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I am sitting alone by the surgery fire, with my pipe alight, 
now the day is done;

The village is quiet, the wife’s asleep, the child is hushed, 
and the clock, strikes one;

And I think to myself as I read the news and thank my 
stars for the. peace upstairs,

That the burden’s sore for the best of men, but few can 
dream what a doctor bears. f

For here I sit at the close of day, whilst others have counted 
their profit and gain,

And I ve tried 'as much as man can do, in my humble 
fashion, to soften pain.

I’ve warned them all, in a learned way, of careful diet, 
and talked of tone ; -

And when I’ve preached of regular meals, I’ve scafcely 
had time to swallow my own.

So I left the life that seemed so dear, to earn a crust that 
isn’t so cheap.

And I bought a share of a practice here, to win my way 
and to lose my sleep;

To be day and night at the beck and call, of men who 
ail, and women who lie*

To know how often the rascals live, and see with sorrow
the dear ones die;

be laughed to scorn as the man who fails, when Nature 
pays her terrible debt;

give a mother her first born’s smile, and leave the eyes 
of the husband wet;

face and brave the gossip and stuff that travels about 
through a country town;

be thrown in the way of hysterical girls, and live all 
terrible scandals down;

I was Waked last night in my first long sleep, when I 
crawled to bed from my rounds, dead beat. *

KAh, the doctor’s called” and they turned and snored, as 
my trap went rattling down the street.

study at night in the papers here, of new disease and 
of human ills;
work like a slave for a weary year, and then to be 
cursed for sending my bills.

I sowed my oats, pretty wild they were, in thè regular 
manner ■vdien life was free,

For a medical student isn t a saint, any more than your 
orthodox Pharisee.

I suppose I did what others have done since the whirligig 
round of folly began, N

And the ignorant pleasures I loved as a boy—I have 
pretty well cursed, since I came to be man.

But still I recall through the mist of years, and through 
the portals of memory steal

The kindly voice of a dear old man who talked to us 
lads of the men who heal,

Of the splendid mission in life for those who study the 
science that comes. from God,

Who buckle the armor of Nature on, who bare their 
breast and who . kiss the rod.

Upon my honor, we’re not too hard upon those who can not 
afford to pay.

For nothing I’ve cured the widow and child; for nothing 
I’ve watched till night turned day.

I’ve earned the prayers of the poor, thank God, and I’ve 
borne the sneers of the pampered beast.

I’ve heard confessions and kept them safe as a sacred trust, 
like a righteous priest.

To do my duty I never have sworn, as others must do in 
this world of woe,

But I’ve driven away to the bed of pain, through days 
of sleet and through nights of snow.

So the boy disappeared in the faith of the man, and the 
oats were sowed; but I never forgot 

There were* few better things in the world to do than to 
lose all self in the doctor’s lot.

i *****************ft*



is the cheapest food product on the  
market JU. 3  ̂ 3^

OUR WELL KNOWN BRANDS. ; . ; '■ '"W\: '
Ceresota—Spring Wheat 
Red Star—Kansas Hard .Wheat 
Aristos or Red Turkey 

; Fanchon—The Kansas Quality Flour 
Barlow’s Best Michigan Winter W heat. 
Barlow’s Old Tyme Graham

v Call up our Flour Department for some 
attractive prices.

Judson Grocer Co.
The Pure Foods House

G RAND RAPIDS MICHIGAN

W e are not a M ail Order House

But your orders by m ail will re
ceive our very prompt and 

careful attention

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

T h is B ook W ill Help You  
Sell

FRANKLIN
CARTON SUGAR

The Franklin Sugar Recipe Book 
Shows How to Make

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

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

THE FRANKLIN SUGAR REFINING CO.
PHILADELPHIA

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

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

Good Yeast
Good Bread

Good Health

Sell Your Customers

F L E IS C H M A N N ’S
YEAST

For a limited tim* and subject to withdrawal without advance notice, we offer

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

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

2% boxes @ 3.75—% box FREE
P, O. B. Buffalo:. Freight prepaid to your R. R. Station in lots not less than 5 boxes.

. All Orders at above prices must be for immediate delivery. •
' This inducement is for NEW ORDERS ONLY—subject to withdrawal without notice.
Order from yoiir Jobber at once or send your order to us giring name of Jobber through 
whom order is to be filled. Yours very truly,

BUFFALO, N. Y., January 2. 1914.
DEAL NO. 1 4 0 2 . Lautz Bros. & Co.
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AN ECONOMY SUGGESTION 
In this great crisis, when the big 

heart of the American people goes 
out to the suffering peoples of other 
lands and our* minds are full of the 
great problems which confront our 
own country, as we look forward to 
the inevitable distress which will 
surely arise during the coming 
months, all right-minded people feel 
that rigid personal economy must 
be exercised and every unnecessary 
expense cut off. In spite of all this, 
however, our great educational insti
tutions are preparing as usual for 
their annual mimic battles on the 
football field, entailing great expenses 
for preparation and an enormous ex
penditure of money for each great 
game. It is not an exaggeration to 
say that each of the important games 
involves an expenditure of at least 
$100,000 for gate money and other 
expenses of the graduates and their 
friends, and on this basis it is easy 
to figure what the cost of football 
would aggregate during the next two 
months.

It is no false sentiment which dic
tates the thought that there is some
thing almost inhuman «in this, which 
the better feeling of the country, es
pecially of university men, ought to 
prevent.

If the faculties of our American 
colleges should decide to give up the 
intercollegiate games this fall, there 
would be an awful howl from 
thoughtless students and alumni, but 
the Tradesman is convinced that the 
great mass of public opinion would 
be unqualifiedly in favor of such ac
tion.

Intensive utilization of our natural 
resources has naturally enough not 
been one of our characteristics, but 
our progress in that direction in some 
fields is shown in a timely Govern
ment Bulletin on our mineral reserves, 
which bears the journalistic sub-title, 
“How to Make America Industrially 
Independent.” Zinc is one of the min
erals most seriously threatened by the 
war, as the great smelting centers of

Continental Europe are in regions of 
active fighting. Fortunately, our own 
smelting capacity has been increasing 
faster than consumption, as is indicat
ed by the growing size of the stock 
on hand. The extent to which we have 
made ourselves independent of foreign 
cement is shown by the fact that 
twenty years ago our domestic pro
duct was less than one-fifth of our 
consumption, while last year our im
ports of cement were less than one- 
tenth of our consumption, and our 
exports were between thirty and forty 
times our imports. Much has been 
said of the cutting off of the world’s 
supply of potash, since no commer
cial source of potash salts is known 
outside of Germany. The Govern
ment, through the Geological Survey 
and the Department of Agriculture, 
has been endeavoring to locate de
posits of these salts in this country. 
It has investigated places from New 
York to California and from Michi
gan to Louisiana. How important 
the finding of native sources of these 
materials would be is indicated by the 
magnitude of our imports of them, 
which have been averaging a million 
tons a year, with a value of $15,000,000.

In proposing to raise funds by im
posing a war tax of 3 per cent, on 
all frieght bills. Representative Un
derwood has been quoted as saying, 
“A man who does a business aggre
gating $10,000 in freight bills would 
pay a revenue tax of $300. A freight 
bill of that size would indicate an 
actual business of a million or a mil
lion and a half dollars. A $300 tax 
spread over that amount of business 
would be infinitesimal and could have 
little or almost no effect on retail 
prices.” In some lines of trade, the 
freight rate is a very small factor in 
fixing the retail price charged the 
ultimate consumer. In arguing for 
higher freight rates three years ago, 
that point was used repeatedly by the 
railroads. It was said, for example, 
that the proposed increase in freight 
rates would add only a small part of 
one cent on a pair of shoes shipped 
from New York to Chicago. That 
argument was quickly dropped, how
ever, when shoe manufacturers point
ed out that the proposed increase on 
freight rates applied to hides, ma
chinery, wooden and paper boxes for 
packing, and a thousand and one 
other items which go to make up a 
finished pair of shoes, and that con
sequently the increased price to the 
ultimate consumer would be a great 
deal more than the small part of one 
cent.

The conference held at Washing
ton between representatives of our 
banks, commercial interests, and State 
and Commerce Departments, and the

diplomats of the South American 
countries, enforces the report which 
the National Foreign Trade Council 
of New York has just made on the 
export situation. A South American 
commerce cannot be built in a day. 
The war in Europe has opened new 
opportunities, but European trade is 
not easily uprooted even during a 
general war. It is closely connected, 
in the case not merely of England, 
Germany, and France, but also of 
Belgium and Holland, with large and 
permanent investments in railways, 
government loans, and mining, in
dustrial, and agricultural enterprises. 
England’s loans, for example, reached 
in 1913, $3,380,000,000. Most railways 
financed by foreign capital obtain 
their equipment, in rails and rolling 
stock, from the foreign country con
cerned, and the same is true of manu
facturing enterprises. The eagerness 
of the South American diplomats to 
see credit facilities and systems of 
exchange established inspired the 
conference to authorize a committee 
to draft concrete recommendations 
on the subject; its findings will be 
awaited with interest.

The German plan of planting mines 
in the open sea is condemned by 
every civilized nation. The purpose 
of it is to blow up the cruisers and 
other vessels of the adversary, and 
in that it is frequently successful. It 
is attended, however, by great dan
ger to the ships of neutral powers 
who have a right to navigate the 
ocean in safety. Merchantmen, fish
ing boats, etc., often run on these ex
plosives and are destroyed with 
more or less loss of life. No one 
will find any fault when one battle
ship shoots at another, first having 
determined that it is an enemy. The 
sea is a thoroughfare in which all 
people have equal rights, and un
offending, peaceful citizens ought 
not to be put in jeopardy by a mili
tary power which conducts warfare 
like savages and barbarians.

One of the steps urged by students 
of labor conditions in this country 
has now been taken by the Depart
ment of Labor in the establishment of 
“distributing zones,” with headquar
ters in eighteen cities ranging from 
Boston, Norfolk, and Galveston to 
Chicago, Denver and Seattle. This 
action extends the scope of the Gov
ernment’s clearing house for laborers 
and homeseekers by making it Na
tion-wide. Each of the cities con
cerned will supply information of 
needs of employers, supply of work
ers, and opportunities for settlers, 
and this information will be exchang
ed among the cities so as to be with
in the reach of every applicant. The

end aimed at is better distribution 
of labor and also of settlers. This 
seeond part of the plan has not had 
the publicity of the part relating to 
laborers pure and simple, but its value 
is evident. That these arrange
ments. huge as they are, will result 
in complete relief of the conditions 
they are designed to help is not to be 
expected. Man is not a merely econ
omic animal, and we shall continue to 
witness reluctance to leave the cities 
for the country, even when that at
titude means hardship. But the plan 
is worth whatever it may cost, in 
that it substitutes certainty of condi
tions in any place for uncertainty and 
provides opportunities for the man 
who does not know where to turn for 
employment.

The salvation army has been de
nied a permit to do business in Los 
Angeles. The action was taken after 
it was proven that a third of the 
mo.ney collected is sent to London 
and other centers and not spent in 
helping the poor of Los Angeles. The 
effect of the refusal will be to halt 
all but the purely religious work of 
the army. It would seem that the 
money raised by the residents of any 
city ought to be spent there instead 
of enriching arrogant and pampered 
officers of the army far away. Los 
Angeles depended on the salvation 
army for caring for many unfortunate 
cases and wants its money spent on 
home charities.

Pittsburgh manufacturers have 
their eye on the main chance. They 
have entered a campaign to obtain 
South American trade. A fund of a 
million dollars has been raised and in 
a few weeks representatives of the 
city’s large industries will be in South 
America and telling the people there 
that they need goods made in Pitts
burgh. A great opportunity is given 
them and if they play their cards 
well there is no reason why they 
can not win the game.

President Wilson has joined the 
“buy a bale of cotton” movement in 
the South. He has been persuaded 
to purchase several bales, to be held 
for his account. Many Southerners 
are buying a bale or more of cotton 
for the purpose of helping the cotton 
planters who can not market their 
crop on account of the European war. 
Cotton bought now at 10 cents a 
pound will bring, according to Sen
ator Hoke Smith, a profit to the in
vestor of from 10 to 20 per cent.

The man who seeks chiefly to produce 
the novel and exceptional in his adver
tising may succeed in what he tries to 
do, but he is not likely to make his 
advertising profitable.
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DETROIT DETONATIONS.
Cogent Criticisms From Michigan’s 

Metropolis.
Detroit, Sept. 14.—Learn one thing 

each,week about Detroit: In the ton
nage of the Great Lakes Detroit leads 
all the cities in tonnage launched at 
ship yards.

Our first thought is to appeal to 
the Chronic Kicker to squeeze out 
enough time from these busy demo
cratic days to send in one of those 
occasional letters which have made 
Mears famous.

J. W. Hunter, who has conducted 
a dry goods and furnishing goods 
store at 762 Dix avenue for the past 
few years with marked success, is 
erecting a new and modern building 
on the property adjoining his pres
ent place of business. When the 
structure is completed, Mr. Hunter 
will have one of the most modern 
and up-to-date stores in that section 
of the city.

“Rib top” Turner says he has been 
around the country some and has al
ways found, no matter how high 
standing a woman may have, the best 
of them will leave a pit in the cherry 
pie. Rib must have nicked a tooth.

Walter Lawton, Grand Junior 
Counselor of the U. C. T., was in 
Detroit last week. Walter, to most 
observers, displays very intelligent 
features. Some even go so far as 
to say he appears intellectual. Not- 
withstan ling this he made the re
mark in Detroit last week that he 
would much rather live in Grand 
Rapids than where he was when he 
made the unintelligent statement. 
Poor Bob Groom, who was in this 
remarkable city at the same time, 
had the temerity to uphold Mr. Law- 
ton in his remarks.

A1 Meurer (Burnham, Stoepel & 
Co.) is receiving his first lessons in 
road salesmanship under the tutelage 
of the veteran traveling man, Ed Col
lins, whom he is assisting on the ter
ritory.

“Mike” Krohn, of the happy dispo
sition, dry goods and furnishing goods 
merchant of Edmore, was in Detroit 
on a business trip last week. Mike 
has many friends in Detroit who are 
always pleased to see him and, 
judging by the extra time taken from 
business, Mike is mighty glad also 
to see the friends. He spent the 
greater part of the week in the city.

By wireless we received the news 
of the arrival last week of a (censor
ed) pound boy at the home of Leo 
Spellman, of Runner & Spellman, 
Shelby. As the proud father states, 
“the kid has a punch in either hand.” 
Our congratulations are extended to 
the proud parents on the arrival of 
such a lusty youngster.

Every family in Berlin mourns the 
loss of a relative in the war, says a 
news report. And for what?

G. C. Dean, a veteran knight of the 
grip, accompanied by his wife, was 
in Detroit last week on a business 
trip. Mr. Dean’s hosts of friends 
about the State will be gratified to 
learn that since he engaged in the 
clothing and furnishing goods busi
ness in Nashville, about two years 
ago, he has /been very successful. 
Few old timers on the road made 
more or closer friends than did Mr. 
Dean. Of an even temperament, al- 

.ways with a smile for everyone he 
met and a. square deal for every one 
he transacted business with, cou
pled with a fund of clean, whole
some humor, we have the secret of 
the success he made as a traveler and 
is making to-day as a merchant. We 
hope to see Mr. Dean shine in the 
mercantile world as does the top of 
his head in the sun.

Fred T. Kimball, general merchant 
of Crystal, was among the many out- 
of-town merchants to visit Detroit 
last week.

The average death rate throughout 
the world is 67 per minute. These

statistics, however, were gathered 
before the Kaiser’s war.

The date, October 4, that the Presi
dent has set for everybody to pray 
for peace, gives the traveling men 
the necessary amount of time to learn 
their prayers.

L. D. Owens, druggist of Memphis, 
was in' Detroit last week on busi- • 
ness.

While Joe Decker, representative 
for the Mohawk Overall Co., was 
covering the Thumb district last 
week, he purchased a flock of fatted 
chickens to be used for the next Sun
day table service. Joe brought the 
chickens as far as Port Huron with 
him without mishap. It was while 
he was on the train leaving Port Hu
ron for Detroit that he nearly went 
into convulsions on finding that, after 
carefully selecting the chickens with 
the bulging crops and bringing them 
that far, the fancy flock had flown 
or at least had disappeared in some 
mysterious manner. After threaten
ing to draw down the wrath of the 
law on the culprits and considering 
placing the case in the hands of a 
modern Sherlock Holmes, to say 
nothing of upsetting the equilibrium 
of nearly every passenger on the train 
the chickens were discovered hidden 
under some seats. Who the guilty 
parties were we cannot say, but Carl 
Hauser, (National Cash Register. Co.) 
and several other traveling men were 
on the train.

“Jim” Rye, of Ludington, a mem
ber of the department store firm of 
Rye & Washatka, was in Detroit in 
the interest of the store last week. 
Mr. Rye reports the future prospects 
of Ludington as exceptionally bright. 
Ludington is one of the few cities of 
its size that boasts of a daily and 
Sunday newspaper.

August Ott was a State Fair visitor, 
last week. Mr. Ott conducts an up- 
to-date drug store in Romulus.

H. N. Butler was in Detroit last 
week on a business trip. Mr. Butler 
is owner of a general store in East 
Tawas.

An Atlanta woman wears a shoe 
twenty inches long. Being twenty 
inches it cannot be a foot.

The Gordon-Pagel Baking Co. has 
let the contract for its new two-story 
building on Hendricks street. When 
completed it will be one of the most 
modern and sanitary bakeries in the 
country.

Plans are being completed for the 
wholesalers’ trade promotion trip 
through Michigan to be made about 
October 15. The trip will be made 
via boat to Alpena, whence the trip 
will be by rail, making numerous 
stops and covering a fair portion of 
western Michigan. The trip will be 
made under the auspices of the whole
salers’ section of the Board of Com
merce.

While the French are replacing all 
German names with French or Eng
lish names they will, no doubt, still 
continue to call their dogs “Kaiser.”

Henry Lipshield, well known Ona- 
way merchant, was in Detroit on a 
business trip last week. Mr. Lipshield 
is also well known in this city.

Another ex-traveling man to make 
a success in the mercantile business 
is Morris Radin, who will be remem
bered by many merchants in the 
State as a representative of an East
ern concern. For a few years Mr. 
Radin was engaged in the clothing 
and furnishing goods business in 
Greenville, but, being of a progres
sive mind, he saw the many possibili
ties abounding in Detroit and moved 
here. He owns a fine and up-to-date 
men’s furnishing goods and shoe 
store at 2356 Jefferson avenue. Be
sides being a . merchant with up-to- 
date ideas, Mr. Radin’s personality 
is a great asset to the business, he 
having the happy faculty of making 
and holding many friends. He owns 
the building he occupies, which is a 
two-story modern brick located in 
one of the best business sections of

Detroit. Associated with him in the 
business is his brother, Paul. Mr. 
Radin’s many friends about the State 
will be pleased to hear that his busi
ness venture in Detroit has proven 
successful, ?

According to the bakers of Battle 
Creek, who intend reducing the 
weight of loaves of bread, flour prices 
rise without the aid of yeast.

L. C. Watkins and R. H. Cottrell, 
general merchants of Perry, were 
State Fair and business visitors in 
Detroit last week.

Gettleman Bros., for a number of 
years connected with Tiedtka Bros., 
of Toledo, owners of the ‘largest re
tail grocery store in the United States 
have leased the building at 68-70 Li
brary avenue and will open a large 
grocery and table supply store. The 
new store will be opened about Oc
tober 1. It is understood the De
troit store will be conducted as a 
branch of the Toledo store.

L. O. Cushing, Ann Arbor drug
gist, was a business visitor in De
troit last week.

The daily average wages in Detroit 
industrial establishments for 1913 were 
$401,368, or more than $120,000,000 for 
the year.

The Fair, a new department store,- 
opened at the corner of Gratiot ave
nue and Broadway Tuesday. This 
store is the latest addition to Detroit’s 
business center and will specialize in 
ladies’ children’s and babies’ wear.

The office attaches of the Murphy 
Iron Works held a unique frolic last 
week, following a qustom establish
ed by the founders of the concern and 
carried out annually ever since. The 
company has a large lawn adjoining 
the back of the plant and the party 
was held there. Bonfires were built 
and a general programme of hilarity 
followed. Supper was provided by 
the management.

William Siegel, dry goods and 
furnishing goods, Gratiot avenue, is 
having a new building erected on the 
opposite side of the street, which, 
when completed, will give him double 
the room he has in the present loca
tion.

W. A. Clark, of Blissfield, was in 
Detroit last week looking after the 
interests of his drug store.

Those married women in this coun
try who are tired of their husbands 
must envy the married women who 
live in Europe.

C. E. Alpern, formerly of Saginaw, 
where he acted as manager of the 
men’s furnishing goods department 
for Symons Bros. & Co., is now a 
member of the Detroit colony of 
commercial travelers. Mr. Alpern is 
now connected with the Rapid Tran
sit Clothing System, an Eastern cloth
ing concern. He is looking over the 
ground preparatory to establishing a 
branch office. The acquisition of Mr. 
Alpern to the local ranks of travel
ing men is indeed a most pleasing 
one and the wish goes forth that his 
new venture. may prove successful 
and that he may stay here permanent
ly. He is making his headquarters 
at 68 Winder street.

Mr. Walla, of Walla & Susalla, 
general merchants, Ruth, accompan
ied by his wife, made a combined 
business and pleasure trip to De
troit last week.

At the last election Germany had 
14,442,387 voters. What will the 
count be at the next election?

Last year under the leadership of 
Charles Reattoii. Cadillac Council 
made phenomenal gains. Mr. Reat- 
toir never let an opportunity slip by 
to furnish these columns with news’ 
of the workings and progress of his 
Council. He is a -born advertiser. 
He advertised his Council. Ernest 
H. Warner, leader of Detroit Coun
cil, managed to keep the name of his 
Council before the Tradesmaan read
ers. It prospered during his regime. 
These columns are open to the pres
ent officers just as they were- last 
year to the other officers- We might

suggest that following along the lines 
of the former Senior Counselors 
might not prove a bad idea. It pays 
to advertise.

We are about to realize that a ton 
of coal costs more than a month’s 
supply of ice. That’s what makes 
us hot.

Dr. Fisher, Dearborn druggist, was 
in the city on a business trip last 
week.

Theodore Gerasimos has let the 
contract for a five-story strictly mod
ern hotel to be built on Macomb 
street near Randolph. The hotel 
will be built of pressed brick and 
stone. The lobby and dining room 
will occupy the first floor, while the 
upper floors will contain fifty strict
ly modern sleeping rooms. The roof 
will be utilized as a roof garden and 
will be used as an open air dining 
room in the summer.

L. Orr, of Reading, accompanied 
by his wife, was in Detroit last week 
on *a business trip, incidentally visit
ing the State Fair while here.

A scientific note says that umbrellas 
will last longer if their joints are oil
ed occasionally. They only last until 
they’re swiped anyway.

Bert Sweet—he of the loud voice 
and large sales—one of the Globe 
Tobacco Co.’s veteran salesmen, to 
facilitate matters so that he could 
gain time on a competitor, decided 
while at Minden City last week to 
hire an auto to carry him to For- 
restville. Hiring an automobile to 
drive to another town to gain time 
is but an every day incident in all live 
traveling men’s lives—to say noth
ing of this king of hustlers, Bert 
Sweet. But what happened on the 
trip let us hope will never prove an 
incident in any more traveling men’s 
lives—not even a competitor’s. For 
some reason which we have not 
learned the machine containing the 
driver and Mr. Sweet turned turtle 
and but for the fact that the machine 
happened to be a ford, both might 
have been seriously injured. Big 
Bert Sweet is again selling or plan
ning to sell tobacco as though he 
never poked his nose into a country 
ditch.

E. E. Swaidner, dry goods and 
furnishing goods merchant and base 
ball fan extraordinary, of Hamilton. 
Indiana, after carefully looking up 
the baseball schedule and finding that 
the Tigers Would be in Detroit at the 
same time, decided to come to De
troit on business. He spent the first 
few days of last week in the city.

“Allies Flushed With Victory,” 
reads a news report. Sort of a royal 
flush, as it were.

Burt Morse, well-known Romulus 
druggist, was in Detroit on business 
last week.

John and William Meier, former 
Detroit boys but now full fledged 
citizens of Big Rapids, were in De
troit last week purchasing a stock 
of men’s furnishing goods. They 
have remodeled a store building and 
in about ten days expect to be ready 
to open one of the most up-to-date 
men’s furnishing goods stores in the 
city. The store will be known ks 
the D. & J. Toggery Shop. The “D” 
being an abbreviation of “Doc,” a 
nickname that has been assigned to 
William and which nearly everyone 
calls him. Both brothers are well- 
known and very popular in Big Rap
ids and there is no reason why the 
new venture should not prove highly 
successful.

George F. Maier, general mer
chant of Olive, was a business visitor 
in Detroit last week.

“Horses leave for War,” says a 
newspaper. And the horses have 
just as much to say about going to 
war as have the German soldiers who 
are being murdered by the thousand 
by order of the Boss Butcher of the 
world. His other name is Kaiser.

John Lehman, general merchant of 
Mt. Morris, was a Detroit visitor last 
week- Believing in sharing his plea&>
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ures with' his family, Mr. Lehman 
brought them with him to Detroit.

Harry P. White, who successfully 
conducted a clothing store at 216 
Randolph • street for a number of 
years, has sold his interest to the 
Samuels Store Co., of New York. Mr. 
White was also interested in stores 
in Akron, East Liverpool and Salem, 
Ohio, his interest in these stores be
ing disposed of with the Detroit 
store. He will retire from the mer
cantile business.

Last Saturday a meeting including 
all members of the Grand Lodge, U.
C. T., and Messrs. Hemans and Mur
phy, of the Supreme Executive Com
mittee, was held in Detroit. The 
meeting was held to devise means to 
combat the constitutional amendment 
to the insurance laws to be voted on 
November 3. This law, although cun
ningly worded, is backed by non-fra- 
ternal insurance companies and, if 
carried, will mean a death blow to 
all fraternal insurance organizations, 
including the United Commercial 
Travelers. It behooves every mem
ber of the order to investigate this 
proposed amendment and at once be
gin a systematic campaign on the 
road against it. The amendment, 
with a small amount of work on the 
part of each member of a fraternal 
insurance order, can easily be defeat
ed, but over confidence has spelled 
the finish of many otherwise strong 
combinations.

W. H. Potter, general merchant of 
Belleville, was in the city on business 
last week.

The Story & Clark Piano Co. is 
now ensconced in its new building at 
310 Woodward avenue.

About the meanest disposition we 
find are owned by September flies.

Two of Detroit’s prominent hotel 
keepers were arrested last week for 
allowing barber shops in their build
ings to remain open on Sunday. No 
efforts have been made, however, to 
restrict the quenching of a man’s 
thirst on Sunday.

Berry Bros. Inc., varnish manufac
turer, does not seem to worry over 
business conditions on account of the 
European war. Last week it let a 
contract for a large addition to be 
built to its factory on Leib street.

Hundreds of merchants took oc
casion to combine business with 
pleasure last week by visiting the 
State Fair.

Mr. Wilson, of Wilson Bros., St. 
Johns merchants, was in Detroit last 
week in the interest of their store.

R. L. Swanton, formerly a machin
ery salesman, has renounced, so he 
says, the road forever. He has con
nected himself with the Arcade Real
ty Co. and wiil represent it in the 
city.

The Wayne County Home and 
Savings Bank is building a branch 
bank building at West Fort street 
and Clark avenue. The building will 
be ready for occupancy within a 
short time.

Some physicians say that wearing 
tight shoes is, in a measure, responsi
ble for baldness. Now we know what 
they mean when they tell us our 
brains are in our pedal extremities.

Art Casterlin, veteran hotel man 
of Lansing, accompanied by his wife, 
motored to Detroit last week, where 
they visited friends and the State 
Fair. Mr. Casterlin at one time man
aged the Downey House and for 
years has been engaged in the hotel 
business. At present he and his good 
wife are conducting the Hudson Ho
tel on Washington avenue. The 
Hudson is a' strictly stag hotel of 
forty rooms, all up-to-date and well- 
kept.

Guy Pfander’s new position must 
be keeping him tolerably busy, judg
ing by the shortness and far be- 
tweenedness of his letters to the 
Tradesman. Few men would so far 
forget their duty to the readers of 
the Tradesman, but Guy seems to

be bent on holding down his present 
job at all hazards. They say he even 
foreswears eating and sleeping when 
he sees a chance to make a new cus
tomer for his house or to sell a bill 
of goods to an old customer. Such 
determination is good for the house, 
but hard on readers of the Trades
man.

Whisky in a way is not unlike pa
triotism inasmuch as either will make 
a fellow fight his own grandmother.

The commercial travelers of Lon
don, Ont., have contributed $3,000 to
ward the patriotic war fund. In the 
meantime we learn that, owing to 
the war, many Canadian commercial 
travelers have been pried loose from 
their expense accounts and positions. 
More patriotism!

.Fred Koke, dry goods and furnish
ing goods, 1600 Fort street, has sold 
his business to Mrs. Whitbeck.

October 7 to 10 are the dates set 
for the motor truck convention to 
be held in Detroit. Arrangements 
are being completed for the recep
tion of more than 1,500 delegates. The 
publicity committee is composed of 
R. P. Spencer, Denby Motor Truck 
Co.; E. T. Birdsall, Kosmath Co.; 
Kirkland Alexander, McManus Co.; 
and J. Lee Barrett, Detroit conven
tion bureau.

H. G. Ford, general merchant, 
North Branch, accompanied by his 
wife, visited Detroit last week.

Now that school has opened, we 
know of several families who will 
find it much easier to accede to Presi
dent Wilson’s request that the coun
try join in universal prayer for peace 
on‘October 4.

Rats cause $50,000,000 worth of 
damage yearly in the United States. 
That’s not counting those worn in the 
hair either.

A. F. Martin, well-known Imlay 
City druggist, was a Detroit business 
visitor last week.

Vote NO on constitutional amend
ment to the insurance law.

Harry P. Watson, the successful 
dry goods merchant of 858 Kerche- 
val avenue, who is soon to move into 
a fine new building he is having erect
ed, modestly shares the credit for his 
success with his wife. Harry be
lieves in Poor Richard’s maxim that 
there are more wife-made men than 
there are self-made men.

Mr. Spencer was a business visitor 
in Detroit last week, in the interests 
of the Peters Estate, Columbiaville.

Artificial limbs are said to have 
been used in Egypt as early as 700
B. C.

In Europe they’ll undoubtedly be 
using ’em as long as 7,000 A. D.

James M. Goldstein.

Recent News From the Cloverland 
of Michigan.

Sault Ste. Marie, Sept. 14—Fred 
Avery, one of Drummond Island's 
leading grocers, was a city visitor 
last week.

S. D. Newton entertained a party 
of friends on the launch Weego last 
week on a three day cruise down the 
river, stopping at Drummond Island 
and other points of interest. Owing 
to a severe blow on Saturday night, 
they were not able to make some of 
the landings that had been scheduled. 
The party reports an unusually good 
time, having made a big catch of 
fish and would have landed many 
ducks had the weather been favor
able while in the duck region. Mr. 
Newton is much elated over the suc
cess of his trip and is contemplating 
making it an annual affair hereafter.

The many friends of Mr. and Mrs. 
R. Norton, formerly residents here, 
but now living in Grand Rapids, 
were pleased to know that they were 
not the Nortons who were among 
the missing as a result of the dis
turbed conditions incident to the 
European war on the steamer Em
press of Asia on Aug. 22.

Thomas Watson, of the firm of

Watson & Bennett, DeTour’s pros
perous grocers, was a business visitor 
here last week; also Thomas Melvile, 
local agent for the Arnold Trans
portation Co., of DeTour.

Dan McLeod, one of the best 
known lumbermen in the Upper Pen
insula, was a visitor here last week. 
Mr. McLeod seems very optomistic 
over conditions in the lumber busi
ness this year. He is losing no 
sleep in worrying over the winter’s 
operations, as he has more pulpwood 
to get out than he can possibly take 
care of, having a good market for 
same. This is somewhat encouraging 
news, as we understood several of 
the smaller jobbers had contemplat
ed curtailing operations on account 
of the general conditions.

The steamer Chippewa, plying be
tween Mackinac Island and the Soo, 
making daily trips during the tourist 
season, made her last regular trip 
Thursday, Sept. 10, and expects to 
make but one more round trip before 
laying up for the season.

C. Norkowski, conducting a gro
cery store here for the past year, has 
decided to sell his stock and move to 
Rudyard, where he expects to engage 
in the grocery business on a larger 
scale. Mr. Norkowski has been very 
successful while in business here and 
has made many friends who regret 
his departure, but wish him every 
success in his new field.

Geo. Goetz, Sr., member of the firm 
of Goetz & McDonald, the popular 
grocers at DeTour, holds the cham
pionship record at DeTour for stay
ing up nights. George can stay up 
more nights than any of the younger 
generation and not have it interfere 
with business the next day. He is an 
accomplished musician, being one of 
the best violinists in the town, and 
his musical talent accounts for his 
putting in so much night work.

Ollie Smith, proprietor of the new 
hotel at Trout Lake, announces that 
he will have his new hotel opening 
with a public reception and dance on 
September 18 The new building is a 
modern structure in every respect 
and will be welcomed by the travel
ing public, as there was no place in 
the Upper Peninsula that needed a 
hotel more than Trout Lake.

A Forrest, of this city, who has 
been giving numerous fire escape ex
hibitions, is endeavoring to organize 
a stock company for manufacturing 
his new patent. It is understood that 
he is meeting with good success. The 
new invention appears to be very 
practical and it may mean the saving 
of many lives in case the enterprise 
proves to be a success.

C. O. Pregitzer, of the Cornwell 
Beef Co. staff, is taking his annual 
vacation. From the last report he 
was at Detroit taking in the Fair, 
after which he expected to go South 
for a short stay.

Some of the Munising industries 
are doing a thriving business on ac
count of European war conditions, 
which have caused a good demand for 
paper. The Munising paper mills are 
running to their full capacity, so that 
Munising has made more progress 
the past summer than ever before in 
its history. The new Y. M. C. A. 
building, presented by William G. 
Mather, President of the Cleveland 
Cliffs Iron Co. is being constructed 
and the village is also to have a new 
electric light plant which is nearly 
completed, also a new water plant is 
being installed, besides the new Mun
ising theater which is underway of 
construction.

E. G. Kingsford, Upper Peninsula 
distributing agent for ford automo
biles, was an Ishpeming visitor last 
week looking around for a desirable 
location to erect an assembling build
ing. He has not as yet found a de
sirable location, as he would require 
a place at least 40 x 100 feet, and 
from reports on Mr. Kingsford’s ter
ritory 300 cars have been sold already 
this season and the demand is stead

ily increasing. It seems that almost 
every one can afford a ford and not 
only can they afford a ford but they 
^re buying fords, as Mr. Forrell, the 
local agent at Ishpeming, states that 
the factory has more than 20,000 back 
orders for the fords for immediate 
delivery. Evidently the European 
trouble has not hit the ford industry 
as yet.

The European troubles are making 
more work for some of the Upper 
Peninsula county clerks. We are 
told that County Clerk Kaiser, at 
Marquette, has received about forty 
petitions from foreign born residents 
who are seeking full citizenship, so 
as' to avoid being drawn into the 
Kaiser’s war. William G. Tapert.

Boomlets From Bay City.
Bay City, Sept. 15.—There was 

something doing every day in Bay 
City last week. Thousands invaded 
the city to attend the Northeastern 
Michigan Fair and the Michigan Shoe 
Retailers’ Association captured the 
town, therefore the city officials were 
compelled to surrender. The Fair 
was a success and the shoe dealers 
had an enthusiastic meeting. They 
decided that, owing to the scarcitj- 
of leather, other materials would 
have to be used in making footwear. 
It was demonstrated that the man 
who produces a good leather substi- 
stute will be a millionaire within 
three months.

At the regular meeting of Bay 
Council, No. 51, last Saturday eve
ning, a number of the boys presented
F. G. McCloy, chairman of the en
tertainment committee, with a beau
tiful plush robe as a token of their 
appreciation of the effective work he 
has done in the interest of our Coun
cil. The gift was so unexpected, 
Fred lost his voice, but he soon re
covered and stated that he fully ap
preciated the generous gift and as
sured the givers it had been a pleas
ure to render the service required of 
him.

Senior Counselor E. B. Timm will 
be married to-day to Miss Elva Kirk, 
a society favorite of Gladwin. When 
Ed returns to Bay City after the 
honeymoon trip he will be given a 
warm reception by the members of 
Bay Council.

Amos Cevarier, with the Alert Pipe 
& Supply Co., of this city, has seve/- 
ed his connection with that house 
and will cover the same territory for 
Buell & Sons, Detroit.

C. A. Gordon, with the Lowney 
Chocolate Co., spent last week in 
Bay City, calling on the wholesale 
grocers.

William Sempliner, our faithful 
Secretary-Treasurer, has returtned 
from Chicago, which he visited to 
attend his son’s wedding.

I note in the Tradesman that 
Western Michigan baseball enthusi
asts would like to play ball, but have 
not discovered a team that will con
sent to play. The writer respectfully 
refers them to F. O. Rockwell, man
ager of Bay Council’s team. F. O. 
will be found ever ready to play ball 
or call a bluff. Pub. Com.

Consolation.
He came home and found his young 

wife dissolved in tears.
“What do you think has happen

ed?’’ she cried. “I left the cage open 
and our canary has flown away.”

He undertook to give what consola
tion he might and took the distressed 
poor lady in his arms. As she nestled 
against his shoulder a new access of 
sobs convulsed her.

“Ah, George,” she murmured in a 
choking voice, “now I’ve only you 
left.”

When our spirits are on the ebb 
we think we haven’t the ghost of a 
show.
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Movements of Merchants.
Elk Rapids—*H. E. Morse has 

opened a bazaar store here.
Lansing—Franfl McConnell suc- 

C. Benson in the grocery business.
Allegan—Morse & Jors succeed 

Morse & Saveland in the furniture 
business.

Vermontville—V. W. Pendill of 
Holland, has engaged in the under
taking business here.

Allegan—Mrs. Peter Blanchard 
succeeds Cummins & Blanchard in 
the restaurant business.

Traverse City—Mrs. Effie Losey
has engaged in the millinery business 
at 406 South Union street.

Goblesville—William A. Chapell 
succeeds Charles . Overacker in the 
coal and produce business.

Lansing—The Hoover-Bond Co. 
has opened its furniture store at 209 
North Washington avenue.

Owosso—Mrs. W. D. Burke will 
continue the clothing business con
ducted by her late husband.

Ionia—N. Villa has engaged in the 
confectionery and fruit business un
der the style of the Princess.

Holland—The Kooi Clothing Co., 
of Kalamazoo, has opened a branch 
store in the Wilms building.

Greenville—J. W. Davis has sold 
his grocery stock to Carl G. Beck, 
who will continue the business.

Eaton Rapids—Mrs. Hiram E. Coe 
has purchased the W. E. Tracy tin
ware stock and junk business and will 
continue it.

St. Ignace—Charles Wenzel has 
purchased the Nelson Sisters stock 
of bazaar goods and will continue 
the business.

Hillsdale—D. C. Pease and A. E. 
Decker have formed a copartnership 
and engaged in the butter, egg and 
produce business.

Elk Rapids—Frederick Marriott 
has purchased the W. K. Walker drug 
stock and will continue the business 
at the same location.

Mancelona—Taha, Gabara, Ebda- 
lah & Co. have engaged in the dry 
goods and grocery business in the 
Hoffman building.

Homer—John Kerr, grain and feed 
dealer, committed suicide by hanging 
as the result of despondency over 
long continued illness.

