a n s  18 
M arshm allow  W a ln ts  18
M edora  ............................ 8
N B C  H oney  C ak es  . .  12 
O a tm eal C rack e rs  . . . .  8
O range  G em s .............  8%
P e n n y  A sso rted  ........... 8%
P e a n u t G em s ............. 9
P icn ic  M ixed .............  12
P in eap p le  C akes  . . . .  18
R a is in  G em s ...............  11
R asp b e rry  D e sse r t . .  17
R ev eres  A ss td ...................15
S a ltin e s  .........................  13
S eafoam  .........................  18
Spiced  G in g er C akes

Iced  .............................. 10
S u g a r  F i n g e r s ..................12
S u g a r  C rim p  ...............  8%
S u lta n a  F r u i t  B iscu it 16
S w e e th ea rts  .................  25
T riu m p h  C ak es  ......... 16
V an illa  W a fe rs  . . . h .  18

In -e r-S e a l T ra d e  M ark  
Goods

p e r  doz.
B aro n e t B iscu it ........... 1 00
B rem n e rs  B tr  W afs. 1 00
C am eo 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  ..................1 00
F iv e  O’Clock T e a  B e t 1 00 
G inger S n ap s  N B C  . .  1 00
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G rah am  C rack e rs  R ed 
L abel, 10c size  . . . .  1 00

L em on S naps  .................  50
O y ste re tte s  .................  50
P rem iu m  Sodas ........... 1 00
R oyal T o a s t ..................1 00
S a ra to g a  F la k e s  ........... 1 50
Social T e a  B iscu it . .1  00
U n eed a  B isc u it ...........  60
U n eed a  G in g er W a fe r  1 00
V an illa  W a fe r s  ........... 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  Goode 
B a rn u m ’s  A n im als  . .  60 
C hoco late  T o k en s  . . . 2  60 
B u tte r  C ra ck e rs  N BC 

F a m ily  P a c k ag e  . . . 2  50 
Soda 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 ao k ag es  

p e r  doz.
A dora, 10c size ........... 1 00
F e s tln o  .........................  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 rack e rs  1 40

CREAM  T A R T A R  
B arre ls  o r d ru m s  . . . .  33
B oxes .........1...................... 34
S q u are  C ans .................  36
F a n c y  C addies .............  41

D R IED  FR U IT S  
A pples

E v a p o r’ed Choice b lk  10% 
E v a p o r’ed F a n c y  pkg. 

A prico ts
C alifo rn ia  >..............._ 15@17

C itron
C orsican  .......................  16

C u rra n ts
Im p o rted  1Tb. p k g .......... 8%
Im p o rted , bu lk  ............... 8%

M uirs—Choice, 25Tb. . .  7% 
M uirs—F an cy . 25Tb. . .  8% 
F an cy , P eeled , 25Tb. ..15  

Peel
L em on, A m erican  . . .  .12% 
O range , A m erican  . . . .1 2 %  

R aisin s
C luster, 20 c a r to n s  . .2  25 
Loose M usca tels , 4 C r. 744 
Loose M usca tels. 3 Cr. 7% 
L. M. Seeded, 1 lb . 9@9%

C alifo rn ia  P ru n es  
90-100 25Tb. boxes . .@ 7% 
80- 90 25Tb. boxes ..@  8% 
70- 80 251b. boxes . .@ 9% 
60- 70 25Tb .boxes ..@ 10 
50- 60 25Tb. boxes ..@ 11 
40- 50 25Tb. boxes ..@ 12

f a r in a c e o u s  g o o d s
B eans

C a lifo rn ia  L im as  ----- 8%
M ed. H an d  P ick ed  . .  2 40
B row n  H o lland  ........... 2 00

F a rin a
25 1 lb . p ack ag es  ----- 1 50
B ulk , p e r  100 Tbs...........4 00

O rig inal H olland R usk 
P a c k ed  12 rolls 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 ea s  „
G reen, W isconsin , bu. 1 45 
G reen, Scotch , bu . . .  14® 
S plit, lb .............................. 04

Sago , kE a s t  In d ia  .....................  4J |
G erm an , sack s  . . . . . .
G erm an , b ro k en  pkg. 

T ap io ca
F lak e , 100 lb. sack s  . .  4% 
P e a rl, 100 lb . s ac k s  . .  4%
P e a rl, 36 p k g s .................. 2 25
M inu te , 36 p k g s ...............2 75

F ISH IN G  T A C K L E
% to  1 in .......................... §
1 % to  2 In ........................  ‘
1% to  2 in .......................  »
1% to  2 in ........................ 11

C o tton  L ines
N o. 1, 10 fe e t ................... 3
N o. 2. 15 fe e t ...................7
No. 3, 15 fe e t .................. ®
No. 4, 15 fe e t .................JJ
No. 5, 15 fe e t ................. \ \
No. 6, 15 fe e t ................. 12
N o. 7. 15 fe e t ................. 15
No. 8. 15 fe e t ...........•••**
N o. 9, 15 fe e t ............... 20

L inen  L ines
S m all ............................  52
M edium  .........................
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. 80

FLA V O R IN G  EX 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 t r a c t  V an illa  M exican 
b o th  a t  th e  sam e  price  

No. 1, F  box % oz. . .  85 
No. 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 l a t ___ 1 75

FL O U R  AN D  F E E D  
G ran d  R ap id s  G ra in  & 

M illing  Co.
W in te r  W h ea t

P u r ity  P a te n t  ........... 5 00
S u n b u rs t .......................  4 80
W izard  F lo u r  ........... 4 60
W izard  G rah am  ......... 4 80
M atch less  .....................  4 70
W izard , G ran . M eal 4 40 
W iz a rd  B u ck w h ’t  qw t 3 40
R ye ..................   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 .................  2 05
B olted  M ed....................  1 95

V oig t M illing  Co.
G rah am  .........................  4 20
V oigt’s C re scen t . . . .  5 15 
V oigt’s  F lo u ro ig t . . . .  5 15 
V o ig t’s H yg ien ic  . . . .  4 20
V oigt’s R oyal ...............  5 55
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 hea f F lo u r  . .4  20 
M arsh a ll 's  B es t F lo u r  4 75 

W orden  G ro c e r . Co.
Q uaker, p a p e r  ......... 4 60
Q u ak er, c lo th  ........... 4 70
G rah am  B u ck w h t bb l 4 50 

K an sa s  H ard  W h ea t 
V o ig t M illing  Co.

C alla  L ily  .....................  4 70
W o rd en  G rocer Co. 

A m erican  E ag le , % s 5 35 
A m erican  E ag le , % s 5 25 
A m erican  E ag le , %s 5 15 

S p ring  W h ea t 
Ju d so n  G rocer Co.

C ereso ta , % s ............... 5 60
C ereso ta , %s ..................5 70
C ereso ta , % s ............... 5 80

V oig t M illing  Co.
C olum bian  .....................  5 25

Roy B aker.
N a z e tta  .........................  5 05
G olden H orn , bakei's  4 95
W isconsin  R ye  ........... 3 70
B o hem ian  R ye ........... 3 80

W orden G rocer Co. 
W ingold , % s c lo th  . .  5 75 
W ingold, -54 s c lo th  . .  5 65 
W ingold , % s c lo th  . .  5 55 
W ingold , % s p a p e r  . .  5 60 
W ingold , % s p a p e r  . .  5 55 

W ykes & Co.
S leepy E ye , % s c lo th  5 50 
Sleepy E y e , % 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 
S leepy E ye , %s p a p e r  5 30 

Meal
B olted  ...........................  4 20
Golden 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  . . . .  «6 

Corn
C arlo ts  ............................ 72
L ess th a n  c a r lo ts  . .  75

H ay
C arlo ts  ........................ 16 00
L ess  th a n  c a r lo ts  . .  18 00 

Feed
S tre e t  C ar F eed  ........... 28
No. 1 C orn  & O at F eed  28
C racked  C orn  ...............  28
C oarse  C orn  M eal . . . .  28 

F R U IT  JA R S  
M ason, p ts ., p e r  gro. 4 25 
M ason, q ts ., p e r  gro . 4 55 
M ason, % gal. p e r  gro . 6 90 
M ason, c an  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  .........................  1 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 ro ad  G auge ...............  18
A m oskeag  .....................  19

H erbs
S age  .................................. 15
H o p s .................................. 15
L a u re l L eav es  .............  15
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, N o. 2 ................ 12%

C alfsk in , g reen . No. 1 15 
C alfsk in , g reen , No. 2 13% 
C alfsk in , cu red , No. 1 16 
C alfsk in , cured , No. 2 14% 

P e lts
Old W ool ................. 60@1 25
L a m b s  ....................  10@ 25
S h earlin g s  .............. 10@ 15

T allow
No. 1 .....................  @ 5
No. 2 ...................  @ 4

W ool
U n w ashed , m ed. @18
U n w ashed , fine . .  @13

H O RSE RA DISH
P e r  «doz...............................  90

Je lly
5Tb. pa ils , p e r  doz. . .2  40 

15Tb. pa ils , p e r  p a ll . .  55 
30Tb. pails , 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............................  18
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 OLASSES 
N ew  O rleans

F a n c y  O pen K e ttle  . . . .  42
C hoice ................................ 35
Good .................................... 22
F a i r  .................................... 20

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 ..........1 75
R ed  H en , No. 10 ...........1 65

M USTARD
% lb . 6 lb. box ...........  16

O LIV E S
Bulk, 1 gal. kegs  1 00@1 10 
B ulk , 2 gal. kegs 95@1 05 
B ulk , 5 gal. kegs 90(g) 1 00
Stuffed, 5 oz....................... 96
Stuffed, 8 oz...................  l  25
Stuffed, 14 oz..................... 2 25
P itted  (n o t s tu ffed)

14 oz...........................  2 25
M anzan illa , 8 oz ..............  90
L unch , 10 oz...................  l  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 76
Olive Chow, 2 doz. cs. 

