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ON THE MARCH
Only a moment we meet and speak in the wide expanse of the years,
The grasp of a hand, and the smile of a friend, and the warmth of a word that cheers, 
And then the dust of the road again, and the sound of the marching feet,
And eyes that dim, and a heart that aches, for we never again may meet.
Oh, the road may wind over many a hill grown green with the breath of May,
And our path may lie where the bloom of June hangs sweet on every spray,
But the green of the spring and the blossom-snow seem to rise from the vanished years, 
And the songs of joy we sing in our hearts have a note akin to tears.
The dawns of the years may flush and fade, and the noons may spread their gold,
And beside us trustier comrades tramp than ever we knew of old;
Our feet may step to the surge and beat of a mightier minstrelsy,
And our eyes catch sight of the amethyst on the heights that we longed to see;
But wherever the human heart knows joy, and the human pulses stir,
There’s a minor chord in the triumph-song, and a sigh for the things that were.

James E. McDade.

THE GOSPEL OF LABOR

But I think the King of that country comes out from His tireless host;
And walks in this world of the weary, as if He loved it the most;
And here in the dusty confusion, with eyes that are heavy and dim,
He meets again the laboring men who are looking and longing for Him.

He cancels the curse of Eden, and brings them a blessing instead;
Blessed are they that labor, for Jesus partakes of their bread;
He puts His hand to their burdens, He enters their homes at night;
Who does his best shall have a guest, the Master of life and light.

And courage will come with His presence and patience return at His touch,
And manifold sins be forgiven to those who love Him much;
And the cries of envy and anger will change to the songs of cheer,
For the toiling age will forget its rage when the Prince of Peace draws near.

This is the gospel of labor—ring it, ye bells of the kirk—
The Lord of Love came, down from above to live with the men who work.
This is the rose that He planted, here in the thorn-cursed soil—
Heaven is blest with perfect rest, but the blessing of earth is toil.

Henry Van Dyke.
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Good Yeast
Good Bread

Good Health

Sell Your Customers
FLEISCHMANN’S

YEAST

SUMMER GANDY
SOME SUGGESTIONS

I x r  Q w p o t «  Pure sugar candy cut in small pieces, nicelyDUIiemy O w e e  IS , flavored and very attractive.

Caramel Bon Bons. Caramels dipped in a creamy icing. An 
1 excellent seller.

Iced Orange Jellies. A 8?ft orfnie jelly’ hitfhly flavored and

P n f f v  T o f f v  High grade butterscotch dipped in icing flavored
y  y  * with coflee. A fine eater and a big seller.

Try our new Cocoanut Wafer Rolls, 5 cents package.
Bigger and better than ever.

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

Recent years have seen bulk goods go out and package 
goods come in. Why? Because package goods are neat, 
clean, easy to handle, save time, prevent overweight, and 
please the consumer. All this is true of FRANKLIN CAR
TON SUGAR, and, sugar is the one thing you cannot afford 
to handle in bulk—you sell too much of it and sell it on too 
small a profit to waste time and work on it and run the risk 
of overweight loss. There’s a FRANKLIN CARTON 
SUGAR for every purpose. Granulated, Powdered, (Dainty 
Lumps), Small Cubes, Dessert and Table Confectioners’ 
XXXX, so you can easily supply all the wants of your cus
tomers by selling FRANKLIN CARTON SUGAR and 
thereby make a profit instead of a loss on all your sugar 
sales. Ask your jobber.

THE FRANKLIN SUGAR REFINING CO.
PHILADELPHIA

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

You can buy Franklin Carton Sugar in original 
containers of 24, 48. 60 and 120 lbs.

“QUALITY WINS"
If you don’t believe it, just look at the 

record of “White House” Coffee—which is 
all quality and the biggest commercial win
ner in the whole coffee market—solely on 
account of its real, undeniable QUALITY.

Distributed at Wholesale by
Judson Grocer Go., Grand Rapids, Mich.

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

SNO W  BOY W A SHING  POWDER 24s FAMILY S IZE
through the jobber—to Retail Grocers 

25 boxes @ $3 .60—5 boxes FREE 
10 boxes @ 3.60—2 boxes FREE 
5 boxes (pb 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.
A ll Orders at above prices must be for immediate delivery.
T his inducement is for N EW  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. ours very truly

52»& 5: ,"u"y 21,14 Lautz Bros. & Co.
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NEW  W HEAT GOING ABROAD.
For the present at least American 

farmers will have no trouble in dis
posing of wheat from the new crop. 
Europe has started in to buy it on 
an enormous scale. W ithin the past 
week fifteen steamers have been 
chartered to load during the summer 
for Continental ports and more are in 
demand. These steamers have a ca
pacity of 3,248,000 bushels, and it is 
estim ated that during the week the 
export sales have amounted to fully 
5,000,000 bushels. Of this amount, 
640,000 bushels were sold in New 
York the latter part of the week to 
go to Portugal. In  fact all Conti
nental Europe is showing an eager 
desire to purchase the new American 
wheat while the present low prices 
prevail. France is among the heavy 
purchasers and a number of the steam
ers have been engaged to go to 
French M editerranean ports. Freight 
rates are firm as a result of the in
creased demand.

All this is a result of the bountiful 
American crops coming at a time 
when European conditions are un
favorable. W hile there is no decid
ed shortage in foreign crops the grow 
ing conditions in Europe have not 
been satisfactory. The season has 
been backward, some sections hav
ing experienced a deficiency of m oist
ure, while others have been held back 
by cold weather. The decrease in 
prospective supplies ‘ not severe in 
any one instance, yet when added to
gether they form a total falling off 
that renders it necessary to seek ad
ditional supplies in this country. F ur
thermore, Europe has had an eye on 
the huge American crop for some 
time and for that reason has not been 
taking her usual quota from other 
exporting countries, but rather has 
drawn on her reserves until the new 
American crop should become avail
able.

American prices are now the low
est since 1906 and while they may go 
still lower European buyers are not 
disposed to take chances, but figure 
that while they can get cheap wheat 
they had better do so. There is the

contingency, for instance, of some 
damage to the American spring wheat 
crop, and whether there is or not 
there are pretty sure to be crop 
scares, artificial in character, but 
which nevertheless can send prices 
upward just as rapidly as real ones. 
Hence Europe has seen the wisdom 
of making purchases before any such 
complications should arise.

The sales above referred to do not 
by any means comprise the whole of 
the export sales of new crop wheat 
already made. This purchasing be
gan as much as a month ago and 
there are many grain traders who 
would not be surprised to learn that 
the total sales from the new crop ac
tually engaged for shipment abroad 
already exceed 10,000,000 bushels. In 
addition to this there are heavy spec
ulative sales made abroad chiefly in 
the British markets. A short time 
ago the condition existed where the 
English markets were considerably 
higher than a parity with the corres
ponding American future deliveries 
with the result that speculators here 
sold the British options against pur
chasers in the American markets. It 
will of course depend on m arket con
ditions which may exist before the ex
piration of these options as to wheth
er or not these spreads will be un
done or the actual wheat delivered, 
but the belief is that the exports will 
be made. This will relieve the B rit
ish markets ,of any shortage that 
might prevail and no doubt explains 
why England has not been such an 
active purchaser of the cash wheat as 
the other European markets.

Many of the steamers are engaged 
to load at Gulf ports, which means 
the loading of new winter wheat, but 
many of them are also engaged via 
Montreal, with none from New York 
and only one from Philadelphia. The 
latter condition is, of course, brought 
about by the attitude of the railroads 
in maintaining an excessive “at and 
east of Buffalo” rate, which has the 
tendency to divert traffic to M ont
real, coupled with the arbi
trary attitude of the roads in 
refusing to make the through lake 
and rail rates with the independent 
boat lines, while maintaining their 
own boat rates on a practically pro
hibitive basis.

READY FOR ACTION.
President Wilson has finally select

ed the five appointive members of 
the Federal Reserve Board. W hen 
these nominations have been ratified 
the next successive steps, in their o r
der, will be these: Designation of a 
governor from the five appointees; 
organization of the Board; its selec
tion of one-third of the directors for 
each of the twelve regional banks;

the choice, by the member banks of 
each district, of the six other mem
bers of the Board of its reserve 
bank; organization of the reserve 
bank boards; their arrangem ent for 
headquarters, and for office staffs; 
the calling for the subscription, by 
member banks in the district, to the 
stock of its reserve bank. This will 
pave the way to the reduction in re
serve requirements at every individ
ual member bank; the fixing of each 
regional bank’s official discount rate, 
the beginning of rediscount of com
mercial paper, and the issue, on ap
plication by the banks, of the new 
Federal Reserve notes.

W hether all this can be accomplish
ed in time for the early autumn “har
vest movement” of currency and 
credits, is an uncertain question. 
Complicated experiments of the sort 
are apt to be slow in getting start
ed. In this case, ten or twelve weeks 
constitute a period full short for the 
numerous successive processes just 
recited, each of which must await the 
completion of others.

Two practically interesting ques
tions are: Will the facilities of the 
new system be imperatively needed 
in this coming harvest season, and 
are they needed to control the present 
gold export movement? To the first 
question, in view of the dull trade, 
inactive stock exchanges, and large 
bank surpluses, the answer is, No. 
To the second, the answer is that, if 
the system were now in operation, 
in the face of the large gold exports, 
the New York regional bank would 
probably already have put its official 
rediscount rate above the open mar
ket, with a view to the gradaul con
trol of the foreign exchanges.

CHANGED CONDITIONS.
Vice President Marshall is an hon

orable, well-meaning man and much 
in his public utterances reveals a 
thoughtful mind. In 1850, he says, we 
had a republic where labor was sat
isfied, where respect for religion, rev
erence for law and order and a sin
cere attachm ent to the constitution 
were strong. The old order of edu
cation then prevailing furnished a 
philosophy and taught men that hap
piness was not in their material sur
roundings, in position or in power but 
in their own purposes and conduct. 
Now the humanities have been for
gotten in the rush for success.

All this is true and admirably s ta t
ed, but when he undertakes to ex
plain the causes which brought about 
the present changed conditions he 
gives, as he commonly does, a dema
gogic twist to his argument. The a r
tisan of that day, he truly says, was, 
generally speaking, skilled at his work 
and could produce a completed ar

ticle. Then he continues, the ad
vent of machinery took his tools from 
him and put then in the hands of 
capital, “for money is crafty and in
stead of Ibaning itself to the labor
ing man to enable him to carry on 
his trade is now buying the labor
ing man’s machinery, constantly in
creasing its own profit thereby and 
constantly decreasing the laboring 
man’s share of our produced wealth.” 

It is true that the invention of ma
chinery has driven the small-shop 
manufacturer of the completed article 
out of business, and division of labor 
makes him a pieceworker. O ther 
things being equal, the vaster the 
plant and the more piecemeal its pro
cesses the more cheaply its output can 
be marketed. Not only is the im
mensely costly machinery now re
quired for economical production out 
of the reach of the laboring man, but 
it is also out of the reach of the in
dividual capitalist, the combined sav
ing of hundreds or thousands of 
stockholders being needed to equip 
and operate the biggest plants. But 
any man who has earned and saved 
the price of a share can buy into such 
a business and thus become an owner 
of machinery to the extent of his cap
ital.

GROCERY CAT RETAINS JOB.
The proposed ordinance in Seattle, 

designed to exterminate the tradi
tional grocery cat, failed in accom
plishing that end. The ordinance as 
finally enacted provides that “it shall 
be unlawful for any person or per
sons to keep live chickens, ducks, tu r
keys or other fowls in any cellar or 
basement underneath any grocery or 
food market or other place where 
food or food products are kept for 
sale, or permit any domestic animal, 
cats excepted, to enter or remain in 
any grocery store, market or other 
place where food or food products 
are kept for sale.”

The modified ordinance, as now in 
effect, is the result of the conten
tion of the city grocers that cats were 
essentially necessary around their 
store premises for the extermination 
of mice and rats, and that they were 
of cleanly habits.

It is not the critic who counts; not 
the man who points out how the 
strong man stumbles, or where the 
doer of deeds could have done them 
better. The credit belongs to the man 
who is actually in the arena, whose 
face is marred by dust and sweat and 
blood; who strives valiantly; who 
errs, and comes short again and again, 
because there is no effort without er
ror and shortcoming. — T heodore  
Roosevelt,
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DETROIT DETONATIONS.

Cogent Criticisms From Michigan’s 
Metropolis.

Detroit, June 22.—Learn one thing 
each week about Detroit: D etroit
has the largest soda and salt pro
duction in the world.

Some time ago we had occasion to 
commend the A. W. Koenig Co., 
corner of Gratiot avenue and Chene 
street, for a particularly effective win
dow display in its store. Last week 
it had another window display that 
attracted widespread attention. The 
effect was a barnyard scene that was 
remarkably clever. The firm used the 
window to exhibit exclusively a well- 
known and advertised line of under
wear.

William W atson, former prominent 
west side business man, who went to 
Hawarden, Sask., in the vain quest 
of health, died about two weeks ago. 
His remains, accompanied by his wife, 
who reached his bedside before the 
end, were brought back to D etroit for 
burial. Mr. W atson conducted a con
fectionery store at the corner of 
Grand River avenue and Sixteenth 
street for over five years. He was 
very active in prom oting the interests 
of the northwestern part of the city, 
which is growing faster than any 
other section. A t the time of his 
death he was 39 years old. He is sur
vived by a widow and daughter 2 years 
old. The Masonic lodge took charge 
of the funeral.

Belief in a future life is the ap
petite of reason—Landor.

The head bell boy of the Ponchar- 
train pays the management $3,000 a 
year for the privilege of being head 
bell boy. It doesn’t take a university 
graduate to figure out who pays back 
the bell boy the $3,000 with loan shark 
interest.

Fred Reick, of Reick & Gust, U tica’s 
leading general merchants, wras a De
tro it business visitor last Thursday. 
Of course, the fact that the renown
ed W alter Johnson was to pitch for 
the W ashington baseball club on that 
day was simply a coincidence. In 
cidentally let us mention, Freddy had 
all of his business transacted before 3 
o'clock on said Thursday.

For inventing a shock absorber for 
an ordinary wheel barrow, a French
man was recently awarded a gold 
medal. Now, if somebody could in
vent a shock absorber for some of 
our “ordinary” traveling men.

The new time card for the Grand 
Trunk system that was to have taken 
effect June 28 has been postponed on 
account of the order of the Michi
gan Railway Commission to better 
conditions between Grand Haven and 
D etroit. Remonstrances by m er
chants and residents from D etroit to 
Grand Haven have poured in on the 
Commission, D etroit merchants and 
jobbers particularly being active in 
the fight for better service. The in
convenience to the traveling men 
would have been great had the pro
posed schedule gone through. The 
two slow trains that were to have 
been taken off, one east and one west, 
will be retained. The Grand Trunk 
is a foreign-owned road and, appar
ently. the only interest it has in Michi
gan is the interest on its investment. 
The rotten depot in D etroit and the 
depot in Grand Rapids, minus a train 
shed, compelling passengers to alight 
and walk to the depot in all kinds of 
inclement weather, are further ex
amples of the “interest” they take 
from Michigan.

William Kelmel, of Kelmel & Gib
bons, general merchants of New Balti
more, was in D etroit on business last 
week.

On the other hand, who can satisfy 
who in Mexico—aside from them 
selves?

C. C. Starkweather, local manager 
of the Buick branch, attended the 
annual meeting of the managers and 
distributors held at the factory in 
Flint last Friday and Saturday.

J. J. Poole, of the firm of J. J. 
Poole & Son, one of Algonac’s old
est stores, was in the city on a busi
ness trip last week.

W hen we declared through these 
columns that one of the D etroit 
Council’s baseball teams was to be 
reckoned with, it was because we in
tended to get into the game ourselves. 
Naturally enough, our not playing 
caused the disastrous results.

“Grand Rapids knows how,” writes 
Willie Sawyer, 131 won the ball 
game. “Grand Rapids knows how,” 
repeat we. The Central League has 
a franchise in Grand Rapids also.

W. H. Lamb, druggist at Beaver, 
was in the city last week on a busi
ness trip.

Jerome A. Zischerk has opened a 
new store at 177 Mack avenue and 
will carry a complete line of men’s 
hats, caps and furnishing goods.

There are many things that can be 
said to us without arousing our ire, 
but when the editor calls us an innu
endo, we pause to mop the perspira
tion from our shiny top before reply
ing. It is hard enough to have to 
read our own stuff without having 
to use an unabridged to give it the 
second over. *

Mrs. C. N. Allen was in D etroit in 
the interests of her husband’s general 
store at Dryden.

Traveling men, be careful and look 
up your train schedules. Most of the 
trains have put on their summer 
schedules and some of them have 
made drastic changes. The Pere 
Marquette has made many im portant 
changes, and, being the most im
portant road in the State, it behooves 
all who travel over the main lines to 
study up the new schedules.

Fritz & Steve is the name of the 
new haberdashery at ,’1278 Gratiot 
avenue. G. A. Prima and S. H. 
W ashburn are the names of the two 
young men who are the owners of 
the new and up-to-date store. Both 
are good business men and aggressive 
hustlers and should make a decided 
success in the new business.

The American General Baggage As
sociation met in D etroit last week. 
J. E. Quick, of this city, was elected 
Secretary-Treasurer of the Associa
tion for the twenty-fifth time. The 
baggage men should be able to bang 
through their business in quick order.

For the carnival to be held on 
Michigan avenue, August 20, ten 
bands have been engaged; 25,000 but
tons and 15,000 horns have been or
dered, which bodes ill for those who 
undertake to sleep in that Immediate 
vicinity.

Nathan & Nathan, who already 
own one men’s furnishing goods store 
on Gratiot avenue, have opened a sec
ond store at 130 Gratiot avenue, which 
is practically in the downtown district. 
The new store is one of the best of 
its kind on that street.

Belfast, Ireland, imported last year, 
1,088 automobiles, which only a mere 
trifle as compared with the other 
cities that assist in making D etroit 
the greatest place on earth.

W e believe if the Grand Rapids 
correspondent would t|ake note of 
the ‘Learn one thing each week” 
headings to these columns, he would 
not call D etroit “Fordtown.” The 
pharmaceutical industries alone in 
Detroit, employ 20,000 people; the 
stove works, 12,000; the Solvay P ro
cess Co., about 3,000 and employ them 
fifty-two weeks in the year, not men
tion ing , any of the other large fac
tories in the city.

In the small introduction to these 
columns weekly, we have always re
frained from mentioning the auto
mobile industries or the large fac
tories manufacturing automobile ac
cessories. The idea is erroneous that 
D etroit depends alm ost entirely on 
the automobile industry. The next 
four weeks will find at the head of 
this page, four of the largest insti
tutions of their kind in the world— 
located in Detroit.

Ludington is to have a great cele

bration and home coming, beginning 
June 29. The celebration is in com
memoration of the finishing of the 
great million dollar harbor and the 
two actors, Lew Dockstader W arr. 
and-----

The Shields Co., 59 Grand River 
avenue, has leased the store adjoining 
its present location and will remodel 
both the old and new store, making 
one of the best men’s furnishing 
goods stores on Grand River avenue. 
The Shields Co. recently opened a 
branch store in H ighland Park.

Buck M urray writes his views of 
H ildy’s broken shoulder and the lad
der episode, as follows: “I can’t 
understand how a man with the un
questioned integrity of Mr. H ilde
brand, claims to have gone home to 
shave the grass and later claims lie 
fell off of a ladder. I believe after 
he mowed the grass he shaved him
self and while so doing some lather 
dropped on the floor. Poor Hildy 
slipped on the lather and not the lad
der, and broke his shoulder. This 
is only surmise, of course, but pos
sibly before the next edition of the 
Tradesm an is published John Mc
Mahon or Hildy himself might throw 
some light on this dark secret.”

Mrs. Streeter was in D etroit last 
week in the interest of the Streeter 
Co., Memphis.

Officers from the State Fire M ar
shal’s office were in D etroit last week 
and jarred the hotels that were not 
living up to the H enry law, recently 
passed. About 100 hotels and two- 
story rooming houses were ordered 
equipped with fire escapes. The two- 
story buildings must be furnished with 
knotted manila ropes, capable of hold- 
ling 500 pounds, while all over two 
stories must have regulation fire es
capes. Copies of the law were left 
with each hotel and rooming house 
proprietor.

If the Grand Rapids Association 
of Commerce was composed of the 
entire 131 U. C. T. Council, Grand 
Rapids would indeed show the world 
that “Grand Rapids knows how.”

After reading the arraignm ent of 
the Grand Rapids filtration system, 
we are firmer in the belief than ever 
that for a drink water is all right to 
give to the horses.

Frank A. Booth, formerly of Sagi
naw, where he was well known as the 
manager of the Fordney Hotel, has 
leased for a term of ten years the 
Imperial Hotel at 62 -64 Columbia 
street, W est. The building is prac
tically new and is fire proof. It is 
within a few minutes walk of the 
heart of the city, has a first-class res- 
tauraunt and will be run as a popu
lar priced stag hotel.

No man is so absent minded that 
he forgets his troubles.

If we were to lose our President 
and his cabinet, there would still be 
hope. The D etroit Free Press knows 
exactly how the Government should 
be run.

F. C. Richter, Grand Secretary of 
the U. C. T., spent Friday and Sat
urday in Detroit, leaving Sunday for 
Columbus to attend the m eeting of 
the Supreme Council held this week.

Ciprian & K ott have opened a dry 
goods store at the corner of Ferry 
avenue and Dubois street.

E. P. Powers, of Quincy, Mass., 
owns a four-legged chicken that is 
pickled in alcohol. To see a four
legged chicken pickled is an unsual 
sight, but then the two-legged chick
ens are not always so particular.

Sam Goldberg, Gladwin’s leading 
general merchant and well known in 
Detroit, is ill at his home with pleu
risy.

Ray V. Smith, for the past few 
years with the Cluett-Peabody Co., 
representing them in Eastern Michi
gan, has made arrangements with his 
firm to be transferred to Florida and 
will cover the territory from Flori
da to Kentucky. Ray has many 
friends in Detroit, where he has liv
ed all his life, who will regret to hear

of his departure. He leaves for 
Florida about August 5.

Australia yearly imports 2,500 gal
lons of whisky from Ireland. Mere
ly a coincident that so many fight
ers hail from Australia.

D istrict managers and salesmen of 
the Lozier M otor Co. from all over 
the country attended a ginger m eet
ing in D etro it last week. They were 
shown all through the Lozier plant 
and received a great many valuable 
sales pointers, both from the factory 
visit, the information exchanged 
among each other and the talks given 
by the sales managers.

Charles F. Redden, sales manager 
of the Maxwell M otor Car Co., sail
ed for Europe on the Cedric on June 
18. He will cover all the principal 
countries in Europe in the interest of 
the company.

Irving Smith and Charles Kelly, 
of New Lothrop, spent last week in 
D etroit, purchasing a new stock of 
dry goods and furnishing goods. A 
new building is being erected for 
them and as soon as it is completed 
they will open an up-to-date general 
store. Both young men are life-long 
residents of New Lothrop and have 
many friends, both in the town and 
the county. Mr. Smith has had plenty 
of experience in the mercantile busi
ness, having been a member of the 
firm of Beatty & Smith, of New 
Lothrop. He sold his interest to 
Mr. Beatty last April.

J. Smith, of W. J. Smith & Son, 
Paw Paw, and Miss Ethel M cEachron 
were united in marriage June 23. 
Both Mr. Smith and his bride are 
extremely popular in Paw Paw and 
the Tradesm an joins their friend in 
wishing them a long and happy wed
ded life.

Mr. Ormsby, with the Lothrop & 
Jeffery drug store, Armada, was in 
the city last week.

J. C. Hamilton, of Plymouth, was 
in D etroit last week in the interest 
of his general store.

At the meeting held by D etroit 
Council, No. 9, last Saturday night,
S. F. Pungs occupied the Senior 
Counselor’s chair, Senior Counselor 
W elker being unable to attend the 
meeting. Mr. Pungs filled the office 
like a veteran. R. H. Selfridge, of 
Central City Council, Syracuse, N. Y., 
visited the Council. Mr. Selfridge 
was en route to Columbus to attend 
the Supreme Council meeting. He 
gave the Council a talk full of good 
ideas and, incidentally, gave the mem
bers the impression that New York 
was far ahead of Michigan in the 
knowledge of Supreme Council work. 
It is to be hoped that the delegates 
representing Michigan in Columbus 
this week will follow along some of 
the lines laid out by the New York 
delegates.

Stanley Hitchings (A. Krolik & 
Co.) says that money covers a m ulti
tude of vulgarities. Stanley is one 
of the officers of D etroit Council, No.
9.

W. D. Baltz, of Lansing, was a 
business visitor in D etroit last week.

A new men’s furnishing goods store 
has been opened on Gratiot avenue 
under the style of the Kamrin Fash
ion Shop.

Charity begins at home—and then 
what becomes of it?

Louis T. W agner, well-known au
tomobile salesman, has associated 
himself with the Century Electric Car 
Co. and will act as assistant to W. J. 
Gordon in the service and sales de
partments. He will also organize an 
efficiency departm ent for the assist
ance of the dealers.

Twenty-seven D etroit members of 
the National Association of Credit 
Men are in Rochester this week to 
attend the annual convention. Frank
R. Hamburger, Secretary of the De
tro it Association of Credit Men, read 
a paper on Credit Co-operation and 
Team W ork. He also took a lead
ing part in the debate on the sub
ject Value of Commercial Legisla
tion. Nearly all of the members
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were accompanied by their wives.
Turkish cigarette manufacturers in 

need of a model to be used for ad
vertising purposes might secure the 
services of “Speed” Fredericks (cen
ter of lower row of “suffragettes” 
picture).

The Goodyear Tire & Rubber Co. 
is holding a series of dealers’ m eet
ings in the principal cities. The com
pany has tried this method out for 
some time past and finds it has in
creased their sales. The idea is 
good and might be tried by other con
cerns in different lines of business, 
with profit to all concerned.

T hat all lines of business are not 
at a standstill, as claimed by the 
calamity howling newspapers, is evi
denced by the fact that the Hupp 
M otor Car Co. is not only working 
full capacity, but tents were erected 
to be used as tem porary quarters.

Grand Rapids won the prize for 
having the best appearance in the pa
rade at Saginaw, but the D etroit 
Councils had the most fun in the pa
rade—also caused the most fun.

The Byrant Hotel, at Flint, burned 
down last week. It is the earnest 
hope of traveling men that a new 
hotel be built where the old land
mark burned. If ever a town needed 
another modern hotel at popular 
prices. F lint is the town.

H. S. Evans, manager of the Dor- 
rance & Garrison drug store, W yan
dotte, was in D etroit last week on 
business.

G. W. Carpenter, clothier of Lapeer, 
was a D etroit business visitor last 
week.

D etroit will sell its water on the 
European plan. In  other words, all 
water will be metered, as is the case 
with European Jiotels. Less will be 
consumed by the public.

Hard work—trying to get out of it. 
John S'. Collins, for a number of 

years representative for the In terna
tional H arvester Co., later identified 
with the automobile industry until 
he became Qne of the best known 
automobile men in this section of the 
country, has been given charge of 
Dodge Brothers sales throughout 
Michigan and the N orthern parts of 
Ohio and Indiana. Mr. Collins has 
been connected with the Buick Co., 
having charge of its Buffalo branch, 
later being given charge of the dis
tribution in N orthern Michigan.

H arry  Marks, Secretary of D etroit 
Council, No. 9. left Sunday to attend 
the Supreme Council meeting at Co
lumbus, stopping at Toledo for a few 
hours to transact some business.

The double store at 81-83 W est 
Jefferson avenue has been leased for 
a term of five years by the D etroit 
Rubber Co., which will take posses
sion August 1, after which it will 
make extensive alterations. The 
building is in the down town district.

All items of interest for these col
umns gladly received. Address 202 
Montclair avenue. Phone, H ickory 
1675 W.

H. D. Hoffman, M onroe’s hustling 
veteran merchant, was in the city 
on business last week. Mr. Hoffman 
conducts an up-to-date ladies’ furnish
ing goods store.

Theodore Traver, of Mt. Clemens, 
one of the veteran traveling men of 
the State, died at his home June 21. 
Mr. Traver, who was 81 years of age 
traveled for thirty-five years, giving 
up the road on account of ill health 
only about five months ago.

H arold Putnam, of W ashington, 
Iowa, was in D etroit on a visit this 
week. H arold is the son of A. E. 
ru tnam , proprietor of a dry goods 
and ladies’ furnishing goods store. 
Mr. Putnam  has w ritten friends that 
lie will be in D etroit in a few days 
after a few days’ visit to Milan, where 
he formerly was in business.

Michigan mined 1,231,786 short tons 
of coal last year. Judging by the 
size of the tons we bought last win
ter we must have gotten Michigan 
coal.

Charles Boeracker, formerly of the 
Milner Company, Toledo, will take 
the territory formerly covered by 
Charles W right, who has resigned 
to give his store on Grand River 
avenue his undivided attention. Mr. 
Boeracker will make his headquarters 
in Toledo and will call on the trade 
in some of the suburban towns.

Mr. Allen, with E. E. Durham, 
druggist at Corunna, was in D etroit 
last week.

Mr. Roehrig, of Roehrig Bros., one 
of W yandotte’s leading clothing and 
furnishing goods stores, was a busy 
business visitor in the city last week.

Henry C. Wise, dead in Denver, 
leaves a wooden leg containing $8,- 
000.

There was some leg to pull.
James M. Goldstein.

Chirpings From the Crickets.
Battle Creek, June 22.—The cur

rent issue of a popular magazine, con
tains a full page advertisement, re
hearsing the pit-falls of “scavenger 
books” in strong language. This 
magazine’s own pages reek with fic
tion whose foundation is the man 
and woman question, chiefly in high 
society. The stories are surely not 
food for young minds and if the 
scenes they describe were thrown on 
a screen they would not stand the cen
sorship. The thought that impressed 
me, however, is that the advertising 
and editorial departments do not al
low any unwritten business law to 
conflict with each other. Not so with 
less popular sellers. So there you 
are. Do the publishers of the pop
ular magazine I speak of know that 
the reading public like their “mush” 
and accept other people’s copy on 
“decency,” knowing the thought is O.
K. Also knowing the public won’t 
read it as freely as their own pages? 
We think they do.

Ella W heeler Wilcox, in a recent 
poem, writes on Common Sense, 
which leads me to write a few lines 
on the same topic. W ith every m an’s 
life and business becoming more com
plex each day, it behooves us to frame 
our minds to the proper mental poise. 
The safe mental poise can be had by 
the exercise of good common sense 
with a will and ambition to carry it 
through. Common sense has never 
been overestimated. W hen in doubt, 
.use common sense. W e all are apt 
to think away over some problems 
that come up to us to be solved. The 
greatest things in this life are the sim
plest. I have thought of late regard
ing personality in writing. I think 
a man should put on paper the 
thoughts just as they enter or leave 
his brain. By eliminating your per
sonality you get into the crowd. 
W hether it is good, bad or indifferent, 
put yourself into the work. Then it 
has your own peculiar characteristics 
and they will know it is your own 
work and that you showed some ef
fort and did not copy the other fel
low’s style. A good reader of human 
nature may not be a good writer, 
but a good w riter is a good reader of 
human nature. W hen you read an ar
ticle that thrills and gets hold of you, 
you can figure the w riter has al
ready lived through what he has com
mitted to paper.

In a recent issue of a big city daily, 
a clothier and a furniture house had 
two big advertisements that set forth 
in large type the present unsettled 
business situation and offering large 
cuts to move their stocks. Over the 
page was an auto advertisement, tell
ing of their oversold condition. I 
wonder if there is a connection in the 
condition described by the three ad
vertisem ents or does the auto con
cern stretch the truth. Does the 
money that used to buy rings, brace
lets, book cases and bric-a-brac now 
buy gasoline, oil and tires? The pop
ularity of the auto has changed lots 
of lines of business. But enterpris
ing auto salesmen are showing the 
farmer with boys how he can keep

then on the farm. Buy a machine. 
Boy marries his neighbor’s daughter. 
Farms become united. Third genera
tion pn,ts in an appearance. Every
body happy. All laid to the auto. 
Otherwise the boy might drift to 
the city and help make cars for fel
lows such as he to use and enjoy. 
Wise geek! He stays home and lets 
the other fellow roam and spend all 
he makes. Still I have seen it work 
out where the auto factory first got 
the young farmer and then turned 
around and got the old gent’s money 
for a car the boy helped to make. 
There you are. Boy off the farm and 
money going into car thr\t is needed 
on farm. Both boy and money need
ed at home. Got him going and com
ing.

Funny, the people you see in the 
movies are always riding in $6,000 
cars.

Would Mary Pickford pick a Ford?
Ask Charles Grenshaw how he 

spells Dawagiac.
Sample letters mailed by travelers:
Dear Firm—Enclosed please find 

order. I can’t.
Dear Firm—Your customers are

leaving you one by one, but I am with 
you always.

As Brother Buss says, Isch Ca Fret.
The copy from Mears is O. K. 

Keep it coming.
Our Council had its regular m eet

ing last Saturday night with a good 
bunch of boys in attendance. George 
Steele made his report on the State 
convention. J. Paul Hacha, of 131, 
honored our meeting with his pres
ence. Our Council chambers have 
been newly decorated and make a 
swell background for the good work 
and Bill and his fellow highbrows.

George Steele leaves Sunday to a t
tend the meeting of the National Sec
retaries Association, which convenes 
Monday morning at Columbus, Ohio.

John Q. Adams leaves Monday to 
attend the Supreme Council meeting 
at Columbus as a delegate from the 
Grand Council of Michigan.

We were pained to hear of the 
death of Mrs. Sipley, wife of Brother 
Sipley, of Kalamazoo Council. Our 
hearts go out to Mr. Sipley during 
his hour of sorrow.

Chas. R. Foster is on his vacation. 
Charles says his subscription to the 
Tradesm an has expired and this and 
local bills are all he is going to spend 
until he gets into the harness again.

A beautiful tribute to the late C. 
W. Post was w ritten by Brother 
Hensler, Foster and Dye and sent to 
the family from 253. Mr. Post had 
shown a kindly interest in our Coun
cil and its affairs and his loss will be 
felt by all.

The 1915 State U. C. T. convention 
will be held the first Friday and Sat
urday in June at Lansing. A little 
earlier than in the past years.

The big annual picnic of 253 will 
be held at Gull Lake, Saturday, Aug
ust 1. W e are all planning on our 
usual good time. Ball game, boat 
ride, general sociability and some 
feed. All lay your plans to be with 
us.

John Adams did not take the Bag- 
man degree at Saginaw because the 
boys had something extra rich fixed 
for John and he got wise to it. John 
says he will take the degree at Grand 
Rapids at some future date.

Elmer E. Mills was made Page to 
succeed H erbert W. Ireland, whose 
work keeps him away.

A salesman said to a retailer: “Do 
you keep this store?” The retailer 
said: “No! this store keeps me.”

A man said: “Those fellows al
ways have a circus every time they 
come to town.” His companion ask
ed, “W ho?” His friend said: “Ring- 
ling Brothers.”

Munsey could not make a success 
of the newspaper business. Post could 
not make a success of the candy busi
ness. The American Locomotive Co. 
could not make a success of the auto 
business. Hershey, of milk and 
chocolate fame, did not make a suc

cess of the caramel business. Which 
shows the successful man has his 
failures along with his successes, or 
before he has his success.

If Mr. Wilson was a manufacturer 
and up against what many of them are, 
do you suppose he would call it a 
“psychological depression?”

Guy Pfänder.
Boomlets From Bay City.

Bay City, June 22.—The canoe has 
begun to claim its usual number of 
victims. A young man and a young 
woman were drowned last week in 
Saginaw Bay, near W enona Beach, 
and the cause was an overturned 
canoe. When will people learn that 
canoe riding is only a popular meth
od of committing suicide?

Thank you, Mr. Editor, for your 
defense of the deacon. Please ask 
Mr. Goldstein in your next issue how 
he, a U. C. T., came to be in a saloon 
when he saw the deacon come in the 
back door?

The Grand Rapids correspondent 
of the Tradesman must have been in
dulging in a pipe dream when he 
wrote last week that “Grand Rapids 
Council carried away all the honors 
and the members of Bay City Council 
wore white duck trousers.” The white 
trousers he refers to were blue. Col
or blindness is a serious affliction. If 
the Bay City boys carried “gold, white 
and blue umbrellas,’ they were not 
aware of it. However, we readily for
give Mr. Sawyer for his m is-state
ments because Saginaw River water 
has a bad effect upon many men.

McLeod Bros., Greenleaf, have 
erected a large store at Greenleaf Sta
tion, on the Bad Axe branch of the 
Grand Trunk Railway, which they 
have stocked with a complete line of 
general merchandise. They will con
tinue the store at Greenleaf.

W. F. Ehlers, Shabbona, the pio
neer merchant of that town, has sold 
an interest in his business to G. A. 
Ausländer. The firm name is Ehlers & 
Ausländer. Shabbona has better ra il
way facilities than formerly because 
the Detroit, Bay City & W estern 
passes about two miles distant, which 
is much nearer than the Pontiac, Ox
ford & Northern at the nearest point.

T. J. Finkle, who has conducted a 
general store in Clifford several years, 
has sold his stock to E. J. Van Sick- 
land and removed to Pontiac, where 
he has opened an up-to-date grocery.

Thomas Agar is making good as 
proprietor of the Clifford House, 
Clifford. This hotel is now in first- 
class sanitary condition, including 
bath rooms, lavatories and new fur
nishings. The table service is ex
cellent. If you enjoy eating fried 
chicken and straw berry shortcake, 
stop with Tom.

If favorable conditions continue to 
prevail, Michigan will have bumper 
crops this year, as the crop prospects 
were never better. Pub. Com.

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

Buffalo, June 24.—Creamery butter, 
fresh 22@26c; dairy, 18@22c; poor to 
good, all kinds, 15@18c.

Cheese—New fancy, 15@15J^c; new 
choice, 14@14l4c.

Eggs—Choice fresh, 20@21c.
Poultry (live) — Turkeys 13@15c; 

cox, 12c; fowls, 15@16c; ducks, 14@ 
16c; broilers, 30@33c.

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—$1 per bu.
Rea & Witzig.

Keen Sense.
One traveler was bragging on his 

eyesight and the other on his hear
ing. The first spoke up and said, 
“you see that fly walking on that barn 
over on the horizon?” The other 
man said, “no, but I can hear the 
shingles rattle as it walks along.”

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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Movements of Merchants.
Grandville—J. C. Andre succeeds 

Gouma Bros, in the grocery business.
- Van—J. G. Inglis succeeds Van 
Every Bros, in the general store busi
ness.

Fruitport—Charles Elroy Kinney
has engaged in the shoe and grocery 
business.

Lexington—W. G. Miller has open
ed an ice cream parlor and confec
tionery store here.

Alpena—Edward LeClair has open
ed a grocery store and lunch room 
on North Second avenue.

Owosso—W illiam Juhl has sold his 
cigar stock to Gus Drebensteat, who 
will continue the business.