Hastings—A. J. Larson, formerly 
of Charlotte, has purchased the W. 
E. Merritt dry goods stock and will 
continue the business.

Jackson—The Buell Auto Co., deal
er in motor vehicles and accessories, 
has been incorporated with an auth
orized capital stock of $10,000, of 
which amount $5,000 has been sub
scribed and paid in in cash.

Mulliken—Fred T. Taber, formerly 
of Grand Ledge, has purchased the 
drug stock of the B. I. Whelpley es
tate and will continue the business.

Bronson — The' Bronson Steam 
Laundry Co. has sold its plant to L. 
J. Hausen, who will continue the busi
ness, closing out his ice cream and 
confectionery stock.

Holland—Milo De Vries and Wil
liam Lokker have formed a copart
nership and engaged in the furniture 
business on East Eight street under 
the style of De Vries & Lokker.

Cadillac—The Homer-Crane Co., 
retailer of mens'1 furnishing goods, 
has been incorporated with an auth
orized capital stock of $2,500, all of 
which has been subscribed and paid 
in in cash.

Fremont — William Zylstra and 
Auke DeDoer have formed a co
partnership and purchased the Val- 
lier Grocery Co. stock and will con
tinue the business under the style of 
the Fremont Grocery Co.

Grand Haven—Fred E. Thieleman 
and Joseph Sahlmark have formed a 
copartnership and purchased the Ja
cob Vander Veen & Son drug stock 
and will continue the business under 
the style of the Thieleman Drug Co.

Muskegon—Mrs. Bina Cornell has 
purchased the G. Van Arkel drug 
stock and will continue the business 
under the management of her brother, 
S. Hickey, who has been prescription 
clerk for G. F. Neumeister for sev
eral years.

Detroit—The E. C. Humphreys Co. 
has been incorporated with an auth
orized capital stock of $20,000, of 
which amount $10,000 has been sub
scribed and paid in in cash. This 
concern will deal in belting, packing 
and manufacturers’ supplies.

Detroit—The McCoy Bros, has been 
incorporated with an authorized cap
ital stock of $4,500, all of which has 
been subscribed and paid in in cash. 
This company will engage in the buy
ing and selling of furniture, carpets, 
rugs and household furnishings of 
all kinds.

Vicksburg—Merchants of Vicks
burg were victimized by a clever forg
er late Saturday afternoon, a stranger 
having entered the village and cash
ed three checks for $20 each. The 
forger, described as being about 25 
years old, made the checks payable 
to Frank Bishop and the papers were 
signed “Arthur S. Blair.” Shortly 
after he had secured the money the 
stranger left town.

Detroit—Robert Williamson has
secured a 99-year lease of the Barn- 
let building, Grand River avenue and 
Griswold street, from the Capitol

Square Building Co. The terms áre 
not announced, but it is understood 
the graduated rental starts with $40,- 
000 a year. According to the con
tract the lessee shall expend not less 
than $50,000 on the two-story annex 
on Grand River avenue within six 
years. The corner is considered one 
of the best for business purposes i.i 
the city. Mr. Williamson says he has 
not decided what he will do with 
the property. A large furniture 
company has offered to re-lease the 
building, to remodel it and put it in 
first class condition.

Manufacturing Matters.
Detroit—The Van Blerck Motor 

Co. has increased its capital stock 
from $100,000 to $135,000.

Lake City—Frank Jasnowski is 
erecting a cement block building 
which he will equip with machinery 
preparatory to operating a creamery 
and cheese plant.

Detroit—Hilton, Hart & Koehn 
Co., dealer and manufacturer of office 
furniture, stationery and blank books, 
has changed its name to The Hilton, 
Hart & Garrett Co.

Owosso—The Mueller Brothers’ 
Brewing Co.’s plant which was taken 
over by the Owosso Savings Bank 
through foreclousure, is being dis
mantled, Wickes Bros., of Saginaw, 
having purchased the machinery.

Detroit—The Electric Welder Co. 
of America, manufacturer of electric 
welding machines, has been incor
porated with an authorized capital 
stock of $50,000, of which amount 
$27,000 has been subscribed and 
$6,500 paid in in cash.

Saginaw—The Standard Wire Co., 
manufacturer of clothes line fasten
ers and other wire, steel and iron 
goods, has been incorporated with an 
authorized capital stock of $5,000, of 
which amount $3,510 has been sub
scribed and $1,000 paid in in cash.

Detroit—The Michigan Armature 
Works, dealer and manufacturer of 
electrical apparatus and appliances, 
has been incorporated with an author
ized capital stock of $5,000, of which 
amount $2,500 has been subscribed, 
$300 paid in in cash and $2,200 in 
property.

Detroit—The Cadillac Furniture 
Co. has been incorporated with an 
authorized capital stock of $3,000, of 
which amount $2,000 has been sub
scribed, $1,000 being paid in in cash 
and $1,000 in property. This concern 
will engage in the manufacture and 
sale of furniture, novelties and spe
cialties.

The Healds Forced to Convey.
As noted a few weeks ago Judge 

Brown, of the Kent Circuit Court, 
overruled the plea made by Mrs. 
Henry T. Heald in which she asserted 
she was entitled to hold certain real 
property, the title to which stood in 
the name of her father, Lester J. 
Rindge, at the time of his death, but 
which the Rindge, Kalmbach, Logie 
Co. claimed he held in trust for the 
corporation. Following this decision 
Mrs. Heald last week conveyed the 
title to the properties in question to 
the Rindge, Kalmbach, Logie Co., and

she and her husband, Henry T. 
Heald, who were both made defend
ants in the case, also paid over to 
the company such rentals as they 
had collected, whereupon further 
proceedings in the litigation were 
discontinued. The litigation was ex
ceedingly unfortunate and reflected 
no credit on the husband of Mrs. 
Heald, who acted as his wife’s at
torney. Friends of Mrs. Heald re
gret that she should have been placed 
in such an unfortunate position 
through the ill advised and ridiculous 
actions of her husband.

James Terriff has purchased the 
Western Michigan agency of the De
troit Automatic Scale Co. from O. P. 
Dresbach and will continue the busi
ness at 9 North Ionia avenue. Mr. 
Terriff formerly resided at Portland, 
where he was associated with his 
brother, the late W. W. Terriff, in 
the manufacturing business. For the 
past six years he has been engaged 
in raising wheat and stock in the 
Canadian Northwest.

Charles H. Coy, proprietor of Coy’s 
Busy Big Store, at Alden, was in the 
city last week on his annual vacation. 
He was accompanied by his wife and 
daughter. The Coy store was es
tablished by the late R. W. Coy in 
1870 and the present owner is look
ing forward to the fiftieth anniver
sary celebration six years hence.

Charles M. Surine, formerly pro
proprietor of the Creston Pharmacy, 
corner Coit and Plainfield avenues, has 
purchased the drug stock of Francis 
Van Dugteren, corner Hall street 
and Division avenue, and will continue 
the business under the style of the 
Surine Drug Store.

The Grand Rapids Notions and 
Crockery Co. is having plans prepar
ed for a new building on Fulton 
street, adjoining the Grand Rapids 
Paper Box Co. on the west. The 
structure will be 44x120 feet in di
mensions, two stories high.

Henry J. Grit, who has conducted 
a grocery and shoe store at 1000 
Jeanette avenue for the past twenty- 
two years, has admitted his son, 
Hendrick, to partnership and the 
business will be continued under the 
style of H. J. Grit & Son.

Herman Stehouwer, who conducts 
a bakery on Alpine avenue, has sold 
a half interest in his stock to Cor
nelius DeBode and the business will 
be continued at the same location 
under the style of Stehouwer & De
Bode.

Lars Larsen, recently of Fremont, 
has purchased the O. E. Clemons 
furniture stock at 1009 Division ave
nue and will conduct a new and sec
ond hand furniture store and also 
deal in stoves and do repairing.

M. Osterhuis, formerly engaged in 
the butter and egg business, has pur
chased the Henry Veldman grocery 
stock at 507 Henry avenue and will 
continue the business.

The high price of eggs has done 
much to reduce stage fright.
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Review of the Grand Rapids Produce 
Market.

Apples — Wolf River, Wealthy 
Maiden Blush and other seasonable 
varieties are in large supply at 60@ 
75c per bu.

Bananas—The price is steady at 
$2.50 per hundred pounds. The price 
per bunch is $1.25@2.

Beets—60c per bu.
Butter—The market is active with 

a good consumptive demand, which 
is absorbing the receipts on arrival. 
All grades are scarcer, and an ad
vance of lc per pound seems prob
able as these words are being writ
ten. The consumptive demand for 
butter is better than usual for the 
season, and the quality arriving is 
fully up to standard. Factory cream
ery is quoted*at 30@31c in tubs and 
31@32c in prints. Local dealers pay 
32c for No. 1 dairy, 18c for packing 
stock.

Cabbage—50c per bu. for home 
grown.

Carrots—60c per bu.
Cauliflower—$1.75 per doz.
California Fruits—Pears, $2.25 per 

box; plums, $1 per box; grapes, Dia
mond, $1.50 per box; Malaga, $8 per 
box; seedless, $2 per box.

Cantaloupes—Home grown are now 
in complete command of the market 
on the basis of $1 per crate.

Celery—Home grown, 18@20c per 
bunch.

Cocoanuts—$4.25 per sack contin- 
ing 100.

Cucumbers—25c per dozen for home 
grown hot house; garden grown, $1 
per bu.

Eggs—The market shows a very 
strong tone with prospects of a slight 
advance within a short time. The 
receipts are barely large enough to 
cover the demand, and receivers ex
perience no difficulty in keeping 
stocks cleaned up at fair quotations. 
Local dealers pay 22c for candled 
stock.

Grapes—Both blue and white vari
eties command 13c per 8 lb. basket 
and lOefor 4 lb; 4 lb. baskets crated, 
$1.20 per doz.

Green Corn—12c per doz.
Green Onions—15c for silverskins 

and 10c for evergreens.
Honey—18c per lb. for white clov

er and 16c for dark.
Lemons—Californias and Verdellis 

have declined to $5 per box.
Lettuce—'Head, $1 per bu. Garden 

grown leaf, 75c per bu.
Nuts—Almonds, 18c per lb.; filberts 

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

Onions—Home grown are now in 
large supply at 50c per bu. Indica
tions are now that the price will be 
low the coming season, owing to the 
1914 crop being exceptionally large.

Oranges—Californias are in ample 
supply at $3.

Pickling Stock—Onions, $1 per bu.; 
cukes, 20c per 100.

Peaches—The market is fully sup
plied with Elbertas, Crawfords, In
galls, Kalamazoos, Prolifics and oth
er standard varieties which find an 
outlet on the basis of $1.25(3)1.75 per 
bu. The present week will see the 
flush of the crop marketed, but there 
will be peaches in market for two 
weeks yet.

Pears—jClapp’s Favorite and Flem
ish Beauty command $1 per bu.

Peppers—Green, $1 per bu.; red, 
25c per doz.

Pieplant—75c per box.
Plums—Bradshaws command $1.25 

@1.50 per bu.; Green Gage, $1.25 per 
bu.

Potatoes—Home grown, 75@B0c 
per bu.

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

Poultry—Local dealers pay 13c for 
broilers; 12c for fowls; 9c for old 
rosters; 9c for geese; 9c for ducks; 
14@16c for No. 1 turkeys and 12c for 
old toms. These prices are 2c a pound 
more than live weight.

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

Squash—50c per bu. for Summer; 
75c per bu. for Hubbard.

Sweet Potatoes—$3 per bbl. for 
Virginia; $4 per bbl. for Jerseys.

Tomatoes—Home grown are in 
ample supply at 60c per bu. for ripe 
and 40c for green.

Turnips—75c per bu.
Veal—Buyers pay 8@12c according 

to quality.
Water Melons—$2.50 per bbl. of 8 

to 10.
Wax Beans—$1 per bu.

The Grocery Market.
Sugar—The market is steady on 

the basis of 7J^c f. o. b., New York. 
No change seems likely to occur dur
ing the next week. The distributers 
are well taken care of for the next 
few weeks, it is thought, and in Oct
ober the domestic beets begin to 
move, so that there is likely to be 
no rush to purchase this fall, local 
interests being chiefly confined to 
contiguous territory for their re
duced output. Whether the United 
Kingdom will continue its active buy
ing here remains to be seen, for, ac
cording to the reports, it has pro
vided' for several months’ require

ments. Including the new crop 
Cubas, the total is estimated as high 
as 800,000 tons, with a minimum of 
500,000 tons. The war has certainly 
done a great amount of damage al
ready to the European beet crop, and 
the usual source of supply for Great 
Gritain is for the time being elmin- 
inated. Belgium and France can be 
eliminated for the major part from 
consideration, as hostile armies have 
ravaged the fields. The German crop 
will be harvested, it is said, but the 
sugar will be either used at home or 
tied up until the conflict is over. The 
same can be said of Russia, whose 
ports are bottled up. The question 
is asked, What of the sowings next 
year if the war is prolonged, for 
labor will be scarce, and the cereal 
crops given the preference upon the 
Continent? It is upon these factors 
that the prediction of a world short
age for the next two years is based, 
but, of course, production will be 
greatly stimulated in neutral coun
tries and consumption materially cur
tailed through the stopping of the 
wheels of industry.

Tea—The markets are steady and 
firm. The advances so far on teas have 
been legitimate and but very little 
affected by the war except in advanc
ed rates of exchange and war risks. 
The procuring of freight transporta
tion is about the most serious ob
stacle to arrivals and Japans are now 
dragging along as best they can in 
any bottoms available and safe. The 
shortage in Japans of about five mil
lion pounds will later make the pres
ent price of these teas low. Cey- 
lons and Indias, on account of the 
removal of the embargo, are some
what easier. Chinas, Javas and For- 
mosas are all being firmly held.

Coffee—Rio and Santos grades are 
easy and the demand is very light. 
The week shows a further fractional 
decline. On the other hand, the bet
ter grades of Santos are commanding 
a premium, because of scarcity. 
Some coffee is coming out of Brazil 
and the situation is gradually righting 
itself, being aided by the very small 
demand. Buyers of most grades are 
staying out except for actual wants. 
Mild coffees are easier by a fraction 
of a cent and dull. Mocha and Java 
are both firm, the former having 
strengthened a trifle during the week.

Canned Fruits—'California canned 
goods are unchanged and dull from 
first hands, small Eastern staple can
ned goods are unchanged and quiet. 
Old New York State apples, which 
reached $3.60 in a large way before 
they were exhausted, are now gone 
and new apples are cheaper because 
of the large crop.

Canned Vegetables—Tomatoes are 
slightly higher, owing to the cold 
weather. If it grows warm and fav
orable, as is probable, the situation 
may ease off. Corn is still firm and 
high; with light demand. Peas dull 
at ruling prices.

Canned Fish—Domestic sardines
are unchanged but firm. French and 
Portuguese are very scarce and very 
high. Some Norwegians are coming 
and selling readily at comparatively 
small advance. New pack salmon

has been taken readily at the opening 
prices, which, as stated last week, 
were much higher than a year ago.

Dried Fruits—California prunes are 
decidedly strong in the primary mar
ket, especially in 30c and 40s, in 
which there is said to exist a large 
short interest. Quite a little busi
ness has been done on resales from 
buyer to packer in 30s and 40s. Cali
fornia dried peaches are not getting 
much attention from the trade in 
this quarter, nor does there seem 
to be much demand at present from 
the larger consuming markets in the 
South and Southwest. However, 
growers seem to have made up the¡r 
minds to hold for better prices, and 
packers are not disposed to force 
business. With the export outlet 
virtually closed and a limited sale in 
home consuming m|arkets¡, apricots 
are dull, and quoted prices on ship
ments from the Coast are nominal. 
Seedless California raisins are firm, 
although the demand from consum
ers at the moment seems to be un
important. Pending the announce
ment of opening prices on 1914 crop 
seeded Muscatels, buyers in the East 
manifest indifference. The prices 
which, it is now definitely stated, will 
be made on Tuesday next are ex
pected by many to be based on 7c 
for fancy in 16-ounce cartons, but 
some in the trade think that the quo
tation may not be less than 7̂ 4 c for 
that grade. Currants on the spot are 
easier and lower in sympathy with the 
apparent anxiety of shippers in 
Greece to make sales. Late cable 
advices indicate that shipments of 
new crop Persian dates are not like
ly to be interfered with by the war.

Later—The new prices on Cali
fornia seeded raisins were announced 
this morning. They are j£c higher 
than last year, but Jfjc lower than 
was expected.

Rice—The market is heavy, with 
sellers more willing to accept lower 
bids on supplies, owing to the down
ward tendency in the South, where 
the active crop movement is having 
its effect. Advices from New Or
leans state that values are depressed 
by large receipts, over 31,000 sacks 
in two days, or the equivalent of the 
whole preceding week. The weather 
is reported as ideal and harvesting 
is in full swing, causing the farmers 
to market the crop in a hurry in or
der to get the benefit of the prevail
ing high prices for rough rice. The 
export enquiry has been checked for 
the time being, although the trade 
expects a revival later on. Distri
butors are pursuing a hand-to-mouth 
policy, although in need of the new 
crop.

Salt Fish—Norway mackerel are 
still scarce and very firm. Irish are 
unchanged. Shores are relatively 
scarce and high. Cod, hake and 
haddock are unchanged, in prospec
tive small supply and firm.

Cheese—The market is steady and 
unchanged, with a seasonable con
sumptive demand. The make is 
about normal for the season and the 
market is steady.

It’s much easier to borrow trouble 
than to get rid of it.
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TROUBLE AHEAD.

Sneak Work by Champions of the 
Initiative.

Through the medium of the ini
tiative, referendum and recall statute 
enacted by the Legislature of 1913, 
a clandestine effort is being made to 
throttle tyhe fraternal organizations 
doing business in Michigan. This 
amendment, if adopted, will destroy 
the lodge system and ritualistic form 
of work.

Will destroy the representative form 
of government through the lodge 
system.

Will limit societies to the payment 
of death benefits alone.

Will deprive the State of the power 
to enforce the solvency of fraternal 
societies.

Will deprive fraternal societies of 
the right to make laws for their own 
government, and for their own per
manency.

U. C. T. Active in Opposition.
Detroit, Sept. 14.—At a meeting 

called by Grand Counselor Mark S. 
Brown at the Hotel Cadillac, De
troit, Saturday, September 12, at 
which representatives of nearly every 
council in Michigan were present, 
after a thorough discussion of the 
proposed amendment to the State. 
constitution, the following resolutions, 
were unanimously adopted:

Whereas—An amendment has been 
proposed to the constitution of the 
State of Michigan,.which will practi
cally destroy the U. C. T. organiza
tion within its boundaries; and

Whereas—Its proposers are circu
lating literature tending to deceive 
the voters into believing that the 
majority will rule and that such 
amendment will cover the initiative,- 
referendum and recall without being 
a detriment to the future life of the 
fraternal insurance societies and or
ganizations; therefore be it

Resolved—That the United Com
mercial Travelers of America, Michi
gan Jurisdiction, heartily condemn the 
enactment of this amendment, and be 
it further

Resolved—That we affiliate with 
the Michigan Fraternal Voters 
League to lend our support and best 
efforts toward the overwhelming de
feat of this amendment; and be it 
further

Resolved—That a bulletin be mail
ed to the membership at large in 
the State, urgently soliciting their in
dividual support to this end.

C. C. Starkweather,
A. G. MacEachron,

Committee.

The following bulletin will be dis
tributed in circular form:

Danger!
Your U. C. T. insurance will be ab

solutely destroyed and your mem
bership made null and void if the 
proposed amendment to the State 
constitution of Michigan is enacted 
at the election to be held November 
3.

A. Will destroy your lodge system.
B. Will destroy your ritualistic 

form of work.
C. Will destroy your representa

tive form of government through the 
lodge system.

D. Will deprive fraternal socie
ties of the right to make laws for 
their own government and for their 
own permanence.

E. May so disrupt the internal af
fairs of societies that they will not 
be able to meet their obligations, and 
every member holding a certificate 
will be the loser.

To the membership of all fraternal 
societies there is but one duty ahead 
and that is to arouse to the fact that

an arch enemy is trying to disrupt 
the fraternal system and destroy the 
protection provided for the member
ship. Every certificate holder 
should come into action at once. Ture 
on the search light and expose the in
famy attempted by this arch traitor, 
whoever he is or wherever he may be 
found.

Representatives of the different 
societies doing business in Michigan 
held a meeting in this city during the 
past week and united in forming the 
Michigan Fraternal Voters League, 
with offices at 39 Campau building, 
Detroit, from which office the cam
paign of defeating the amendment 
will be conducted. The U. C. T. is 
affiliated with this League.

Literature will be sent out from 
this office and those who have the 
active work of organizing the coun
ties will be furnished with credentials 
from the League, which credentials 
will be signed by Grant Slocum as 
Chairman and Mark McKee as Sec
retary.

Any one coming to you with cre
dentials of this kind will, we know, 
receive your heartiest support, wheth
er he happens to be a member of this 
organization or not. The U. C. T. 
cannot cover every county in the 
State, but by dividing the work with 
the other organizations we can ac
complish much more and with the co
operation of all societies there will 
be no question of the outcome.

Mark S. Brown
Fred C. Ritcher, Grand Counselor.

Grand Secretary.

What Some Michigan Cities Are 
Doing.

W ritte n  fo r th e  T rad esm an .
Flint’s postoffice receipts continue 

to show an increase, being consider
ably ahead of any previous year.

Fenton will install a new system 
of street lights, probably of the 
ornamental type of boulevard lights.

Stoves and furnaces are being 
shipped out by one concern at Do- 
wagiac at the rate of fourteen to 
eighteen cars a day.

The Commercial Association of 
Gladstone has two new manufactur
ing industries on the string.

Postoffice receipts at Battle Creek 
for August show increase of $5,000 
over the corresponding month a year 
ago.

Lake City’s new industry, the Iver
son Glove Co., has started manufac
turing operations.

Otsego’s homecoming and street 
fair will be held October 8 and 9. 
An exhibition of farm and orchard 
products will be one of the big fea
tures.

Cloverland’s first annual potato 
congress will be held October 21-23 
in Menominee, under the auspices ot 
the Commercial Club and $750 in 
gold has been hung up in prizes for 
the best Upper Peninsula potatoes 
exhibited there. All large buyers in 
the Central West have been invited 
to attend, the idea being to bring 
buyers and producers together and 
to build up a market for Michigan 
spuds.

Elk Rapids will hold a harvest home 
fair October 7-9.

Adrian is in good shape industrial
ly. The Standard Oil Co. and the 
Moreland Co. have built big addi
tions, the Bond Co. now occupies the 
old Wing & Parsons plant, the Gib- 
ford Hardware Specialty Co. occu
pies the old Bond post building and

the Peerless Co. is getting ready to 
build again.

Work has begun in erection of a 
new Federal building at Three Riv
ers.

Owosso is entertaining the Shia
wassee county fair this week.

All coke sold in Albion must be 
kept under cover by dealers.

Bay City’s new ordinance provides 
that all automobiles must have shad
ed lights and must be parked at an 
angle to the street curb.

A petition with 524 signatures has 
been presented to the Common 
Council of Saginaw asking that a 
special election be held to vote on 
issuing bonds for the erection of a 
municipal light and power plant. The 
cost of such a plant, it is estimated, 
will not exceed $250,000. Better and 
less expensive service, with more 
uniform rates, are among the bene
fits urged by citizens signing the pe
tition.

The Saginaw schools show a big 
enrollment this year, with more stu
dents at the trade school than can be 
taken care of.

Port Huron voted down a propo
sition to buy a new pump for the 
water works.

Pontiac has installed a new eight 
million gallon pump as added fire 
protection.

Owners of untenanted buildings at 
St. Ignace have been ordered to fix 
up or tear down by the State Fire 
Marshall.

The project to build an electric 
road between Battle Creek and Cold-

water has been revived and re-en
dorsed by the Battle Creek Chamber 
of Commerce and the Coldwater Re
tail Merchants’ Association.

A civic boosters’ committee at Kal
amazoo has issued a call for a ban
quet to be held .September 18 at the 
Park American Hotel in an effort to 
secure greater co-operation along in
dustrial lines.

The Motor Truck Club of America 
will hold its first annual convention 
October 7-10 in Detroit.

Almond Griffen.

Q uota tions on Local S tocks and Bonds. 
P ub lic  U tilities .

Q uo ta tions  only nom inal. Bid. A sked.
Am. L ig h t & T rac . Co., cdm . 300 310
Am. L ig h t & T rac. Co., Pfd. 105 108
Am. P ub lic  U tilities , Com. 40 45
Am. P ub lic  U tilities , P fd. 65 70
C ities Serv ice  Co., Com. 50 55
C ities Service Co., P fd . 50 55
Com w ’th  P r . Ry. & L t., Com. 55 60
Com w ’th  P r . Ry. & L t., P fd . 74 79
Com w ’th  6% 5 y e a r  bond 99 100
H olland  St. L ou is  S ugar 4 5
M ich igan  S u g ar 40 45
Pacific G as & Elec. Co., Com. 36 39
T ennessee  Ry. L t. & P r ., Com.. 11 13
T ennessee  Ry. L t. & P r ., P fd . 60 64
U nited  L ig h t & R ys., Com. 55 60
U nited  L ig h t & R ys., P fd . 68 72
U n ited  L t. & Ry. new  2nd Pfd.. 62 67
U nited  L ig h t 1st a n d  ref. 5%

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

D ennis  C an ad ian  Co. 99 102
F u rn itu re  C ity  B rew ing  Co. 59 65
Globe K n ittin g  W orks, Com. 125 140
Globe K n ittin g  W orks, Pfd. 97 100
G. R. B rew in g  Co. 120 125
C om m ercial S av ings B ank 216 220
F o u r th  N a tio n a l B ank 215 220
G. R. N a tio n a l C ity  B ank 174 177
G. R. S'avings B ank 255
K e n t S ta te  B ank 250 260
Old N a tio n a l B ank 195 200
Peoples S av ings B ank 250

S ep tem ber 16, 1914.

Good intentions sometimes even
outlive the headache that gave them 
birth.
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Itinerary of Annual Trade Extension 
Tour for 1914.

At a dinner party given by' the 
wholesale dealers of Grand Rapids 
last Tuesday evening, it was decided 
to give the next trade extension tour 
October 6, 7, 8 and 9.

Heber A. Knott, chairman of the 
Transportation Committee, read the 
report showing which towns will be 
visited and the time to spend at each. 
The trip this year will be in a north
easterly direction, with Saginaw as 
the objective. The return will be 
made via Reed City from Saginaw. 
The exact itinerary is as follows: 

T uesday , O ctober 6.
A rrive. Leave.

G rand  R ap ids  ___ 7:15 a. m.
M oseley ................. 8:15 a. m . 8:40 a. m.
S m y rn a  ................. 8:50 a. m . 9:05 a. m.
B eld ing  ............... 9:15 a . m. 10:45 a. m.
G reenville  ......... 11:00 a . m. 12:30 p. m.
G ow an ............... 12:45 p. m. 1:15 p. m.
T ru fa n ts  ............. 1:25 p. m. 1:55 p. m.
C oral ..................... 2:05 p. m. 2:25 p. m7
H o w ard  C ity  ___  2:35 p. m. 3:15 p. m.
A m ble ................... 3:25 p. m. 3:40 p. m.
L ak ev iew  ........... 3:55 p. m. >5:00 p. m.
Six L ak e s  ........... 5:15 p. m. 5:45 p. m.
E d m o re  ................. 6:00 p. m.

W ednesday , O ctober 7.
A rrive. Leave.

E d m o re  .......................  6:30 a . m.
M ecosta  ............... 7:10 a. m. 8:10 a. m.
R em u s ................. 8:20 a. m. 8:50 a . m.
B lan ch a rd  ............. 9:00 a. m. 9:20 a. m.
M cB rides ..........  9:60 a . m . 10:10 a. m.
S ta n to n  ............... 10:20 a. m. 11:00 a . m.
S h e rid an  ........... 11:20 a . m. 12:00 m.
V ickeryv ille  ___  12:10 p. m. 12:40 p. m.
B u tte rn u t ........... 1:00 p. m . 1:30 p. m.
C arson  C ity  ___  1:45 p. m. 2:45 p. m.
M iddleton  ............. 3:00 p m. 3:30 p. m.
P e rr in to n  . . . . . * .  3:35 p. m. 4:05 p. m.
P om peii ............... 4:15 p. m . 4:35 p. m.
O la .........................  4:45 p. m . 4:55 p. m .
A sh ley  ................... 5:10 p. m. 5:30 p. m.
E lsie  ....................... 5:45 p m. 6:30 p. m.
B a n n is te r  ............. 6:40 p. m. 7:00 p. m.
N o rth  S ta r  ......... 7:20 p. m. 7:40 p. m.
I th a c a  ..................... 7:50 p  m.

T h u rsd ay , O ctober 8.
A rrive. L eave.

I th a c a  .........................  9:00 a . m.
Shepherd  . . . . . . .  9:35 a . m. 10:05 a . m.
M t. P le a s a n t . .  10:20 a . m .  12:00 m.

A lm a ................... 12:35 p  m. 2:00 p. m.
St. L ou is  ............. 2:10 p. m. 3:10 p. m.
B reeken ridge  . . . .  3:20 p m . 3:50 p. m.
W h ee le r ............... 3:55 p m. 4:20 p. m.
M errill ................... 4:30 p. m . 5:15 p. m.
H em lock  ............... 5:25 p. m . 6:00 p. m.
S ag inaw  ..............  6:30 p . m.

F rid ay , O ctober 9.
A rrive. L eave.

S ag inaw  ......................... 7:40 a. m.
F ree lan d  ................. 8:00 a. m. 8:30 a . m.
M idland ............... 8:50 a. m. 9:50 a. m.
A verill ................. 10:10 a  m. 10:20 a. m.
S anford  ............... 10:30 a . m . 10:50 a. m.
N o rth  B rad ley  ..11:05 a. m . 11:20 a. m.
C olem an ..........  11:35 a. m . 12:30 p. m.
L oom is ................  1:00 p. m. 1:15 p. m.
C lare  ..................... 1:30 p. m. 2:15 p. m.
F a rw e ll ................. 2:25 p. m . 3:00 p. m.
L a k e  ..................... 3:15 p. m. 3:25 p. m.
C hippew a ............. '3:35 p. m. 3:45 p. m.
S ea rs  ..................... 3:55 p. m. 4:05 p. m.
E v a r t  ..................... 4:15 p. m . 5:15 p. m.
H ersey  ................... 5:35 p. m. 6:05 p. m.
R eed C ity  ..........  6:20 p. m . 8:00 p. m.
G rand  R ap ids  . . .  10:15 p. m .

Chairman Heber A. Knott has ap
pointed the following committees for 
the trip:

Transportation — Heber A. Knott, 
chairman; W. B. Holden, Lee M. 
Hutchins, William Logie, W. F. 
Blake, H. W. Spindler, F. E. Leon
ard, G. W. Rouse, A. B. Merritt.

Finance—S'. A. Krause, chairman; 
Ed Kruisenga, R. R. Bean, John Seh- 
ler, F. A. Voigt.

Catering—F. E. Leonard, chairman; 
R. B. Kellogg, P. C. Payette, C. E. 
Tarte, A. T. Slaght.

Programme—A. B. Merritt, chair
man; John Dietrich, Harold W. Sears, 
Harold A. Steketee, H. C. Rindge.

Deportment—John S. Noel, chair
man; Lee Higgins, C. J. Litscher.

Publicity—W. K. Plumb, chairman; 
Heber A. Knott, Guy W. Rouse, Lee 
M. Hutchins.

Every time a wise man makes a 
mistake he learns something.

Making Ready for Coffee Week.
The “Coffee Week” committee 

of the National Coffee Roasters’ As
sociation is putting the final touches 
on its propaganda, especially as re
gards its publicity. The advertising 
matter for use by retail grocers went 
out last week and is of a character 
to make an effective showing in 
preparation for the anticipated boom 
week of October 19-24.

First of all, there are elaborate 
poster sheets, suitably equipped with 
gum, to attach to display windows, 
so as to drape the windows at the 
top and sides, proclaiming “Coffee 
Week,” and the fact that coffee is 
the “Nation’s Breakfast Drink.” With 
them are furnished every grocer in 
the land—it takes about six million 
pieces of matter to complete the set 
—attractive display cards, in colors, 
banners for store hanging, post
ers for billboards, and thousands of 
copies of a clever and instructive 
booklet entitled “From Tree to Cup 
With Coffee,” intended to educate the 
housewife as to the true value of cof
fee and how best to prepare it to 
secure beneficial results.

The committee will also soon start 
a campaign of trade paper advertis
ing and is urging grocery salesmen, 
both in the jobbing and retail trade, 
to start preparing the trade for the 
big campaign.

New Wholesale Dry Goods] Firm.
Menominee, Sept. 15.—Menominee 

will have a new wholesale dry goods 
house shortly, according to informa
tion given out to-day by J. J. Cole 
of this city. The newly organized

company will be ready to fill orders 
about October 1.

The company, which is composed 
ctf J. J. Cole and associates, will 
open at 428-430 Main street and will 
be known as the J. J. Cole Co. The 
new firm will deal in dry goods, no
tions, hosiery, underwear, men’s and 
ladies’ furnishing goods, and will 
travel salesmen in Northern Michi
gan and Wisconsin.

Mr. Cole has just returned from 
the Eastern markets and expects to 
be ready for business about October
1. Mr. Cole was manager of the dry 
goods department which the Car
penter-Cook Co. closed out about six 
years ago.

Procter & Gamble’s Earnings.
A statement of the earnings of the 

Proctor & Gamble Company for the 
year ended June 30, 1914, just made 
public, shows that the total volume 
of business of the company for that 
year was $65,822,079.83, with net earn
ings, “after all reserves and charges 
for depreciation, losses, advertising 
and special introductory work” were 
deducted, of $4,247,706.49 available for 
dividends. Of this amount, $4,067,- 
706.49 was available for dividends on 
the common stock, amounting to 
about 32y2 per cent. The common 
stock of the company is quoted on 
the Cincinnati Exchange at 540 bid 
and 575 asked.

Co-operation.
“You keep a joint bank account 

with your wife, do you not?”
“Yes; I deposit the money and she 

draws it out.”

There’s always room at the top— 
and always a crowd at the bottom.

Meeting Competition
The competition in your business is keen. You find it harder and harder to make the 

profits that you are entitled to every year.
The volume of business in your territory is great enough, if you could get your share 

so that the volume of your smaller profits would net you a reasonable return.

Mail Order Competition
N o doub t h u n d red s  of y o u r b e s t cu sto m ers  bu y  a  la rg e  p e r  cen t, of th e ir  m erchand ise  

from  m ail o rd e r houses  in  n e a r-b y  c ities. T hey  h av e  com e to  believe th a t  th e y  a re  g e ttin g  
b e tte r  p rices  an d  equal m erch an d ise  from  th e se  com pe tito rs , th u s  b e tte r in g  th e ir  ow n position  
—>by sav in g  m oney.

T he  com pe tition  from  yo u r fellow  m e rc h a n ts  is a lso  keen . E v e ry  one is  selling  h is  
m erch an d ise  a t  a s  sm all a  m a rg in  of p ro fit a s  he dares, a n d  th is  m akes you r hom e com 
p e titio n  a ll th e  w orse.

Y ou Can O vercom e T hese Conditions
Y ou can  overcom e th e se  cond itions w ith  a  B o o ste r Club C am paign  an d  th e  reason  fo r 

th is  lies in  th e  fa c t  th a t  you cen te r  th e  a tte n tio n  of th e  e n tire  com m unity  on you r s to re . 
You g e t th e  w ork in g  in te re s t  of a  la rg e  club of business B oosters , each  of w hom  h as  ten  
re g u la r  P a tro n s  a n d  each  P a tro n  h a s  from  s ix  to  ten  friends. O ur B ooster C lubs a re  so 
o rgan ized  th a t  th e y  g e t th e  in te re s t  of every  one of th e ir  fr ien d s  cen te red  on yo u r s to re . 
W e w o rk  w ith  th e se  B o o ste rs  from  th e  tim e  a  B ooster C lub C am paign  s ta r ts  u n til it 
closes. W e give th e m  a n  ob jec t to  w ork  fo r and  w e do n o t c en te r  ou r a tte n tio n  on one 
o r tw o o r th re e  ind iv idua ls , b u t m ake  o u r in te re s t so d iversified  th a t  every  B o o ste r h a s  
so m eth in g  to  look fo rw a rd  to, to  w ork  for, to  g ive h e r  a n  in cen tiv e  to  g e t b u sin ess  fo r  you.

You know  a s  w ell a s  w e do th a t  to  keep  up  th e  in te re s t  of a n  e n tire  com m unity  fo r a  
period  of fo u r to  tw elve  m onths, a  bu s in ess  cam paign  m u s t h av e  fe a tu re s  w hich  a re  new , 
fe a tu re s  w hich  w ill a p p ea l to  every  one in  th e  com m unity . N o one s tu n t,  no m a tte r  how  
good i t  is, w ill la s t  fo r all tim e. E a c h  p a r t  of o u r c am paign  in te rlo ck s  w ith  ev ery  o th e r  
p a rt, g iv in g  you so m eth in g  new  ev ery  w eek, g iv in g  you new  business every  w eek, new  cu s
to m ers , new  p rofits—profits  you could n o t possib ly  g e t w ith o u t a  B ooster Club C am paign. 
R ead  th e  le t te r  w e reproduced  from  th e  m e rc h a n t in  th is  ad v ertisem en t. I f  you w a n t re su lts  
like  he  got, if you w a n t th e  in te re s t  of yo u r com m unity  cen te red  on y o u r s to re  a s  i t  w as  
on his, c u t o u t th e  coupon a n d  w e w ill send  you re a l in fo rm atio n —in fo rm a tio n  th a t  
space  w ill n o t p e rm it u s to  g ive here.

You w a n t to  s ta y  in  business, you w a n t to  b e t te r  yo u r bu sin ess  conditions, you  w a n t 
to  in c rea se  y o u r p rofits, you  w a n t to  c lean  up  y o u r c red it acco u n ts  an d  you can  do a ll 
of th e se  w ith  a  B ooster C lub C am paign  a t  a  cost t h a t  is  based  on re a l serv ice . G et th is  
serv ice  before  y o u r co m p e tito r g e ts  it.

m *»__________ *AKD__________ CEMENT PLASTER COAL BRICK T l l f

f G. W. BAKER
HARDWARE. LUMBER. AGRICULTURAL IMPLEMENTS, FURNITURE. PAINTS. WALL 

PAPER, WINDOW SHADES. LIME, SAND AND COAL

LoamL BL January 1-1913________

The P ractica l Advertising Co.,
Springfield , I l l in o is .

Gentlemen:*

Below you w il l  find the standing o f the 
Boosters as per the count o f January l e t ,  1913;

Inez Carson 1696980 
£v& Foster 1664900 
Carrie Davis 1459304 
Dorthea L. Jacobs 895415 
Harriet White 210990 
Elsie Meier 172895

From December 23rd to January 1st* we gave 
quadruple coupons during the week. We took in cash 
and on account $5749.11. The Boosters even got in 
automobiles and brought in everybody they could to 
pay th e ir  b i l l s .  Brought them in to buy storm buggies 
and other a r t ic le s  too numerous to  mention. It has 
taxed our force to the lim it to be able to carry ousi* 
ness on in the o ffic e , as you w ill  see by the stand
ings of the Boosters we are giving out some coupons— 
as three o f them have over a m illion  qoupons.

The Campaign w ill  not c lose  for th ir ty  
days yet and the riva lry  for the piano i s  gettin g  
hot. Our business has been holding up well s in ce the 
holidays.