p e r doz............................ 2 25
P IC K L E S

M edium
B arre ls , 1,200 c o u n t . .7  75
H a lf  bbls., 600 co u n t 4 38
5 gallon  kegs  ................1 90

Sm all
B a rre ls  .........................  9 50
H a lf  b a rre ls  ...............  5 25
5 gallon  kegs ...............  2 25

G herk ins
B a rre ls  .......................  14 00
H a lf  b a rre ls  ............... 6 50
o gallon  kegs  .............  2 50

S w ee t Sm all
B a rre ls  .......................  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 
C lay, T. D. fu ll co u n t 60 
Cob .................................. 90

PLA Y IN G  CARDS 
No. 90, S team b o a t . . .  75 
No. 15, R iv a l a sso rte d  1 25 
N o. 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 TA SH
B a b b itt’s, 2 doz................1 75

PR O V ISIO N S 
B arre led  P o rk  

C lear B ack  . .  21 50@22 00 
S h o r t C u t C l’r  20 00@20 50
B ean  ...............  18 50@19 00
B risk e t, C lear 26 00@27 00
P ig  ................................ 23 00
C lear F am ily  ...........  26 00

D ry S a lt M eats
S P  B ellies ___  14% @15

L ard
P u re  in  t ie 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 Tb. tu b s  . . . .a d v a n c e  % 
20 Tb. p a ils  . . .a d v a n c e  % 
10 Tb. p a ils  . . .a d v a n c e  % 
5 Tb. p a ils  . . .a d v a n c e  1 
8 lb. p a ils  . . .a d v a n c e  1 

Sm oked M eats 
H am s, 12 Tb. av . 18 @18% 
H am s, 14 lb . av. 16% @17 
H am s, 16 Tb. 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  . . .  24 @24%
M inced H a m  . .  14 @14% 
B aco n  .................  17 @23

S ausages
B ologna .............  12 @12%
L iv e r  .....................  9%@j.v
F ra n k fo r t  ......... 13 @13%
P o rk  .....................  13 @14
V eal ...............................  11
T ongue  ...........................  11
H ead ch eese  .................  10

Beef
B oneless . . . .  20 00@20 50 
R um p, new  . .  24 00@24 50 

P ig 's  F ee t
% b b ls ..............................  1 05
% bbls., 40 lb s ................ 2 10
% bb ls ................................ 4 25
1 b b l.................................... 8 50

T  ripe
K its , 15 Tbs.................... 90
% bbls. 40 tb s .................. 1 60
% bbls., 80 lb s .............3 00

C asings
H ogs, p e r % ................. 35
Beef, rounds, s e t  . .  18@20 
B eef, m iddles, s e t ..80@8a 
Sheep, p e r  bund le  85 

U ncolored B u tte rln e  
Solid D a iry  . . . .1 2  @16
C o u n try  R olls . .  12%@18 

C anned M eats
C orned beef, 2 Tb............4 65
C orned beef, 1 Tb............2 40
R o as t beef, 2 tb ............ 4 65
R o as t beef, 1 Tb............ 2 40
P o tte d  M eat, H am

F lav o r, !4s ........... 55
P o tte d  M eat, H am

F lavo r, % s ...........  95
D eviled M eat. H am

F lav o r, % s ........... 55
D eviled M eat, H am

F lav o r, % s ............. 95
P o tte d  T ongue, %s . .  55
P o tte d  T ongue. % s . .  95

RICE
F a n c y  .....................  6%@7
J a p a n  S ty le  ........  5 @5%
B roken  ................... 3%@4%

R O LLED  OATS 
Rolled A vena, bbls. ..5  00 
S tee l C ut, 100 lb. sks. 2 50
M onarch , b b ls ...................4 75
M onarch , 90 Tb. sks. 2 25 
Q uaker, 18 R eg u la r . . . 1  45 
Q uaker, 20 F a m ily  . .  4 25

SALAD D RESSIN G
Colum bia, % p t .................2 25
C olum bia, 1 p in t . . . .  4 00 
D u rk ee ’s, la rg e  1 doz. 4 50 
D urkee 's , sm all, 2 doz. 5 25 
S n id e r’s, la rge , 1 doz. 2 35 
S n id e r 's  sm all, 2 doz. 1 35 

SA L E R A T U 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 

SA L SODA
G ran u la ted , bb ls ............... 80
G ran u la ted , 100 lbs. cs. 90 
G ran u la ted , 36 pkgs. . .  1 25

SA L T
Com m on G rades

100 3 Tb. sack s  ........... 2 60
70 4 lb. sack s  ........... 2 40
60 5 lb. sack s  ........... 2 40
28 10 lb. sack s  ........... 2 25
56 lb. sac k s  ...............  40
28 lb. sack s  ............... 20

W arsaw
56 Tb. sack s  .................  26
28 Tb. d a iry  in  d rill b ag s  20 

S o la r Rock
56 lb. sack s  .....................  26

Com m on
G ranu la ted , F in e  ......... 1 05
M edium , F in e  ............... 1 10

SA LT FISH  
Cod

L arg e , w hole . . .  @ 9
Sm all, w hole . . .  @ 8%
S tr ip s  o r  b rick s  9 @13
Pollock  ...............  @ 5 %

Sm oked Salm on
S tr ip s  .............................  9

H a lib u t
S tr ip s  ........................   18
C hunks .......................  19

H olland H erring  
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 llchers

kegs  ............................ 65
S tan d a rd , bb ls ............... 8 75
S tan d a rd , % bbls. . . .  4 63
S tan d a rd , kegs  ...........  54

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 lb s ................... 1 90
M ess, 8 lb s ......................1 60
No. 1, 100 lb s ....................16 00
No. 1, 40 lb s ........................ 6 80
No. 1, 10 lbs...................  1 80

L ake  H errin g
100 lb s ............................... 4 00

40 lb s ................................. 1 90
10 tb s .............................  58
8 lbs. ..................  50

SE E D S
A nise  ................................ 14
C anary , S m y rn a  ........... 7%
C araw ay  .........................  10
C ardom 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 oppy  .............................  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 lxby’s  R oyal Po lish  85 
M iller’s  C row n P o lish  85 

S N U F F
Scotch , In b lad d ers  ___  37
M accaboy, in j a r s ........... 35
F ren ch  R apple  In Ja rs  . .  43

SODA
Boxes .................................  6%
K egs, E n g lish  ............... 4%

SP IC E S 
W hole Spices

A llspice, J a m a ic a  ..9@ 10 
Allspice, Ig 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 %
G inger, Cochin . .  @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 egs, 70180 . .  @30
N utm egs, 105-110 @25
P epper, B lack  . . . .  @15
P epper, W h ite  . . . .  @25
P epper, C ayenne . .  @22
P a p rik a , H u n g a ria n

P u re  Ground in Bulk 
A llspice, J a m a ic a  . @14
Cloves, Z an z lo 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
P ep p er, 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 rian  @45

STARCH
Corn

K lngsford . 40 b s ...........  7%
M uzzy, 20 l tb .  pkgs. . .  5% 

K lngsford
S ilver Gloss, 40 1Tb. . .  7% 
M uzzy, 40 1Tb. pkgs. . .  5 

Gloss
A rgo, 24 5c pkgs. . .  90
S ilver Gloss, 16 3Tbs. . .  6% 
S ilver Gloss, 12 6tbs. . .  8Vi 

Muzzy
48 1Tb. p ack ag es  ........... 5
16 31b. p ackages  ........... 4%
12 61b. p ack ag es  ........... 6
50Tb. boxes .....................  3

SY RU PS
Corn

B arre ls  .........................  27
H a lf b a rre ls  ................. 29
B lue K aro , 2 Tb............ 1 80
Blue 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 Tb...........2 40

P u re  C ane
F a ir  .................................  16
Good .................................  20
Choice ...........................  25

TA 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  ...................  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
S iftings, bu lk  ......... 9@10
Siftings, 1 lb. pkgs. 12@14 

G unpow der
M oyune, M edium  ..28@33 
M oyune, C hoice ...35@ 40 
M oyune, F an cy  —  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 , Choice . ,32@35 
F orm osa , F a n c y  ...50@ 60 

E nglish  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  ....28@ 30  
D r. Pekoe, Choice ..30@35 
F lo w ery  O. P . F a n c y  40@50

TOBACCO 
F ine  C ut

B lo t ............... ,...............  1 45
Bugle, 16 oz...................  3 84
B ugle, 10c ................... 11 00
D an P a tc h , 8 an d  16 oz. 32
D an  P a tc h , 4 oz.......... 11 52
D an  P a tc h , 2 oz...........5 76
F a s t  M ail, 16 oz...........7 80
H ia w a th a , 16 oz...........  60
H ia w a th a , 5c ............... 5 40
M ay F low er, 16 oz. . .  9 36
N o L im it, 8 oz..................1 80
N o L im it, 16 oz...........3 60
O jibw a, 8 an d  16 oz. 40
O jibw a, 10c ................. 11 10
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 76
R ed Bell, 16 oz................. 3 96
R ed Bell, 8 foil ........... 1 98
S terling , L  & D 5c . .5  76 
S w eet Cuba, c a n is te r  9 16
S w eet C uba, 5c ............. 5 76
S w eet Cuba, 10c . . . .  95
Sw eet C uba, 1 Tb. t in  4 50 
Sw eet C uba, % tb. foil 2 25 
Sw eet B urley , 5c L& D 5 76 
Sw eet B urley , 8 oz. . .  2 45 
Sw eet B urley . 16 oz. 4 90 
S*weet M ist, % gro. . .  5 70
S w eet M ist, 8 oz..........11 10
T eleg ram , 5c ............... 5 76
T iger, 5c .......................  6 00
T iger, 25c can s  ........... 2 40
U ncle D aniel, 1 lb. . .  60 
U ncle D aniel, 1 oz. . .  5 22