Highland Park—H. G. Rachuth, re
cently of Saginaw, has engaged in 
the grocery business here.

Plainwell—Gee & Salisbury are clos
ing out their stock of general mer
chandise and will retire from busi
ness.

Clark Lake—Charles Muck has re
moved his grocery stock from Brook
lyn here and will continue the busi
ness.

Mancelona—Ira L. Moore is build
ing an addition to his store building 
and will occupy it with his shoe re
pair outfit.

Metamora—W. E. King has sold 
his hardware stock to Lee Cork, who 
will continue the business at the 
same location.

Portland—John W ebster has sold 
his jewelry stock to his former part
ner. Leon E. Ilixon, who will take 
possession July 1.

Howard City—Fred H arrison, is 
closing out his stock of second-hand 
goods and will retire from the retail 
business owing to ill health.

Saginaw—H. G. Rachuth, grocer on 
Court street, has sold his stock to 
Phillip Watz, who will continue the 
business at the same location.

H ersey—Jacob Haist, recently en
gaged in business at Reed City, suc
ceeds Chas. A. Anderson in the meat, 
ice cream and soft drink business.

Plainwell—T. W. Mitchell is clos
ing out his stock of second-hand 
furniture and house furnishings at 
public auction and will retire from 
business.

Ewen—E. J. and George E. Hum
phrey are erecting a two-story busi
ness block. The first floor will be 
fitted for mercantile business and the 
second for offices.

Coleman—Fred Bowers and Archie 
Brown have formed a copartnership 
and purchased the Frank W ethner 
meat stock and will continue the busi
ness under the style of Bowers & 
Brown.

D etroit—The International Flying 
Boat T ransit Co. has been organized 
with an authorized capital stock of 
$10,000, all of which has been sub
scribed and paid in in cash.

Big Rapids—J. J. Henderson has 
sold his grocery stock to William L. 
White and W alter L. Fitzgerald, who 
have formed a copartnership and will 
continue the business under the style 
of W hite & Fitzgerald.

Grant—John Vanderbeldt has sold 
his interest in the J. H. Vanderbeldt 
& Co. stock of general merchandise 
to Fred Longwood and the business 
will be continued under the style of 
the Kuyers-Longwood Co.

Battle Creek—Jay Morehouse and 
H. H. Williams have formed a co
partnership and engaged in the whole
sale specialty and novelty business 
in the Post building under the style 
of the W ill-More Sales Co.

Owosso—Osburn & Sons, in the re
tail mercantile business, have merged 
their business into a stock company 
under the same style, with an au
thorized capital stock of $50,000, 
which has been subscribed, $10 being 
paid in in cash and $49,990 in proper
ty.

Fowlerville—A. R. Miner & Sons, 
in the general mercantile business, 
have merger their business into a 
stock company under the style of the 
M iner-Johnson Co., with an author
ized capital stock of $11,000, all of 
which has been subscribed and paid 
in in property.

D etroit—E. G. Koelzer & Co., 
wholesale and retail jewelers, have 
merged their business into a stock 
company under the style of The E. 
G. Koelzer Co., with an authorized 
capital stock of $10,000, of which $5,- 
000 has been subscribed and $1,770 
paid in in property.

Saginaw—J. Will Grant has pur
chased the property at 106 South 
W ashington avenue at the rear of the 
Grant jewelry store. There is a 
three story brick structure on the 
property, occupied by Dederich & 
Gill. The property was purchased 
from Mrs. C. A. W ood of Portland, 
Oregon, it having been a part of the 
Moore estate and owned by her 
father and m other for forty-three 
years. Mr. Grant has acquired the 
property with the view of making use 
of it when additional space is needed 
for the expansion of his business.

Manufacturing Matters.
Portland—The Terriff Perfect

W asher Co. has been organized with 
an authorized capital stock of $2,250, 
all of which has been subscribed and 
paid in in property.

Jackson—The E. C. Clark Motor 
Co. has increased its capital stock 
from $15,000 to $265,000.

D etroit—The Velvet Brand Ice 
Cream Co. has increased its capital 
stock from $2,000 to $12,000.

Charlotte—TJie Artificial Ice Co. 
has installed an ice cream plant in 
connection with its ice business.

Jackson—The capital stock of the 
Lewis Spring & Axle Co. has been 
increased from $350,000 to $750,000.

D etroit—William M. Finck & Co., 
clothing manufacturers, have increas
ed their capital stock from $60,000 to 
$360,000.

Ingalls—John Hoppenberg is equip
ping his creamery with machinery for 
making cheese in connection with 
butter making. .

D etroit—The Pneumatic Spring & 
Lock Co. has been incorporated with 
an authorized capital stock of $15,000, 
of which $8,500 has been subscribed 
and $3,500 paid in in cash.

D etroit—The Simplex Engine Co. 
has been organized with an, author
ized capital stock of $40,000, of which 
$26,000 has been subscribed, $5,600 be
ing paid in in cash and $21,000 in 
property.

Pontiac—The Pontiac Drop Forge 
Co. has engaged in business with an 
authorized capital stock of $60,000 
common and $40,000 preferred, all of 
which has been subscribed and paid 
in in cash.

Coldwater—Ensign Olmstead has 
sold his interest in the Olmstead & 
Brown ice cream manufacturing 
business to L. H. Olmstead and the 
business will be continued under the 
same style.

Saginaw—The Strable M anufactur
ing Co. is constructing a salt block 
at its plant on Holland avenue. I t 
is of reinforced concrete, electrically 
operated and has a capacity of 200 
barrels a day.

Kalamazoo—'The Safety Elevator 
Stop Co. has engaged in business with 
an authorized capitalization of $20,- 
000 common and $10,000 preferred, all 
of which has been subscribed, $10,- 
000 being paid in in cash and $20,000 
in property.

Hancock—The Eilertson Manufac
turing Co. has engaged in business to 
manufacture and sell elite dirt re
movers and cleaners, with an author
ized capital stock of $15,000, of which 
$8,000 has been subscribed, $1,000 paid 
in in cash and $500 in property.

D etroit—The E. H. Robinson Co. 
has engaged in business to manufac
ture and deal in oil and oil products 
and to do a general manufacturing 
and mercantile business, with an au
thorized capital stock of $1,000, all of 
which has been subscribed and paid 
in in cash.

Portland—The second purchase of 
the Portland M anufacturing Co. plant 
by Gen. F. W. Green, of Ionia, for 
$9,000, has been confirmed by Judge 
Davis of the Ionia Circuit Court, and 
Gen. Green will now proceed to un
tangle the much-tangled affairs of the 
company. Portland capitalists are 
associated with Gen. Green, in the 
purchase and the plan is to continue 
the manufacture of washing machines 
on a larger scale than heretofore.

Belding—The Ballou M anufacturing 
Co., manufacturers of baskets, etc., 
has changed its name to the Belding 
Basket Co. and decreased its capital 
stock from $100,000 to $50,000.

Saginaw—The Valley City Coffee 
and Spice Mills, whose plant was 
completely gutted by fire some few 
weeks ago, have rebuilt on the site 
of the fire, added an entire new equip
ment of machinery, automatic scales, 
roasters, etc, and are now running 
to full capacity in their original quar
ters.

Kalamazoo—C. C. Bobb, manager 
of the Michigan Buggy Co. for fifteen 
years, and J. R. Naylor, district man
ager for the Independent H arv ster 
Co. have formed a copartnership un
der the style of the Kalamazoo Spe
cialty Co., and engaged in the manu
facture of the Perfection clothes 
hanger at 215 N orth Rose street. Sales 
are made to jobbers only.

SIDELIGHTS ON TRADE.
While adm itting that the announc

ed determination by President W il
son of his purpose to push legisla
tion on the new T rust bills, has ex
erted an adverse effect upon senti
ment in a business sense, manufac
turers and merchants acknowledge 
there is more negotiating by con
sumers, for contracts for forward de
liveries, than at any time in the last 
six weeks. Such enquiries come large
ly to distributive houses whose trade 
lies chiefly in agricultural sections, 
and to that extent, they are a well- 
defined reflection of the promise of 
bumper crops.

.In turn, thjs demand is finding ex
pression—small, it is true—in other 
directions. I t is chiefly embodied in 
the disposition to purchase in larger 
quantities, and banks are beginning 
to feel this in increased mercantile 
borrowings. The season’s business in 
many lines, however, has been late, 
and has not come up to expectations. 
•Although far from active, a better de
mand has developed in iron and steel, 
notably for structural material. But 
there has been little departure from 
the practice of consumers in buying 
only as they required the metal, and 
they seem to show no haste to place 
contracts.

The most serious feature is the 
change in the balance of trade. The 
statem ent of the Departm ent of Com
merce on the imports and exports 
during May show that the imports 
had increased by the value of $29,900,- 
000 over the imports of May, 1913, and 
that exports had fallen off, as com
pared to May of last year, by the 
value of $33,600,000. The loss of ex
ports and the increase of imports in 
April was even greater than in May 
and reports for June show that the 
loss of exports probably will be even 
greater this month than for either 
April or May. This condition cannot 
long continue without disastrous re 
sults. I t  is depriving American 
workmen of the employment they 
have heretofore enjoyed and making 
it extremely difficult to secure enough 
labor to meet the requirements On 
the other side of the Atlantic,
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Review of the Grand Rapids Produce 
Market.

Asparagus—75c per doz. bunches.
Bananas—The price is steady at 

$3.25 per 100 pounds. This makes 
the bunch price $1.50@2.75.

Butter—There is an active demand 
for butter, both for consumption and 
for cold storage, and the m arket is 
firm at the recent advance. The qual
ity of the butter arriving is the best 
of the year and the outlook is for 
continued good demand. Factory 
creamery is now quoted a 28@29c in 
in tubs and 29@30c prints. Local 
dealers pay 20c for No. 1 dairy and 
14c for packing stock.

Cabbage—$1.80 per 100 lb. crate for 
Louisville.

Cantaloupes—California Rocky fords 
are in ample supply and demand on 
the basis of $2 for 54s and $2.50 for 
45s.

Carrots—25c per doz. bunches.
Celery—Home grown is now in 

market, commanding 30c per bunch.
Cherries—$1@1.25 per 16 quart 

crate for sour and $2 for sweet.
Cocoanuts—$4.,25 per sack contain

ing 100.
Cucumbers—75c per dozen for home 

grown hot house.
Eggs—Receipts of strictly fancy 

eggs, free from heat, are very light 
and command a premium over the 
m arket for regular grades. The con
sumptive demand for eggs is good 
and the m arket is firm at the recent 
advance. No radical change seems 
in sight, unless the weather should be
come extreme. Local dealers pay 18c 
for strictly fresh candled stock.

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

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

Lemons—Californias are steady at 
$7.50@8 and Verdellis a t $7@7.50 per 
box.

Lettuce—H ot house head, $1 per 
bu. Garden grown leaf, 50c per bu.

New Beets—35c per dozen.
Nuts—Almonds, 18c per lb.; filberts 

15c per lb.; pecans, 15c per lb.; wal
nuts, 19c for Grenoble and California; 
17c for Naples.

Onions — Texas Burmudas are 
steady at $3 per crate for yellow and 
$3.25 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 $3.75 per crate.

P lants—Tomato, 65c per box of 200; 
cabbage, 65c; geraniums, $1.25; salvia, 
$1.25; pepper, 90c; pansy, $1.25; asters, 
90c; egg, 90; daisy, 90c; celery, $1.

Potatoes—Old stock, 80@90c per 
bu.; Texas Triumps, $1.85 per bu.; 
Virginia, $5 per bbl.

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

Poultry—Local dealers now pay 12 
@13c for fowls; 10c for old roosters; 
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.
Strawberries—Home grown are 

about at an end. The price ranges 
from $1.25@1.50 per 16 quart crate.

Tomatoes—$1.50 per 4 basket crate 
of Texas; home grown hot house 
command $1 per 8 lb. basket.

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

W ater Melons—$3.50 per bbl. of 8 
to 10.

The Grocery Market.
Sugar—:No change has occurred in 

sugar during the week, all refiners 
being firm on a basis of 4.30c for 
granulated. The w eather conditions 
abroad have been more satisfactory, 
and Germany, at least, is promised a 
harvest as good as last year. The re 
ceipts of raws in this country, more
over, were full, increasing the stocks 
at A tlantic porta to 314,000 tons, 
which, however, are still 65,000 less, 
than in 1913. But meltings are heavy 
—62,000 tons—so that the stocks are 
equal to but five weeks’ supply and 
further purchases are expected soon 
to provide for future requirements. 
The contracts on refiners’ books have 
been sharply reduced by the forced 
withdrawals of recent weeks, and, as 
the country is consuming granulated 
actively, there has been no large ad
dition to the invisible supply. Under 
the circumstances, it is figured that 
a new buying movement at the 4.30c 
basis may be witnessed before long.

Tea—The local tea m arket is steady 
and prices are firm, but with no in
clination on the part of country m er
chants to load up except moderately. 
All teas are held in the primary m ar
kets at considerably higher prices than 
last year and all grades are affected. 
F irst crop Japans opened up lc  per 
pound higher and have since advanced 
another cent. The high prices ruling 
for Indias and Ceylons have placed 
China Blacks in a strong position and 
prices are growing firmer. All teas 
and all grades seem to be on the up 
grade as to prices in comparison with 
last year.

Coffee—Rio and Santos are in firm 
demand at steady prices. Mild coffees 
are quiet but steady. Java and Mocha

are quiet and unchanged. There is 
considerable scarcity of fine cup cof
fees, particularly of Santos, and this 
will not "be altogether cured by the 
advent of new crop coffees, for the 
demand will still be for old c rop ' 
coffees.

Canned Fruits—Opening prices on 
1914 California canned fruits are about 
the same as the prices promulgated a 
year ago. Southern fruits are not 
active, hut business already done is 
said to have been larger than for a 
number of years at this sesaon in 
peaches, strawberries and other small 
fruits. The market closed firm, with 
an upward tendency on all Southern 
fruits. Gallon apples are dull and un
settled, but packers of the best brands 
are reluctant to make concessions. 
Pineapple is going steadily into con
sumption at quoted prices, the tone 
of the market, however, being rather 
easy, with here and there a disposi
tion to shade prices.

Canned Vegetables—Corn is steady 
on the spot at previous quotations and 
packers seem to be reluctant to take 
on any new business in futures. T o
matoes are inactive. On spot stan
dard No. 3s, particularly for buyer’s 
label, the market is firm at 72l/£c f. o. 
b. Baltimore. It is still possible to 
pick up a lot of standards here and 
there at 2*^c or possibly 5c less, but 
in most if not all cases the goods are 
found to be out of condition more 
or less, or the cans have been lac
quered. Medium and high grades of 
peas are quiet.

Canned Fish—Spot stocks of red 
Alaska salmon, both here and on the 
Coast, are reported to be closely 
cleaned up and the tone of the m ar
ket is firmer. In red Alaskas for im
mediate delivery nothing seems to be 
available at less than $145 and offer
ings at that price have decreased. Do
mestic sardines are still scarce and 
firm on the basis of the quoted prices. 
There has been a slight improvement 
in the catch of bristling in Norway, 
but the pack of Norway sardines is 
still far below the average for the 
season. Negotiations now in progress, 
in which the Government is taking a 
prominent part, are expected to put 
the French sardine situation again on 
a profitable basis.

Dried Fruits—In prunes the feeling 
is steady, as stocks are comparatively 
small and in few hands, but, as usual 
at this season of the year, consump
tion is light and only a small hand-to- 
mouth business is being done. Apri
cots and peaches for forward ship
ment are steady, although there is 
little demand at the moment. The 
spot market is dull and nominal. 
In raisins it would appear that brokers 
who have been offering futures at 
low prices have been unable to get 
their principals to confirm. In spot 
shipments, however, one or two cars 
for August shipment have been con
firmed by outside packers at 5 tfc  for 
choice and 6c for tancy seeded f. o. b. 
Coast in sixteen-ounce cartons. Cur
rants in original condition are report
ed to be closely cleaned up.

Molasses—The market is dull as 
usual at this time of the year, when 
the consumption is at a low ebb. There

is a moderate amount of business in 
grocery grades, especially foreign 
kinds, prices being steady on fair sup
plies. The blackstrap situation re
mains unchanged, with the demand 
dull and competition from refiners’ of
ferings.

Spices—Malabars are higher. W hite 
peppers are in light supply. Chillies 
are rather well cleaned up abroad, 
which helps prices here. Cassias are 
heavy on recent arrivals. Gingers are 
firm.

Rice—Jobbers seem to be supplied 
for needs and unwilling to replenish 
stocks despite the fact that a better 
retail movement is noted in some 
quarters. The prices are firm for Ja 
pans and Honduras, especially the 
fancy kinds, the supply of which is 
light. Foreign rice is moving slowly 
in spite of the attractive price.

Cheese—Receipts are light and the 
market is steady at prices about un
changed, which means a basis of about 
10 per cent, above last year. The out
look is for high-priced cheese for the 
remainder of the season.

Provisions—Smoked meats are 
lc higher, owing to the increased con
sumptive demand and only a moderate 
supply. Pure lard is steady and un
changed, with an increased consump
tive demand. Compound lard is show
ing some strength and is up %c within 
a week. Canned meats, dried beef 
and barreled pork are in moderate de
mand at unchanged prices.

Salt Fish—Mackerel is about where 
it was a week ago, the trade being in 
waiting for new fish, which will be 
offered very shortly. The demand is 
quiet. Cod, hake and haddock are 
steady but quiet.

The Judson Grocer Co. has com
menced suit in the Ionia Circuit Court 
against Herman J. and Ella Kief- 
fers, of Elmdale. The plaintiff holds 
a mortgage from Guy C. Longcor 
given in 1912. A year later the land 
was sold to the defendants, while 
$1,300 of the debt remains unpaid.

Henry Kramer recently sold his in
terest in the Crescent Avenue Floral 
Co. (Not Inc.) to his partner, Cor
nelius FT. Kunst. The lease of the 
greenhouse will expire July 1 and Mr. 
Kunst will not renew, his mother, 
Mrs. Nellie Kunst, taking over the 
business.

The Grand Rapids Disinfectant Co., 
a partnership between E. H. Church 
and George E. Church, recently open
ed headquarters in the Shepard build
ing, handling a mechanical disinfect
ant device.

Spencer Covert, formerly engaged 
in the grocery business at Evart, has 
purchased the grocery stock of Clyde
S. Perkins. 816 Scribner avenue, and 
will continue the business at the same 
location.

Bert Ellis has purchased the Ira 
Van Valkenburgh hardware stock at 
1405 Lake Drive and will continue 
the business at the same location.

William Cunningham, in the florist 
business on Robinson Road, has sold 
his property and will move his green
house to another location.

mailto:1.50@2.75
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GONE BEYOND.

Charles F. Rood, of Foster, Stevens 
& Co.

Charles F. Rood died Monday even
ing at the family residence, 40 P ros
pect avenue, after an illness of about 
a month. Death was due to heart 
disease. The funeral will be held at 
the late home of the deceased Thurs
day afternoon.

Biographical.
Charles F. Rood was born in Grand 

Rapids December 14, 1853. H is place 
of birth was the old Rood homestead, 
opposite Fulton street park, where the 
Metz building now stands. His father 
was the late Charles C. Rood, one 
of the oldest members of the Grand 
Rapids bar. His m other was a sister 
of the late W ilder D. Foster. His 
early education, so far as scholastic 
training is concerned, was not up to 
the expectation of his parents. After 
several spasmodic starts in the public 
schools, the old Fountain street ward 
school, South Division street school, 
North Division street school and the old 
stone Central High, failing to achieve 
the highest degree of success in each 
effort, his parents finally despaired 
of making a student of him and bought 
him a chest of carpenter’s tools and 
a saddle pony. From that time there 
was little thought of school. W ith 
some private tutoring and a course at 
the Grand Rapids Business College 
he read law in his father’s ofifiec for 
two or three years, but that proving 
unattractive, he worked for a time 
as a newspaper reporter on the old 
Grand Rapids Eagle. Not acquiring 
a liking for newspaper business, he 
entered the employ of the City N a
tional Bank, where he remained about 
a year. In  1877 he entered the employ 
of Foster, Stevens & Co. as book
keeper and in 1881 he joined Sidney
F. Stevens and the late C. C. Philbrick 
in the purchase of the interest of the 
W ilder D. Foster estate in the firm of 
Foster, Stevens & Co. The relation
ship between these three men and 
W ilder D. Stevens continued without 
interruption for thirty-three years, 
when Mr. Philbrick was taken away. 
The business was then merged into 
a corporation under the same style. 
Mr. Rood becoming a director and 
assuming the duties of Treasurer.

Mr. Rood was one of the organ
izers of the W orden Grocer Company 
and probably had more than any 
other director to do with preventing 
that house from .going into bankrupt
cy during the period of storm and 
stress which followed the death of 
President W orden and the defalcation 
of T reasurer Butts. The remarkable 
success of the business, under changed 
management, vindicated Mr. Rood’s 
judgment and fully justified the abid
ing faith and confidence he had in the 
stable character of the wholesale gro
cery business.

Mr. Rood became a director of the 
Mutual Home and Savings Associa
tion Jan. 15, 1896, and, following the 
death of the late Charles W. W atkins, 
he was elected Treasurer on March 
19, 1906. He was very proud of his 
ability to serve this organization and 
frequently stated that he felt fully

compensated for the large amount of 
voluntary work involved by the good 
results accomplished.

Mr. Rood was a director of the 
Herrick Piano Co. and several smaller 
^corporations. He was very active in 
the promotion of the new Pantlind 
H otel Building Company and un
doubtedly did as much work as any 
one in helping to make that project 
a success.

Mr. Rood took a prom inent part in 
the organization of the Citizens Tele
phone Co. and was unanimously elect
ed President of the corporation, a 
position he filled with credit to him
self and with satisfaction to the stock
holders and patrons of the company 
up to the time of his death.

W hen the high wheel (bicycle) was 
first introduced, Mr. Rood purchased 
the second wheel to come to this city 
—N. Fred Avery owning the first

wheel—and he was captain of the first 
bicycle club organized in Grand Rap
ids when there were less than twenty 
bicycles here. He was also President 
and Secretary of the Grand Rapids 
Gun Club for several years, during 
which time he was regarded as one 
of the foremost sportsmen of the 
State.

Mr. Rood was married Oct. 18, 1882, 
to Miss H arriet Ccbb, of Kalamazoo. 
Four children have joined the family 
circle, Edward A., who is Second 
Vice-President of Foster, Stevens & 
Co. and who is in charge of the china, 
glassware and silver departments; 
Katherine, who is now Mrs. Joseph 
Parsons and resides at 725 Fountain 
street and Laura and Elizabeth, both 
of whom reside at home.

Mr. Rood was a blue lodge Mason 
and a member of Royal Arcanum. 
Fraternal m atters never received much

attention at his hands, his time being 
about equally' divided betKveen his 
desk and his home. If he had a 
fault, it was that he was too faithful 
to his business and too loyal to his 
associates in other lines of business 
in which he was engaged, thus deny
ing himself the vacations and play 
spells which would have enabled him 
to preserve the sturdy constitution 
with which he was endowed by na
ture.

In  speaking of his life-long associa
tion with Mr. Rood, Mr. W ilder D. 
Stevens recently rem arked: “Mr. 
Rood was one of the best men I ever 
knew. He was perfectly fair, per
fectly just and perfectly honest.”

A Tribute of Friendship.
Grand Rapids has lost a citizen; 

some of its large enterprises a trust
ed counselor; many of us a friend.

Charles F. Rood is dead! After weeks 
of waiting, of steadily failing strength, 
of constantly flagging interest in the 
things that had so long engrossed 
him, -peace came upon him as slum
ber falls upon a weary child.

“ T he people knew  n o t 
W h a t m a h n e r  of m an  w as p a ss in g  by 

th e ir  doors
U n til he p assed  no  m ore .”

They took him as he was—the busy 
man energetically pushing one enter
prise after another. They saw chief
ly in him the outward m anifesta
tions of business success. But now 
his memory demands a just appraisal 
of the elements of character that 
made him what he really was. Nor 
do I fear that the warmth of an af
fectionate regard, nurtured by a score 
of years of close association, will 
over-praise him, for, alike in life and 
death, a high and honorable place is 
his among his fellows.

Mr. Rood was a simple minded man

free from affectation and w ithout a 
trace of exclusiveness. He met the 
varying tides of men and women, 
old and young, rich and poor, em
ployer and employe, with the same 
unvarying kindness, the same spirit 
of helpfulness.

In all his action he was direct and 
energetic. His judgm ent was quick 
and accurate. W hen a line of con
duct had been deliberately chosen, 
he moved forward to its accomplish
ment with all the energy of his vig
orous nature.

Like most men of action, Mr. Rood 
was chary of speech. However in
tricate his mental processes may have 
been, in the consideration of some 
im portant m atter of business, his 
speech revealed but little more than 
the final, matured judgm ent. Yet he 
was m ost approachable on any sub
ject and would attend with unlimited 
patience to the presentation of every 
phase of the m atter under considera
tion.

I t  would be hard to find a man in 
the community more ready to expend 
time and effort in enterprises of a 
semi-public character. I mean that 
class of projects that offer no pe
cuniary reward. He was the moving 
spirit in one public enterprise that 
checked a vicious monopoly and has 
served the needs of W estern Michi
gan for more than twenty years, at 
an enormous saving to the people. 
A nother projiect, now taking form 
in brick and stone, owes much to his 
persistent work. W hen failure threat
ened more than once, it was he who 
caught up the falling standard, ral
lied the discouraged forces and at 
last had the satisfaction of seeing his 
dream becoming a reality. I t  was 
Mr. Rood’s willingness thus to pour 
himself out in service for community 
interests that revealed the innate gen
erosity of his nature. He was glad 
to spend and be spent in order that 
good things might be accom plished 
for his native city. He never evinced 
a craving for riches—none of the 
characteristics of the money grubber 
can be associated with his name. 
Our community has many man richer 
in gold, but none richer in service.

A manufacturer who had known 
Mr. Rood intimately from boyhood 
said a few days ago, “Charley Rood 
is as square as a  die.” During the 
weeks of his illness, messages came 
daily to his home from men and wo
men in humble walks of life. They 
had felt his kindly touch, his hand 
had helped them over some hard place 
in their experience, his generous na
ture had bent a moment, as he passed, 
to give a word of cheer.

Mr. Rood was a nature lover. In 
years gone by, the canoe, the rod 
and the gun drew him to many a lake 
and stream  of our beautiful State. 
But too soon the tares of business 
grew up and choked the good seed of 
health giving recreation. Loving 
hearts sought to push back the Neme
sis of fate and urge upon him a re
turn of those pleasures so loved in 
other days. But it was not to be. 
Too long he had been giving, giving 
until but a pitiful rem nant of his old 
time vigor remained.

CHARLES F. ROOD
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O, man of business, generous of 
time, of thought, of work; driving 
the wondrous mechanism of your life 
at topmost speed, you pass untimely 
on, leaving behind a memory rich 
with love, yet ever shadowed by a 
vain regret! A Friend.

Tribute From Another Friend. 
During the many years of my ac

quaintance with Charles F. Rood, I 
do not remember hearing him use a 
tone of voice that was not mild man
nered. His personality was such that 
loud talk or vigorous utterance in 
conversation seemed out of harmony 
with his gentlemanly ways. Kind
liness in speech, courtesy in demeanor, 
gentleness in deed and deference to 
associates were inwrought in his very 
being. Hence vehement or intemper
ate language and rudeness or other 
ungentlemanly conduct could not find 
abode with him. H is was a retiring 
disposition. Modesty claimed him as 
one of her children. H e was not 
s.upine or listless, but chose rather to 
defer to others ofttimes, instead of 
seeking advancement for self. Indeed, 
there are incidents in his life where 
he chose em barrassm ent and disad
vantage rather than be a party  to 
seeming unfairness to others. I t  must 
not be understood from what has 
been said that he was spineless or 
w ithout stamina when occasion de
manded the exercise of firmness and 
justice. He was loyal to his con
victions of right and strong in his 
advocacy of what he believed to be 
honest and true. H is standard of 
manliness was of a high type in which, 
however, strength, vigor of purpose, 
achievement of plan or attainm ent of 
ideal were tempered with consistent 
consideration of the rights of others 
that might be involved. A man with 
such qualities of character would 
naturally be interested in w hat would 
be beneficial to the common good. 
Mr. Rood was always deeply inter
ested in civic affairs and ever willing 
to contribute to the sum total of 
things necessary to advance such in
interests. He gave freely of time, ener
gy and means to that end, for he be
lieved that every right-minded citizen 
ought to do his part in such whole
some service. The m ost of this help
fulness, however, was quietly rendered 
and w ithout publicity, as he preferred 
that others should take the lead. His 
wholehearted support was so manifest 
and so cheerfully given to causes that 
met his approval tha t his assistance 
was earnestly solicited in many en
terprises. His was a very worthy type 
of citizenship of which there are too 
few representatives.

Mr. Rood was not known as a club
man or a fraternity  man. To be sure, 
he had club and fraternity affiliations, 
but these did not appeal to him as 
they do to some others. H is home 
and family life were his chief joys. 
To him home was not merely “Four 
square walls hung w ith pictures gild
ed” or the embodiment of artistic 
taste from an architectural standpoint. 
Home was where he found rest from 
business cares, strength for life’s bat
tles and delightful companionship. 
His decease is sincerely to be mourn

ed, not only by his loved ones and 
intimate friends, but by all who have 
pleasure in such noble and exalted 
qualities of mind and heart as he re
vealed. In  his death Grand Rapids 
has lost part of its most valuable pos
sessions, for the true worth of any 
given community is honestly deter
mined by the nobility of its citizens, 
rather than by the abundance of its 
material assets.

George G. W hitworth.

Recent News From the Cloverland of
Michigan.

Sault Ste. Marie, June 22—O. U. 
Johnston, for the past few months 
conducting a furniture business, for- 
merely owned by Sam W imberg, at 
552 Ashmun street, has moved his 
stock to the former old stand of Mr. 
W imberg.

The citizens of the Soo entertained 
Governor Osborn with an elaborate 
reception and banquet at the arm ory 
here last Friday evening. The armory 
was filled to its capacity and our 
Ex-Governor was certainly made to 
feel at home again and the citizens' 
were fully as glad to see him back 
as he was to get home.

C. Y. Bennett, of See W hy, sustain
ed a severe loss by forest fires last 
week which burned a lot of good tim
ber, also posts and ties, the latter being 
owned by the D., S. S. & A. Railway. 
Mr. Bennett stated that Deputy Sheriff 
Nelson, of Brimley, who also is a 
Deputy Fire W arden, went over the 
burned ground Monday and traced 
the source of the fire to the river 
bank where a pile of chips had been 
set on fire by some fisherman and was 
still smouldering. From  this fire 
the blaze spread and did thousands of 
dollars’ w orth of damage. Mr. Ben
nett stated that he heard a gasoline 
railroad car run onto the siding at 
See W hy early Sunday morning. There 
were several men on it and, no doubt, 
some of them were the fishermen who 
left the fire. Mr. Bennett does not 
know who they were but believes they 
were from Newberry. A party from 
the Soo were spending the day fishing 
in the vicinity of See W hy and they 
had a narrow escape, as they were 
caught in the fire.

R. Bishop and family have returned 
to the Soo, after traveling in the W est 
for the past year. Mr. Bishop states 
that the Soo is about the cheapest 
place to live in of any place he has 
visited while away. H e covered all 
the W estern states with the exception 
of California. He Was obliged to 
pay $19 for hard coal in Seattle last 
winter and states that 30 cents a pound 
on sirloin and porter house steak and 
25 cents per pound on round steak 
is practically the going price in the 
retail markets throughout the entire 
W est. He has had ample opportuni
ties to study conditions and is satis
fied that Cloverland offers by far the 
best oportunities and affords a lower 
cost of living than any of the W estern 
states. Mr. Bishop has not as yet 
decided just what he will take up 
here, but expects to remain.

H. P. Morrison, of Libby fame, who 
is considered one of the champion 
hustlers in his line, made the Soo and 
vicinity with his staff of salesmen this 
week and from all reports he has had 
a very satisfactory business through
out Cloverland.

T. R. Haugh, who purchased the 
grocery stock of C. H. Moore about 
six months ago, has been making 
great progress. H e has always been 
on the job and has worked his busi
ness up to one of the largest in his 
line in the Soo. He makes a specialty 
of handling the best lines. Mr. Haugh 
is going to subscribe for the Michigan 
Tradesman, where he expects to ob
tain information that will be w orth 
ten dollars for every dollar he pays 
the paper. Such is the experience of

every Soo dealer who reads the 
Tradesm an—and there are very few 
who do not take it regularly and read 
it carefully and religiously.

W. H. Kremple, proprietor of the 
grocery store at Dollarville, sustained 
a complete ldss of his store and con
tents by fire which destroyed the vil
lage last week. The loss included 
twenty-one houses, two boarding 
houses, one moving picture show, post 
office and poolroom, besides the gen
eral store wiped out by the fire. This 
practically puts Dollarville off the 
map. The fire has caused much hard
ship among the residents of the vil
lage who were obliged to seek shelter 
in near by localities.

A subscription was started last 
week by the Civic League for the 
new play grounds here. The m eet
ing was called by the Board of Con
trol of the Sault Ste. Marie Play
grounds Association. The location is 
an ideal one. Nearly all of the equip
ment is ready to install and work will 
begin immediately upon the construc
tion of concrete bases necessary for 
some of the apparatus. Numerous 
citizens have volunteered their ser
vices in the work of getting the 
grounds in shape. Clarence Beamer, 
a member of the high school faculty, 
is to be supervisor of the playgrounds.

It is a m ystery that we do not un
derstand how four great industries 
are waiting for a location to be es
tablished in the neighborhood of H an
cock. One is a mitten factory of ex
tensive business relations, another is 
an underwear establishment, and two 
are automobile manufacturing indus
tries which are trying to locate some
where in the Copper Country. The 
former two companies find it a handi
cap in the scarcity of female labor in 
places in which they are located. This 
seems to be a serious drawback, but 
with all of the female help to be had 
in Cloverland there should be ample 
to take care of all the industries re
quiring female labor and we would 
suggest that if Hancock finds it im
possible to get enough of this kind 
of labor that they communicate with 
the Soo, where we can accommodate 
several large concerns of this kind. 
W ith the w ater power problem now 
settled we could also furnish power.

According to reports, the Newberry 
ball team will cross bats with the Soo 
July 4. The capital prizes ($50) of
fered the winners here on that day, 
it is evident that it will be a game 
of unusual interest. The Soo team 
are doing hard work in regular prac
tice, as they are bound to keep these 
prizes at home, if possible, while we 
understand that the Newberry team 
are also working hard along the same 
lines. W hile the honors are about 
even at the present time, it is quite 
evident that there is going to be some 
hard playing and a fight to the finish 
for the victory.

Eino Rintala, a farmer living near 
Houghton, is operating a wolf farm 
which he figures will be a paying in
vestment. He started in by capturing 
a she wolf with six pups, which re
quires only food as an expense for 
their maintenance. This he finds does 
not require a large capital. He will 
find ready sale for the wolves when 
grown up, at $25 each from the State 
and apparently from present indica
tions there will be no drop in prices 
for years to come. He was obliged 
to sell one of the pups for $10, as it 
was taken ill and, fearing that it 
would die, he put an end to its miser- 
ries and received $10, which will be 
ample to defray the funeral expenses, 
with a snug profit left for the owner.

J. B. Melody, Cloverland’s soap rep
resentative for Swift & Company, re
ports the new; town of Ewen on the
D., S. S. & A. Railway as one of the 
most progressive and rapidly growing 
towns in Cloverland. W hile it is but 
a new place, they have a bank, drug 
store, two general stores, clothing 
store and are at present building a

new hotel, two large business blocks, 
one new theater and several new resi
dences. It is expected that a new 
school will also be built in the near 
future. This is the liveliest town in 
this district and the progress is being 
watched throughout Cloverland with 
much interest.

J. Dion, one of our most popular 
meat men, has arranged to have the 
park adjoining his property filled in, 
so as to be a beauty spot instead of 
an eyesore, as it has been. This will 
add considerably to the appearance 
of Mr. Dion’s property.

R. W. Pearce, one of our leading 
Ashmun street druggists, is enjoying 
life on the river this summer, having 
one of the fastest launches in this 
vicinity. Mr. Pearce is contemplating 
buying an automobile and is undecided 
as to whether he will keep the launch 
after buying the auto or not. He is 
one of our busies* druggists and the 
only excuse that he has to offer for 
not keeping both is that he can use 
only one at a time, the remainder of 
his time being devoted to his busi
ness exclusively. Mr. Pearce has one 
of the finest drug stores in the city 
and he attributes his success to hard 
work and strict attention to business 
and not neglecting to spend the prop
er amount of time in pleasure.

N. J. LaPine, of Gladstone, and F. 
Allison, and A. G. Frey, traveling 
representatives of the Cornwell Beef 
Company, left Saturday to attend the 
sales banquet at Saginaw June 27. 
They expect to be back on their re
spective territories the following 
week.

C. O. Pregitzer, assistant manager 
of the Cornwell Beef Company, ex
pects to leave W ednesday of this 
week to attend the State Convention, 
at Petoskey. Mr. Pregitzer also ex
pects to take in the salesmen's ban
quet which will be held at Traverse 
City June 26. William G. Tapert.

Volunteer to Correct False Impres
sions.

Port Huron, June 22.—The mem
bers of Port Huron Council, United 
Commercial Travelers, have adopted 
a resolution, which will be pleas
ant reading for officials of the Pere 
M arquette Railroad. The traveling 
men have organized what they term a 
“P. M. Booster Club.” The resolu
tion is as follows:

Realizing, as we do, that the new 
management of your system is mak
ing a conscientious effort to render 
the traveling public the best possible- 
service with the facilities he has at 
his command and knowing that the 
moral support of the entire patron
age of the Pere M arquette system 
will be an immeasurable asset to him 
in his endeavors and feeling that the 
public at large through ignorance of 
actual conditions rather than mali
cious intent, have unjustly criticized 
said railroad, we the members of 
Port Huron Council, No. 462, United 
Commercial Travelers of America, do 
hereby appoint ourselves, individually 
and collectively a “P. M. Booster 
Club” and we do herewith promise 
whenever said system is unjusctly as
sailed in our presence to endeavor to 
correct any false or unjust accusations 
in a friendly diplomatic manner and 
do all in our power to create a friend
ly, helpful opinion of the Pere Mar
quette system and management.

The Pere M arquette is Michigan’s 
own railroad and as true sons ot 
Michigan we will help make it a 
credit to our illustrious State.

A Hard Luck Story.
H is  old ho rse  d ied an d  h is  m ule w en t 

lam e
A nd he lost h is  cow in a  p oker gam e.
A cyclone cam e one su m m er day
A nd blew  h is  house an d  b a rn  aw ay :
T h en  a n  e a r th q u a k e  followed to  m ake  it  

good
A nd sw allow ed th e  g round  w h e re  h is  

house had  stood ;
And th e n  th e  ta x  co llecto r cam e a round
A nd ch arg ed  h im  up w ith  th e  hole in 

th e  g round.
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GETTING YOUR BEARINGS.
The end of June marks the com

pletion of the first half of 1914. It 
will pay any merchant to take a few 
minutes off right at this juncture and 
to get his bearings.