X remain.
Wishing y op the compì, ta ts t  e of tne season.

QtjJlA/fhoJfcxjJ

COUPON

Name....................................

Practical A dvertising Co. Springfield, Illinois
City............................. State

M. T. 9-T4
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THE WHEAT MARKET.
With wheat prices up over 50 per 

cent, from the low point at the end 
of June, the question in the minds of 
speculators is, how far the advance is 
to go. That will depend, first, upon 
the attitude of foreigners in buying, 
next on whether the public continues 
its mad rush of speculative purchases, 
and finally upon the farmer, who 
holds the key to the situation. By not 
selling freely on the advances the 
farmer keeps offerings light, and is 
more of a factor as a price maker 
than ever before.

An advance of nearly 50 cents per 
bushel in less than ten weeks is most 
unusual, and is so rapid that few of 
the professionals care to follow, in 
the face of the marketing of the rec
ord winter wheat crop, and of the 
starting to market of the spring wheat 
crop on both sides of the interna
tional line. It is expected, howevei, 
that the wheat will be readily taken, 
but the effect of hedging sales must 
be offset by heavy speculative pur
chases.

There has never been a time in the 
history of speculation when prices 
have advanced so far and so fast 
without “killings” being made by a 
large number of big operators. This 
advance came so unexpectedly that 
the traders were caught unawares. 
They were all short of the market, 
and few have been able to catch the 
step. Outsiders have made the most 
money, but their operations have 
been confined to small lots owing to 
the excessive margins demanded by 
brokers.

THE CORN CROP.
It is time for the annual frost scare 

in corn, but the impression is that it 
is not likely to amount to much this 
year unless it comes within a week. 
Crop experts who have been over the 
corn belt states within a week say the 
bulk of the crop will be out of danger 
from “killing” frost by September 
20. The Iowa weather crop report 
says 75 per cent, of the crop is out 
of the way, 90 per cent, will be by 
the 20th, and all by the end of the 
month.

The condition dropped ten points 
last month, but the State has the 
promise of a large crop, 365,000,000

bushels, 31,000,000 bushels less than 
a month ago, but nearly 30,000,000 
more than last year. Illinois, the 
other largest corn surplus State, has 
the promise of 288,000,000 bushels, or
11.000. 000 less than last month, and
70.000. 000 bushels more than last 
year. But it is 70,000,000 bushels under 
the five-year average, while Iowa is
12.000. 000 bushels over the average.

The announcement of the closing 
of the George Junior Republic will 
be received with general regret. Ever 
since its founding fifteen years ago, 
it has appealed not only to those in
terested in methods of reforming 
juvenile delinquents, but to the imag
ination of the whole country and even 
of foreign nations. It is not too 
much to say that the Republic has 
been one of our few show places. 
Doubtless this admiration has had 
mixed with it an element of senti
mentality which, if allowed to govern 
those in control of such an institu
tion, would speedily wreck it. But 
it has not been so managed, and the 
result has been that its success has 
led to the starting of similar institu
tions in various parts of the country. 
It seems strange that after such a 
career it should now suffer a lack ol 
funds so serious as to make its clos
ing necessary; and, indeed, no such 
event appears to be demanded by the 
situation so far as it is revealed by 
the statement that there is a deficit 
of $17,000 in the current receipts. This 
sum, which is a third of the amount 
required to run the Republic for one 
year, would normally be too small 
to trouble the trustees of such an in
stitution. The recent investigation 
of the personal conduct of its found
er, together with the unsatisfactory 
character of the report following, has 
cast a cloud upon the Republic which 
doubtless interfered with the raising 
of money for it. but the importance 
of the work undertaken at Freeville 
is too great for it to be permitted to 
drop If changes are desirable, let 
them be made, but in some form or 
other the Republic ought to be con
tinued.

About one-third of the cattle hides 
treated in the leather manufacturing 
industries of this country five years 
ago were imported from other coun
tries. In the meantime the number 
of cattle on farms and ranges in the 
United States has diminished, the 
consumption of hides has increased, 
and the present European war has 
affected the international trade in 
hides, so that the industries that tan 
and otherwise treat cattle hides and 
use their leather are facing uncertain
ties in the supply of the raw material.

Japan uses the word “Nippon” and 
this name is officially recognized by 
the Treasury Department. Under the 
law requiring that goods imported 
shall bear in legible English words 
the name of the place of manufacture, 
there was question in some ports 
whether “Nippon” was satisfactory. 
The Treasury Department rules that 
“Nippon” means Japan and that it 
shall be classed as an English word.

OUR FINANCIAL MAINSTAY
How extraordinarily the American 

grain producer has benefited by con
ditions which have disorganized so 
many other American home indus
tries may be set forth pretty clearly 
be reviewing the last Government 
crop report. The Department’s cal
culation on the total yield of all 
grain crops—4,853,000,000 bushels— 
exceeds by 302,000,000 bushels the 
actual harvest of last year, an in
crease of 6% per cent.

Owing to the corn crop shortage, 
the estimated total is less by 680,- 
000,000 bushels than the great har
vest of 1912; but circumstances are 
making it a far more profitable yield, 
even than in that bumper year. Bas
ed on the prices at the time of this 
week’s report, the aggregate value of 
the three grain crops—wheat, corn, 
and oats—is $3,400,000,000, whereas 
their estimated value after harvest 
was $2,741,000,000 last year and $2,-
527.000. 000 even in 1912.

Foremost of all considerations is
the record wheat crop of 896,000,000 
bushels, which, it is estimated by the 
Department, will allow for an export 
surplus of 300,000,000, exceeding all 
previous figures and more than dou
bling the actual export from the large 
crop of 1913. At the average price 
of $1.10 per bushel, also fixed by the 
Department, this exported surplus 
would be worth $330,000,000—some
thing almost unprecedented.

What this means to the country’s 
industry and wealth is best imagined 
by observing that, as a consequence 
of the European war, the American 
wheat producer has been suddenly 
lifted from a position where unprof- 
itably low prices seemed inevitable 
to one in which he is able actually to 
dictate prices. He is doing this to an 
unusual extent. Should the war last 
six months or a year, it may be pos
sible for him to “cash in” at even 
higher prices. At present the Kan
sas farmer, who sold the first part of 
his crop at 60 to 65 cents, is getting 
$1 to $1.05 for the remnant, if he 
cares to sell. There have been over
120.000. 000 bushels marketed at pri
mary centers so far this season, of 
which some 50,000,000 have been act
ually exported, and there are 50,000,- 
000 bushels more sold for export 
which will be shipped in the next few 
months.

The United States is now exporting 
wheat to such countries as Brazil, 
Uruguay, and South Africa, which 
usually secure their supplies from 
the Argentine. It is feeding the Unit
ed Kingdom, France, Belgium, and 
several other of the European coun
tries which are able to import wheat 
and flour. It is reaping the benefit 
of the shutting off from market of 
the Russian and Danubian exports, 
and is therefore in a position to do 
an enormous export business for 
months to come. The danger, if any, 
lies in “over exporting,” which might 
work a hardship later to our own peo
ple. But ineantime, it is paying the 
balance which t]he country owes 
abroad in grain, rather than in gold.

The effect of this remarkable situa
tion on the grain producer has natur

ally been to accentuate the “holding 
tendency.” Yet the recent move
ment of grain to primary markets has 
never but once been exceeded, and 
that was in 1912. The farmer, for 
his part, is talking $2 wheat, $1 corn, 
and 75 cent oatsv Farmers in Central 
and Northern Iowa want 50 cents 
for their oats now, and have little 
old corn to sell. In other sections 
they are all holding for high prices, 
but a few are selling a little, so that 
the movement of all grain makes a 
satisfactory aggregate. Meantime, 
as was to be expected with the armies 
in the field, the export trade in oats 
is reaching good proportions. Al
ready 15.000,000 bushels have been 
sold abroad; supplies cannot well be 
obtained elsewhere.

All this cannot fail to affect the 
country’s business situation. At the 
moment, the financial situation is such 
as to give little opportunity for im
mediate expansion. But business 
conditions are extremely sound, and 
expectation is general for a good 
autumn and winter business. Manu
facturers are elated over the prospect 
of securing an increased export busi
ness with the South American coun
tries, as a result of the embargo on 
Central Europe. That they will be 
able to get some of this business 
seems certain. How much they will 
hold, after the war is over and com
mercial conditions become normal, 
remains to be seen.

Buying of goods has been above 
the average of late, some of it being 
stimulated by the war, some by pros
pective scarcity of imported mer
chandise in the near future. Orders 
for spring goods have been better 
than usual so far, and in a few lines 
they have never been as large as now. 
Dry goods houses are shipping more 
goods than at this time last year, 
and have more orders in hand for 
future delhiery. In other lines ol 
merchandise there is an average 
business, and. in groceries sales ex
ceed previous years, especially of im
ported lines. There is only one thing 
that may offset this movement, and 
that is there has been a great deal of 
anticipation of requirements on the 
part of consumers who had money 
and stocked up, fearing that the war 
would make scarcity and higher 
prices.

While it pays to advertise it does 
not pay to misbrand articles offered 
for sale. Because an insect powder 
bore a label saying that the insecti
cide was “nonpoisonous to human 
life” but would kill all insects and 
disease germs and “every conceiv
able kind of vermin,” the manufac
turers have been fined $300 and costs 
by the Government. The Department 
of Agriculture analyzed the insecti
cide and found that it would not kill 
“all insects and every conceivable 
kind of vermin” and that it was pois
onous to human life instead of “non
poisonous.”

The easily discouraged clerk who 
shrinks back into his shell at the first 
rebuff from a customer will not be the 
one to increase his sales.
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CIGARETTES AND INHALATION

The publication of an article in a 
New York medical journal of recent 
date defending the use of the cigar
ette, and declaring that form of using 
tobacco to be the most innocuous pos
sible, has called forth favorable edi
torial comment of some of our in
fluential contemporaries which cannot 
fail to do great harm. One of these 
alluded to the article in the medical 
journal under the title, “The Cigarette 
Defended for Once.” It has been de
fended may times, and usually the 
defense follows some well-founded 
indictment that threatens to reduce 
sales through a revelation of the evil 
that attends the indulgence of the in
haling habit. This particular defense 
followed Mr. Edison’s inhibition 
against the use of the cigarette by his 
employes on the ground of loss of 
efficiency by victims of the habit. 
Many other important employers had 
long ago reached the same conclusion. 
The defense sometimes follows the 
enactment by some important com
monwealth of a law forbidding the 
manufacture and sale of cigarettes 
within its boundaries, such action 
being taken on the testimony of phy
sicians and magistrates who have oc
casion to observe the effects of the 
habit on the health and morals of 
cigarette smokers.

Some of our readers will recall the 
fact that a number of years ago an 
alarming increase in the number of 
incorrigible truants in the public 
schools was observed. This caused an 
investigation to be made, which plain
ly demonstrated that the use of the 
cigarettes by these boys was found 
to be the cause of the trouble. It was 
also found that, once the inhaling 
habit was formed, like the morphine 
habit, it demanded indulgence, and 
when honest acquisition was impos
sible, the victims resorted to theft 
to supply the demands of appetite— 
hence, the worst type of young cigar
ette fiends. A local jobbing house has 
been obliged to discharge six office- 
boys in one year because they stole 
postage stamps with which to buy 
cigarettes.

The great trouble in giving fair 
consideration to the cigarette question 
arises from lack of correct informa
tion. The injury and demoralization 
following indulgence of this habit 
does not reside in the cigarette itself, 
in the opinon of those who have fair
ly studied the question. It is in the 
manner of smoking. The writer is 
no enemy of the normal method of 
smoking tobacco—by that it means 
taking the smoke into the mouth and 
expelling it without taking into the 
lungs or their upper extensions. The 
vast majority of cigarette smokers 
inhale the smoke and so firmly estab
lish the inhaling habit that they de
rive no satisfaction in smoking tobac
co in any form unless they inhale it— 
and therein lies the vice and the men
ace to youth especially. There is no 
perfect combustion in smoking tobac
co; a part of the consumption passes 
into a noxious gas, closely allied to 
the fire damp of the mines—carbon 
monoxide. When this substance pass
es by inhalation into the circulation

and a part finally into the brain, the 
pleasure of the cigarette smoker is 
achieved. A mild and agreeable in
toxication obtains that at once is the 
joy and the menace of the cigarette 
smoker. When the cigarette inhaling 
habit is once firmly established, it is 
almost as difficult to abandon as tak
ing morphine; every cigarette inhaler 
knows that.

The majority of pipe and cigar 
smokers are moderate in their in
dulgence and smoke usually at stated 
periods and practically without injury 
or interference with their callings or 
business, but the confirmed cigarette 
inhaler has to keep his indulgence 
going most of the time. Many of the 
factory fire horrors have been caused 
by some cigarrette fiend throwing a 
cigarette stump into some combustible 
waste, just taking a few whiffs on the 
sly against all the prevailing rules of 
the establishment. A Federal judge 
in Washington is under such servitude 
to this prevailing vice that he is obliged 
to leave the bench two or three times 
in the course of an argument to fill 
up his lungs and satisfy his craving. 
It is a most lamentable thing for any 
medical or other journal to minimize 
the evils of a habit that as much as 
any other in the world to-day threat
ens the health, the morals, and the 
efficiency of its youthful citizens. The 
Tradesman takes issue with any pub
lication which compares the cigarette 
“with Madeira or claret among pota
bles.” It would place it nearer the 
relative position of wood alcohol as 
“a steady drink.”

Kipling’s picture of England and 
France wheeling girth to girth must 
now include Russia; the agreement 
signed by the Allied nations Saturday 
to make war together and peace to
gether has already had an impressive 
moral effect. Such a break-up of coali
tions as occurred more than once in 
the Napoleonic wars is rendered im
possible, and many a German must 
echo the chagrin expressed in the New 
York German-American Chamber of 
Commerce’s extraordinary assertion 
that the treaty proves the perfidy of 
England, selfishly seeking to restrain 
France from making a favorable peace 
in a moment of discouragement. But 
the unity of the Allies was in reality 
to be taken for granted. The en
thusiastic resistance of the French to 
the last man, the boundless determina
tion of Russia, the declarations of 
England that she would beat Germany 
to her knees if it took the entire 
weight in men and money of her em
pire, have been accepted at their full 
value. If it is necessary to fight a 
long war, the Allies will persist to the 
end, in confidence that sheer mass 
gives them an immense advantage. 
The greater significance of the treaty 
is its potential effect upon the disposi
tion of affairs at the end of the strug
gle. Whatever the outcome, it must 
make for fairness and an enlightened 
settlement. The penalties, if paid by 
the Allies, will be distributed, and not 
rest with crushing weight on one 
alone; if by their opponents, England 
and France may be trusted to put re
straining hands upon the arm of Rus
sia.

COST OF WAR TO NEUTRALS.
The Tradesman is in receipt of let

ters from friends in Panama describing 
the stagnation of business on the Pacific 
Coast of South America because of the 
almost complete cessation of ocean traffic 
and of the importation of many neces
sities of life. Destitution and actual 
want are reported to prevail among 
many classes of people in many places. 
The condition is the consequence of the 
European war, and similar conditions 
exist in greater or lesser degree on the 
East coast of South America and on 
every continent and in every country 
that has intercourse with the remainder 
of the world. The industry, trade and 
commerce of every land feel the blight
ing effect of this criminal conflict pre
cipitated by the arrogant militarist of 
Europe. The finances of the whole 
world are disorganized, the legitimate 
activities of neutral people and nations 
are crippled or prostrated and hundreds 
of thousands of persons far from the 
scene of slaughter are facing starvation, 
because the money needed to do the 
world’s business has been withdrawn 
to pay the appalling expenses of a war 
of aggrandizement. Never again after 
the heavy toll laid upon the whole civil
ized world by this stupendous conflict 
will it be said that nations apart have 
no concern or interest in the disputes 
between other nations that threaten or 
lead to war. In such a war as that rag
ing to-day there is no such thing as a 
disinterested spectator. Intercourse be
tween all the nations of the world is 
too close and constant for all not to 
feel the instant effect when communica
tion with a few or even one is interrupt
ed. As there is a third party, the gen
eral public, whose comfort and welfare 
are put in jeopardy or injured when a 
strike threatens interruption to the do
mestic trade and intercourse between 
sections of a country, so in Europe’s 
war there is a third party, the neutral 
part of the world.

One of the things The Hague peace 
conferences sought to do was to safe
guard more thoroughly the rights and 
interests of neutrals, especially the 
little buffer states. But as if foresee
ing this war and knowing that hard 
and fast pledges given to the world 
to respect the neutrality of minor 
nations might balk and upset the 
long laid plans of their general staffs, 
the military governments of Europe 
frustrated the efforts of those of gen
uinely peaceful intentions by seeing 
that the declarations of The Hague 
conventions were not well enough 
guarded. But possibly, even prob
ably, no pledges, no matter how 
binding in words, would have deter
red statesmen who regard solemn 
treaties as “scraps of paper“ and neu
trality as a “mere word,” from flout
ing their pledges when expected ad
vantage was to be gained thereby. 
Out of this terrible war there ought 
to come some sort of understanding, 
that the third party in interest, the 
neutral nations of the world, will be 
obligated to unite against those pow
ers which flagrantly and defiantly ig
nore solemnly given pledges to re
spect the neutrality and rights of 
other nations. Had some such under
standing existed among the nations

of the world, little Belgium would 
not to-day be laid desolate, with 
thousands of its best manhood dead 
and many more thousands homeless 
and utterly ruined because they dared 
defend their fatherland against a 
wanton invasion in defiance of all 
pledges.

Still another flagrant disregard of 
the rights of neutrals is the use of 
mines in the open sea. Already Swed
ish and Norwegian vessels have been 
blown up and many lives lost in the 
North Sea because of the planting of 
these destruettive intsruments there. 
There should be international prohibi
tion against the sowing of mines in 
seas traversed by merchant ships of 
neutrals and a combination of pow
ers to exact in some way a heavy pen
alty from the belligerent or belliger
ents which offend. Out of this war 
and the world-wide stagnation, suf
fering and evils that accompany it, 
neutral nations and those that would 
be neutral did not their imperilled fu
ture welfare drag them into it, there 
ought to come international agree
ments, enforcible in some way against 
governments inclined to flout or vio
late them, that will mitigate, at least, 
the horrors and effects of war as 
they feel them. Such agreements 
will have behind them, at any rate, 
the moral force of an overwhelming
ly public opinion, and such opinion 
not even arrogant military absolut
isms, if any shall remain, will hardly 
care to challenge. When this Euro
pean conflict has ended, the horrors 
and cost of it when computed, will 
be so appalling as to give the uni
versal peace propaganda an empetus 
and strength that must be powerful, 
if not dominant.

We may be a bit slow in seeing just 
what course to take concerning our 
merchant marine, but upon another 
matter, and to millions one of far 
more immediate importance, we have 
acted with commendable promptitude. 
Any lack of German-made carbons 
will have no effect upon the continu
ance of our moving-picture shows. 
American-made carbons will be sub
stituted for them as needed, and our 
great National form of relaxation will 
be uninterrupted by the war. The in
fluence of this display of resourceful
ness is gratifying in itself, and it 
ought to act as a spur in every line 
of activity that is at all dependent 
upon foreign importations. Of course, 
other fields of business, not having 
to do with articles of the transcendent 
value and indispensability of films and 
screens, will not have quite so sharp 
an incentive for haste as this one. 
Nothing that a drug store keeps in 
stock, for instance, can possibly be 
needed, even in an emergency, like a 
set of films that one has not seen be
fore. If the Administration has con
centrated its attention upon minor 
things like shipping bills, it is only 
because it could count upon pressing 
necessity to be the mother of inven
tion in regard to so primary a public 
need as the moving-picture exhibition.

When the average man has a head
ache he realizes what an aching void 
is.
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From the Other Side of the Counter.
They’ve always told me that I’m an 

easy sort of chap to get along with and 
I’ve even heard it said that anyone 
might sell me a gold brick if it glittered 
sufficiently. Dealers from whom I buy 
are kind enough to tell me that my 
trading’s a pleasure to them; they never 
have any trouble in selling me what I 
want. But, on the other hand, I don’t 
recall that anyone ever succeeded in 
making me buy that which I did not 
desire. ' Thus, poor salesmen are con
stantly congratulating themselves on 
their ability when, as a matter of fact, 
I have hardly any confidence in clerks 
as a general thing and have learned to 
regard them with an easy tolerance as 
mediums and no more. For there are 
so few salesmen. I am one of that 
great public that closes the transactions 
before entering a shop and I am really 
curious to know what it feels like to 
have someone sell me a thing without a 
suggestion from me. My insurance 
man can do it. A clever rascal once sold 
me a four-thousand dollar motor when 
I fully intended to buy one for only 
two. Somewhere in my safe lie a batch 
of bonds purchased through manipula
tion so astounding that the lack of ready 
money only prevented the buying of 
more. Don’t clothiers and furnishers 
ever succeed in doing that, or do the 
things just. sell themselves like meats 
or groceries?

Creating a Desire to Buy.
Of course, things are placed before 

me, but how? With the same heartiness 
as one speaks of the weather! With as 
much enthusiasm as a nonchalant “call 
again” contains! Sometimes I think 
that mediocre help is the cause of it, 
but why shouldn’t a haberdashery man 
make his work as much of an art as the 
bond salesman? Why isn’t there the 
zest, the vim and the pure love of the 
game in back of it? And do they know 
nothing of the remarkable results that 
lie in the wake of being able to create 
desire in the customer’s mind—after 
which all should be simple. It is not 
my intention to show you how to do it, 
I merely give you the reason why out
fitters sell me no more than I have 
made up my mind to buy.

I think that earnestness is the back
bone of success in selling. Why not 
cultivate it? I can nearly always be con
vinced by a sincere man, a man whose 
words, gestures and argument prove, to 
me he knows and means what he’s talk
ing about. Show me that which may be 
valuable to me by proving that you are 
convinced of it yourself. I’ll buy.

I don’t know why pride is so develop
ed in people that they think they know 
just what they want themselves, but it 
is there and that’s the thing to overcome

if the salesman has the ability. Why, 
I’ve hardly ever met a man in your 
line who even succeeded in creating in
terest. Putting a thing under my nose 
and asking me if I don’t need it in my 
bureau drawer doesn’t get a cent from 
me. Don’t you see that people want 
to be shown in a practical way?

It is the expert knowledge of a capable 
insurance agent that first holds my at
tention, stimulates with his skill and 
clinches the transaction by a forcible 
expression that reflects his own grasp of 
the details. In other words, successful 
salesmanship—and this is the very rarest 
of arts—means the possession of thor
ough knowledge backed by the necessary 
qualifications to utilize that assimilation 
of facts. The average haberdashery 
clerk cannot impress, and being unable 
to do this, his customer’s interest goes 
no further than the immediate object 
of his trip to the store. The man be
hind the counter is only an order taker, 
the medium, the automaton in the case.

Enlarge our Selling Vocabulary.
With an intelligent customer before 

him, the ordinary salesman is at a dis
advantage. He is in the hands of the 
buyer instead of being able to reverse 
this. To be convincing, to break down 
that pride in feeling we are able .to select 
things for ourselves without further 
suggestion, needs superior knowledge 
and the skill to bring it home. The 
average clerk is limited in his selling 
talk, it is a constant repetition of the 
same thing directed to a hundred dif
ferent types of buyers. Men have per
mitted countless opportunities to slip 
through their fingers in selling goods 
to me because I have failed to respond 
to persuasion and suggestion of the very 
weakest sort.

Why not take little journeys in the 
direction where the cultivation of a per
sonality lies? Learn the value of being 
forcible, of actually knowing more about 
your line than the customer and, by 
your tact, prove it to him. Why stand 
satisfied with a low grade of develop
ment, with the stigma of being an in
significant cog rather than an authority 
in whom your trade may confidently 
place its reliance? Learn all there is to 
be gUaned regarding haberdashery, how 
its various angles effect different men 
and why; get in touch with people who 
have undisputed knowledge of these 
things and gather in all you can about 
this and that relative to the goods you 
sell. Broaden your vocabulary; develop
ment will of itself serve your need in 
this respect, for if you have something 
to talk about the stimulus for intelligent 
expression will act as the happiest means 
to raise the tone of your selling talks.

Little journeys far afield from the 
rutted ways of most clerks—this should

solve the problem for you. Give your 
personality an edge and your methods 
character. Above all, know your goods 
and the people who buy them, what the 
relationship of one is to the other and 
how you can play them both. Flee from 
the odious appellation of “order taker.” 
You’ll find myriads of customers ready 
to respond. They are anxious to do so. 
Why not satisfy them in this commend
able desire?—Stroller in Haberdasher.

Military Tactics.
Colonel William C. Gorgas, Sur

geon-General of the Army, tells this 
story about a National Guard en
campment last summer:

“Jim Wheeler, a new volunteer, who 
had not quite learned his business, 
was on sentry duty one night, when a 
friend, knowing his fondness for pie, 
brought him one from the canteen.

“While he sat quietly on the grass 
devouring the pie the major saunter
ed up in undress uniform. Not recog
nizing him, the sentry did not salute, 
so the major stopped and asked: 
‘What’s that you have there?’

“ ‘Pie,’ answered Jim, good-natured
ly. ‘Squash pie. Have a bite?’

“The major frowned. ‘Do you know 
who I am?’ he asked, haughtily.

“ ‘No,’ the sentry answered, ‘unless 
your the major’s groom.’

“The majiOr shook his head.
“ ‘The barber from the village?’ 
“ ‘No!’ thundered the other.
“ ‘Maybe—’ the sentry laughed— 

‘maybe you’re the major himself!’
“ ‘I am the major,’ came the stern 

reply.
“ ‘Good heavens!’ exclaimed the 

sentry. ‘Hold the pie, will you, while 
I present arms!’”

Confusing.
An Irishman was out gunning for 

ducks with a friend, who noticed that 
although Mike aimed his gun several 
times, he did not shoot it off. At last 
he said: “Mike, why didn’t you
shoot that time? The whole flock 
were right in front of you.”

“Oi know,” said Mike, “but every 
time Oi aimed me gun at a duck an
other wan came right between us.”

His Recommendation.
Mr. Barnes, an exceedingly con

scientious man, was obliged to dis
miss his gardner, whom he had em
ployed for years, but whom he had 
found to be dishonest .

“You know, sir,” said the man, “that 
I have a wife and family, and I wish 
you could see your way clear to give 
me a ‘character,* sir.”

Mr. Barnes felt sorry for the man, 
and finally, after considerable delib
eration gave him the following 
“character:1”

“I hereby certify that Thomas Wil
liamson has been in my employ as a 
gardener for twelve years, and dur
ing that ttime he has gotten more out 
of my garden than any other man I 
ever employed.”

Here is a perfect little CLERK’S STOOL 
No. 409 MT. Shuts up like a jack knife as 
soon as the weight is removed. Can be 
screwed to any 2-inch surface, takes up no 
valuable room, is beautifully finished in 
Golden Oak or Birch Mahogany, w ith metal 
parts. Black Satin Lacquer or Antique Bronze.

This perfect "Godsend” to any selling 
force, will cost you only $10.80 per dozen, and 
now PONDER THIS A BIT. W e ll send 
any responsible m erchant as m any as he 
needs. and-if a t the end of th irty  days, he 
would sooner LET US have them than remit, 
he may return them a t our c o s t- th a t’s de
cent. eh? Mention this journal when you 
write us.

CHICAGO HARDWARE FOUNDRY CO.
N O R T H  C H IC A G O , ILL.

Newland H at Company
164-166-168 Jefferson Avenue 

DETRO IT

W holesale Hats, Caps, G loves 
Mittens and Umbrellas
Our fall line, including all the latest novel

ties in Hats, is now ready. Special styles and 
values in Caps for fall and winter wear are 
being shown. A complete line of Gloves and 
Mittens in both dress and working goods are 
ready for immediate shipment.

Special attention is given to mail orders. 
Prompt deliveries.

We solicit your patronage.

Newland Hat Company
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WHAT GROCERS MUST KNOW

In Order to Achieve the Greatest 
Success.

Just as the proper study of the doc
tor is medicine and of the lawyer, law, 
so, to further paraphrase the poet, 
the proper study of the grocer is gro
ceries. If he does so after the fashion 
advised by Andrew Carnegie when he 
said, “Put all your eggs in one bas
ket and then watch the basket,” he’ll 
be a success—own a home of his own, 
pay his bills promptly, ride in his own 
automobile, be looked up to by his fel
lows and, maybe, sent as a delegate 
to the National conventions. He 
may also be honored by election to 
the city council or to Congress and 
when he dies a memorial window in 
his home church may attest to the 
affectionate regard in which he was 
held by his neighborhood friends.

But no grocer can be a success un
less he is in the “know” class. What 
should he know? The Saturday Eve
ning Post says it requires little brains 
or character to be a grocer. You 
men who have been in the thick of 
things on the battlefield of business 
know better. You can afford to smile 
indulgently when theorists go ro
mancing like this. “Good wine needs 
no bush.” The grocery business needs 
no defense.

We hear a good deal these days 
about humanizing business and about 
higher standards of business prac
tice. A revulsion has set in toward 
the good old fashioned virtues. The 
public conscience has been quicken
ed. There has been a revival of busi
ness honor. Time was when Fred 
Mason stood alone as the apostle of 
sentiment jin business. To-day he 
has imitators in a dozen lines. The 
president of the biggest paint com
pany confessed the other day, “I am 
sorry for the man who does not be
lieve in sentiment in business. It is a 
good thing for a nation or a firm to 
have.”

There speaks the new humanism 
in business. All lines of industry and 
all the professions are moving in this 
direction. The doctors and the law
yers are no longer to be permitted a 
monopoly of ethics. Some sixteen de
partments of advertising, covering all 
lines of business, are to present 
standards of practice for adoption at 
the Toronto convention of the Asso
ciated Advertising Clubs in June. 
Even a Government Bureau of Busi
ness Practice is being discussed.

Why not standards of right action 
for grocers? We can not afford to 
lag behind in this movement. A thing 
is either right or wrong in the gro
cery business, the same as in any 
other business. If right, it should be 
acclaimed. If wrong, it should be 
condemned.

In answering the question, “What 
should every grocer know?” perhaps 
we shall arrive at some basic prin
ciples on which to build standards of 
practice for grocers. In my opinion 
every grocer should know:

That he is first of all a soldier in 
the Army for the Common Good and 
that as such he has a duty to per
form redw ing a real social ser

vice; not to the manufacturer, not to 
the jobber—but to the consumer.

Every grocer should know that 
“Honesty is the best policy” because 
it pays. That is what the Latter 
Day Psalmist meant when he said, 
“The crown of virtue is riches.”

Every grocer should know how to 
figure his cost of doing business, re
membering that this includes salary 
for himself and a charge for rent, 
even if he owns the building.

He should know his net profit on 
every article he sells.

He should know that he isn’t a mer
chant if he sells any product at less 
than 20 per cent, on his selling price, 
because the approximate cost of do
ing business in the grocery line is 
17 per cent, and at 20 per cent, he 
makes only 3 per cent, net; also that 
there are many safe investments at 
6 per cent.

He should know that his most 
valuable advertising medium is his
window. Because this is so it should 
be dressed never less than once a 
week and it would be better if it 
were every other day. If he owns 
space in a newspaper he wouldn’t re
peat the same copy each day.

He should know that the one great 
trade winner that costs nothing is
politeness.

He should know that another—
costing little but worth all it costs 
—is cleanliness.

He should know that the customer 
is always right; that he is “the boss” 
because he not only pays the clerks’ 
wages but also the proprietor’s sal
ary.

He should know that advertised
goods are sold for him.

He should know that anybody can 
give goods away, but it takes a mer
chant to sell them. This means do 
not be a price-cutter.

He should know that, while good 
fixtures cost money, they soon save 
what they cost. The initial expense 
is temporary, but the saving perpet
ual.

Every grocer should know—
That if he subscribes for every 

newspaper, magazine and book pub
lished he won’t get as much informa
tion about his business from all of 
them put together as he will from 
one issue of a good trade paper;

That the trade paper editor is his 
best friend in his fight for fair profits;

That in the advertising columns 
of his trade paper is to be found his 
best market place;

That the chain store and the pedler 
cannot take business away from him 
if he is well-posted, aggressive and 
renders the right kind of service;

That the tea and coffee business of 
his community belongs to him by 
right and that it can only slip away 
from him if he neglects this profit
making department of his business.

When the grocer knows all these 
things he will not stay out of the or
ganized grocers’ association, because 
he doesn’t need it. He will join it 
because it needs him.

Here is a definition of success that 
won a gold medal: “That man is the 
most successful who is the most sin
cerely regretted by the .largest num
ber of people when he dies.”

The really successfuly grocer lives 
well, laughs often and loves much. 
He gives himself gladly to the cause 
of Social Service. He finds his hap
piness in his work and he is always 
ready to lend a hand to his less for
tunate brothers. Wm. H. Ukers.

The Wisdom of Sam.
In a certain negro settlement in 

Louisiana there is a judge who holds 
court in a one-room wooden shack 
whose furnishings consist of a pine 
table, a half dozen chairs and a big 
book.

One day a negro was brought be
fore him for being drunk.

“Well, Sam, I’ve got to fine you ac
cording to what the law book says,’ 
and flipping over a few pages of the 
big book on the table he pointed to 
some figures and continued. “There 
it is, $18.90. See it?”

“Yes, sir, an’ here’s yo’ money,” re
plied Sam, handing it out quickly and 
departing with an acquaintance.

When they had passed out of the 
hearing of the judge the acquaintance 
began talking of the big fine and com
plained:

“Why didn’t you argufy with the 
jedge an’ git him to rejuce them law
book figurs?”

“Law book?” replied Sam. “Why, 
man, that ain’t no law book, that 
ain’t nothin’ but a mail order cata
logue. An’ I was glad enough rer 
pay him what he ast me, ’cause he only 
turned over as far as the baby bug
gies. If he’d turned over to the ot- 
termobiles he’d sent me up for life.”

Blame It on the War.
If  y o u r deb ts  you c an n o t pay, 

B lam e It on th e  w ar,
If  y ou r ba ll te a m  c an n o t play, 

B lam e i t  on th e  w ar,
I f  th e  fishes In th e  lake 
T em p tin g  b a it re fu se  to  take ,
If  you’ve g o t a  s to m ach  ache, 

B lam e i t  on th e  w ar.

I f  yo u r w ife  w on’t  speak  to  you.
B lam e it  on th e  w ar,

If  yo u ’re  tired , nervous, blue, 
B lam e i t  on th e  w ar,

If th e  w ind  blows off y o u r h a t, 
I f  you find you’re  g e ttin g  fa t,
I f  th is  rhym e seem s r a th e r  flat, 

B lam e i t  on th e  w ar.

Selfishness—another name for self- 
love.

“Sunbeam”
Sheep-Lined Coats

Of course, it is unnecessary to 
remind you that Fall is just ahead 
of you, and that the farmers and 
drivers will be looking around for 
warm coats. Are you prepared to 
supply the demand for Sheep- 
lined and Blanket-lined Coats  
that is certain to follow?

Our stock in this department is 
very complete, and we are prepar
ed to make immediate shipments.

Send for our winter catalogue 
to-day, before you forget it—or 
better still, let us make up a sam
ple order for you.

Brown & Sehler Co.
Home of Sunbeam Goods

Grand Rapids, Mich.
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M ichigan P o u ltry , B u tte r  and  E gg A sso
c ia tion .

P re s id e n t—H . L . W illiam s, H owell. 
V ice -P re s id en t—J . W . L yons, Jack so n . 
S e c re ta ry  'an d  T re a s u re r—D. A. B e n t

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

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

Department of Agriculture Bulletin 
on Commercial Eggs.

A very interesting and valuable 
professional paper, entitled “A Bac
teriological and Chemical Study of 
Commercial Eggs in the Producing 
Sections of the Middle West,” has 
lately been issued as Bulletin No. 51 
by the U. S. Department of Agri
culture. This is compiled under the 
direction of Dr. Mary E. Pennington, 
chief of Food Research Laboratory 
and is founded, in part, upon work 
done by M. K. Jenkins, E. E. St. 
John and W. B. Hicks of the same 
department.

As in all the previous work pre
sented by Dr. Pennington this bulle
tin is remarkable for the thorough
ness of its foundation, and the wis
dom with which salient facts have 
been determined and correlated for a 
useful purpose. The bulletin covers 
seventy-seven pages, besides the ad
dition of colored plates showing the 
appearance of various qualities and 
conditions of eggs as seen before the 
the candle and when broken out; only 
the briefest outline of the work can 
be presented here and the Tradesman 
strongly urges its readers to obtain 
the bulletin entire for the value of 
the detail information given, the ef
fect of which should be valuable in 
many questions with which egg mer
chants and packers are obliged to 
deal.

The bulletin opens with an intro
duction describing the general char
acter of the work. There follows a 
report of a study of bacterial con
tent of fresh eggs, the chief con
clusion from which is that “the fresh, 
wéll-handled egg, although not al
ways sterile, is not, on the other hand, 
infected by large numbers of bacteria 
and B coli are practically never pres
ent.”

In the study of chemical composi
tion the proportion of loosely bound 
nitrogem-occurring in very minute 
quantity in a fresh laid egg—is found 
to be an index of the chemical sta
bility of all eggs; and this has been 
determined in eggs of various com
mercial qualities. Differences in 
moisture content are also considered 
in relation to evidence that the water 
is greatest in summer when the av
erage qüality is lowest, and greatest 
in the early spring when qualities are 
1;cm.

Bacteriological examinations are 
also reported for eggs obtained from 
groceries in the usual course of trade 
from which it appears that 
eggs showing a wide range 
of quality from “fresh” to “stale,” 
including some “heated” and some in 
which the hatching process had be
gun, did not differ in bacterial con
tent from strictly fresh eggs. The 
proportion of ammoniacal nitrogen, 
however, varied closely with the qual
ity as determined by physical exam
ination.

There is an interesting study of the 
relation between bacterial multiplica
tion and chemical changes from which 
it appears that an increase in the am
moniacal nitrogen must occur before 
the senses are able to detect infec
tion, and that a marked rise in the 
ammoniacal nitrogen does not occur 
until the bacterial counts show very 
great multiplication.

A special section of the bulletin is 
devoted to “stale eggs” of which a 
large proportion consists in the eggs 
going to breakers for canning or des
iccation. These include eggs in which 
there is an enlarged air space, the 
yolk gaining in opacity, the white 
thin, etc., these defects often arising, 
especially in summed and autumn, 
from holding during unfavorable cli
matic conditions. The examination 
included also fertile eggs in which 
the process of incubation had been 
started. Such eggs, although deteri
oration during the usual marketing 
is rapid, do not appear to show ma
terial increase in bacterial content. 
Eggs having settled yolks were found 
to have a slightly higher bacterial 
content than in the earlier stages ol 
staleness unless the ageing occurred 
at the low temperatures of the egg 
storage warehouse “when the count 
is as low or lower than in newlaid 
eggs.”

Speaking of dirty eggs the bulle
tin says the outer filth is not conclus
ive evidence that the contents are in
fected and intimates that such eggs 
are best available by breaking out. 
(But the assertion that such eggs 
are not available for holding in stor
age differs from our observation of 
market practice and results.) The 
bacteriological examination of dirty 
eggs, however, showed great diver
gence in the number of organisms 
found, although there was an absence 
of the B. coli in either white or yolk. 
And the quantity of loosely bound 

, nitrogen varied with the character of 
the egg and not with the quantity of 
dirt on the shells.

Similar analyses are recorded in re
spect to checked and addled eggs,

R ea & W itzig
PRODUCE
COMMISSION
MERCHANTS

104-106 West Market St. 
Buffalo, N. Y.