Plug
Am. N avy , 16 oz.............32
A pple, 10 lb. b u tt  ......... 38
D rum m ond N a t. Leaf, 2

a n d  5 lb .......................  60
D rum m ond N a t. L ea f

p e r  doz.........................  96
B a ttle  A x .......................  32
B race r, 6 an d  12 Tb. . .  30
B ig F our, 6 and  16 !b. 32
B oot Jack , 2 Tb.............  90
Boot Jack , p e r  doz. . .  96
B ullion, 16 oz.................. 46
C lim ax Golden T w ins  48
C lim ax, 14% oz...............  44
C lim ax, 7 oz. .................  47
D ays’ W ork , 7 & 14 Tb. 37 
C rem e de M en the , Tb. 62
D erby, 5 Tb. boxes ___  28
5 B ros., 4 lb .....................  66
F o u r R oses. 10c ...........  90
G ilt E dge, 2 lb ...............  50
Gold Rope, 6 & 12 Tb. 58 
Gold Rope. 4 & 8 tb . . .  58
G. O. P „  12 & 24 Tb. . .  40
G ran g e r T w ist, 6 lb. . .  46
G. T. W ., 10 lb. & 21 Tb. 36 
H o rse  Shoe, 6 & 12 Tb. 43 
H oney D ip T w ist, 5&10 45 
Jo lly  T a r, 5 & 8 tb. . .  4o
J . T ., 5% & 11 Tb........... 40
J .  T ., 5% & 11 tb ..........  35
K ey sto n e  T w ist, 6 lb. 45
K ism et. 6 lb .................... 48
M aple Dip, 20 oz.........  28
M erry  W idow , 12 Tb. . .  32
N obby Spun Roll 6 & 3 58
P a rro t, 12 lb ............... .. 32
P a tte r s o n ’s N a t. L ea f 93 
P eachey , 6-12 & 24 lb . 41
P icn ic  T w ist, 5 lb ..........  45
P ip e r H eidsiek , 4 & 7 Tb. 69 
P ip e r  H eidsiek , p e r  doz. 96 
Polo, 3 doz., p e r  doz. 48
R edicu t, 1% oz...............  38
Scrapple . 2 & 4 doz. . .  48
S h e rry  Cobbler, 8 oz. . .  32
S p ear H ead , 12 oz..........  44
S p ear H ead . 14% oz. . 44
S pear H ead , 7 oz. . . .  47
Sq. D eal. 7, 14 & 28 lb. 30 
S ta r, 6, 12 & 24 lb. . .  43
S ta n d a rd  N avy , 7%, 15

& 30 Tb...........................  34
T en  P enny , 6 & 12 lb . 35 
Tow n T alk . 14 oz. . . .  31
Y ankee  Girl. 12 & 24 lb 31

Scrap
All Red, 5 c .....................  5 76
Am. U nion  S c rap  . . . .  5 40
B ag  P ipe . 5c ............... 5 88
C u tlas, 2% oz................. 26
Globe Scrap , 2 oz. . .  30
H ap p y  T h o ugh t, 2 oz. 30 
H oney  Com b Scrap , 5c 5 76 
H o n est Scrap , 5c . . . .  1 55 
M ail Pouch , 4 doz. 5c '2 00
Old Songs, 5c ...............  5 76
Old T im es, % gro. . .  5 50 
P o la r  B ear, 5c, % gro. 5 76 
R ed  B and , 5c % gro. 5 76 
R ed M an Scrap , 5c . .  1 42
Scrapp le , 5c p k g s ........... 48
Sure  Shot, 5c 1-6 gro. 5 76 
Y ankee  G irl S crap  2oz. 5 76 
P a n  H an d le  S'crp % gr. 5 76 
P e a ch y  Scrap , 5c . . . .  5 76 
U nion W o rk m an , 2% 6 00

Sm oking
All L eaf, 2% & 7 o z .. .  30
BB, 3% oz.....................  6 00
BB, 7 oz........................... 12 00
BB. 14 oz...........................24 00
B agdad , 10c t in s  . . . .1 1  52
B adger, 3 oz......................5 04
B adger, 7 oz....................11 52
B anner, 5c .................  5 76
B an n er, 20c ...............  1 60
B an n e r, 40c ................ 3 20
Belwood, M ix tu re . 10c 94
B ig  Chief, 2% oz. . . .  6 00 
B ig  C hief, 16 oz...........  30



46
M I C H I G A N  T R A D E S M A N J u n e  3, 1914

SPECIAL PRICE CURRENT
12 1 3 1 4

Smoking
B ull D u rh am , 5c . . . .  5 85
B ull D u rh am , 10c ----- 11 52
B ull 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 orn , 5c ........... 5 76
B u ck  H o rn , 10c ........... 11 52
B ria r  P ipe , 5c ........... 6 00
B r ia r  P ipe , 10c ......... 12 00
B lack  Sw an, 5c ......... 5 76
B lack  Sw an , 14 oz. . .  3 50
Bob W h ite , 5c ...........  6 00
B ro the rhood , 5c ......... ;
B ro the rhood , 10c . . . .1 1 1 0  
B ro the rhood , 16 oz. . 5
C arn iv a l, 5c ...............  5
C arn iva l, % oz...........
C arn iva l, 16 oz...........
C igar C lip’g, Jo h n so n  
C ig a r C lip’g, 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..........*
C orn  C ake, 7 oz........... i
C orn C ake, 5c .............  “
C ream , 50c p a ils
C uban  S ta r , 5c fo il . . 5 
C uban  S ta r , 16 oz. p is  3
C hips, 10c ......................I» 30
D ills B est, 1% oz..........
D ills B est, 3% oz..........
D ills B est, 16 oz...........
D ixie K id , 5c ...............
D uke’s M ix tu re , 5c . .5 7b 
D uke’s  M ix tu re , 10c ..1 1  52
D uke’s C am eo, 5c ----- “ ¿b
D rum , 5c .......................  5 i ,
F . F . A., 4 oz............... 5 04
F . F . A., 7 oz ................11 52
F ash io n , 5c ................. 6 00
F ash io n , 16 oz ...............  “
F iv e  B ros., 5c ........... “ 7b
F iv e  B ros., 10c ............10 53
F iv e  c e n t c u t P lu g  ■ • 2»
F O B  1 0 c  ............................ 11 52
F o u r R oses, 10c . .
F u ll D ress, 1% oz.
G lad H an d , 5c . . .
Gold B lock, 10c . . .
Gold S ta r , 50c p a il . .
G ail & Ax. N avy , 5c
G row ler, 5c .................
G row ler, 10c ...............
G row ler, 20c ...............
G ian t, 5c ...................
G ian t, 40c .....................
H a n d  M ade, 2% oz. . 
H aze l N u t, 5c .
H o n ey  Dew, 10c
H u n tin g , 5 c .........
I  X  L, 5C

oz.

1 05 
4 75 

60 
6 00____ 12 00
4 35 

. 30
. .  50

.. 1 00 

..10 08 

. . .  98
5 76 
1 65 
3 50 
5

96

.15
48 
00 
70 
76 
42 
94 

. 1 85 
5 76 
3 96 

. .  50
5 76 

.12 00 
38• 6 10

I  X  U  in  p a ils  ........... 3 90
J u s t  Su its, 5c ...............  6 00
J u s t  S u its, 10c ........... 12 00
K iln  D ried , 25c ........... 2 45
K in g  B ird , 7 oz...............2 lb
K in g  B ird , 10c ...........H  nc
K in g  B ird , 5c ...............  5 7b
L a  T u rk a , 5c ............. 5 7b
L ittle  G ian t, 1 lb.
L u ck y  S tr ik e , 10c

P ilo t, 7 oz. doz.
So ld ier Boy, 1 lb.
S w eet C aporal, 1 
S w eet L o tus, 5c 
S w eet L o tus, 10c 
S w eet L o tus, p e r  dz.
Sfweet R ose, 2% oz. .
S w eet T ip  Top, 5c .
S w eet T ip  Top, 10c 
S w eet T ips, Y* g ro
Sun C ured , 10c .........
S u m m er T im e, 5c . .  
S u m m er T im e, 7 oz.. 
S u m m er T im e, 14 02 
S ta n d a rd , 5c fo il . . .  
S tan d a rd , 10c p a p e r  
Seal N . C. 1% c u t p lug  70 
Seal N . C. 1% G ran.
T h ree  F e a th e rs , 1 oz. 
T h ree  F e a th e rs ,  10c . I j. 
T h ree  F e a th e rs  an d  

P ip e  co m bina tion  . .  2 
T om  & J e r ry , 14 oz. 3 
T om  & J e r ry , 7 oz. . .1  
T om  & J e r ry , 3 oz. . .
T ro u t L ine, 5c ........... »
T ro u t L ine, 10c ......... 11
T u rk ish , P a tro l , 2-9 5
T uxedo, 1 oz. b a g s  . .  
T uxedo, 2 oz. t in s  . . .
T uxedo, 20c .................1
T uxedo, 80c tin s  . . . .  7 
T w in  O aks, 10c . .  . .
U nion  L eader, 50c . . .  5 
U nion L ead e r, 25c . .  2 
U nion L ead e r, 10c ..11 
U nion  L ead er, 5c . . . .  6 
U nion W o rk m an , 1% 5
U ncle Sum , 10c ......... 10
U ncle Sam , 8 oz...........2
U. S. M arine, 5c . . .  5 
V an  B ibber, 2 oz. t in
V elvet, 5c pouch  -----
V elvet, 10c t in  ...............
V elvet, 8 oz. t in  -------3
V elvet, 16 oz. can  . . .  7 
V elvet, com bina tion  cs
W a r  P a th , 5c ...........
W a r  P a th ,  20c ...........
W av e  L ine, 3 oz. . . .  
W ave  L ine. 16 oz. . . .
W av  up, 214 oz...........
W ay  up, 16 oz. p a ils  .
W ild  F ru it ,  5c 
W ild  F ru it ,  10c 
Y um  Y um . 5c .
Y um  Y um , 10c ........... 11 52
Y um  Yum , 1 Tb., doz. 4 80

T W IN E
3 p ly  ...............  24
4 p ly  .................  24
p ly  .....................