Most of us are prone to drift a 
little—some of us to drift a long way 
—from the course we map out. Six 
months ago we were probably mak
ing business resolutions whereby to 
guide our course throughout what 
was then a new year. It is worth 
while right now to pause and let the 
accomplishments of these six months 
pass before us in review.

It is good for a man to work hard, 
and whatsoever his hand findeth to do, 
to do that with his might, but the few 
minutes now and then checking up, 
and correcting your course, aren’t 
wasted. They are an im portant part 
of your work. The business journey 
isn’t all a m atter of rowing; you must 
do some steering as well and must 
keep one eye wide open for snags 
and shoals and cross currents. And 
right now, when the year’s journey is 
half over, is a very appropriate time 
to rest on your oars a moment and 
find out just where you are at.

W hatever else the result, you will 
find yourself equipped with a new im
petus for your work. A review of the 
half year will, perhaps, furnish a 
theme of encouragement. Perhaps 
you will see where you have made 
mistakes. W hether you find the rec
ord one of error or one of achiev- 
ment, or whether you find—as you 
most likely will—a mingling of the 
two. you’ll bend to the oars again 
with a better spirit. If you have made 
a new record, you’ll want to eclipse 
that record in the coming half year. 
If you have fallen behind, the dis
covery of the fact wdll leave you keen 
to catch up.

The average retailer wants to see 
each year surpass the previous year’s 
record. Even if times are reputed 
hard, the eagerness of the true m er
chant is all the keener for that ob
stacle. There is all the more reason 
for him to put forth more earnest ef
forts to boost his sales. W hen busi
ness is normally due to fall off a 
little, when the careless merchant 
finds it very easy to make excuses for 
going behind last year’s sales—that 
is the time when the merchant who

knows his business will go after sales 
for all that is in him.

Have the sales for these six months 
shown an increase over the same pe
riod last year?

The Tradesman has in mind a store 
which isn’t, according to current opin
ion, as advantageously located this 
year as it was a year ago, or two 
years ago. Then it had what was 
called the best location in the city. 
Since then a move has been made to 
a location where rents were lower and 
passing traffic much smaller. O ut
side these purely local conditions, 
there is every reason why business 
this year shouldn’t measure up to the 
mark of 1912 or 1913.

Yet tjhis store for the first six 
months of 1914 has done more busi
ness than for the corresponding pe
riod in the two previous years—and 
that despite the change to a less 
favorable location.

And why?
Simply because the men behind 

have gotten into the habit of taking 
their bearings. There was a time 
when they let business run along and 
relied upon location to roll up a big 
total of sales. Deprived of location, 
they have put their shoulders to the 
wheel, put their personality strongly 
behind their store—and they’re doing 
better this year than ever before.

Personality is the biggest factor in 
business building.

Do your sales for these six months 
measure up to the first six months 
of 1913?

If they do not, it is time for you to 
put yourself behind the business and 
push.

If the sales totals are to measure 
up at the end of the year, or to sur
pass the previous year’s figures, now 
is the time to get ready. The m er
chant who dawdles along until No
vember or December and places all 
his trust in a big Christmas trade will 
run into a snowdrift of disappoint
ment. Every sale you make now 
helps to pave the way to more sales 
at Christmas. A great thing in m er
chandising is to get the people into 
the habit of coming your way.

Are there any new features you 
think of adopting in order to give 
your year’s campaign, six months 
hence, a whirlwind finish?

If there are, to-day isn't too early 
to give them serious thought. It is 
not too early to investigate the side
lines which you intend to take on 
with a view to catering particularly 
to Christmas trade. The sideline 
with which you aren’t familiar will 
be handled all the more efficiently 
then if you give it a little prelimin
ary tryout now.

Now is the time, too, to look back 
over the past six months and spot 
the leaks through which your profits 
have dribbled away. Bulk of busi
ness does not mean invariably that 
you are making money. If you have 
not made as much as vou thought you 
were making, dig dowx for the rea
son. All sorts of little leaks may 
exist, unknown to you.

Many grocers are losing money, 
for instance, as the result of giving 
over-weight. Take cheese at 18 cents.

A clerk, asked for half a pound, may 
think nothing of an extra ounce— 
and yet an extra ounce means that 
he is giving for 9 cents cheese that 
is worth over 10 cents. The clerk 
who does this once will do this every 
time; and on a large number of sales 
even these little items run into money.

Then, too, careless slicing in the 
provision departm ent often turns a 
branch of the business which should 
be a source of profit into a dead loss. 
The loss will, perhaps, pay for bet
ter equipment—a meat slicer, for in
stance. If you find that state of af
fairs, do not hesitate to put in the 
equipment.

These conditions hold good in every 
branch of business. The hardware 
dealer is losing, perhaps, on oil. The 
confectioner may be dishing out a 
third more ice cream than common 
honesty calls for. The merchant who 
provides service in the shape of 
courteous and efficient clerks and a 
well stocked store is entitled to pay
ment for this service in the shape of 
a fair margin on the goods he sells. 
Now is an excellent time to check up 
and see that you are getting your 
margin.

GROCERY HINTS FOR JULY.
It is good storekeeping to keep 

everything , clean and in first-class 
order at all seasons of the year, but 
particularly is it good storekeeping 
to do this in the hot summer months. 
In July and August this is especially 
so.

July is a month when the grocery 
stock needs to be carefully watched. 
Arrangem ents which will suggest 
coolness and comfort and make the 
store seem light and airy should be 
featured. Out of season goods should 
be stored away, not altogether be
yond reach—for there are always 
chance calls for such goods—but yet 
stored under conditions where the 
danger of damage will be reached at 
a minimum. Clear up the floors. 
Don’t use them as even a tem porary 
stock room. Thin down the shelf 
goods wherever possible, particularly 
such goods as have been on t*he 
shelves for many months. T ry to in
ject a look of freshness and newness 
into the stock.

An electric fan or two is not un
timely. Such cooling devices may 
not be required by the stock but 
they help to keep the selling staff 
refreshed and alert and they are a t
tractive to customers.

In the window and interior dis
plays, feature seasonable goods 
wherever possible. Anything that 
will suggest to the customer cool
ness and comfort should be brought 
right up to the front. Fresh fruits 
and vegetables are a timely feature. 
In handling the latter, a fountain will 
not merely help to keep the stock 
crisp and fresh,, but will also add to 
the suggestion of coolness.

The featuring of soft drinks is also 
suggestive. The soft drink trade is 
worth catering to, and particularly in 
communities where there is a good 
summer resort or excursion trade, 
and the grocer who goes after this 
business systematically will find it

a money maker. W ith unseasonable 
stock put out of the way, there will 
be plenty of room for soft drink dis
plays and a special soft drink coun
ter. The stuff deserves its share of 
window display, and window display 
will help to sell it fast.

The fruit season is well under way. 
For several months to come there 
will be a rapid succession of season
able, home-grown fruits. The mer
chant should have made all necessary 
arrangem ents with growers for a sup
ply of fruit and should plan an ener
getic selling campaign Canning, 
preserving and pickling supplies (the 
latter later in the season) will be in 
demand.

Go after this trade.
Circularize your regular customers 

regarding preserving and pickling. 
Get their advance orders for 
fruits and berries, if possible. 
Here and there a m erchant has ad
vantageously had mimeographed a 
sheet or two of new recipes for pre
serving. If these work in spices, pre
served ginger and other incidentals, 
so much the better. Recipes or little 
recipe books can be used to boost the 
sales of fruits which ordinarily lag. 
Thus, a m erchant noticed that his 
sales of strawberries and raspberries 
were big, but currants, both red and 
black, seemed unpopular. He searched 
up—or rather, his wife found for him 
—a number of novel recipes for pre
paring currants. These he distribut
ed among his customers, a stencil 
for duplicating being almost the only 
expense involved. Naturally, the 
housewives were anxious to experi
ment, at least a little. Sales, not 
merely of the fruit, but of preserving 
accessories, were stimulated. The 
same thing can be done with many of 
the less popular fruits, provided the 
merchant looks ahead. He must, 
however, be on his guard against old, 
timeworn recipes.

Cleanliness is, as previously stated, 
very important. This includes a vig
orous ostracism of' the fly. Musca 
domestica does not in the least ap
peal to the present-day purchaser of 
food stuffs. Every m erchant will 
have long since provided screens and 
made preparations for keeping the 
store clean and reducing the fly nui
sance to a minimum, but—keep it 
up. W hen the mercury is soaring, 
the tem ptation is strong to let things 
slide and it is then that the flies will 
gain headway which you can never 
overcome—never, at least until an
other w inter has killed them off. If 
you have made a good start in fly
fighting, keep up the good work.

Is it worth while to keep the g ro
cery staff uniformed in clean white 
coats and aprons? The idea is grow
ing in popularity, and the white uni
forms certainly add to the cool and 
clean attractiveness of the grocery 
store.

Two classes of men have the sym
pathy of a spinster; those who are 
married and those who are not.

The larger the variety the less pro
fitable is the cake business for the 
baker.
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Trying to Scare 
the Grocer

Grocers should not allow themselves to he tricked or misled by copies of a Congressional 
Bill recently circulated among them and which purports to prohibit the sale of baking powders 
which do not contain albumen.

W riting on this subject in the American Food Journal for June, 1914, James H. Wallis,
President of the Association of American Dairy Food and Drug Officials, and Food Commis
sioner of Idaho, states:

“It occurs to me that the Food Commissioners and other readers of 
your paper will be interested in knowing the facts concerning the albu
men situation in Washington. Accordingly, I enclose herewith the 
two bills which have been introduced in Congress. The first bill pro
hibits the use of albumen. It is the French Bill and probably will be
come the law. The second hill is the Broussard Bill which attempts to 
compel the use of albumen. It has no chance of passage and will not re
ceive the support of any influential member of Congress. As one Con
gressman remarked to me, ‘The second hill is merely an attempt to mud
dy the water.’ There is too much deception now without Congress pass
ing laws compelling more deceptions as would he the case if the Brous
sard Bill was passed.”

Baking powders which contain albumen have been deemed to be adulterated by the 
Food Commissioners of several states, who contend that it is used for the sole purpose of prac
ticing unfair and deceptive tests and has no value as a constituent of baking powder.

The principal thing in connection with baking powder for grocers, and particularly for 
consumers, to ascertain is whether the brands offered contain alum, and their attention should 
not be diverted from this most important consideration by controversies between rival manufac
turers of alum baking powders as to the merits or defects of albumen.

Royal Baking Powder contains no alum, or any adulterant, and complies with the re
quirements of all State laws, and all laws of the United States and of the most enlightened for
eign countries, and is guaranteed in every respect.

Royal Baking Powder Co.
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THE MEAT MARKET

How to Get the Best of the Chain 
Store.

So you have finally bunked up 
against the chain meat market. And 
I suppose that you are seeing your 
failure already. Most butchers do 
look at chain store competition 
in that way but the chain 
store in nine cases out of 
ten is a false alarm. I t isn’t what 
it is cracked up to be. And I am 
going to show you that I am right.

The retail butcher has never been 
bothered very much with this sort of 
competition. That is why it fright
ens him so much when he runs up 
against it. I t ’s new to him, and most 
people are afraid of what they do not 
understand. You see that condition 
all the world over, in life just as much 
as in business.

The first great disadvantage which 
the chain store has is that it lacks 
a personality behind it. W omen who 
have been buying their daily dinner 
for years at the corner butcher shop, 
have formed certain undefined links 
between themselves and the retail 
butchers they have been dealing with. 
These links may not be apparent to 
the eye, but they are there neverthe
less. And they hold. Now, the man 
who is working for a salary never 
can form these links like the man who 
is working for himself, lie  hasn’t 
the whole-souled interest in his work 
that the latter has. He thinks more of 
the pay check at the end of the week 
than he does of his employer’s in
terests. Of course, there are excep
tions to this rule, but I am talking 
of the average.

Chain store managers have realiz
ed this point and have tried do to 
away with it by allowing their man
agers an interest in the profits of the 
stores which they are managing. But 
this hasn't proved so successful. The 
manager of a store in a good loca
tion draws profits on the trade which 
comes to him just because of its lo
cation, while the manager of a store 
in a poor location, who probably 
works twice as hard, never makes any 
profits at all. And when these con
ditions exist how do you expect any 
man to put forth his best efforts.

You say that the chain store can 
buy much cheaper than you can. I 
doubt it. Quantity prices "are an un
known proposition in the meat busi
ness, save in exceptional cases. 
And these cases are not happening 
often enough to give the chain store 
men the advantages you claim for 
them. The fact of the m atter is, that 
the smaller butcher who is a good 
judge of meat can usually buy to bet
ter advantage than the larger man,

for he has the pick, which the latter 
man cannot get.

How can the chain store man sell 
cheaper than you can? Simply, by 
cutting his overhead expense, which 
means that he cannot give his cus
tomers the same service which you 
are giving them. I know that by do
ing this he can get a certain class of 
trade. But it is not the best class 
of trade for a butcher shop. And 
people are co nstan t^  leaving that 
class to join the class which you are 
catering to. In a good many cases 
the chain store serves as no more 
lhan a means of educating the peo
ple to realize the advantages of ser
vice, something which they have 
never done before, because it has al
ways been there, and they have never 
missed it.

You say look at what the United 
Cigar Stores have done to the indi
vidual cigar dealer. I know that they 
have put a lot of them out of busi
ness. But why? Because they have 
undersold them? Not on your life. 
Because they have given better ser
vice and better quality. The small 
cigar dealer can undersell the chain 
man every time. He admits it. Both 
of them know it. And where he has 
competed with him on a service basis, 
lie has beaten him. 1 have seen it and 
.so has every other man.

W hat you want to do is to stop 
thinking so much about the competi
tion which you are up against and de
vote more time to your own busi
ness. A good many butchers have 
the failing of minding their competi
to r’s business and not minding their 
own. And that’s a mighty bad thing 
for the butcher himself and a good 
thing for the competitor. Of course, 
it’s all right to keep a weather eye 
open for things that are going on 
about you, but don’t have both eyes 
constantly looking out of the shop. 
Keep one of them on your own af
fairs. You will find that it will pay.

Think this chain store proposition 
over. Look at it from every side. 
I ’ll wager that when you have finish
ed you won't be seeing yourself go
ing out of business. On the con
trary, you are liable to welcome its 
coming. If the rest of your competi
tors fail to size up the same way that 
you are going to do, you will increase 
your business.

But above all, don’t engage in a 
cut price war. Quality for quality, 
you are probably giving your cus
tom ers better value for their money 
than the chain store is doing. If you 
cut your price you have got to cut 
your quality if you want to keep your 
profits. Of course, from the way

some butchers run their markets, they 
don’t seem to care about profits. They 
are simply in business for the pleas
ure of bidding their customers “Good 
Morning.” But I don’t think that 
that is the reason why you went into 
business.—Butcher’s Advocate.

Iowa Grocers to Buy Only Candled 
Eggs.

There is a law in Iowa which im
poses a fine on anyone selling or of
fering to sell a  bad egg, but it has 
not been very actively enforced be
cause the m erchants were not willing 
to make complaint of farmers.

The situation is to  be changed, at 
least in one im portant city, as is not 
ed by the following clipping from 
the M arshalltown Times Republican:

“After June 1 grocers of this city 
will buy only candled eggs. This 
was the agreem ent the grocers enter
ed Thursday night at the Letts- 
Fletcher Co. offices, where they were 
addressed by L. L. Flickinger, of Car- 
roll, a pure food inspector.

“Flickinger came here t o . address 
the grocers on the subject of the 
State egg law. This law fixes a pen
alty of $100 for a farmer to sell or 
offer for sale bad eggs to a merchant, 
and it fixes the same penality for the 
merchant who sells or offers for sale 
bad eggs.

“Most of the grocers’ eggs come 
from the farmers. Beginning next 
week the grocers agreed not to take 
eggs before candling them, so that 
they could conform with the law on 
the subject.”

This same feature was brought up

for some animated and interesting 
discussion at the convention of the 
Federation of Nebraska Retailers in 
Lincoln last March. Some of the 
merchants there asked the Nebraska 
pure food commissioner, who had ad
dressed them, how thejv could enforce 
such a rule when there were some 
merchants in a town who would take 
any kind of eggs?

This proposition was discussed pro 
and con. One man maintained that if 
he refused to  take eggs until they 
were candled the farmer would take 
them to a competitor who would take 
the eggs without question and there
by get enough of the other fellow’s 
business to make up what he might 
lose on bad eggs.

The answer seems to be to have all 
the grocers of any city get together 
and tyy mutual agreement refuse all 
but candled eggs. The enforcement 
of the law in a few cases, especially 
with the farmers as defendants, 
would serve as an object lesson and 
be a great help toward the general 
observance.—'Omaha Trade Exhibit.

M A A S  B R O T H E R S
Wholesale Fish Dealers

Sea Foods and Lake Fish 
of All Kinds

Citizens Phone 2124 Bell Phone M. 1378 
1052 Ottawa Ave., N. W. Grand Rapids, Mich.

We Sell It 
For You

We not only do the baking in our two-million dollar 
sunlit bakery, thereby saving the housewife the work 
and worry, but we do the merchandising for the dis
tributor. We aim to sell

Shredded Wheat
before it goes on your shelves. You haven’t time 
to talk Shredded Wheat. We do the talking for 
you in the newspapers in nearly every c ity  and town 
and in the leading magazines of large national 
circulation. Shredded Wheat is the best advertised 
cereal breakfast food on earth.

TRISCUIT is the Shredded Wheat wafer 
—a crisp, tasty whole wheat toast—delic
ious with butter, cheese or marmalades.

Shredded Wheat Biscuit is packed in 
odorless spruce wood cases which may 
be readily sold for ten or fifteen cents, 
thereby adding to the grocer’s profits.

MADE ONLY BY

The Shredded W heat Company
N IAG AR A  FALLS, N . Y.
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What Some Michigan Cities Are 
Doing.

W ritte n  fo r  th e  T rad esm an .
The Battle Creek Chamber of Com

merce is planning a membership cam
paign for the third week of July.

The Michigan Music Teachers’ as
sociation will hold its annual meeting 
June 23-25 in Muskegon.

Eau Claire is considering plans for 
a waterworks system.

Bay City has included $10,000 for 
municipal markets in its budget, one 
to be located in the center of the Fifth 
ward and the other in the Eighth 
ward. The question will be submitted 
to voters at the fall election.

Jackson has entered into a contract 
for installing the ornamental cluster 
system of lights in the business dis
trict. The contract runs for ten years 
and the private power concern is paid 
approximately $34,000 annually. A 
strong sentiment is developing there 
for a municipal lighting plant.

Ionia has let the contract for boule
vard lights. A public bathing beach 
will also be established on the river 
front.

Lansing is having the troubles in
cident to many cities in attem pting to

June 24. A train of flat cars equip
ped with chairs will be pulled from 
one industrial plant to another until 
all the leading industries have been 
visited. At each plant a speaker will 
explain the nature of the industry 
and will show interested persons 
through the factory.

The Bay City Board of Commerce 
is raising a fund for fourteen band 
concerts to be given in W enonah 
Park this summer.

The Wolverine Condensed Milk Co. 
will build a plant at W ayland.

The H arrison Elevator Co. will 
build a fireproof storage building at 
Harrison.

The D etroit United Bailway Co. 
agrees to extend a car line into the 
Fourth ward at Flint, using the Court 
street route.

Kalamazoo’s newest industry is 
the Safety Elevator Stop Co., $50,000 
capital, which will operate in the Hill 
foundry plant on North Park street.

A civic improvement association has 
been formed at Corunna.

The Fenn M anufacturing Co. has 
broken ground at Charlotte for its 
new manufacturing plant.

Almond Griffen.

The above illustration shows a motor truck made by the A lm a Motor Truck Co. 
fo r E. A. Erlcksen, of Greenville, who uses It as a peddling wagon. He frequently  
covers fifty  miles a day w ith  the truck, including, of course, numerous stops.

locate its incinerator plant. Fifth 
ward property owners have asked for 
an injunction to prevent proposed lo
cation on the waterworks property.

The recent census in Battle Creek 
shows an increase of 179 school chil
dren over last year and is indicative 
of the city’s healthy growth.

The Universal Novelty Co. has op
ened a factory at Menominee.

Through the personal efforts of one 
woman, Mrs. J. J. Goodyear, enough 
money has been secured for four 
drinking fountains for horses and 
dogs in Ann Arbor. Dr. J. J. Good
year is at the head of the Humane so
ciety of that city.

Ann Arbor has awarded its garbage 
collection contract to a private party 
for three years, at an annual consid
eration of $4,800. A Cincinnati manu
facturer offers to build an incinerating 
plant there, which will eventually be
long to the city.

Secretary Daley, of the M arquette 
Commercial Club, has arranged for 
3  novel “Seeing M arquette” tour on

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

T he Columbus Advertising Club 
will assist in the clean-up and paint- 
up campaign, t-o be carried on in that 
city during the week beginning July 
0.

The Akron Chamber of Commerce, 
through a resolution has joined in a 
Nation-wide protest of commercial 
bodies against two clauses in the 
Clayton “anti-trust” bill. The first 
clause exempts labor and farm o r
ganizations from prosecution under 
anti-trust laws and the second limits 
the power of the Federal courts to 
grant injunctions iti labor disputes.

The valuation of railroads of the 
State has been increased $20,215,740 
by the State Tax Commission. Ohio 
has ninety-seven railroads.

The plan of City M anager Waite, 
of Dayton, to bury city garbage north 
of Dayton is being strongly opposed, 
on the ground that the Miami River 
will be contaminated.

Almond Griffen.

Morton House
Coffee

Absolutely the best high 
priced coffee in the mar
ket. Roasted and blended 
by experts for the class 
of consumers who want 
the best there is.

SELL MORTON HOUSE 
COFFEE

W ORDEN (JROCER C OMPANY 

Grand Rapids—Kalamazoo 
The Prompt Shippers

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.

MOCO
q)o<o

go<0

Mo<a

Moie

I M P E R I A L  B R A N D
Spraying 

Largest Line
Compounds 
Superior Quality

Our Paris Green packed by our new American System. 
Reliable dealers wanted.

Address Dept. T., CARPENTER-UDELL CHEM. CO., Grand Rapids, Mich.
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Michigan Poultry, B utter 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 e n t

ley, Saginaw .
E x ecu tiv e  C o m 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 handler, D e tro it.

Eggs by Parcel Post.
“Shipping Eggs by Parcel Post” is 

the title of a twenty-page bulletin just 
issued by the U. S'. Departm ent of 
Agriculture. The bulletin presents 
conclusions from recent investigations 
made in co-operation with the Post 
Office Departm ent and incidentally 
booms this method of conveying this 
highly perishable product of the poul
try yard from farms direct to consum
er’s table. The D epartm ent’s investi
gations covered five months—O cto
ber, 1913 to February, 1914. All told, 
9,131 eggs were shipped in 4G6 lots. 
Of all the eggs 327, or about 3.6 per 
cent., were broken, and of these 209 
were absolutely wasted. The experi
mental shipments were both local and 
distant, some coming to W ashington 
from the middle and far W est. N oth
ing is said regarding the quality of the 
eggs on arrival at destination, but 
probably a good deal would have been 
said had the investigation stretched 
over the summer months. Imagine 
for example the ultimate quality of 
an average dozen eggs shipped 
through the mails from Iowa to 
W ashington during last week’s heat 
wave.

As to the possibilities of this direct 
method of shipment, the bulletin says;

“While it is probable that for some 
time to come the great bulk of eggs 
which come from distant producing 
territory will be shipped by other 
methods, it is no doubt true that 
many cities can be supplied with a 
considerable portion of their fresh 
eggs from within the first and second 
zones by parcel post to the advantage 
of both producer and consumer. By 
such direct contact the producer 
should secure somewhat better prices 
for his eggs than are realized by pres
ent methods of marketing, and the 
consumer should obtain a fresher 
quality at no increased cost, or, fre
quently, even at a reduction in price. 
The producer who does not have sat
isfactory marketing facilities may find 
in the parcel post a means of solving 
his egg-m arketing problems. This ap
plies especially to the man whose 
flock is so small that he can not make 
case shipments, i. e., shipments in the 
regular 30-dozen-size egg case.”

The bulletin gives directions for the 
selection and packing of eggs, the pres
ervation of eggs in water glass and 
illustrates a number of approved car

riers. I t considers the return of emp
ty cases, methods of bringing pro
ducer and consumer together, the fix
ing of prices, contracts and agree
ment between producers and consum
ers, parcel post zones and regulations, 
etc., etc.

According to the bulletin the larger 
the shipments that the producer can 
arrange to make, the cheaper can he 
afford to sell his eggs. W ithin the 
first and second zones of the parcel 
post service, a package costs 5 cents 
for the first pound and only 1 cent 
for each additional pound. O rdinari
ly eggs weight about one and one-half 
pounds a dozen, which with the ad
ditional weight of the wrapping and 
container, would make a package of 
a-dozen eggs weigh between two and 
three pounds. The postage on this 
would be 7 cents. If another dozen 
eggs were included in the package the 
postage would not be more than 9 
cents, or 4Y> instead of 7 cents a 
dozen.

To the value of the eggs and the 
cost of postage must be added the 
cost of the container and the w rap
ping. For two dozen eggs this may 
be estimated at 8 cents. W ith post
age at 9 cents it would, therefore, cost 
17 cents to market two dozen eggs, or 
8J<2 cents a dozen; rather expensive, 
the added risk considered, we take it! 
By shipping in ten-dozen lots, it is 
estimated that the m arketing cost can 
be reduced to 4.7 cents a dozen.

Rates on Ice Packed Poultry.
W. F. Priebe, chairman of transpor

tation committee of National Poultry, 
Butter and Egg Association has issued 
the following letter to members of the 
Association:

“My attention has been called to 
weight agreem ents sent out to ship
pers of ice packed poultry by Paul 
R. Rainer, of the Joint Rate Inspec
tion Bureau.. One of the provisions 
is that the shipper agrees to bill out 
ice packed poultry from November 1 
to March 31 at actual gross weight.

“My recommendation to all mem
bers is to refuse to sign the contract 
with this provision.

“ In this connection, wish to state 
that there has been an appeal made 
to the Eastern railroads that ice pack
ed poultry should be billed at actual 
gross weight at all times, and wish 
to state that we have filed a protest 
with the railroads against this propos
ed change and have every reason to 
believe that no action will be taken.”

Even if a man has no other bad 
habit, he is apt to send souvenir 
post cards to his friends every time 
he has occasion to visit another town. Use Tradesman Coupons
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Situation of th« Speculative Deal in 
Butter.

There is scarcely an im portant 
operator in butter in this country who 
is not surprised and astonished at the 
course of values the past few weeks. 
The exceedingly unfavorable wind-up 
of the crop of 1913, and the very gen
eral expectation that foreign butters 
would figure ¡more largely in our 
m arket next fall and winter led to the 
belief that prices must rule consider
ably lower than last year during the 
storage period. To those who studied 
the situation most carefully 25@26c 
was looked upon as the limit of any 
speculative venture, and many an 
operator here and elsewhere figured 
on 24 cents or less at the Eastern 
seaboard. For just a little while dur
ing the period between hay and grass 
the finest creamery sold in New York 
at 24@24I/£c, but from that low point 
there has been a steady upward climb 
until the dizzy height of last June 
has alm ost been reached.

W e might go into an analysis of 
the causes that have brought about 
this unexpected change—the unusual
ly heavy buying by the packers and 
oleo interests, large contracting at 
premiums over quoted rates here and 
in Chicago, and the disposition of 
other interests to make these con
tracts expensive, and a willingness 
on the part of some dealers to get in
to the deal in the hope of finding 
money where they lost it last year. 
But this would not alter in any way 
the fact that in the place of careful 
conservatism, we have had a forced 
and bullish market.

So far as we can ascertain, the idea 
of those who are now in the specula
tive deal is that later in the summer 
prices may ease off somewhat, afford
ing opportunity to average down the 
cost of the storage goods. However 
this may be there is very general feel
ing that if any good comes out of 
the storage proposition this year the 
warehouses must be pretty well clear
ed by January 1. This is based upon 
the belief that under ordinary circum
stances no considerable quantities of 
foreign butter will reach here before 
early winter. I t  will therefore be of 
interest to look over the foreign situa
tion and the prospects for im porta
tion.

W e have good authority for the 
statem ent that one concern has con
tracted for 25,000 boxes of New Zea
land butter to arrive here in Decem
ber, January and February. Another 
contract for 10,000 boxes has been 
placed on about the same terms. 
Agents for both Australia and New 
Zealand are trying to place further 
considerable quantities in several of 
the im portant m arkets of this coun
try. Some of our dealers have become 
so much interested in Danish butter 
that they will become buyers in the 
fall, if the goods can be laid down 
here reasonably near the price of our 
finest fresh creamery. At present the 
best Danish is offered from Copen
hagen at 27J/2@28c delivered in New 
York duty paid. This is probably 
about the low point for the season, 
and the course of the Danish markets, 
like ours, is usually upward on enter

ing the fall. Siberian shipments were 
delayed by heavy rains and washouts, 
but conditions for production are said 
to be usually good and the make is 
running 10 to 15 per cent, ahead of 
last year. Thus far the shipments 
to this country have been so irregular 
in quality that they have not found 
the place that was expected. Unless 
we get more of the finer lots they will 
not compete successfully with the best 
of our storage stock; but this butter 
if it can be laid down here at a reason
able price, as now seems probable, 
will surely find a place in competi
tion with our secondary grades. Just 
what Argentine can do will not be 
known until later. Last year the meat 
im porters practically sewed up all the 
refrigerator room on the regular line 
steamers, and while this may be true 
to some extent again this fall and 
winter, the creamery interests at 
Buenos Aires and adjacent points 
have assurances that more steamer 
space will be available if regular ship
ments can be made. The price of the 
product is usually within the range 
of our market.

This is about the situation as it 
appears at present, both as regards 
the speculative deal and the prospects 
of im porting foreign butter; and we 
are forced to the conclusion that our 
surplus butter is going into the ware
houses at too high a cost—N. Y. P ro
duce Review.

A Matter of Necessity.
In  the endeavor to uplift the race, a 

friend of ours started in by try ing to 
smash silly old superstitions. O ur 
friend believes that negroes are m a
ligned, and that many of the stock 
jokes about them are not founded on 
fact. He has, in fact, succeeded in 
proving that a number of the old 
minstrel standbys are mere senseless 
jests. And the other day he inter
viewed the elevator boy in the office 
building.

“A rthur,” he said, “there’s a silly 
old saying tha t you colored people 
are crazy about chickens. I can’t see 
how that started. Do you like chick
en?” “Yassah.”

“Of course—almost everybody likes 
chickens. I mean to say, do you like 
it better than anything else in the 
world? Do you like it so well that 
you would steal it if you couldn’t ob
tain it honestly?”

“Boss, I likes chicken so well dat 
if I couldn’t git it no other way, 
I ’d buy it!”

Attending to His Business.
“You insist that the officer arrest

ed you while you were quietly a t
tending to your own business?”

“Yes, your honor. He caught me 
suddenly by the collar, and threaten
ed to strike me with his club unless 
I accompanied him to the station 
house.”

“You say you were quietly attend
ing to your own business, making no 
noise or commotion of any kind?”

“Yes, your honor.”
“W hat is your business?”
“I ’m a burglar.”

The chap who is out for the dust 
and gets it has grit.

For Sale
Hobart Electric Coffee Mill, Toledo 

Scale, Safe, Show Cases and Coun
ters, large Tea and Coffee Cans and 
other store fixtures.

Also “Crow” Automobile, 1910 car, 
only run 2,700 miles, in fine running 
condition. Want to buy stocks of 
any kind if they are cheap.

E. D. COLLAR, Cadillac, Mich.
Home address, Ionia, Mich.

When shipping Poultry. Calves. Pork. Eggs 
or Produce, remember we can sell that ship
ment at top market price.

Phelps, Naumann & Go.
303 Market St. Eastern Market 

Detroit, Mich.

Packed by

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

M ichigan People W ant M ichigan P roducts

Potato Bags
10,000 2%  bu.

For Sale

RUTLEDGE
516 Penobscott DETROIT

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.

SHIP YOUR

B U TTER and EGGS

to us. We pay spot cash. Ask for quotations.
We also receive Veal and Poultry on consignment.

Schiller & Koffman
" t l i . » . , .  323-25-27 Russell St.

Bradstreet and Dun D I T T ' D / U T '  l i T p i j
Mercantile Agencies UMAUI1, JYilVirl.
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A. L. Norton, President of the Allen 
State Savings Bank, identified Don 
Dexter of Coldwater, as the man who 
cashed a forged check for $237 last 
March at the Allen Bank. Later Dex
ter confessed to that job and others. 
It is said that Dexter admitted he 
had cashed a check on the Union 
City National Bank for $275. The 
third attem pt was made at Homer, 
with another check for $237, hut he 
was refused. His fourth attem pt at 
Bronson led to his capture. Dexter 
is 31 years old, married, has four 
children, and has lived in Coldwater 
all of his life. lie  is now in jail 
awaiting trial in the circuit court.

The hirst National Bank of Capac, 
with a capital of $25,000, is being or
ganized at Capac. The application 
names A. H. Medbury, A. R. Niles, 
A. Moore and J. F. W ilson as in
corporators.

#
Benton H arbor men interested in 

the American National of Benton 
Harbor are backing a project to es
tablish a new bank in Lawrence, 
which will take the place of the Farm 
ers' and M erchants’ Bank, which re
cently closed, Bert Duncombe is 
talked of as President of the new in
stitution.

Julius 11. llaass. President of the 
Wayne County and Home Bank, De
troit, has purchased W aterford Hill, 
near W aterford. The Hill looms up 
1,1411 feet above sea level and about 
200 feet above the surrounding coun
try, its highest point topped by one 
lone tree. Few views in Southern 
Michigan take in a wider expanse of 
territory, for it slopes to every point 
of the compass. This will be an im
portant addition to Mr. llaass’ coun
try estate at W aterford.

The stockholders of the Highland 
Park State Bank have voted to in
crease its capital stock from $250,- 
000 to $500.000.

Club as follows: President, A. D. 
Whipple, Owosso Savings Bank; 
Vice President, A. S’. Thomas, Du
rand; Secretary, Frank W. Rayen, 
Citizens Savings Bank, Owosso; 
Treasurer, W. H. Hunt, Laingsburg.

The settlem ent of the estate of the 
Cameron Currie Co. (D etroit) has 
been dragged into the United States 
court by B. B. Selling, representing 
the individual creditors, who moved 
to have Hayden, Stone & Co., forced 
to make restitution of $122,000, the 
proceeds of seats in the New York 
and Boston exchanges formerly held 
by the Cameron Currie Co. Accord
ing to Mr. Selling, the Cameron Cur
rie Co. had a seat in the New York 
exchange w orth $1)0,000 and one in 
Boston worth $30,000. According to 
the ruling of the commission of the 
exchange, a member has security on 
the seat of another on claims grow
ing out of a deal on the exchange. 
Therefore, when the Cameron Cur
rie Co. failed, Hayden, Stone & Co. 
collected the proceeds from the seats 
and applied the $122,000 collected 
therefrom on its debt of $192,000. 
Considering that Hayden, Stone & 
Co. was a party to the Cameron Currie 
Co. deals, as has been held by the 
courts, Mr. Selling contends that the 
$122,000 should revert to the indi
vidual creditors. There is at present 
a case ot similar nature entitled Aus
tin vs. Frear in the United States 
Court. Judge Tuttle adjourned the 
case of Mr. Selling’s motion until 
Friday, June 26, when the case of 
Austin vs. Frear is taken up.

Aak for our Coupon Certificates of Deposit

Assets over $4,000,000

Owosso members of the Shiawas
see County Bankers’ Club were hosts 
at a banquet given last Tuesday eve
ning at the National Hotel, with about 
eighty club member and their ladies, 
numbering 131 in all. in attendance. 
The banquet was served at 6 o’clock 
and after five courses had been serv
ed, William J. Gray, First Vice-Presi
dent of the F irst and Old Detroit Na
tional Bank was introduced by Presi
dent F. H. Conn, of Durand, who ex
plained the new Federal reserve bank
ing system in a clear and interesting 
manner. Officers were elected by the

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

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

Resources
8 M illion Dollars

Per Gent.

Paid on Certificates

Largest State and Savings Bank 
in W estern Michigan

■H E closer a Bank and the 
people of the community get 

together, the more efficient will 
become the team work for the 
up-building of the business of the 
whole community.

It is a real pleasure to us to have 
our depositors bring their difficult 
business problems to us for consulta
tion. We may not always be able to 
assist, but we are always willing and 
ready to render any possible help.

The

Old National Bank
177 Monroe Avenue

A WORD OF ADVICE
The cautious investor who demands safety of principal and 

a reasonable interest return thereon, can secure such an invest
ment by buying the securities of the

American Public Utilities 
Company

which serves fourteen prosperous cities with gas, electric light, 
heat and power, and which pays its dividends quarterly.

Write for fu ll information to

KELSEY, BREWER & COMPANY
Engineers, Bankers, Operators

Michigan Trust Building GRAND RAPIDS, MICH

Fourth National Bank
United
States
Depositary

Savings
Deposits

3
Per Cent 

Interest Paid 
on

Savings
Deposits

Compounded
Semi-Annually

Wm. H. Anderson,
Präsident

John  W . B lodgett, 
Vico President

L. Z. Caukin.
Cashier

J . C. Bishop,
Assistant Cashiar

Commercial
Deposits

3Jg
Per Cent 

Interest Paid 
on

Certificates of 
Deposit 

Left
One Year

Capital Stock 
and Surplus

$580,000
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Judge Smith granted the petition 
of Receiver Elmer R. W ebster, of 
the E. Jossman State Bank of Clark- 
ston, asking that the capital stock, 
surplus and undivided profits of the 
Jossman Bank be divided and that 
81.71 per cent, be divided pro rata 
among the savings depositors and 
18.29 per cent, among the commercial 
depositors. The sum to be divided is 
$36,43108.

Benjamin G. Vernor, assistant to 
the President of the F irst and Old 
D etroit National Bank, has tendered 
his resignation, to become Cashier of 
the new M erchants’ National Bank, 
which will open its doors Aug. 1. Mr. 
V ernor was associated twenty-four 
years with the Old D etroit National 
Bank, of late years as assistant to its 
President, and occupied a similar po
sition after that institution combined 
with the F irst National.

W ord has been received from the 
Comptroller of the Currency that the 
D epartm ent has approved the ap
plication of the M erchants’ National 
Bank and that its charter will be is
sued within a , few days. All of the 
$1,000,000 capital stock has been sub
scribed. John Ballantyne will in all 
probablity be named President of the 
new Bank. The organzation com
mittee consists of John P. Hemmeter, 
David Gray, Oren S. Hawes, Frank 
W. Blair, John Endicott, John Bal
lantyne and Luman W. Goodenough. 
This will increase the number of Na
tional banks in D etroit—the same 
number Grand Rapids has.