Established 1873

Liberal shipments of Live Poul
try wanted, and good prices are 
being obtained. Fresh eggs not 
plenty and selling well at quota
tion.

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

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

Refer you to The Peoples Bank 
of Buffalo, all Commercial Agen
cies and to hundreds of shippers 
everywhere.

T ry F. J SCHAFFER & CO.
Eastern Market Detroit, Mich.

EG G S A N D  L IV E  P O U L T R Y
W RITE FOR QUOTATIONS

Use Tradesman Coupons
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both of which are shown to be useful 
under described conditions.

Eggs having the yolk adherent to 
the shell were also examined: Nine 
such of forty-two examined showed 
very high bacterial content, but some 
were * practically sterile and some 
showed very slight bacterial infection.

The destructive effect of mold is 
fully described—a defect often met 
with in distribution—and the defect 
is attributed to damp cellars, wet 
nests, stolen nests, etc. In these eggs 
also, however, there was great diver
gence in the number of bacteria foun.l, 
although in only two of the forty-five 
samples B. coli were found and in 
these cases in small numbers only.

The bulletin continues with a re
port of examinations of composite 
samples of eggs opened commercially 
in certain egg-breaking establish
ments. It was hoped that the labora
tory results together with the char
acteristic appearance and odor of the 
different classes of eggs, would give 
a practical working basis for the 
grading of eggs, used in the prepara
tion of frozen and dessicated eggs.

In five samples of summer “firsts” 
the bacterial content was compara
tively small: B. coli were found to a 
small extent in two samples, but at
tributed, hy deduction, to outside 
contamination rather than to the eggs 
themselves.

In the examination of the liquid 
product of “seconds” it was indicat
ed that spring seconds were “fresh
er” than the summer firsts, but there 
was a trend toward higher bacterial 
counts as the season advances. There 
was a rather wide divergence in the 
bacterial counts and B. coli were 
found in 35 per cent, of the samples, 
attributed partly to outside contam
ination.

In the liquid product of dirty eggs 
taken from the breaking establish
ments there was a wide divergence in 
bacterial count and in six samples B. 
coli were found ranging ten to 10,000 
per gram at 20 degrees C. (But be
sides being dirty these eggs were, in 
some samples, otherwise seriously 
defective.) The bacterial content was 
attributed both to contamination from 
the shells during opening and tp the 
eggs themselves.

Similar analyses are recorded as to 
the liquid product of cracked eggs, 
addled eggs, blood rings, etc., as well 
as certain classes of deteriorated eggs 
not distinguishable before the candle.

A summary of these investigations 
is made as follows:

“The first section of Table 28, sum
marizing the total bacterial contents 
of individual eggs opened aseptically 
in the laboratory, shows that the 
greatest percentage of second-grade 
food eggs examined, the medium stale 
eggs, hatch-spot eggs, heavy rollers, 
dirty eggs, cracked eggs, and eggs 
with yolk partially mixed with albu
men, contained less than 1,000 bac
teria per gram. The occasional high 
bacterial content of single cracked 
eggs, dirty eggs, etc., could, in most 
instances, be predicted by the appear
ance of the shell or by the odor and 
condition of the contents. Such eggs 
would ordinarily be recognized and

discarded by the housewife or egg 
breaker.

“The second section discloses the 
rather unexpected fact that B. coli 
were not present in the whole-shell
ed second-grade eggs and were pres
ent in only 5.9 per cent, of the crack
ed-shelled eggs.

“Blood rings and the last five 
types of eggs given in the two sec
tions represent eggs ordinarily dis
carded as unfit for food purposes. 
The first section shows that 26.5 per 
cent, of the eggs with adherent yolks 
50 per cent, of the eggs with dead 
embryos, 75.9 per cent of the moldy 
eggs, 66.7 per cent, of the white rots 
and 100 per cent, of the black rots 
contained over 1,000 organisms per 
gram. A review of the second sec
tion of the table shows that, with 
the exception of the white and black 
rots, B. coli were present in but few 
of the eggs.”

The bulletin contains a comparison 
of the bacterial contents of individ
ual eggs opened aseptically with those 
of eggs opened commercially, in which 
it is shown that in the latter the 
number of bacteria is far in excess. 
The difference is attributed in part 
to the relative difficulty in detectinor 
the infected eggs by the senses. It 
is noted that incipient sour eggs and 
eggs with albumen just beginning to 
turn green, contain millions of or
ganisms. “It is reasonable to con
clude, therefore,” says the author, 
“that the earlier forms of such and 
similar eggs furnish large numbers 
of bacteria to the liquid product pre
pared from second grade food eggs. 
It is also quite probable that these 
earlier stages of incipient sour eggs 
are a contributing cause to the pres
ence of appreciable numbers of B. 
coli in liquid egg of good quality.”

This valuable bulletin closes with 
a consideration of the technique for 
the bacterial examination of eggs and 
with colored plates showing the ap
pearance of different typical grades 
of eggs before the candle, these be
ing executed with notable skill and 
faithfulness. The work as a whole 
is the most valuable single addition 
to the literature of the egg trade that 
we have had the pleasure of review
ing. It is of especial value to the pro
gressive packers of canned and desic
cated eggs, to whom it should open 
the door to improved methods of ex
amination and ultimately, to an im
proved product.

No Trouble at All.
John, whose father was a baker, 

was in the habit of bringing his 
teacher a fresh pretzel each day.

“I wish you would tell your father 
not to make them quite so salty,” she 
once said, laughingly.

Thereafter, the shiny, brown delica
cy—always minus the salt—was found 
frequently on her desk.

“It is very kind of your father to 
make one on purpose for me,” she 
told him.

“Oh!” was the startling reply. “He 
don’t make them this way. I lick the 
salt off!”

Reciprocity is pretending to like people 
who pretend to like you.

Larger Numbers in His Charge.
There was a certain bishop who 

had $ pleasant habit of chatting with 
anybody he might meet during his 
country walks. One day he came 
across a lad who was looking after 
some pigs by the roadside, and the 
bishop paused to ask him what he was 
doing, that being his usual opening to 
conversation.

“Moindin’ swoine,” the lad replied, 
stolidly.

The bishop nodded his head 
thoughtfully.

“Ah! Is that so?” he commented. 
“And how much do you earn a week?”

“Two shillin’s.” was the reply.
“Only two shillings?” remarked the 

bishop. Then he continued, pleasant
ly: “I, too, am a shepherd, but I get 
more than two shillings.”

The lad looked at him suspiciously 
for a minute; then he said, slowly:

“Mebbe you gets more swoine nor 
me to moind.”

Packed by
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M. Ray Potter has been elected as 
a director in the Capital National 
Bank of Lansing, to succeed James 
J. Baird, deceased. Arthur C. Steb- 
bins was elected Vice-President to 
fill the vacancy caused by the death 
of Mr. Baird.

Joseph D. Summers has been elect
ed a director of the Loan & Deposit 
Bank of Grand Ledge to fill the va
cancy caused the death of the late 
George Sheets. Mr. Summers is 
Secretary-Treasurer of the Baker Clay 
Co.

Our people have been somewhat 
flustered by a large number of great 
opportunities opening before them 
and by the necessity of acting speed
ily. As to the capture of foreign mar
kets we are now up against the fact 
that, while South America and other 
parts of the world need our products 
and we need theirs, a vast amount of 
equipment is necessary in order to 
perfect trade relations. The repeal 
of the obstructive provisions of the 
old navigation law does not give us 
ships, nor does the all-around help
fulness of the Government provide us 
with agents and salesmen and banks. 
Only one institution in this country 
has taken steps to establish branches 
in South America. For that purpose 
it is necessary that the new National 
banking law shall come into action 
as it permits branch banks and other
wise encourages relations with other 
parts of the world.

We must be convinced by this time 
that the establishment of a foreign 
commerce is a gradual thing and not 
a thing that can be achieved by a 
turn of the wrist. The Germans and 
the English have set examples in this 
matter from which we could derive 
profit. We have not yet learned to 
adapt our merchandise to the require
ments of other peoples nor Is there 
yet anything approximating the 
familiarity with foreign languages that 
prevails among European merchants 
and salesmen. The purchase of Ger
man vessels by our Government is 
seemingly held in abeyance in view 
of the questionable fairness and ex
pediency of defying the wishes of 
Great Britain and France by paying 
a large sum of money over to their 
enemies. Some American-owned 
ships are now passing under our flag 
but they do not really contribute to 
an increase in our foreign commerce 
as that is just what they have been 
engaged in for a long time.

- And then capital is lacking. If pri

vate investors are not willing to buy 
the German ships offered in this 
market, little can be expected as vo 
the investment of moneys in the trade 
with South America generally. Large
ly the Germans and English control 
such trade by heavy primary invest
ments in the utilities of one kind and 
another in South America. As one 
writer puts it “We owe South Amer
ica far more than South America 
owes us.” Painfully it comes to us 
in these times that we are still a 
creditor Nation, that we are still de
pendent largely on the older coun
tries for capital and that we are liable 
to be overwhelmed by a wholesale re
turn of our securities held abroad.

In respect to some highly import
ant commodities we are still pitiably 
lacking. Germany holds the key to 
certain of our industries by its practi
cal monopoly of necessary commodi
ties, such as dyestuffs and potash. 
England, itself largely lacking in some 
of these classes of merchandise, is 
seemingly making more of an effort 
to supply us than we are to supply 
ourselves for tenders have recently 
been made by the English of a num
ber of articles which we need. Some 
items essential to a good military 
equipment we are obliged to obtain 
in other countries.

But, while we must face these 
things, let us remember that we are 
still young and have growth in us 
and also let us bear in mind that 
there are some lines of business in 
which we are far in the lead of the 
rest of mankind. Unfortunately we 
are at the moment blocked with re
spect to our most important export, 
that is cotton, and that too with per
haps the largest yield in our history. 
What are we going to do with our 
15,000,000 bales of cotton? Part of 
an answer comes from Japan, which 
it is claimed will take 2,000,000 bales 
as against 500,000 bales from last 
year’s crop. And then it is probable 
that the war will end soon enough to 
make a big hole in our excessive sup
ply before next season’s yield comes 
on. Meanwhile the Southerners will 
be learning to diversify their crops. 
And wheat is going forward hand
somely, while the exports of other 
food articles are larger than most 
people suppose, considerable quanti
ties going out by way of Canada. 
And an advance of 40 cents a bushel 
in wheat brings into the country a 
big amount of money in excess of 
what w^ have commonly received. On 
foreign and domestic sales of food
stuffs the farmers of the United States
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will score an increase of several hun
dred million dollars.

As to the financial end the plan 
drawn up by the bankers in Washing
ton this week promises excellent re
sults, with the co-operation of the 
Bank of England. It provides $150,- 
000,000 of gold, to be contributed pro 
rata by the banks of this country 
under the lead of their clearing 
houses, $25,000,000 to be deposited 
with the agent of the Bank of Eng
land at Ottawa at once and the rest 
to follow if needed. But the money 
market yields little or not at all, and 
foreign exchange fluctuates rather 
with the military operations than in 
response to financial conditions.

Statistics should be placed on the 
“unfair list.” While they tell the 
truth as well as they can, they tell 
us little that we do not know from 
other sources. They say now that 
there is some great disturbance in 
Europe but we knew that anyway. 
It is somewhat surprising that they 
do not cry more loudly. Here are 
the bank clearings for August, which 
show a decrease of 20 per cent for 
the United States but outside of the 
city of New York a decrease of a lit
tle less thar^ 5 per cent, compared 
with the figures for August 1913. 
They show that the Eastern portions 
of the country have suffered much 
more than the Western. The city 
of New York, for example, declined 
32 per cent., the Middle States 29 
per cent., while the Northwestern 
States fell off only ±l/2. Yet the ag
gregate for the whole country is not 
quite down to the level for June, 1908, 
when the effects of the 1907 panic 
were felt to the full. There were 
actual increases in forty-nine cities, 
seventy-one reporting losses. Fail
ures scored a total even smaller than 
those of July. The number was 1,- 
197 with liabilities of $33,951,117 
against 1,085 in August 1913 with lia
bilities of $23,625,093, these figures 
being from Bradstreet’s record. The 
aggregate of liabilities is the largest 
however for any August since 1893.

Details of the trade in leading com
modities afford some encouragement. 
It is estimated that foodstuffs are 
moving out of the United States at 
the rate of $15,000,000 per week or 
more, and, whatever may be the im
mediate course of the war, they will 
be wanted in large quantities for a 
long time yet. When the war is 
over the demand for cotton shoqld 
start up sharply. The Southerners 
are recovering their courage, and the 
whole spirit of the trade is improved. 
There are no trutsworthy quotations 
of cotton in the American market 
yet, but middling in Liverpool is 
quoted around 6d. Wool tends to 
lower prices but the shortage of dye
stuffs will probably maintain the cost 
of fabrics. The demand for all classes 
of fabrics is fairly satisfactory. Silk 
goods are offered at lower prices for 
future delivery because of the great 
yield of raw silk in Japan. Cotton 
cloths would seemingly be lower but 
for the high cost of money and the

indisposition of manufacturers to 
produce liberally.

The iron and steel market has not 
yet found itself. The demand is for 
small quantities and a miscellaneous 
variety of uses. There is less activity 
this month than last, and the interest 
is beginning to reconcile itself to dull 
times the remainder of the year. The 
United States Steel Corporation is 
operating its mills at 67 per cent, of 
capacity, but others are down to 60 
and looking for 50 per cent, within 
thirty days. The Steel Corporation re
ports an increase of 54,742 tons in 
unfilled orders on hand during Aug
ust, making a total of 4,213,331 tons. 
The blast furnaces of the country 
produced 1,996,483 tons of pig in Aug
ust, an increase of 41,159 tons over 
the output of July. The railroad are 
buying next to nothing, but if they 
get an increase in freight rates they 
will doubtless be in the market for 
considerable quantity of steel. En
quiries from foreign countries, not
ably those now engaged in war, are 
numerous, but few of them culminate 
in orders. Prices are held steady, 
and the leading items are $2 per ton 
above the low price of this year, 
which ruled in July. The demand for 
copper has fallen to small propor
tions. Electrolytic in New York 
sells around 1 2 cents.

The reports of railroad activities 
are in line with those from other in
terests. In the wheat country there 
is a great pressure on the supply of 
cars with blockades at many points. 
The report of the American Railway 
Association as of September 1 shows 
an excess of 163,326 cars against 172,- 
145 August 15 and 58,306 September 1, 
1913.—Economist.

The successful aviator is an aerial 
high roller.
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The Object Lesson Method of Sell
ing Goods.

W ritte n  fo r  th e  T radesm an .
To sell a genuinely good article, 

place a poor, inferior, shoddy article 
beside it. A child can see the differ
ence between merit and sham when 
they are laid alongside each other. 
Every one knows how desirable it is 
to handle really excellent things, how 
their sales gives satisfaction and re
tains customers. Every one knows 
also how difficult it is to sell the good 
article to a customer who has been 
offered for less money something sim- 
iliar in appearance, which she has 
gained the impression “is just about 
as good.” In such cases nothing con
vinces so quickly and thoroughly as 
placing the two grades side by side. 
Naturally a customer believes the evi
dence of her own eyes rather than the 
assurances of a salesperson.

This object lesson method is es
pecially to be recommended when 
customers are being led away by 
cheap and meretricious goods. The 
purchase, of now and then an article 
of a lower grade than you really care 
to handle, may be money well invested.

It is a part of the fine art of sales
manship to know when and how to 
divert a purchase from a lower class 
of goods to a higher, where the lower 
grade is good of its kind and has 
real value, but is not so fine and pleas
ing and possibly not so durable as 
something in your stock that is bet
ter and higher priced.

Suppose a woman comes in and 
asks to see a kind of white lawn that 
you are selling for 15 cents. It is all 
right for the price and something that 
you are selling freely and which is 
giving satisfaction. But this woman 
is rather fastidious in her tastes and 
appreciates what is fine and nice. 
Tactfully call her attention to your 
20 and 25 cent grades of the same 
goods, in such a way however that 
if she still prefers to buy what she 
first called for it will occasion her no 
embarrassment to do so.

With such customers as this the 
better and more expensive grade will 
be chosen in quite a proportion of 
cases, and the customer will be high
ly delighted that her attention was 
called to the higher-priced goods. 
With a different sort of customer it 
would be waste of time and perhaps 
poor business policy to say anything 
about the more expensive goods. 
There is a great deal in being able to 
make an accurate size-up of the cus
tomer regarding such a matter.

It is considered by some a good 
stroke of business to mark some ar
ticle down to cost or very close to it,

advertise it strongly, and then when 
customers come for it to divert a 
considerable share of the sales to 
higher grades of goods, held at prices 
that afford the regular profit.

This sort of manipulation done on 
a large scale and by previous calcula
tion would be almost sure to excite 
suspicion, even though no fraud nor 
deception be practiced. When the 
attention of a customer is directed to 
something different and better than 
what she asked for, it should be done 
lightly and in the way of suggestion. 
There should be no attempt to over
rule her own judgment in the mat
ter, and certainly no reluctance in 
supplying her with the advertised bar
gain if she decides that this is her 
preference.
Dry Goods Merchant as an Educator.

Calling the attention of customers 
to higher grades of goods and other 
kinds than those first asked for is in 
reality an educational process. It is 
a part of the work of the dry goods 
merchant—and an important part if 
he would be successful—to educate, 
to raise standards of taste, to create 
demand for more and more expensive 
and elegant fabrics and accessories 
and apparel. The more skilfully and 
tactfully these educational processes 
are carried on, the more effective 
they are as to results.

Generally they should be some
what indirect. A card reading “We 
give free lessons in embroidery in 
order to sell materials,” would be 
somewhat bald and offensive; while 
“Free lessons in the new embroidery 
stitches given with the purchase of 
materials,” is not objectionable.

The sale of patterns is educational, 
and should be pushed rather because 
they help to sell other goods than 
for any profit to be made on the pat
terns themselves.

Every good display, every harmon
ious combination of colors, every 
smart and effective draping or other 

• arrangement, educates.
The home merchant has a decided 

advantage over the mail order house 
in that he can educate by the goods 
themselves in all their richness and 
grace and beauty, can use the object 
lesson method already referred to, 
and does not have to depend upon 
small samples and printed descrip
tions.

In a previous article it was sug
gested to the merchant that he con
sider his store as so much advertis
ing space, and arrange his stock to 
make the most of this valuable busi- 
getting power. Here let me suggest 
that the merchant consider his stock 
and store and his helpers as well, m

the light of their educative ability— 
their power to create demand for 
new and better goods.

It will be understood that the pro
cess of leading up from the less ex
pensive to the more costly should be 
gradual—should never be allowed 
really to outstrip the tastes or the- 
financial means of the class of trade 
you are catering to.

To carry on this educational pro
cess successfully, you must be right 
up to the minute, for it is to be re
membered that your customers have 
access to other sources of enlight
enment besides your store. The 
fashion magazines are perhaps the 
most thoroughly read and studied of 
all periodicals published. They are 
borrowed and lent and their contents 
made the most of. The patent inside 
of the local paper is sure to contain 
its column of styles, illustrated and 
naming some place where the patterns 
can be obtained. All the catalogues 
and samples sent out by the big re
tail stores in the cities, seeking mail 
order patronage—these all serve in 
some degree to educate. Bright wom
en are watching everything for new 
ideas on the ever-absorbing "subject 
of clothes. It is easy to see that 
sharp-eyed customers very quickly 
will detect any savor of back-number- 
ism in the stock or in the educational 
work that a store attempts. On the 
other hand they will be equally ready 
to recognize and appreciate depend
able and authoritative up-to-date in
formation concerning all that relates 
to goods and styles. Fabrix.
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SALES AND OPENINGS..

They Tend to Make Clerks More 
Alert.

W ritte n  fo r  th e  T rad esm an .
Fall opening? Why, I’m having it 

as I go along. Scarcely a week that 
I don’t open a keg of nails of a case 
of dress goods or something, if it’s 
only a barrel of crackers. When 
goods were shipped once in six 
months and folks came to town twice 
a year to do their trading, the big 
opening was the only way to work it.
It was the only way when I went into 
business. I remember when I first 
went to work in Dover Corners how 
sore I felt at myself and old man 
Knowles when Ridley Brothers Em
porium swung their big announce
ment. Old man Knowles never paid 
any attention. He kept only staples 
and he made his money by trading 
and not by merchandising, anyhow. 
When I went into business for my
self at Buffalo Hump we still had our 
openings and we kept pushing them 
ahead to steal a march on each other 
until we had the season rushed ahead 
of the goods, so we finally got to
gether and agreed on a day. That was 
a good scheme too, brought lots of 
people to town, gave the women an 
excuse for visiting all the stores and 
really made us more trade than the 
street fair.

But we gradually got out of that. 
The fashion magazines have changed 
our ways of doing business in that 
respect like many others. In these 
day-by-day times the women begin 
looking for the goods, so we got in 
the habit of opening our bengalines 
and taffetas and ratines and what
ever was the going stuff as fast as it 
came, and announcing it, until there 
wasn’t anything left to have an open
ing with. Of course, the millinery 
stores still have theirs and all the 
women try on all the hats, and for 
about three days the milliners do all 
the business there is and the rest of 
us wonder why we don’t go into a 
line that pays. But not me. I told 
you, didn’t I, how I went into fuss 
and feathers once? t

The Mercantile Company had a 
style show last spring and I am will
ing to admit it was a good stunt. I 
didn’t see anything in it when it was 
put up to me, and that’s where I miss
ed it. I wish someone would tell me 
now whether it’s going to be a reg
ular feature or not. If it is, I want 
to jump in before it gets stale. If 
it isn’t I don’t want to copy a year 
behind. It certainly had all the wom
en going, and for a week after they 
didn’t talk about anything else. Any 
stunt that will shove a divorce and 
twins into the background at the 
sewing circle is strong advertising.

Incidentally it did me a good turn. 
I was afraid I had loaded up too 
heavy on ratines last spring—I be
lieve now I had—but it happened the 
best number in the style show was 
one of my fall patterns. And Henry 
at the Mercantile Company hadn’t 
co-ordinated with himself, so he only 
had a snitch of it. It cleaned me out 
all right; I sent Henry a box of pan
atelas after it; he thought it was an

acknowledgment he had put one 
over. I let him think it. If I do have 
one, I’m going to know beforehand 
what they are going to play up and 
have a full line on that style.

The reason why I more than half 
believe they will be permanent is that 
most people have no imagination, 
women more than men when it comes 
to clothes, but still very little. So if 
there is some new article of diet, have 
a demonstration. If it is a new ma
chine, have a working proof. If it’s 
styles, have a show.

About three women in this town 
know what’s right. They know it 
before they see or hear of it. That 
must be the intuition you hear so 
much about. A dozen more read 
about it in one of the women’s maga
zines and they can see it from the de
scription. The remainder of them 
have to see the goods made up be
fore they get the hang of it. But 
every last one of them can imitate 
what she sees. That is why, after the 
millinery openings, we always do a 
fine business in 50 cent frames and 
notions. After they have tried on all 
the hats in the millinery store.

Now that they come to town every 
week and almost every day, there is 
another reason for opening the goods 
as fast as they arrive. Every week we 
have some announcement. It isn’t al
ways dry goods either. It may be 
preserve jars or peaches or pickles or 
good old sauerkraut or canned corn 
or tomatoes or baseballs—no, we
don’t announce those. The front win
dow is a better advertiser for tops 
and marbles than the newspaper, and 
you don’t have to tell all the boys— 
just one. What one boy knows they 
all do. That’s all there is to adver
tising anyhow, to pass the word along 
to people interested that you have 
got the goods, and it doesn’t matter 
much how you do it so long as the 
word gets to them.

So we are opening something or 
closing something nearly every day, 
and that way we keep stock cleaner 
and turn oftener than when they used 
to have two sales a year. We are 
closer to our stock and closer to our 
public.

Some goods it pays to hold for 
weather, like thin muslins. . A rainy 
day is a good time not only for um
brellas and overshoes but for stock
ings. I happened to hear a woman 
say to. her daughter:

“You can’t go down street with 
those stockings, they have a hole in 
them.”

From which I figured that a wom
an will check up on her hosiery be
fore she starts on a rainy day, and 
that’s a good time to have a special 
bargain ready. t

I never worry much if we get beat
en out on an announcement. I had 
a line of zibelines I was intending 
to put forward about haying time; it 
looked like a good feature, and I had 
my slate full for two or three weeks. 
Didn’t the Mercantile Company an
nounce the same thing one week be
fore. I said nothing, but got out my 
goods and made the prices rather at
tractive. Well, there isn’t a woman 
comes in our store that week that

doesn’t see our zibelines. Miss Ever- 
ed sees to that, and I want to say 
that girl is a jewel, better behind the 
dry goods counter than any man I 
ever had. There may have been one 
or two bought zibelines of the Mer
cantile Company right from the an
nouncement, but not many. You can 
depend on a woman to see what the 
other stores have got. We don’t say 
anything about it; we let on that it 
it has been in our regular stock right 
along. We try to convey the impres
sion that this is the store that always 
has everything.

Also it happened we were a shade 
under the Mercantile Company on 
our prices. I tried not to get above 
Henry in marking them, and I guess
ed just about right. I advertised them 
after that at these prices “as long as 
they last.” And I noticed Henry had 
quite a bunch of that stuff in his clos
ing out sale afterwards so I didn’t lose 
much if we were beaten on the an
nouncement.

However, I don’t propose to adopt 
that method for a steady diet. I want 
to get before the. public with the 
goods as often as I can. About nine 
times out of ten we hit the same thing 
the same day. Naturally our ship
ments come about the same time and 
we are guided by the same consider
ations of timeliness, season, weather, 
pay days, shopping habits and all that.

I was reading a base ball argument 
about the hit and run game, which 
was a wonderful invention according 
to the fellow who wrote it. I couldn’t 
see any difference between that and 
base ball as we used to play it. It 
was all trying to see who could make 
the most runs. I guess it’s a good 
deal the same with pierchandising. We 
are trying to keep the goods coming 
all the time and keep them moving. 
That’s all there is to merchandising

whether it’s produce or. dry goods. 
But compared with the old style ours 
seems to be the hit and run game. 
When they had openings twice a year 
they used to go to sleep for about five 
and a half months on a stretch. Now 
we are always opening something and 
always closing something, it has a 
tendency to make the clerks more 
alert, gives them a glimmer of sales
manship without their knowing it.

John S. Pardee.

Why the Delay?
. Greenberg had taken out an insur
ance policy on his stock of goods, 
and three hours later a fire broke out 
which consumed building and con
tents. The company could find no 
ground on which to refuse payment, 
but in sending the check the follow
ing was included in the letter: “We 
note that your policy was issued at 
noon on Thursday and the fire did not 
take place until 3 o’clock the same 
day. Why this delay?”

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

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

G ran d  R a p id s , M ich .

“Kalamazoo Customers 
alw ays “come back”
Our oldest customers are our best customers. 
The longer a concern uses Kalamazoo equip
ment the harder it is for our competitors to

break in. Kalamazoo equipment “ grows” on a business man. Bookkeepers who have be
come used to the simple, easily operated Kalamazoo devices dislike to change to any other 
system. And the boss who foots the bills—notes with satisfaction tha t he buys less Kalamazoo 
equipment—because what he does buy lasts longer.

Kalamazoo Loose Leaf Binder Company
M anufacturers of the 

Famous Kalamazoo Kalamazoo.
Michigan

W rite for the Latest 
“Buffalo” Catalogue

It illustrates the finest line of popular-priced 
Trunks, Suit Cases and Traveling Bags on the 
market.

Buffalo Trunk Mfg. Co.
127-139 Cherry St., Buffalo, N. Y.

JULIUS R . LIEBERM ANN
Michigan Sales Agent 

415 Genesee Ave. Saginaw, Mich.

T H E
SOLID C O N STR U C T IO N  

LIN E
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Code of Ethics Adopted for the Shoe 
Trade.

The annual recommendations of the 
Conference Committee representing 
the National Shoe Retailers’ Associa
tion and the National Boot and Shoe 
Manufacturers’ Association were re
ceived from the printer last week. The 
report of the committee occupies nine 
pages of a neat 14-page booklet, copies 
of which are now being distributed 
to the retail and manufacturing trades.

The conclusions of the committee 
are the result of several meetings 
held in New York and Boston. At 
these meetings the manufacturers and 
retailers met in a spirit of fairness, 
each representative realizing that all 
progress is a matter of compromise, 
and hence the recommendations of 
the committee are expected to be ac
cepted as fair both by manufacturers 
and retailers.

Some of the subjects considered in 
the report this year, such as stand
ard cartons, size codes, cancellations 
and deliveries, and size range for mak
ing samples, were considered in the 
committee’s report last year. New 
recommendations, which it is believed 
will be readily agreed to and follow
ed, refer to the proper adjustment of 
complaints, that patent leather shoes 
must not be guaranteed, split ship
ments to enable manufacturers to run 
their factories at a normal rate and 
thus ensure more prompt deliveries, 
abolition of fixed prices for retailing 
shoes, and the enactment of a fraudu
lent advertising or merchandising law 
in the Nation and the several states. 
Complaints and Proper Adjustment.

In considering this subject, the com
mittee says that the public has been 
served with too free a hand in the ad
justment of complaints and that it 
has been led to expect too much. To 
lessen the number of unworthy ad
justments that operate against the 
dealer and manufacturer, it is recom
mended that with the sale of each pair 
of shoes the retailer deliver a ticket 
setting forth the conditions of sale, 
as follows:

We don’t mean these shoes will 
wear FOREVER—We do not guaran
tee the life of the shoe sole, as one 
will wear a shoe longer than another. 
If they rip in unreasonable time we 
repair them for you.. If a bad defect 
shows up in the making of the shoe 
we replace with a new pair. Any 
shoe will wear out, so don’t make 
foolish and unreasonable claims on 
us. This ticket must be brought back 
when you come to make claim or we 
can’t make any adjustment for you.

It is advised that when a consumer 
returns a worn shoe with a complaint

that the case be adjusted on the basis 
of the consumer paying for the ser
vice and value received from the 
shoes; that the manufacturer be treat
ed with consideration, and whenever 
possible to repair the shoes instead of 
giving a new pair, and that the manu
facturer should be charged no more 
than his proper share of the cost of 
adjusting the complaint, bearing in 
mind preventable imperfection in 
workmanship and leather. \

Dealers are cautioned against guar
anteeing shoes made of patent leather, 
enamel and Russia leathers, as well 
as fabrics of every kind.

Size Codes.
Wherever possible the plain Eng

lish system of marking sizes should 
be used, and when this is impossible 
to reduce the system to the simple 
French system so long in use.

Standard Cartons.
The recommendation is again made 

that whenever a new store is opened, 
or an old one remodeled, that the 
shelving be built to accommodate the 
standard size cartons. The standard 
measurements, as adopted at the con
ventions of retailers and manufactur
ers last January, are as follows:

Length Width Depth.
Men’s .............. 1254 6J4 4 yi
Boys’ ......................11J4 6 354
Youths' ."............  10J4 5ï4
Wlomen’s ............  llî-4 5̂ 4 3}4
Misses’ ...............  10̂ 2 4^4 3%
Children’s ..........  854 4J4 254

Cancellations and Deliveries.
The committee recommends that 

“to save waste and expense that result 
from cancellations that retailers be 
extremely careful in placing orders 
and to make a purchase in the true 
spirit of a regular contract.”

Manufacturers are urged to use all 
diligence and care to see that the 
goods are manufactured and shipped 
“as near the date specified as it is 
physically possible to do so.” If these 
suggestions are followed, the commit
tee says that causes of many can
cellations and returns will be dimin
ished, ¡and that the amount of floor 
goods sold to the detriment of man
ufacturer and retailer will be greatly 
reduced.

An important new recommendation 
refers to “split shipments.” The com
mittee says that “in order to help 
manufacturers distribute more evenly, 
and to do away with the feast and 
famine system of orders at the fac
tory, shipments should be split by the 
dealer so that the manufacturer may 
have a continuous run of shoes and 
may distribute them over a season 
with better success. This should be 
done with due regard to the sea-

Stock Up Now for Fait on the 
H.B. Hard Pan Shoe

The Sturdy, Strong Shoe for 
Men Designed to Withstand 
the Hardest Kind of Service

H. B. HARD PAN shoes have been made and so well so long 
that every FARMER, MECHANIC or RAILROAD MAN is satisfied with 
the goods shown him if they bear this name.

Year after year we have refused to "substitute cheaper material 
and the name H. B. HARD PAN is a protection for them against 
inferior leather and poor workmanship.

Think what the sale of this line will mean to you in protection 
and profit. Send for samples or salesman. A card will bring either 
without obligation to you.

Built for Service-Wear Like Iron

Herold-Bertsch Shoe Co.
Manufacturers Serviceable 

Footwear

(¡rand Rapids, Mich.

r
Before and After
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I SELL R. K. L. SHOES

GET THAT SMILE? Looks satisfied, doesn't 
he? He is, and all because he is a successful shoe 
dealer. The secret of his success lies in R.K.L. Shoes.

Turn him around. Don’t look so happy now. 
That is how he looked before selling our shoes. That 
is how his competitor looks.

Get that R. K. L. smile; it’s a 
habit YOU w ill PROFIT by.

Rindge, Kalmbach, Logie Company
Half Century Shoe Manufacturers Grand Rapids, Mich.
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sonability of the shoes and the size 
of the order. This rule would also do 
much to help the dealer make a great
er stock-turnover and keep his mer
chandise new and fresh.

In returning shoes to the manu
facturer, the cheapest way should be 
considered, whether freight, parcel 
post or express.

Clearance Sales.
In order that the profits of the 

dealers be better conserved, it is rec
ommended that the time of so-called 
“Clearance Sales” be curtailed and 
the profitable selling season be length
ened. In the Northern districts no 
winter shoes should be cut before 
February 1 and no summer shoes un
til August 1.

The committee also says that deal
ers should purchase their goods clos
er to the requirements of their trade, 
and that if this were done there would 
be less merchandise for the clearance 
sale season.

Disposition of Floor Goods.
The suggestion is renewed that 

whenever possible manufacturers 
should dispose of their floor goods, 
such as cancellations, returns and 
damaged shoes, to their regular cus
tomers and not to job lot specialists. 
It is also recommended that when a 
dealer’s name is stamped on such 
goods that it be effaced before the 
shoes are disposed of.

Size of Samples.
In order to make samples more 

salable, and to lessen the waste that 
results from making samples of only 
one size, the committee once again 
urges the adoption of the recommend
ation it made in 1913, that its size sys
tem for making samples of men’s 
women’s, little men’s, youths,’ boys’ 
cacks, infants,’ misses’ and large 
misses’ shoes in a range of three or 
four sizes and widths, be adopted by 
all manufacturers.

Fictitious Values and Names.
Once more the committee condemns 

the custom of some in the trade of 
stamping fictitious values and names 
on shoes as a vicious practice and one 
that should be done away with in jus
tice to the public and as a means of 
curtailing the questionable merchan
dising methods of so-called “sample” 
shoe store.

“Pure Shoe” Legislation.
The committee urges all shoe deal

ers to oppose the passage of “pure 
shoe” laws, for reasons that are well 
known to the trade. It recommends 
as a substitute for this legislation the 
passage of a strongly drafted fraudu
lent or merchandising act, so that the 
shoe industry may have a proper weap
on to suppress fraud and improper 
business practices.

Fixed Shoe Prices Unscientific. 
One of the important conclusions 

of the committee is that fixed shoe 
prices are unscientific and are chains 
which shackle the trade, because they 
prevent the shoe business from being 
elastic and flexible in adapting itself 
to changed markets, varying condi
tions of trade in different communi
ties and the differing services of 
stores. In summing up these condi
tions, the committee says:

“Every shoe business has its own

particular atmosphere and its own 
particular talent and service, which 
will stand or fall as the consumer de
sires it. ' In order that the right prices 
prevail in your business, it is neces
sary for a dealer to know his entire 
overhead expense which may be as
certained by the Harvard System of 
Accounting. Then his legitimate prof
it should be added to this. Whatever 
figure results from this method 
should be the price of the shoe to the 
consumer. This is scientific and ac
curate, also fair to the consumer.

“This system will help the retailer 
and the shoe trade generally out of 
the rut of the fixed price system—will 
make it easier to adjust prices in ac
cordance with the rising and falling 
market of the future—will do away 
with the unscientific, bungling plan 
of retailing all kinds of shoes and 
leathers, regardless of their cost, at 
one price.

“Your courage to put this system 
in effect will change your empty till 
to one with a legitimate profit, and it 
will soon be proven that the cus
tomer is just as ready to pay $4.25, 
$5.30 or $6.40, as he is any other prue, 
so long as it is fair and just.” 
Standardizing Retail Shoe Accounting 

The Harvard System of Accounting 
is, undoubtedly, the best system of 
accounting a shoe retailer can em
ploy, says the committee. It so plain
ly sets forth a method of determin
ing a retailer’s expenses and profits 
that he may see his business in a 
clear, undesirable way. Besides this, 
it will standardize the accounting in 
the retail shoe trade so that accurate 
business comparisons may be secured 
between different dealers, if desired.

This will lead to systematic and 
scientific store-keeping so highly de
sirable. This system may be had for 
the asking, by addressing the Harvard 
School of Business Research, Cam
bridge, Mass.

Moral.
In conclusion, the committee says: 
“The sincere effort that has been 

made in compiling this booklet by the 
committee commends and entitles it 
to the most careful consideration of 
the shoe trade. It has been done at 
great expense of time and money, and 
we earnestly ask the reader to treat 
it with a serious meaning, first: For 
your own good; second, for the good 
of your neighbor; third, for the good 
of the trade as a whole.

“Should it interest you, see that it 
interests your fellow-tradesman, for it 
is only by educational means that we 
can lift the craft to the standards for 
which its leaders are striving.”

Work is good for boys, but not all 
boys are good for work.

Many a man has found the lap of 
luxury an uncomfortable seat.

j l s f ?

H O N O R B t L T
S H O E S

W ell k n o w n  
am ong  con
sumers. The 
line that’s easy 
to sell.

The Dissatisfied Customer
Does not always complain; he merely changes dealers.

No. 494 Tan Veal Stock. Price (2.60.

ROUGE REX agents are prosperous because their trade stands by them.
Rouge Rex shoes, made from our own tannages, are repeaters because 

of their superior fitting and wearing qualities. Every shoe is solid leather, 
the kind of leather that working men demand in their shoes. They satisfy in 
style, comfort and service. They are profitable for the dealer.

Samples may now be seen for either immediate or spring delivery. A 
card will bring catalogue or salesman.

HIRTH-KRAUSE COMPANY
Hide to Shoe

Tanners and Shoe Manufacturers
Grand Rapids, Mich.

M ichigan SJfoe 
> Dairyman’s

For the Man W ho W orks
Gambier 
Tanned 

Veal Calf

Flexible
Oak

Outsoles

Whole
Vamps

Sole Leather 
Counters

At $2.35 
Per Pair

N o. T  2001 Plain T o e . N o . T  2W0 Cap T o e . 5%  discount in  39 days.

G rand RapidsiShoe & Rubber (q.
The Michigan People Grand Rapids
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Two Virtues That Help Make Life 
Livable.

W ritte n  fo r  th e  T rad esm an .
“Trifles make perfection, yet per

fection is no trifle,” quoth the great 
Sir Joshua, and no -one can dispute 
the truth of his assertion. It was the 
watch five minutes late that lost 
the battle. It is the neglect 
of some essential detail that 
ruins the dinner, that mars the color 
harmony and so destroys the effect 
of an expensive costume, or subverts 
some momentous business undertak
ing. Looked at in this light it seems 
impossible to exaggerate the import
ance of trifles.