6 p ly  .................  13
m edium  ............. 24
1 lb . b a le s  . . . .  9%

Faucets
C ork lined , 3 in .................70
C ork  lined , 9 in ..........  80
C ork  lined, 10 in .................90

Mop Sticks
T ro ja n  s p 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 N o. 7 ......................85
12Tb. co tto n  m op h e ad s  1 30

Palls
76 2-hoop S ta n d a rd  . . . . 2 00
64 2-hoop S ta n d a rd  ----- 2 25
70 3-w ire  C able ............... 2 30
63
48

F ib re  ............................... 2 40
Toothpicks

B irch , 100 p ack ag es  . . 2 00
25
60
80
76

Id ea l ........................... .... 85
Traps

M ouse, wood, 2 holes 22
90 M ouse, wood, 4 holes 45
00 10 q t. G alvan ized  . . . . i 55
76 12 q t. G alvan ized  ___ 1 70
48 14 q t. G alvan ized  . . . . 1 90
96 M ouse, wood, 6 holes 70
90 M ouse, tin , 5 holes . . 65
45 R at, w ood ................... 80
96 R at, s p rin g  ................. 75
10
60
52

Tubs
20-in. S ta n d a rd , No. 1 8 00

00 18-in. S ta n d a rd , No. 2 7 00
76 16-in. S ta n d a rd , No. 3 6 00
98 20-in. Cable, No. 1 . . 8 00
25 18-in. Cable, No. 2 . . 7 00
76 16-in. C able, No. 3 . . 6 00
88 No. 1 F ib re  ................. 16 50
48 No. 2 F ib re  ................. 15 00
96 No. 3 F ib re  ................. 13 50
84 I>arge G alvan ized  . . . 5 50
68 M edium  G alvan ized  . . 4 75
75 Sm all G alvan ized  . . . 4 25

6 00 
1 60 

. 40 

. 40 
5 75 

. 31
5 76 

11 52
6 00

Washboards
B an n er, 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 nough  ............. 3 25
U nive rsal .....................  3 15

C otton ,
C otton ,
J u te ,  2
H em p,
F lax ,
W ool,

Window Cleaners

m.

L e Redo, 3 oz................. 10 80
L e Redo, 8 & 16 oz. 38
M yrtle  N avy , 1 0 c ----- 11 52
M yrtle  N avy , 5c ........  5 76
M ary land  Club, 5c . • • 50
M ayflow er, 5c ............. 5 76
M ayflow er, 10c ........... 96
M ayflow er, 20c ........... 1 92
N ig g e r H a ir , 5c ........  6 00
N ig g er H a ir, 10c . . . .1 0  70
N ig g er H ead , 5c ........  5 40
N ig g er H ead . 10c . . .1 0  56
N oon H our, 5c ........... 48
Old Colony, 1-12 gro. 11 52
Old Mill, 5C ................. 5 76
Old E n g lish  C rve l% oz. 96
Old Crop, 5c ............... 5 76
Old Crop, 25c ............. 20
P . S-, 8 oz. 30 lb . cs. 19 
P . S., 3 oz., p e r gro. 5 70
P a t  H 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 eerle ss , 5c ............... 5 76
P ee rle ss , 10c c lo th  ..11  52 
P ee rle ss , 10c p a p er ..10  80
P ee rle ss , 20c ............... 2 04
P eerle ss , 40c ............... 4 08
P laza , 2 gro. case  ----- 5 76
P low  Boy, 5c ............. 5 76
P low  Boy, 10c ........... 11 40
P low  Boy, 14 oz............... 4 70
P edro , 10c ..................... 11 93
P r id e  of V irg in ia , 1% 77
P ilo t, 5c .......................  5 76
P ilo t, 14 oz. doz...........2 10
P r in ce  A lbert, 5c -----  48
P r in 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 . .  48
R ob Roy, 5c foil ----- 5 76
R ob Roy, 10c g ro ss  ..1 0  52
R ob R oy, 25c doz .......... 2 10
R ob Roy, 50c doz. . . .  4 10 
S. & M., 5c g ro ss  . . . .  5 76 
S. & M., 14 oz., doz. . .  3 20 
S o ld ier Boy, 5c g ro ss  5 76 
S o ld ier Boy, 10c . . . .  10 50

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 akland  V in eg ar & P ick le  

Co.’s  B ran d s
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  Seal s u g a r  ......... 14
O akland  w h ite  p ick lg  10 

P ack ag e s  free.
W IC K IN G

N o. 0, p e r g ross ---------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 band  . .  1 15
M ark e t .........................  40
S plin t, la rg e  ..................  3 50
S plin t, m edium  ........... 3 00
Splint,' sm all ..................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 la te s  
O vals

>4 lb ., 250 in  c ra te  -----35
% lb., 250 in  c ra te  -----35
1 Tb., 250 in  c r a t e ..........40
2 Tb., 250 in c ra te  .......... 50
3 Tb., 250 in c ra te  ............ 70
5 Tb., 250 in  c r a t e ..........90

W ire  E n d
1 Tb., 250 in c ra te  .............35
2 Tb., 250 in  c ra te  ..........  45
3 lb., 250 in c ra te  ............. 55
5 Tb., 20 in c ra te  ............. 65

C h u rn s
B arre l, 5 gal., each  . .  2 40 
B arre l, 10 gal., each  . .2  55

C lothes P in s  
R ound  H ead

4% inch , 5 g ro ss  ..............65
C artons, 20 2% doz. b x s  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 15

Wood Bowls
13 in . B u t t e r ........  1 75
15 in. B u tte r  ............. .' 2 50
17 in. B u tte r  ....... 4 75
19 in. B u t t e r ........  7 50

W RAPPING PAPER
Com 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 , s h o r t  c ’n t  10 
W ax  B u tte r , fu ll c ’n t  1512

, 1 15 , 1 00 
. .  50
. .1 15 

85

25@3 60 
80@4 50 

@3 80

W ax  B u tte r , ro lls  . . .
YEAST CAKE

M agic, 3 doz................
S un ligh t, 3 doz.............
S un ligh t, 1% doz. . .
Y east F oam , 3 doz.
Y east F oam , 1% doz.

YOURS TR U LY  LINES  
P o rk  an d  B ean s  2 70(3)3 60 
C ondensed Soup 
S alad  D ress in g  
A pple B u tte r  . . .
C a tsu p  ............... 2 70@6 75
M acaron i ......... 1 70@2 35
Spices ............... 40@ 85
H e rb s  .....................  @ 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<3>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 LE  GREASE

1 lb. boxes, p e r  g ro ss  9 00 
3 lb. boxes, p e r  g ro ss  24 00

, 1 5  1 6  1 7
BAKING POW DER  

Royal

10c size  . .  90 
%Tb can s  1 35 
6 oz c an s  1 90 
% lb can s  2 50 
% lb c an s  3 75 
l ib  c an s  4 80 
3Tb c a n 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 
D u tch  M as te r  G rande  68 00 
D u tch  M aste rs , P a n . 68 00 
L i tt le  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
&. C. W ............................ 32 00
Jo h n so n ’s  H obby  . . . .3 2  00 
Jo h n so n ’s  A s I t  I s  ..33  00

W orden  G rocer Co. B ran d s
C an ad ian  Club

L ondres, 50s, w ood . . . .3 5
L ondres , 25s tin s  ........... 35
L ondres, 300 lo ts  ............10

COFFEE
Roasted

D w in n e ll-W rig h t Co’s  B ’ds

W h ite  H ouse , 1 Tb...............
W h ite  H ouse, 2 lb .................
E xce lsio r, B lend, 1 lb ........
E xce lsio r, B lend , 2 Tb...........
T ip  Top, B lend, 1 lb ...........
R oyal B lend  .........................
R oyal H ig h  G rade  ...............
S u p e rio r B lend  ...................
B oston  C om bina tion  .........

D is tr ib u te d  b y  Ju d so n  
G rocer Co., G rand  R ap ids; 
L ee  & C ady, D e tro it;  S y
m ons B ros. & Co., S ag i
n aw ; B row n, D av is  & W a r 
n e r, J ac k so n ; G odsm ark , 
D u ran d  & Co., B a t tle  
C reek ; F ie lb ach  Co., T o 
ledo.

OLD MASTER COFFEE

Old M a s te r  Coffee . . . .  31 
S an  M arto  Coffee .........

R oyal G arden  T ea , pkgs. 40
T H E  BOUR CO., 

TOLEDO, OHIO.

SAFES

F u ll line  of fire an d  b u r 
g la r  p roof s a fe s  k e p t in 
s to ck  by  th e  T rad e sm a n  
C om pany. T h ir ty -f iv e  sizes 
a n d  s ty le s  on h an d  a t  all 
t im e s—tw ice  a s  m an y  sa fes  
a s  a re  c a rr ie d  by  a n y  o th e r  
house in  th e  S ta te . If  you 
a re  u n ab le  to  v is i t  G rand  
R ap id s  a n d  in sp ec t th e  line  
personally , w r ite  fo r qu o 
ta tio n s .