T hat the failure of the La Salle 
S treet T rust and Savings Bank, (Chi
cago) and the suspension of half a 
dozen small State institutions with 
a capital of some $200,000 apiece, did

not disturb the markets, is not 
strange. The trouble, all of which 
grew out of the bad banking by ex- 
Senator Lorim er and Vice President 
Munday, of the La Salle S treet insti
tution, could not have come at a bet
ter time. Money is abundant and easy 
and conditions were right for the 
avoiding of any shock to credit. There
fore, while uneasiness has necessarily 
been created among small depositors 
in outlying districts, who had money 
on deposit with these institutions, 
there was not the slightest chance of 
any Clearing House bank being af
fected.

The big banks helped a number of 
the smaller ones out, when they 
were found to be in good shape. As 
for the Lorim er institution, that had 
only $50,000 in cash on hand at the 
time of its closing, although its capi
tal was $1,000,000 and deposits over 
$3,000,000. Its closing cleans up, 
probably for good and all, what have 
been known here as the “political 
banks.”

He is a wise politician whose si
lence is so intense that you can al
most hear it.

Many a man’s enthusiasm is merely 
gush.

UNITED LIGHT AND  
RAILWAYS COMPANY

PORTLAND. MAINE
GRAND RAPIDS CHICAGO

The Board of Directors have declared the usual 
dividend of 1V4% on the First Preferred Stock. \  
of 1% on the Second Preferred Stock and 1% on 
the Common Stock, payable Ju ly  1st. 1914, to 
Stockholders of record a t the close of business. 
3 P. M. June 15th. 1914.

BENJAMIN C. ROBINSON.
Secretary .

June  15. 1914.
Preferred Stock Dividend No. 15.
Common Stock Dividend No. 6.

6 %

NO STATE, COUNTY OR 
LOCAL TAX

If you never bought bonds 
from us you have yet to find 
the simplest, surest way of 
making your money work.

W rite us.

The Michigan Trust Co.

TH E  PREFERRED LIFE INSURANCE CO. OF AMERICA OFFERS
OLD LINE INSURANCE A T  LOW EST N E T  COST

W H A T  ARE YOU W O RTH  T O  YOUR FAMILY ?
LET US PROTECT YOU FOR T H A T  SUM

T he Preferred Life Insurance Co. of America Grand Rapida, Mich.

The Grand Rapids City Banks
whose officers are in close touch with the industrial and 
financial interests of Grand Rapids, offer you the prompt 
and efficient service of a splendidly equipped banking in
stitution.

Our Transit Department is the largest in Western 
• Michigan
Resources, Over Eleven Million Dollars

Grand Rapids National C ity Bank 
C ity Trust and Savings Bank 

Grand Rapids, Mich.

Ilife Offer and Recommend
Grand Rapids Gas Light 

Company First Mortgage 5%
Gold Bonds, due 1915.

Omaha and Council Bluffs 
Street Railways Company 
F irs t Mortgage 5% Gold 
Bonds, due 1928. (Free of 
personal tax in Michigan.)

Brand RAPinsTRUSTroMPANY
123 Ottawa Avenue, IV. IV. Both Phones

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

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

Howe, Snow, Corrigan & Bertles
S “ “ » “1 1,12 Grand Rapids, Mich. «ikE*tyX bu,.
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DRY GOODS,
FANCYGOODS*™ NOTIONS

Featuring Linens—-Suggestions for 
the Average Store.

W ritte n  fo r  th e  T rad esm an .
How shall the average retail dealer, 

handling a general line of dry goods, 
make the most of linens, increasing 
his sales and his profits on them, and 
also making his linen department 
serve as a trade drawer and a busi
ness builder?

The dry goods dealer is compelled 
to handle many sorts of goods that 
are not intrinsically excellent, and 
which he knows will not prove very 
satisfactory in use. Cheap goods, 
novelties made to last only for the 
brief day when they are enjoying the 
smile of fashion’s favor, the w'hole 
great class of imitation goods, near- 
this and near-that. which soon become 
shabby with wear—all these the con
scientious dealer must see pass over 
his counters, not from his own prefer
ence, but because, owing to the ex
igencies of business, he must.

But in linens, if he so wills, the 
merchant may have the satisfaction 
of selling goods that will prove a 
beauty and a joy for many, many 
years if not forever; and with which 
the minds of his customers will joy
ously associate the store where they 
were purchased. “I bought that fine 
heavy damask table cloth of Mr. 
So-and-so. I have used it for 
my best dinner cloth for six years and 
it is handsomer now than it was when 
it came out of the shop.”

In the first place study the goods. 
Learn all you can about linens so as 
to be a judge of qualities and kinds. 
By use of a powerful microscope 
learn the distinctive appearance and 
characteristics of the linen fiber.

An expert tells us that “difference 
in linens is due to difference in yarns, 
weaving, bleaching, dressing, and 
adulteration.” Linen goods may be 
defective in at least three ways, no 
one of which is apt to be detected by 
the novice. Cotton may be mixed in, 
making a “union” fabric having the 
appearance of all-linen; there may be 
faults in the weaving which lessen 
the wearing qualities; and there some
times are weak spots in the cloth 
due to injury from chemicals used in 
bleaching.

Cotton is practically the only 
adulterant of linen. Occasionally 
scmie jute is put into the coarser 
fabrics, but it does not weave in well, 
and so is not much used. Cotton, on 
the contrary, can be mixed in and 
finished in a way to deceive any one 
not very experienced and observing. 
Indeed an all-cotton fabric can be 
finished so as to look almost exactly 
like linen.

As is well known, a cloth made of 
part wool and part cotton will stand 
more hard wear than one that is 
strictly all-wool. There is nothing 
analogous to this in the ordinary 
adulteration of linen.

Cotton with linen, so far as all 
closely woven fabrics are concerned, 
always lowers the quality of the 
goods and is used solely to cheapen. 
The only exceptions to this are that 
in a few fancy dress Jinens, cotton, 
which take dye better than linen, may 
help in giving a finer color, and in 
mesh linens the peculiarities of the 
linen fiber make some cotton neces
sary.

The old tests of moistening the 
finger or of breaking a thread are 
not sufficient for detecting the pres
ence of cotton, if the cotton has been 
cleverly concealed. In union goods 
cotton “comes out in the wash,” liter
ally and actually in the form of lint 
when the goods are used and worn, 
but it is hardly practical for a m er
chant to launder goods before buy
ing. The microscopic test probably 
is best; next to this the chemical 
tests.

Linen goods that are highly dressed 
and heavily starched may be looked 
upon with some suspicion, either as 
containing cotton or that they have 
been finished to conceal weak places 
caused by bleaching. The yarn of 
good linen has a natural luster and re
quires but little dressing, with good 
table linens the beetling process is 
about all the finishing necessary.

W ith linen, just as with wool or 
cotton, it is the fabric made of hard- 
twisted thread that can be depended 
upon for durability. Some very in
ferior linen cloths are made largely 
from shoddy, the refuse of better 
linen yarns. Such do not wear so 
well as good cotton.

The buyer of linens should be well 
posted on all these points. He will 
also learn which are the reliable 
makes of goods, for there are manu
facturers who are entirely above sell- 
in goods of inferior quality or any
thing not exactly as it is represented 
to be. A dealer may feel perfectly 
safe with certain brands of goods.

To build up your linen trade, use 
great care in the selection of the 
goods. Aim for quality and beauty 
and tastefulness. Gradually try add
ing some of a higher grade than you 
hitherto have carried.

Having gotten a stock that you can 
recommend and stand back of, push 
the goods in every practical way. Dis
play them prominently. Especially 
make your customers feel that your 
linens are to be relied on.

A Good, Strong,
Medium-Priced Line

Buffalo Trunk Mfg. Co.
MANUFACTURERS OF

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

JULIUS R. LIEBERMANN

Write for Catalogue

Isn’t there something 
to take into consider
ation besides price 
when buying an over
all to sell to boys?

We think there is, and 
two things we are posi
tive about—one, that the 
little fellow likes a good 
fitting garment, and the 
other that the “Empire” 
is the good fitting kind.

We have various grades and patterns in sizes 4 to 
9, 6 to 12, 4 to 15 and 10 to 15 years. Give our line 
a trial. __________

Grand Rapids Dry Goods Co.
Exclusively Wholesale 

GRAND RAPIDS, MICHIGAN

Summer Underwear Means B.Y.D.
To a Large Number of Men in Your Town

■  EARERS of B. V. D. have that cool, cleancut, easy, 
breezy air which is admired so much by all. Are 

you stocked on these garments? If not, you should be, for 
there'll be a great demand. We carry a complete stock of 
all grades and will be pleased to supply your requirements.

B. V. D. Coat Cut Undershirts and Knee Length 
Drawers at $4.12,'A per dozen.

B. V. D. Union Suits at $8.25, $8.75, $12.00 $15.50 
and $16.00 per dozen.

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

t
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H ere are three simple tests for de
tecting the presence of cotton, all of 
which may be used in a store for de
m onstrating purposes.

Oil test: Soak a piece of the cloth 
in olive oil or glycerine. Linen ab
sorbs oil more readily than cotton 
and so becomes translucent while cot
ton, if present, remains opaque. If 
the goods are white or light-colored, 
hold up against a dark background 
which will show more plainly through 
the linen.

Acid test: Take a two-inch square 
of the cloth. Boil it to take out starch 
and dressing. Fringe out an end and 
a side for an inch so as to have warp 
and woof threads separate. Immerse 
the square in sulphuric acid for a 
minute. The acid will destroy any 
cotton the cloth may contain in sixty 
seconds while the linen will last two 
to two and a half minutes.

Alkali test: Submerge sample in a 
50 per cent, solution of caustic potash. 
Cotton will take on a light yellow 
color, while the linen will become al
most brown.

It is perhaps unnecessary to caution 
the reader that either the acid or the 
alkali should be used only with care 
and by a person who understands its 
nature.

By the use of tests or by other 
means, gain the confidence of your 
customers in your linen goods and in 
your claims regarding them. If you 
handle union goods—and you may be 
obliged to—sell them as such, and do 
not represent an inferior piece of 
goods, even if it is every thread linen, 
as being any better than it is. As has 
before been suggested, urge the bet
ter grades of goods wherever it will 
answer to do so.

The linens in a household are, for 
the most part, used until they are 
worn out, so if you can gently per
suade your customer to buy a really 
excellent article, after the one un
pleasant experience of paying the 
price is over, she has nothing but 
pleasure and satisfaction in its use, 
and is ready to call down blessings 
on the store where she was induced 
to purchase the treasure.

W ith linens as with everything else, 
a thorough knowledge of the goods 
on the part of the salesperson gains 
the confidence and respect of the cus
tom er and aids in making sales.

A friend of mine, going into a store 
in Vancouver to purchase some of the 
unbleached linen now so fashionable 
for dresser scarfs, table runners, etc., 
was greatly interested in the descrip
tion given by the clerk of how these 
goods are manufactured in Russia, 
where primitive methods still are 
widely in use. There dew retting is 
common, that is, the flax, after being 
pulled, instead of being placed in wa
ter as is the usual practice in other 
countries, is retted by the slower 
action of the dew.

He told how, in the peasant homes 
in Russia, a hand loom is an almost 
indispensable part of the household 
equipment, and the weaving of the 
coarse webs is the pick-up work of 
the women and children. H e pointed 
out in one small piece of the goods 
unmistakable indications of the work

of several different pairs of hands. 
Here was a stretch of correct tension 
and even mesh, probably the work of 
the skillful mother of the family. The 
next few inches were perhaps woven 
by the little daughter, since the cloth 
was wider and looser than that just 
preceding. Maybe the old grand
m other then threw the shuttle for a 
little time, and if the old eyes were dim 
and age had rendered her less capable 
and efficient than of yore, the record 
of her inabilities was left in the web 
she was fashioning.

The shrewd m erchant will hold a 
sale of bridal linens every spring, and 
will also feature linens as suitable 
wedding gifts, since they are always 
favorites as such with practical 
matrons.

Linens for Christmas gifts have 
been popular these many years and 
their use in this way seems to be in
creasing steadily. The holiday trade 
in handkerchiefs alone is no insig
nificant item with the m erchant who 
is awake to his opportunities.

Fabrix.

Have an Embroidery Contest.
To work up your dry goods section, 

interest the girls of the town in an 
embroidery contest.

You probably have in stock a quan
tity of fancy linen pieces—table cov
ers, pillow covers, doilies and so on. 
Better buy a few more and then 
start the contest.

Offer a prize—five dollars perhaps 
—to  the girl below 16 years of age 
who “works” the best table cover or 
similar piece. All the m aterials must 
be purchased at your store.

On account of the liberal prize offer 
you will not have to cut the price. 
You may even get a good stiff profit 
out of the sales—enough, perhaps, to 
pay the prize money.

Be careful to appoint unprejudic
ed judges, or you may get into trou
ble. Also, avoid passing judgment 
yourself.

Five other prizes of a dollar each 
would add zest to the contest. Stipu
late that each piece on which you 
pay a prize become your property.

You can display these prize win
ning productions as the center of 
interest in your art goods section. 
You may be assured each proud 
m other will see that her friends in
spect them even if she has to pilot 
each there in person.

This plan will get the women into 
the store. I t rests with you to have 
such an attractive stock and clean, 
bright displays that they will be in
terested, will buy and want to come 
again.

Losing Trade by Neglect of Trifles.
The wife of a New York merchant 

recently selected five or six dollars’ 
worth of .goods at a departm ent store 
and ordered them charged and sent 
to her home.

She had carried a charge account a t 
this store for years. Accounts had 
to he settled every thirty  days. 
Through oversight her husband had 
neglected to pay the previous m onth’s 
bill. Consequently, the goods arriv
ed C. O. D. She explained to the

driver. “That don’t go with us,” he 
scoffed, “your last month’s bill ain’t 
paid and you don’t get the goods un
til you pay cash.” Naturally the 
woman was mortified and the hus
band furious. The goods went back 
and that department store lost a 
steady customer merely because it 
employed a driver and a book-keep
er with neither judgm ent nor train
ing. The manager of that store was 
the one really at fault. He was sat
isfied to emply such men and meth
ods. Probably a vacuum clean could 
have been run through his entire es
tablishment without picking up 
enough courtesy to choke it up.

Slipshod management, such as this, 
takes on its most unprofitable aspect 
when shown up against the result of 
opposite methods. A few years ago, 
a young woman married a bright 
young Boston business man. Through 
his foresight, they contrived to start 
on their honeymoon unscarred and 
unlabeled by the groom ’s frolic
some friends. But one of these man
aged to learn that they were bound 
for W ashington and intended to stay 
at a certain hotel there. Promptly 
be dispatched the following advice 
to the manager of that hotel:

“ If Mr. and Mrs. So and So come 
to your hotel, take notice they are 
i,ust married. Make the most of it.” 
The hotel manager certainly did 
make the most of it. W hen the 
bride and groom came up from break
fast to their room, they discovered a 
big bunch of roses on the center table. 
W ith heads together, they read the 
hotel manager’s card. Then the bride 
buried her head in the roses. “Let’s 
stay here a long time, George,” she 
said, “I like this hotel don’t you?” 
Courtesy pays because there isn't 
more of it.

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

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

G rand 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.

United States Nobby Tread
Goodyear & Goodrich Tires

Kan't Bio Relinera 
ST A N D A R D  T IR E  R EPA IR  CO.

15 Library St. Rear Majestic Theatre
G rand'R apids.IM ich.

T0REACHY0UR

PATINIMI!»
\vsb ®2fif;HlGAN STATE

TELEPTELEPHONE

OFFICE O U TFITTER S
LOOSE LEAF SPECIALISTS

The

237-239 Pearl St. 'near the bridge) Grand Rapids, Mich.

Make Out Your Bills
TH E EASIEST W AY

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

Barlow Bros., Grand Rapids, Mich.
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Selling More Shoes During the Sum
mer Season.

W ritten for the Tradesm an.
The great unifying idea that makes 

the whole world of shoe retailers one, 
is the desire that they share in com
mon to make this summer's volume 
of business the best ever. Since the 
brisk business of the early weeks of 
the season has eased up both clerks 
and merchants are perm itting them
selves a well-earned relaxation. We 
can't go the strenuous gait all the 
time. And yet this period of relaxa
tion is by no means a time of idleness 
on the part of either. On the con
trary the alert merchant is now very 
busy with plans for more business.

we got more business than 
we • had hooked during the 
same period of time for twelve 
months previous. The directors of 
our company w'ere simply dumfound- 
ed and said, ‘How on earth did you 
do it?’ ‘Just a m atter of team-work,’ 
I replied. W e made up our mind 
that it could ne done, and then we 
went ahead and did it.”

Now it’s a long jump from selling 
mixed paint to dealers over to sell
ing shoes to consumers, hut the 
fundamental principles of selling are 
pretty much the same in both cases, 
i t ’s very largely a m atter of making 
up your mind that the thing can he 
done, and then proceeding to do it.

The things that he should be think
ing about just now are varied and 
vital. W hat shall I do with these 
summery left-overs? (Fortunate in
deed is the retailer who hasn’t a size
able quantity of left-overs in summer 
lines that he doesn’t care to size up 
in!) They are good shoes—probably 
couldn’t he duplicated now at the old 
price; if 1 could just get in touch with 
the right parties, it wouldn’t be much 
of a trick to dispose of them ; but 
tha t’s the rub. How shall I connect 
with these parties? To what extent 
shall I cut the price on these a r
tistically styled, faultlessly fashioned 
footwear creations of a summery 
mode? This clean-up question is 
evermore a serious one. W hat shall 
I select as leaders? How can I trim 
my windows so as to make them more 
attractive? W hat additional advertis
ing features shall I venture upon? 
W hat shall I do to keep my sales- 
force up to efhceitncy pitch during 
these sultry days, when everybody’s 
vitality seems to lie dissolving?

( )ne thing is certain, and that is one 
must keep hammering away. Tt does 
not pay to let up too much on the 
advertising.

And this reminds me of something 
the president of a paint company 
told me not long ago. He said: ‘‘Last 
summer when all the other paint con
cerns were calling in their men off 
the road, I got all our men 
together and said: “Now look here 
men, there’s a lot of business to be 
had right now, in this our so-called 
dullest season, if you fellows are in 
mind to go after it. If you men are 
willing to go out with your minds 
fully made up that you can get the 
business, I ’ll stay right here on the 
job during the summer, and we’ll 
break all previous hot weather rec
ords. W hat d’ you say?’ They all 
said they’d do their best. So I sent 
out every man I had. And during 
the two hottest summer months

Putting Pep in the Advertising.
While shoe dealers and other folks 

handling shoe lines are waxing dull 
and prosaic hot-weather-fagged in 
their advertising, the fellow who is 
there with the pep in his newspaper 
announcements stands a fat chance 
of getting a good hearing.

The shoe merchant who is grappling 
in a masterful way with selling prob
lems understands perfectly that one 
of the big prom oters of business is 
the newspaper advertisement. To in
crease the cogency, the attractiveness 
and the intrinsic strength of the re
tail shoe advertisement, means more 
sales in the line or lines of shoes so 
advertised. This holds good no m at
ter what the themometer indicates 
For this reason the shoe dealer will 
count that time and thought well 
spent which he devotes to the im
provement of his advertising.

While we are on the subject of pep 
as an ingredient of the hot weather 
shoe advertisement, how’s this for an 
ankle-strap announcement of a spe
cific line in the children’s department? 
"You want your children to he pret
tily dressed, don’t you mother? Then 
get them a pair of these ankle-strap 
pumps, with patent vamps, hand-turn
ed soles and spring heels. From 4 
to 8 are f>9c. Smaller sizes, without 
heels, 1 to 5, 40c. And all are so pret
ty and becoming.” H ere’s another: 
“For Little Feet, for dress or play— 
no end of ‘Baby Dolls’ and Sandals. 
Seeing long ago the demand for these 
swagger ‘Baby Doll’ pumps, the Chil
dren’s Shoe Shop secured a complete 
showing in Patent and Gunmetal—all 
Goodyear W elts, too. They are sim
ply unmatchable in price and pretti
ness—$1 to $3 the pair, according to 
sizes.”

I t ’s much easier to get business at 
any one time—and mid-summer is no 
exception to the rule—if one has the 
salesforce with him.

After good publicity, there is per-

r
Hot Weather 

Footwear
For All the 
Family

Men’s and /  \  Outing Shoes and
Boys’ C A M P F I R E  Snappy Oxfords

Outing
Oxfords

Outing
Bals

Extra quality white canvas, and white soles of best vulcanized 
rubber. Special feature “Leather Insole,”

Women’s White Sea Island, Rubber Sole, English Oxfords
For cool and comfortable summer wear. Price $1.35

Women’s, Misses’ and Children’s Barefoot Sandals

They are cool, comfortable, and of good wearing qualities.
Women's Tan Willow Sandals.........................................................................Price $1.10
Misses' Tan Willow Sandals............................................................................ Price .80
Children's Tan Willow Sandals ....................................................................... Price .70
Infants’ Tan Willow Sandals.......................................................................... Price .60

Rindge, Kalmbach, Logie Company
Ever wear Shoe Manufacturers Grand Rapids, Michigan

The Harvester’s Comfort

No. 444—Black Elk 8 inch Outing. 2 indestructible soles, bellows tongue.............................  $2.25
No. 446—Brown Elk 8 inch Outing. 2 indestructible soles, bellows tongue............................  2.40
No. 450—Black Bronco Elk 8 inch Outing. 2 indestructible soles, bellows tongue................ 2 10

In every number, quality measures up to the price. 
CHEAPER means POORER.
They meet a demand that already exists. The profits 

are ready for the merchants who will supply that demand.
Order TO-DAY. ______

HIRTH-KRAUSE COMPANY
Hide to  Shoe

Tanners and Shoe Manufacturers 
G R A ND  RAPIDS, MICH.
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haps no single feature of the busi
ness more im portant than the esprit 
de corps of the salespeople.

There is no reason why clerks in 
a store shouldn’t do team work. If 
ideal conditions are to be realized, 
there should be not only a splendid 
feeling of fellowship among them
selves, but there ought to be a pro
found sense of loyalty to the estab
lishment.

It is of course largely up to the boss 
or proprietor to foster this spirit 
among his aids, and thus create for 
them and for the business conditions 
that will make for better selling.

W hen you intensify the interest of 
a clerk you make a better salesman 
out of him. He puts more heart— 
more earnestness and convincing 
quality—in his talk to customers; and 
he goes about his business with more 
life and zest. He feels that his own 
personal interests are more closely 
linked up with the success of the 
store. And that puts him on the qui- 
vive. By and by he begins to think 
of ways, and suggest plans, for mak
ing business brisker.

If a dealer doesn’t enjoy the hearty 
co-operation of the salesforce, he is 
pretty apt to be personally responsi
ble, in a large degree, for the situa
tion. Leadership means much in 
every walk and departm ent of life, 
and nowhere does it mean more than 
in a merchandising institution such 
as a retail shoe store.

Cid McKay.

Hot Weather Suggestions for Pro
moting Foot Comfort.

W ritten for the Tradesm an.
Nobody but doctors and shoe deal

ers really know the prevalence and 
acuteness of foot ailments of one sort 
or another—sensitive feet, inclined to 
chafe, and calloused feet, with pains 
as cutting as a knife, aching limbs 
(directly traceable to abnormal con
ditions in the feet), pains in the heel, 
corns, bunions, and foot ailments too 
numerous to catalogue.

And, as the w riter explained at 
some length in a recent article for 
this department, all these chronic and 
insipient foot ailments are accentuat
ed by hot weather.

This being the case, people ought 
to give more attention to provide the 
feet with the requisites of health and 
comfort during the summer months.

But they are apt to neglect all this 
if the shoe dealer doesn’t remind 
them of it. And here’s where the 
alert shoe dealer, or m erchant han
dling shoes in conjunction with other 
lines, comes in for a great big oppor
tunity with profit-bringing possibili
ties.

Tell the people how to take care of 
their feet.

This is good advertising subject- 
matter. You don’t have to be a p ro
fessional chiropodist or orthopedic 
specialist to understand a good many 
elementary m atters that will go far 
to secure what alm ost everybody is 
interested in—foot comfort during the 
hot months.

The principal cause of discomfort 
to the feet during the summer time 
is perspiration.

This is also very trying on leather

—especially tan leather, which is not 
only discolored, but often injured in 
texture.

People whose feet perspire readily 
should be advised to wear low shoes 
by all means, and make their selec
tions from lines of light-weight foot
wear designed especially for hot 
weather service.

And they should also be informed 
that the best way to secure foot .com
fort under such circumstances, is to 
change their shoes once or twice a 
day. Nothing can relieve that hot, 
stuffy, tired feeling like a cool, dry 
pair of shoes.

If the feet are tender and sensi
tive, bathing them in alum water will 
help to relieve the situation. If there 
are calloused places on the bottoms 
of the feet, bathe them frequently in 
hot water, taking care in removing 
the top layer of the callouses not to 
cut too deeply. In trimming the nails 
of the toes and removing corns and 
callouses, a perfectly clean corn knife 
or razor should be used.

Dependable foot powders are help
ful, and should be carried in stock 
and recommended by the shoe dealer.

Cid McKay.

Brubaker Undertakes to Intimidate 
Teddy.

Mears, June 22.—There is no great 
loss but there is some small gain. 
While my withdrawal from the race 
for Governor has been a great loss 
and calamity to our beloved State, 
still, on the other hand, the great in
flux of letters caused by the ag ita
tion of my refusal has enabled the 
Government to wipe out the P. O. 
deficit through the sale of extra 
stamps. But I have swatted the po
litical bug. I have served my party 
in many honorable positions, having 
been a school director, constable and 
almost-Governor, besides numerous 
minor positions not worth m ention
ing. I leave the future in the hands 
of the younger generation, provided 
that in 1916 Teddy will head the 
United G. O. P. and mooses to vic
tory. If, on the other hand, Teddy 
gets the idea in his* head that he can 
gather together the few remaining 
Hull mooses protected by Michigan 
game laws and nail the Presidency, 
meanwhile ignoring the glorious G. 
O. P., then, and not until then, will 
I re-butt into the game and serve up 
a fruit campaign. I will take the con
ceit out of Teddy and hand him a 
lemon while he is reaching for the 
plum and give the people of the U nit
ed States, from Mears to New O r
leans, a peach of an administration. 
No sour grapes, either, on my part. 
I don’t think it will be necessary for 
me to whip Teddy into line, however, 
as I have him scared right now. No 
sooner did I publish my withdrawal 
than he comes out, refusing to run 
for Governor of New York. He has 
just finished an active campaign 
in South America, and is now stump
ing Spain. He should worry about 
me, as I ain’t plugging a bit, but if 
the w orst comes to frankfurts, you 
won’t see me for dust when I start 
leading the G. O. P. jumbo down the 
W est Michigan Pike.

Charles A. Brubaker.
The Chronic Kicker.

HONORBILT
stioes

Well k n o w n  
a m o n g  con
sumers. The 
line that’s easy 
to sell.

The Grandest Values Ever Shown in 
Michigan

Grand RapidswShoe & Rubber (q.
The Michigan People Grand Rapids

TWINS they are
and VERY SNAPPY

Gun Metal Goodyear Welt Oxfords in 
Button or Blucher 

for $ 1.90 net 30 days

No. T 1014 Blucher No. T 1114 Button

Men’s Elkskin Bikes
A  Few  of the Fast Selling Numbers 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  Black Elk Bike, two so le .......................................................................... Price <2.00
No. 805—Boys’ same, sizes 3-5 V4..........................................................................................Price 1.75
No. 806—L. G.. same, sizes 10-12)4......................................................................................Price 1.25
No. 835—Men's Black Eik Bike if Double Sole (same as 804 only 2nd quality)

exceptional value.................................................................................................Price 1.85
No. 809—Men’s Black Elk Bike same as 804 only Blucher.............................................. Price 2.00
No. 820—Men’s Black Elk Bike same as 809 only has three inch cuff............................ Price 2 25
No. 856- Men’s No. 1 Tan Elk two sole (Elk) B ik e ...........................................................Price 2.20
No. 857—Men’s No. 2 Tan Elk two sole (Elk) B ik e .......................................................... Price 2.00
No, 800—Men's Brown Elk two Hemlock soles Bike....................................................... Price 2.00

HEROLD-BERTSCH SHOE CO.
Mfrs. of Serviceable Footwear Grand Rapids, Michigan
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The Popular Man Considered as a 
Husband.

W ritte n  fo r th e  T radesm an .
Elaine is the most envied of all the 

June brides of her town and her set, 
for she was led to the altar “by one 
of our most popular young business 
men, Kenneth W estworth,” to quote 
the words of the society editor. W ith
out exaggeration it might have been 
put stronger, for young W estworth 
is the very most popular fellow in the 
place.

W hen such an exaggeration of good 
looks, correct dressing, agreeable 
manners and personal charm as Ken 
W estworth places himself at the feet 
of a beautiful but inexperienced young 
woman, it is not to be wondered at 
that the great honor goes to her head 
a little and that, very happy in her 
own supposed good fortune, she looks 
with unconcealed pit}- upon the other 
girls who have accepted suitors far 
less brilliant and admired in social and 
club life. All her friends and ac
quaintances have been sincere in con
gratulating Elaine upon her luck, for 
it truly seems to them that to spend 
life in constant association with so 
sunny a presence as Kenneth’s leaves 
little else to be desired.

Only Aunt Polly Hendershot, 
whose shrewd old eyes have witness
ed the happiness and the woes of 
many, many married pairs, remarked 
in confidence to her crony, Anut Je 
mima Fulton, “Everybody’s crazy over 
Ken W estworth. I guess he’s all 
right. I remember he was as hand
some a baby as ever shook a rattle. 
Everybody’s thinking that Elaine is 
the luckiest girl in town and I won’t 
say she isn’t. But I shouldn’t be sur
prised if some of the other girls, who 
had to take up with the quieter boys 
if they got anybody—I shouldn’t be 
surprised if some of the others would 
be as happy as Elaine and maybe wear 
better clothes. I ’ve often noticed that 
a popular man like Ken W estworth 
always seems to have too many things 
on his hands to pay much attention 
to his family.”

W ords of wisdom and insight! The 
girl who becomes the bride of a pop
ular man needs to be of the self- 
abnegating disposition that is content 
to occupy a subordinate place in her 
husband’s interests. T hat magnetic 
presence and that winning smile are 
not for her alone nor even for her 
chiefly. The sooner she learns this 
and the sooner it is generally known 
that every very popular person is a 
sort of community possession to 
whom no individual can lay claim 
of undivided ownership, the better.

Kenneth always has been a very

correct young man and I think will 
give liis bride no occasion to trouble 
her pretty  head over attentions, even 
of a very indefinite and meaningless 
nature, to other women. His pen
chant is for his own sex. He is a 
good fellow, still not the dissipated 
type of good fellow. It is just that 
there are so many lodge meetings 
and club functions and banquets and 
smokers that he simply has to attend 
because those things can not go on 
without him—that he has little time 
for anything else.

Every sort of creature has to recruit 
its strength sometime, somewhere. 
This is one of nature’s inflexible laws. 
No one can give off unremittingly. 
The man or woman who is all vivacity 
and brilliance and animation in 
society is not infrequently a clam or 
a chump at home. I have known 
some most genial and urbane social 
lights who were positively cross and 
surly to wife and children. I hardly 
think Ken will be like that, but it's 
a cinch that he won’t be as bright 
and agreeable at his own table and 
his own fireside as he is when out 
with the boys.

Financially the very popular man 
is always at some disadvantage. 
There are constant demands on his 
time and his pocketbook. W ith so 
many and so powerful distractions, 
it is impossible for him to concen
trate his mental forces upon his 
vocation. In consequence he is apt 
to be outstripped in the commercial 
or professional race by others from 
whom far less was expected. Really 
the quiet fellow with only a few 
friends is better situated to specialize 
on earning a good living or even 
making a fortune. Of course the 
popular man must dress well and 
smoke good cigars and spend con
siderable money entertaining his 
friends. The corollary of this propo
sition ver)r often is that his wife must 
scrimp and go shabby.

The wife of the popular man is 
not likely to suffer positive ill usage. 
The w orst she has to fear is a sort of 
passive neglect, more disappointing 
perhaps to her woman’s heart than 
actual unkindness. If she is found at 
forty or forty-five a worn and pre
maturely aged little body, leading 
what the story-w riters call a dull and 
colorless existence, there is no occa
sion for surprise, it is only what there 
was every reason to expect.

In all this no malignity is directed 
toward the very popular man. Indeed 
who could feel anything but well dis
posed toward so fine and gracious a 
fellow as he is sure to be to all out
side his own household? But inas

much as the first step in ridding the 
marriage relation of the uncertainty 
which now overhangs it, is tha t each 
party to the contract shall know ex
actly what he or she is getting, this 
much is said to place the very popular 
man in the estimate in which he 
justly belongs. I t is hoped that this 
may serve also to give some plain, 
bashful fellows, awkward in manner 
and ungifted in small talk, the higher 
standing in the matrimonial rating 
books which they rightfully deserve.

Quillo.

Ten Good Resolutions.
1. I will not be a price cutter.
2. To this end I will study dili

gently to know what it costs me to 
sell my goods.

3. I will treat my creditor, my cus
tomer, my competitor, my employe, 
and myself with absolute fairness.

4. I will seek to know my com
petitors better, and will try to get 
them all into a local association, for 
regular social meetings.

5. I will endeavor to systematize 
my business, and secure the co-op
eration to the maximum and reduce 
my cost of doing business to the 
lowest notch.

0. I will neglect no opportunity to 
improve my own business knowledge

and condition, and to do what 1 can 
to uplift the condition of the trade; 
to this end lending my influence and 
support to all movements for that 
purpose.

7. I will actively support my as
sociation, attend its meetings, serve 
on its committees, if requested to do 
so; answer promptly all communica
tions from its officers, and in all other 
ways endeavor to promote its pur
poses.

8. I will carefully read my trade 
papers, and see that my subscription 
is not allowed 1o expire; and I will 
freely write to the editor when I am 
moved either to commend or criti
cise, realizing that it is mÿ paper, and 
its value depends largely upon my at
titude toward it.

9. I will thoroughly and system at
ically advertise my business, realiz
ing that if I have som ething to sell 
I cannot expect the people to guess 
it unless I at least give them a hint.

10. I will be loyal to the jobber 
and manufacturer who are loyal to 
me, and I will be loyal to the other 
m erchants of my home town, as I 
have a right to expect them to be 
loyal to me; realizing that if I am 
inconsistent in these respects I have 
no right to complain because people 
patronize others.

IBM BE jppj
mm o

m

Ë H 3

Nationally 
Advertised Biscuit 

Need no Argument

■HE merchant and the clerk who 
recognize this fact and take advantage 
of it are bound to push ahead of those 

who assume the task of educating, con
vincing, and selling each customer.

The store selling advertised goods is 
the store sought by the careful buyer. 
Such purchasers know what they want, 
and it requires no educational argument 
to sell them advertised goods — the 
chances are that they are as well posted 
on the merits of the goods as the mer
chant or clerk selling them —  and all 
through advertising.

National Biscuit Company products 
are the standard of the country. They are 
nationally known because they have been 
nationally advertised for years. It takes 
neither argument nor effort to sell them.

NATIONAL BISCUIT 
COMPANY
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Six Per Cent. Every Year on Original 
Purchases.

Time was once when the announce
ment of a new shop opening, with its 
attendant hand of music, was not only 
sure to produce a crowd, but it meant 
actual business as well; dollars in 
the till, and enthusiastic shoppers 
ready at least to try out the new mer
chant and his merchandise; but open
ings have gone the way of many of 
the most cherished business policies 
of the last decade, and for a new store 
even to seem busy on its first day 
must mean an unusually brilliant plan 
to a ttract the attention of the adver- 
tised-to-distraction American public.

If the event is given widespread 
publicity, and the time is carefully 
selected, then business is sure to 
come, but anything that produces 
“big business” is as rare as found 
money.

The well-known and widely adver
tised “souvenir to every man, woman 
and child (accompanied by his parent) 
who comes to our store on the day 
of the opening” has lost its value, 
and belongs to the dead yesteday, so 
far as sales are concerned, and is only 
mildly satisfactory in so far as in
troducing a new store to a communi
ty is concerned.

Still, what is a m erchant to do? 
There must be openings, and a time
worn custom says that those days 
shall be ones on which the sales shall 
be large. In the search for the right 
move, someone in the organization of 
Mr. Fred Kennedy, who conducts a 
chain of shops in New England, hit 
upon a plan that was at once original 
and a positive business-getter. It was 
an idea that drew people to the store 
and at the same time made them leave 
their money, which result proved it a 
stroke of genius, which will be hard 
to equal and almost impossible to bet
ter.

In every store that. Mr. Kennedy 
has opened he has studiously avoided 
the high-rent districts. He has 
chosen locations just far enough re
moved from the shopping center to 
be lower in rent, and still within strik
ing distance. His slogan everywhere 
has been “A little out of the way, but 
it pays to walk,” and by elaborating 
on this policy he has made capital of 
it, teaching the people the economy 
of trading in localities in which it 
costs less to do business, and that the 
saving on his rent is to their profit.

W hen Mr. Kennedy opened the 
Boston store many experienced men 
in his line of business predicted that 
a retail shop would never succeed in 
the Summer street location; but it 
did, and in his new venture, in Provi

dence, he has carried this principle 
to a greater test than ever before.

The Providence store is situated al
most three-quarters of a mile from 
the business center of the city. Ow
ing to the location, it has been empty 
for almost three years, and it not only 
required nerve, but a positive belief 
in his own method for him to fit up 
a large place at great expense in such 
a neighborhood. A greater talking 
point for the “A little out of the way, 
but it pays to walk” principle was 
added here by the fact that he was 
able to advertise that not only would 
his rent be cheaper later on, but that 
for the first year he would not pay 
any rent, and that his customers 
would reap the benefit from that great 
saving.

Nevertheless, it required a big mo
tive for men and women to go three- 
quarters of a mile from the heart of 
the city to even get acquainted with 
his store, but he had it. This is what 
it was: He advertised that to all cus
tomers purchasing ten dollars’ worth 
of merchandise or over on the open
ing day he would give in addition G
per cent. of their purchase in mer-
chand ise, and1 continue to g ive them
6 per cent, of that original pur chase
once every year as long as they
lived.

To be moire specific, if a man
bought cloth ing, haberdash ery and
hats to the amount of fifty dollars, he 
would be entitled to three dollars 
worth of merchandise in addition, and 
each year, as long as he lived, he 
could come in and select three dol
lars’ worth from the Kennedy stock, 
gratis. Here indeed was a novelty, 
something new; an original sales plan, 
and it produced results. Upon the 
opening day the store was packed 
with interested lookers and earnest 
buyers. A tremendous business had 
been done at 6 o’clock and here again 
the initiative and courage of the Ken
nedy organization was clearly de
monstrated.