But there is another side to it. Who 
is more tiresome than the person who 
always is laying great stress on the 
most paltry circumstance or condi
tion, some little insignificant point 
that can’t possibly make a picayune’s 
difference? The society of such a per
son is wearisome almost beyond en
durance, his or her conversation te
dious and fatiguing in the extreme.

Many women are born masters of 
detail. As such they are prone to 
place undue emphasis on small mat
ters whose importance, if importance 
there is, does not appeal to the av
erage listener. And a detail fiend is 
apt to be considerable of a talker— 
hardly ever fails to be.

So the teacher who is making a 
strong point of correct English and 
orthoepy is quite likely to bt so much 
afraid of committing some trifling 
error in grammar or pronunciation 
that her talk is positively painful, and 
her voluminous conversation is apt 
to run largely to a discussion of mi
nute mistakes in English. The intri
cacies of our mother tongue are well 
calculated to keep persons of this 
type remarkably busy. And the 
strange part of it is that of the 
schoolma’ams who spend their days 
and nights in getting points of lan
guage right down fine, no two exactly 
agree as to what is correct in certain 
minute distinctions. Their heated 
arguments regarding such points are 
entirely lost on common folks.

Some notable housekeepers are as 
strenuous regarding methods of bast
ing meat and making preserves, as 
the teachers are about grammar and 
pronunciation. With the housekeep
ers also, no two agree. Although the 
product of one may be to the unini
tiated as admirable as the product of 
the other, each feels bound to main
tain that her own is the true and un
equalled method.

What is wanted is the type of mind 
that -can be precise on sufficient oc
casion, but still does not run pre

cision into the ground. The type of 
mind that sees to it that the watch 
is not late when a battle is imminent; 
that understands that the omission 
of the decimal point changes thirty 
dollars into three thousand dollars, 
and so is not careless as to decimal 
points; but that also recognizes that 
whether you say either of ither, or 
the exact pattern of a jelly bag is not 
properly a matter for fire and sword.

Being Game in Small Difficulties.
Mrs. Hamlin and Mrs. Dunbar were 

making up a little picnic party and 
considering whom they should invite.

“I don’t know but we ought to ask 
Mrs. Lambert—she rather belongs in 
our crowd,” remarked Mrs. Hamlin 
thoughtfully. “But to be frank, I hope 
something will come up that will pre
vent her going if we do ask her. Mrs. 
Lambert is all right; she is nice and 
bright, dresses well and has good 
manners, but on a trip like this I con
fess I’d rather not have her along. 
You never can tell what may come 
up on such an excursion, and when 
anything fails to go just right, Mrs. 
Lambert never is game.

“It doesn’t matter who is to blame 
or whether anyone is to blame. It 
may be that she has entered heartily 
into all the plans and had as good a 
chance as anyone to prevent the dif
ficulty if it was preventable. It may 
be the difficulty is something that no 
one can prevent, like heat or dust or 
rain. Or maybe something is wrong 
with the “eats.” Mrs. Lambert never 
is game when anything unpleasant oc
curs. She can’t ignore it, she can’t 
drop it and be happy herself and let 
the rest be happy. She won’t do the 
decent thing and make a bluff of be
ing happy when she isn’t. She has 
to lament every unpleasant circum
stance and keep on lamenting it. She 
isn’t a good sport. Altogether I’d 
rather she’d stay home.”

“Oh, Nellie Lambert is a whiner, 
always was and I guess she always 
will be,” corroborated Mrs. Dunbar. 
“Sometimes I pity poor Lambert. To 
think of standing that kind of thing 
continually! I happened to meet her 
yesterday on the way to the library. 
The death of her pet cat Bobbitts 
and the present price of sugar were 
the topics uppermost in her mind. 
Since you know her it is needless to 
tell you that she is wholly unrecon
ciled to the loss of the cat, whose 
place in her heart she is very sure 
never can be filled. The price of su
gar she considers ‘something awful.'

“We’ll ask her though. But I hap
pen to know she can’t go with us be
cause we’ll have to pull this picnic 
off next week or not have it at all,

and she is going to her mother’s next 
week.”

“Let’s ask Miss Oakford,” inter
posed Mrs. Hamlin. “She’s just the 
person for a trip like this. She isn’t 
pretty, and goodness knows she can’t 
afford decent clothes, and she is long 
and thin and awkward, but she’s game 
in difficulty and disappointment. 
She’s had all kinds of troubles and al
ways been poor as a church mouse, 
but you never hear Caroline Oakford 
lament. She’ll really be far better 
for our picnic than Mrs. Lambert.”

Young man and young woman set
ting out on the trip of matrimony, 
does it occur to you how much the 
excursion you are about to attempt 
resembles an ordinary little picnic? 
All looks fair and pleasant before you, 
and you believe you are going to 
have a wonderfully pleasant time. But 
matrimony is like a picnic in that it 
involves a good deal of hard work, 
and the pleasure is sure to be more 
or less marred by small difficulties 
and disappointments. The pet cats 
die. Sugar advances just when you 
least can afford to pay an extra price. 
The marriage service reads, “For bet
ter, for worse, for richer, foj poorer, 
in sickness and in health.” Dear chil
dren, while you hardly can believe it, 
the poorer and the worse and the

sickness are just as sure to come as 
the richer and the better and the 
health. But it is much if you both 
can meet all your little griefs with a 
sturdy, undaunted spirit.

I knew a plucky little woman who, 
shortly after herv marriage, went with 
her husband to live on a farm that 
was only a clearing in the woods. 
There were no near neighbors. She 
was away from her folks and lone
ly and homesick. “Sometimes I 
would have to take a good cry when 
I was all alone by myself,” she told 
me, “but I was careful always to have 
all traces of. tears removed and be 
looking happy as I could before John 
came in. I knew he had enough to 
stand without taking on the load of 
my troubles.”

John was plucky too and never 
complained of hard times or his 
heavy work; and so they pulled 
through to better things.

Dear children, I don’t tell you to 
abandon your idea of taking the matri
monial trip. Just be game.

Quillo. .

Some men waste a lot of their 
time looking for words of encourage
ment.

If nobody had too much then 
everybody might have enough.
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Increase Your Business
Intensive retailing presupposes 

the elimination of waste sales-effort. 
It does away with the lost time and 
lost sales resulting from old-time 
erroneous ideas of selling some
thing that customers do not want.

The modem idea— the efficiency 
selling-plan— is to sell customers

1’ust what they ask for. The public 
mows, has confidence in, asks for 

and buys advertised goods.

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

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

NATIONAL BISCUIT 
COMPANY
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SELLING CAPACITY.

It Indicates the Amount Clerks 
Should Earn.

"Wirltten fo r  th e  T rad esm an .
Duty is a mighty unpleasant word 

to a good many people. It suggests 
discipline; and to most of us discip
line is decidedly objectionable. We 
are apt to look upon it as an echo of 
school days, and unpleasant incidents 
therein.

Yet, after all, is there anything that 
the average man needs more than 
discipline—and, most of all, self dis
cipline?

The young man who protests at the 
very mention of “duty” and “dis
cipline” will find it worth while, for 
his own sake, to think that over.

After all, the* clerk who devotes 
himself whole-heartedly to his em
ployer’s interests isn’t making a need
less, causeless or useless sacrifice. He 
may be giving up a passing attrac
tion now and then; but he is laying, 
broad and deep, the foundations of a 
successful life.

There are a lot of little things that 
it will pay the clerk to remember, for 
the very simple reason that the clerk 
who is careless of his employer’s in
terests is apt in a very little while 
to become careless of his own.

Take that old, old matter of punc
tuality. Say the store is supposed to 
open at 7:45 every morning. One 
clerk gets into the habit of drifting 
in at 8 o’clock. He says to himself: 
“There isn’t much doing the first 
hour, anyway. What’s the difference 
if I am behind a few minutes?” Yet 
those first fifteen minutes are of vital 
value, since in them the staff which 
looks ahead can make all the prepara
tions needful for a successtul or a 
busy day. And this habit of prepar
edness, of forehandedness, of making 
ready for everything, is worth dollars 
and cents to any man, in his private 
affairs. His employment gives him a 
chance to learn this worth while ha
bit, and get paid while he is learn
ing it.

Then there’s your personal attitude 
toward the customers. You don’t 
like Binks—he’s fat and stodgy and 
unattractive. You don’t like to wait 
on him. But he deals at your store 
—and it’s your store as much as your 
employer’s store, and it’s the store’s 
business to give every customer 
prompt, courteous and careful atten
tion. It’s worth dollars and cents 
to you to learn how to meet and deal 
with people whom you don’t like, for 
whom you feel an instinctive aver
sion. And even if there’s some per
sonal, private enmity back of your 
dislike, learn to bury the hatchet

when you’re doing business. Don’t 
carry your personal dislikes or pri
vate grudges into your employer’s 
business.

Often an enthusiastic clerk who 
wants to do the right thing by his 
personal friends gets into the way of 
giving them an extra half ounce or 
ounce on the weight. Maybe he gives 
a special reduction on the price, with 
a whispered, “Don’t say a word to 
anybody about this.” It’s because he 
is trusted that a clerk gets the chance 
to do these things; but is the clerk 
who does them worthy of the trust? 
In business dealings, treat all alike, 
and be thoroughly just to your em
ployer.

Enthusiasm is a good thing; but 
often it runs to strange extremes. 
One of the most enthusiastic clerks 
I ever knew had a great weakness, 
veritably, a besetting sin. Wherever 
she went, she told everything about 
the inside of the business. Sent out 
on collections, she gossiped to every
one she met about the slow pays 
and the bad accounts. She let her 
friends into the secret of how much 
Mr. Blank made upon this, that and 
the other line—and in most cases left 
the impression that Mr. Blank was a 
robber just because she didn’t know 
enough of the business to figure in 
or make allowance for overhead ex
penses, rent, lighting, insurance, sal
aries of the salespeople, and the hun
dred and one items, large and small, 
which eat up the average storekeeper 
and reduce his profits perilously near 
to the vanishing point.

I believe in a clerk being friendly 
with everybody. The more friends 
you make, the better for yourself and 
for the store. If you’re the silent, 
reticent, uncommunicative kind, it 
will pay you to liven up and talk to 
people. But, when you talk, talk ju
diciously. Keep a rein on your 
tongue. Your employer’s business isn’t 
a public affair, and he expects you to 
keep your own counsel and his re
garding its inner details. Say pleas
ant, optimistic things to the people 
you meet; but regarding the inside 
of the business, preserve a loyal and 
judicious silence.

There is lots of opportunity for the 
dependable clerk. He makes, in the 
long run, the successful business man. 
The clerk who is punctual to the 
minute, who does what he is told to 
do, who learns to do what he ought 
to do without waiting to be told, is 
the sort of clerk for whom merchants 
are looking. Doing things promptly 
and as ordered is a habit that anyone 
can acquire; and it’s a habit that, 
with every repetition, takes you a step

further in the direction of worth 
while success.

Learn to do things, and to do them 
right.

And do not cherish a grouch 
against your work. It doesn’t pay. 
If you’re worth more than you’re 
getting, you’ll get it, sooner or later, 
and there’s nothing to prevent you 
from getting it elsewhere, if it’s to be 
had. But be sure you’re worth more.

What, after all, constitutes your 
value to a store? It’s your ability 
to make profits for the man who em
ployes you. You may make them in
directly, by what you do, in the way 
of window display, interior decora
tion, unpacking goods, washing win
dows, or any one of a dozen routine 
details. Or you may make them di
rectly, in the shape of sales.

What do your daily sales repre
sent to the man who provides your 
wages? Have you ever stopped to 
figure it out?

If you haven’t, don’t stop—but go 
ahead selling, and at the same time 
figure. When you’re figured a week 
or two, keeping a rough memoran
dum of each day’s sales, you’ll begin 
to get some accurate conception of 
your selling capacity. And you’ll be 
mightily inspired to increase that 
selling capacity; for on your selling 
capacity is based the amount you 
ought to earn.

William Edward Park.

If You Must Drink.
To the married man who cannot 

get along without his drinks, the fol-

lowwing is suggested as a solution 
to the bondage of his habit:

First—'Start a saloon in your own 
house.

Second—Be the only customer. You 
will have no license to pay. Give your 
wife $2 to buy a gallon of whisky, 
and remember there are 69 drinks in 
one gallon.

Third—Buy your drinks from no 
one but your wife, and by the time 
the first gallon is gone she will have 
$8 to put in the bank and two to start 
business again.

Fourth—Should you live ten years 
and continue to buy booze from her, 
then die with snakes in your boots, 
she will have enough money to bury 
you decently, educate your children, 
buy a house and lot, marry a decent 
man and quit thinking about you.

FLOUR
Makes Best Bread 

and Pastry

T h is Baking Powder 
Keeps Its Strength

The large can of K G lasts longer 
than 25 cents worth of other baking 
powders but no matter how long it 
takes the user to get to the bottom 
the last spoonful is guaranteed to 
give perfect satisfaction. K C  raises 
the nicest, lightest biscuits, cakes 
and pastry you ever ate, and it is 
guaranteed pure and wholesome.

For goodness sake, use K C.

The above is one of a series of advertisements we are 
running in daily papers throughout the country. We are 
spending thousands upon thousands of dollars doing this 
to help the sales of

K C BAKING POWDER
THIS ALSO HELPS YOU. All grocers like to sell 
standard goods—particularly if they comply with the Pure 
Food Lows and pay a profit. Of course you sell it.

JAQUES MFG. CO., CHICAGO
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M ichigan R eta il H a rd w are  A ssociation . 
P re s id e n t—C. S3. D ickinson, St. Jo seph . 
V ic e -P re s id en t—F ra n k  S trong , B a ttle  

C reek.
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 etro it.

Practical Pointers On the Sale of 
Stoves.

W ritte n  fo r th e  T rad esm an .
With the “first touch of autumn chill’’ 

the buying of a new stove becomes in 
every family a real, live issue. Through 
spring, with its constant expectation of 
warmer weather, and summer, when na
ture’s warmth made up the deficiency, 
the problem could be postponed; but the 
certainty Of winter, and winter’s near 
approach, alter the entire face of the 
question. Hence, the time is a psycho
logical one to push the sale of stoves 
and ranges . »

The buying of a stove or range is, for 
the average family, a serious, important 
problem. Few stoves are bought on the 
spur of the moment. There is long and 
earnest consideration and discussion be
forehand. . The hardware dealer who un
derstands and appreciates this fact will 
appreciate, too, the wisdom of influen
cing the judgment of his prospective 
customer when that judgment is still in 
its formative state. Mlany are the in
stances where the general advertising of 
some firm of stove manufacturers or 
perhaps of some retail dealer has creat
ed, in the purchaser’s mind, a strong 
prejudice in favor of some particular 
make of stove; so that, although the 
stove buyer tries to' adopt .an impartial 
attitude and to look over every make, 
he in the end returns satisfied to the 
make of stove which first interested 
him.

It pays to advertise a little ahead of 
the season, if for no other reason be
cause, as a rule, the problem is earnest
ly discussed in the average family long 
before the dealer is actually approached. 
In many instances the purchase is put 
off from season to season until it can 
be no longer postponed; and there are 
very few instances where it is not talked 
over weeks and months ahead.

Newspaper space should, of course, 
be used liberally. Even in the latter 
days of summer a heavy rainfall will 
often bring a few. days cool spell; and 
a drop in the temperature, even though 
short-lived, is ample text upon which 
to hang a warning to “look ahead and 
select your stove early.” This early ad
vertising may not bring immediate or 
direct returns, but it* undoubtedly has its 
effect. Later in the season-the retailer 
should bring up his heavy guns, and 
use space liberally and energetically to 
push his stove sales.

Every merchant has, or should have, 
if only on the tablets of his memory, a 
list of prospective stove purchasers 
whom he has failed to land in previous

seasons. Now is the time to look over 
this list and get busy. Send along a 
letter discussing the stove question; back 
it up with advertising literature. In this 
letter, as in your newspaper advertising, 
talk as though you had a very difficult 
customer on the other side of the coun
ter whom it was absolutely necessary to 
convince. Or, if you should meet one 
or other of these prospects, don’t be 
bashful about opening the stove ques
tion. If you don’t, some merchant more 
enterprising probably will.

Wherever possible the hardware dealer 
should try to systematize his “stove pros
pecting,” not merely contenting himself 
with the present campaign, but looking 
ahead to future seasons. Thus, he should 
form the mental habit of “spotting” a 
prospect instantly. Thus, an acquain
tance or perhaps a clerk may remark, 
casually, that Miss So-and-So is to be 
married next month. To one merchant 
this remark would convey no idea be
yond the bare fact stated. Another 
merchant, self-trained to mental alert
ness, would instantly say to himself: 
“Here’s a stove prospect.” And, as a 
result, he would secure the name of the 
prospective groom, and commence at 
once to hustle for the order. Or per
haps a new family is moving to town. 
There, perhaps, is another chance for 
an order. Merchants should train them
selves and their clerks to watch for these 
very helpful hints.

Stove prospects secured in this and 
other ways should be systematically list
ed ; and, if orders are not secured imme
diately, these lists will furnish material 
on which to work for future orders.

Attracting the prospect is one phase 
of the business; selling the stove is 
another. It is in the first place essential 
that the stove salesman should thorough
ly know his goods. Not merely should 
he know the stoves he himself is trying 
to sell, but he should know also the 
stoves his competitors are trying to sell.

One hardwareman who pushes his 
stove business energetically makes it a 
practice, before the season opens, to have 
a representative' of the stove firm hold 
a conference with his selling staff. In 
the cotirse of this conference, the stove 
is demonstrated, so far as possible; every 
“talking point” is thoroughly explained; 
explanations are given also of the talking 
points of competing stoves. Later, the 
merchant holds conferences with his 
staff, not all together, but with each. 
This process takes less time than would 
appear; and the result is that the staff 
is pretty well posted before the first pur
chaser of the season looms on the busi
ness horizon.

Where this scheme cannot be carried 
out, it is still possible for the salesman 
to secure a great deal of valuable in

formation by studying the catalogues of 
his own and competing lines, and by 
reading their advertisements. All stoves 
have talking points peculiarly their own, 
which it is customary to feature; and 
with these the salesman should be thor
oughly acquaintel. As a rule, these 
special features are less important than 
they seem; but they help to sell a thor
oughly good stove.

The salesman should remember that, 
in practically every instance, the custom
er has pondered the problem of stove 
purchasing for a long time. He is not 
buying on the spur of the moment. Prob
ably he comes to the store with precon
ceived ideas. The shrewd salesman, far 
from monopolizing the conversation, will 
rather endeavor to draw the customer 
out, and to that end will let the customer 
do the greater part of the talking. To 
induce the customer to express himself, 
to get him to ask questions, and then to 
adapt your line of argument to the pre
judices and preferences disclosed, is the 
part of good salesmanship.

The best stove salesman is neither 
the man who knows everything about 
stoves and tells all he knows, nor the 
man who knows nothing about stoves 
and tells all he knows. The best stove 
salesman is the man who knows all about 
stoves and tells just as much as may 
be necessary to clinch a sale.

William Edward Park.

Why He Left.
“So you have no references?” said 

Farmer Giles to the boy who offered 
himself as a farm hand.

“No sir,” said the youngster. “But 
the reason is that I left without ask-

Foster, Stevens & Co.
W holesale Hardware

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

Grand Rapids, Mich.

Michigan Hardware 
Company

Exclusively Wholesale 

Ellsworth A n . ” d  Grand Rapids, Mich.

ing for one. You see, when I had 
been there a month a cow died, and 
we had to eat it. Some weeks after
ward a pig died, and—would you be
lieve it?—we had to eat that. Well, 
two days ago the old woman died, and 
so I dug out.”

Chicago Boats
Holland Interurban

Special cars direct to
Graham & Morton 

Steamers
Lv. Grand Rapids 8:40 p. m. daily

The Ventilation of School Rooms 
Is a State Law Requirement

F o r  y e a rs  th e  h e a tin g  a n d  v en tila tio n  
a s  applied  to  school h ouses  h a s  been  
one of o u r spec ia l fe a tu re s .

W e  w a n t to  g e t  in  touch  w ith  School 
B o ard s  t h a t  w e m ay  send  th e m  d e 
sc r ip tiv e  m a tte r .

A  reco rd  of over 300 room s o u g h t to  
be evidence of o u r  ab ility .

S team  a n d  W a te r  H e a tin g  w ith  
e v e ry th in g  in  a  m a te r ia l line.

C orrespondence solicited .

T H E  W E A T H E R L Y  CO.
21S Pearl S treet G rand Rapida, Mich.
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THE MEAT MARKET

Letters of Old Time Butcher to His 
Soni.

I often wonder why the average re
tail butcher seems to think that his 
show window is just the place to store 
his old and wornout baskets. I was 
walking down the main street up here 
last week and found that the three 
butchers located on it were firm be
lievers that the best way to dress a 
window was t'o put a lot of rubbish 
in it. And I know that these butch
ers are not exceptions to the rule. A 
great many other butchers seem to 
think the same way.

Isn’t it a foolish thing to pay a good 
price for the use of two good show 
windows, and then not use them? 
One-third ! of the rent you 
pay for yojir shop is spent 
for the windows. Their purpose is 
not just to give-light toithe rest of the 
market, and so save electric light bills. 
If this were so, it would be cheaper 
for you to pay for light and let it go 
at that. They were put there to sell 
goods, and unless you use them for 
this purpose the money spend for 
them is a dead waste.

Every man who sells a food product 
sells more than just the goods them
selves. He sells a flavor and the en
joyment of that flavor. Eating to 
a majority of the people is a luxury 
as well as a necessity. If people only 
ate to live 10 cents a day, even with 
the present high cost of living, would 
be enough to keep them alive. But 
people when they eat want more than 
just food—they want the enjoyment 
that goes with it. And the butcher 
who appeals to this want for enjoy
ment is the butcher who is going to 
sell the largest amount of meat in his 
market.

The show window is the one best 
bet in making an appeal to this taste. 
A finely dressed window, showing the 
attractive side of the goods which 
the retail butcher has for sale, will 
draw the people from the street like 
a magnet draws steel. I don’t say 
that all of these people will become 
customers, but a great part of them 
will eventually give you a trial, and if 
you run your market in the proper 
•way, you will hold them as perman
ent customers.

There is a butcher I know who 
made his entire success, and he has a 
very successful meat market, through 
the proper use of his show window. 
Although he did not have mechanical 
refrigeration, and he has it now, by 
the way, he closed the back of the 
window and managed to keep it fairly 
cool. In winter he displayed actual 
cuts of meat, in summer he showed

provisions and other goods which 
were fit for the season. His displays, 
while not elaborate, were always at
tention-pulling, and made him most 
of the customers which are on his 
books to-day.

Use your window all the time. It is 
an especially strong salesman during 
the coming holiday season. Many 
butchers do an especially large tur
key business just because they have 
used their show windows in the prop
er way. Holiday trade is always 
drawn by the window, and the butcher 
who realizes that will do a large trade.

It makes me tired to hear those 
butchers who say that meat cannot be 
sold the same way as anything else. If 
windows will sell calico, if they will 
sell shoes, if they will sell clothing, 
they will sell meat—that’s all there is 
to it. Meat is like anything else, it 
is a commodity that is sold, and sales
manship plus display plus value plus 
quality will sell it. Bear that in mind, 
my boy.

Window display is the best and 
cheapest advertising you can do. Price 
signs should always be used. But 
don’t overdo it. Too many butchers 
make their market like junk shops 
the way they plaster them over 
with signs, printed in every color of 
the rainbow, and meaning nothing at 
all when they are boiled down. One 
sign placed properly in a display win
dow, where every one who passes will 
be sure to see it, is worth twenty 
small and indistinct ones scattered 
about in confusion with no system at 
all. The reason for this is very sim
ple. When there is but one thing to 
see that one thing has the entire at
tention of the onlooker centered upon 
it; but when there are twenty things 
to see, each one of them gets but a 
passing glance that leaves no impres
sion at all. It’s the same old princi
ple of the one and the three-ring cir
cus; in one there is lots to see, but 
you see hardly anything; in the other 
there is not much to see, but you see 
it all.

Use your windows properly and you 
will find that your sales will go up 
with a jump. Neglect them, and you 
are wasting one-third of the rent you 
pay for your market. Keep that in 
mind and act upon it.—Butcher’s Ad
vocate.

When They Gave Away Livers. 
Atavism is a new word which I 

came across the other day. Getting 
down the dictionary, I found that it 
means a resemblance to remote an
cestors, or a retaining of the peculi
arities of the ancestor by the descend
ant. And you know the first thing

I thought of when I read this defini
tion was the butcher, for if ever a 
class of tradesmen clung to the pe
culiarities and prejudices of their 
predecessors, the retail butchers do.

Thousands of butchers are still liv
ing in the past. Their ideas are back 
in the time when they were young 
in the business, the good old days 
as they call them, when they bought 
beef at a nickel a pound, and so they 
butcher in exactly the same old way.

By that I do not mean that they 
haven’t raised their prices. They 
were forced to do that if they wanted 
to stay in the business, but it does 
not seem to occur to them that cut
ting up a bullock which cost them 
5 or 6 cents a pound is an entirely 
different proposition to cutting up 
one which cost them 14 or 15 cents. 
They keep on trimming the stuff 
they sell in the same old way, and they 
still continue to hand out fat and 
bones just as they did in the days 
when meat was cheap.

I remember the ttime mighty well 
when butchers used to give their 
customers liver without ever think
ing of charging a cent for it. Of 
course, it didn’t cost them anything, 
for every time they bought a car
cass a liver was thrown in with it. 
Even when the wholesaler got wise 
to himself and started to charge 4 
or 5 cents a pound for liver, the 
generous butcher still continued to 
give a great deal of it away. He had 
to in order to hold his trade, and as 
it had been a universal custom for 
many years he was never able to re
fuse it to his customers without a 
mighty strong kick from them.

This practice killed the profit, and 
sometimes caused a loss on all the 
liver handled. When a butcher 
bought a ten pound liver in those days 
at 5 cents a pound, and then gave 
away half of it, as long as he got 10 
cents a pound for the balance his loss 
was only confined to the paper bags 
he put it in and the general cost of 
handling it. But in a majority of 
cases he gave away more than half, 
and as a result went deep into the 
hole.

But when the wholesale price of 
liver began to creep up until it got 
to be around 10 cents, it became a 
serious matter to give it away. Butch
ers began to gradually do away with 
the custom until to-day it has been 
entirely accomplished. Nowadays no 
customer ever thinks of asking for a 
piece of liver to color the soup with 
or to feed the cat or dog. They 
know that it is no use to ask, so they 
buy what they need.

It’s funny to see how much less 
they need now that they have to pay 
their good money for it. A lot of 
people must have gotten rid of their 
cats since they can no longer feed 
them at the butcher’s expense, and a 
lot more find that their soup is just 
as good without the liver as it was 
in the days when they grafted it 
from their butchers.

Those were the good old days for 
the public. A woman walked into a 
shop and bought 10 cents’ worth of 
soup meat. With it she demanded 
and got, without an extra penny be

ing charged, a big knuckle bone, a 
piece of liver for the soup and an 
extra piece for the cat. And all for 
that dime, too.

There’s a good story about giving 
away liver; it has always made me * 
smile. An indignant little girl com
plained to her butcher who had given 
her a stale piece of liver “for the 
cat” the day before that her mother 
told her to tell the butcher “that 
mother wants you to give me good 
liver for the cat after this, because 
the last piece was so bad that mamma 
couldn’t eat it.”

Necessity drove the butchers to 
stop giving away liver, so those that 
really want it are now willing to pay 
for it.

The giving away of liver, however, 
was never so important as the giving 
away the immense quantities of fat 
and bones which now find their way 
over the retail butchers’ block abso
lutely free of charge. This was a se
rious detriment to the butcher busi
ness when beef was cheap, and now 
that beef is dear, it has became just 
so much more serious. There have 
been attempts to abolish the custom 
and charge extra for all fat and bones 
which the customers wanted, but it 
has seemed impossible to get con
certed action among the butchers, 
and their attempts have failed.

But why, in the name of every
thing, if the retail butcher could do 
away with the free distribution of 
liver, can’t he stop the giving away 
of fat and bones, and at least get all 
that is coming to him?—Butchers’ Ad
vocate.

Be a Man.
I t  ta k e s  a  litt le  courage.

A nd a  litt le  self contro l,
A nd som e g rim  d e te rm in a tio n ,

I f  you w a n t to  re ach  a  goal.
I t  ta k e s  a  deal of s triv in g ,

A nd a  firm  an d  s te rn  se t ch in .
No m a tte r  w h a t th e  b a ttle .

If  you’re  rea lly  o u t to  w in.

T h e re ’s  no E a sy  P a th  to  Glory, 
T h e re ’s no R osy R oad to  F am e;

L ife, h ow ever w e m ay  v ie w . it,
Is  no sim ple p a rlo r  gam e;

B u t i ts  p rizes  call fo r fighting.
F o r en d u ran ce  an d  fo r g rit ,

F o r  a  rugged  d isposition .
A nd a  ‘don’t-k n o w -w h en -to -Q i;it.’

You m u st ta k e  a  blow  o r g ive one. 
You m u st r isk  and  you m u st lose,

A nd expec t th a t  in  th e  strugg le  
You w ill su ffe r from  a  b ru ise .

B u t you m u s tn ’t  w ince o r fa lte r.
If  a  fight you once begin ;

Be a  m an  a n d  face  th e  b a ttle — 
T h a t’s  th e  only w ay  to  w in.

L ouise  K iser.

Honesty always pays—but it’s often 
slow.
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G rand  Council o f M ichigan U. C. T .
G ran d  C ounselor—M. S. B row n, S ag i

naw .
G ran d  J u n io r  C ounselor—W . S. L aw - 

ton , G ran d  R apids.
G rand  P a s t  C ounselor—E. A. W elch , 

K alam azoo.
G rand  S ec re ta ry —F red  C. R ich ter, 

T rav e rse  C ity.
G rand  T re a s u re r—W . J .  D evereaux , 

P o r t  H uron .
G rand  C onductor—¡Fred J .  M outier, 

D e tro it.
G ran d  P ag e—J o h n  A. H ach , J r .,  Cold- 

w a ter.
G rand  S en tine l—W . S co tt K endricks, 

F lin t.
G rand  E x ecu tiv e  C om m ittee—E. A. 

D ibble, H illsda le ; A ngus G. M cE achron, 
D e tro it;  J a m e s  E . B u rtle ss , M arq u ette : 
L . P . T hom pkins, Jack so n .

N ex t G rand  C ouncil M eeting—L ansing , 
Ju n e .

M ichigan D ivision 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 ice -P re s id en t—H . C. C orne

lius.
S e c re ta ry  a n d  T rea su re r—Clyde E . 

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

W . P u tn a m , A. B. A llport, D. G. M c
L a ren , W . E . Crowell, W a lte r  H . B rooks, 
W . A. H a tch e r.

SUCCESSFUL SALESMEN.

F. L. Dickson, Who Represents the 
H. L. Willing Co.

Fred Louis Dickson has traveled 
in Michigan so many years that one 
is led to think that he is older than he 
really is or looks. Mr. Dickson or 
“Dick,” as he is known to all over 
the State, was born in Detroit, No
vember 15, 1870. After receiving his 
education in the public schools he 
accepted his first position with the 
old Detroit Knitting Works, at the 
age of 18 years. He remained with 
this house for eighteen years, working 
his way up from doing menial work 
about the factory to that of salesman 
in a very short time.

When this house dissolved he be
came a stockholder in the firm of 
Hamburger & Silberman, now the 
Hamburger Co., also acting as rep
resentative for the concern. He con
tinued in this capacity for a little over 
six years, until the firm re-organized. 
“Dick” did not remain jobless many 
hours before he was induced by the 
H. L. Willing Co., manufacturer of 
the Fast Mail Overalls, to represent 
it on the territory where he was so 
well known and respected. He is 
now with this house and has been in
strumental in increasing its business 
in the State.

In 1893 he married Miss Esther 
Brozo, of Detroit, the union proving 
an exceptionally happy one. Three 
children, one daughter and two sons, 
have come to bless their home: 
Louise, 20 years; Fred, 19, who is with 
the First National Bank, and Harvey, 
15, who is still attending school.

*Mr. Dickson, while of a quiet nature 
is nevertheless always sparkling over 
with clean wholesome humor. His 
clean methods and gentlemanly bear

ing have won him many friends, both 
with the trade and others whom he 
has come in contact. He is a great 
lover of out of door sports and never 
misses an opportunity to make good 
use of< a fish pole and line or witness 
a base ball game.

Mr. Dickson is not affiliated with

any fraternal order, for as he aptly 
says, “I find my fraternity among my 
friends on the road and my wife and 
children at home.”

Southern California Not a Bed of 
Roses.

San Deinos, Cal., Sept. 10.—This is 
a little place located about thirty 
miles nearly due east of Los Angeles, 
toward Riverside and San Bernar
dino in the foothills of the mountains 
right in the orange belt with nice 
groves in all directions, with cool
evening but hotter than the d----- in
the middle of the day. The prices 
of orange groves (like everything else 
here in Old California among roses 
and continued sunshine, to hear the 
boosters tell about it) are so high that 
unless one has lots of money he can
not afford to have one, ranging all 
the way from $2,000 to $4,000 per 
acre, depending entirely on the con
dition of the soil, growth of trees 
and the location. I am told by some 
of the old heads that the soil and lo
cation might be ideal in one place 
and a few hundreds rods—maybe not 
more than 100—would make all the 
difference you could imagine. I am 
not driving any automobile this year, 
but they have the finest roads in the 
land and they can be used every day 
in the year. To tell you the truth 
about it, any one who lives in South
ern California and wants to enjoy 
life should have an automobile.

I am glad to know that everything 
in Old Michigan is in such fine condi
tion and also that business conditions 
are improving. Out here some say 
that they thihk they can see a little 
change for the better, but nine out 
of ten I meet—and I meet from 
twenty-five to 100 every day—tell me 
the same hard luck story—that the 
hard freeze in January of last year, 
followed by a dry season, and then

the general depression all over the 
country does not make them feel 
like letting go of any money for my 
line of goods or any thing else to give 
away. (Do you see the point?) Then, 
again, in so many of these little places 
they have what they call Manufac
turers and Merchants’ Associations 
and agree among themselves not to 
use anything in the line of advertis
ing, and then again some of them— 
the real smart ones—have the nerve 
to tell me (because I am from the 
East and am representing an East
ern house) that they don’t believe in 
buying of Eastern houses, but must 
patronize their Western friends. And 
these self same ones know mighty 
well that if it were not for tourists 
from the East coming out here to 
part with their coin they would have 
to quit business. Believe me, they 
will skin you to a finish if they have 
the least bit of a chance. When they 
bear on so hard they get up my Scotch 
a little. It doesn’t take me long to 
tell them where to get off at. There 
is one thing certain—when I have 
been in this land one year I will 
know more about it than the most 
of those who have been here ten. I 
am covering the territory, seeing the 
different places and sections of the 
country, and at the same time taking 
in some of the sights that I can not 
help but see. At the same time, day 
after day, week after week, month in 
and month out, I am meeting new 
faces and different people. It gets 
mighty lonesome and it would seem 
good to meet a smiling face like your 
own, even if we were always scrap
ping. Even with all of the disadvant
ages that I am laboring under, I am 
doing some business every week and 
most of the time good business, but 
the expense in traveling in this coun
try takes off the profits more than 
back in Old Michigan, and I am fully 
determined in one thing and that is 
if a man can sell the advertising line 
where the purchaser knows when he 
orders it that it is to be given away 
and he can not possibly realize any 
direct profit, he can sell any line on 
the market, even if it is wooden nut
megs. Just bear in mind, if you 
should happen to see some one who 
wants a man to travel or hold some 
responsible position or act as a West
ern representative, either salary or 
commission, if the business is worthy 
of consideration. Most any state 
would do or if the job included sev
eral or all of the United States, I 
would not object. We expect to see 
you the early part of the year, for 
the time to visit the two expositions, 
in my opinion, would be when the 
weather is not so good there. It will 
soon be ten months since we rolled 
out of the Valley City and it all de
pends whether it will be ten months 
more or not. Fred.

Why Not Protest Against German 
Atrocities?

Detroit, Sept. 8.—When an army, 
or body of people, in warfare destroys 
a city like Louvain, when undefended, 
in sheer wantoness, on no better pre
text than individual assaults on its 
soldiers, if we have a government, if 
that government is ordinarily intelli
gent, civilized—I do not say Chris- 
tion—there should be no time lost in 
sending a remonstrance to the ambas
sador of the power whose soldiers 
are committing such atrocities.

If we thought it our duty not only 
to decline to recognize Huerta, even 
to lecture a foreign executive on his 
conduct, and to prescribe to a foreign 
government as to its procedures, 
where a single assassination was the 
act complained of, what shall be said 
to an autocratic Kaiser that renders 
homeless 45,000 people, and destroys 
one of the most beautiful cities in 
the world, with architecture that is 
priceless and cannot be replaced; that 
threatens to remove whole galleries 
of art and levies enormous sums of

money, before war is finally deter
mined? Is Secretary Bryan still at 
Chautauqua?

It seems to me that in Mexico we 
strained at a gnat; that in Belgium 
we swallow a camel.

While the peace should be kept 
rigidly, I cannot consider it judicious, 
or right, to refrain from condemna
tion of this needless, sensless, brutal, 
wicked, hellish war, or of those who 
initiated it.

I observe the plea of Germany that 
it is an issue between the Slavonic 
and Teutonic civilizations, and minor 
claims. What ridiculous bosh! Why 
not frankly say that the war is a war 
for colonies, and a war for a dynasty? 
The Dual Monarchy has become with 
Germany a triple monarchy. It 
would be red-handed for Germany to 
go picking up Balkan provinces; but 
Austria, next door, can make pretexts 
for doing so, and Germany can back 
her up in such acquisitions. It is 
significant that Germany first declar
ed war; logically, it should have been 
Austria to make such declaration

If Germany wanted to avert war, 
all she had to do was to say to Aus
tria, “Keep out of Servia,” where 
Austria had no right, or business, to 
be. It was as simple as that. Any 
one can see that Germany is trying 
to establish, and maintain, a belt 
through Central Europe, from the 
Baltic to the Adriatic, stretching as 
broadly as possible north, of course, 
excluding Russia from the south.

It is equally obvious that if the ris
ing tide of Socialism in Germany 
creeps up much farther, and faster, 
it will seriously imperil the Hohen- 
zollern dynasty. A war usually uni
fies a people, submerging their differ
ences; it has done so largely, already, 
in the various nations involved. Hence, 
the war.

I do not care to prophesy, but what 
if the following results should come 
out of the war:

After a long, devastating, bloody 
war, the German army thoroughly 
beaten.

Alsace-Lorraine restored to France; 
and possibly the French boundary 
extended to the Rhine—the natural 
one.

The enormous indemnity extorted 
from France in 1870 restored, and a 
suitable indemnity be given by Ger
many to all tile powers she has 
brought into war.

The Hohenzollern dynasty com
pletely uprooted.

A genuine republic established.
Such terms insisted upon as shall 

make it impossible, so far as human 
foresight can effect it, that there shall 
be any further disturbance of the 
peace, during the present century at 
least.

All the above is what every true, 
intelligent friend of Germany should 
sincerely wish, making a positive dis
crimination between the German peo
ple at large and the present govern
ment, which has added to the burdens 
of civilization generally, beyond what 
has been known besides for a cen
tury past.

Then, instead of a people given over 
to money and militarism, drunk with 
power and lust of empire, we might 
have a people of Humboldts, of Goe
thes, Jean Pauls, Schillers, Mende- 
ssohns, and of other similar names.

This war is the crime of the cen
tury, and should be so stigmatized bv 
every thoughtful, conscientious per
son. Julius Gugler.