SOAP
L a u tz  B ro s .’ & 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 as te r, 100 blocks 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 arse illes , 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

Swift & C om pany
Swift’s P r id e  ............. 3 15
W h ite L a u n d ry  ......... 3 76
Wool, 6 oz. b a rs  . . . , .4 00
Wool, 10 oz. b a rs  . . . .6 66

T rad e sm a n  Co.’s  B rand
B lack  H aw k , one box 2 50 
B lack  H aw k , five b x s  2 40 
B lack  H aw k , te n  bxs  2 25 

A. B. W ris ley
Good C h eer .................  4 00
Old C o u n try  ...............  2 40

Scouring
Sapolio, g ro ss  lo ts  . .  9 50 
Sapolio, h a lf  gro. lo ts  4 85 
Sapolio, s ing le  boxes 2 40
Sapolio, h a n d  ...............  2 40
Sfcourlne, 50 c ak es  . .  1 80 
S courine, 100 c ak es  . .  3 50 

Soap Compounds 
Jo h n so n ’s  F in e , 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 bo

Washing Powders
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 u st, 100 sm all 3 35
K irko line , 24 41b............ 2 80
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 ose ine  .........................  3 50
Snow  Boy, 24s fam ily

s ize  ............................ 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  65 
S w ift’s  P rid e , 100s . . . 3  65 
W isdom  .......................  8 30

T h e on ly
5c

C l e a n s e r
Guaranteed to  

equal the 
best l ie  kinds

M - C A N S -S3.M

SOAP CHIPS BBLS.
White City (Dish Washing)..............................................210 lb s ..
Tip Top (Caustic)........................................................ 250 lbs..
No. 1 Laundry D ry................................................................. 225 lb s ..
Palm Pure Soap D ry..................................................................200 lb s ..

.3c per lb.

. 4c per lb .
■ ò%c per lb. 
• 6j£c per lb.

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 onr 
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 S E A T IN G  PI AN and book B-C-l.
M j .  m  m■ u m  ■ i ,  a  w e specialize Lodge. Hall andLOQG 6 I Uf lili life Assembly seating. Our long 

a * " * " " *  '*  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-2.

American Seating Company
14 E. Jackson  Blvd., Chicago

Grand Rapids N ew  York Boston Philadelphia
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B U SIN E SS-W A N T S D E PA R T M E N T
Advertisements inserted under this head for two rents 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.

BU8INESS CHANCES.

F o r Sale—A n o ld -e s tab lish ed  d ru g  
s to re , w ell loca ted , now  do ing  a  n ice 
business. R eason  fo r w a n tin g  to  sell, 
sen io r p a r tn e r  d ied  an d  h av e  o th e r  b u s i
ness  in te re s ts . A d d ress  J .  S. K ean , 
B aton  R ouge, L a. 274

M E R C H A N D IS E  SA LES’ CO N D U C T
ORS. S tocks reduced  o r  closed  o u t e n 
tire ly  by  spec ia l sa le  o r au c tio n  in  yo u r 
ow n sto re , o r e lsew h ere  on co n signm en t. 
S tocks b ro u g h t in  p a r t  o r w hole. T he  
G reen  S ales Co., G eneral M dse. B ro k ers ,
Jack so n , M ich._______________________ 275

F o r  Sale—B es t $25,000 g e n e ra l m e r
chan d ise  b u sin ess  in  Illinois. F if ty  fa rm s  
an d  c ity  p ro p e rtie s  fo r s to ck s  m e rc h a n 
dise. E u g en e  M unson, M t. V ernon , I lli
nois. 266

L ead in g  g e n e ra l m e rch an d ise  s to ck  in  
N o rth e rn  Illino is  co u n try  tow n, size 800. 
E s ta b lish ed  40 y ea rs . C lean  s to ck . S ell
ing  on acc o u n t of s ickness. N o tra d e s  
considered . M ust be cash  deal. W ill be 
sold a t  sacrifice. P ra c tic a lly  no co m p e ti
tion . A ddress  J . A. K ra k e r , Shannon , 
Illinois. 264

F o r Sale—Tw o F. P . g aso line  lig h tin g  
p lan ts . E a c h  p la n t fif teen  lig h t c ap a c ity  
com plete. A1 condition . C an  be bou g h t 
fo r o n e -lia lf price . O. M. S m ith  & Co.,
F lin t, M ichigan.______________________ 262

F o r Sale—L iv ery  b a rn , 31 x  100 fee t, on 
M ilton av enue , A lanson, M ich igan . Could 
be used  a s  g a ra g e  a n d  livery . S ix  m iles 
to  th e  B uckeye  H ouse  on B u r t  L ake , 
th e  fam ous su m m er hom e. A lso fo r  sale,
8 room  dw elling. A ddress I. G. S w ander, 
A lanson, M ichigan. 263

F o r Sale o r T rad e—A  good $1,500 d ru g  
s to ck  o u tfit com ple te  fo r $1,000. W ill 
ta k e  a  good ru n a b o u t a u to  fo r  half. B a l
an ce  cash . T h e  only d ru g  s to re  in  tow n. 
Splendid  co u n try . A ddress  P io n e e r  D rug
S tore, W aldo, W is.___________________261

F o r Sale C heap—F u ll s ize  U n iv e rsa l 
ad d in g  m ach in e  w ith  s tan d . In  f irs t-  
c la ss  cond ition . A pply  C. P . Co., th is
office._______________________________  260

E x ce llen t open ing  fo r shoe  s to re . B est 
location , good to w n  2,000, w ith  b ig  
p a p er m ill a n d  m ach in e  shop  ru n n in g  
y e a r  round . P re s e n t s to ck  sm all. I n 
v e s tig a te  a t  once. R. G. C lem ent,
V icksburg , M ichigan.________________ 273

F o r Sale C heap—A sn ap  on com plete  
tie  a n d  p o s t mill. A v erage  c ap a c ity  p e r 
ten  hou rs, 175,000 sh in g les, 2,000 ties . 
Mill h a s  n o t b een  u sed  to  exceed  fo u r 
fu ll su m m er seasons. B oilers, eng ines, 
m ach ines, pu lleys, e tc ., w ill be  p arcelled  
o u t a s  m ill»  m u s t be m oved a t  once. 
F o r  fu r th e r  p a r tic u la rs  a d d re ss  N o r th 
w e s te rn  L e a th e r  C om pany, S a u lt S te.
M arie, M ich._______________  272

F in e  re s idence  p ro p e rty  in  F ra n k fo rt, 
M ichigan, to  ex ch an g e  fo r  m erch an d ise . 
A ddress No. 271, c a re  T rad esm an . 271 

F o r Sale— O w ing to  s ick n ess, ow ner 
com pelled to  sell th e  b e s t  m ov ing  p ic 
tu re  show  in  th is  c ity , 320 se a ts , e v e ry 
th in g  new ; no reaso n ab le  o ffer refused . 
J .  J . M iller, B en to n  H a rb o r, M ichigan.

268
W e need a  bank , a  g en e ra l s to re , a  

g ro ce ry  s to re , a  lu m b e r y a rd  a n d  a  s team  
lau n d ry . A ddress  A. M. G rosvenor, C as-
selton , N . D. __________________ 257

F o r  Sale—M oving p ic tu re  th e a te r ,  c ity  
s ix  th o u san d , su m m er re so rt, 340 sea ts , 
tw o  m ach ines, s tag e , sw ell lobby, fine 
loca tion  a n d  v e n tila tio n . Good lease. 
W rite  L yceum  F ilm  E x ch an g e , S outh
B end, In d ian a . ____________________ 259

F o r Sale  o r T rad e—F o r house  a n d  lot 
o r 40 a c re  fa rm , s to ck  g roce rie s , d ry  
goods a n d  b azaa r. R e tir in g  acco u n t 
d e a th  of w ife. M. C. L a th ro p , F lu sh in g ,
M ichigan. _______________________ 258

F o r Sale C heap—S et o f seco n d -h an d  
d ru g  s to re  w a ll fix tu re s  a n d  p re sc r ip 
tion  case , equ ipped  w ith  labe led  d raw ers . 
A ddress C. E . N elson, C oopersville,
M ichigan._______ ____________________256

F o r Sale—G en era l s to re  in sm all live 
tow n, S o u th e rn  M ichigan. P o s t office lo 
ca ted  in  s to re . B ig  re s o r t  tr a d e  in  s u m 
m er. Ice  h a rv e s t  in  w in te r. C lean  u p - 
to -d a te  s tock , do ing  $24,000 y early . L o 
c a ted  150 f t. from  s ta tio n . Good s to re  
bu ild ing , house, b a rn  a n d  sheds. S tock  
an d  fix tu res  a b o u t $6,000. R ea l E s ta te ,  
$2,500. F a ilu re  o f h e a lth  m ak es  sa le  
necessa ry . A ct qu ick ly . A ddress  C. E . 
R ichm ond, D evils L ake , M ich. 255

F o r Sale—'D rug s to re , po p u la tio n  6,000. 
F u ll p rices. A v erage  cash  d a ily  sa le s  
1913, $48. Invo ices $8,250. W ill sell fo r 
$8 000. A f irs t-c la s s  o p p o rtu n ity . A d
d re ss  No. 253, c a re  T rad esm an ._____ 253

F a rm s , c ity  p ro p e rty  a n d  s to ck s  of 
goods w an ted  in  exchange  fo r K an sa s , 
M issouri, O k lahom a an d  A rk a n sa s  lands. 
K ib lin g e r & B all, O sw ego, K an . 245

F o r  Sale  o r  E x c h an g e—F o r  sm all fa rm , 
feed  m ill, good bu ild ing , new  m ach in ery . 
W ell loca ted  in  th r iv in g  to w n  of 1,800, 
su rro u n d ed  by  good fa rm in g  co u n try . 
A ddress  No. 252, c a re  T rad e sm a n . 252 

F o r  Sale—A  sm all s to ck  of c lo th ing , 
shoes a n d  g e n ts ’ fu rn ish in g s , good tra d e  
e s ta b lish e d ; n ice  c lean  s to ck , sp lendid  
open ing  fo r  a  live  m e rc h a n t. N o tra d e s  
considered . Low  re n t,  good room , good 
tow n . A d d ress  L ock  Box 12, M ilford
C en ter, Ohio._________________________ 251

W an ted —To m an ag e  g e n e ra l s to re  In 
live  M ichigan tow n , by  m an  a n d  w ife. 
Good re fe re n c es  g iven . A d d ress  250, c a re
T rad esm an .____________  250

F u rn itu re  S to re  F o r  Sale—D r. J .  a 7 
D eane  is  now  o ffering  h is  com m odious 
fu rn itu re  s to re  fo r  sale. I t  h a s  been  used  
a s  su ch  fo r m o re  th a n  75 y e a rs  a n d  h as  
done a  th r iv in g  b u siness , a n d  in  co n 
n ec tio n  w ith  i t  u n d e r ta k in g  h a s  a lso  
p rospe red . T h e  floor sp ace  re p re s en ts  
7,600 fe e t an d  th e  loca tion  is  m ost d e s ir 
able. F o r  f u r th e r  in fo rm a tio n  ad d re ss  
h im  a t  267 M ain  S t., C atsk ill, N . T .