This store had been advertised to 
keep open until 9 o’clock; but, like 
everything else, last-minute prepara
tions made it necessary for the clerks 
to work well into the morning on the 
night before the opening. Six o’clock 
found every employe of the store 
“done up.” Although things were 
coming his way and business was 
pouring in every minute, Mr. Ken
nedy immediately ordered that an an
nouncement be made that, owing to 
the fact that his clerks had been 
obliged to work the previous night, 
and because of their tired condition, 
due to the tremendous day’s work, 
the store would close at 6:15.

In every way the opening was a 
success, as it well deserved to be.— 
C. Hudson in Haberdasher.

DiamoDd Squeegee Pnto Tires
Won’t Slip Won’t Slide 

Won’t Skid They Grip
Distributing Agents

SHERWOOD HALL CO., LTD.
30-32 Ionia Ave., N. W.

GRAND RAPIDS. MICHIGAN

For Sale
Four cylinder Franklin 
touring car, 1911 model. 
Has run only 11,000 
milés. In good condi
tion. Enquire Michigan 
Tradesman office.

Why issue 
an entire new 

catalogue?
It is m ore econom ical to  simply insert the “ new lines” and rem ove the 

discontinued item s from  a K A LA M A ZET catalogue cover, and your 
catalogue can alw ays he kept “ up-to-the-m inute” and com plete.

W rite  fo r inform ation today.

KALAMAZOO LOOSE LEAF BINDER COMPANY
KALAM AZOO. M ICHIGAN

Pere M arquette R ailw ay 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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STOVES ¿"»HARDWARE

Michigan Retail H ardw are Association. 
P re s id e n t—C. E . D ick inson , S t. Jo seph . 
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 .  S co tt, M arine  C ity. 
T re a s u re r—W illiam  M oore. D e tro it.

Hot Weather Goods for Hardware- 
men.

W ritte n  fo r th e  T rad esm an .
A really hot summer means an en

larged demand for “keep-cool” goods. 
Here is the opportunity for the alert 
hardwareman to energetically push 
the sale of refrigerators.

Every housekeeper is a prospective 
refrigerator customer. True, there 
are many who boast of their cool cel
lars; but every trip to the cool cel
lar involves many weary steps, and 
quite often the cellar isn’t really as 
cool as fancy paints it. The refrig
erator in the kitchen is, in summer 
time, a pronounced labor saver for 
the housewife. From  the point of 
view of health and happiness it is a 
lot better to spend the cash and save 
the wife.

“Saving the wife” is a good key
note for hot weather advertising of 
refrigerators. Play up the fact that 
a refrigerator handily placed in the 
corner of the kitchen .or on the back 
stoop just outside the open door is 
more convenient of access than the 
fruit cellar in the far corner of the 
basement. Then, too, there is the 
other sanitary argument that fits 
with foods kept clean and sweet, un
tainted milk and cold, hard, appetizing 
butter instead of oil, and vegetables 
as fresh as when you bought them, 
and—but why enlarge on the subject. 
The experienced hardwareman knows 
the argum ents that bring conviction.

I t is worth while to point out, too, 
that in the hot w eather cold meals 
are pleasantest and healthiest. A 
drink of ice cold lemonade is im
mensely refreshing on a hot after
noon—but if you haven’t a refrigera
tor, you can’t have the lemonade ice 
cold, or anything like ice cold. I t ’s 
nice to have summer drinks in the 
house, but without a refrigerator they 
lose half their value. And so on.

And there's a financial side of the 
question, too. Every hot day means, 
without a refrigerator, a lot of spoil
ed and wasted foodstuffs. The food 
spoiled and wasted in a season would 
more than make up the initial cost 
of the refrigerator and go a long way 
toward settling the first season’s ice 
bill. Money paid out for a refrigera
to r doesn’t add to the high cost of 
living.

Many hardwaremen do not handle 
refrigerators at all; and many others 
do not feature them prominently. The 
usual objection raised is that they 
are bulky—take up too much floor

space. Then, too, there is in some 
quarters the old cry about catalogue 
house competition.

A m erchant who does handle them 
aggressively finds that neither com
plaint is, in his case, justified. If re
frigerators require considerable space, 
they pay a good margin of profit. As 
for mail order competition, that is a 
mere m atter of aggressiveness. This 
dealer has on his desk the catalogues 
of his chief mail order competitors. 
He advertises liberally, which puts 
him into touch with a goodly num
ber of prospects. Quite often the 
prospect raises the familiar objection:

“But I can buy a refrigerator like 
this at So-and-so’s for three dollars 
less’’ (naming a mail order house).

“We will have a look at their re
frigerator,” returns the merchant. “I 
have their catalogue here.” He finds 
the page; and then, point by point, 
compares the catalogue house refrig
erator with the article he is selling. 
The difference of shelf space is in 
favor of his article. The doors are 
more conveniently arranged. And so 
on—point by point, until he has dem
onstrated beyond question that he is 
giving better in every respect.

This is salesmanship that reaches 
beyond the immediate sale. The 
housewife is quick to pass on to her 
friends information of this sort. The 
very fact that the merchant is not 
afraid to compare his article with that 
furnished by the catalogue house pre
disposes the purchaser in his favor. 
A bold front is worth much, even 
when you have a bad case; it is worth 
infinitely more when you have a good 
one.

It pays to feature a good article. 
The demand for cheap refrigerators 
is much less than in former years, for 
one thing; and' then, too, an article 
that does not give satisfaction is apt 
to have an injurious effect upon fu
ture business. To bring repeat or
ders for other lines, the retailer must 
first of all satisfy his customer. 
Hence, he cannot afford to sell goods 
that are merely cheap.

A low priced line can be handled 
as a feature; but even here the m er
chant will be careful to select an a r
ticle that has a good basis of quality. 
And first of all the merchant should 
talk up and push the high priced ar
ticle. Buyers want service in a re
frigerator—they want an article that 
will keep the food clean and untaint
ed, that will not leak, that can be 
cleaned easily, and that has sufficient 
shelf room. The m erchant should not 
handle an article that he cannot back 
with his strongest personal recom
mendation. Different sizes can be
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carried to meet varying demands; but 
quality should reign throughout.

In this connection, there is profit 
also in the sale of ice cream freezers. 
Particularly is this so in the smaller 
places, where the retail ice cream 
business is not carried on extensively. 
Even in large places there is bound 
to be some demand; but in small 
communities, by means of aggressive 
selling methods, as good trade in such 
lines can be built up. Many coun
try people make regular use of them, 
and it will be found advantageous in 
some localities to make a strong bid 
for country trade.

The country demand for refriger
ators is, in fact, growing. Farm ers 
nowadays often “put up” ice in win
ter, particularly in communities where 
dairying is carried on. The retailer 
will, of course, in catering to country 
trade, be guided by his own personal 
knowledge of the conditions existing 
in his own locality.

Selling methods in handling these 
goods should, in season, be thorough
ly aggressive. A window display will 
attract attention, particularly if some 
ingenuity is shown in the basic idea. 
In hot weather a window that looks 
cool is bound to stop ninety out of 
every hundred passers by. Im itation 
snowdrifts, emphasizing a slogan, 
"Keep Cool in Summer” will furnish 
the keynote for a striking showing 
of refrigerators and freezers The 
nearer the window approaches to a 
demonstration of the articles you are 
selling, the more effective it is in a t
tracting trade.

Newspaper advertising can, as al
ways, be effectively used; and if you 
have a mailing list it will pay to cir
cularize. Many prospective purchas
ers put off Inlying until the hot weath
er has crumpled them up, and I have 
known refrigerators to be sold at a 
good profit at the very close of the 
season. It will pay to go after the 
business energetically and persistent
ly. William Edward Park.

The Folly of Abusing the Weather. 
W lritten fo r th e  T rad esm an .

Yes, it's hot—hot as blazes!—but 
why be peeved?

It doesn’t make it any cooler to 
fuss and stew about it.

It isn’t as hot here as they some
times have it in parts of India, Afri
ca and South American countries.

It isn’t as hot here in our country 
as it has been on occasions in the 
past; probably isn’t as hot as we’ll 
have it on record-breaking days of 
the years to come.

If we behave ourselves as we should 
in the m atter of work and diet and 
amusement, we’ll pull through all 
right.

A fter all it isn’t so much the heat 
that gets our goat in hot weather; 
it’s hot weather talk and humidity.

In many tropical countries—Malay, 
for example—the humidity is simply 
awful. W ithin a day after one’s ar
rival he discovers that unused leath
er shoes, his traveling bag, leather 
trunk and all other commodities in 
leather, are covered with a fine, mold. 
And this mold is very destructive, as 
it disintegrates the wood and plaster

of the houses, and necessitates con
stant repairs. In many sub-equatorial 
countries, visitors from the north 
temperate zone, who are used to our 
relatively mild and salitorious cli
mate, soon get to feeling as if there 
were a mold on the surface of their 
brains.

Avoiding H ot W eather Banalities.
There ought to be a society for 

the prevention of all those trite and 
banal remarks that are tossed and 
bandied about in hot weather.

“ Is it hot enough for you?”
“H ow’s this for a scorcher?”
“Some sizzler, eh?”
“W hew; isn’t it terrible?”
And so ad nausea.
Now if hot w eather talk served to 

cool the speaker and promote com
fort in the person addressed, there’d 
be some sense in it. But it has the 
contrary effect. I t merely directs a t
tention afresh to an unpleasantness 
that may not, at the moment, be 
in the other person’s mind. The more 
one dwells on an idea, the larger it 
grows. If it happens to be an un
pleasant one, the more annoying it 
becomes.

Shopkeepers and m erchants of all 
people ought to strive to overcome 
the fatal hot weather fluency.

H ot w eather talk doesn’t sell mer
chandise.

H ot weather doesn’t convey the 
idea of a cool and pleasant store.

H ot w eather talk doesn’t impress 
thoughtful people as a dignified and 
profitable topic for sales room dis
cussion.

For these and for many other rea
sons, hot w eather talk should be cut 
down to the vanishing point.

Good Rules for H ot W eathr.
While I am on this subject I am 

minded to say a word about so-call
ed rules for hot weather.

One sees a good many of them from 
time to time. Health officers of our 
larger communities frequently publish 
health rules at the beginning of the 
heated term.

Many of them are excellent; having 
been carefully prepared at the cost of 
experience and observation; and, if 
observed, will be found highly effica
cious in prom oting health and lon
gevity—and especially summer com
fort. I give below a list of such rules. 
You can’t beat them.

1. Cut out all intoxicating bever
ages in hot weather.

2. E at only when you are hungry, 
and never when worried or angry.

3. Eat what you like that agrees 
with you, but in moderation.

4. Take time to eat and thoroughly 
masticate your food.

5. Drink plenty of water through 
the day to fluidize your food.

6. Live as much as possible in the 
open air and take moderate exercise.

7. Breathe deeply, and do it con
scientiously until it becomes a habit.

8. Avoid late hours and take the full 
amount of sleep.

9. If your life is strenuous, inter
p o la te  the grind with an occasional 
period of rest or change.

10. Keep both your mind and your 
hands busy in some useful way.

11. Let the official weather man

manage the hot w eather talk; he’s 
paid for it.

Now these are merely a few com
mon sense observations reduced to 
tabloid size; but if you'll think them 
over, I think you’ll agree with me 
that they are essential to the main
tenance of good health and the pro
motion of warm weather comfort.

Although I haven’t statistics to prove 
it, I'm  thoroughly convinced in my 
own mind that more people die o f 
excess food in this country than for 
the lack of it. And vastly more peo
ple die every year for the lack of 
fresh air to fill their lungs and oxy
genize their blood, than for the lack 
of medicine. Tuberculosis is a pre
ventable disease—and it could, in
many cases, be prevented by ener
getic and thorough breathing. Nature 
gave you lungs, but she puts it up 
to you to keep them filled with air. 
Any good physician will corroborate 
these truths, and after a while the 
principal business of practitioners of 
all the "schools” will be to teach

AS SURE AS THE 
SUN RISES

Voigt's
CRESCENT

FLOUR
Makes Best Bread 

and Pastry

people how to keep well, rather than 
cure them after they become sick. 
And then we'll do in this country like 
they do in China; i. e. pay our doctor 
so much a year to keep us well. W hen 
we get sick we’ll make him pay us.

Rending this, and a good many 
other badly need reforms in this 
country, let us do what we can to dis
courage silly hot weather talk.

Frank Fenwick.

One on the M. D.
“W hen a man dies, is an inquest al

ways held?”
“Oh, no. If a doctor has been in 

attendance the coroner is not suppos
ed to have to enquire into the cause 
of death.”

WH I P S

Clemens* Extra
Rawhide, full hand stocked, loaded butt. 

10-plait heavy ruset or black thread 
cover, two hand-stitched buttons, rubber 
cap. smooth finish, extra long loop. 6 foot.

We believe this to be the best 50-cent 
retail whip ever offered. Order a sample 
dozen and note the way they sell.

We carry an extensive lineof SADDLERY 
HARDWARE. WHIPS, FLY NETS, HORSE 
CLOTHING, TRUNKS, SUIT CASES, TRAVEL
ING BAGS and FARM IMPLEMENTS.

Catalogues are mailed free upon appli
cation. __________

Brown & Sehler Co.
“Home of Sunbeam Goods” 

GRAND RAPIDS, - MICHIGAN

- -FIR E  WORKS—
R E - O R D E R S

W I L L  P. C A N A A N  C O .

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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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  Ju n io r  C ounselo r—M. S. B row n, 

S ag inaw .
G rand  S e c re ta ry —F red  C. R ich ter , 

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

H uron .
G rand  C onductor—W . S. L aw to n , G rand  

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

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

Michigan Division T . P. A. 
P re s id e n t—F red  H . Locke.
F ir s t  V ice -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  an 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 aren , W . E . C row ell, W a l te r  H . B rooks, 
W . A. H a tch e r .

Do the Right Thing at the Right 
Time.

We often hear it said that experi
ence is the best teacher. I t takes 
hard bumps to teach most men any
thing. It was the loss of a good 
prospective job that brought home 
to me the value of initiative. A 
number of years before I went 
into this business I was assist
ant salesmanager in a wholesale 
house. 1 was known as a pretty good 
man at grinding out work after some
body else had put it under my nose 
and explained to me how to go ahead.

One day the salesmanager unex
pectedly threw up his job. I thought 
that here was the chance of my life. 
I went to the owner of the business 
and asked to be promoted to the va
cant place.

“W ell,” said the old man, “suppose
I make you salesmanager to-morrow!
W hat things do you think of that 
ought to be done in that department 
at once? Got any schemes or plans 
up your sleeve—any new wrinkles— 
any methods for getting better results 
at less cost?”

I hesitated. My calculations hadn’t 
included a consideration of these 
questions. I ’d had my eye on the 
job and its salary, not on what 1 
would do to make good when I got 
it. But Iliad to frame up an answer, 
so I named over half a dozen things 
which the former salesmanager had 
started but had left hanging lire 
when he quit.

“But all those were Jim son’s ideas, 
weren’t they?” asked my boss.

“Yes, but he left these things un
finished,” I said. “They ought to be 
cleaned up at once.”

“But what new things do you think

of?” said the old man, “things that 
were never done in that department 
before, but ought to be done?”

I cudgeled my brains to furnish up 
an idea, but there was nothing doing 
at the works. I could only stammer 
and scratch my head.

“Look here,” said my boss, “ I ’ll 
just dictate to a stenographer a few 
possible improvements in that depart
ment which occur to me oflf hand.”

lie  did. The list numbered thirty- 
six items, every one brand new and 
practical. All were reeled off with
out a moment’s hesitation.

“Now,” said the old man, “ I ’m not 
working in the sales end of the busi
ness. I ’m somewhat in touch with 
it, of course, but my mind isn’t run
ning much along this line. You 
should have had many more ideas 
than I. I want a man in that place 
who will think of such good things 
to do, and so many of ’em, and who 
will be able to get ’em all well started 
and carry ’em through so completely 
that he'll have me living in a state 
of perpetual astonishment. I don’t 
want a caboose to hitch onto the end 
of this sales departm ent—I want an 
engine to get up in front and pull the 
whole blamed train. I ’m afraid you 
havent’ the initiative to hold down 
the job.”

And I didn’t get the job.
That experience taught me the most 

valuable lesson of my life. I didn’t  
sleep much if any that night, but I 
came back to the office the next m orn
ing a different man. My entire view
point in regard to my work had alter
ed; from that day I changed all my 
methods. Twelve months later I had 
another chance at the salesntanager’s 
job, and this time, as a result of the 
change in my tactics, I landed it.

We want men in the traveling 
fraternity with the same quality of 
initiative that the old man demanded 
from me and turned me down for 
lacking.

We want men who can think up- 
new ways of approaching, convincing 
and closing difficult prospects—men 
who can go up against a hard game 
and win out, as well as gather in the 
good things in the way of orders that 
come easily.

We don't want men who come back, 
after calling on a prospect, to report 
that his state of mind is unfavorable 
to our proposition. We want men 
who can change his state of mind. 
Of course, his state of mind is un
favorable; if I w eren't he would have 
ordered our goods long ago of his 
own free will. We know it is un
favorable—that’s exactly why we send 
a salesman around to see him—to

size him up and devise some way to 
talk him out of that state of mind into 
another one.

We could get a staff of messenger 
boys fully competent to go around 
and collect the orders that customers 
had already determined to send in to 
us. We don’t want order takers— 
we want salesmen.

If you are a salesman we believe 
that you will have the initiative to 
find the way to make a sale when 
your prospect bolts the door against 
you and has a large-sized bull dog 
tied to the knob. W e don’t want you 
to ask us how to go at a prospect in 
each specific case; tha t’s for the man 
on the ground to find out—you are 
in the best position to make the dis
covery. W e’ll give you all the in
struction and training we can, but we 
want you to mix a little initiative of 
your own with it in applying it in 
the field. We will send you all the 
assistance we can, but we don’t want 
you to lean on that assistance as a 
broken cripple leans on a crutch. You 
have two sound God-given supports 
of your own—stand erect on them! 
Don’t let yourself acquire the fatal 
habit of continually shouting “Help! 
Help!” W e will help you all we can, 
but we want you to help us in return 
and the best way you can help us is 
to help yourselves.

Pattern  after the leaders in your 
ranks—the clean-cut courageous hust
lers who take all the aid we give 
them, but never wait for aid; who 
seize upon every good idea the house 
sends out, but never stop pumping 
up ideas from the bottom of their own 
minds.

Initiative can be cultivated as well 
as muscular force. Give your in
genuity a systematic course of train
ing by continually thinking up new 
things to do. Develop your executive 
faculties by persistently carrying out 
all the things that come within the 
reach of your duty. Equip yourself 
with a note book and jot down bright 
ideas that come to you; transform  
them into action when the right time 
arrives. Deepen your interest in the 
selling game, and that interest will 
spur your inventive power. You will 
soon see possibilities to which other 
men are blind. Jump at every chance; 
make the most of it while you have 
the opportunity. Study the methods 
of other successful salesmen; adopt 
them bodily when you are unable to 
improve them ; think up better meth
ods if you can. Before you know it, 
you will get the initiatory habit 
fastened on you, and when you’ve 
done that you’ve made one of the 
longest steps towards success that it’s 
possible for you to take.

In terest your customer in yourself 
personally as much as you can. Your 
goods will then be stamped with 
something of your own personality, 
which, it is taken for granted, has 
made a favorable impression. A store
keeper in Peoria had a stock of laces 
that seemed unsalable, but he was 
never discouraged with them. He 
kept repeating to himself tha t if he 
were as clever as the salesman who 
had sold him those laces he would 
find a means of m arketing them, and

this thought jogged his inventive abil
ity so that he did find a means and 
sold them out a t a profit.

P rotest against a custom er’s whims 
and crotchets fearlessly. If he de
mands concessions which it is in your 
power to give, but which will compli
cate the details of business operations 
in the house, refuse them. Be firm in 
your refusal to the point just short 
of giving offense. If he has honored 
you with his business he must under
stand that you regard it as the result 
of the merit of your goods—not as a 
reward for allowing yourself and your 
house to be “beaten down.” A cus
tom er will respect you the more for 
“standing by your guns.”

W. C. Holman.

His Feet Were Clean.
Billy, the grocer’s boy, was lum

bering up the kitchen stairs at Mrs. 
Clark’s with his arms filled with par
cels.

“Boy,” called out Mrs. Clarke, 
somewhat sharply from above, “are 
your feet clean?”

“Yes’m,” was the prom pt reply, as 
he continued climbing the stairs, “ I t ’s 
only me shoes tha t’s dirty.”

P. E. Hackett, druggist, Lyons: “I 
cannot keep house without the 
Tradesman.”

CHICAGO
BOATS

Graham & Morton 
Line

Every Night
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Gabby Gleanings From Grand Rap
ids.

Grand Rapids, June 23.—G. J. Kon- 
ing & Son, the cash grocers at 2020 
South Division avenue, were putting 
up some bananas in the show win
dow one day last week and the con
versation turned to tarantalas. One 
of the boys had a handful of bananas 
at the time and casually turned the 
cluster over, when to his great sur
prise and consernation, he saw a large 
tarantala not two inches from his 
fingers. Needless to say, he drop
ped the fruit and, after some man
euvering, the large member of the 
spider family was captured and plac
ed in a fruit jar, where it is on exhi
bition in the store at the present time.

F. H. Belser, who conducts a large 
hardware store at Chelsea, has been 
taking treatm ents in a local sanitarium 
for the last two months. While the 
business has been in good hands 
during Mr. Belser’s absence, both the 
sons and the clerks will be glad of 
his return to business. Mr. Belser 
is greatly improved in health at the 
present writing.

Ed. Wykkel and Ed Bottje were up 
to Myers Lake fishing one day last 
week. Both are anglers of no mean 
ability, but they didn’t bring home 
any fish. Both tell of the big one 
they almost landed, which when hook
ed weighed ten pounds. Since that 
time the fish has taken on several 
pounds.

A. F. Helmer, who is the proprietor 
of the up-to-date grocery store at 
fiOl Michigan avenue, has bought a 
Cartercar, which he is using for de
livery purposes.

We were glad to note in last week’s 
confession of Jim Goldstein in the 
Tradesm an that when Detroiters are 
in need of a little “horse sense” in 
an emergency they call on some man 
from Kent county.

Mr. and Mrs. W ilbur S. Burns have 
just returned from Champaign, 111., 
where they attended the graduation 
of their son, Franklin, from the Uni
versity of Illinois.

H arry D. Hydorn, Secretary-Treas
urer of Grand Rapids Council, left 
for Columbus, Ohio, the first of the 
week to attend the annual meeting 
of the Supreme Council.

E. A. Rockwell visited his old home 
at Chelsea last Monday and went 
fishing in one of the lakes near there 
where he used to fish in his boyhood 
days. In the party were Ed. Farh- 
ner, A1 H inderlang and John Freyer- 
muth. Mr. Rockwell reports a nice 
large catch of blue gills and perch. 
As this trip was made on the 15th, 
one day before the bass season op
ened, he hasn’t admitted catching any 
of the kings of all game fish, but he 
says the sport was just as good as 
it was twenty-five years ago when 
the trip was made to the lake with a 
slow-going team, instead of the auto 
which carried them on this occasion.

The next regular meeting of Grand 
Rapids Council would ordinarily come 
on July 4. As this is a legal holi
day, the meeting has been postponed 
one week' from that date.

C. A. You ng met with a very pain
ful accident last Saturday morning. 
He was making a trip with his car 
and when he got within two miles 
of Grandville, he lost control of his 
machine and it turned turtle. Mr. 
Young was pinned under the car, but 
managed to get from under it and 
was found about half an hour later 
by some passerby in a semi-conscious 
condition. He was taken to Butter- 
worth Hospital, where it was feared 
at first his back was broken. Al
though suffering a great deal of pain 
the doctors have found that there 
were no bones broken, however, and 
it is expected that he will recover in 
a short time. Mr. Young is a mem
ber of No. 131 and is also a Bag- 
man.

The Bagmen will hold a ceremonial 
a t the U. C. T. lodge rooms next 
Saturday, June 27.

Mr. and Mrs. Fred Lageman and 
daughter, of Jaxon, were visitors at 
the home of Mr. and Mrs. F. E. 
Beardslee over Sunday.

Tom Burton, of Cadillac Council, 
was seen the first part of last week 
in the Southern part of the State 
wearing the kiltie uniform worn by 
Cadillac Council in the parade at 
Saginaw and was still talking about 
the good times everybody had at the 
Grand Council meeting.

Mrs. Jennie Harris, of Saginaw, 
sister of Mrs. Eugene Scott, has 
been a guest of Mr. and Mrs. Scott 
for, several days. She came to a t
tend the graduation of Miss Gatha 
Scott.

L. W. Turrell has opened a new 
grocery and confectionery store on 
Burton avenue. The stock and fix
tures are well arranged and look very 
attractive.

A1 W indt, representing the W idlar 
Coffee Co. in W estern Michigan, went 
to Cleveland last week to visit his 
home and to get new samples.

Mrs. C. W. Sipley, 604 W est Lovell 
street, Kalamazoo, died at Burgess 
Hospital, following an illness of two 
weeks, at the age of 43. H er hus
band, C. W. Sipley, is a Past Senior 
Counselor of Kalamazoo Council. 
Besides her husband, she is survived 
by her father, Nelson DeLano, of 
Cooper, a daughter, Dorothy and a 
brother, Dale De Lano.

Will. E. Sawyer.

Democracy and Direct Legislation.
Hancock, June 22.—Those who clam

or for more democracy as a cure 
for the ills of democracy as we have 
it, need to consider whether the 
means proposed—direct legislation— 
obtain the end sought. This phase 
of the question was emphasized in 
my mind by a recent experience. A 
highschool boy—a pupil of mine— 
called at my house lately to solicit 
my signature to an initiative petition 
proposing an amendment to the State 
Constitution. I at once asked him 
how he came to be circulating this 
petition, since the initiative provision 
of the Constitution contemplates 
that this shall be done only by quali
fied electors. The boy explained that 
a person, whom he mentioned by 
name, had offered him and several 
other boys three cents per name for 
all the names to this petition they 
could obtain. He was doing pretty 
well, he said. At a neighboring store 
several men had signed without read
ing the petition, saying that “it was 
all right.” He was not aware that he 
might be violating the law. He was 
interested only in the three cents per 
name. The law requires him to 
make affidavit that he is himself a 
qualified elector and that he knows 
the signers to be such. How this 
boy of 16 could make such affidavit 
was not clear. He supposed that the 
man, who lived in another town, 
would have him do this just as if 
he were really qualified, or that the 
man, after getting the names, would 
himself make affidavit that he himself 
circulated the petition and obtained 
the names. He said that the father 
of another boy had been asked to 
sign for his son, making his affidavit 
for him. He said that he had “got 
wise” that all was not right and that 
he had dropped the matter. This last 
came to me in a conversation on the 
following day.

The point that I wish to emphasize 
here is not the illegality of the pro
ceeding—that would probably have 
been looked after sooner or later. I 
am compelled to ask—sympathetic as 
I am towards complete democracy— 
just how the ills of democracy are 
cured by such “democratic” proced
ure as the foregoing? Yet the pos
sibility of this sort of thing inheres 
at all times in direct legislation. It 
points again to our great fallacy of 
reform through legislation.

L. A. Chase.

News and Gossip of Interest to Trav
elers.

Mt. Clemens—Theoedore Traver, 81 
years old, one of the oldest com
mercial travelers on the road, died at 
his home here June 21. He was on 
the road for the last thirty-five years 
and only retired five months ago on 
account of sickness. The funeral was 
held Tuesday afternoon.

Trout Lake—Out of the ashes of 
the old T rout Lake House, burned 
last winter, is arising a structure 
larger and superior in every way and 
a credit to the Chippewa county town 
and its enterprising proprietor, O. 
W. Smith. The building in so far ad
vanced that Mr. Smith has set the 
date for the opening at Sept. 1. This 
is to be one of the biggest events the 
town ever held. A thousand or more 
invitations will be sent out. The 
plans are to have a celebration dur
ing the afternoon, a big supper, fol
lowed by dancing and merry-making 
in the evening. The building has a 
frontage of 75 feet, with two wings, 
one 100 feet and the other 83 feet in 
length.

Ann Arbor—Miss L. C. O 'Leary, a 
buxom traveling saleswoman, of 
40. was arrested by Deputy Sheriff 
Matthew Max in Lansing June 19, on 
a w arrant issued on complaint of W. 
C. Nowlin, manager of the Allenel 
H otel here. It is alleged that Miss 
O ’Leary stopped at the Allenel and 
contracted a bill for $186, part of it 
for board and room, and part of it 
for drinks and taxicab hire. She trav
els for McGowan Boersig, a Detroit 
firm of ladies’ costumers and dress
makers with offices at 26 Alfred 
street. Mr. Boering came to Ann 
Arbor and filed a bond for $1,000 and 
had Under Sheriff Freeman Stark re
plevin the trunk which Miss O ’Leary 
had left at the Allenel. Miss O’Leary 
was at the Downey House in Lans
ing where she had contracted a bill 
for $198 when she was arrested. Miss 
O ’Leary refused to make any state
ment. She occasionally burst out 
laughing and proclaimed it “such a 
joke.” She told the officer, he says, 
that she owed a hotel bill at the O t
sego in Jackson for about $300 and 
that she had presented a check which 
was no good. The Downey, at Lans
ing attached a trunk of clothes val
ued at $4,000.

Gland Rapids—M. Winnie, who 
represents the American Candy Co., 
of Milwaukee, has received an addi
tion to his territory comprising the 
jobbing trade of Iowa, Minnesota and 
South Dakota. He will cover his 
new territory twice a year. He re
tains Michigan, Ohio and Indiana.

Saginaw—That the new hotel for 
Saginaw is nearer a reality to-day 
than it has been at any time before 
during the years it has been discuss
ed seems evident from the latest 
plan that is being advanced, and un
der which the prom oters are work
ing. The new plan provides for con
structing the hotel almost entirely 
with outside capital. The only Sagi
naw capital that is demanded is $35,- 
000, in return for which preferred 
stock is to be given, bearing 6 per 
cent, interest per annum. The efforts

to raise this money has been started 
and no difficulty is expected in se
curing it. It is believed that this 
sum can be raised in a very short time. 
The new hotel is to stand on the 
present site of the Bancroft House. 
This property is to be purchased 
from the Hoyt estate. The price is 
said to be $200,000, of which $50,000 
is to be paid down and the balance, 
$150,000, will be paid in second m ort
gage bonds. The company will thus 
be liable for the $500,000 bond issue, 
the $150,000 issue which is to be held 
by the Hoyt estate, and the $35,000 
preferred stock, which is to be held 
by Saginaw residents, in the order 
named. The plans call for a nine- 
story building on the site now occu
pied by the Bancroft House. On the 
property now vacant adjoining the 
Bancroft House on W ashington ave
nue there will be a three story build
ing, available for stores and offices. 
The property in the rear of the Ban
croft house, at the corner of Genesee 
and W ashington, will be remodeled 
for business purposes.

The death rate of the United 
States has diminished, but illness has 
not decreased. A Yale professor who 
has investigated the subject has es
timated that fully 3,000,000 people 
are ill at one time, and of this num
ber one-half are suffering from pre
ventable diseases. The economic loss 
from this illness he finds to be no 
less than $300,000 annually in wages 
and about that sum in doctors’ fees 
and medicines. Evidently some 
trustw orthy system of reporting cases 
of sickness and their causes and dur
ation would be the means of the 
saving of a vast sum to the people 
of the country.

O. A. Henderson, Lansing: “En
closed find check for one dollar for 
subscription to Tradesman. I want 
to say that it is always full of in
teresting m atter that pays a man to 
read—the outside cover alone is worth 
the dollar. I take another trade jou r
nal that costs much more, but don’t 
get one-half the satisfaction from it 
that I get from the Tradesman."

D orr—Mrs. J. C. Neuman has tak
en over the general stock which has 
been conducted under the style of F. 
W. Noel & Co.

Blok & Van Overloop succeed John 
Van W estenbrugge in the wall paper 
and paint business at 512 W est Leon
ard street.

Frank P. Oswald Co. succeeds the 
Oswald-Hass Co., at 21 Campau ave
nue, in the auto supply business.

Max R. Birkholz & Co. succeed H. 
Swieringa & Son in the grocery busi
ness at 609 Lyon street.

Ground has been broken at San 
Francisco for Ohio’s building at the 
Panama-Pacific exposition.

The Century Fuel Co. has decreas
ed its capital stock from $40,000 to 
$27,400.

John H. My ers recently opened a 
restaurant at 89 North Market ave
nue.
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Michigan Board of Pharmacy. 
P re s id e n t—W ill 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 au lk n er. D elton . 
O th e r M em bers—C has. S. K oon, M us

kegon; L eo n ard  A. Se ltzer, D etro it.

Michigan State Pharmaceutical Associa
tion.

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

C ity ; C. A. W eaver, D etro it.
S e c re ta ry —V on W . F"urniss, N ashv ille . 
T re a s u re r—Ed. V arnum . Jonesville . 
E x ecu tiv e  C om m ittee—D. D. A lton, 

F rem o n t; Ed. W . A ustin , M idland; C. 
S. Koon, 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 Pharm aceutical T ravelers ’ As
sociation.

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

G rand  R apids.

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 airm an ; H en ry  R iechel, T h ero n  F orbes.

Selling Postage Stamps at a Profit.
In a recent issue there was an ar

ticle calling the attention of druggists 
to the question of selling stamps 
through a stamp vender and the profit 
or loss involved in this question. All 
druggists are interested in this sub
ject. hut there are some who seem 
to he afraid that their customers will 
object to the small profit to he real
ized from this source.

But, stamp venders are in success
ful use in too many places to make 
this argument of any serious concern; 
and these places include the smallest 
towns as well as the larger cities, the 
individual store as well as the chains 
of large stores, and not only in a 
small and restricted territory, but 
throughout the entire United States.

It is not meant by this to say that 
no one ever kicks, for some people, 
you know, kick on anything; but ex
perience shows the percentage to he 
small, and that it decreases with the 
continued use of the machine. But as 
regards the kickers, are they to be 
found among your best customers or 
are they merely stamp customers? 
And are they reasonable in their or
dinary trade relations with you? In 
short, does their trade furnish any 
considerable portion of your profit, 
and if you should lose this trade 
would the profit thus lost equal the 
saving of 25 per cent., your present 
loss on stamp trade, and the 25 per 
cent, the vender would make you? 
Figure this carefully in cold dollars 
and cents, and you will decide that the 
loss of your exclusive stamp custom
ers would benefit rather than damage 
you.

It might be interesting for you to 
keep a record for a short time of all 
the people who come in to buy stamps 
and see what percentage of these are

stamp customers only and what are 
customers on other lines of goods. 
You would probably find that the pro
portion of good customers who ob
ject to your profit is too small to be 
worth considering. Your good cus
tomers are generally reasonable peo
ple. They know you are not in busi
ness from philanthropic purposes, but 
to make a living for yourself and 
family, and they realize you are enr 
titled to a fair profit on the goods you 
sell and the service you render. They 
will, therefore, quickly appreciate the 
justice of charging a small profit on 
postage stamps in which you invest 
your money and keep on hand purely 
for their accommodation. They know 
it costs you money to do this and are 
willing to- allow you the small profit 
you ask for the service.

Looking at this in another way: 
Suppose peope do kick and kick uni
versally. You have been furnishing 
stamps to them at par at a loss to you 
of 25 per cent, purely for their ac
commodation.

Why should you lose money merely 
to accommodate someone else? Would 
they do the same for you? You are 
the one who should kick. The public 
is being accommodated by your hav
ing a vender so they can get their 
stamps w'ithout having to go to the 
postoffice, and they should pay for 
their own accommodation, and not 
expect the druggist to stand the ex
pense of it.

After they make a few trips to the 
postoffice they will see your viewpoint 
and be glad to pay the small profit to 
save them the time and trouble.

As to the feeling of some druggists 
that the sale of stamps at par brings 
people to their st-ore for stamps and 
thus make a possible sale of other 
merchandise, as a general rule it will 
be found that when a person goes into 
a drug store for a stamp he goes 
there especialy for the stamp and 
nothing else, and immediately upon 
receiving it leaves the store.

But for the sake of argument, sup
pose there is a possible sale in the 
call for stamps. Are people going 
to go to the trouble of a trip to the 
postoffice for a stamp to save a small 
profit the vender takes? We think 
not; they will continue to get their 
stamps at the drug store just the 
same, and their calls will be just as 
frequent, as they will appreciate the 
convenience the drug store affords 
them.

A druggist whose store is located 
one block from a postoffice substation 
in a Western city, in talking on this 
subject, said he knew from his per
sonal observation that many people,

most of them his regular customers, 
would purposely go past his store and 
go to the drug store substation a 
block away for stamps, rather than 
bother him for them, although they 
knew he kept them and sold them at 
par. This showed him conclusively 
that most people prefer not to be 
under obligations and do not like to 
ask for stamps when they know the 
druggist gets nothing for his trouble. 
And this druggist has since put in a 
vender.

To any druggists who have stamp 
venders, the suggestion is made that 
they be put in a prominent place 
where people are bound to see them. 
Do not hide them a\yay in the corner 
as though you were ashamed of them, 
as they will not draw’ trade there any 
more than any other good article of 
merchandise that is stuck away where 
no one could see it and know you 
have it.

That the installment of a stamp 
vender may be the occasion of some 
unpleasant remarks may be expected 
at first, but there is no reason why 
any druggist should become discour
aged on this account. Even the ob
jector will soon get used to it, and 
will finally come to see that his ob
jection was unwarranted and unfair. 
The kicks will soon cease and a nui
sance that has long been troublesome 
will at the same time be done away 
with and a substantial profit will be 
realized. A. P. Moore.

Uniform Prices for Standard Articles.
The price maintenance bills now 

before Congress are destined to play 
an important role in shaping the drug 
business of the future. To-day the 
fight is on between the manufacturers 
and the druggists on one side and 
the chain-stores on the other side. 
The present prospect is that the 
chain-stores will win the fight unless 
some measure like the Metz or Steph
ens bill becomes a law.

Chain-stores purchase goods direct 
from the manufacturer. Since they 
buy large quantities at a time they 
receive the highest rale of discount. 
The small druggist, who buys in small 
lots from his wholesaler, often pays 
a higher price for his goods than 
the chain-stores sell them for.

One druggist in relating his ex
perience in competing with a chain- 
store said: “Whenever my competi
tor sold goods at a price lower than 
1 could purchase them for I would 
send my friends around to buy them. 
The next day I would offer the same 
goods at the same price charged by 
the chain-store.” This certainly was 
one way of heating the devil around 
the bush.

Price cutting is a fixed policy with 
the chain-stores. The object of this 
policy seems to be three-fold; first, 
to attract the small-store customer; 
secondly, to depreciate the value of 
standard preparations in the minds 
of purchasers; and thirdly, to dispose 
of their own preparations. The clerk 
of a chain-store usually replies to 
a would-be purchaser of trade-.narked 
preparations: “We have a better rem
edy at a lower price, and besides we 
know what is in ours.”