Only a foolish woman ever tries to 
reform a man by roasting him.

HOTEL CODY
EU RO PEAN

GRAND RAPIDS, MICH. 
Rates $1 and up. $1.50 and up bath.
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Gabby Gleaning From Grand Rapids.
Grand Rapids, Sept. 14.—Henry J. 

Beld and Edward Bekius, two young 
men of Beaverdam, have formed a 
copartnership under the name of 
Beld & Bekius and have bought the 
stock of general merchandise of S.
B. Dell, at Dennison. Both of these 
young men have a pleasing person
ality and are hustlers and will doubt
less make many friends and custom
ers in their new location. They plan 
to not only run the general store, 
but to buy veal, poultry, produce, etc., 
which they will dispose of in the 
Grand Rapids market. Those who 
know these energetic young business 
men predict for them a marked suc
cess.

Frank E. Smith has recovered from 
his recent injury and is back on the 
road for him firm.

Albert Gish, who recently met with 
a painful accident at the Canadian 
S'oo, has so far recovered as to be 
able to call on the trade again.

Connie Mac has nothing on Scott 
Van Etta, of Marcellus, when it comes 
to getting a crack baseball team to
gether. Scott and his bunch of braves 
challenged the Mendon team to_ a 
game recently, which was played with 
a resulting score of 2 to 0 in favor 
of the Marcellus boys after a fourteen 
inning contest. Only two errors were 
made during the game and these were 
made by the Mendon team. Scott 
is one of the hustling young busi
ness men of Marcellus, being one oi 
the promoters of the Marcellus Sup
ply Co., whose products are sold ex
tensively not oqjy in Michigan but 
in other states. Scott injects the 
same enthusiasm into hisi baseball 
team that he does into his business, 
which accounts for the team’s suc
cess.

George A. Eggleston, 1111 Madison 
Square, is down to our neighboring 
village of Detroit attending the State 
Fair and is telling the natives of that 
agricultural berg that they ought to 
invest some of the proceeds of their 
rural products in a New Home sew
ing machine. Knowing George as we 
do, we do not hesitate to say that if 
any one not interested in agriculture 
should approach him, he would not 
have any trouble in getting George 
to sharpen his pencil preparatory to 
closing a deal.

Charles T. Nason, 317 Henry ave
nue, representing the Gep. M. Clark 
Stotve Co., Chicago, left September 
10 for Toronto, Montreal, Quebec 
and other Canadian points.

Archie McDonald and wife, of 
Douglas, were in Grand Rapids the 
first of the week to see the opening 
performance of “The Calling of Dan 
Matthews.” Archie Mac is connect
ed with the firm of H. A. McDonald 
& Son, Douglas.

Judging by the way the valuation 
of the property of the Mayor of 
Grand Rapids has been boosted by 
the State Tax Commission, we are 
lead to believe that even the editor 
of this journal couldn’t have hit him 
any harder had he been a member of 
said State Tax Commission.

About seven years ago, two broth
ers, Orin and Isaac Wolbrink, of Al
lendale, were looking for a location 
to go into business. They were di
rected to the little town of Ganges, 
which is situated near Pier Cove, on 
the banks of Lake Michigan. Upon 
visiting this place, which has been 
called the Garden of Michigan, they 
were so favorably impressed with 
the beautiful surrounding country, 
with its magnificent orchards and its 
good business prospects, that they at 
once closed a deal for the general 
store of Scott Eddy. Time has prov
en the wisdom of their choice of lo
cation, as they have increased the 
business done by their predecessor 
many times over and now have one 
of the most complete and attractive 
stocks of general merchandise to be 
found in Western Michigan. Wol

brink Bros, deserve the success they| 
have achieved. They are courteous,| 
painstaking, energetic, wide-awake • 
merchants who command the respect 
of all who do business with them. 
While these genial merchants have 
been successful in business, they have 
not forgotten the old adage, “All 
work and no play makes Jack a dull 
boy”’ They are 'both enthusiastic 
motorists and in a joking way they 
admit that they drive two automo
biles and a ford. If all merchants in 
Michigan were as considerate as the 
firm of Wolbrink Bros., the way of 
the traveling marr would be made 
much smoother. Continued success 
and prosperity to them!

Ben A. Reid, who for a number of 
years has been buyer for the A. M. 
Todd Co. store at Campania, has re
signed and his position has been tak
en by Jay Burch, who was formerly 
with the First State Bank at Fenn- 
ville. Mr. Burch has had quite a 
little experience in merchandising and 
will doubtless be successful in his 
new position. A little mascot has 
just arrived at his home bearing the 
name of Catherine Maxine Burch. 
Weight, nine pounds.

Mr. and Mrs. Benjamin Wiegart, 
of Douglas, were Grand Rapids vis
itors last Sunday and Monday. Mr. 
Wiegart, although one of the young
est business men in Douglas, has an 
up-to-date grocery store in that place 
whose business is second to none 
and is constantly increasing.

All U. C. T. members who own 
real estate in Grand Rapids ought to 
get busy at once and investigate as 
to the assessed valuation put upon 
their property by the new State Tax 
Commission. While the cost of liv
ing has been constantly going up. the 
salaries of the traveling men of to
day are about on a par with former 
years, and any move to cut down un
necessary or unjust expenses are in 
line. The assessed valuation of some 
property in the city has been con
stantly boosted to figures out of pro
portion to original cost and in some 
instances small improvements have 
resulted in excessive valuations being 
placed upon property. No commer
cial man will object to paying a just 
tax, but inflated values placed upon 
our property meet with our distinct 
disapproval.

John C. Stein, who was formerly 
engaged in the dry goods business 
in Allegan and who now deals in real 
estate, has one of the finest fruit 
farms in Western Michigan, located 
near Fennville. This year his fine 
orchards show a result of the pains
taking care they have received and 
the trees are fairly loaded with choice 
fruit, which proves that our merchant 
farmers can be as successful as those 
who have always tilled the soil.

Vote NO on the proposed amend
ment to the State constitution which 
will put the U. C. T. out of business.

At the meeting of the Bagmen of 
Bagdad last Saturday evening, a ways 
and means committee was appointed 
to secure the applications of addi
tional members. The committee con
sists of William Francke, Walter N. 
Burgess and J. J. Dooley.

William E. Sawyer.

Lansing Traveling Man is Married.
Corunna, Sept. 15.—Miss Mabel

Johnson, daughter of Mrs. Ida John
son, and Bert B. Vafure, a traveling 
salesman with headquarters in Lan
sing, were married here by Rev. C.
E. Doty, of the M. E. church. They 
will reside in Lansing. The bride 
has been employed as book-keeper 
by the Owosso Baking Co.

J. J. Frost, the well known Lansing 
traveling man, in renewing his sub
scription to the Tradesman for the 
steenth time, writes: “It is a package 
of information I would not know how 
to get along without.”

*:Mighty Madcaps From Muskegon.
3 Muskegon, Sept. 14.—Some of the 
boys are wondering where we are 
going to put the Michigan State 
League pennant if we get it, as we 
have no flag pole at the ball park. 
Don’t worry, boys, we can stick one 
there in short order.

George Beck has bought the E. 
Davis grocery stock at Greenville.

Greenville had her county fair last 
week and farmers for miles around 
came, Mr. Green, of the Phelps 
House, showed himself to be a gen
tleman and friend of the traveling 
boys. When all the rooms were tak
en and a commercial man came and 
asked for a room, Mr. Green gave 
him his room, while he had to sleep 
in one of the chairs. Favors like this 
should not be easily forgotten. All 
U. C. T. should boost the Phelps 
House.

John Westing, of New Era. is vis
iting his brother at Holland this 
week.

Kardux & Karsten are the new pro
prietors of the Albert Hidding gro
cery store at Holland. Both are well 
known and well liked boys, so no 
reason why, with hard work, they 
will not succeed.

The Kronic Kicker says he is too 
busy with peaches to write for the 
Tradesman. Good thing peach sea
son will soon be over, for we surely 
miss Ches.

Our Senior Counselor has worked 
hard for the success of our Council 
and all the boys ought to show up at 
the meeting next Saturday. Our 
Council meets in the Maccabee hall. 
All visiting brethren are invited. Keep 
the officers busy and bring in a new 
member.

One of the best friends we have is 
the cook at the Shelby House. If 
you don’t believe us, ask the clerk.

Milton Steindler.

Interesting Notes From an Interest
ing City.

Owosso, Sept. 14.—The regular
meeting of Owosso Council, No. 218, 
was pulled off on schedule time last 
Saturday evening. Owing to the ab
sence of the Senior Counselor and 
the Secretary and all the other mem
bers excepting two, the meeting was 
called to order by Gus Stephan and 
closed by George W. Haskell. Time, 
two minutes.

The 6:20 a. m. motor on the T. & 
A. A. was held up fourteen minutes 
this morning waiting for Fred Hani- 
fan. A messenger was dispatched t:> 
ascertain the cause and found Fred 
all dolled up sitting on his porch, 
taking his annual vacation.

C. V. Page is carrying a map of 
the location of the war in Europe 
and putting in over timê  studying 
German evenings. Figuring that it 
Germany cleans up on the whole 
bunch over there they might tackle 
the United States next, he wants to 
be in shape to tell ’em that he “Ain’t 
done nothing!”

This will be Jim Brown’s last 
month on the road at present. He 
will be found at the cigar store of 
Brown & Gray or Gray & Brown, 
whichever color wins in the toss up. 
Call around, boys, and see which 
wins.

The boys who called on J. D. 
Royce last Sunday morning found 
him in the hen coop with a curry 
comb in his hand. County fair at 
Owosso this week, you know.

A. D. Chase, a retired traveling 
salesman and U. C. T., is now in the 
retail shoe trade. He has become 
so disgruntled over the late unpleas
antness between Germany and France 
that he threw a customer out of the 
store last week for smoking Prince 
Albert in a French briar pipe.

F. G. De Hart, the Vickeryville 
merchant, has remodeled his home 
into an up-to-date residence.

The Dolan House, Sheridan, 
is again changing hands. Mr. and

- ■ —- - ........ -» —
Mrs. Dolan will be ready to welcome 
the old friends and patrons again next 
week. Honest Groceryman.
Further Facts Regarding Frank Nix

on.
Adrian, Sept. 14.—The Tradesman 

last week announced the death of 
Frank L. Nixon, which occurred at • 
Kalamazoo September 3.

Mr. Nixon came of Lenawee pio
neers, being descended from William 
Nixon, a business man for years in 
the early days and Thomas E. Bon
ner, business man, machinist and me
chanic of early days, and the son of 
Franklin B. Nixon, city recorder for 
Adrian -for fifteen years, dying in of
fice and Maria Bonner Nixon.

He was born in August, 1865 when 
the family home was at the corner 
of Clinton and Maple avenue, then 
Railroad street, grew up and was ed
ucated here, later locating in Kalama
zoo, which was his headquarters dur
ing the time he was on the road, 
except for a few years spent in Cad
illac. He was one of the best known 
commercial travelers in Michigan, al
though during his last years of busi
ness activity he was store keeper at 
the Michigan State Hospital.

Mr. Nixon was an active member 
of the People’s church, while in fra
ternal circles he had been identified 
with the Elks for twenty years. He 
was one of the most popular and 
highly respected of the business men 
in Kalamazoo.

Surviving are the widow, who was 
a well known Kalamazoo girl, and the 
mother who resides at Twin Falls, 
Idaho, one brother, William E. Nix
on, of Twin Falls, Idaho, and two 
sisters, Grace, a former teacher in 
the public schools now married and 
living in Washington, and Josephine, 
a younger sister, married to an Ok
lahoma minister.

Marquette Mining Journal: L. A. 
Boyd, formerly representative of the 
Northern Hardware Co., of Menom
inee in this territory, has been in 
Marquette and other Upper Penin
sula towns the past few days intro
ducing P. E. Crothers, who will have 
charge of the Menominee house’s 
trade in the counties that Mr. Boyd 
formerly covered. Mr. Boyd, who 
now represents the Northern Hard
ware Co. in Wisconsin territory, ex
pects to leave for his home to-day. 
Mr. Crothers, who has been a resi
dent of Grand Rapids, will make his 
home in Marquette and will soon 
bring his family here.

James B. Shaughnessy (Michigan 
Hardware Co.) has suffered a silgnt 
relapse at St. Mary’s hospital, due to 
pus formations, which has forced him 
to relinquish his wheel chair for the 
bed. His attending physician insists 
that he ought to remain quiet for two 
months, which is a pretty hard thing 
for an Irishman to do, especially a 
live Irishman like Mr. Shaughnessy. 
His route was covered last week and 
the week before by Mr. Spindler. 
This week Archie Upton is covering 
the territory. Next week Mr. Spind
ler will be on the job again.

The underpaid employe is under 
constant temptation to help himself 
to other people’s money.

EAGLE HOTEL
EUROPEAN

GRAND RAPIDS, MICHIGAN 
$1.00 PER DAY-BATH DETACHED 

Excellent R estaurant—M oderate Prlcea



M M I C H I G A N  T R A D E S M A N S ep tem b er 16, 1914

\ t W W i
DRUGS ̂  DRUGGISTS SUNDRIES

-**■— irniflilB

M ichigan B oard of P h a rm acy . 
P re s id e n t—.Will E. Collins, Owosso. 
S ec re ta ry —E . T. Boden, .Bay C ity. 
T re a s u re r—E. E . F au lk n e r, D elton. 
O th e r M em bers—C has. S. Koon, M us

kegon ; L eo n ard  A. Selczer, D etro it.
N ex t M eeting—H oughton , S'ept. 1, 2 

a n d  3, 1914.

M ichigan S ta te  P h arm aceu tica l A sso
cia tion .

P re s id e n t—G ra n t S tevens, D e tro it. 
S e c re ta ry —D. D. A lton, F rem o n t. 
T re a s u re r—E d. C. V arnum , Jonesville .

M ichigan P h a rm aceu tica l T rav e le rs ’ A s
sociation .

P re s id e n t—Jo h n  J .  Dooley, G rand  R ap 
ids.
S e c re ta ry  a n d  T re a s u re r—W . S. L aw ton , 
G rand  R apids.

G rand R apids D rug Club. 
P res id e n t—W m . C. K irch g essn e r. 
V ice -P re s id en t—E. D. D e 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  Quigley, 

C h airm an ; H e n ry  R iechel, T h ero n  Forbes.

Humorous Side of Ten Years in Drug 
Store.

(Continued from last week.)
On the soda fountain was a grape 

juice tank which had inside of it an 
ice pocket which displaced much of 
the flowing grape. For that reason 
the amount the tank really contained 
was a hard matter to estimate. How 
well I remember the evening when a 
student we used to call “Potty,” prob
ably because of his figure, which was 
on the flower pot order, came into the 
store with four other fellows and of
fered to bet the soda man (we won’t 
say who he was) that he could drink 
all the juice in the tank. The soda 
clerk sized up the tank and to him
self estimated that it contained nine 
five-ounce glasses. We used to dilute 
the pure juice half and half and sweet
en with syrup eight ounces to the 
gallon mixture. It was far more pal
atable this way, and also more satis
factory to the boys in five-ounce 
quantities for five cents. Arrange
ments were finally concluded. “Pot
ty” was to drink the contents of the 
tank in fifteen minutes. If he could 
not he was to pay double the price 
per glass, and if he succeeded it cost 
him nothing. “Potty” started, but he 
never finished. Next to the last 
glass (there were ten in the tank) 
the soda man saw that he was lost. 
The grape was getting very sour to 
“Potty,” and when on the ninth glass 
the dispenser dropped almost a tea
spoonful of acid phosphate into the 
glass “Potty” balked. One swallow 
and he made for the alley. We al
ways felt that a favor had been done 
“Potty” in liberating the juice, for it 
might have made him very ill. It is 
a reminder of the manicure and the 
millionaire. The former asked the lat
ter for a testimonial and he wrote 
the following: “ 'Tis a divine provi
dence that shapes our ends.” Who 
shall say that the divine providence

in this case was not the soda man?
In the days before ice cream was so 

common the college boys insisted that 
chocolate sodas and such drinks be 
tossed or thoroughly mixed by be
ing thrown from glass to glass. The 
new dispenser usually practiced with 
soap suds in the back room. One dis
penser was offered a dollar if he could 
throw a coffee egg back of his neck. 
Foolishly, he tried it, but his neck 
got in the way. He never heard the 
last of it. At another time this same 
soda man was asked by an over-par
ticular customer to shake his egg up 
with carbonated water. The new dis
penser tried it with a thin fourteen- 
ounce glass. Why record the result?

An intoxicated ruralite went to 
roost on the sill of the store one 
evening in the summer time. He re
fused to move and showed fight. 
Above all else we were a most peace
able lot and so we held a consulta
tion. There was a screen between his 
anatomy and the cellar via the tran-. 
som, and one of us touched him with 
a pin. It produced only a volley of 
oaths which caused regret for the 
deed. Then we uncoupled a soda 
tank and trained it on the transom. 
He moved, and quickly, too, but when 
he found he was not injured he went 
back defiantly and sat down. We 
tried the tank again, but he seemed to 
enjoy it. Finally one of us climbed 
to the flat roof over the second story 
and emptied two pails of water on his 
head. The miniature Niagara had the 
desired effect. All of his latent ener
gies were roused and it required the 
services of two of our local police offi
cers to put him in jail.

The next morning he was set free 
without punishment and we gave him 
a “bromo” for the morning after. He 
proved to be a rather decent sort of 
a chap.

Jokes at the prescription counter, it 
will be noticed, have had no mention. 
The prescription counter is no place 
for them, and I have nothing to tejl 
of that department of the drug stope 
unless it be of a situation or two that 
arose Without being sought.

Doctor Smith—call him that be
cause it is not his right name—sent 
in a prescription by a foreigner. It 
called for suppositories which were 
duly prepared. The directions were, 
“one at bed time,” and among the 
ingredients I can remember one most 
distinctly—one that every drug clerk 
is fond of incorporating in a hand
made suppository—iodoform. Next 
morning bright and early Dr.—er— 
Smith (I almost said it—) called up 
and wanted to know what in the devil 
we had put in those suppositories, as

the man had complained of his wife 
being much worse; in fact, very ill 
The compounding was explained care
fully, and it finally dawned on the 
doctor that she might have swallowed 
it, which surmise afterward proved to 
be correct.

That is a reminder of the lady who 
brought back the empty capsules and 
asked to have the little bottles filled 
again, and the doctor who puzzled the 
clerk with an order for a non-astrin
gent tannic acid throat tablet.

The label on a bottle of pills caused 
a man to write for information con
cerning his brother, G. C. Round, 
whose name he said he had fortunate
ly noticed on the bottle. He would 
appreciate any knowledge we might 
impart, as he was anxious to meet his 
brother, whom he had not seen in 
years.

The writer has long ago ceased to 
wonder at the situations that come up 
in a drug store. The drug business 
has an intensely human side; and is 
there really any place where human 
nature can be studied at close range 
to such a good advantage?

H. S. Noel.

Consideration of Customers.
Consideration of customers—is a 

long title for politeness, but that is 
what it all amounts to. Too often we 
fail to apply thought and considera
tion to the making of a sale. Some 
people consider their work well per
formed if they supply the immediate 
wants of the customer in hand.

To make satisfactory sales and sat

isfied customers we should antici
pate the tastes and desires of the pa
trons. One does not have to be a 
mind reader to know that a stout 
woman does not want something that 
is going to make her look stouter or 
a thin woman anything that will make 
her look thinner.

It does not require a great deal of 
teaching to give yourself or your 
salespeople an idea of color harmony; 
that they might more readily sug
gest a piece of dress goods that will 
prove satisfactory to the purchaser, 
not only in the store when the pleas
ure of possession blinds cool judg
ment but later when viewed by im
partial friends and acquaintances.

I can readily understand how you 
are most apt to overlook what some 
people’ would term “details” or “liitle 
things” by being too close to your 
own business. Look into these 
things instead of over them—you will 
find it very profitable. First arouse 
interest in your customers—and you 
or your salespeople can then readily 
create a desire on the customer’s pari 
for articles that are in perfect bal
ance and harmony with them.

Emerson, keen old Yankee philoso
pher that he was, said: “Don’t argue 
—illustrate.” So in showing the 
goods don’t argue at a customer or 
with him or her. Illustrate the sell
ing points by facts and not illusions.

The chap who wants to grow to be 
a business man will not find Laura Jean 
Libbey the best mental food any more 
than a potato is the best physical food.

1 9  1 4

H oliday G oods

■UR sample line of holiday goods is 
now displayed in our show room at 
headquarters and ready for visiting 

buyers. There are many new features and 
we can show our visiting customers the 
most extensive and best assorted line that 
we have ever brought to the attention of 
the buying public. Our stock and our con
tracts for the season are such that we can 
give the trade first class service. We urge 
early visits as we must necessarily handle 
our orders in the rotation in which they are 
received. Dates for engagements with our 
salesmen can be arranged by telephone, by 
letter or by person. s>. s* 2* s* s*>

Hazeltine & Perkins Drug Go.
G r a n d  R a p i d s ,  M i c h i g a n



S ep tem ber 16, 1914 M I C H I G A N  T R A D E S M A N 27

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day ot issue.

A cetic ................... 6 @ 8
B oric ................. 10 @ 15
C arbolic .......... 58 @ 60
C itric  ................... 1 50@1 75
M u ria tic  ............. 1%@ 5
N itric  ................. 6(4@ 10
Oxalic ............... 35 @ 40
Sulphuric  ........... 1%@ h
T a r ta r ic  ........... 90 @ 95

Ammoni 
W ater , 26 deg. .

la
. 6y2@ 10

W ater, 18 deg. . . 4%@ b
W ater, 14 deg. . . 3(4@ 6
C arb o n ate  . . . . 13 @ 16
Chloride ........... 15 @ 30

B alsam s
C opaiba ............... 75@1 00
F ir (C an ad a) . .1 75® 2 OH
F ir  (O regon) . . 40® 50
P e ru  ................... 3 00@3 25
Tolu ..................... .1 00@1 25

B erries
Cubeb ............... 85 @ 90
F ish  ..................... 15 @ 20
J u n ip e r  ........... 30 @ 35
P rlck ley  A sh . . @ 50

M usta rd , tru e  . .9  00@9 50 Ipecac  . .
M ustard , a r tif l’l 4 50@5 00 Iron , clo.
N eatsfo o t ........... 80® 85
Olive, p u re  . . . .  2 50 @3 50
Olive, M alaga,

yellow  ................... @'2 00
Olive, M alaga,

B arks
C assia  (o rd in ary ) 25 @ 30
C assia  (S aigon) 65® 75
E lm  (powd. 30c) 25@ 30 
S assa fra s  (pow. 30c) 0  25 
Soap C u t (powd.

40c .....................  30@i 35

E x tra c ts
Ldcolrioe _
L icorice pow dered  30@ 35 C yanide

26@ 30

Flow ers
30@ 40

C ham om ile (G er.) 55® 
C ham om ile (R om ) 55@

g reen  ............... @2 00
O range sw ee t . .  @4 50
O rganum , pu re  @2 50
O riganum , com ’l @ 75
P en n y ro y a l ..........  @2 75
P ep p e rm in t ........... @3 50
Rose, p u re  ...1 6  00@18 00 
R osem ary  F low ers  @1 35
Sandalw ood. E .

I .............................. @7 00
S assa fra s , tru e  @1 10
S assa fra s , a r tlf i’l <5> 60
S p ea rm in t ..........  @4 50
&perm ............... 904*1 >0
T an sy  ................... ®5 75
T a r, U S P  ........... 30® 40
T u rp en tin e , bbls. @55(4
T u rp en tine , less  60® 65
W in te rg reen , tru e  @5 00
W in te rg reen , sw ee t

b irch  ................. @2 50
W in te rg reen , a r t ’l @1 25
W orm seed . . . .  3 50@4 °0
W orm w ood . . . .  6 0O@6 50

P o tassium
B icarb o n ate  ..... 30@ 35
B ich ro m ate  ....  20@ 25
B rom ide ............... 85 @ 95
C arb o n ate  ..... 35® 40
C hlora te , x ta l  and

pow dered  ....  35@ 40
C hlorate , g ra n u la r  @ 45

40@ 50 
@3 85 

75@ 80
@ 50
@1 50

@ 75 
@ 60 
@ 80 
@1 05 
@ 70 
@2 75 
@ 90 
@2 75 
@ 70

K ino
M yrrh  ...................
N ux  V om ica . . . .
O pium  .................
Opium , C apm h.
Opium , D eodorz’d 
R hu b arb  .............

P a in ts
Lead, red  d ry  . .  7 @ 8
Lead, w h ite  d ry  7 @ 8
Lead, w h ite  oil 7 @ 8
O chre, yellow  bbl. 1 @ 1 (4
O chre yellow  less 2 @ 5
P u tty  ................... 2 (4® 5
Red V enet n bbl. 1 @ 1 %
Red V enet'n  less 2 @ 5
Verm illion, Eng. 90@1 00 
V erm illion. A m er 15® 2«>
W h itin g , bbl. . .  1 1-10@1(4
W h itin g  ..............  2® ->
L. H . P. P rep d  1 25 @1 35

Insecticides
A rsen ic  ..........  12@ 15
B lue V itrol. bbl. @ 5% 
B lue V itro l less 7® 10 
B ordeaux  M ix P s t  8® 15
H ellebore, W h ite

pow dered  ........  20 @ 25
In se c t P ow der . .  20® 35 
L ead  A rsen a te  . .  8® 16
L im e and  S u lp h u r 

Solution, g a l . . .  15® 25
P a r is  G reen . .  1514® 20

G um s
A cacia, 1st ..........  50@ 55
A cacia, 2nd ......... 45 @ 50
A cacia, 3d .............40 @ 45
A cacia, S o rts  . .  @ 30

Iodide
P e rm a n g a n a te  . .
P ru ss ia te , yellow  
P ru ss ia te , red  . .
S u lp h a te  ............. 15® 20

A lk an et ................. 20® 25
Blood, pow dered 20® 45
C alam us ............... @ 75

M iscellaneous
A cetan a lid  ........... 40@
A lum  ................... 5@
Alum , pow dered and

ground  
B ism uth , S ubn i

t r a te  ...............
B orax  x ta l o r 

pow dered 
C an th arad eg  po

A cacia, pow dered  65® 60 E iecampaneV pwd. 15®
Aloes (B arb . Pow ) 22® 25- 
Aloes (C ape Pow ) 20® 25
Aloes (Soc. Pow .) 40® 50
A safo e tid a  ........... 75 @1 00
A safoetida, Pow d.

P u re  ................. @1 00
U. S. P . Pow d. @1 25

C am phor ........... 1 10@1 25
G uaiac  ................... 50@ 55
G uaiac, pow dered  55@ 60
K ino .......................  70@ 75
Kino, pow dered  75@ 80
M yrrh  ................... @ 40
M yrrh , pow dered  @ 50
O pium  ........... 12 00@12 25
Opium, powd. 14 00@14 25 
Opium , g ran . 15 0O@15 25
Shellac ................... 28@ 35
Shellac, B leached 30@ 35
T rag a e a n th

No. 1 ............... 2 75@3 00
T rag a e a n th  pow 1 25@1 50
T u rp en tin e  ........... 10@ 15

Leaves
B uehu ............... 2 25 @2 50
B uchu, powd. 2 50@2 75
Sage, bu lk  ........... 25@ 30
Sage, (4s loose . .  30@ 35 
Sage, pow dered  30@ 35
Senna, A lex . . . .  50@ 60
S enna, T in n ............ 35@; 40
S enna  T inn  pow d 25 @ 30 
IJva  U rsi ............. 15 @ 20

Oils
A lm onds, B itte r ,

tru e  ................. 7 00@7 50
A lm onds, B itte r,

a rtif ic ia l ... @1 00
A lm onds, Sw eet,

tru e  ................. 1 25@1 50
Alm onds, Sw eat,

im ita tio n  ..........  50@ 60
A m ber, c rude  . .  25® 30
A m ber, rectified  40® 50

20@ 30G en tian , powd.
G inger, A frican , ___  „

pow dered  ......... 15® 20
G inger, J a m a ic a  22® 25

^ “ w d e r id “ !“ ' M B  »
G oldenseal pow. 7 00®7 50 
Ipecac, powd. 2 75®3 00
L icorice  ..............  }4® 16
Licorice, powd. 12® 15
O rris, pow dered  @ 50
Poke, pow dered  20® 25
R h ubarb  .........    7j>@l 00
R h ubarb , powd. 75@1 2»
R osinw eed, powd. 25® 30
S arsap arilla , H ond.

g round  ............  @ 65
S a rsa p a r illa  M exican, ---------- -

g round ............... 50® 55 E m ery , a ll Nos.
Squills ..................... 20® 35 ®m e ry* pow dered
Squills, pow dered  40® 60
T um eric, powd. 12® 15

25® 30

6@  10
2 97@3 00

6®  12 
00 @10 00

Calom el ............... 1 20@1 25
C apsicum  ..........  20® 25
C arm ine  ............. @4 50
C assia  B uds ___  @ 40
Cloves ............... 30® 35
C halk  P rep a re d  6® 8(4 
C halk  P rec ip ita te d  7® 10 
C hloroform  . . . .  37@ 43
C hloral H y d ra te  1 00@1 20
Cocaine . . . ___  6 50®6 80
Cocoa B u tte r  . .  55@’ 65
Corks, lis t, less  70% 
C opperas, bbls. . .  ® 90
Copperas, less . .  2® 5
C opperas, powd. 4® 6
C orrosive Sublm . @1 15 
C ream  T a r ta r  
C u ttlebone  . .
D ex trin e  . . . .
D over’s  P ow der

V alerian , powd.

Seeds
A nise .................
A nise, pow dered
Bird, Is  .................
C an ary  ..............

@ 60 
@ 45
7® I« 

@2 50 
6®  10 
5® 8
@ 2%- 
3@ 7 

@2 50

20®
@@

25 
25 
12

20® 25

E psom  S alts , bbls 
E psom  S alts , less
E rg o t ...................
E rg o t, pow dered  2 75@3 00
F lak e  W h ite  ___  12® 15
Form aldehyde  lb. 10® 15
G am bler ............. 10@ 15
G elatine  ................. 50® 60
G lassw are, fu ll cases  80% 
G lassw are, less 70 & 10% 
G lauber S a lts  bbl. @ 1(4

C ardam on 
C elery . . .  
C o riander

F ennell .................
F lax  .......................
F lax , g round  . .  
Foenugreek , pow.
H em p ...................
L obelia  .................
M usta rd , yellow  
M ustard , b lack  
M ustard , powd.

4(4@
4(4@

Q uince .................
R ape  .....................
S abad illa  ..........
Sabad illa , powd. 
Sunflow er

50 G lauber S a lts  less 2® 5
50 Glue, brow n ___ 11® 15
25 Glue, b row n grd. 10® 16
30 Glue, w h ite  . . . . 15@ 25
30 Glue, w h ite  grd. 15® 20

8 G lycerine ............ 30@ 40
8 H ops ..................... 50® 80

15 Ind igo  .................. @1 50
10 Iodine .............. 4 55@4 80
50 Iodoform  .......... 5 20 @5 80
20 L ead  A ce ta te  . . . 15@ 20
20 L ycopdium  . . . . 1 00@1 25
25 M ace ................. 90@1 00
20 M ace, pow dered 1 00@1 10
50 M enthol ............. 5 00@5 25
15 M ercury  .............. @il 50
35 
40

@  10

M orphine a ll b rd  5 90® 6 15
N ux V om ica 
N ux  V om ica pow

A nise  ................. 2 75@3 00 W orm  A m erican  15® 20 P epper, b lack  pow
B ergam on t . . . .  7 50@8 00
C ajep u t ............. 1 25@1 40
I 'a ss ia  ................. ®2 00
C asto r, bbls. and

can s  ................. 12(4® 15
C edar L ea f . . .  90@1 00
C itrone lla  ......... 1 00@1 10
Cloves ................. @2 00
C ocoanut ........... 20@ 25

W orm  L ev a n t @1  00

@ 15
®  20 
® 30 
@, 35 
@ 15

T inctures
A conite . . .
Aloes .........
A rn ica  . . . .
A safoe tida
B elladonna

Cod L iv e r ......... 1 50® 1 75 B enzoin

P epper, w h ite  
P itch , B urgundy
Q uassia  ..............  10@ 15
Q uinine, a ll b rd s  35 @ 45
R ochelle S a lts  . .  @ 3 5
S acch arin e  . . . .  5 50@6 00
S a lt P e te r  ..........  15 @ 20
Seid litz  M ix tu re . 25® 30 
Soap, g reen  . . . .  15® 20

C otton  Seed . . . .  80@1 00
C roton  ...............  2 00 @2 25
Cupbebs ............. 4 25@4 50
E igeron  
E u c a ly p tu s  . . .  
H em lock, p u re  
Ju n ip e r  B errie s  
J u n ip e r  W ood 
L ard , e x tra  . . .  
L ard , No. 1 . .  
T.aven’r  F low ers

@2 50 
@ 85

. @1 00 
2 00@2 25 
. 40@ 50 

85 @1 00 
75® 90

@6 00

B enzoin Com po’d
B uchu ...................
C an th a rad ie s  . . . .
C apsicum  ...........
C ardam on ...........
C ardam on, Comp.
C atechu  ...............
C inchona ..........
Colchicum  ........
C ubebs .....................
D ig ita lis  ............

L avender, G a r’n  1 25 @1 40 G entian
Lem on ............... 3 50@4 00 G inger .................
L inseed, boiled, bbl @ 60 G uaiac  .................
L inseed , bdl. less  66@ 70 G uaiac  A m m on.
L inseed , raw , bbls @ 69 Iod ine ...................
L inseed , raw , less  66®' 69 Iodine, Colorless

9  75 
@ 65 
@ 75 
@1 35 
@ 165
@1 00 Soap, m o tt cas tile  
@1 00 Soap, w h ite  c as tile
@1 50 case  ...................
@1 80 Soap, w h ite  cas tile  
®  90 less, p e r b a r  . .  @ 9 0
@1 50 Soda A sh ........... 1(4® 6
@1 00 Soda B icarb o n ate  1(4® 8
@ 60 Soda, Sal ............... 1 0  4
@1 05 S p ir its  C am phor. ® 76 
@ 75 S u lphu r ro ll . ...2 % @  * 5

1 20 S u lphu r Sub l............3® 5
@ 80 T am arin d s  ........... 10® 16
@ 75 T a r t a r  E m e tic  . .  @ 6 0
® 95 T a r ta r  E m etic  . .  40® 66
@1 05 T u rp en tin e  V enice 40® 50 
@ 80 V an illa  E x. p u re  1 00@1 50
@2 00 W itch  H aze l . . .  QB®! 00

@ 18 

@8 00

@2 00 Z inc S u lpha te 7® 10

FOOTE & JENKS’ ;COJLEMAN’S ( b r a n d ) -  

Terpen eless Lemon and High Class Vanilla
Insist on getting Coleman's Extracts from your jobbing grocer, or mail order direct to

FOOTE) & JENKS, Jackson, Mich.

alERICAN BEAUTY” Display Case No. 412-one 
of more than one hundred models of Show Case, 

Shelving and Display Fixtures designed by the Grand 
Rapids Show Case Company for displaying all kinds
of goods, and adopted by the most progressive stores of America. 
GRAND RAPIDS SHOW CASE CO., Grand Rapids, Michigan

T h e  Largest Show  Case and Store Equipm ent Plant in the  W orld 
Show Rooms and Factories: New Y ork, G rand Rapids, Chicago, Boston, Portland

Economic 
Coupon Books

They save time and expense 
They prevent disputes 

They put credit transactions on cash basis 
Free samples on application

Tradesman Company
Grand Rapids, Mich.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled 
at market prices at date of purchase.

ADVANCED DECLINED
M ushroom s B utton  
S p lit P ea s  
Roiled O a ts

F lou r '

@17
@17
@17
@17
@18
@15
@15%

Index to Markets
By Colunias

GoL
A

Ammonia ..........   l
Axle Grease ...............  1

B
Baked Beans .............  1
Bath Brick ...............   1
Bluing .........................  l
Breakfast Food . . . . . .  1
Brooms ................  1
Brushes .................   1
Butter Color ............... 1

C
Candles ........................ i
Cknned Goods ...........  1-2
Carbon Oils ................. 2
Catsup ............    2
Cheese ........    S
Chewing Gum . . . . . . . .  2
Chicory   3
Chocolate . . . . . . . . . . . .  3
Clothes Lines .............  3
Cocoa ...........................  3
Cocoanut ..........    3
Coffee ...........................  3
Confections ................  4
Cracked Wheat ........   6
Crackers ....................  S, <
Cream Tartar . ...........  4

D
Dried Fruits ............... S

F
Farinaceous Goods . . .  6
Fishing Tackle .........  6
Flavoring Extracts . .  7
Flour and Feed .........  7
Fruit Jars ....................  7

G
Gelatine .................. 7
Grain Bags ..................  7

H
Herbs ...........................  7
Hides and P e l t s .........  3
Horse Radish .............  t

J
Jelly ............................. $
Jelly (Hasses ............... 2

M
Macaroni ...................... 2
Maplelne ...................... 2
Meats, Canned . . . . . . .  2
Mince Meat ................. 2
Molasses ..................... 2
Mustard ....... . 2

N
Nuts ............................. 4
w O
Olives ...........................  g

P
Pickles .........................  2
Pipes ....................... 2
Playing Cards .............  2
Potash .........................  2
Provisions ..................  |

R
Rioe ...........................  9
Rolled Oats ................  9

S
Salad Dressing .........  9
Saleratus .................... 9
Sal Soda ......... 1........ .. 9
gait ..............................  9
Salt Fish .................... 9
Seeds .....  10
Shoe Blacking ....... •„ 10
Snuff ............................. 10
•Soap ............................. 17
Soda ..........................   10
Spices ...................  10
Starch -«.......................  10
Syrups .........................  10

T
Table Sauces .............  10
Tea ............................... 10
Tobacco . . . . . . . .  11, 12, 13
Twine .........................  13

V
Vinegar ...............   13

W
Wicking ........     13
Wpodenware ............... 13
Wrapping Paper .......  14

Y
Yeast Cake ........   14

AM M ONIA
Dos.

12 os. ova ls  2 des. box  76
A X L E  G R EA 6 E  

F ra z e r 's .
l ib . wood boxes, 4 doz. 3 00 
l ib .  t in  boxes, 3 doz. 2 35 
3%Ib. t in  boxes, 2 dz. 4 25 
101b. pa ils , p e r  doz. ..6  00 
151b. pa ils , p e r  doz. . .7  20 
251b. pails , p e r  doz. ..1 2  00

BA K ED  B EA N S 
No. 1, p e r doz. ...45@  90 
No. 2, p e r  doz. ...75@ 1 40 
N o. 3, p e r  doz. ...85@ 1 75

BATH BRICK 
E n g lish  ......................... 95

BLUING
Jen n in g s ’.

C ondensed P e a r l  B lu ing  
Sm all C P  B luing, doz. 45 
L a rg e  C  P  B luing , doz. 75

B R E A K FA ST  FOODS 
A petizo , B iscu its  . . . .  3 00 
B ea r  Food, P e ttijo h n s  2 13 
C racked  W h ea t, 24-2 2 50 
C ream  of W h ea t, 36-2 4 50 
C ream  o f R ye, 24-2 . .  3 00 
P o s ts  T o astie s , T.