________ 249
F o r  Sale—Good b ric k  h o te l in  th r iv in g  

co u n ty  s e a t  of 2,000 in h a b ita n ts . N ew ly  
p ap ered  a n d  overhau led . P riced  r ig h t. 
A ddress  L ock  Box 124, I th a c a , M ich.

247

W an ted —A t once, g e n e ra l d ry  goods 
sa le sm an  of experience . Good re fe ren ces  
req u ired  an d  good w ages  pa id . C. D. 
C arp en te r , B ig  R ap ids, M ichigan. 238

G rocery—B est p ay in g  c ash  g ro ce ry  in 
th is  c ity  of 40,000 people; ow n th e  bu ild 
ing  an d  w a n t to  re tire ;  w ill sell th e  
s to ck  a n d  lease  th e  bu ild ing ; b e s t loca
tion  in  th e  c ity ; invoice  a b o u t $5,000; 
c ash ; no  tra d e ; if you a re  a  g roce rym an  
an d  w a n t a  good business, th is  is it;  
no ag en ts . A d d ress  724 S ou th  D e tro it 
S t„  T u lsa , Okla._____________________241

B es t p ay in g  r e s ta u r a n t  in  W este rn  
M ich igan , e v e ry th in g  u p -to -d a te , liv ing  
room s in  connec tion ; sp lend id  build ing , 
low re n t. On a cco u n t of s ickness, w ill 
ta k e  h a lf of w h a t i t  is w o rth  fo r qu ick  
sale . In v e s tig a te . R. E . O xford, B ig 
R ap ids, M ichigan. 240

F o r  Sale—A good a r t ,  em bro ide ry  goods 
an d  s tam p in g  p a t te rn  bu sin ess  fo r a  
lady. O w ner leav in g  th e  city . M ust sell 
a t  once. A ddress M. D. G., 713 F o r re s t  
S t., K alam azoo , M ich. 233

W e p ay  C A SH  fo r m e rch an d ise  s tock  
an d  fix tu res. G rand  R ap id s  M erchand ise  
& F ix tu re s  Co., 803 M onroe Ave. 203

N o te  head , envelopes o r  card s, p re 
p a id ; 75c fo r 250; $1.90 p e r  1,000. A u to 
p ress, W ay lan d . M ich. 65

HUNGRY HEARTS.
[W rit te n  a t  th e  Old M ission o f S a n ta  B a rb a ra , 

by  E m m a  P la te r  S eabu ry .]

We waited below, the Friar and I
While the lovers mounted the belfry stairs,

The strains of the music drifted by,
On the quivering wings of the wafted prayers;

The sea was aglow like a passion flower,
The mountains were melting in amethyst,

The Islands were pearls in the sunset hour,
H ung from the blue, in an opal mist.

We talked of the night, and the tuneful psalm,
Of life, and care, the bitter and sweet.

Of the rose’s breath, and the breeze’s balm,
Of all he missed in his monk’s retreat;

Of the world of men, and its ceaseless strife,
Of the human soul, and its call divine,

Of the victor who won, in the battle of life;
But only one thought was his, was mine.

As they came through the doorway, with eyes that shone, 
And smiling faces, we felt the cost,

Of the love his starved life never had known,
And the love that I in the world had lost,

But he never could know in his narrow cell,
As he prayed by the window with bolts and bars, 

There were hearts that starved in the world as well,
W ho prayed !neath a universe of stars.

F u rn itu re  s to re s  fo r  sa le , d o ing  p r in 
cipa lly  in s ta llm e n t business. N ice, c lean , 
com ple te  s tocks , good loca tions  in  som e 
of th e  b e s t c itie s  of th e  Sou th . C an 
a rra n g e  fo r  te rm s  on p a r t  if  desired . A d
d re ss  P . O. Box 223, H o u sto n , T exas. 
_______________________________________244

F o r  Sale—E x ce llen t chan ce  to  bu y  r e 
s o r t  w ith  ho tel, only  one on th e  b e st 
lake  in  M ichigan. F u lly  equ ipped  w ith  
b o a ts , p le n ty  of ice, ch ickens, cow  and  
p igs a n d  enough  g a rd e n  sp ace  to  ra ise  
a ll v eg e tab le s  needed. O w ner is  fo rced  
to  se ll on acco u n t of ill h e a lth  a n d  w ill 
sacrifice  fo r cash . A ddress  T h e  M orri
son  L ak e  H ouse , C has. F . W . B ie rm ann , 
P ro p ., S a ran ac , M ichigan. 242

F o r  Sale—In  good S o u th e rn  M ichigan 
tow n, w ith  o r w ith o u t good bu ild ings, 
liv in g  room s an d  b a rn , c lean  s to ck  of 
g roce rie s , crockery , te n  c en t an d  q u ite  a  
n u m b er of o th e r  m oney  m a k in g  lines of 
goods. S tocks  a n d  fix tu res  a b o u t $3,000. 
O w ner w a n ts  to  go W est. A good oppor
tu n ity . In v e s tig a te  th is . A ddress  H . E. 
C., c a re  T rad esm an .________________ 243

Shoes—W e buy  a n y  k in d  of shoe  stock , 
la rg e  o r  sm all, fo r c ash . A lso fu rn ish 
in g  a n d  d ry  goods s tocks . D e tro it M er
c an tile  Co., 345 G ra tio t Ave., D e tro it, 
M ich igan . 237

U sed  M ach in e ry —Sm all s te a m  eng ines, 
boilers, la th e s , drills, punches, t in n e r ’s 
tools, bough t, sold o r exchanged . W rite
N. C h erry , 1759 E d w a rd s  Ave., S p rin g -
field, Ohio. ________________ 227

M ost pow erfu l, y e t h a rm le ss  h ea lth  re -  
s to re r  an d  p re se rv e r  fo r th e  cu re  of 
th ro a t,  c a ta r rh , lungs, s tom ach , k idney  
an d  sk in  d iseases , fo r th e  le a s t m oney. 
E x p la in in g  c irc u la rs  free. A gencies ex 
cep ted . F red  J a w o rt , old bu s in ess  m an  
here , u se r  of sam e , say s : I received  th e  
b ig g est re tu rn s  o f a n y  m oney ev e r  in 
vested  w hen  I  bough t y o u r ta b le ts . I n 
te rn a tio n a l C hem ical Co., W au sau , W is.
________________________________________  214

F o r  Sale — O ld -es tab lish ed  g rocery , 
s to ck  a n d  fix tu res  a b o u t $2,500. Y early
sales, o v e r $20,000. C heap  re n t. Tow n,
1,200. A ddress  No. 217, c a re  M ichigan 
T rad esm an .___________________________217

C om plete  a n d  th o ro u g h ly  u p - to -d a te  
s to ck  of v a r ie ty  goods in  one of th e  b e st 
bu s in ess  to w n s  in  th e  S ta te . A bou t $2,000 
w ill sw in g  th e  deal. A ddress No. 218, 
c a re  T rad esm an ._____________________ 218

If  you a r e ' in te re s te d  in  se lling  o r  
b u y in g  a  g ro ce ry  o r  g e n e ra l s to ck , call 
o r w rite  E . K ru lsen g a , c -o  M usselm an  
G rocer C om pany, G rand  R ap ids, M ich i
g an . 154

F o r  Sale—S tock  of d ry  goods, m en’s 
fu rn ish in g s , boo ts  an d  shoes an d  g ro 
ceries. Good reason  fo r  selling. A ddress 
No. 230, c a re  T rad esm an . 230

W e buy  a n d  sell seco n d -h an d  s to re  
fix tu res. G rand  R ap id s  M erchand ise  & 
F ix tu re s  Co., 803 M onroe Ave. 204

Good p ra c tic a l b a k e r can  buy  h a lf in- 
te re s t  in g row ing  b ak ery  business, w hole
sa le  a n d  re ta il  tra d e , fo r  $1,000; tow n  of 
7,000. O nly tw o  bakerie s . C en tra l Iow a. 
N ew  fix tu res  an d  oven. A. B. R oda- 
baugh , O elw ein. Iow a. 223

I  pay  cash  fo r s to ck s  o r p a r t  s to ck s  
of m erchand ise . M ust be  cheap . H . 
B uyer. M ilw aukee, W is. 92

L a rg e  lis t free , fa rm s  an d  business 
chances, o r  $25 selling  p roposition . P a r 
dee, T rav e rse  C ity, M ichigan. 190

S afes O pened—W . L. Slocum , safe  e x 
p e r t  a n d  locksm ith . 97 M onroe Ave.,
G rand  R apids. Mich,___________ _____ 104

F re e  fo r s ix  m on ths , m y spec ia l offer 
to  in tro d u ce  m y m agazine  " In v e s tin g  
fo r p ro fit.”  I t  is  w o rth  $10 a  copy to  
anyone  w ho h a s  been  g e ttin g  poo rer 
w hile th e  rich , r ich e r. I t  d e m o n s tra te s  
th e  rea l e a rn in g  pow er of m oney an d  
show s how  anyone, no m a tte r  how  poor, 
can  a cq u ire  riches. In v e s tin g  F o r P rofit 
Is th e  only p ro g ressiv e  financial jo u rn a l 
pub lished . I t  show s how  $100 grow s to  
$2,200. W rite  now  a n d  I ’ll send  it  six 
m o n th s  free . H  L . B arb er , 433, 28 W . 
Jac k so n  B lvd., Chicago. 448