National price regulation will do 
much to readjust the drug business 
of the country. Such a measure will 
add thousands of dollars to the in
come of the independent pharmacist, 
because he will then regain his pre
scription business and the business oi 
selling the widely advertised prepara
tion.

Coming Conventions To Be Held In 
Michigan.

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 ssociation , 

G rand  R apids, 21-22.
M ichigan A ssoc ia tion  of th e  N a tio n a l 

A ssociation  of S ta tio n a ry  E ng ineers , 
M uskegon, 15-17.

M ich igan  A ssoc ia tion  of C om m ercial 
S ec re ta rie s , M uskegon, 24-25.

M ichigan A ssoc ia tion  of C oun ty  
C lerks, M t. C lem ens, 25-26.

G rand  C ircu it R aces, G rand  R apids, 
2D-Aug. 1.

August.
A n cien t O rder of H ib e rn ian s , C alum et. 
M ichigan A ssociation  of Local F ire  

In su ra n c e  A gents, G rand  R apids, 4-5.
M ichigan A b s tra c to rs ’ A ssociation , 

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

D e tro 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 ssoc ia tion , 

G rand R apids.
M ichigan 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 ich igan  V e te ran  V o lu n tee r In 

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

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

c ia tio n , 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 ssoc ia tion , 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 l E n c a 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 an sin g , 7.

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

kegon.
M ich igan  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 

v en tio n  of Sm oke, G rand  R apids.
M ich igan  A ssoc ia tion  of C ounty  S u p er - 

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 ich igan  P o u ltry  A ssoc ia tion , G rand  
R apids.

M ich igan  A nnual C onference of C or
rec tio n s  und C h aritie s , G rand  R apids.

M ich igan  S ta te  T e a c h e rs ’ A ssoc ia tion , 
K alam azoo , 29-30.

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

November.
M ichigan S ta te  S un d ay  School A sso 

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

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

December.
M ichigan S ta te  P o ta to  A ssoc ia tion , 

G rand  R apids.
M ichigan S ta te  G range , B a t tle  C reek. 
M ich igan  B rick lay ers , M asons and  

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

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 sso c ia tio n  of C ounty  
D ra in  C om m issioners, L ansing .

M ich igan  R e ta il H a rd w a re  D ea le rs ’ 
A ssoc ia tion , S ag inaw .

M ichigan S ta te  R exa ll C lub, 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 ran d  R ap ids.

M ich igan  M a s te r  S te a m fltte rs ’ A sso 
c ia tion , D e tro it.

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

te r  H o rsesh o e rs  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 ran d  C onclave, F . & A. M., B ay  C ity. 
M ichigan S ta te  A ssoc ia tion  of P o s t-  

office C lerks, G rand  R apids, 31.
June.

G rand  Council, U . C. T ., L an sin g . 
M ich igan  S ta te  H u m an e  Society , B en 

ton  H arb o r.
K n ig h ts  of Colum bus, M enom inee. 
A rb e ite r  B und  of M ichigan, G rand  

R apids.
L oyal O rder of M oose, L uding ton . 
M ich igan  P o s te r  A d v e rtis in g  A ssoc ia 

tion , L ansing .
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WHOLESALE DRUQ PRICE CURRENT
Acids

A cetic  ................. 6 @ 8
B oric  ................... 10 @ 15
C arbolic ............. 16 @ 20

C i t r i c ................. 73 @ 80
M uria tic  ............. 1%@ 5
N itric  ................... 5%@ 10
O xalic ................. 13 @ 16
S u lphuric  ........... 1%@ 6
T a r ta r ic  ............. 38 @ 45

Amm onia
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
Tolu  .......................,1 00@1 25

Berries
C ubeb ................... 65® 75
F ish  ..................... 15® 20
J u n ip e r  ............... 7® 10
P rick ley  A sh  . . . @ 53

Barks
C assia  (o rd in a ry ) 25
C assia  (S aigon ) 65® 75
E lm  (pow d. 25c) 25® 30
S a ssa fra s  (pow . 30c) @ 25
Soap C u t (powd.

25c ...................  15 @ 20

E x tra c ts
L icorice ................. 24® 28
L icorice pow dered  25(g) 30

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

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

P ure  .................  @ 75
U. S. P . Pow d. @1 00

C am phor ............... 57@ 62
G uaiac ...................  35® 40
G uaiac , P ow dered  50® 60
K ino  ................. 60® 70
K ino, pow dered  65® 75
M yrrh  .....................  @ 40
M yrrh , P ow dered  @ 50
Opium  .............  7 75@8 00
Opium , Pow d. 9 25@9 50
Opium , G ran . . .  9 25®9 50
S hellac  ............... 28® 35
Shellac, B leached  30® 35
T ra g a c a n th

No. 1 ............... 1 40@1 50
T rag a c a n th , P o w - 75® 85
T u rp en tin e  ...........  10® 15

L eaves
B uchu  .............. 1 85®2 00
B uchu, Pow d. . .2  00@2 25
S’age, bulk  ...........  18® 25
Sage, V4s Loose 20® 25 
Sage, P ow d ered  25® 30 
S enna, A lex . . .  45® 50
S enna, T ln n ........... 15® 20
S enna, T in n , Pow . 20® 25
U va U rs i ...............  10® 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, S w eet,

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

im ita tio n  ......... 40® 60
A m ber, c ru d e  . .  25® 30
A m ber, rec tified  40® 50
A nise ............... 2 50@2 75
B erg am o n t ......... @8 00
C ajep u t ...............  @ 85
C assia  .................  @2 00
C asto r, bbls. a n d

can s  ................. 12% @ 15
C edar L ea f . . .  90@1 00
C itro n e lla  ......... 75® 85
Cloves ...............  @1 75 ..
C ocoanut ...........  20® 25
Cod L iv e r  ......... 1 10@1 25
C otton  Seed . . . .  80® 1 00
C ro ton  .................  ®1 60

C upbebs ............. 4 25@4 50
E rig e ro n  .............  @2 50
E u c a ly p tu s  ___  @ 85
H em lock , p u re  . .  @ 100
J u n ip e r  B errie s  . .  @1 50
J u n ip e r  W ood . .  40® 50 
L ard , e x tra  . . . .  85@1 00
L ard , No. 1 . . . .  75® 90
L a v en ’r  F lo w ers  @6 00
L av en d er, G arden  85@ i 00
L em on ............... 3 00@3 25
L inseed , boiled, bb l @ 54
L inseed , bdi. le ss  58® 62
L inseed , raw , bbls. @ 53
L inseed , raw , less  57® 61
M u sta rd , t ru e  . .  5 00@5 25 
M u sta rd , a r t if l’l 2 75 @3 00
N e a ts fo o t ........... 80® 85
Olive, p u re  . . . .  2 60®3 50 
Olive, M alaga,

yellow  ........... 1 30®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(5)1 50 
O riganum , com ’l 50® 75
P en n y ro y a l ......... 2 25® 2 50
P ep p e rm in t . . . .  5 50@5 75 
Rose, p u re  . . .1 6  00@18 00 
R o sem ary  F low ers  @1 35
Sandalw ood, E .

I .............................. @7 00
S a ssa fra s , tru e  @1 10
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  ...............  90@1 00
T a n sy  ...................  @5 75
T a r, U S P  ........... 30® 40
T u rp en tin e , bbls. @ 57
T u rp en tin e , less  60@ 65
W in te rg reen , 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 orm seed  . . . .  3 50@4 oq 
W orm w ood . . . .  6 00@6 50

Potassium
B ica rb o n a te  . . . .  15® 18
B ich ro m ate  . . . .  13® 16
B rom ide ............... 45® 65
C arb o n ate  ........... 12® 15
C h lo ra te , x ta l  and

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

Roots
A lk an e t ............... 15® 20
Blood, pow dered 20® 25
C alam u s ............. 35® 40
E lecam p an e , pwd. 
G en tian , powd. . 
G inger, A frican , 

pow dered  .........

15® 20
.12® 16

15® 20
G inger, J a m a ic a  
G inger, Jam a ic a ,

22® 25

pow dered  . . . . 22® 28
G oldenseal pow. 7 00@7 50
Ipecac, powd. 2 
L icorice ...............

76@3 00
14@
12®

16
L icorice, powd. 15
O rris, pow dered  
Poke, pow dered

25®
20@

30
25

R h u b arb  ............... 75@1 00
R h u b arb , powd. 75@1 25
R osinw eed, powd. 25@ 30
S a rsap a r illa , H ond.

g ro u n d  ............. @ 65
S a rsa p a r illa  M exican ,

g ro u n d  ............... 50® 55
Squills ..................... 20@ 35
Squills, pow dered 40® 60
T um eric , powd. 12® 15
V alerian , powd. 25® 30

Seeds
A n ise  ................... 15® 20
A nise, pow dered 22® 25
B ird , Is  ............... 8® 10
C an a ry  ............... 9® 12
C araw ay  ............... 12® 18
C ardam on  ......... 1 85 @2 00
C elery  ..................... 30® 35
C o rian d er ........... 12® 18
D ill ....................... 25® 30
F en n e ll ................. @ 30
F la x  ................... 4%@ 8
F lax , g ro u n d  . . . 4%@ 8
F oenugreek , pow. 6® 10
H em p ................... 5@ 7
L obelia  ................. @ 50
M u sta rd , yellow 9® 12
M u sta rd , b lack  . . 9® 12
M u sta rd , powd. 20® 25
P oppy  ................... 15® 20
Q uince ............... 75@1 00
R ap e  ..................... 6® 10
S ab ad llla  ........... 25® 39
Sabad illa , powd 35® 45
Sunflow er ............. 5® 8
W orm  A m erlq an 15® 20
W orm  L e v a n t . . 50® 60

Tinctures
A conite  ............... @ 75
A loes ................... @ 65
A rn ica  ................. @ 60
A safo e tid a  . . . . . . @1 00
B ellad o n n a  ......... @ 60
B enzo in  ............... @ 90
B enzoin  Com po’d @ 90
B u chu  ................... @1 00
C a n th a ra d le s  . . @1 00
C apsicum  ........... @ 90
C ard am o n  ......... @1 20
C ardam on, Comp. @ 80
C atech u  ............... @ 60
C inchona  ........... @1 06
C olchicum  ........... @ 60
C ubebs ................. @1 to

D ig ita lis  ............. @ 60
G en tian  ............... @ 60
G inger ................. @ 95
G ua iac  ................. @1 05
G uaiac A m m on. @ 80
Iodine ................. @1 25
Iodine, Colorless @1 25
Ip ecac  ................... & 75
Iron , clo................ @ 60
K ino  ....................... @ 80
M y rrh  ................... @1 05
N ux V om ica . . . . @ 70
O pium  ................. @2 00
O pium  C am ph. . . @ 55
O pium , D eodorz’d @2 25
R h u b arb  ............. @ 70

P a in ts
L ead , red  d ry  . . 7 @ 8
L ead , w h ite  d ry 7 @ 8
Lead, w h ite  oil 7 @ 8
O chre, yellow  bbl. 1 @ IV.
O chre yellow  less 2 @ 5
P u tty  ................... 2%@ 5
R ed V en et n  bbl. 1 @ 1%
R ed V en e t’n  less 2 @ 5
S h ak er, P r e p r ’d 1 40® 1 50 
V erm illion , E n g . 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 ord eau x  M ix P s t  8® 15
H ellebore , W h ite

pow dered  ......... . 15® 20
In se c t P o w d er . . 20® 35
L ead  A rsen a te  . . 8® 16
L im e an d  S*ulphur

S olution , g a l . . . 15® 25
P a r is  G reen  . . 15%@ 20

M iscellaneous
A ce tan a lid  ......... 30® 35
A lum  ................... 3® 5
A lum , pow dered an d

g ro u n d  ............. 5® 7
B ism u th , S ubni-

t r a te  ............... 2 10@2 25
B o rax  x ta l  o r

pow dered  . . . . 6® 12
C an th a rad e s  po. 2 50@2 75
C alom el ............... 95@1 00
C apsicum  ........... 20® 25
C arm ine  ............. @3 50
C assia  B uds . . . . @ 40
Cloves ............... 30® 35
C halk  P re p a re d  6® 8% 
C halk  P re c io ita te d  7® 10
C hloroform  ........... 32® 42
C hlora l H y d ra te  70® 90
C ocaine .............  4 10® 4 40
Cocoa B u tte r  . .  50® 60
C orks, lis t, less  70% 
C opperas, bbls. . .  ® 90
C opperas, le ss  . .  2® 5
C opperas, powd. 4® 6
C orrosive Sublm . 85® 9o 
C ream  T a r t a r  . .  30® 35
C u ttlebone  ......... 25® ¿o
D ex trin e  .............  7® io
D over's  P o w d er 2 00®2 2o 
E m ery , a ll N os. 6<q/ 10
E m ery , pow dered  »
E psom  S a lts , bbls ® 1% 
E psom  S a lts , less 2 %® o
E rg o t .............. 1 5o® 1 75
E rg o t, pow dered  1 S0@2 00
F lak e  W h ite  ___  12® lu
F o rm ald eh y d e  lb. 10® l„
G am bie r .............  7® lo
G e la tin e  ...............  35® 45
G lassw are, fu ll cases  80% 
G lassw are, less  70 & 10% 
G lauber S a lts  bbl. @ 1% 
G lauber S a lts  less  2® 5
Glue, brow n .......  11® 15
Glue, brow n grd . 10® 15
Glue, w h ite  . . . .  15® 25
Glue, w h ite  grd . 15® 20
G lycerine ...............  23® 30
H ops .....................  50® 80
Ind igo  ...................  85® 1 00
Iod ine  ..............  4 35®4 60
Iodoform  ........... 5 40® 5 60
L ead  A c e ta te  . . . .1 2 ®  18
L ycopdium  ......... 55® 65
M ace .......................  80® 90
M ace, pow dered  90® 1 00
M entho l .............  4 25@4 50
M ercu ry  ............... 75® 85
M orphine a ll b rd  5 05@5 30 
N u x  V om ica . . .  @ io
N u x  V om ica pow  @ 15
P ep p er, b lack  pow 20® 25 
P ep p er, w h ite  . .  30® 35 
P itch , B u rg u n d y  10® 15
Q u assia  .................  10® 15
Q uinine, a ll b rd s  29® 40
R ochelle S a lts  . .  23® 30 
S acch a rin e  . . . .  1 50@1 75
S a lt P e te r  ...........  7%@ 12
S eid litz  M ix tu re  ..2 0 ®  25
Soap, g reen  . . . .  15® 20 
Soap, m o tt c as tile  10® 15
Soap, w h ite  cas tile

case  ................... @6 26
Soap, w h ite  c as tile  

less, p e r  b a r  . .  @ 6 8
Soda A sh  ........... 1%@ 5
Soda B ica rb o n a te  1%@ 5
Soda, S a l ............... 1® 4
S p ir its  C am phor. @ 75 
S u lp h u r ro ll . .  . .  2%@ 5
S u lp h u r SubL . ..2% @  5
T a m a rin d s  ...........  10® 15
T a r t a r  E m e tic  . .  40® 5C 
T u rp en tin e  V enice 40® 50 
V an illa  E x. p u re  1 00® 1 SO 
W itch  H aze l . . . .  65@1 00 
Z inc S u lp h a te  . .  7® 10

1914

Seasonable Goods
Linseed Oil Turpentine 

W hite 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

We solicit your orders for above and will ship 
promptly.

Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.

»1ERICAN BEAUTY” Display Case No. 412-one 
of more than one hundred models of Show Case, 

Shelving and Display Fixtures designed by the Grand 
Rapids Show Case Company for displaying all kinds
of goods, and adopted by the most progressive stores of America. 

GRAND RAPIDS SHOW CASE CO., Grand Rapids, Michigan
T h e  Largest Show  Case and S tore Equipm ent Plant in the  W orld 

Show Rooms and Fact i c e  : N ew  Y ork , G rand Rapids, C hicago, Boston, Portland
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GROCERY PRICE CURRENT 3__________ 4_________ JL_
T h ese  Q uotations are c a re fu lly  co rrec ted  w e e k ly , w ith in  s ix  h ou rs o f  m a ilin g , 

and are in ten d ed  to  be co rrec t a t  t im e  o f  g o in g  to  press. P r ices, h o w e v e r , are 
lia b le  to  ch a n g e  a t  a n y  tim e , and c o u n try  m erch a n ts  w ill  h a v e  th e ir  orders filled  
a t  m a rk e t p r ices  a t  d a te  o f  pu rch ase.

ADVANCED DECLINED

Corn G asoline
G ran . Meal Rye
S w eet P ick les W h ea t

Index to Markets 1 2
By C o lu m n s

A
A m m onia .................
Axle G rease  ...........

B
B aked  B ean s  .........
B a th  B rick  ...............
B lu ing  .......................
B re a k fa s t Food . . .
B room s .....................
B rushes .....................
B u tte r Color ...........

C
C andles .....................
C anned Goods . . . .
C arbon Oils .............
C a tsu p  .......................
C heese .......................
C hew ing Gum  .........
C hicory .....................
C hocolate  .................
C lo thes L ines .........
Cocoa .........................
C ocoanut .................
Coffee .........................
C onfections .............
C racked  W h ea t . . .
C rack e rs  ...................
C ream  T a r t a r  ........

D
D ried F ru its  ..........

F
F a rin aceo u s  Goods 
F ish in g  T ack le  . . .  
F lavo ring  E x tra c ts  
F lo u r an d  F eed  . . .  
F ru it  J a r s  ...............

Q
G elatine  ...................
G ra in  B ags .............

H
H erb s  .........................
H ides and  P e lts  . .  
H orse  R ad ish  ........

J
Je lly  ...........................
Je lly  G lasses ........

M
M acaroni .................
M apleine ..................
M eats, C anned . . .
M ince M ea t ...........
M olasses ...................
M u sta rd  ...................

N

Olives . . .
O

Pickles .
P

P ipes  ...............
P lay in g  C ards
P o ta s h  ............
P ro v islo h s  . . .

f t
R ice .................
Rolled O a ts  ..

CoL

1
1

1
1
1
1
1
1
1

1
1-2

2

3
3
3
3
3
3
3
3
4
5

5. 6
6

6
6
6
7
7
7

7
7

78 
8

8
8

8
8
98
8
8

4

8
8
8
8
8
8

9
9

8
S alad  D ress ing
S a le ra tu s  .........
Sal Soda .........
S a lt ...................
S a lt F ish  .........
Seeds ................
Shoe B lack ing
Snuff .................
Soap .................
S oda ..................
Spices ...............
S ta rc h  .............
Syrups ............

T
T ab le  S auces
T ea  ...................
T obacco ...........
T w ine  ...............

9
9
9
9
9

10
10
10
1710
10
10
10

.. 10.....  10
11, 12, 13 

...........  13
V

V in e g ar ...............
W

W icking  ..............
W oodenw are  . . .  
W rap p in g  P a p e r

Y
T e a s t C ake  .........

13

13 
IS
14

14

AMMONIA
Doz.

12 oz. ovals 2 doz. box 75 
AXLE G R EA SE 

F ra z e r ’s. •
lib . wood boxes, 4 doz. 3 00 
l ib . t in  boxes, 3 doz. 2 35 
3%Tb. t in  boxes, 2 dz. 4 25 
lOtb. pails , p e r  doz. . .6  00 
151b. pails, p e r  doz. . .7  20 
251b. pails, p e r doz. ..1 2  00

B A K E D  B EAN S  
No. 1, per doz. ...45(g) 90 
No. 2, p e r doz. . .\75@1 40 
No. 3. p e r doz. . ,.85@ 1 75

B A T H  B R IC K  
E nglish  .........................  95

B LU IN G
Jen n in g s ’.

C ondensed P e a rl B lu ing  
Sm all C P  Bluing, doz. 45 
L arge C P  B luing, doz. 75

B R E A K F A S T  FOODS
A petizo, B iscu its  . . . .  3 00 
B ear Food. P e tt i jo h n s  1 95 
C racked  W heat, 24-2 2 50 
C ream  of W heat, 36-2 4 50 
C ream  of Rye, 24-2 . .  3 00 
P o s ts  T oastie s . T.

No. 2   2 80
P o s ts  T oasties, T.

No. 3 ...........................  2 SO
F arin o se , 24-2 ............. 2 70
G rape N u ts  ......... 2 70
G rape  S u g a r F la k e s . . 2 50
S u g a r Corn F lak es  . .  2 50
H ard y  W hea t Food . 2 25 
P o s tm a ’s D utch  Cook 2 75
H olland R usk  ............... 2 90
K ellogg 's  T o as ted  R ice

B iscu it .......................  3 30
K ellogg’s  T o asted  R ice

F lak es  .......................  2 80
K ellogg 's  T o asted  W h ea t

B iscu it .......................  3 30
K ellogg 's  K rum bles  . .  3 30 
K rink le  C orn F lak es  1 75 
M ap l-W h ea t F lakes,

3 doz............................  2 **5
M ap l-W h ea t F lakes,

3 ooz .............................. 2 80
M apl-C orn F lakes  2 80 
M inn. W h ea t C erea l 3 75
A lg ra in  Food ............. 4 25
R alston  W h ea t Food 4 50 
R alston  W h t Food 10c 1 45 
Saxon W h ea t Food . .2 60 
S h red  W h ea t B iscu it 3 60
’i r i s c u i t ,  18 ................. 1 80
P illsb u ry ’s B est C er'l 4 25 
P o s t T a v e rn  Special 2 80 
Q u ak er Puffed R ice ..4  25 
Q u ak er Puffed  W h ea t 2 85 
Q u ak er B rk fs t B iscu it 1 90 
Q u ak er Corn F lak es  1 75 
V icto r Corn F lak es  . .2  20 
W ash in g to n  C risps . .  1 85
W h ea t H e a r ts  ........... 1 90
W h ea te n a  ..................... 4 50
E v a p o r’ed S u g a r C orn  90

BROOMS
F an cy  P a rlo r , 25 lb. . .4  25 
P a rlo r , 5 S tring , 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
Com m on W h isk  ........... 1 00
F a n c y  W h isk  ............. 1 25

B R U SH E S
Scrub

Solid B ack, 8 in .............  75
Solid B ack, 11 in ........... 95
P o in ted  E n d s ...............  85

Stove
No. 3 ...............................  90
No. 2 .............................. 1 25
No. 1 .............................. 1 75

Shoe
No. 3 .............................. 1 00
No. 7 .............................. 1 30
No. 4 .............................  1 70
No. 3 ..............................  1 90

B U T T E R  COLOR 
D andelion , 25c size  . .  2 00 

CA N D L ES
P araffine , 6s .................  7%
P araffine , 12s ............... 8
W ick ing  ........ ..................20

C A N N E D  GOODS 
A pples

3 lb. S ta n d a rd s  . .  @ 9 0
Gallon .....................  @4 00

B lackberries
2 lb ........................ 1 50@1 90
S ta n d a rd  ga llons @5 00

B eans
B aked ...................  85@1 30
B loom ingdale  . .  @18%
C arson  C ity  . . .  @18%
W ax  .....................  75@1 25

B lueberries
S ta n d a rd  .......................  1 80
Gallon .............................  7 25

C lam s
L ittle  N eck, l ib .  . .  @1 00
L ittle  N eck, 21b. . .  @1 50

Clam  Bouillon
B u rn h a m ’s  % p t .............2 25
B u rn h a m ’s p ts .............,3  75
B u rn h a m 's  q ts ...............7 50

Corn
F a i r  ...................  65® 70
Good ...................  90@1 00
F an cy  ...............  @1 30

F rench  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 o b ste r
% lb ..................................  l  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
Soused, 21b...................... 2 75
T om ato , l i b .................... 1 50
T om ato , 2% .................... 2 80

M ushroom s
H o te ls  .................  @ 15
B u tto n s , % s . . . .  @ 14
B u tto n s , Is  ........... @ 25

O ysters
Cove, l ib ....................  @ 85
Cove, 2tb...................  @1 60

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 if td  1 45@1 55 

P each es
P ie  .......................  1 00@1 25
No. 10 size c an  pie @3 25

P ineapp le
G ra ted  ...............  1 75@2 10
Sliced .................  95 @2 60

Pum pk in
F a i r  ...............................  80
Good .............................  90
F a n c y  .............................  1 00
G allon ...........................  2 40

R asp b errie s
S ta n d a rd  ............. . @

Salm on
W arren s , 1 tb. T a ll . .  2 30 
W arre n s , 1 lb. F la t  . .  2 40 
R ed  A la sk a  . . . . 1  55@1 60 
Med Red A lask a  1 20@1 35 
P in k  A la sk a  . . . .  @ 95

S ard ines
D om estic, Vis ............. 3 60
D om estic, % M u sta rd  3 50 
D om estic, % M u sta rd  2 75
F ren ch , Vis ..................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, can s  ....................2 40

S hrim ps
D unbar, 1st doz........... 1 45
D unbar, l% s  doz.......... 2 50

S ucco tash
F a ir  .........................  90
Good .......................  1 20
F a n c y  ...............  1 25@1 40

S traw b e rr ie s
S ta n d a rd  ...............  95
F an cy  .....................  2 25

T o m ato es
Good .......................  1 05
F a n c y  .....................  1 35
No. 10 ...................  8 10

CARBON OILS 
B arre ls

P e rfec tio n  .....................  10
D. S. G asoline ........... 14
G as M achine  ...............  22.9
D eodor’d N a p ’a  ___  13
C y linder ............. 29 @34%
E n g in e  ............... 16 @22
B lack, w in te r  . .  8 @10

C A TS U P
S n id e r 's  p in ts  ........... 2 35
S n id e r’s  % p in ts  . . . .  1 35

C H E E S E
A cm e ...................  @16
B loom ingdale  . . . .  16%
C arson  C ity  ___  @16
H opk ins  ...............  @16
B rick  .....................  @15
Leiden ...................  @15
I.im b u rg e r ........... @15%
P in eap p le  ........... 40 @60
E d am  ...................  @85
Sap Sago .............  @18
Sw iss, dom estic  @20

C H E W IN G  GUM
A dam s B lack  J a c k  ___  55
A dam s S ap p o ta  .............  55
B eem an’s P epsin  ........... 55
B eech n u t .........................  60
Hhiolpts 1 25
C olgan v io le t  C hips . .  60
C olgan M in t C hips . . .  60
D en ty n e  .........................  1 10
F la g  S p ruce  ...................  55
Ju icy  F ru 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 earm 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 p ruce  .................  55
Y u catan  .............................  55
Zeno .................................. 60

CHICORY
B ulk  .................................. 5
Red .................................... 7
E ag le  .............................  6
F ra n c k ’s .........................  7
S ch eu er’s  . ...................  6
Red S ta n d a rd s  ........... 1 60
W h ite  ...............................  1 60

C H O C O LA TE  
W a lte r  B ak er & Co.

G e rm a n ’s  S w eet ........  22
P rem iu m  ........................  32
C a rac a s  ...............  28

W a lte r  M. L ow ney Co.
P rem iu m , V4s ..............  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 otton 1 30
No. 60 T w isted  C otton 1 70
No. 80 T w isted  C otton 2 00
No. 50 B ra id ed  C otton 1 00
No. 60 B ra ided  C otton 1 25
No. 60 B ra ided  C otton 1 85
No. 80 B ra ided  C otton 2 25
NO. 50 S ash  Cord . . . . , ,1 75
No. 60 S ash  Cord ____.2 00
No. 60 J u te  .................. 90
No. 72 J u te  ................... .1 00
No. 60 S isa l ..................... 90

G alvanized  W ire
No. 20, each  100ft. long 1 90
No. 19, each  100ft. long 2 10
No. 20, each  100ft. long 1 00
No. 19, each  100ft. long 2 10

COCOA
B ak e r’s  .............................  37
C leveland .........................  41
Colonial, Vis ...................  35
Colonial, %S ...................  33
E p p s .................................... 42
H e rsh e y ’s, % s ...............  30
H e rsh e y ’s, % s ............... 28
H u y le r ...............................  36
Low ney, % s ...................  34
L ow ney, V4s ...................  34
Low 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 ,, Vis ........  18
V an  H o u ten , % s ........ 36
V an  H o u ten , Is  .......... 65
W a n -E ta  ...........................  36
W ebb .................................  33
W ilber, % s .....................  33
W ilber, Vis .....................  32

C O C O A N U T  
D u n h am ’s  p e r lb.

%s, 51b. case  ...........  30
Vis, 51b. case  .............  29
Vis, 151b. case  ...........  29
%s, 151b. case  ........... 28
Is , 15!b. case  .............  27
% s & %s 15Tb. case  28
Scalloped G em s ...........  10
%s & %s p a ils  ...........  16
B ulk, p i l l s  ...................  13
B ulk, D arrels .............  12
B a k e r’s B raz il S hredded  
10 5c pkgs., p e r  case  2 60 
26 10c pkgs., p e r  case  2 60 
16 10c an d  33 5c pkgs.,

p e r  case  ...................  2 60
C O F F E E S  RO ASTED  

Rio
C om m on ............... ' ......... 19
F a ir  .................................  19%
Choice .............................  20
F an cy  .............................  21
P e a b e rry  .....................  23

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 an cy  .............................  26

G u a tem ala
F a ir  .................................  25
F an cy  ...............................  28

Java
P r iv a te  G row th  ....2 6 @ 3 0
M andllng  .................  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 a n c y  ...............................  26
E x ch an g e  M ark et, S teady  
Spot M arket, S tro n g  

Package
N ew  Y ork B asis

A rbuck le  .....................  19 00
M cLaughlin’s X X X X  

M cL augh lin ’s X X X X  sold 
to  re ta ile rs  only. M ail all 
o rd e rs  d ire c t to  W . F. 
M cL aughlan  & Co., C hicago 

Extracts
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 F E C T IO N E R Y  
Stick Candy F a ils

H oreh o u n d  .....................  8
S ta n d a rd  .........................  8
S tan d a rd , sm a ll ...........  8%
T w ist, sm all ...................  9

C ases
Ju m b o  .............................  8
Jum bo , sm all ...............  8%
B ig  S tick  .........................  8%
B oston  C ream  .............  13

Mixed Candy
B roken  .......................
C am eo .........................
C u t L o af ................... .
F a n c y  ...........................
F ren c h  C ream  ........
G rocers  .......................
K in d e rg a rte n  ............
L e a d e r .........................
M aje s tic  .....................
M onarch  .....................
N ovelty  .......................
P a r is  C ream s .........
P rem io  C r e a m s -----
R oyal ...........................
Special .........................
V alley  C ream s .........
X  L  O .........................

8
12

S p ec ia ltie s
P a lls

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 affles  . . . .  14
Coco M acaroons ......... 16
Coffy Toffy .................  14
D a in ty  M in ts  7 lb. t in  15
E m p ire  F u d g e  .............  14
Fudge, P in eap p le  . . .  13
F udge , W a ln u t ...........  13
F udge , F ilb e r t ...........  13
F udge , Choco. P e a n u t 12 
F udge , H oney  M oon ..13 
F udge , T o as ted  C ocoa-

n u t ................................ 13
F udge , C h erry  ........... 14
F udge , C ocoanut . . . .  13 
H oneycom b C andy  . .  15
K okays ............................ 14
Iced M aroons ...............  14
Iced  G em s ...................  15
Iced  O range  Je lie s  . .  13 
I ta l ia n  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

Chocolates
P a ils

A sso rted  Choc...............  15
A m azon C aram els  . . .  15
C ham pion  .....................  11
Choc. C hips, E u re k a  18
C lim ax ...........................  13
E clipse , A sso rted  . . . .  15 
E u re k a  C hoco lates . .  16
F a v o rite  .......................  16
Id ea l C hoco lates -----  13
K londike  C hoco lates 18
N abobs ....................   18
N ibble  S tick s  ...............  25
N u t W afe rs  .................  18
O coro Choc. C aram els  17
P e a n u t  C lu ste rs  ......... 22
P y ram id s  .......................  14
Q u in te tte  .......................  16
R eg in a  ...........................  10
S ta r  C hoco lates ......... 13
S u p e rio r Choc, ( lig h t) 18 

Pop Corn Goods 
W ith o u t p rizes.

C ra ck e r J a c k  ........... 3 25
G iggles, 5c pkg. cs. 3 50
Oh M y 100s ................. 3 50

Cough Drops
boxes

P u tn a m  M en tho l . . . .  1 00
S m ith  B ro s....................  1 25

N U T S — Whole
lbs.

A lm onds, T a rr a g o n a  20 
A lm onds, C alifo rn ia

s o ft sh e ll ...........
B raz ils  ...................  14@16
F ilb e r ts  .................  @13%
Cal. No. 1 .................
W a ln u ts  so ft shell @19 
W aln u ts , Chili . . . .  @16
T ab le  n u ts , fan cy  14@16 
P ecan s , m ed ium  . .  @13
P ecan s , ex. la rg e  @15 
H ick o ry  N u ts , p e r  bu.

O hio .............................
O ocoanuts  .....................

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  . .  42@44 
F ilb e r t  M eats  . . .  @30
A lican te  A lm onds @55 
Jo rd a n  A lm onds . .  @60

P e a n u ts
F a n c y  H  P  S uns R aw  @6%

R o asted  .......... @7V4
H . P . Jum bo , R aw  @8% 

R o as ted  . . . ,  .......... @9fc
C R A C K E R S

N atio n a l B iscu it Com pany 
B ra n d s  
B utter

B oxes
E xcels io r B u tte r s  . . . .  S 
N BC S q u are  B u tte r s  •%
S eym our R ound  .........6%

Soda
N B C  Sodas ......................6%
P rem iu m  S odas  . . . . .  7%
S elec t S odas  .................  8%
S a ra to g a  F la k e s  . . . .  13 
S a ltin e s  ............................ 13

Oyster
N B C  P icn ic  O y ste rs  . .  6%
G em  O y ste rs  ..................6%
Shell .................................. g

S w eet Goods
C ans and boxes

A n im als .......................  10
A tla n tic s  A lso A sstd . 12 
A vena  F r u i t  C ak es  . . 1 2  
B onnie D oon C ookies 10
B onnie  L a ss ie s  ...........  10
C am eo B iscu it ..............25
C ecelia  B iscu it ...........  16
C heese T id  B its  . . . .  20 
C hocolate  B a r  (c a n s)  18 
C hoco late  D rops  . . . .  17 
Choc. H o n ey  F in g e rs  16
C ircle  Cookies .............  12
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 rops  . . . .  12 
C ocoanut M acaro o n s 18 
C ocont H oney  F in g e rs  12 
C ocn t H oney  J u m b e s  12 
Coffee C ak es  Iced  . . .  12
D ixie S u g a r ...................  9
F am ily  C ookies ...........  8%
F ig  C akes A ss td ........... 12
F ires id e  P e a n u t  Ju m b  10 
F ire s id e  Sug. Ju m b  12 
F lu ted  C oated  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 G em s P la in  . .  8% 
G inger G em s Iced  . . .  9% 
G rah am  C rack e rs  . . . .  8 
G in g er S naps  F a m ily  8% 
G inger S n ap s  R ’d . . .  8
H arlequ in  Ju m b le s  . .  12 
H ouseho ld  Cookies . . .  8 
H ouseho ld  Cks. Iced  . .  9
H ippodrom e B a r ......... 12
H oney  F in g e rs  A ss’t  12
H oney  F la k e s  ...........  14
H oney  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 akes  .................  8
M ary  A n n  ...................  8%
M arshm allow  Coffee

C ake .......................... 13
M arshm allpw  P e c an s  18 
M arsh m allo w  W a ln ts  18
M edora ............................ 8
N B C  H oney  C ak es  . .  12 
O a tm eal C ra ck e rs  . . . .  8
O range  G em s .............  9%
P e n n y  A sso rted  ...........  8%
P e a n u t G em s ........... •
P icn ic  M ixed .............  12
R a is in  C ookies ...........  10
R aisin  G em s ...............  11
R asp b e rry  D e sse r t . .  17
R everes  A ss td ...............  15
S u ltin es  .........................  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
V an illa  W a fe rs  .........  18

In -e r-S e a l T ra d e  M ark  
Goods

p e r  dos.
B aro n e t B iscu it ...........1 00
B rem n e rs  B tr  W afa. 1 00
C am eo B iscu it .............1 50
C heese S an d w ich  . . . . 1  
C hoco late  W a fe rs  . . . 1  
E x ce ls io r B u tte r s  . . . . 1
F ig  N ew to n  ................. 1 00
F iv e  O’C lock T e a  B e t 1 00 
G inger S n ap s  N B C  . .  1 00

:ss
s:
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8 9 10 11
G rah am  C rack e rs  R ed 

Label, 10c size . . . .  1 00
L em on S naps  .................  50
O y ste re tte s  .................  50
P rem iu m  S odas ........... 1 00
R oyal T o a s t  ................. 1 00
S a ra to g a  F la k e s  ............1 50
Social T e a  B iscu it . .1 00
U n eed a  B iscu it ...........  50
U n eed a  G inger W a fe r  1 00
V an illa  W a fe rs  ........... 1 00
W a te r  T h in  B isc u it . .1 0 0  
Zu Zu G inger S n ap s  . 50
Z w ieback  .....................  1 00

O th e r P ack ag e  Goods 
B a rn u m ’s  A n im als  . .  50
C hocolate  T o k en s  . . . 2  50 
B u t te r  C rack e rs  N BC 

F a m ily  P a c k ag e  . . . 2  50 
Soda C rack e rs  N BC 

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 tin o  .........................  2 50
M allom ars ...................  1 00
N abisco , 10c ..................1 00

in  bu lk , p e r  tin
N ab isco  ................. •' • • • 1 J5
F e s tin o  .........................  1 50
B en t’s  W a te r  C rack e rs  1 40

CREAM  TA R TA 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  1...............  15@17

C itron
C orsican  .......................  16

C u rra n ts
Im ported  l ib . p k g .......... 8^s
Im ported , bulk  .............  8%

P each es
M uirs—Choice, 251b. . .  7% 
M uirs—F an cy . 251b. . .  8% 
F an cy , P eeled , 25Tb. . .15 

Peel
L em on, A m erican  ----- 12%
O range, A m erican  ----- 12%

R aisin s
C luster. 20 ca r to n s  . .2  25 
Loose M usca tels , 4 Cr. 7% 
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 251b. boxes . .@ 8% 
70- 80 25Tb. boxes . . 0  9% 
60- 70 25Tb .boxes . .0 1 0  
50- 60 25Tb. boxes . . O i l  
40- 50 251b. boxes . .0 1 2

f a r i n a c e o u s  g o o d s  
Beans

C alifo rn ia  L im as  . . . .  8%
M ed. H a n d  P ick ed  . .  2 40
B row n  H olland  ........... 2 00

F a rin a
25 1 Tb. p ack ag es  -----1 5 t
B ulk, p e r  100 lb s .......... 4 00

O rig inal H olland R usk 
P ack ed  12 ro lls to  c o n ta in e r  
3 c o n ta in e rs  (40) ro lls 3 20 

H om iny
P ea rl, 100 lb . sack  . .2  25 
M accaronl and  V erm icelli 
D om estic, 10 Tb. box . .  60
Im p o rted , 25 lb. box . .2 50 

P ea rl B arley
C h es te r  .........................  3 15
E m p ire  .........................