N o. 2 .........................  2 80
P o s ts  T o astie s , T .
_ N o . 3 .......... 2 80
F a rin 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 60 
S u g a r  C orn F lak es  . .  2 60 
H a rd y  W h e a t Food . 2 25 
P o s tm a ’s  D u tch  Cook 2 75
H olland  R u sk  ............... 2 90
K ellogg’s  T o a s ted  R ice

B iscu it .......................  3 30
K ellogg’s  T o as ted  R ice

F la k e s  .......................  2 80
K ellogg’s  T o a s ted  W h e a t

B iscu it .......................  3 30
K ellogg’s  K ru m b les  . .  2 70 
K rln k le  C om  F la k e s  2 00 
M ap l-W h ea t F lak es,

8 doz............................  2 «5
M ap l-W h ea t F lak es,
„ 3  cioz................. ............ 2 80
M apl-C orn  F la k e s  2 80 
M inn. W h e a t C erea l 3 75
A lg ra in  Food ............... 4 25
R a ls to n  W h ea t Food 4 50 
R alsto n  W h t Food 10c l  45 
S axon  W h ea t Food . .2  60 
S h red  W h e a t B iscu it 3 60
T riscu it, 18 ................. l  80
P illsb u ry ’s  B est C er’l 4 25 
P o s t  T av e rn  Special 2 80 
Q u ak er P uffed  R ice . .4  25 
Q u ak er Puffed  W h e a t 2 85 
Q u ak er B rk fs t  B iscu it 1 90 
Q u ak er C orn F lak es  1 76 
V ic to r C ora  F lak es  . .2  20 
W ash in g to n  C risp s  ..1  85
W h e a t H e a r ts  ........... l  90
W h e a te n a  .....................  4 50
E v a p o r’ed S u g a r C orn 90
_  BROOMS
F a n c y  P a rlo r , 25 lb. . .4  25 
P a rlo r , 5 S trin g , 25 lb . 4 00 
S ta n d a rd  P a rlo r , 23 lb. 3 60
Com m on, 23 lb ............. 3 25
Special, 23 lb ...................2 76
W arehouse , 33 lb. . .  4 25
C om m on W h isk  .........l  09
F a n c y  W h isk  ............. l  26

B R U SH E S
S crub

Solid B ack , 8 in .............  75
Solid B ack , 11 in ...........  95
P o in ted  E n d s  ............... 86
„  S to v e ,
No* * ................. !•--------  90
N o, 1 ..................................1 76
„  Shoe
N o. 3 ............................   1 00
No. 7 ..................................   80
N o. 4 ..........................   1 70
N o. 3 ............................. I l  so
-  B U T T E R  COLOR 
D andelion , 25c s ize  . .  2 00 

C A N D L ES
P araffine , 6s ................. 7%
P araffine , 12s ...............8
W ick in g  ................... . . . .2 0

C A N N E D  GOODS 
A pples

3.1b. S ta n d a rd s  . .  @ 9 0
G allon ................. @3 75

B lackberries
2 lb ........................1 50@1 90
S ta n d a rd  ga llons @5 00

„  , ,  B eans
i f * « *  ......................  85@1 30
B loom m gdale  . .  @18%
C arson  C ity  . . .  @1314
W ax  ........................  75@l 25

B lueberries
S ta n d a rd  .....................  1 so
G allon ............................ ", 7 25
_ .  .  C lam s
L ittle  N eck, l ib .  . .  @1 00
L itt le  N eck, 21b. . .  @1 60

Clam  Bouillon 
B u rn h a m ’s  % p t. . . . . 2  26
B u rn h a m ’s  p ts ..................3 75
B u rn h a m ’s  q ts ..................7 ¿0
_  . C orn
F a i r  ...................  65 @ 70
®°od .......................  9001  00
F a n c y  ...............  @1 80

F ren ch  P e a s  
M onbadon (N a tu ra l)  

p e r  doz........................... % 75
xt „ G ooseberries
No. 2, F a i r  .................  l  60
N o. 2, F a n c y  ............... 2 35

H om iny
S ta n d a rd  ...................  *5
1/ L obeter
#  £ .................................... 1 85

„  ,  ,  M ackerel
M u sta rd , l i b .................. 1 80
M u sta rd , 21b...................  2 80
Soused, l% ib .................  1 60
Soused, 21b.....................  2 76
T om ato , l ib .................... 1 50
T om ato , 2%.................... 2 80

M ushroom sB u tto n s , % s . . . .  @ 15
B u tto n s , I s  ......... (ft 30
B u tto n s , I s  . . . . . .  @ 25

O ysters
Cove, l ib .................... @ gg
Cove, 21b...................  ¡&i gg

P lum s
P Ium ® ................... 94 @1 35
xr «P e a r* ,n S y ru p  No. 3 cans, p e r  doz. . .1  50

M arro w fa t 9001 00
E a rly  J u n e  .........l  10@1 25
E a r ly  J u n e  s lf td  1 46@1 55 
„  P each es
£ ? •  ,••••„•............. 1 0001  25
No. 10 size c an  p ie  @>3 25 

P in eap p le
gra-ted  .............. 1  7502  14
slwjed ................. 95@2 60
_  . Pum pk inF a i r  ...............................  )>n
Good .........................  9q

......................... '.. 1 00G allon ................. 2 4$
.  R asp b errie sS ta n d a rd  ............. @

Salm on
W arre n s , 1 lb. T a ll . .  2 30 
W arre n s , 1 lb . F la t  . .  2 40 
R ed  A lask a  . . . . l  70@1 75 
M ed R ed  A la sk a  1 40@1 45 
P in k  A lask a  . . . .  @ i 15 

S ard in es
D om estic, %s  ................. 3 75
D om estic, % M u sta rd  3 75 
D om estic, % M u sta rd  3 25
F ren ch , % s ...............7@14
F ren c h , % s ............... 13023

S a u e r  K ra u t
No. 3, can s  ...................  90
No. lO, c an s  ................. 2 40
_  ’ S h rim ps
D unbar, 1s t  doz.............. 1 45
D unbar, l% s  doz............. 2 50

S ucco tash
F a i r  .........................  90
g o o d  .......................  1 20
F a n c y  ...............  1 25® 1 40
_  S traw b e rr ie s
S ta n d a rd  ...............  96
F a n c y  .....................  2 25

T o m ato es
Good ...........................  1 05
F a n c y  .......................  1 35
No. 10 .......................  3 10

CARBON O ILS 
„  _ B arre ls
P e rfec tio n  .....................  10
D. S. G asoline ........ 14
G as M achine  ...............  22.9
Deodor*d N a p ’a  . . . .  18
C ylinder .............  29 @3444
E n g in e  ............... 16 @22
B lack, w in te r  . .  3 0 1 0

C A TSU P
S n ide r’s p in ts  ............... 2 35
S n ide r’s % p in ts  1 35

C H E E 8 E
A cm e .....................
B loom ingdale . . . .
C arson  C ity  . . . .
H opk ins ...............
B r i c k .......................
Leiden  ...................
L im b u rg e r ...........
P in eap p le  ........... 40
E dam  ........................  @85
S&p Sago .................  @24
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 ep s in  ........... 55
B eech n u t .........................  60
C h ic le ts  ....................    l  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 pruce  ................... 55
Ju icy  F r u i t  .....................  55
R ed R obin  .................... 55
Sen Sen ( J a r s  80 pkgs,

$2.20) ...............................  65
S p earm in t, W rig leys  60 
S pea rm in t, 5 box ja r s  3 00 
S p ea rm in t, 3 box ja r s  1 80
T ru n k  S pruce  ................. 55
Y u catan  .............................  65
Zeno .................................  60

CHICORY
B ulk  .................................  5
R ed ...................................  7
E ag le  ......................   6
F ra n c k 's  .........................  7
S cheuer’s  .....................  6
R ed S ta n d a rd s  ........... 1 60
W h ite  ...............................  1 60

CH OCO LA TE 
W alte r  B ak e r A Co.

G erm an ’s  S w eet ........... 22
P rem iu m  .........................  82
C a raca s  ..................   28

W a lte r  M. L ow ney  Co.
P rem iu m , % s ...............  29
P rem iu m , % s ...............  29

C L O T H E S  L IN E
P e r  doz.

No. 40 T w isted  C otton  95 
No. 50 T w isted  C otton  1 30 
No. 60 T w isted  C otton  1 70 
No. 80 T w isted  C otton  2 00 
N o. 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 id ed  C otton  2 35
N6. 50 S ash  C ord ......... 1 75
No. 60 S ash  C o r d .........2 00
No. 60 J u te  ................... 90
No. 72 J u te  ..................... 1 00
N o. 60 S i s a l ..................... 90

G alvanized W ire  
No. 20, each  100ft. long  1 90 
No. 19, e ach  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, %g ...................  35
Colonial, % s ................... 83
E p p s  ...................................  42
H ersh ey ’s, % s ............... 30
H e rsh e y ’s, % s ............... 28
H u y le r ...............................  86
Low ney, %s ...................  34
L ow ney, % s ...................  34
Low ney, % s ................. 33
Low ney, 6 lb. c an s  . . . .  S3
V an  H ou ten , % s ........  12
V an H ou ten ,, %* ......... 18
V an  H ou ten , % s ........  34
V an  H o u ten , I s  ..........  65
W a n -B ta  ........................... SC
W ebb .................................  83
W ilber, % s .....................  33
W ilber, % s .....................  32

COCOANUT 
D u n h am ’s  p e r  lb.

%s, 51b. case  ............  30
14s, 51b. case  ............. 29
%s, 151b. case  ............  29
%s, 151b. case  ............  28
Is , 151b. case  ............. 27
14s A ’{4s 151b. case  28
Scalloped G em s ........... 10
14s A  14s p a ils  ........... 16
B ulk, p a ils  .....................  14
Bulk, b a rre ls  .................13
B ak e r’s  B raz il Shredded  
10 5c p kgs ., p e r  case  2 60 
26 10c pkgs ., p e r  case  2 60 
16 10c a n d  33 6c pkgs.,

p e r  case  ...................  2 64
C O F F E E S  ROASTED 

Rie
C om m on .......................
F a ir  ...............................
Choice ...........................

. 19 
. 19% 
. 20

F a n c y  ........................... . 21
P e a b ê rry  ..................... 23

S an to s
C om m on ....................... . 30
F a ir  ............................... • 20%
Choice ......................... . 21
F a n c y  ........................... . 23
P e a b è rry  ..................... . 33

M aracaibo
F a ir  ............................... . 24
Choice ........................... . 35

M exican
Chptce ......................... . 25
F an cy  ........................... . 26

.G uatem ala
F a ir  ............................... . 25
F a n c y  ............................. . 28

Java
P r iv a te  G row th  . . .  26@30
M andling  ................... 31@36
A ukola  ....................... 30@32

Mocha
S h o rt B ean  ..............25@27
Ixm g B ean  ............ ¿..24@25
H . L. O. G. ...............26@28

Bogota
F a ir  .................................  24
F an cy  .............................  26
E xch an g e  M ark et, S teady  
Spot M arket, S tro n g  

P ack ag e
N ew  Y ork B asis

A rbuckle  .....................  19 00
M cL aughlin’s  XXXX 

M cL aughlin ’s  X X X X  sold 
to  re ta ile rs  bnly. M all all 
o rd e rs  d ire c t to  W . F. 
M cL aughlan  A Co., C hicago 

E x tra c ts
H olland , % gro. bxs. 95
Felix , % g ro ss  .............l  15
H um m el’s  foil, % gro. 85 
H u m m el’s  tin , % gro. 1 43 

C O N FEC TIO N E RY  
S tick  C andy P a lls

H orehound  ................... 10
S ta n d a rd  .....................  10
S tandard , sm all ........  11
Tw ist, sm all ..............  11

C ases
Jum bo  ...........................  10%
Jum bo, sm all ............. H
B ig S tick  . . ’............... 10%
B oston S u g a r S tick  . .  15 

Mixed C andy
B roken  .........................  10%
C ut L o a f . ................. 11%
F ren ch  C ream  ........... l l
F an cy  ...........................
F ren ch  C r e a m ............ 10
G rocers .........................  8
K in d e rg a rte n  ............. 13
L ead er ...........................  11
M ajestic  ....................... 11
M onarch  .......................  10%
N ovelty  ......................... 12
P a ris  C ream s ............. 12
P rem io  C ream s ........... 16
R oyal ....... .......................  9
Special ....................... 10
V alley C ream s ............. 14
X L  O .............................  8%

S pecialties
TPftils

A uto  K isses  (b a sk e ts ) 14
A utum n  L eaves  ..........  13
B onnie B u tte r  B ite s  . .  18 
B u tte r  C ream  C orn ..16
C aram el D ice ............... 13
C ocoanut K ra u t ...........
C ocoanut W affles . . . .  15
Coco M a c a ro o n s ...........17%
Coffy Toffy ................... 16
D a in ty  M in ts  7 lb. t in  18
E m p ire  F u d g e ...............15
F udge , P in eap p le  . . . .  15
F udge , W a ln u t ........... 16
Fhadge, F ilb e r t ............. 16
Fudge, Choco. P e a n u t 14 
F udge , H oney  M oon . .  15 
Fudge, T o as ted  Cocoa-

n u t ...............................  15
Fudge, C h erry  ............. 15
Fudge, C ocoanut ........  15
H oneycom b C a n d y ___16%
K okays .............................
Iced M a r o o n s .............: .  15
Iced G em s ....................... 15
Iced O range Je llies  . . .  13
Ita lia n  Bon Bons ___  14
Lozenges, P e p ...............  f2
Lozenges, P in k  ......... 12
M anchus .........................  14
M olasses K isses, 10

lb. box ......................... 14
N u t B u tte r  Puffs  . . . .  15
Salted  P e a n u ts  ........... 14

C hocolates
P a ils

A ssorted  Choc................ 16
A m azon C a r a m e ls ___15
Cham pion ....................... 13
Choc. Chips, E u re k a  ..19
Clim ax .............................  15
Eclipse, A sso rted  ___  16
E u rek a  C hocolates . . .  17
F av o rite  ........................... 18
Ideal C h o c o la te s ........... 15
K londike C hocolates 19
N abobs .............................  19
Nibble S t i c k s ................. 26
N u t W afe rs  ................... 19
Ocoro Choc. C aram els 17
P e a n u t C lusters  ..........  23
Q u in te tte  ......................... 16
R eg ina  ........................... 12
S ta r  C hocolates ........... 14
S uperio r Choc, (ligh t) 19 

P op  Corn Goods 
W ith o u t p rizes. 

C rack e r J a c k  w ith
coupon .......................  3 25

Pop C om  Goods w ith  P rizes  
G iggles, 6c pkg. cs. 3 50
Oh M y 100s ................. 3 50
C rack e r Jack , w ith  P rize  

Cough D rops
boxes

P u tn a m  M entho l . . . .  1 25 
S m ith  B ros....................  1 25

N U TS—W hole
lbs.

A lm onds, T a rra g o n a  20 
A lm onds, C alifo rn ia

so ft sh e ll ........... -
B raz ils   ............... 14@16
F ilb e rts  ...................
C a t  No. 1 .................
W a ln u ts  so ft shell @19 
W aln u ts , Chili . . . .  @1# 
T ab le  n u ts , fa n cy  14016 
P ecans , m edium  . .  0 1 3  
P ecan s , ex. la rg e  @15

H ick o ry  N u ts , p e r  bu. 

C ocoanuts
C h es tn u ts , N ew  Y ork

S ta te , p e r  bu.............
Shelled

No. l  S pan ish  Shelled

-■ f ’S S V -a J S f* “
p ^ S v i s 7 . . u * f > !

i l l "
A lican te  A lm onds @65 
Jo rd a n  A lm onds . .

P ean u ts

H E o « , S " ' . b° ’. . ^ ; T .  t i g
X - . .  CRA C K ER S 
N a tio n a l B iscu it C om pany 

B ran d s  
B u tte r

E x ce is io r B u tte rs  . .  Bof eS 
N B C  S quare  B u tte rs  ' 6%
S eym our R ound .........6%

Soda
NBC Sodas . . . .  e j.
P rem iu m  Sodas 
S e lect S'odas . . . .
S a ra to g a  F la k e s  ! ! ' " i 3 
S a ltin e s  . . :...............1

O yster
r w ?  £ ici?ic O ysters  . 6% a m  O y ste r ,

Sw eet Goods

A nim als . C.a ? S. . b° ^ es
A tlan tic s  A lso A sstd . 12 
A v en a  F r u i t  C akes . .  12 
B onnie Doon Cookies 10
B onnie L assie s  ......... in
Cam eo B iscu it on
C ecelia B iscu it . . . . V ;  «  
C heese T Id B its  . . . .  30 
C hocolate B a r  (can s) u  
C hocolate  D rops  . . . .  17 
Oh°c. H oney  F in g e rs  16 
C ircle Cookies . . . . . .  12
C racknels  ..................... '  10
C ream  F in g e rs  14
C ocoanut T affy  B a r  . .  13 
C ocoanut D rops  * . .  i s  
C ocoanut M acaroons* * IS 
C ocont H oney  F in g e rs  12 
C ocnt H o n ey  Ju m b les  12 
Coffee C akes Iced  . .  12 
D inner P a il  M ixed . . . .  8%
F am ily  Cookies ......... s%
F ig  C akes A ss td ......... ' 12™
F ires id e  P e a n u t  Ju m b  10 
F ires id e  Sug. Ju m b  12 
F lu ted  C oated  B a r  . .  l l  
F ro s te d  C ream s . . . .  t u  
F ro s te d  G inger Cook. 8% 
F ro s te d  R aisin  Sgs . . 10 
G inger G em s P la in  . .  8% 
G inger G em s Iced  . . .  9% 
G rah am  C rack e rs  . . . .  s  
G inger S n ap s  F a m ily  g% 
G inger S naps R ’d  . . .  8 
H arleq u in  Ju m b le s  . .  12 
H obnob Cookies . . . . .  12 
H ousehold  C ookies . . .  8 
H ousehold  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  .........  13
Im p e ria ls  .......................  8%
Jas m in e  C akes ........... 14
Ju b ile e  M ixed ..............10
K aise r Ju m b les  ........... 10
L ad y  F in g e rs  Sponge 30 
L eap  Y ear Ju m b le s  . .  30 
L em on B iscu it S q u are  9
L em on W afe rs  .......... 17
L em ona  ...........................  314
M ace C akes ........... .. 8
M ary  A n n  ..............  8%
M arshm allow  P e c an s  18
M edora ..........................   y
Mol. F r t .  Cookie, Iced  14 
N B C  H oney  C akes  . .  13 
O atm eal C rack e rs  . . . .  8
O range G em s ............  9%
P en n y  A sso rted  ........... t u
P e a n u t G em s .......... 9
P icn ic  M ixed ............ 13
R aisin  C ookies .......... 10
R aisin  G em s .............. 11
R ecess T a r ts  ..............  15
R everes  A sstd . ...........  16
S a ltin es  .........................  13
Seafoam  .........................  i t
S n a p a ro o n s ..................... 12
Spiced Jum bles, Iced  ..10  
S u g a r F in g e rs  . . . . . . . .  13
S u g a r C rim p ..............  8%
S u ltan a  F r u i t  B iscu it 16
S w e e th ea rts  .................  25
V an illa  W afe rs  ......... I I

In -e r-S ea l T rad e  M ark 
Goods

p e r  d o a
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 andw ich  . . . . 1  00 
C hocolate  W afe rs  . . . 1  00 
E x ce ls io r B u tte r s  . . . . 1  00
F ig  N ew ton  ..................1 00
F iv e  O’Clock T e a  B et 1 on 
G inger S naps  N B C  . .  1 00
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8 9 10 11
G rah am  C rack e rs  R ed 

Label, 10c s ize  . . . .  1 00
K a ise r Ju m b le s  ............. 1 00
L em on S naps  ................. 50
M a llo m a r s ......................... 1 00
O y ste re tte s  ................. “•
P rem iu m  S odas ........... 1 01
R oyal T o a s t ................. 1 Of
S a ra to g a  F la k e s  ........... 1 60
Social T e a  B iscu it . .1  00 
U needa  B iscu it . . . . . .  60
U needa  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 iscu it . .1 00 
Zu Zu G inger S naps  . 50
Z w ieback  ..................... 1 00

O th e r P ack ag e  Goods 
B am u m ’s  A n im als . .  60
C hocolate  T o k en s  . . . 2  60 
B u tte r  C rack ers  N BC 

F am ily  P a c k ag e  . . . 2  5 t 
Soda C rack e rs  NBC 

F am ily  P a c k ag e  . . . 2  50
F r u i t  C ake  ..................... * *0
In Special T in  P aokages  

p e r  doz.
A dora, 10c size  ...........1 00
F e s tln o  .........................  J
N abisco , 10c ................. 1 0 0

In  bu lk , p e r  tin
N abisco  .........................  J  76
F e s tln o  .........• • • • • • }  “0
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 ----- 69
Boxes . . . .............  70
S q u are  C ans ................... 72
F an cy  C addies ............... 77

D R IED  FR U IT S 
A pples

E v ap o r’ed Choice b lk  10% 
E v ap o r’ed  F a n c y  pkg. 

A prico ts
C alifo rn ia   .......... 16® 17

C itron
C orsican  .........................  16

C u rra n ts
Im p o rted  1 lb. pkg. -.10%
Im p o rted , bu lk  .............10 /&

P each es
M uirs—Choice, 251b. . .  7% 
M uirs—F ancy , 251b. •• »% 
F ancy , Peeled , 25it).

Peel
L em on, A m erican  -----
O range, A m e r ic a n -----14

R aisin s
O u s te r ,  20 ca r to n s  . .2  25 
Loose M u sca tels, 4 Cr. 7% 
Loose M usca tels. 3 _Cr._7% 
L . M. Seeded, 1 lb . 8%@®

C alifo rn ia  P ru n es  
90-100 251b. boxes . .@ 7 %  
80- 90 251b. boxes ..@  8% 
70- 80 251b. boxes . .@ 8 %  
60- 70 251b .boxes ..@ 10 
50- 60 251b. boxes ..@ 11 
40- 50 251b. boxes ..@ 12

f a r i n a c e o u s  g o o d s
B eans

C alifo rn ia  L im as  ----- 9
M ed. H an d  P icked  • • 3 00
B row n H o lland  ..........  2 40

F a rin a
25 1 lb. p ack ag es  ----- 1 5*
B ulk , p e r  100 lb s ...........4 00

O rig inal H olland R usk 
P ack ed  12 ro lls  to  co n ta in e r 
S c o n ta in e rs  (40) ro lls 3 20 

H em iny  _ „  
P ea rl, 100 lb . sack  ..2  25 
M accaronl and  V erm icelli 
D om estic, 10 lb . box . .  60
Im ported , 25 lb. box ..2  50 

P ea rl B arley
C h es te r .........................  8 15
E m p ire  .........................

P eas
G reen, W isconsin , bu . 2 50
G reen, Scotch, bu ..........2 50
Split, lb .............................. 5%

»ago
F a s t  In d ia  ......................... \
G erm an, sack s  ...............  5
G erm an , b ro k en  pkg. 

T ap ioca
F lake , 100 lb  sack s  . .  5
P e a rl, 100 lb sack s  . .  5
P e a rl, 36 p k g s ...............2 25
M inute , 36 pk g s ........... 2 75

F I8H IN G  T A C K L E
% to 1 in..................  g
1 % to  2 in .........................  7

»  S  i &  v.:".’.v .v .i|

C otton  L ines
No. 1, 10 fe e t  .................. 5
No. 2. 15 fe e t .................. 7
N o. 8, 15 fe e t ................... 9
No. 4, 15 fe e t  ................ 10
No. 5, 15 fe e t ...............11
No. 6, 15 fe e t  ................ 12
No. 7, 15 fe e t ................ 15
No. 8. 15 fe e t .................18
No. 9, 15 fe e t ................ 20

Linen L ines
Small .........................  20
M edium  .........................  |6
L arge ........................... 84

Poles
B am boo, 14 ft. ,  p e r  doz. 55 
Bam boo, 16 f t . ,  p e r  doz. 60 
Bam boo. 18 ft. ,  p e r  doz. 80

FLA VO RIN G  EX T RA C TS 
J en n in g s  D C B rand  

E x tr a c t  L em on T erpeneless 
E x t r a c t  V an illa  M exican 
b o th  a t  th e  sam e  p rice  

No. 1, F  box  % oz. . .  85 
No. 2, F  box, 1% oz. 1 20 
No. 4, F  box, 214 oz. 2 00 
No. 8, 214 oz. T a p e r  2 00 
No. 2, 1% oz. f la t . . . . 1  75

FLO UR A ND 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 60
S u n b u rs t .......................  6 40
W izard  F lo u r ........... 5 30
W izard  G rah am  . . .  5 30
M atchless .....................  5 40
W izard , G ran . M eal 4 80 
W izard  B uckw h’t  cw t 3 40
R ye ...............................  4 40

Valiev C ity  M illing Co
L ily  W h ite  ..................... 5 85
L ig h t L oaf ................. 5 35
G rah am  ......................... 2 35
G ran en a  H e a lth  . . . .  2 45
G ran. M eal ................... 2 15
B olted M ed......................  2 05

V oigt M illing Co.
V oig t’s C rescen t . . . .  5 85
V oig t’s  R oyal ............. 6 25
V oig t’s F lo u ro ig t ----- 5 85
V oig t’s H yg ien ic  G ra 

h am  .............................  4 75
W atso n -H ig g in s  M illing Co. 
P e rfec tio n  B uckw heat

F lo u r  ...........................  6 50
P erfec tio n  F lo u r . . . .  5 60
T ip  T op F lo u r ........... 5 20
Golden S heaf F lo u r . .  4 75 
M arsh a ll’s B es t F lo u r 6 75 

W orden G rocer Co.
Q uaker, p a p e r  ........... 5 75
Q uaker, c lo th  . . . . . .  '5 85

K an sas  H ard  W h ea t 
V oigt M illing Co.

C alla  L ily  ..................... 5 85
W orden G rocer Co. 

A m erican  E ag le , % s 6 00 
A m erican  E ag le , %s 5 90 
A m erican  E ag le , % s 5 80 

s p rin g  w n e a t  
Hoy B aker.

M aze tta  ........................... 6 30
G olden H orn , b ak ers  6 20
W isconsin  R ye ........... 5 20
B ohem ian R ye ........... 5 50

Judson  G rocer Co.
C ereso ta , % s ............... 6 60
C ereso ta , % s ............. 6 70
C ereso ta , % s ............... 6 80

Voigt M illing Co.
C olum bian ................... 6 35

W orden G rocer Co. 
W ingold, % s c lo th  . .  6 80 
W ingold, 14s c lo th  . .  6 70 
W ingold, %s c lo th  . .  6 60 
W ingold, % s p a p er . .  6 65 
W ingold, %s p ap er . .  6 60 

Meal
B olted  .............................  4 60
G olden G ran u la ted  . .  4 80 

w h e a t
N ew  R ed ............ .......... 95
N ew  W h ite  ................. 95Od.«
M ichigan ca rlo ts  ......... 48
L ess th a n  ca rlo ts  . . . .  50

Corn .
C arlo ts  . .......................  85
L ess th a n  ca rlo ts  . .  87

H ay
C arlo ts  ............................15 00
L ess  th a n  ca rlo ts  ----- 17 00

Feed
S tree t C ar F eed  ......... 36
No. 1 Corn & O at Feed 36
C racked  C orn ............... 36
C oarse  Corn M e a l ......... 36

FRUIT j a 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 all . .  90
K nox’s  S park ling , doz. 1 25 
K nox’s  S park ling , g r. 14 00 
K n o x ’s  A cidu’d  doz. 1 25
N elson’s  .........................  1 50
O xford .............................  75
P ly m o u th  Rock, P hos. 1 25 
P ly m o u th  Rock, P la in  90

GRAIN BAGS
B road  G auge ............... 18
A m oskeag ..................    19

H erbs
Sage .................................  I f
H ops .................................  I®
L a u re l L eav es  ............. 15
S enna  L eaves .................. 25

H ID E S  AND P E L T S  
H ides

G reen, No. 1 . . . .
G reen , No. 2 . . . .
C ured , N o. 1 . . .

C alfsk in , g reen , N o. 1 15 
C alfsk in , g reen , N o. 2 13% 
C alfsk in , cu red , No. 1 16 
C alfsk in , cu red , No. 2 14%

P e lts
Old W ool ............... 60@1 25
L a m b s ................... 25@ 50
S h earlin g s  . . . . 10@ 40

T allow
No. 1 ..................... @ 5
No. 2 ................... @ 4

W ool
U n w ashed , m ed. @20
U nw ashed , fine .. @15

H O RSE RADISH
P e r  doz............................... 90

Je lly
51b. pa lls , p e r  doz. . .2  40 

15tb. palls , p e r  p a il . .  65
301b.. pa ils , p e r  pa il . .1  25 

JE L L Y  G LA SSES 
% pL 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. bo ttle s , p e r  doz. 3 00 
...................... '  1 75

85

1 oz. b o ttle s , p e r  doz.
M INCE M EAT 

P e r  case  .......................
M OLASSES 

New O rleans
F an cy  Open K e ttle  . . . .  42
Choice ...............................  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 LIVES
Bulk, 1 gal. kegs  1 0C@1 10 
Bulk, 2 gal. kegs 95@1 05 
B ulk , 5 gal. kegs 90® 1 90
Stuffed, 5 oz....................... 90
Stuffed, 8 oz................  1 25
Stuffed, 14 oz................... 2 25
P itted  (n o t stu ffed)

14 oz............................. 2 25
M anzanilla , 8 oz............... 90
L unch , 10 oz................  1 35
Lunch, 16 oz................  2 25
Q ueen, M am m oth, 19

oz..................................  4 25
Q ueen, M am m oth, 28

oz................................... 5 75
Olive Chow, 2 doz. cs. 

p e r doz............................2 25
P IC K L E S

M edium
B arre ls , 1,200 c o u n t . .7  75
H a lf bfols., 600 co u n t 4 38
5 gallon  kegs ............... 1 90

Sm all
B arre ls  .........................  9 50
H a lf b a rre ls  ...............  5 28
6 gallon  kegs ............... 2 25

G herk ins
B a rre ls  .......................  14 00
H a lf b a rre ls  ................. 6 50
5 gallon  kegs ............. 2 50

S w eet Sm all
B arre ls  .........................  17 00
H a lf  b a rre ls  ...............  9 25
6 gallon  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

PL A YIN G  CARDS 
No. 90, S team b o a t . . .  75 
No. 15, R iv a l a sso rte d  1 25 
N o. 20, R over, e n am ’d 1 50
No. 572, Special ........... 1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle ........... 2 00
No. 632 T o u rn ’t  w h is t 2 25 

PO TA SH
B a b b itt’s, 2 doz............... 1 75

PR O V ISIO NS 
B arre led  P o rk  

C lear B ack  . . . .2 4  00@25 00 
S h o rt C u t C l’r  23 00 @24 00
B ean  ............... 21 50@22 00
B risket, C lear 28 00@29 00
P ig  ...............................
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 rce s  11%@12 
C om pound L a rd  9 @ 9% 
80 lb . tu b s  . . . .a d v a n c e  % 
60 lb . tu b s  . . . .a d v a n c e  % 
50 lb . tu b s  . . . .a d v a n c e  % 
20 lb . pa ils  . . .a d v a n c e  % 
10 lb. p a ils  . . .a d v a n c e  % 
5 lb . pa lls  . . .a d v a n c e  1 
8 lb. p a ils  . . .a d v a n c e  1 

Sm oked M eats 
H am s, 12 lb. av. 20 @21 
H am s, 14 lb. av . 19 @19% 
H am s, 16 lb. av . 18 @18% 
H am s, 18 lb . av.
H am , d ried  beef

se ts  ................. 29 @30
C alifo rn ia  H am s 14 @14% 
P icn ic  Boiled

Sausage«
B ologna ............. 12 018%
L iv er .....................  9% ® iv
F ra n k fo r t  ......... IS @18%
P o rk  .....................  13 @14
V eal ...............................  11
T ongue ...........................  11
H eadcheese  .................  10

B eef
B oneless . . . .  20 00@20 60 
R um p, new  . .  24 50@25 00 

P ig ’» F e e t
% bb ls ..............................  1 05
% bbls., 40 lbs. ......... 2 10
% bb ls...............................  4 25
1 bb l.................................... 8 60

T rip e
K its , 15 Tbs.................... 90
% bbls. 40 lb s ..................1 60
% bbls., 80 lb s .............3 00

C asing«
H ogs, p e r  % .................  35
Beef, rounds, s e t  . .  18@20 
Beef, m iddles, s e t  ..80@85 
Sheep, p e r  bundle  85 

U ncolored B u tte rln e
Solid D a iry  ___ 12 @16
C oun try  R olls . .  12%@18 

C anned M eats
C orned beef, 2 lb ........... 4 75
C orned beef, 1 lb ........... 2 50
R o as t beef, 2 lb ............4 75
R o as t beef, 1 lb ............2 50
P o tte d  M eat, H am

F lav o r, %s ........... 55
P o tted  M eat, H am

F lav o 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 tted  T ongue, % s . .  95

RICE
F an cy  .........................7 @7%
J a p a n  S ty le  ......... 5 @6%
B roken  ................... 3%@4%

SEEDS TOBACCO

C araw ay  
C ardom oi 
C elery . .  
H em p, 
M ixed B ird

R ape ...................................
SH O E BLACKING 

H andy  Box, la rg e  3 dz. 3 M 
H an d y  Box, «m all . .  1 25 
B lxby’s  R oyal Po lish  86 
M iller’s  C row n P o lish  85 

S N U F F
Scotch, In -b lad d e rs  . . . .  37
M accaboy, In j a r s ........... *5
F ren ch  R appl« In Jars  . .  «

*®DA iuB oxes .................................
K egs, E ng lish  ............... 4%

S P IC E S  
W hole Spices 

Allspice, J am a ic a  ..9@ 10 
A llspice, lg  G arden  @11 
Cloves, Z an z ib a r . .  @22 
C assia, .C an ton  . .  14@lj> 
C assia, 5c pkg. dz. @25 
G inger, A frican  . .  @ 9J4
G inger. Cochin . .  @14%
M ace. P e n a n g  . . . .  ® 7g
M ixed, N o. 1 ......... ®JT
M ixed, No. 2 . . . . .
M ixed, 5c pkgs ds. 
N u tm eg s, -70180 . .
N u tm egs. 105-110 
P ep p er, B lack  . . . .
P epper, W h ite  . . .  •
P epper, C ayenne . .  
P a p rik a , H u n g a rian  

P u re  G round lh  Bulk 
A llspice, J a m a ic a  
Cloves, Z an z ib a r .
C assia, C an ton  .
G inger. A f r i c a n . . .  @1*
M ace, P e n a n g ......... @75
N u tm e g s ................... @ ?^

14 F in e  C u t
.15 B lo t ............................. . 1 45
.20 Bugle, 16 o s............... . .  3 84
20 B ugle, 10c ................. . 11 00
60 D an  P a tc h , 8 a n d  16 oz. 32

. 6 D an  P a tc h , 4 oz. . . . . 11 52

. 9 D an  P a tc h , 2 oz. . . . .  5 76
12 F a s t  M all, 16 oz. . . . .  7 80
.16 H ia w a th a , 16 oz. . . . .  60
10 H ia w ath a , 5c ........... . .  5 40

tu)45
@30
@25
@15
@25
@22

@15
@28
@22

R O LLED  OATS 
Rolled A venna, bbls. 6 50 
S tee l Cut, 100 lb. sk s  3 40
M onarch, bb ls ...............  6 25
M onarch , 90 lb. sks. 3 00 
Q uaker, 18 R eg u lar . .  1 45 
Q uaker, 20 F am ily  . .  4 50

SALAD DRESSIN G
Colum bia, % p t .................2 25
Colum bia, 1 p in t  . . . .  4 00 
D urkee ’s, la rg e  1 doz. 4 50 
D urkee’s, sm all, 2 doz. 5 25 
S n ide r’s, la rge , 1 doz. 2 35 
S n ider’s  sm all, 2 doz. 1 35 

SA L ER A TU S

P epper, B lack  ......... @16
@32
@24
@45

P acked  60 lbs. in box
A rm  and  H am m er . .  3 00
W y an d o tte , 100 % s . .  3 00

SAL SODA
G ranu la ted , bbls. . . . . . .  80
G ranu la ted , 100 lbs. cs. 90
G ranu la ted , 36 pkgs. . .  1 25

SA L T
Com m on G rades

100 3 lb. 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
66 lb . s a c k s ............... . .  26
28 lb. d a iry  In drill b ag s  20

S olar Rock
56 lb. sack s  ............. ___  26

Common
G ranula ted , F in e  . . . . .  1 65
M edium , F in e  .......... . .  1 16

SA L T FISH
Cod

L arge , w hole ......... @ 8
Sm all, w hole . . . . @ 7%
S trip s  o r b rick s 9@13
Pollock ............... @ 5%

Sm oked Salm on
S tr ip s  ......................... *

H a lib u t
S tr ip s  ....................... j 1*
C hunks ..................... . 19

P epper, W h ite  . . . .
Pepper, C ayenne . .
P a p rik a , H u n g a ria n  

STARCH 
Corn

K lngsford . 40 bs. . .
M uzzy, 20 l ib .  pkgs. 

K lngsford
S ilver Gloss. 40 l ib .
M uzzy, 40 l ib . pkgs.

Gloss
Argo, 24 5c pkgs. . .
S ilver Gloss, 16 3Tbs.
S ilver Gloss, 12 61hs.

Muzzy
48 l ib .  p a c k a g e s ........... 5
16 31b. packages  ...........  4%
12 61b. packages  ........... J
501b. boxes ........   3%

SY RU PS
Corn

B arre ls  ...............................  “0
H a lf b a rre ls  ...................
B lue K aro , No. 1%,

4 doz.................•••> ••• ? i f
B lue K aro , No. 2, 2 dz. 1 95 
B lue K aro , No. 2% 2

90. 6% . 8%

doz. 2 30

H olland H erring  
y . M. w h. hoop bbls.
Y. M. w h. hoop bbls.
Y. M. w h. hoop % bbls.
Y. M. w h. hoop kegs

S tan d a rd , bbls. . . .  11 75 
S tan d a rd , % bbls. . .  6 13
S tan d a rd , kegs  ......... 80

T ro u t
No. 1. 100 lb s ........................7 60
No. 1, 40 lb s ........................... 2 25
N o. 1, 10 tb s ...................  9«
No. 1, 2 lb s ...................  75

Mackerel
M ess, 100 lb s ........................15 00
M ess, 40 lbs...................  6 50
M ess, 10 lb s ...................  1 7 0
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 00

L ake  H errin g
4 2512 H am s ............. 19%@20 100 lb s ...............................

11 Boiled H a m s  . . 30 @30% 40 lb s ...............................
1»% M inced H a m  . . 14 @14% 10 lbs. ........................... i
12% B acon  ............... . 18 @24 3 lbs. ...........................