F o r  sa le  o r tra d e , sm all s to ck  of c lo th 
ing  an d  g e n ts ’ fu rn ish in g  goods. J .  F.
S tuder. F o res t. Ohio. 184

F o r  Stile—H a rd w are  business  e s ta b 
lished  20 y ears , en jo y in g  exce llen t tra d e ; 
p rac tic a lly  no co m p titio n ; c lean  s to ck ; 
invoice, includ ing  fix tu res  $5,000; fine lo
c a tio n ; low re n t T e rm s, c ash  o r b a n k 
ab le  paper. Ill h ea lth  com pels sale. A d
d re ss  K uem pel B ro th e rs , G u ttenberg , 
Iow a. 175

N otice— F o r c losing  o u t o r reducing  
s to ck s  of m erchand ise , g e t o u r p ro p o si
tio n  an d  com pare  w ith  o th e rs . M er
c h a n ts  A uction  Co., R eedsbu rg , W is.
___________________ _  137

F o r Sale— B ak e ry  in live tow n. C hance 
o f a  life tim e  fo r p ra c tic a l b ak e r . A d
d re ss  Jo h n  N. Im rie , A rdm ore, Okla.
_____________________________  228

M erch an ts  P lea se  Tatce N otice! We 
hav e  c lien ts  of g roce ry  s to ck s , g en era l 
s tocks , d ry  goods s to ck s , h a rd w a re  stocks, 
d ru g  s tocks. W e hav e  on o u r l is t  a lso  a  
few  good fa rm s  to  exch an g e  fo r such  
s tocks. Also c ity  p ro p erty . If  you w ish 
to  sell o r exchange  y o u r b u s in ess  w rite  
us. G. R. B usiness  E x ch an g e , 540 H o u se 
m an  B ldg., G rand  R apids, M ich. 859

C ash  fo r y o u r bu s in ess  o r p ro p erty . I 
b r in g  b u y e rs  a n d  se lle rs  to g e th e r. No 
m a tte r  w h e re  located , if  you w a n t to  buy, 
sell o r exchange  a n y  k in d  o f b u sin ess  o r 
p ro p e rty , w rite  m e. E s tab lish ed  1881. 
F ra n k  P . C leveland, R ea l E s ta te  E x p e rt, 
1261 A dam s E x p re ss  B ldg., C hicago, 111.

_______ 326
W ill p ay  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

HELP WANTED.
W an ted —F o u r experienced  salesm en  in 

selling  sh e e t m e ta l w ares. E xce llen t 
o p p o rtu n ity  fo r  capab le  salesm en . R ef
eren ces  requ ired . A ddress E llio tt M an u 
fa c tu rin g  Co., W arren , Illinois. 270 

R e ta il Shoe Sa lesm en—If you a re  e m 
ployed in  a  re ta il  shoe s to re  o r  d e p a r t
m en t. an d  a re  am b itio u s  to  secu re  a  
b e t te r  position , app ly  a t  once to  th e  
W eav er-M ille r Co., Box 32, H ill S ta tio n , 
H a rr isb u rg , P a . 269

W an ted  — Good experienced  G erm an 
c lerk  fo r  g e n e ra l s to re . P e rm a n e n t po 
sition . Give re fe ren ce  and  s ta te  sa la ry  
in firs t le tte r . A ddress T. H . G ro sk reu tz
& Co., F u ld a . M inn._________________ 267

W an ted —C lo th ing  sa le sm an  to  open an  
office a n 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  e s tab lish  a  v e ry  lu c ra tiv e  b u s i
ness  w ith  th is  line. W rite  fo r  in fo rm a 
tion . E . L . M oon, G eneral A gen t, Col
um bus, Ohio. 591

SITUATIONS W A NTED
P o s itio n  W an ted —As m a n a g e r  of g ro 

cery . Can fu rn ish  b est of re ferences . 
A ddress  265, c a re  T rad esm an . 265 

W an ted —P o sitio n  in  la rg e  co u n try  o r 
c ity  s to re , a s  m a n a g e r  o r a s s is ta n t , by 
cap ab le  sa le sm an , buyer a n d  ad v ertise r , 
(now  engaged ). R eady  J u ly  1. Good 
re fe ren ces . A ddress 225, c a re  T ra d e s 
m an . 225
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DETROIT DETONATIONS.
(Contined From  Page 41.) 

a t New Boston, was in D etroit one 
day last week on business.

Sam Stillwell, of Ludington, has en
gaged in the dry goods business. 
W hile Sam has had no experience in 
the business, he should know how to 
charge. Sam, you know, is an expert 
electrician.

D etroit is rapidly gaining its equili
brium which was badly disturbed last 
week. Ches. Brubaker, humorist, 
merchant, speed demon (?) and self- 
styled “Chronic Kicker,” was in the 
city.

Fred Smith, one of Romeo's lead
ing druggists, was in the city last 
week, on business.

Will some one kindly advise us of 
their knowledge of ancient tortures, 
with full directions for use? Joe Ros
enberg (Burnham, Stoepel & Co.) will 
be the victim. H ere’s what Joe wrote 
us: “You will always know my w rit
ing because I write so close to the 
paper.”

J. F. Codling, of J. F. Codling & 
Co., Royal Oak, was in D etroit last 
week on business. He made the trip 
in his automobile.

John F. Hach, Jr., Grand Sentinel 
of the United Commercial Travelers, 
was in D etroit this week. John’s 
cranium is full of politics and ideas 
that he wiil Hosen at the Grand Coun
cil m eet*n/ n Saginaw this month. 
Accompanying Mr. Hach was R. D. 
Phinney, Secretary of Coldwater 
Council. Both Mr. Hach and Mr. 
Phinney were here on business for 
the Hoosier Shoe Co., of Coldwater.

C. H. Bostick, druggist from the 
wilds of Manton, was a business vis
itor in D etroit last week.

Anent our domestic troubles incur
red in moving our valuable household 
defects, besides scrambling through 
this page, on looking around we find 
everything

•slip zy\\\ }snf 
James M. Goldstein.

The Featuring of Cereals.
The approach of warm weather is fol

lowed by a natural demand for light 
goods. Hence, cereals and fruits 
will to a large extent displace ar
ticles of diet which were popular 
during the winter months.

Do merchants always push the sale 
of cereals as they might? T hat is an 
open question. The fact that most 
of the standard lines are generally 
—and generously—advertised by the 
manufacturers themselves may to 
some extent lead the merchants to 
rely upon the general advertising 
to make sales for them. Yet the full
est benefit of the general advertising 
is secured only where the merchant 
himself co-operates with it by liberal 
display and, where possible, personal 
suggestion and recommendation of 
the goods to individual customers.

There may be no need for pushing 
any one line but more sales could 
be secured by urging the use of 
cereals in general. A great selling 
point is the fact that the average 
breakfast food demands neither time 
nor labor for its preparation. In the 
hot weather anything that saves time 
and labor is bound to be popular. As 
for the customer, once induce him to 
start buying this or that preparation 
and he will return again and again 
for it. To retain his trade it is mere
ly necessary to see that the stock is 
kept under proper conditions.

W arm  weather should be accom
panied by greater care in the storing 
of cereals and cereal products. Flour, 
for instance, should not be stored in

close proximity to strongly flavored 
goods. I t  is quite likely to absorb the 
odor of oil, fish or decaying vege
tables. Also, keep it off the floor. 
Filed on a more or less elevated plat
form, it will be safer from the a t
tacks of rats and mice, and safer, too, 
from contamination in other ways.

Every year sees, on the part of the 
buying public, a greater insistence 
upon cleanliness; and to this demand 
the m erchant must sedulously cater 
if he would retain his share of pros
perity. For this reason, frequent 
small shipments are better in summer 
than one overlarge order. Stock 
should not be bought so extensively 
that it will have time to become stale. 
The stale cereal is too often account
able for the otherwise mysterious fail
ure of some customer to return for 
more.

Bulk goods should be kept tightly 
covered, thereby excluding dust, dirt 
and flies. Experience shows that 
cereals are best kept in a cool, dry 
place, remote from pervasive odors of 
any kind.

In the handling of package goods, 
the m erchant should be careful to 
first sell out the older stock before 
drawing upon a new shipment. I t is 
eaSy —very easy—when a new ship
ment of breakfast food comes in to 
replenish the shelf stock by pushing 
back the remaining old packages and 
lining the new packages in front of 
them. But the m erchant who wants 
to guard against the possibility of 
handing out stale goods will see that 
the old goods on the shelves are not 
thus pushed back, time after time, till 
their last vestige of freshness and 
crispness has completely vanished.

No Excuse for Pessimism. 
W ritte n  fo r th e  T rad esm an .

Some of the more im portant daily 
papers of the country have been criti
cised because they have consistently 
said that times should be better and 
that there was no excuse for pes
simism regarding general business 
conditions. Close observation of cur
rent conditions w arrants the state
ment that this criticism is absolutely 
wrong and unjust.

There is nothing fundamentally 
wrong in this country that should 
cause a business depression or the 
shadow of a panic. Crop conditions, 
especially in the Middle W est, are al
most ideal, the dry but late spring 
having been compensated for by the 
recent heavy rains and warmer weath
er. Plowing and seeding have 
progressed favorably and not for 
years have the indications been so 
good for a bumper crop of fruit. 
These conditions in themselves should 
more than offset the somewhat dis
turbing effects of the Mexican mix- 
up. I t  is a peculiarity of the United 
States that its productiveness is so 
great and its business so diversified 
that even the best laid plans of men 
whose theories lead them to legis
late in favor of business depression 
cannot always accomplish the results 
which they unconsciously promote. 
As stated before, we are now coming 
into a season which in spite of our 
record crop of last year shows acre
age in crop conditions of the country

so good tha t it looks as though we 
are going to have a billion bushels 
of spring and winter wheat harvest
ed in 1914.