P eas
G reen, W isconsin , bu . 1 45 
GFeen, Scotch , bu. . .  1 45
Split, lb .............................. 04

Sago
E a s t  In d ia  .....................  4%
G erm an , sack s  ........... 4%
G erm an , b roken  pkg. 

T ap ioca
F lake , 100 lb. sack s  . .  4% 
P ea rl, 100 lb . sac k s  . .  4%
P e a rl, 36 p k g s ..................2 25
M inute , 36 p k g s ............. 2 75

F IS H IN G  T A C K L E
% to  
1% to 
1% to  
1% to

1 in .................
2 in.................
2 in ...............
2 in ............. .

___  6
____ 7
___  9

........ 11

........ 15
3 In. ........ 20

Cotton Lines
N o. 1, 10 feet . . . .........5
No. 2. 15 feet . . . .........7
No. 3, 15 feet ------.........9
No. 4, 15 fee t . . . . ........ 10
No. 5, 15 feet ---- ........ 11
No. 6, 15 fee t ---- .........12
No. 7. 15 fee t . . . ........ 15
No. 8, 15 feet ____........ 18
No. 9, 15 feet . . . . . . .  20

Linen Lines
Sm all . . .  20
Medium ................... . . .  26
Large . . .  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  E X T R A C T S 

Jen n in g s  D C B rand  

E x tra 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. . .  86 
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 la t . . . . 1  75

FLO U R  AND 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 izard  B u ck w h ’t  cw 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 ran en a  H e a lth  . . . .  2 25
G ran. M eal .................  2 25
B olted  M ed..................  2 00

V oig t M illing  Co. 
V oigt’s C rescen t . . . .  5 15
V oigt’s R oyal ............... 5 55
V oigt’s F lo u ro ig t . . . .  5 15 
V o ig t’s H yg ien ic  G ra 

h am  .............................  4 20
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 0#
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 rocer Co.
Q uaker, p a p e r  .........  4 60
Q uaker, c lo th  ........... 4 70
G rah am  B u ck w h t bbl 4 50 

K an sas  H ard  W h ea t 
V oig t M illing  Co.

C alla L ily  .....................  4 70
W orden  G rocer Co. 

A m erican  E ag le , %s 5 35 
A m erican  E ag le , % s 5 25 
A m erican  E ag le , % s 5 15

V oig t M illing  Co.
C olum bian  .....................  5 25

Roy B ak er.
N a z e tta  .........................  4 90
Golden H orn , b a k e rs  4 80
W isconsin  R ye ........  3 65
B ohem ian  R ye ........... 3 75

W orden  G rocer Co. 
W ingold , % s c lo th  . .  5 85 
W ingold , %s c lo th  . .  5 75 
W ingold , % s c lo th  . .  5 65 
W ingold, % s p a p e r  . .  5 70 
W ingold , % s p a p e r  . .  5 65 

WyKes oc Co.
Sleepy E ye , % s c lo th  5 50 
Sleepy E ye , %s c lo th  5 -10 
Sleepy Eye, %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
G olden G ran u la ted  . .  4 40 

W h ea t
N ew  R ed ................... '. 87
N ew  W h ite  .................  87

O ats
M ich igan  c a r lo ts  . . . .  44
L ess  th a n  c a r lo ts  . . . .  16 

Corn
C arlo ts  ...........................  76
L ess  th a n  c a r lo ts  . .  78

H ay
C arlo ts  .......................  16 00
L ess th a n  c a r lo ts  . .  IS 00 

Feed
S tre e t  C ar F eed  ___  30
No. 1 Corn & O a t F eed  30
C racked  Corn ...............  30
C oarse  c o rn  M eal . . . .  30 

FRUIT 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, can. tops, gro. 1 30 

G E L A T IN E
Cox’s, 1 doz. la rg e  . .  1 45 
Cox’s, 1 doz. sm a ll . .  90
K n o x ’s  Spark ling , 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  Rock, P hos. 1 25 
P ly m o u th  Rock, P la in  90 

GRAIN BAGS
B road  G auge ...............  18
A m oskeag  .....................  19

H erbs
Sage .........: ......................  15
H ops .................................. 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 , cured , No. 1 16 
C alfsk in , cured , No. 2 14% 

P e lts
Old W ool ................. 60@1 25
L am b s  ....................  10@ 25
S h earlin g s  .............. 10@ 15

T allow
No. 1 .....................  @ 5
No. 2 ...................  @ 4

W ool
U n w ash ed , m ed. @20
U nw ashed , fine . .  @15

H O RSE RADISH
P e r  doz...............................  90

Je lly
51b. pa ils , p e r  doz. . .2  40 

151b. pails , p e r  p a il . .  55
301b. pails , p e r  p a il . .1  00 

JE L L Y  G LA SSES 
% p t. in  bbls., p e r  doz. 15 
% p t. in  bbls., p e r  doz. 16 
8 oz. capped  in  bbls. 

p e r  doz............................  18
M A P L E IN E

2 oz. b o 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. 1 0 ............1 65

M USTARD
% lb . 6 lb. box ...........  16

O LIV E S
B ulk, 1 gal. kegs  1 00@1 10 
Bulk, 2 gal. kegs 95@1 05 
B ulk, 5 gal. kegs 90@1 00
Stuffed, 5 oz....................... 9o
StufTed, 8 oz................. 1 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................. 1 35
L unch, 16 oz................. 2 25
Q ueen, M am m oth . 19
_  oz.................................. 4 25
Q ueen, M am m oth , 28
„ „  ° z ..................................  5 75
Olive Chow, 2 doz. cs. 

p e r doz........................... 2 25
P IC K L E S

M edium
B arre ls , 1,200 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 23
5 ga llon  kegs ............... 2 25

G herk ins
B a rre ls  .......................  14 00
H a lf b a rre ls  ............... 6 50
5 gallon  kegs  .............  2 50

S w eet Sm all
B an-els .........................  17 00
H a lf  b a rre ls  ............... 9 25
5 ga llon  kegs .............  3 50

P IP E S
Clay, No. 216, p e r  box 1 75 
Clay, 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 
No. 20, R over, e n am ’d 1 50
No. 572, S pecial ........... 1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle  ..........¡2 00
No. 632 T o u rn ’t  w h is t 2 25 

PO TASH
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 rt 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  tie rc e s  11%@12 
C om pound L a rd  9 @ 9% 
80 lb. tu b s  . . . .a d v a n c e  % 
60 lb. tu b s  . . . .a d v a n c e  % 
50 Tb. tu b s  . . . .a d v a n c e  % 
20 Tb. pa ils  . . .a d v a n c e  % 
10 Tb. p a ils  . . .a d v a n c e  % 
5 Tb. pa ils  . . .a d v a n c e  1 
8 lb. pa ils  . . .a d v a n c e  1 

Sm oked M eats 
H am s, 12 lb. av . 18 @18% 
H am s, 14 Tb. 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 13 @13%
P icn ic  Boiled

H am s .............  19%@20
Boiled H am s . .  26%@27
M inced H a m  . .  14 @14%
B acon  ................  18 @24

S ausages
B ologna .............  12 @12%
L iv er .....................  9%@i.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

B eef
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 bb l.................................... 8 50

T  ripe
K its , 15 Tbs.................... 90
% bbls. 40 lb s ............... 1 60
% bbls., 80 lb s .............3 OO

C asings
H ogs, p e r  % .................  35
Beef, rounds, s e t  . .  18@20 
Beef, 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 lb .......... 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 lavo r, %s ........... 55
P o tted  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 @6%
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 , bb ls ...................4 75
M onarch , 90 Tb. sks. 2 25 
Q uaker, 18 R eg u la r . . . 1  45 
Q uaker, 20 F am ily  . .  4 25

SALAD DRESSIN G
Colum bia, % p t .................2 25
Colum bia, 1 p in t ___  4 00
D u rk ee ’s, la rg e  1 doz. 4 50 
D u rk ee ’s, sm all, 2 doz. 5 25 
S n id e r’s, la rge , 1 doz. 2 35 
S n id e r 's  sm all. 2 doz. 1 35 

SA L ER A TU S 
P acked  60 lbs. in box 

A rm  and  H a m m e r . .  3 00 
W y an d o tte , ICO % s . .  3 00 

SAL SODA
G ran u la ted , bb ls ............... 80
G ran u la ted , 100 lbs. cs. 90 
G ran u la ted , 36 pkgs. . .  1 25

SA 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. sack s  ............... 40
28 lb. sack s  ............... 20

W arsaw
56 lb. sack s  .................  26
28 Tb. d a iry  in drill b ag s  20 

S o lar Rock
56 Tb. sack s  .....................  26

Common
G ranu la ted , F in e  ......... 1 05
M edium , F in e  ............... 1 10

SA LT FISH  
Cod

L arge , w hole . . .  @ 9
Sm all, w hole . . .  @ 8%
S trip 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. wh. hoop M llchers

kegs ............................ 65
S tan d a rd , bb ls ................  I  75
S tan d a rd , % bbls. . . .  4 63
S tan d a rd , kegs  ...........  64

T ro u t
No. 1, 100 lb s ...................7 50
No. 1, 40 lb s ...................... 2 25
No. 1, 10 lb s ..................  90
No. 1, 2 lb s ..................  75

M ackerel
M ess, 100 lbs...................15 00
M ess, 40 lbs....................  6 50
M ess, 10 lb s ....................  1 70
M ess, 8 lb s ......................  1 45
No. 1, 100 lb s .................14 00
No. 1, 40 lb s .................... 6 10
No. 1, 10 lb s .................... 1 60

L ake  H erring
100 lbs................................  4 25

40 lb s ................................  2 10
10 lb s ..................................  62
8 lb s ..................................  54

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 ss ian  . . . .  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 rge  3 dz. 3 50 
H an d y  Box, sm all . .  1 25 
B lxby’s  R oyal Polish  • 86 
M iller’s  C row n Polish  85 

S N U F F
Scotch, in b lad d ers  . . . .  37
M accaboy. in  Ja rs  ........... 35
F ren ch  R apple  in Ja rs  . .  43

SODA
B oxes .................................  5%
K egs, E n g lish  ............... 4%

S P IC E S  
W hole Spices

A llspice, J a m a ic a  . .9@10 
Allspice, lg  G arden  @11 
Cloves, Z an z ib a r . .  @22 
C assia, C an ton  . .  14@ 15 
C assia , 5c pkg. dz. @25 
G inger, A frican  . .  @ 9%
G inger, C ochin . .  @14%
M ace, P e n a n g  . . . .  @70
M ixed, No. 1 ......... @17
M ixed, No. 2 ......... @16
M ixed, 5c pkgs. dz. @45 
N u tm eg s, 70180 . .  @30
N u tm 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  G round In Bulk 
A llspice, J a m a ic a  . @14
Cloves, Z an z ib a r . .  @29
C assia, C a n t o n ___  @20
G inger, A frican  . . .  @17
M ace, P e n a n g  ......... @75
N u tm e g s ...................  @35
P epper, B l a c k ......... @19
P epper, W h i t e ......... @27
P epper, C ayenne  . .  @24 
P h p rik a , H u n g a rian  @45

STARCH
Corn

K ingsford . 40 bS...........  7%
M uzzy, 20 l ib . pkgs. . .  5% 

K ingsford
S ilver Gloss, 40 1Tb. . .  7% 
M uzzy, 40 1Tb. pkgs. . .  5 

Gloss
Argo, 24 5c pkgs. . .  90
S ilver Gloss, 16 3Tbs. . .  6% 
S ilver Gloss, 12 6Tbs. . .  8% 

M uzzy
48 1Tb. p ack ag es  ........... 5
16 3Tb. p ackages  ........... 4%
12 61b. p ackages  ........... 6
501b. boxes .....................  3

SY RU PS
Corn

B arre ls  .........................  27
H a lf b a rre ls  ................. 29
B lue K aro , 2 lb .............1 80
Blue K aro , 2% lb .......... 2 30
B lue K aro , 5 Tb........... 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 tb ........... 2 50
R ed K aro , 10 Tb...........2 40

P u re  C ane
F a ir  .................................  1«
Good .................................  29
Choice ...........................  25

T A B L E  SAUCES
H alford , la rg e  ........... 3 75
H alfo rd , s m a l l ...............  2 25

TE A
U ncolored Jap a n

M edium  ...................  20@25
Choice .......................  28(q33
F a n c y  .......................  36@45
B ask e t-fired  M ed’m  28@30 
B ask e t-fired , Choice 35@37 
B ask e t-fired , F a n c y  38@45
No. 1 N ibs ................30@32
Siftings, bu lk  ......... 9@10
Siftings, 1 Tb. pkgs. 12@14 

G unpow der
M oyune, M edium  ..28@33 
M oyune, C hoice ...35@ 40 
M oyune, F a n c y  . . .  50@60 
P in g  Suey, M edium  25@30 
P in g  Suey, Choice 35@40 
P in g  Suey, F a n c y  ..45@ 50 

Young Hyson
Choice .......................  28 @30
F a n c y  .......................  45@65

Oolong
F o rm o sa , M edium  ..25@ 28 
F o rm o sa , C hoice . .32@35 
F o rm o sa , F a n c y  ...50@ 69 

E ng lish  B re ak fas t 
Congou, M edium  ...25@ 30 
Congou, Choice ....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, C hoice ..30@35 
F lo w ery  O. P . F a n c y  40@50

TOBACCO 
F in e  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  an d  H oney, 5c 5 76
Red Bell, 16 oz................. 3 96
Red 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 Cuba, 5c ............. 5 76
S w eet C uba, 10c . . . .  95
Sw eet Cuba, 1 lb. t in  4 50 
Sw eet Cuba, % Tb. foil 2 25 
S w eet B urley , 5c L& D  5 76 
S w eet Burley, 8 oz. . .  2 45 
Sw eet B urley , 16 oz. 4 90 
S*weet M ist, % gro. . .  5 70
Sw eet M ist. 8 oz..........11 10
T eleg ram , 5c ............... 5 76
T iger, 5c .......................  6 00
T iger, 25c cans  ........... 2 40
U ncle D aniel, 1 lb. . .  60
U ncle D aniel, 1 oz. . .  5 22

Plug
Am. N avy, 16 oz.............  32
Apple, 10 Tb. b u tt ......... 38
D rum m ond N a t. Leaf, 2

a n d  5 Tb.......................  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 Four, 6 and  16 tb. 32
B oot Jac k , 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
Clim ax, 7 oz.....................  47
D ays’ W ork , 7 & 14 lb. 38 
C rem e de M enthe, Tb. 62 
D erby, 5 Tb. boxes . . . .  28
5 B ros., 4 Tb.....................  66
F o u r Roses, 10c ........... 90
G ilt Edge, 2 tb ...............  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 Tb. . .  46
G. T. W ., 10 Tb. & 21 Tb. 36 
H o rse  Shoe, 6 & 12 lb. 43 
H oney  D ip T w ist, 5&10 43 
Jo llv  T a r. 5 & 8 tb. . .  40
J . T., 5% & 11 lb ......... 40
J . T ., 5% & 11 lb ......... 35
K ey sto n e  T w ist, 6 tb. 45
K ism et, 6 lb .................... 48
M aple D ip, 20 oz...........  28
M errv  W idow . 12 1b. . .  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 e a f 93 
P eachey . 6-12 & 24 lb . 41
P icn ic  T w ist, 5 Tb..........  45
P ip e r  H eidsick , 4 & 7 Tb. 69 
P ip e r  H eidsick , 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 p ear H ead , 7 oz. . . .  47
Sq. D eal. 7, 14 & 28 Tb. 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 en n y , 6 & 12 Tb. 35 
Tow n T alk , 14 oz. . . .  31
Y ankee Girl. 12 & 24 lb. 31

S crap
All Red, 5 c ..................... 5 76
Am. U nion S c rap  . . . .  5 40
B ag  P ipe . 5c ...............  5 88
C u tías, 2% oz.................  26
Globe Scrap , 2 oz. . .  30
H ap p y  T h o ugh t. 2 oz. 30 
H oney  Comb S crap , 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
Scrapple , 5c p k g s ........... 48
S ure  Shot, 5c 1-6 gro. 5 76 
Y ankee G irl S c rap  2oz. 5 76 
P a n  H an d le  Scrp  % gr. 5 76 
P each y  Scrap , 5c . . . .  5 76 
U nion W o rk m an , 2% 6 00

Smoking
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 an n er, 5c .................  5 76
B an n er, 20c ...............  1 60
B an n er, 40c ...............  3 20
Belwood, M ix tu re . 10c 94
B ig  Chief, 2% oz. . . .  6 00 
Big C hief, 16 oz...........  30
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SPECIAL PRICE CURRENT 15 16 17

12 13 14
Sm oking

B ull D urham , 5c . . . .  5 85 
Bull D urham , 10c . . . .1 1  52 
B ull D urham , 15c . .  17 28 
B ull D u rh am . 8 oz. . .  3 60 
Bull D u rh am , 16 oz. . .  6 72
B uck  H orn , ac ........... 5 76
B uck  H o rn , 10c ...........11 52
B ria r  P ipe, 5c ........... 6 00
B ria 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 therhood , 5c ......... 6 00
B ro therhood , 10c , . . .1 1  10 
B ro therhood , 16 oz. . 5 05
C arn iva l, 5c ............... 5 70
C arn iva l, % oz ........... “j*
C arn iva l, 16 oz...........  40
C igar C lip 'g , Jo h n so n  30 
C igar C lip’g, S eym our 30 
Id e n tity , 3 & 16 oz. - . 3 0  
D arby  C igar C u ttin g s  4 50 
C o n tin en ta l Cubes, 10c 90
Corn C ake, 14 oz.......... 2 55
Corn Cake, 7 oz...........1 4o
C orn Cake, 5c .............  5 7b
C ream , 50c pa ils  .........4 70
C uban S ta r, 5c foil . .  5 76 
C uban S ta r, 16 oz. p is  3 72
C hips, 10c ..................... 10 "0
D ills B est, 1% oz...........
D ills B est, 3% oz.......... 7^
D ills B es t, 16 oz.......... 73
D ixie K id, 5c ...............  Jjj
D uke’s M ix tu re , 5c . .5  <b 
D uke’s M ix tu re , 10c . .11 52
D uke’s C am eo, 5c ----- 5 ^b
D rum , 5c .......................  "
F . F . A., 4 oz............  5 04
F . F . A., 7 oz ................11 52
F ash io n , 5c ................. ® oo
F ash io n , 16 oz............... j*
F iv e  B ros., 5c ...........  5 <b
F iv e  B ros., 10c ...........10 53
F iv e  c en t c u t P lu g  . .  29
F O B  10c ......................11 52
F o u r R oses, 10c ......... 0b
F u ll D ress, 1% oz. . .  72
Glad H and , 5c ........... 48
Gold Block, 10c ...........12 00
Gold S ta r. 50c p a il . .  4 70 
G ail & Ax. N avy , 5c 5 76
G row ler, 5c .................  ’ 2
G row ler, 10c ................   9’
G row ler, 20c   1
G ian t, 5c ..................... “ 7b
G ian t, 40c ......................  3 96
H an d  M ade, 2% oz. . .  50
H aze l N u t, 5c ........... 5 76
H oney  Dew, 10c -----12 00
H u n tin g , 5 c ...................  38
i  y  t . Re ....................... 6 10
1 X  L, in pa ils  .............  3 90
J u s t  Su its, 5 c ............... 6 00
J u s t  S u its, 10c ...........12 00
K iln  D ried , 25c .........2 4a
K in g  B ird , 7 oz...........2 16
K ing  B ird , 10c ...........H  52
K in g  B ird , 5c ...............  5 76
L a  T u rk a , 5c ............. 5 76
L ittle  G ian t, 1 Ib ...........  28
L ucky  S tr ik e , 10c . . . .  96
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 er 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
Noon H our, 5c ........... 48
Old Colony, 1-12 gro. 11 52
Old Mill. 5c ................. 5 76
Old E ng 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 and , 1 oz...............  63
P a tte rs o n  S’eal, 1% oz. 48 
P a tte rs o n  Seal, 3 oz. . .  96 
P a tte rs o n  Seal, 16 oz. 5 00
P eerle ss , 5c ............... 5 76
P eerle ss , 10c c lo th  . .11 52 
P ee rle ss , 10c p a p er ..10  80
P eerle ss , 20c ............... 2 04
P eerle ss , 40c ...............  4 08
P laza , 2 gro. case  . . . . 5  76
Plow  Boy, 5c ............. 5 76
Plow  Boy, 10c ........... 11 40
Plow  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 rin ce  A lbert, 5c . . . .  48
P rin ce  A lbert, 10c . . . .  96
P rin 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  ..10  52
R ob Roy, 25c d o z .......... 2 10
Rob Roy, 50c doz. . . .  4 10
S. &  M., 5c g r o s s -----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 . . . .1 0  50

P ilo t, 7 oz. doz........... 1 05
S oldier Boy, 1 lb .......... 4 75
S w eet C aporal, 1 oz. 60 
S w eet L o tus, 5c . . . .  6 00
S w eet L o tus, 10c ___12 00
S w eet L o tus, p e r  dz. 4 35 
S w eet Rose, 214 oz. . .  30
S w eet T ip  Top, 5c . .  50
S w eet T ip  Top, 10c . .  1 00 
Sw.eet T ips, g ro ...1 0  08
Sun Cured, 10c ............. 98
S u m m er T im e, 5c . . .  5 76 
S u m m er T im e, 7 o z .. .  1 65 
S um m er T im e, 14 oz. 3 50 
S tan d a rd , 5c fo il . . . .  5 76 
S tan d a rd , 10c p a p e r  8 64 
Seal N . C. 1% c u t p lug  70 
Seal N . C. 1% G ran . 63 
T h ree  F e a th e rs , 1 oz. 48 
T h ree  F e a th e rs , 10c .lx  u2 
T h ree  F e a th e rs  an d

P ip e  com bina tion  . .  2 25 
T om  & J e r ry , 14 oz. 3 60 
T om  & J e r ry , 7 oz. . .1  80 
T om  & J e r ry , 3 oz. . .  76
T ro u t L ine, 5c ...........5 90
T ro u t L ine, 10c ....... 11 00
T u rk ish , P a tro l , 2-9 5 76
T uxedo, 1 oz. b ag s  . .  48
T uxedo, 2 oz. t in s  . . .  96
T uxedo, 20c ................. 1 90
T uxedo, 80c t in s  . . . .  7 45
T w in O aks. 10c . .  . .  96
U nion L eader, 50c . . .  5 10 
U nion L eader, 25c . .  2 60 
U nion L ead er, 10c ..11 52 
U nion L eader, 5c . . . .  6 00 
U nion W o rk m an , 1% 5 76
U ncle Sam , 10c ......... 10 98
U ncle  Sam , 8 oz...........2 25
IT. S. M arine. 5c . . .  5 76 
V an B ibber, 2 oz. t in  88

V elvet, 10c tin

W a r  P a th , 5c

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  ho lder 85 
Id ea l No. 7 .......................  85

B A K IN G  P O W D E R  
Royal

10c s ize  . .  90 
l i tb  c an s  1 35 
6 oz c an s  1 90 
% lb can s  2 50 
% Ib can s  3 75 
l tb  c an s  4 80 
31b c an s  13 00 
51b can s  21 50

CIGARS

D is trib u te d  b y  Ju d so n  
G rocer Co., G rand  R apids; 
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 
ner, J ac k so n ; G odsm ark , 
D u ran d  & Co., B a ttle  
C reek ; F ie lb ach  Co., T o 
ledo.

O LD  M A S T E R  C O F F E E

121b. co tto n  m op h ead s 1 30 Jo h n so n  C ig a r Co.’s  B ran d
Palls D u tch  M as te rs  Club 70 00

2-hoop S ta n d a rd  . . . . 2 00 D u tch  M as te r  G rande 68 002- hoop
3-  w ire

S ta n d a rd  . . . .  
C able ...............

2
2

25
30 D u tch  M as te rs , Pan." 68 00

F ib re 2 40 L itt le  D u tch  M as te rs
Toothpicks (300 lo ts) ............... 10 00

B irch , 100 p ack ag es  . . 2 00 Gee J a y  (300 lo ts) . . 10 00
Idea l 85 E l P o r ta n a  ....................33 00

Traps S’. C. W ............................,32 00
M ouse, wood, 2 holes , 22 Jo h n so n ’s  H obby . . . . .32 00
M ouse. wood, 4 holes 45 Jo h n so n ’s  A s I t  Is  .,.33 00

Old M as te r  Coffee 
S an  M arto  Coffee

10 q t. G alvan ized  . . . .  1 55
12 q t. G alvan ized  ___  1 70
14 q t. G alvan ized  ___  1 90
M ouse, wood, 6 holes . .  70 
M ouse, tin , 5 holes . . . .  65
R at, wood .......................  80
R at, s p rin g  .....................  75

T  ubs
20-in. S tan d a rd , No. 1 8 00 
18-in. S tan d a rd , No. 2 7 00 
16-in. S tan d a rd , No. 3 6 00 
20-in. Cable, No. 1 . .  8 00 
18-in. Cable, No. 2 . .  7 00 
16-in. Cable» No. 3 . .  6 00
No. 1 F ib re  .................16 50
No. 2 F ib re  .................15 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 t in s  ........... 35
L ondres, 300 lo ts  ............10

C O F F E E
R oasted

D w in n e ll-W rig h t Co’s  B ’ds

J u te ,  2 p ly

F lax , m edium  . .  
W ool, 1 lb. ba les

V IN E G A R

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 akland  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 ac k ag e s  free.
W IC K IN G

No. 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
Splin t, la rg e  ................. 3 50
Splin t, m edium  ...........3 00
S plin t, sm all ............... 2 75
W illow , C lothes, la rg e  8 25 
W illow , C lothes, sm all 6 75 
W illow , C lothes, m e’m  7 50

B u tte r  P la te s  
O vals

14 lb ., 250 in  c ra te  . . . .  35 
14 lb., 250 in  c ra te  . . . .  35
1 lb ., 250 in  c r a t e .........40
2 Ib., 250 in c ra te  . 50
3 lb ., 250 in c ra te  . 70
5 lb ., 250 in  c ra te  .90

W ire  E nd
1 lb ., 250 in c ra te  . 35
2 lb ., 250 in  c r a t e ......... 45
3 lb., 250 in c r a t e .........55
5 lb ., 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 ins 
R ound  H ead

4% inch , 5 g ro ss  ........... 65
C artons, 20 214 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 plete  .............  28
C ase No. 2, fillers, 15

s e ts  ...........................  1 35
Case, m edium , 12 s e ts  1 15

. 96 No. 3 F ib re  ............... .13 50
3 84 L a rg e  G alvanized  . . . 5 50
7 68 M edium  G alvan ized  . . 4 75

i 5 75 Sm all G alvan ized  . . . 4 25
6 00 
1 60 Washboards

. 40 B anner, Globe ........... . 2 50

. 40 B rass, S ingle ............. . 3 25
5 75 G lass, S ingle ............. . 3 25

. 31 Single A cm e ............. . 3 15
5 76 D ouble P ee rle ss . 3 75

11 52 Single P e e rle ss  . . . . . 3 25
6 00 N o rth e rn  Q ueen . . . • 3 25

11 52 Double D uplex  ......... . 3 00
4 80 Good E nough  ........... . 3 25

U n iv e rsa l ...................... 3 15

24 W indow Cleaners
12 in ................................ 1 65
14 in ................................ 1 85

13 16 in ................................ 2 30
24

9% Wood Bowls
13 in. B u tte r  ............... , 1 75
15 in. B u tte r  ............. . 2 50
17 in. B u tte r  ............. 4 75

i 11% 19 in. B u tte r  .............. ,. 7 50

R oyal G arden  T ea , pkgs. 40 
T H E  BOUR CO., 

TO L E D O , O H IO .

SA FES

W R A P P IN G  P A P E R
C om m on S traw  ............  2
F ib re  M anila, w h ite  . .  3 
F ib re  M anila, co lored  4
No. 1 M anila  ................  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, full c ’n t  15 
W ax  B u tte r , ro lls . . .  12

Y E A S T  C A K E
M agic, 3 doz..................1 15
S unligh t, 3 doz...............1 00
S un ligh t, 114 doz..........  50
Y east F oam , 3 doz. . .1  15
Y east F oam , 114 doz. 85

F u ll line  of fire a n 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

W h ite  H ouse , 1 tb .............. C om pany. T h ir ty -f iv e  sizes
W h ite  H ouse , 2 lb .................  a n d  s ty le s  on h an d  a t  all
E xce lsio r, B lend, 1 lb ........  tim es—tw ice  a s  m an y  sa fes
E xcelsio r, B lend, 2 lb ..........  a s  a re  c a rrie d  by  a n y  o th e r
T ip  Top, B lend, 1 lb ..........  house  in th e  S ta te . If  you
R oyal B lend .........................  a re  u n ab le  to  v is it  G rand
R oyal H ig h  G rade  ...............  R ap id s  a n d  in sp ec t th e  line
S u p erio r B lend ...................  personally , w rite  fo r quo-
B oston  C om bina tion  ......... ta tio n s .

SOAP CHIPS
(Dish Washing)

SOAP
L a u tz  B ros.’ & Co.

A cm e, 30 b a rs  ........... 4 00
A cm e, 25 ba rs , 75 lbs. 4 00 
A cm e, 25 b a rs , 70 lbs. 3 80
A cm e, 100 cak es  ____ 3 20
B ig  M aste r, 100 blocks 4 oo 
C ream  B orax , 100 cks 3 85
G erm an  M ottled  ___  3 15
G erm an  M ottled , 5bx. 3 15 
G erm an  M ottled , 10 b. 3 10 
G erm an  M ottled , 25 b. 3 05 
L a u tz  N a p h th a  100 ck. 3 85 
M arseilles, 100 cak es  6 00 
M arseilles , 100 cks. 5c 4 00 
M arseilles, 100 ck. to il 4 00 
M arseilles, V4 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 36

S w ift & C om pany
S w if t 's  P r id e  .............  3 15
W h ite  L au n d ry  ......... 3 75
W ool, 6 oz. b a rs  . . . . 4  00 
W ool, 10 oz. b a rs  . . . . 6  65 

T rad e sm a n  Co.’s  B ran d  
B lack  H aw k , one box 2 50 
B lack  H aw k , five bxs 2 40 
B lack  H aw k , ten  bxs 2 25 

A. B. W ris ley
Good C h eer .................  4 00
Old C o u n try  ...............  2 40

Scouring
Sapollo, g ro ss  lo ts  . .  9 50 
Sapolio, h a lf  gro. lo ts  4 85 
Sapolio, sing le  boxes 2 40
Sapolio, h a n d  ............... 2 40
Scourine, 50 cak es  . .  1 80 
S courine, 100 cak es  . .  3 50 

Soap C om pounds 
Jo h n so n ’s F ine , 48 2 3 25 
Jo h n so n ’s  X X X  100 5c 4 00
R ub-N o-M ore  .............  3 85
N ine  O’clock ............   3 50

W ash in g  P ow ders
A rm o u r’s  .....................  3 70
B a b b itt’s  1776 .............  3 76
Gold D ust, 24 la rg e  ..4  30 
Gold D ust, 100 sm all 3 85
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 oseine .........................  3 5C
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  55 
S w ift’s  P rid e , 100s . .  .3 65 
W isdom  .......................  3 30

___  T h e on ly
] KITCHEN! p i
R̂ienzeiI

C l e a n s e r
__ G uaranteed t*

I CUANS'SCOUBSll equsl thehcRU.S..OUS»u| be8t 1#<. kjnd||
M - C A N S - $3.11

BBLS.
210 l b s ............3c per lb .White City

Tip Top (Caustic).......................................................... 250 lbs.......... 4c per lb .
No. 1 Laundry D ry.................................................................. 225 lbs.......... 5 # c  per lb
Palm Pure Soap D ry................................................................... 300 lbs. . . .  -6#c per lb.

YO U R S T R U L Y L IN E S
P o rk  an d  B ean s 2 70@3 60
C ondensed Soup 3 25@3 60
S alad  D re ss in g 3 80@4 50
A pple B u tte r  . . . @3 80
C atsu p  ............... 2 70@6 75
M acaron i ......... 1 70@2 35
Spices ............... 40@ 85
H erb s  ................... @ 75
E x tra c ts  ............. @2 25
Chili P o w d er . . 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 8002 80
Rolled O ats  . . . . 2 90Ó4 15
D o u g h n u t F lo u r 4 05@4 50

A X L E  G R EA SE

1 lb . boxes, p e r  g ro ss  9 00 
3 Ib. boxes, p e r  g ro ss  24 00

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 one 
indestructible unit. Your school board should have our illustrated book B-C.

Motion Picture Theatre Seating
Highest in quality, lowest in price. W orld's largest m anufacturers of exclusive designs in 
opera chairs. Send floor sketch for FREE SEATING PLAN and book B-C-l.

Lodge Furniture We specialize Lodge. Hall and 
Assembly seating. Our long 
experience has given us a 

knowledge of requirements and how to meet them. M any styles in

veneer assembly chairs, and luxurious upholstered opera chairs. W rite M i l  
for book

■ m i c a  \  
I ¿ G R E $ ¿American Seating Company ^WipS

14 E. Jackson  Blvd.. Chicago 1
Grand Rapids N ew  York Boston Philadelphia
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BUSINESS-WANTS DEPARTMENT
Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each subsequent 

continuous insertion. No charge less than 25 cents. Cash must accompany all orders.

B U S IN E S S  C H A N C E S .

F o r  R en t—S to re  bu ild ing . Good lo ca 
tion  fo r c lo th in g  o r  d e p a r tm e n t s to re , 
in  a  live M ich igan  tow n. A ddress  No. 
328, care  T rad esm an . 328

F o r Sale—N atio n a l cash  re g is te r , No. 
542, cost $380, used  e ig h t m o n th s ; bo u g h t 
w ith  s to ck  of g roceries. A sp lend id  op
p o rtu n ity  to  g e t a  h ig h -g rad e  cash  re g 
is te r  cheap. A ddress T he  M ih le th a le r 
Co., L td ., H a rb o r B each, M ichigan. 319 

F o r  Sale— S econd-hand  e lev a to r, lif t 
1,500 pounds. P la tfo rm  4 x 7  fee t, 16 inch 
d ru m ; b e lt a t ta c h m e n t;  g e a red  fo r  e lec
tr ic  m o to r a tta c h m e n t.  P eop le ’s H a rd 
w are  Co., Inc ., F u lto n , N. Y. 318

F o r  Sale—O ne c h a ir  b a rb e r  shop, 
K oches la te s t  ch a ir. Good business . 
W rite  a t  once. Jaco b  R eveis , P o r tla n d , 
M ichigan. 317

F o r  • Sale—M eat m a rk e t, only m a rk e t 
in  C ountry tow n  of 600. A m oneym aker. 
A good one. F o r  p a r tic u la rs  w rite  161 
H ag u e  Ave., D e tro it, M ichigan. 316

W e have  sp ace  fo r  a  tine shoe d e p a r t
m ent. W ould  like  to  su b le t th is  space  
on a  p e rc en tag e  b asis . W e  a re  do ing  a  
v e ry  ex ten siv e  re a d y - to -w e a r  business, 
occupying  a  th re e -s to ry  bu ild in g  a t  IS
IS W h ite h a ll s tre e t ,  th e  m ost p o p u la r  
an d  h ig h -p ric ed  re ta il  sec tio n  of A tlan ta . 
W ould  only conside r a  h ig h -c la s s  p a r ty  
o r  a  v e ry  re p u ta b le  co n ce rn  w ho  is 
financially  ab le  to  do th is  d e p a r tm e n t 
fu ll ju s tic e . I f  you know  th e  shoe b u s i
ness  an d  w a n t to  m ake  m oney, ad d re ss
G. W . Seay, P re s id e n t S o u th e rn  S h it 
& S k ir t Co., 43 W h iteh a ll, A tla n ta , Ga.
_______________________________________315

F o r Sa le—H a rd w are  in  good live tow n 
in C en tra l M ichigan, invo ices a b o u t 
$4,000- Good ch an ce  fo r som eone to  
m ake  safe  in v estm en t. I f  in te re s ted  i t  
w ill p ay  you to  in v e s tig a te . A ddress  No. 
327, c a re  T rad esm an . 327

F o r Sale—-D epartm en t s to re  in  b e st 
g ro w in g  su b u rb  of Toledo, Ohio, n e a r  b ig  
m a n u fa c tu rin g  in d u s tr ie s ; e s tab lish ed  six  
y e a rs ; la rg e  cash  tra d e ; s to ck  new  and  
c lean ; good le ase ; ch eap  re n t ;  a  ra re  
ch an ce ; a c t  quick . B es t re a so n  fo r se ll
ing. A ddress  M. J . F ., 809 S y lv an ia  Ave.,
W es t Toledo, Ohio.__________________ 325

$2,500 fo r loss of life, $15 p e r  w eek 
if sick  o r h u r t;  $5 p e r  y e a r ; no d u es  o r 
a s se ssm e n ts ; ag es  16 to  65; a ll sexes. 
Box 75, N evada , Mo. 324

F o r Sale— Shoe s to ck  an d  fix tu res. 
F o u r y e a r  lease  on bu ild ing . O ne of th e  
best lo ca tio n s  in th e  so u th  fo r shoe b u s i
ness. F o r  p a r tic u la rs  a d d re ss  P . O. Box
745, M erid ian , M iss. _____________323

F o r S a le—C lo th ing  a n d  fu rn ish in g  
goods stock , b e s t tow n in  C en tra l M is
souri. $7,000 stock , good tow n of 20,000 
population . Tw o good ra ilro ad  shops. 
B est c lo th in g  s ta n d  in  tow n. E s ta b 
lished  tra d e  in c ity  a n d  co u n try . W ill 
s tan d  in v estig a tio n . A d d ress  C loth ing , 
c a re  M ichigan T rad esm an . 322

E x ch an g e—M en 's  an d  boys’ c lo th in g  
a n d  g e n ts ’ fu rn ish in g s  (s ix  m o n th s  old) 
fo r shoes. A. & B. L each , 248 G ra tio t 
Ave., D e tro it. M ichigan. 321

F o r Sale—G eneral s to re  in in land  tow n, 
fine fa rm in g  co u n try . S tock  invo icing  
$2,000. m ostly  new . L. E . Q uivey, F u l-  
ton , M ichigan. 320

F o r Sale—Only b a rb e r  shop, con fec
tio n e ry  an d  ice c ream  p a rlo r  in tow n. 
D oing good business . Good fa rm in g  
co u n try . Box 73, E a s t  L eroy , M ichigan.

___________________________________314
H otel f ix tu re s; 30 room s; in  good K a n 

sa s  to w n ; long lea se ; $600 w ill handle . 
A ddress W a lte r  M essing, A bilene, K an - 
s a s . 313

E x ch an g e—Tw o h u n d red  an d  fo r ty  
ac re  im proved  g ra in  an d  s to ck  fa rm  in 
th e  corn  b e lt of In d ia n a  fo r a  c lo th in g  
o r d ry  goods s to re  in  a  good live place. 
A u g u st D re ifus, M onticello, In d ian a .