This means a tremendous influx of 
foreign money to pay for this food 
stuff and something more.

This condition and the fact that the 
factories are fairly well supplied with 
orders, there being' no over-produc
tion whatever, w arrant an optimistic 
view for the future. The only de
pressing effect is found in the indi
vidual opinions of a few business men 
in every locality who are always look
ing for the flaw in the landscape. 
The healthy tone assumed by the 
press and by the great mass of busi
ness men fortunately counteracts the 
attem pt to make the future look dark. 
Public utilities are especially fortu
nate in being able to report moderate 
and steady growth in the business 
transacted by them this year. The 
commercial reports of a number of 
companies show for the month of 
May an average increase in 
the output of gas and electric cur
rent for heat, light and power of from 
4 to 40 per cent, when compared with 
a corresponding period in 1913. The 
financial reports follow suit and 
show increase in gross earnings for 
1914 of from 2 to 10 per cent, and it 
is estimated that all of the well man
aged public utility corporations will 
show for the year 1914 an increase of 
from 12 to 14 per cent. Paul Leake.

Some Fine Towns in the Thumb 
Country.

H arbor Beach, June 2.—Located on 
the shore of Lake Huron and on the 
P. M., eighteen miles east of Bad Axe, 
the county seat, and sixty miles above 
Port Huron, H arbor Beach is the 
chief grain m arket for the whole of 
the Huron Peninsula and the most 
enterprising and prosperous city on 
the shore. I t dates its settlem ent 
from 1837, was incorporated as a vil
lage in 1882 and as a city in 1910, and 
is the first city in the State of Michi
gan to adopt the commission form of 
government. It was formerly known 
as Sand Beach and for several years 
was the county seat, but this was 
later moved to Bad Axe, the geo
graphical center of the county. The 
city has five churches, good schools, 
a library, an opera house, three pub
lic halls, two banks, water works, fire 
departm ent and electric light plant. 
Among the products manufactured 
here are the following: flour, corn 
starch, wheat starch, macaroni, food 
pastes, butter, cement tile and build
ing blocks. One of the m ost beauti
ful summer resorts in the country is 
located here. There are numerous 
cottages, none of which cost less than 
$2,000 and a fine club house. H arbor 
Beach is the location of the U. S. 
Life Saving Station No. 1 (11th dis
trict) erected in 1881. The Govern
ment breakwater is about two miles 
in length and encloses the finest har
bor on the chain of lakes. Large and 
well assorted stocks of merchandise 
are carried and the following mer
chants read the Tradesm an:

M ihlethaler Co. Ltd., general m er
chandise.

Leszczynski & Co., general m er
chandise.

Glass Bros. & Co., furniture.
Dawson & Flick, meats.
R. C. Allen, drugs.
Herman Jacobs, general merchan

dise.
Klump & Wisbeck, drugs.
H uron Milling Co., flotvr, starch and 

macaroni.
State Bank of H arbor Beach.
S. P. M arlott, hardware.

Siemen Bros., furniture.
J. Renter, groceries.
P. Rinkle, harness and implements. 
W olverine Variety Store, bazaar 

goods.
Eglin & Son, shoes.
L. M. Decker, jewelry.
The Hotel Dow is the leading hotel 

under the management of Frederic 
Staats.

Palms is located on the P. M. 
eighteen miles northeast of Sandusky, 
the judicial seat. I t has a Catholic 
church and a bank. Large quantities 
of farm produce are shipped from 
this point annually. The following: 
business houses read the Tradesm an: 

Lesczynski-Clark Co., general mer
chandise.

Palms Elevator Co.
Palms State Bank.
Palms Hardware Co.
Ubly is on the P. M., eight miles 

south of Bad Axe and sixty-five miles 
from P ort Huron. I t was incorporat
ed as a village in 1896, has four 
churches, a bank and a weekly news
paper. The principal industries are 
milk condensary, flour mills and grain 
elevators. The following business 
men receive the Tradesm an regular- 
ly:

Geo. A. Plietz, general merchan
dise.

John Z. Zulauf, general merchan
dise.

B. & S. Elber, general merchandise. 
Alfred Pagett, general merchandise. 
L. Mills, general merchandise. 
Anson Ginrich, shoes.
Amos Bond, drugs.
Citizens Bank.
Ubly Grain Co.
Page Condensed Milk Co.
H arry J. W ilkinson, hardware.

W. R. W agers.

George S. Blesch, for the past three 
years with the W atson-H iggins Mill
ing Co., of Grand Rapids, severs his 
connection with that firm June 1, to 
enter the employ of the Big M oun
tain Coal Co., of W elch, W est V ir
ginia. Mr. Blesch is recognized as 
one of the best salesmen now w ork
ing Michigan territory. The coal 
company have assigned the entire 
State of Michigan to Mr. Blesch, 
who with his family will continue to 
make Alma his home.
________ BUSINESS CHANCES.________

V a rie ty  S tock—B es t d ea l in  W es te rn  
M ichigan fo r th e  m oney. Invo ice  a b o u t 
$4,000. W ill sell a t  once fo r  $2,700. A d
d re ss  No. 276, c a re  T rad esm an . 276

F o r  Sale—A n u p - to -d a te  
co n fec tio n ery  s to re . D oing 
ness. A d d ress  No. 281, care

b ak ery  and  
la rg e  busi- 
T rad esm an . 

281
J .  M artin , b ro th e r  a n d  su cce sso r of 

la te  S. M artin , M ilw aukee, g e n e ra l a u c 
tio n e e r  of jew elry , m e rch an d ise , fu rn i
tu re , etc. W h e th e r  c h an g in g  location , 
re tir in g  fro m  b u s in ess  o r w ish  to  rea lize  
qu ick  cap ita l. W rite  o r w ire  J . M artin ,
618 E . 39th S t., C hicago, 111. 280__

F o r  Sale—A n u p - to -d a te  s to ck  of lad ie s ’ 
fu rn ish in g s  an d  fix tu re s  in fine loca tion  
in th e  b e s t  sm all c ity  in  W e s te rn  M ich
ig an . P o p u la tio n  a b o u t 2,300. N o co m 
p e titio n . A ddress  No. 279, c a re  T ra d e s 
m an . 279__

A G rea t O p p o rtu n ity —E sta b lish ed  d ry  
goods an d  re a d y - to -w e a r  b usiness. B est 
loca tion  in  c ity  of 12,000. S tock  now  
b e in g  reduced  a s  o w n er goes in to  o th e r  
b u s in ess  A u g u st 1. M u st be sold quick . 
A ddress  C h arle s  B ro th e rs , A drian , M ichi-
gan . ______ _____________________ 278

F o r  R en t—S to re , w ith  b a se m e n t in
connection . Good loca tion  fo r  te a  an d  
coffee an d  c h in a  s to re , d ru g  s to re , c ig a r 
an d  b a rb e r  shop, b a za a r , g ro ce ry  o r 
shoe s to re . Good o p p o rtu n ity  fo r d iffe r
e n t lines. A ddress N e ttie  M. W elch ,
C h arlo tte , M ichigan. _____ 277

A B arg a in —U p -to -d a te  g ro ce ry  s to ck  
of a b o u t $2,500 in  one of th e  b e s t c itie s  
in  S o u th e rn  M ichigan. O w ner le av in g  
tow n. A ddress  No. 229, c a re  T rad esm an .

_______ SITUATIONS W A NTED._______
W an ted  S itu a tio n —A s b u y e r o r  m a n 

a g e r  of a  g e n e ra l m e rch an d ise  s to re . 
H av e  h ad  y e a rs  o f experience . A lw ays 
w ork  fo r  th e  in te re s t  of th e  ow ner. C an  
g e t th e  b u s in ess  a n d  hold  It. T ry  m e. 
C an fu rn ish  th e  b e s t  of re co m m en d atio n s  
by  req u est. A ddress  270 G ladstone  A ve„ 
G rand  R ap ids, M ichigan. 282



ASK YOUR JOBBER FOR

Hart Brand Canned Foods
HIGHEST QUALITY

Our products are packed at five plants in Michigan, in the finest fruit and vegetable belts 
in the Union, grown on lands close to the various plants; packed fresh from the fields 
and orchards, under highest sanitary conditions. Flavor, Texture, Color Superior.

Quality Guaranteed

The HART BRANDS are Trade Winners and Trade Makers
Vegetables:—Peas, Corn, Succotash, Stringless Beans, Pork and Beans, Pumpkin, Red Kidney 

Beans, Tomatoes, Spinach, Beets.
Fruits:—Cherries, Strawberries, Red Raspberries, Black Raspberries, Plums, Pears, Peaches.

W. R. ROACH & CO., HART, MICH.
Factories at

H A R T , K EN T CITY, LEXINGTON, EDMORE, SCOTTVILLE.

N o Business Man Can Afford to Be
a W orry Man

Fear and Worry are the twin brothers which cause business men 
a lot of trouble.

No business man, of course, can logically excuse himself for the 
failure to use good ordinary common sense and precaution in the conduct 
of his business affairs.

The business man who carelessly leaves the front door of his store 
open at night has a right to wake up at 12 o’clock and commence to 
worry about it.

The business man who does not provide him
self with a dependable safe for the protection of 
his books of account, valuable papers and cash, 
has a right to worry when he hears the fire bell

rmg. BUY A GOOD SAFE AND 
CUT OUT THE WORRY

WRITE US TO-DAY FOR PRICES

G R A N D  RAPIDS SAFE CO.
Tradesman Bldg. Grand Rapids, Mich.



Made in

Eight Sizes

Manufactured
Under

Sanitary
Conditions

Grand Rapids, Mich.

“ In a 
Class by 
Itself”

G. J. Johnson 
Cigar Co.

Makers