_______________312
F o r Sale—To close a n  e s ta te , th e  

G eorge L. G ran g e r d ru g  bu sin ess  a t  
M t. P le a sa n t is offered fo r  sale . T he 
s tock  of d ru g s, m edicines, to ile t a r tic le s  
and  su n d rie s  is  com plete. N o b e tte r  
location  in th e  c ity . M rs. E m m a  G ra n g 
er. Special A d m in is tra tr ix . 311

F o r  Sale—Ice  c re am  pa rlo r, h o te l and  
re s ta u ra n t .  F o r  p a r tic u la rs  a d d re ss  
B e r t B ridw ell, V estab u rg , M ichigan. 
_______________________________________310

F o r Sale—Sm all s to ck  b a z a a r  goods in 
h u s tlin g  little  to w n  of 500. F o r fu ll 
p a r tic u la rs  a d d re ss  No. 309, c a re  T ra d e s 
m an. 309

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 fifteen  lig h t c ap a c ity  
com plete. A1 condition . C an be b o u g h t 
fo r o n e -h a lf price . O. M. S m ith  & Co., 
F lin t, M ichigan. 262

F o r  Sale—S hoe s to re , live to w n  S o u th 
e rn  M ichigan. N e a r ly  a ll Selz shoes. 
A d d ress  C., ca re  T rad esm an . 296

L o ca tio n —D esirab le  fo r d ry  goods, 
c lo th in g  o r v a r ie ty  s to re . A ddress  G., 
c a re  T rad esm an . 297

M eat m a rk e t, tools, fix tu res, ice house 
an d  ice; only one here , good trad e . 
C heap if ta k e n  a t  once. C. S. W a te rs ,
B an n is te r, M ichigan._________________ 295

Y our 20 w ord  ad . in  100 m agazines . 
P ro o f copy s e n t a ll fo r $5. Send ad. 
a t  once fo r n e x t issues. S ystem  Service
Co., K en ton , Ohio.___________________308

A G ilt E dge  In v e s tm e n t. T h e  I n te r 
s ta te  Oil, G as a n d  D evelopm ent Co., of 
N ew  O rleans, ow ners  of v a lu ab le  lan d s  
in th e  g re a t  C addo oil field of L ouisiana , 
h a v in g  p laced  $42,000 of i ts  c a p ita l s to ck  
of $60,000, offers a  few  m ore  s h a re s  of 
T re a s u ry  S tock  a t  p a r  v a lu e  ($30 p e r 
sh a re ) . C an be pa id  on in s ta llm en ts . 
D rillin g  o p e ra tio n s  w ill beg in  a t  a n  ea rly  
da te . D on’t  m iss th is  o p p o rtu n ity  for 
a  good in v estm en t. A d d ress  a t  once 
fo r  fu ll p a r tic u la rs , 402 G odchaux  B ldg., 
N ew  O rleans, L a. 305

F o r  Sale—A m ost u n u su a l o p p o rtu n ity  
in  th e  N o rth w est. S to re , 30 x  90. P la ta  
fron t, h ig h -p o s ted  s te e l ceiling, p la te  
g la ss  ac ro ss  e n tire  back . B road  office 
balcony  ac ro ss  re a r  of s to re . $20,000 
bu s in ess  done w ith  no a d v ertis in g . E as ily  
in c rea sed  to  $30,000 o r  m ore. R en t, $125 
p e r  m o n th ; lease , 3 y ears . S tock  of 
c lo th ing , h a ts , shoes an d  fu rn ish in g  
goods, $8,000. F ix tu re s , $1,300. L o ca ted  
in  fa s t  g ro w in g  tow n  W ash in g to n ; 10,000 
p o p u la tio n ; c e n te r  of ra ilro ad s , coal m in 
ing, lu m b e r an d  fa rm in g  in te re s ts . G rea t 
fu tu re . S tock  in  A1 condition . E s ta b 
lished  3 y ea rs . A ddress  H am m o n d  M o rt
gage  Co., P o r tla n d , Oregon. 303

F o r R en t—M odern s to re  w ith  sale s  
b asem en t, 46 fe e t fro n t, 120 deep, b e s t 
choice c e n tra l location , su ita b le  fo r 
lad ie s ’ re a d y - to -w e a r  d ry  goods, e tc . 
P o p u la tio n  doubled  la s t  te n  y ea rs , now 
24,000. N e a re s t la rg e s t  c ity , 200 m iles 
aw av . C o u n try  a n d  c lim a te  best. Geo. 
L udw igs, W alla  W alla , W ash . 302

Sm all g ra in  e lev a to r , coal, feed  an d  
flour b u siness . C. E . E m ery , F o res t,
Ohio.__________________________________301

F o r  Sale—C om plete  s e t  of t in n e r ’s 
tools, w ith  8 f t. b ra k e  an d  8 ft. rolls, 
one la rg e  double oven, h o te l ra n g e  a n d  
a  la rg e  q u a n ti ty  of hoes, sp ad in g  fo rks, 
m an u re  fo rks, m in e rs ’ coal shovels, b a r  
iron, b a r  s tee l, lig h t a n d  h eav y  sh ee ts , 
w ire  rope, m an illa  rope, w ro u g h t iron  
pipe, va lves a n d  fittin g s, b e lting , p a ck 
ing, bo lts , n u ts  a n d  w ash e rs , an ch o rs, 
chain  an d  h eav y  h a rd w a re , s t ra p  and  
tee  h inges. T he  B ia ly  H dw e Co., B ay
C ity, M ichigan._______________________300

F o r Sale—Stock  of fu rn itu re  an d  w all 
p a p e r a t  E m p ire , M ich igan . In v en to rie s  
$1,200. S to re  w ell loca ted . R en t of 
s to re  an d  liv ing  room s, $10 p e r  m onth . 
A good o p p o rtu n ity . A d d ress  J . R. De 
V ries, c -o  H . L e o n a rd  &  S’ons, G rand  
R ap ids. M ichigan. 298

D oes y o u r tow n  need a  n ew sp ap e r a n d  
job  p r in t in g  office? If  so, w rite  P . M., 
c a re  T rad esm an . 291

Tw o d ru g  s to re s . W ill sell one fo r
l ittle  m oney  th is  m on th  only. M ight 
tra d e . G et busy . A ddress  O pp o rtu n ity , 
c a re  T rad esm an . 290

S P E C IA L  M E R C A N T IL E  A G E N C Y  
R E P O R TS  fu rn ish ed  on ind iv idua ls , firm s 
a n d  co rp o ra tio n s . G eneral re p u ta tio n  
a n d  financ ia l s ta n d in g  in v e stig a ted . 
C red ito rs ’ S erv ice  C om pany, 64 W es t 
R andolph  S t., C hicago, 111. 288

F o r Sale—Good p ay in g  h a rn e ss  b u si-
ness, s to ck  reduced  to  a b o u t $1,000. 
Good re a so n  fo r  selling . A ddress  No.
294, c a re  T rad esm an . 294

D rug  s to re , su b u rb an , d o ing  ab o u t
$12,000 an n u a l b u siness . W ill invoice
a b o u t $4,500. "Will lum p  o r  sell a t  in 
voice. F u r th e r  p a r tic u la rs ,  a d d re ss  
D rugs, 519 Jo h n  S t., K alam azoo . 287

V a rie ty  S tock—B est d ea l in  W es te rn  
M ichigan fo r th e  m oney. Invo ice  ab 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  b a k ery  and  
con fec tio n ery  s to re . D oing la rg e  b u s i
ness. A ddress  No. 281, c a re  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 erch an d ise , fu rn i
tu re , etc. W h e th e r  ch an g in g  location , 
re tir in g  from  b u s in ess  o r w ish  to  rea lize  
quick  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—D ru g  s to re , p opu la tion  6,000.
F u ll p rices. A v erag e  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  op p o rtu n ity . A d
d re ss  No. 253, c a re  T rad esm an . 253

$6,000 s to ck  d ry  goods, shoes, g roceries. 
C an  be reduced  to  su it p u rch ase r. Sales 
$18,000; tow n  of 300; b e s t fa rm in g  s ec 
tion  in  Iow a. N o tra d e s . D iscount. 
A ddress  P . E . B row n, E ldo ra , Iow a.

304
M E R C H A N D IS E  SALES’ CO ND U CT

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  you r 
own sto re , o r  e lsew here  on consignm 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 rokers,
Jack so n . M ich._______________________ 275

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. 
Sp lend id  coun 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 size U n ive rsal 
ad d in g  m ach ine  w ith  s tan d . In  firs t-  
c la ss  cond ition . A pply  C. P . Co., th is  
office. 260

F o r  Sale  C heap—A sn ap  on com plete  
tie  an d  p o s t mill. A verage  c ap a c ity  p e r 
te n  hou rs, 175,000 sh ing les, 2,000 ties . 
M ill h a s  n o t been  used  to  exceed fo u r 
full su m m er seasons. B oilers, engines, 
m ach ines, pulleys, e tc ., w ill be parcelled  
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 au lt S te. 
M arie, M ich. 272

F in e  re s idence  p ro p e rty  in  F ran k fo rt, 
M ichigan, to  exch an g e  fo r m erchand ise . 
A ddress No. 271, care  T rad e s m a n. 271 

F o r Sale—Good b rick  ho 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  rig h t. 
A ddress L ock Box 124, I th a c a , M ich.
_______________________________________247

W e p ay  CASH fo r m erch an d ise  s tock  
and  fix tu res. G rand  R ap id s  M erchandise  
& F ix tu re s  Co., 803 M onroe Ave. 203 

I f  you a re  In te re s te d  in  selling  o r 
b u y in g  a  g ro ce ry  o r g en e ra l s tock , call 
o r w rite  E . K ru isen g a , c -o  M usselm an 
G rocer C om pany, G rand  R apids, M ichi
g a n ___________________________________154

N ote  head , envelopes o r c a ras , 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

Shoes—W e buy an y  k ind  o t shoe stock , 
la rg e  o r sm all, fo r cash . Also fu rn ish 
in g  and  d ry  goods stocks. D e tro it M er
c an tile  Co., 345 G ra tio t Ave., D etro it, 
M ichigan. 237

F o r Sale — O ld -es tab lished  g rocery , 
s to ck  an d  fix tu res  a b o u t $2.500. Y early  
sales, over $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

W e buy  an 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 

I pay  cash  fo r s to ck s  o r p a r t  s tocks  
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 se llin g  proposition . P a r 
dee, T rav e rse  C ity, M ichigan. 190

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
tion  a n 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

M erch an ts  P lea se  T an e  N otice! W e 
hav e  c lien ts  of g ro ce ry  stocks , g en e ra l 
s tocks , d ry  goods stocks , h a rd w a re  stocks, 
d ru g  s tocks. W e  hav e  on o u r lis t a lso  a  
few  good fa rm s  to  ex ch an g e  fo r  such  
s tocks. A lso c ity  p ro p erty . If you w ish 
to  sell o r  ex ch an g e  y o u r bu s in ess  w rite  
us. G. R. B u sin ess  E x ch an g e , 540 H o u se 
m an  Bldg.. G rand  R apids. M ich. 859

S afes O pened—W . L. Slocum , safe  e x 
p e r t  an d  locksm ith . 97 M onroe ^Vve., 
G rand  R apids, M ich. 104

F re e  fo r  s ix  m o n th s , m y spec ia l offer 
to  in tro d u ce  m y m agazine  “ In v es 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 tt in g  poorer 
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 and  
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  Profit 
is  th e  only p ro g ressiv e  financ ia l Journal 
pub lished . I t  show s how  $100 g ro w 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.. C hicago. 448

C ash  fo r y o u r b u 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  ex ch an g e  a n y  k in d  o f business  o r 
p ro p e rty , w rite  m e. E s ta b lish ed  1881.
F ra n k  P . C leveland, R ea l E s ta te  E x p e rt, 
1261 A dam s E x p ress  B ldg., C hicago, 111. 
____________________________________  326

W ill p ay  cash  fo r s to ck  of shoes  and  
ru b b ers . A ddress  M. J .  O., c a re  T ra d e s 
m an. 221

H E L P  W A N T E D .

W an ted —F o rem a n  fo r c h a ir  fac to ry . 
W an ted  a  h igh  g ra d e  fin ish ing  fo rem an  
fo r c h a ir  fa c to ry ; one h av in g  h ad  ex- 

. ten siv e  experience  in  odd fin ishes such  
a s  fum ed, etc. S ta te  s a la ry  w an ted , 
a lso  g ive p a s t  reco rd  o f experience  and  
re fe rences . A ddress T h e  S to m p s-B u rk - 
H a rd t Co., D ay ton , Ohio. 285

S alesm en—A cq u ain ted  w ith  fac to rie s , 
ho te ls , b rew eries, p ack e rs  a n d  co n su m 
e rs  of p a in t of all k inds. A tla n tic  P a in t  
Co., 185 M adison Ave., N ew  Y ork C ity.
_______________ ________________________286

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 ac tiv e  m an  is  c e r 
ta in  to  estab 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 . Moo l, G eneral A gent, Col
um bus, Ohio. 591

S IT U A T IO N S  W A N T E D .

W an ted —P e rm a n e n t s itu a tio n  a s  s a le s 
m an, 12 y e a rs ’ experience  in  d ry  goods. 
M arried  m an, ag e  28. U n q u estio n ab le  
references . A ddress  Salesm an , care  
T rad esm an . 326

P o s itio n  W an ted —As m a n a g er of g ro 
cery . C an fu rn ish  best of re fe rences . 
A ddress  265, c a re  T rad esm an . 265

O R G A N I Z E
Merchants—Organize

Get busy and join the

Retail Grocers’ and General 
Merchants’ Association of Michigan

Write 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

ONE HUN DRED  DOLLAR 
Electric Coffee Mill 

at the
State Convention, Lansing, February, 

1915.

Our 1914 Slogan— 
DOUBLE T H E  M EM B ERSH IP

PR ESID EN T 
Wm. McMorris, Bay City

FIR ST V IC E-PRESID EN T 
J. A. Lake, Petoskey

SECOND V IC E-PRESID EN T 
W. J. Cusick, Detroit

SECRETARY
Fred W. Fuller, Grand Rapids

TREASURER 
Charles W. Grobe, Flint

BOARD OF DIRECTORS. 
Charles Wellman, Port Huron 

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

Try a “ want ad.” In the Tradesman and 
watch results.

Safes That Are Safe
SIMPLY ASK US 

“Why do your safes save their 
contents where others fail?’ ’

SAFE SAFES

Grand Rapids Safe Go. 
Tradesman Building
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BANKRUPTCY MATTERS.

Proceedings in the Western District 
of Michigan.

G rand  R apids. J u n e  15—In  th e  m a tte r  
o f F ra n k  J . Cook, v o lu n ta ry  b a n k ru p t, 
G rand  R apids, th e  firs t m ee tin g  of c re d 
ito rs  w as  held th is  da te . C laim s Were 
allow ed an d  th e  m a tte r  w as  a d jo u rn ed  
to  Ju ly  20, and  th e  b an k ru p t o rde red  to  
a p p e a r  fo r  ex am in atio n . T h e re  a re  no 
a s s e ts  in th is  e s ta te  n o t c la im ed  to  be 
e x em p t by th e  b a n k ru p t an d  th e  l ia 
b ilitie s  a g g re g a te  in  th e  neighborhood  of 
$25,000.

J u n e  16—In  th e  m a tte r  of Le R oy A. 
S m ith , v o lu n ta ry  b a n k ru p t, G rand  R ap 
ids, fo rm erly  o p e ra tin g  a  sm all co n fec 
tionery ' s to re , th e  firs t m e e tin g  of c re d 
ito rs  w as held  th is  da te . C laim s w ere  
allow ed. By vo te  of c re d ito rs  C harles
H . Lillie, of G rand  R apids, w as  elected 
tru s te e  and  h is  bond fixed a t  $200. Lew is
T. V an  W inkle , C h arle s  R. G reen  and  
Jo h n  H . H ild ing , a ll of G rand  R apids, 
w ere  ap p o in ted  ap p ra ise rs . T h e  firtst 
m ee tin g  w as th e n  ad jo u rn ed  to  J u ly  20. 
T h e  a sse ts  of th is  b a n k ru p t co n sis ts  of 
a sm all am o u n t of fix tu res  su itab le  fo r 
th e  co n fectionery  business.

In  th e  m a tte r  of E d w ard  H iem enga, 
b a n k ru p t. G rand  R apids, th e  tru s te e  h a s  
th is  day  been  au th o rized  to  a ccep t a  
p a r t  p ay m en t of th e  c la im  of th is  e s ta te  
a g a in s t  th e  e s ta te  of D uke V an  D yke, 
deceased , a m o u n tin g  to  $1,110.68. T he 
first re p o rt an d  acco u n t of th e  tru s te e  
is  expec ted  w ith in  a  few  days, upon th e  
rece ip t of w hich  a  spec ia l m ee tin g  w ill 
be called  an d  th e  firs t d iv idend  d e 
c la red  and  o rde red  pa id  to  c red ito rs . 
T h e  only a s s e t  of th is  e s ta te  is  th is  
c la im  fo r  w ork, lab o r an d  m a te ria l 
a g a in s t  D uke V an  Dyke, deceased , to ta l
ing  a b o u t $1.500. T he  c la im s a re  few  and  
th e  e s ta te  should p ay  a  s u b s ta n tia l  d iv i
dend  to  c red ito rs .

J u n e  17—In  th e  m a tte r  of th e  G rand  
R ap id s  M otor T ru ck  Co., b a n k ru p t.
G rand  R apids, a  spec ia l m ee tin g  fo r th e  
pu rpose  of h e a r in g  co n te sted  c la im s w as 
held  th is  da te . C laim s in  th is  m a tte r  
have  now  n ea rly  all been d isposed  of 
and  it  is expected  th a t  th e  tru s te e  will 
soon in s ti tu te  su it a g a in s t  c e r ta in  of th e  
s to ck h o ld ers  fo r  alleged u npa id  stock  
su b sc rip tio n s. If th is  s u it  is successfu l, 
th e  e s ta te  w ill pay  a  s u b s ta n tia l d iv i
dend to  c red ito rs , b u t if th e  tru s te e  is 
d e fea ted  in th is  m a tte r  th e  d iv idend  to  
g en era l c re d ito rs  w ill be a  v e ry  sm all 
one.

J u n e  18—In  th e  m a tte r  of th e  G elder 
M illinery  Co., b a n k ru p t, G rand  R apids, 
th e  firs t m ee tin g  of c re d ito rs  w as  held 
th is  d a te . T h is  b a n k ru p t is th e  ow ner 
of e ig h t s tocks  of m illinery  lo ca ted  in 
G rand  R ap ids  a t  th e  N orton  an d  G reen 
s to re s  and  a t  s to re s  in M uncie, In d ian a . 
F ind lay . C in c in n a ti, D ay ton , Toledo and  
L im a, Ohio. T he c la im s filed a g a in s t 
th e  e s ta te  w ere  allow ed and  th e  ob jected  
c la im s re fe rred  to  th e  tru s te e  fo r  in 
v e s tig a tio n  and  rep o rt. H eb er A. K no tt, 
receiver, m ade  a  v e rb a l rep o rt, w hich  
w as by  vo te  of c red ito rs  approved . A 
reso lu tion  w as adop ted  by th e  c red ito rs  
au th o riz in g  th e  rece iv er to  con tinue  
o p e ra tio n  of th e  s to re s  in h is  c ap a c ity  
a s  re ce iv e r u n til J u ly  22, an d  to  p u rch ase  
new  m erch an d ise  n o t to  exceed in 
am o u n t $1,000. B y th e  unan im o u s vo te  
of c re d ito rs  p re s e n t an d  rep resen ted , 
Jo h n  S n itse le r, of G rand  R apids, w as 
e lected  tru s te e  and  h is  bond fixed a t  
$5,000. T he  in v en to ry  ta k e n  by  th e  r e 
ceiver w as  filed show ing  to ta l a s s e ts  of 
abou t $18,000. T he  liab ilities  a re  abou t 
$.80,000.

In th e  m a tte r  of E d w ard  E . T aylor, 
b a n k ru p t, G rand  R apids, th e  firs t m e e t
ing  of c red ito rs  no ticed  fo r  th is  d a te  h a s  
been  ad jo u rn ed  to  J u ly  24.

F red  C. Jacobs, of F ra n k fo rt. B enzie 
coun ty , h as  filed a  v o lu n ta ry  p e titio n  in 
bank rup tcy ’ and th e  ad ju d ica tio n  m ade, 
and  m a tte r  re fe rred  to  R eferee  W ick s  
fo r a d m in is tra tio n . T h e  e s ta te  h a s  no 
a s s e ts  an d  th e  liab ilities  a re  lis ted  a t
$759.59. T h e  c re d ito rs  a re  lis ted  a s  fo l
lows :
B an k  of N ew  L a th ro p  .....................$210.00
A. L. D ryer, M arion  ...........................  7.33
Isab ella  County' S ta te  B ank , Mt.

P le a sa n t .......................................... 40.00
Isabella  C ountv  S av ings B ank.

Mt. P le a sa n t .................................  15.00
P ip e r  & Low’ery , M arion  ................. 9.00
T em ple  M fg. Co.. T em ple  ............... 8.50
Geo. A. M oody, P a rk  L ake ........... 14.00
G. M cL aughlin , C adillac  ................... 6.25
F red e ric k  & Sales, F ra n k fo r t  . . . .  18.00
D r. K inney. F ra n k fo r t  .....................  10.00
R ussell & Fo land . M t. P le a sa n t . .  2.50
F ra n k fo r t  G rain  Co,. F ra n k fo r t  . .  23.00
H um m ell & T o y n e tte , M t. P le a sa n t 8.00 
Jo h n so n  & H oneyw ell. M t. P le a s a n t 2.46
B. G rosenfelt, M t. P le a sa n t ........... 3.92
J . A. K inney  & Son. M t. P le a s 

a n t  ......................................................  76.63
Jo h n so n  B ros., M t. P le a s a n t . . . .  10.70
L. N. M arsh , M t. P le a sa n t ........... 3.00
C. F. M arsh . M t. P le a sa n t ............. 4.00
J . F . F au lk n e r, M t. P le a sa n t ----- 6.00
J . R ow an, M t. P le a sa n t ...................  2.75
W . E. Lew is, M t. P le a sa n t ........... 9.15
S. P o tte r , M t. P le a sa n t ...................  2.65
.T. A H en d rick s, M t. P le a sa n t ----- 19.00
D r. B urch , M t. P le a s a n t ............... 14.00
D r. Pu llen , M t. P le a sa n t .................  9.75
D r. B ro n s te tte r , M t. P le a sa n t . . . .  5.00
U nion  Tel. Co., M t. P le a s a n t ----- 5.00

M arion  S ta te  B an k ...............................120:00
J . A. K en n y  & Son, M t. P le a s a n t 91.00

J u n e  19—In  th e  m a tte r  of th e  P la m e r 
A u to  Co., b a n k ru p t. H a r t ,  th e  final m e e t- ' 
in g  of c re d ito rs  h a s  b een  a d jo u rn ed  to  
J u ly  23.

J u n e  22—In  th e  m a t te r  of Jo h n  E . 
T ru m an , b a n k ru p t, M anton , th e  spec ia l 
m ee tin g  of c red ito rs  s e t  fo r th is  d a te  
fo r th e  pu rpose  of d ec la r in g  th e  firs t 
d iv idend  h as  been  a d jo u rn ed  to  J u ly  23.

J u n e  23—In  th e  m a tte r  of L ow rie  & 
Coles, b a n k ru p t. T rav e rs e  C ity, th e  final 
m ee tin g  of c red ito rs  w as  held  th is  da te . 
C laim s w ere  allow ed an d  th e  firs t an d  
final d iv idend  o rde red  pa id  to  c red ito rs . 
T he  d iv idend  w ill be  a  v e ry  sm all one.

In  th e  m a tte r  of th e  C ham pion  Q uick 
R ep a ir Co., o p e ra ted  an d  ow ned  by  L. 
J . M cN aughton , Lowell, th e  in v o lu n ta ry  
p e titio n  in  b a n k ru p tc y  m ade  by  c red ito rs  
a g a in s t  th is  b a n k ru p t h a s  been  re fe rred  
to  th e  re fe ree  fo r a d m in is tra tio n  a f te r  
h a v in g  been  ad ju d ic a te d  b y  th e  court. 
T he  rece iv er h a s  a p p o in ted  R. E . S p rin g - 
e tt ,  Lowell, a s  cu sto d ian . O rd e r h a s  
been en te red  fo r th e  b a n k ru p t to  file 
h is  schedu les  w ith in  ten  d ay s  from  th is  
d a te .

St. Joseph Referee.
St. Jo seph , J u n e  12—In th e  m a tte r  of 

H e rb e r t L. L evey, H a r ry  J . L ew is and  
L evey  & Lew is, a  co p artn e rsh ip , b a n k 
ru p t, of K alam azoo , th e  tru s te e  filed 
h is  final re p o rt and  accoun t, show ing  
to ta l  a s s e ts  of $323.58 an d  d is b u rs e 
m en ts  of $26.50, leav ing  a  b a lan ce  on 
h and  of $297.08. An o rd e r, w as  e n te red  
by  th e  re fe ree  calling  a  final m ee tin g  
of c re d ito rs  a t  his office on J u n e  27, 
fo r  th e  p u rp o se  of p a ss in g  upon th e  
final re p o rt a n d  acco u n t and  th e  d e c la ra 
tion  an d  p ay m en t of a  d iv idend  p ro 
v id ing  th e re  a re  funds  upon w hich  to  
dec lare  a  d iv idend. C red ito rs  w ere  a lso  
d irec ted  to  show  cau se  w h y  a  ce r tif ic a te  
recom m end ing  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  referee .

J u n e  T5—In th e  m a tte r  of L ouis  V an  
H u is, b an k ru p t, of K alam azoo , a n  o r
d e r  w as  en te re d  by th e  re fe ree  d ire c tin g  
th e  b a n k ru p t to  show  cau se  on J u n e  27 
w hy  h is  p e titio n  should  n o t be d is 
m issed  fo r w a n t o f p rosecu tion , i t  a p 
p ea rin g  th a t  th e  b a n k ru p t had  m ade no 
effo rt to  ad v an ce  fu n d s  fo r th e  calling  
of th e  firs t c re d ito r’s m eeting , a lth o u g h  
th e  a d ju d ica tio n  occu rred  m ore th a n  
n in e  m o n th s  ago.

Ju n e  16-—In th e  m a t te r  of th e  M ich i
g an  B uggy C om pany, b a n k ru p t, of K a la 
m azoo, an  o rd e r w as  e n te red  by th e  
re fe ree  a d jo u rn in g  th e  ex am in atio n  of 
th e  officers of th e  b a n k ru p t fo r a  period  
of s ix ty  days.

Ju n e  19—W illis M ered ith , of K a lam a 
zoo, a  re ta i l  d ea le r in coal an d  wood, 
filed a  v o lu n ta ry  p e titio n  an d  he w as 
ad judged  b a n k ru p t an d  th e  m a tte r  r e 
fe rred  to  R eferee  B anyon , w ho w as a p 
po in ted  rece iv er to  ta k e  care  of th e  
b a n k ru p t’s a s s e ts  u n til  th e  firs t m ee tin g  
of c red ito rs . An o rd e r w as  e n te re d  by  
th e  re fe ree  a p p o in tin g  Roscoe G. G oem - 
bel. o f K alam azoo , cu sto d ian . T he 
schedu les of th e  b a n k ru p t d isclose  th e  
follow ing a s s e ts  and  liab ilities :
O 'B rien  & H olland  Supply  Co.,

K alam azoo  .................................... $342.39
G. R. & I. Ry. Co., G rand  R ap id s  169.81 
W oodham s. O akley, Oldfield Co.,

K alam azoo  ...................................... 125.00
R ai R iver Coal Co., C leveland . .  162.19 
C has. W . A m brose Co., B ay  C ity  64.14 
A m erican  Coal & Coke Co.. D e tro it 160.93
W . C. A lw a te r Coal Co., C leveland 92.51 
L eh igh  V alley Coal Co., Buffalo . .  545.59 
M iddle W est Coal Co., C hicago . .  351.94
A. M ulholland, R eed  C ity  ............... 173.97
K alam azoo  G as Co., K alam azoo  65.00 
K alam azoo  N a tio n a l B ank , K a la 

m azoo ................................................  127.83

T o ta l ............................................  $2,038.91
A ssets.

C ash  on h an d  ........................................ $192.65
S tock  in  tra d e  ...................................... 300.00
A ccount receivab le  .............................. 782.05
O th e r a s s e ts  .......................................... 332.00

T o ta l ............................................ $1,606.70
J u n e  20—In th e  m a tte r  of J a m e s  In g e r- 

soll D ay. b a n k ru p t, of D eca tu r, an  a d - 
jourrted  firs t m ee tin g  of c re d ito rs  w as 
held a t  th e  re fe re e ’s office. C erta in  
c red ito rs  filed o b jec tions  to  th e  a llo w 
an ce  of th e  c laim  of M aurice  W allb ru n  
fo r th e  sum  of $1,500, secu red  by  c h a t te l  
m o rtg ag e  upon th e  a s s e ts  of th e  b a n k 
ru p t, and  an  o rd e r w as  e n te red  by th e  
re fe ree  fo r a  h e a r in g  on said  o b jec tions  
a t  h is  office on J u n e  30. T he  b an k ru p t 
w as  allow ed  to  am en d  h is  schedu les to  
include th e  c la im  of th e  F ir s t  S ta te  
B ank  of D eca tu r. T he  firs t m e e tin g  w as 
th e n  fu r th e r  a d jo u rn ed  fo r th i r ty  days.

Correct.
A paper received from a reader the 

following query: “W hat do you think 
is the matter with my hens! Every 
morning when I go to feed them I 
find two or three of them lying on 
their backs, stiff as buckrams.” The 
editor’s reply was to the point: “We 
are afraid that your hens are dead,”

Domestic Ideals Lead to Extra Bur
dens.

That the high cost of living is really 
and more strictly, the cost of high 
living, has been stated and pretty well 
proved on analysis again and again, 
but probably nowhere more forcibly 
than by Fred Mason at a recent ban
quet of the Ann Arbor Retail Mer
chants’ Association. Mr. Mason 
sounded a strong blast to summon 
back to the simplicity of the past, 
the mad rush of to-day and to show 
that in the general scramble for lux
ury, the merchant is unjustly blam
ed for the increasing expense of or
dinary existence.

“It makes me hpt,” said Mr. Mason, 
“when I read of the attacks made 
upon the merchant or middleman and 
see him assailed as the cause of this 
high cost of living.

“I was raised on a farm out in Min
nesota, and I can remember how 
modestly we lived. We used to go 
to church and benefit by what we 
learned there and it didn’t cost us 
much. No we go to church and vie 
with each other to see who can wear 
the best clothes and put up the best 
appearance. We want the preacher 
who draws the biggest salary, but do 
you think that we get any more good 
from attending church now than we 
did when we were more humble in 
our tastes?

“When I was a kid if we wanted a 
good time we would throw a lot of 
straw into the bottom of a sleigh, 
call around at the houses of the dif
ferent boys and girls and wind up at 
the country school house, where we 
would have a dance and what modern 
dance is there that is prettier than 
the Virginia reel? For refreshments 
we would have some doughnuts, pop 
corn and cider.

“Now, when the young people want 
to go to a dance, what do they do? 
The young man thinks he must have 
a carriage, furnish flowers and candy 
for the lady and regardless of the 
salary he is earning, spends an 
amount of money out of all propor
tions to his income. All of this is 
added to the high cost of living.

“I remember that we used to sell 
calico for from 12 to 15 cents a yard 
and when people had a dress made 
from this material, they could con
sider themselves well dressed. In the 
old days I remember how my mother 
used to have the other ladies come to 
our house to attend the sewing cir
cle. They used to take a personal 
interest in each other’s affairs and 
the subjects that they talked about 
were wholesome and uplifting.

“Now if one of our wives wants to 
have an afternoon tea, she must call 
up her grocer and get all of the finest 
delicacies for her luncheon in order 
to outdo the lady who gave the last 
reception. She will pay up to a hun
dred dollars for a gown that doesn’t 
cover nearly as much of her as - that 
calico dress in which I used to think 
my mother used to look so beautiful. 
These increased expenses are also 
charged up against the high cost of 
living and the business man is blamed 
for it.

“It isn’t an increase in the neces

saries of life that has caused the high 
cost of living, it is the expense con
nected with the service which cus
tomers demand and the big increase 
in the amount which we spend for 
luxuries. The merchant is blamed for 
everything that enters into the higher 
standard of living, whereas he ought 
to be rewarded for his many chari
ties.

"We hear a great deal about what 
Andrew Carnegie and Rockefeller give 
in philanthropic work. Without in 
any way detracting from the contri
butions which these men have made 
to charitable causes you could take 
the total of their gifts multiplied by 
100 and you wouldn’t reach the 
amount that has been given to the 
poor and needy by the retailers of 
this country.

“I believe that the majority of peo
ple are honest, but a great many of 
them have been made dishonest be
cause it was so easy for them to get 
credit. I believe in the credit sys
tem, properly conducted, for the man 
who sells for cash can never feel that 
the trade of any customer belongs to 
him. A good credit customer, how
ever, is an asset to any store. She 
has confidence that she will get ab
solutely fair treatment and she gives 
that store all of her trade.

“Let us have confidence in one an
other, be consistent in our actions 
and co-operate in improving the con
ditions under which we do business.”

Quotations on Local Stocks and Bonds. 
Public U tilities.

Bid. Asked.
Am. L ig h t & T rac . Co., Com. 338 342
Am . L ig h t & T rac . Co., P fd . 107% 110
Am. P u b lic  U tilities , Pfd. 71 74
Am. P u b lic  U tilities , Com. 45 49
C ities S erv ice  Co., Com. 82 84
C ities  S erv ice  Co., P fd . 72 75
C itizens T elephone  Co. 76 80
C om w ’th  P r . R y. & L t„  Com. 5894 59%
Com w ’th  P r . Ry. & L t., P fd . 80 81
Com w ’th  6% 5 y e a r  bond 99 101
P acific  G as &  E lec. Co., Com. 42 44
T en n essee  Ry. L t. & P r ., Com. 13 15
T en n essee  Ry. L t. & P r .,  P fd . 67 69
U nited  L ig h t & R ys., Com. 65 67
U n ited  L ig h t & R ys., Pfd. 74 76
U n ited  L t. & Ry. new  2nd Pfd.. 67 69
U n ited  L ig h t 1st a n d  ref. 5%

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

D enn is  C an ad ian  Co. 99 102
F u r n i tu re  C ity  B rew in g  Co. 60 65
Globe K n itt in g  W orks , Com. 135 145
Globe K n itt in g  W orks , P fd . 97 100
G. R. B rew in g  Co. 125 135
C om m erc ial Sav ings B an k 216 220
F o u r th  N a tio n a l B an k 215 220
G. R. N a tio n a l C ity  B ank 174 178
G. R. S av ings  B ank 255
K e n t S ta te  B ank 255 265
P eop les Sav ings B an k 250

J u n e  17, 1914.

B U S IN E S S  C H A N C E S .
Sale o r E x c h a n g e —$5,500 s to ck  of 

c lo th ing , shoes a n d  fu rn ish in g s  in  £L good 
c o u n try  tow n. W ould  exch an g e  fo r c le a r 
fa rm  of eq u al va lue  o r la rg e r  g en e ra l 
s to re , s ec u rity  fo r balance . A d d ress  No. 
329, c a re  T rad esm an . 329

W an ted —Som e g la ss  d ry  goods co u n 
te r s  a n d  a  few  show  cases. A ddress 
O scar S undstrom , N ew b erry , M ichigan.
_______________________________________332

W an ted —G rocerym en  a n d  d ru g g is ts  to  
hand le  o u r A n t hie n on -po isonous n n t 
e x te rm in a to r . S u re  sho t. B ig  profit. 
S a lesm en  p lease  w rite . A d d ress  N o re 
m an  C hem ica l Co., C am eron , Mo. 331

____________ H E L P  W A N T E D .__________
W an ted —F ir s t- c la s s  sa le sm an , one who 

u n d e rs ta n d s  c lo th ing , sh o es  a n d  g e n ts ’ 
fu rn ish in g s  thorough ly . M u st be ab le  to  
tr im  good w indow s. Good w ag es  and  
s te a d y  position  to  th e  r ig h t p a rty . A d
d re ss  A. L ow enberg , B a ttle  C reek, 
M ichigan. 330

Overalls and Jackets
Prices $4.25. $5.00. $7.35. and $8.00 per dor. 
Samples a t dozen prices plus 5c postage.
Superior Overall Co., Detroit Mich.



The

“Pure Foods House”
ALL GOODS bought 
of us will measure up 
to the highest standards 
of PU RITY , a . a  s».

Quality First

JUDSON GROCER CO
H ie Pure Foods House 

GRAND RAPIDS, MICHIGAN

El Portana Cigar

A

m

This is Size No. 5 
T HE  POPULAR SHAPE  

Handled by all jobbers—sold by all dealers

G. J. JOHNSON CIGAR CO. Grand Rapids

Eveiy
Passer-by a  
Prospective 
Customer

muleTeam
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20 MULE TEAM BORAX
Should be used with soap wherever soap is used.

Tell your customers that BORAX is the best water softener known, 
and should be used in water wherever any cleansing is to be done.

20 ̂  BORAX
not only softens the water but doubles the cleansing power of 

soap, and makes everything sanitary and wholesome.
It gives them greatly improved results in the way of cleansing 

without additional expense.
You can get increased business on this profitable article by calling 

it to the attention of your customers, and they will thank you for it.

The Pacific Coast Borax Co.
M cCormick Building, CHICAGO.
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ARGO*  *  GLOSS

The Big Package that 
Captured the Country

A  RGO the clean package 
starch that is saving 

the grocer’s time—spent in 
weighing and packing.

Argo is the starch that is 
saving the grocer’s profits— 
no more wastage and dirt- 
spoiled bulk stock.

Argo is the starch that is 
displayed in a p r o m i n e n t  
place by every dealer who 
knows a quick selling, easy- 
handling s t ap l e  when he 
sees it.

There is a bonus in free 
goods for these live grocers. 
Ask your jobber to ship you 
at once an order subject to 
this special allowance.

CORN PRODUCTS REFINING CO.
NEW YORK

Safety First
In buying goods for a 

store, the first consider
ation is SAFETY.

The twin dangers are: 
Paying toomuchund over
stocking.

Merchants go to the 
wall every year because 
they buy too much in an 
effort to avoid paying 
too much.

You can be safe from 
both of these perils dur
ing July if you have our 
July catalogue of Gen
eral Merchandise. The 
net guaranteed prices in 
this catalogue will show 
you how to own your 
goods at rock bottom 
without buying m o r e  
than you know YOU 
can use.

Don’t  run by this sig
nal! Safety first!

Butler Brothers
Exclusive Wholesalers of General 

Merchandise

N E W  YORK . CHICAGO ST. LOUIS 

M INNEAPOLIS DALLAS