B lue K aro , No. 5, 1 dz. 2 25 
B lue K aro , No. 10, %

doz...............................  2 15
R ed K aro , No. 1% 4flOjj ................... . ** ov
R ed K aro , No. 2, 2 dz. 2 45
R ed  K aro , No.-2%  2 dz 2 75
R ed K aro , No. 5, 1 dz. 2 55
R ed K aro , No. 10, %

doz............................... 2 45
P u re  C ane

F a ir  .................................  ¿5

Choice .............................  25
T A B L E  SAUCES

H alford , la rg e  ..........  3 76
H alfo rd , s m a l l .......... 2 25

T E A
U ncolored J a p a n

M edium  ...................  £25125
Choice .......................  28@33
F a n c y  ................... .. • 36@4o
B ask e t-fired  M ed’m  28@30 
B ask e t-fired , Choice 35@37 
B ask e t-fired , F a n c y  38@45
No. 1 N ibs ...............30@32
S iftings, bu lk  . . . . .  9@10
S iftings, 1 lb . pkgs. 12@14 

G unpow der
M oyune, M edium  ..28@33 
M oyune, Choice ...35@ 40 
M oyune, F an cy  . . .  50@60 
P in g  Suey, M edium  25 @30 
P in g  Suey, Choice 35@40 
P in g  Suey, F an cy  ..46@50 

Young Hyson
Choice .......................  ?§ f§ 2
F an cy  .......................  45 @65

Oolong
Form osa , M edium  ..25@28 
F o rm o sa , C hoice . .32@35 
F orm osa , F a n c y  ...50@ 69 

E nglish  B reak 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
Pekoe, Medium . . . .  28®30 
Dr. Pekoe, Choice . . 30@35 
f lo w e ry  O. P . F an cy  40@50

M ay F low er, 16 01. . .  9 36
N o L im it, 8 oz...............1 80
N o L im it, 16 oz...........3 60
O jlbw a, 8 an d  16 oz. 40
O jlbw a, 10c ................. 11 10
O jlbw a, 5c ...................  1 85
P e to sk ey  Chief, 7 oz. 2 00 
P e to sk ey  Chief, 14 oz. 4 00 
P each  a n d  H oney , 5c 5 76
R ed Bell, 16 oz................. 3 96
Red Bell, 8 foil ........... 1 98
S terling , L  f t  D  Sc . .5  76 
S w eet C uba, c a n is te r  9 16
S w eet C uba, 5 c ...........5 76
S w eet C uba, 10c . . . .  96
Sw eet C uba, 1 lb. t in  4 50 
Sw eet Cuba, % lb. foil 2 25 
S w eet B urley , 5c LA D  5 76 
Sw eet Burley, 8 oz. . .  2 46 
Sw eet B urley , 16 oz. 4 90 
S w eet M ist, % gro. . .  5 70
S w eet M ist. 8 oz..........11 10
T elegram , 5c ............... 6 76
T iger, 5c .......................  6 00
T iger, 25c c a n s ...........  2 40
Uncle D aniel, 1 lb . . .  60 
U ncle D aniel, 1 oz. . .  5 22

P lug
Am . N avy , 16 oz.............  32
Apple, 10 lb. b u t t  ......... 38
D rum m ond N a t. L eaf, 2

an d  5 lb . ............... 60
D rum m ond N a t. L ea f

p e r doz.........................  96
B a ttle  A x ....................  32
B race r, 6 a n d  12 lb. . .  30 
B ig  F our, 6 a n d  16 lb. 32
B oot Jac k , 2 lb ............  90
B oot Jac k , p e r  doz. . .  96
B ullion, 16 oz.................  46
C lim ax Golden TSvins 48
Clim ax, 14% oz...............  44
Clim ax, 7 oz.....................  47
D ays’ W ork , 7 & 14 lb. 38 
C rem e de M enthe, lb. 62 
D erby, 5 Tb. boxes . . . .  28
5 B ros., 4 lb .....................  66
F o u r Roses, 10c ...........  90
G ilt E dge, 2 lb .............  50
Gold Rope, 6 & 12 lb. 58 
Gold R ope. 4 & 8 Tb.. .  58

-G. O. P ., 12 & 24 lb . . .  40 
G ran g e r T w ist, 6 lb . . .  46
G. T . W ., 10 lb. A 21 lb . 36 
H o rse  Shoe, 6 & 12 Tb. 43 
H oney  Dip T w ist, 5A10 45 
Jo lly  T a r, 5 & 8 lb. . .  40
J .  T „  5% & 11 lb ........... 40
J . T „  5% & 11 lb ..........  35
K eystone  T w ist, 6 lb . 45
K ism et, 6 lb .................... 48
M aple Dip, 20 oz...........  28
M erry  W idow , 12 lb. . .  32
N obby Spun Roll 6 & 3 58
P a rro t, 12 lb .................... 32
P a tte r s o n ’s  N a t. L ea f 93 
P eachey , 6-12 & 24 Tb. 41
P icn ic  T w ist, 5 lb ..........  45
P ip e r  H eldslck , 4 A 7 lb . 69 
P ip e r  H eldslck , p e r  doz. 96 
Polo, 3 doz., p e r  doz. 48
R edlcu t, 1% oz...............  38
Scrapple, 2 & 4 doz. . .  48
S h erry  Cobbler, 8 oz. . .  32
S p ear H ead , 12 oz..........  44
S pear H ead , 14% oz. . 44 
S pea r H ead , 7 oz. . . .  47
Sq. D eal, 7, 14 & 28 lb. 30 
S ta r, 6, 12 A 24 lb . . .  43
S ta n d a rd  N avy , 7%, 15

A 30 lb ...........................  04
T en  P en n y , 6 A 12 lb . 35 
T ow n T alk , 14 oz. . . .  31 
Y ankee Girl, 12 A 24 lb . 31 

S crap
All Red, 5 c .....................6 76
Am. U nion S c rap  . . . .  5 40
B ag  P ipe , 5c ...............  5 88
C utlas, 2% oz................. 26
G lobe Scrap , 2 oz. . .  30
H ap p y  T h o ugh t, 2 oz. 30 
H o n e y  Com b Scrap , 5c 5 76 
H o n est Scrap , 5c . . . .  1 56 
M ail Pouch , 4 doz. 5c 2 00
Old Songs, 5c ............... 5 76
Old T im es, % gro. . .  5 60 
P o la r  B ear, 6c, % gro. 5 76 
R ed B and , 5c % gro. 5 76 
R ed M an Scrap , 6c . .  1 42
Scrapple, 5c pkgs........... 48
S ure  Shot, 5c 1-6 gro. 5 76 
Y ankee G irl S crap  2oz. 5 76 
P a n  H an d le  Scrp  % gr. 5 76 
P ea ch y  Scrap , 5c . . . .  5 76 
U nion W o rk m an , 2% 6 00

Sm oking
All L eaf, 2% A 7 oz..'. 80
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 e r, 40c ................ 3 20
Belwood, M ix tu re . 10c 94
B ig  Chief, 2% oz. . . .  6 00 
B ig Chief, 16 os. . . . .  SO
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Sm oking

B ull D u rh am , 6c . . . .  6 85 
B ull D urham , 10c . . . .1 1  52 
B ull D urham , 15c . .  17 28 
B ull D u rh am , 8 oz. . .  3 60 
B ull D u rh am , 16 oz. . .  6 72 
B uck  H o rn , 6c . . . . . .  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, 6c ......... 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...........  39
C arn iva l, 16 oz...........  40
C ig a r CUp’g, Jo h n so n  30 
C ig a r C lip’g, S eym our 30 
Id e n tity , 3 & 16 oz. . .  30 
D arby  C ig a r C u ttin g s  4 50 
C o n tin en ta l Cubes, 10c 90
C orn C ake, 14 oz...........2 55
C orn  C ake, 7 oz...........1 45
C orn  C ake, 5c .............  5 76
C ream , 50c p a i l s .........4 70
C uban  S ta r , 5c fo il . .  5 76 
C uban  S ta r , 16 oz. p is  3 72
C hips, 10c .....................10 30
D ills B est, 1% oz........... 79
D ills B est, 3% oz. . . . .  77
D ills B es t, 16 oz...........  73
D ixie  K id , 5c ...............  48
D uke’s  M ix tu re , 5c . .5  76 
D uke’s  M ix tu re , 10c ..11  52 
D uke’s  C am eo, 6c . . . . 5  76
D rum , 5c .......................  5 76
F . F . A ., 4 oz.................5 04
F . F . A., 7 oz.............. 11 52
F ash io n , 5c ................. 6 00
F ash io n , 16 oz. . . . . . .  5 28
F iv e  B ros., 5c ...........  5 76
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 .....................H  52
F o u r R oses, 10c .........  96
F u ll D ress, 1% oz. . .  72
C lad  H an d , 5c ........... 48
Gold B lock, 10c ........... 12 00
Gold S ta r , 50c p a ll . .  4 70 
G all & Ax. N avy, 5c 5 76
G row ler, 5c .................  42
G row ler, 10c ........... 94
G row ler, 20c ................. 1 85
G ian t, 5c ...................  5 76
G ian t, 40c .................... 3 96
H a n d  M ade, 2% oz. . .  50
H aze l N u t, 5c ........... 5 76
H o n ey  D ew, 10c . . . .1 2  00
H u n tin g , 5 c ............... 38
I  X  L, 5c ......................  6 10
I  X  L, in  pa ils  ----- --- 3 90
J u s t  S u its , 5 c ................ 6 00
J u s t  S u its , 10c ........... 12 00
K iln  D ried , 25c ........... 2 45
K in g  B ird , 7 oz...............2 16
K in g  B ird , 10c ........... 11 52
K in g  B ird , 5c ..................6 76
L a  T u rk a , 6c ............. 5 76
L ittle  G ian t, 1 lb ...........  28
L u ck y  S tr ik e , 10c . . . .  96
L e  R edo, 3 oz................10 80
L e Redo, 8 & 16 oz. 38 
M yrtle  N avy , 10c . . . .1 1  52
M yrtle  N avy, 5c ........  5 76
M ary lan d  Club, 5c . . .  50
M ayflow er, 6c ............. 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 ___ 10 70
N ig g er H ead , 5 c .........5 40
N ig g er H ead , 10c . . .1 0  56
N oon H our, 5c ........... 48
Old Colony, 1-12 gro . 11 52
Old M ill, 5c .................  5 76
Old E n g lish  C rve  l% oz. 96
Old Crop, 5c ...............  5 76
Old Crop, 25c ............. 20
P . 8-, 8 oz. 80 lb . cs. 19 
P. S., 3 oz., p e r  gro . 5 70
P a t  H an d , 1 oz...............  63
P a tte rs o n  Seal, 1% oz. 48 
P a tte rs o n  Seal, 3 oz. . .  96 
P a tte rs o n  Seal, 16 oz. 5 00
P eerless , 5c ............... 5 76
P ee rle ss , 10c c lo th  ..11  62 
P ee rle ss , 10c p a p e r  . .10 80 
P ee rle ss , 20c . . . . . . . .  2 04
P ee rle ss , 40c ................. 4 08
P laza , 2 gro . case  . . . . 5  76
P low  Boy, 5c ............. 5 76
P low  Boy, 10c ........... 11 40
P low  Boy, 14 oz.......... . .4  70
P edro , 10c ......................11 93
P r id e  o f V irg in ia , 1% 77
P ilo t, 5c .......................  5 78
P ilo t, 14 oz. doz...........2 10
P r in ce  A lbert, 5c . . . .  48
P r in ce  A lbert, 10c . . . .  96
P r in ce  A lbert, 8 oz. . .  3 84 
P r in ce  A lbert, 16 oz. 7 44 
Q ueen Q uality , 5c . .  48
R ob R oy, 5c fo il . . . .  5 76 
R ob  Roy, 10c g ross ..10  52 
R ob  Roy, 25c doz. . . . .  2 10 
Rob Roy, 50c doz. . . .  4 10 
S. & M ., 6c g r o s s . . . . .  5 76 
8. *  M., 14 oz., doz. . .  3 20 
S o ld ier Boy, 6c g ro ss  5 76 
■oM Ier B oy, 10c . . . .1 0  60

P ilo t, 7 oz. doz........... l  05
S old ier 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 . . . .1 2  00
S w eet L o tus, p e r  dz. 4 35
S w eet Rose, 2% oz. . .  30 
S w eet T ip  Top, 6c . .  50 
S w eet T ip  Top, 10c . .  1 00 
Sw eet T ips, % g r o . . .  10 08
Sun C ured , 10c ............. 98
S um m er T im e, 5c . . .  5 76 
S u m m er T im e, 7 o z .. .  1 65 
S u m m er T im e, 14 oz. 3 50 
S tan d a rd , 5c foil . . . .  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  »2 
T h ree  F e a th e rs  and  

P ip e  com bina tion  . .  2 25 
T om  & J e r ry , 14 oz. 3 60 
Tom  & 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 tin 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 Siam, 10c .........10 98
U ncle Sam , 8 oz...........2 25
U. S. M arine, 5c . . .  5 76 
V an  B ibber, 2 oz. t in  88 
V elvet, 5c pouch  . . . .  48
V elvet, 10c t in  ............. 96
V elvet, 8 oz. t in  . . . .  3 84 
V elvet, 16 oz. c an  . . .  7 68 
V elvet, com bina tion  cs 5 75
W a r  P a th , 5c ............. 6 00
W a r  P a th ,  20c ............. 1 60
W av e  L ine, 3 oz...........  40
W av e  L ine, 16 oz........... 40
W ay  up, 2% oz........... 5 75
W ay  up, 16 oz. p a ils  . .  31
W ild  F ru it ,  5c ............. 5 76
W ild  F ru it ,  10c . . . . . 1 1  52
Y um  Y um , 5c ................6 00
Y um  Y um , 10c ........... 11 52
Y um  Y um , 1 lb ., doz. 4 80

T W IN E
C otton , 3 ply . . . . . . . .  24
C otton , 4 p ly  .................  24
J u te ,  2 p ly  .....................  14
H em p, 6 p ly  .................  13
F la x , ' m edium  ............. 24
W ool, 1 Itf. b a le s  . . . .  9%

V IN EG A R
W h ite  W ine, 40 g ra in  8% 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine, 100 g ra in  13 
O akland  V in eg ar & P ick le  

Co.’s  B ran d s
H ig h lan d  app le  c id e r 22 
O ak land  app le  c id e r . .16
S ta te  Seal s u g a r  .........14 •
O akland  w h ite  p ick lg  10 

P ack ag es  free .
W ICK IN G

No. 0, p e r  g ro ss  . . . .  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 et .........................  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

% lb ., 250 in  c ra te  . . . .  35 
% lb., 250 in  c ra te  . . . .  35
1 lb., 250 in  c r a t e ...........40
2 lb., 250 in  c r a t e ...........50
3 lb ., 250 in c ra te  ............. 70
5 lb ., 250 in  c ra te  J .........90

W ire  E nd
1 lb ., 250 in  c r a t e ...........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 4t 
B arre l, 10 g a t ,  each  . .2  55

C lothes P ins 
R ound  H ead

4% inch , 5 g ross . . . . . .  65
C artons, 20 2% doz. bx 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  ...........................  l  35
Case, medium, 12 se ta  1 16

F au cets
C ork  lined, 3 in .................70
C ork lined, 9 in . . . . .  80
C ork lined, 10 in .................90

Mop S tick s
T ro ja n  sp rin g  ...............  90
E clipse  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
121b. co tto n  m op h ead s  1 30

P a ils
2-hoop S ta n d a rd  ____2 00
2- hoop S ta n d a rd  . . . .  2 25
3- w ire  C able ............... 2 30
F ib re  ...............................  2 40

T oo thp icks
B irch , 100 p ack ag es  . .  2 00 
Idea l ...............................  85

T rap s
M ouse, wood, 2 holes . .  22 
M ouse, wood, 4 holes . .  45 
10 q t. G alvanized  . . . .  1 65 
12 q t. G alvanized  . . . .  1 70 ■ 
14 q t. G alvanized  . . . .  1 90 
M ouse, wood, 6 holes . .  70 
M ouse, tin , 5 holes . . . .  65
R a t, wood ..........................80
R a t, s p rin g  ........................75

T u b s
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
No. 3 F ib re  ............... 13 50
L a rg e  G alvanized  • . . .  5 50
M edium  G alvanized  . .  4 75 
Sm all G alvan ized  . . .  4 25

W ashboards
B an n er, Globe ............. 2 50
B rass, S ingle ................ 3 25
G lass, S ingle ................3 25
Single A cm e ................ 3 15
D ouble P e e rle ss  . . . .  3 75
Single P e e rle ss  ...........3 25
N o rth e rn  Q ueen . . . .  3 25
Double D uplex  ............. 3 00
Good E nough  ............... 3 25
U n iv e rsa l .....................  3 15

W indow  C leaners
12 in ..................................  l  65
14 in ..................................  1 85
16 in ..................................  2 30

W ood Bowls
13 in . B u t t e r ...............  1 75
15 in. B u tte r  ..............  2 50
17 in. B u tte r  ..............  4 75
19 in. B u t t e r ...............  7 50

W R A P PIN G  P A P E R
Com m on S t r a w . ...........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 tch e rs ’ M an ila  . . . .  2% 
W ax  B u tte r , s h o r t  c ’n t  10 
W ax  B u tte r , fu ll c ’n t  15 
W ax  B u tte r, ro lls  . . .  12

Y EA ST C A K E
M agic, 3 doz.................... 1 15
S unligh t, 3 doz................. 1 00
S un ligh t, 1% doz...........  50
Y east F oam , 3 doz. . .1  15 
Y east F oam , 1% doz. 85

YOURS T R U L Y  L IN E S  
P o rk  a n d  B ean s  2 70@3 60 
C ondensed Soup 3 25@3 60 
S a lad  D re ss in g  3 80 @4 50 
A pple B u tte r  . . . .  @3 80
C atsu p  ............... 2 70® 6 76
M acaron i ......... 1 70® 2 35
Spices ............... 40® 85
H e rb s  .....................  @ 75

A X L E  G R EA SE

1 lb . boxes, p e r g ro ss  9 00 
3 lb . boxes, p e r  g ro ss  24 00

CHARCOAL
Car lots or local shipments, 

bulk or sacked in paper or jute. 
Poultry and stock charcoal.

M. 0 . DEWEY CO., Jackson, Mich.

BAKING PO W D E R
K. C.

Doz.
10 oz., 4 doz. in case  85
15 oz. 4 doz. in  case  1 25
20 oz., 3 doz. in  case  1 60
25 oz., 4 doz. in  case  2 00
50 oz., 2 doz. p la in  to p  4 00 
50 oz. 2 doz screw  to p  4 20 
80 oz., 1 doz. p la in  top  6 50 
80 oz., 1 doz. sc rew  to p  6 75 

B a rre l D eal No. 2 
8 doz. each  10, 15 an d

25 oz.............................. 32 80
W ith  4 dozen 10 oz. free  

B a rre l D eal No. 2 
6 doz. each , 10, 15 an d

25 oz............................... 24 60
W ith  3 dozen 10 oz. free  

H a lf-B a rre l D eal No. 3 
4 doz. each , 10, 15 and

25 oz. .........................16 40
W ith  2 doz. 10 oz. free  
All cases sold F . O. B. 

jo bb ing  poin t.
A ll b a rre ls  an d  h a lf

b a rre ls  sold F . O. B. C hi
cago.

Royal

10c size . .  90 
%Ib can s  1 35 
6 oz can s  1 90 
% lb can s  2 50 
% lb can s  3 76 
l ib  c an s  4 80 
3!b can s  13 00 
51b can s  21 50 

CIGARS
Jo h n so n  C ig a r Co.’s B rand  
D u tch  M as te rs  C lub 70 00 
D u tch  M as te r  G rande  68 00 
D u tch  M aste rs , P an . 68 00 
L i tt le  D u tch  M as te rs

(300 lo ts) ............... 10 00
Gee J a y  (300 lo ts) ..1 0  00
E l P o r ta n a  ................... 33 00
S. C. W ............................ 32 00
Jo h n so n ’s  H obby  . . . .3 2  00 
Jo h n so n ’s  A s I t  Is  ..33  00

W orden  G rocer Co. B rands  
C an ad ian  Club

L ondres, 50s, wood . . . .3 5
L ondres, 25s tin s  ........... 35
L ondres, 300 lo ts  ........... 10

C O F F E E
OLD M ASTER C O F F E E

R oasted
D w in n e ll-W rig h t Co’s  B ’ds

VHITEHOUSf

W h ite  H ouse, 1 lb ...............
W h ite  H ouse, 2 lb .................
E xcelsio r, B lend, 1 lb ........
Excelsior, B lend, 2 lb ...........
T ip  Top, B lenà, 1 lb ...........
R oyal B len d  .........................
R oyal H igh  G rade ...............
S uperio r B lend ...................
B oston  C om bination  ........

D is trib u ted  b y  Ju d so n  
G rocer Co., G rand  R apids; 
L ee  & Cady, 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, Jac k so n ; G odsm ark , 
D u ran d  & Co., B a ttle  
C reek ; F ie lb ach  Co., T o 
ledo.

Old M as te r Coffee 
San M arto  Coffee

R oyal G arden  T ea, pkgs. 40 
• T H E  BOUR CO., 

TO LED O , OHIO.

SOAP
L a u tz  B ros.’ A  Co.

A cm e, 30 b a rs  ........... 4 00
Acm e, 25 ba rs , 75 lbs. 4 00 
Acm e, 25 b a rs , 70 lbs. 3 80 
Acm e, 100 cak es  . . . .  3 20 
B ig  M aste r, 100 blocks 4 00 
C ream  B orax , 100 cks 3 85 
G erm an  M ottled  . . . .  3 16 
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 au tz  N a p h th a  100 ck. 3 85 
M arseilles, 100 cakes  6 00 
M arse lies, 100 cks. 5c 4 00 
M arseilles, 100 ck. to il 4 00 
M arseilles, % bx to il 2 10

‘ P ro c to r  & G am ble Co.

ivory , e oz. ’ s
f tp *  10 o*............ • W

S w ift & C om pany
S w ift’s  P r id e  . . .  •  »
W hite  L a u n d ry  ...* *  f  | |
Wool, 6 oz. b a rs  4 51wool, 10 oz. b is  ::::S «

T rad esm an  Co.’s  B ran d
g a w k , one box 2 5« 

Bja.dc H aw k, five bxs 2 ia 
Black  H aw k , ton  b S  2 25

A; B. W risley
Good C h eer ............... 4 M
Old C oun try  ...........J ’ 2 49

Scouring
Sapolio, g ro ss  lo ts  . .  9 50
in  h? lf ,gTO- lo ts  4 85 Sapolio, s ing le  boxes 2 40
Sapolio, h an d  ..........  2 40
Scourine, 50 cak es  l  80 
Scourine, 100 cak es  . .  3 50

Soap Com pounds

Jo h n so n ’s  F ine, 48 2 3 26 
Jo h n so n ’s  X X X  100 6c 4 00
R ub-N o-M ore  ............. * 8 5
N ine O’clock ............... j  go

W ash ing  Pow ders
A rm o u r 's  .....................  3 70
B a b b itt’s  1776 ............. 3 75
Gold D ust, 24 la rg e  . .  4 30 
Gold D ust, 100 sm all 3 85
K irkoline, 24 41b............2 80
L au tz  N a p h th a , 60s . .2  4C 
L au tz  N a p h th a , 100s 3 75
P e a rlin e  .........................  3 75
R oseine .........................  3 go
Snow Boy, 24s fam ily

size  ...........................  3 76
Snow  Boy, 60 5c . . . . 2  40 
Snow Boy, 100 5c . . . . 3  76
Snow  Boy, 20s ........... 4 00
S w ift’s  P rid e , 24s . . . . 3  66 
S w ift’s  P rid e , 100s . . . 3  65 
W isdom  .......................  3 80

T he only
5 c

C l e a n s e r
Guaranteed te 

i clean V5CÔUIÎS u equal the
t e ä  be8t i#c kin<-

39 - CANS $2.99

FITZPATRICK BROTHERS’ SOAP CHIPS
White City (Dish Washing) .................................
Tip Top (Caustic)..............................................
No. 1 Laundry Dry......................................................
Palm Pure Soap Dry.................................................... .

BBLS.
.210 lbs........3c per lb.
.250 lbs........ 4c per lb.
.225 lbs........ 5J4 c per lb-
.300 lbs... • 6*/c per lb.

Public Seating for all Purposes
World's Largest Exclusive Manufacturers 

Church Furniture of Character
Being the only exclusive designers and builders of 

Church Furniture we are known as an authority on this 
subject. Your building committee should have our 
book Y-4.

American Steel Sanitary Desks
Built of steel to withstand strain. All parts are electric welded into one 
indestructible unit. Your school board should have our illustrated book B-C.

Motion Picture Theatre Seating
Highest in quality, lowest in price. World’s largest manufacturers o f exclusive designs in 
opera chairs. Send floor sketch for FREE SEATING PLAN and book B-C-l.
I  A / l / f / 2  K l f y n i f f i y d  We specialize Lodge. Hall and LUUUC r  u n t i l  u r e  Assembly seating. Our long 

j  experience has given us a
knowledge of requirements and how to meet them. M any styles in 
stock and built to  order, including the more inexpensive portable chairs, 
veneer assembly chairs, and luxurious upholstered opera chairs. W rite 
for book B-C-2.

American Seating Company
14 E. Jackson  BlvdL, Chicago

Grand Rapids New York Boston Philadelphia
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Advertisements inserted und̂ er 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 .
Do you w a n t to  sell you r business  fo r 

c a sh ?  Send u s  a  b rie f d esc rip tion  an d  
w e w ill adv ise  if w e can  sell it. O ur 
ch a rg es  a re  less th a n  1 p e r cent. O ur 
s y s te m  of serv ice  m eans qu ick  re su lts .
V. D. A u g sb u rg er Co., K en ton , Ohio.
______________________________________ 548

M erch an ts  Look—'Let u s reduce  o r 
close o u t y o u r e n tire  s tock  of goods. 
W rite  o r phone fo r da te . Sale w ith  o r 
w ith o u t au c tio n . S ecu rity  Sale & A uc- 
tio n  C om pany, H um eston , Iow a. 549 

F o r  Sale o r E x ch an g e—F o r jew elry  
s to ck  o r w h a t have  you? T h ir ty -s ix  
lo ts  a t  In te rn a tio n a l F a lls  valued  a t  
$300 each . A ddress M. C. W eyer, F a r i 
b au lt, M inn. 550

F o r  Sale—G eneral m ercnand ise  b u s i
ness. S tock an d  fix tu res  a b o u t $5,000; 
an n u a l business, ab o u t $23,000. W ill con 
s id er cash , a  good house an d  lot, o r tw o- 
fam ily  fla t in  G rand  R apids, M ichigan.
A ddress J , c a re  T rad e sm a n ._______ 551

B usiness W an ted —A m  a  cash  buyer 
an d  w a n t a  good b a rg a in . Give fu ll p a r 
ticu la rs  in  firs t le tte r . A ddress Box 1261, 
c a re  M ichigan T rad esm an , G rand  R apids, 
M ichigan. 431

W an ted —Stock  of goods, g en era l s tock  
p re fe rred , in  exchange  fo r a n  im proved 
fa rm  in  S o u th e rn  M ichigan, tw o m iles 
from  coun ty  s e a t on sp lendid  road  an d  
b eau tifu lly  located . Good house, tw o 
b a rn s , w indm ill, silo, o rchard , etc. T rif-  
le rs  do n ’t  an sw er. A ddress No. 553, care  
T rad esm an . 553

W lanted—To h e a r  from  ow ner of good 
g en era l m erch an d ise  s to re  fo r sale. S ta te  
low est cash  price. W es te rn  Sales Agency, 
M inneapofis, M inn. 380

F o r  Sale o r E x change—T h irty -fiv e  
ho rse  pow er Olds gaso line  eng ine  in  good 
condition . R eason  fo r selling—going ou t 
of business. W ill exchange  fo r build ing  
lum ber, fire w ood o r w h a t have  you? 
A m es D ean  C arriag e  Co., Jack so n , M ich
ig a n _________________________________ 541__

F o r Sale—One do u b le -fro n t s to re  block 
42 x  80 b asem en t, tw o  s to re  room s w ith  
$1,000 w o rth  fix tu res, shelv ing , coun ters, 
s te a m  sau sag e  outfit, etc. T h ree  se ts  
liv ing  room s above. B arn  in  re a r  40 x  40. 
E v e ry th in g  e lec tric -lig h ted , w a te r , sew 
erage. C om plete o u tfit fo r  g roce ry  and  
m e a t e s tab lish m en t. B ig fac to ry  tow n 
of ab o u t 4,000. T h is  p ro p e rty  p ay ing  
9 p e r cen t, on $10,000 basis , all fo r 
$3,600. S nap  fo r qu ick  buyer. A ddress 
M iles E . Sim m ons, M unising, M ichigan.
______________________________________542

A uction  selling  is th e  b e st m ethod  fo r 
m oving  “d e ad ’ stock. E x p e rt w ork, h o n 
e s t m ethods, m akes u s frien d s  am ong 
bo th  buyers an d  sellers. E . D. Collar,
Ionia, M ichigan._____________________ 543

W ill exchange  s ix ty -a c re  fa rm , tw o 
b a rn s  an d  good house, a ll c leared , fo r 
s to ck  of goods. No. 544, c a re  T rad e s 
m an. 544

Only d ru g  s to re  in live N o rth  D ak o ta  
tow n, s to ck  an d  fix tu res  $3,100. D oing 
$7,000 business  annually . T he  Clyde 
D ru g  Co., Clyde, N. D. 545

S alesm en—E xperienced  side line, com 
m ission basis , house an d  ch ild ren ’s 
dresses, fo r Illinois, M ichigan, M inneso ta  
an d  N eb rask a . F ir s t  c lass  line fo r good 
m en. W rite  fully. A ddress T h iel G ar-
m en t Co., A uro ra , 111._______________ 546

F o r Sale—D rug  sto re . E v e ry th in g  new  
Sept. 6, 1913. B usiness  good. W o rth
$4,500, w ill ta k e  $3.500. C lim ate  ideal— 
popu la tion  2,000. M ust sell. O th e r b u s i
ness dem ands a tte n tio n . A ddress A. B. 
G ille tt, P lea san to n , T exas. 547

To E x ch an g e—E ig h t-ro o m  house in 
F lin t, n e a r  B uick  fac to rie s . W ill re n t 
fo r $20 p e r m on th . Also a  fo u rteen -ro o m  
house in  Byron, M ichigan. T h is  p ro p 
e r ty  w ill m ake  fine hom e o r w ill sell 
fo r  cash . T he  cash  va lue  of th e se  p ro p 
e rtie s  is $2,500 each. I  w ill exchange 
one o r b o th  fo r s tock  m erchandise . E .
B ishop, B yron, M ichigan.___________ 554

To E xohange—F o r an  im proved fa rm , 
$5,000 m en ’s and  boys’ c lo th ing , shoes 
an d  fu rn ish in g  goods s to ck  an d  fine re s i
dence, va lued  a t  $2,500, in  good tow n in 
C en tra l M ichigan. T h is  business  h a s  
proved  b ig  m oney m a k e r fo r i ts  fo rm er 
ow ner. T he  s to ck  is in  fine sh ap e  to  
con tinue  business. A ddress No. 555, care
M ichigan T radesm an .________________555_

F o r Sale—E stab lish ed  g rocery  in re so rt 
tow n  of S ou the rn  M ichigan. Invoice 
a b o u t $2,000. A ddress 561, c a re  T rad es-
m an.________________________________ 561_

F o r R en t—E x ce llen t location  fo r d ry  
goods, c lo th ing  o r v a rie ty  s to re . Chas.
C lem ent, Colon, M ichigan.__________ 557

F o r Sale—Shoe s to re  a t  V icksburg , 
M ichigan. N o old goods, all c lean  stock . 
Good opening, b e s t location. W ill d is 
count. R. G. C lem ent, V icksburg , M ich
igan. 556

O ur F in e  B usiness  F o r  Sale—W e now  
offer ou r fine b u sin ess  fo r sa le ; w e sh a ll 
keep  th e  s to ck  an d  s to re  a lw ay s u p -to -  
d a te  in  every  p a rtic u la r , a s  w e h av e  
a lw ays done, u n til  th e  sa le  is  m ade. 
T h is  opens a  sp lend id  o p p o rtu n ity  fo r 
anyone  d esir in g  to  e n te r  o r change  b u s i
n e ss  to  acq u ire  a  th r i f ty  an d  g row ing  
business, w ell an d  tho rough ly  e s ta b 
lished, th e  good w ill alone of w hich  is  
v e ry  va luab le. T h is  offer is  caused  by  
th e  re cen t d e a th  of A. V erne H o b a rt 
an d  th e  d esire  of A. S. H o b a rt to  re tire  
from  th e  d e ta ils  of ac tiv e  business a f te r  
over fifty  y e a rs  of serv ice. T he  C ity 
Book S tore, T rav e rse  C ity, M ichigan.
______________________________________ 558__

F o r  Sale—G rocery  s to ck  an d  fix tu res 
in  b e s t tow n  of 1,500 in C en tra l M ichi
gan . S tock  an d  fix tu res  ab o u t $2,500. 
Good rea so n  fo r selling. A ddress No. 
559, care  T radesm an . 559

F o r c losing  o u t o r  red u c in g  s tocks  
of m erchand ise , engage G reene Sales Co., 
Jack so n , M ichigan. 560

D rug  S to re  F o r  Sale—Invoice $3,000. 
W ill ta k e  p a r t  cash , ba lance  tim e. R en t 
$15. L ease  to  su it. A verage da ily  sa le s  
fo r  1913, $12. Good reaso n  fo r selling. 
F  J . L yons, G rand  Ju n ctio n , M ichigan.
______________________________________ 540

F o r Sale—H o te l p ro p erty , f ro n tin g  c ity  
p a rk  on L ak e  E rie . Lot, 100 x  200 feet. 
T h ree  s to ry  b rick  build ing . S team  h ea t. 
E lec tric  ligh ts . T h ir ty -fo u r  room s. Call 
bell in  ev ery  room . F u rn ish e d  com plete  
fo r fam ily  an d  com m erc ial serv ice . A l
w ays full. L o ca ted  in  one of b e s t  coun ty  
s e a t tow ns in  Ohio. P o p u la tio n  4,000. 
Jo h n  C. S tenson , P o r t  C linton, Ohio.
______________________________________ 531

B ak ery —D oing good b u sin ess  in  s to re  
an d  hav e  tw o w agons; w ill sell cheap, fo r 
I  h av e  o th e r  business  to  look a f te r ;  open 
fo r in spec tion ; w ill s ta y  u n til you a re  
satisfied . T a u sch ’s H om e B akery , Box 
231, B a tav ia , Ohio. 526

F o r  Sale—B ak e ry  com plete, good busi- 
ness, H u b b a rd  oven. W ould  tra d e  fo r 
sm all fa rm , o r au tom obile . A ddress, 
B akery , 319 Shelby S t., F a lm o u th , Ky.

529
W E S T E R N  PO SIT IO N S open th ro u g h 

o u t R ocky M oun tain  an d  P acific  C oast 
s ta te s  fo r sa le sm en  an d  d e p a r tm e n t m a n 
a g ers  in  d ry  goods, clo th ing , shoes an d  
all lines of g e n e ra l m e rch an d ise ; a lso  fo r 
w indow  trim m ers , ca rd  w rite rs , a d v e r tis 
in g  m en. A ttra c tiv e  sa la ries . W rite  fo r 
in fo rm ation . B usiness-M en’s C learing  
H ouse, D ept. G, D enver, Colo. 530

F o r  Sale—F irs t-c la s s  b ak ery , do ing  good 
business. C ity  1,300. Only th re e  b ak erie s  
—th e  b e st one. No. 532, care  T rad esm an .

■________________________________ 532
F o r Sale—D rug  S tore, S ou thern  M ichi

gan . Good tow n, lig h t com p e titio n ; re n t 
cheap. Good chance  to  s tep  in to  a n  e s 
tab lish ed  business. D ru g  c le rk  w an ted . 
K ino, care  T rad esm an . 533

F o r  Sale o r T rad e—I h av e  a  300-acre 
fa rm , 150 acres  im proved, ba lance  p a s tu re  
lan d  an d  sev en teen  No. 1 cows. W ill sell 
fo r cash  o r tra d e  fo r s to ck  o f goods. 
C lo th ing  a n d  fu rn ish in g s  p re fe rred . F a rm  
loca ted  2% m iles from  p rosperous  tow n 
on t ru n k  line  au to  road . A ddress J . W . 
P a tte rs o n , Reed C ity, M ichigan. 534 

To R en t—S to re  room , c en tra lly  located  
on M itchell s tre e t , C adillac, M ich., 25 x  80 
ft., w ith  b a sem en t a n d  s to rag e  room  back. 
B rick  build ing , co rn e r location . Box B, 
C adillac, M ich. 474

F o r Sale—F in e  d ry  goods b usiness, 35 
m iles from  C leveland. S tock  a b o u t $8,000. 
Good room ; low re n t. In v e s tig a te  th is  
one. A ddress R ogers & Bill, W elling ton ,
Ohio._________________________________ 515

F o r Sale—Tw o N a tio n a l c ash  reg is te rs , 
th re e  d ra w e r m ach ines, used  only sh o rt 
tim e. E n q u ire  D ick B rin k  Co., G rand  
R apids, M ichigan.____________________516

L a rg e  ca ta logue  F a rm s  and  B usiness 
C hances, or $50 selling  p roposition  free. 
P a rd ee , T rav e rse  C ity, M ichigan . 519

A good p ay in g  cafe, m ost m odern in 
c ity . E x ce llen t location . F o r  sale  cheap. 
J a s . W . O akes & Co., G rand  H aven ,
M ich._________________________________ 493

F o r Sale—A t T exas  C ity, T exas, fan cy  
g rocery  and  m a rk e t doing  $85,000 b u s i
ness  yearly . T he  h e a lth ie s t co u n try  in 
th e  Sou th ; so endorsed  by  th e  U. S. 
A rm y. O th e r business th e  reason  fo r 
selling  . $5,000 w ill hand le . P . O. Box
157, T ex as  C ity, T exas._____________ 508

W ill sell m y s tock  of g en era l m e r
chand ise  to  th e  p a r ty  m ak in g  m e th e  
b e s t offer on o r  before  Sept. 10, 1914. 
T elephone Citz. 5. C. W . Long, S a ran ac . 

____________________________________ 511
F o r Sale—G rocery  s to ck  an d  fix tu res, 

w ill invoice ab o u t $6,000; can  b e  reduced. 
A nnua l sa le s  $75,000, no d ead  stock . Good 
c lim ate . R eason  fo r  selling, have  o th e r  
in te re s ts  t h a t  re q u ire s  m y tim e . A ddress 
P . O. Box 318, T u cu m cari, N . M. 452

F o r Sale—G rocery  stock , firs t-c la ss  lo 
cation . N ot one do lla r old stock . V ery 
sm all am o u n t c red it b usiness : doing  b e 
tw een  $1,300 an d  $1,500 p e r m onth . B u y 
e r  can  have  easy  p ay m en ts  on p a rt. 
P r ice  $1,800. A ddress N o ..563, care  M ich-
igan  T rad esm an ._____________________563

F o r Sale—B usiness M en—N. B. Som e- 
th in g  new. T h e  M orning  B race r, a  g re a t  * 
n e rv e  rem edy . N o m in era l o r d ra s tic  
drugs. P u t  up  in  ta b le t  form , 30 d rin k s  
$1. Send fo r tr ia l  50c bo ttle . P o s tag e  
s tam p s  O. K . A ddress M oun tain  H erb  
D ru g  Co., 322-323 W iddicom b Bldg., G rand
R apids. M ich.______ _________________ 473

F o r Sale—S tock  g e n era l m erchand ise ; 
co u n try  tow n. E xce llen t fa rm in g  coun
try . Sacrifice fo r  qu ick  sale. O the r busi-
ness. No. 539, care  T radesm an ._____539

F o r Sale o r  E xch an g e—80-acre fa rm  in  
S o u th e rn  M ichigan. W ould  exchange  fo r 
g en e ra l m erch an d ise  o r shoe stock . A d
d re ss  C harlie  Corey, R ou te  6, B ellevue,
M ichigan.______________________ 458

F o r Sale—A L aundry , on acco u n t of 
h e a lth ; m ach in ery  an d  lau n d ry  business  
$3,500, o r  bu ild ing  an d  lau n d ry  $6,000. 
F . J . M undigel, G rand  R apids, M inn.
______________________________________ 521

W e buy an d  sell second-hand  s to re  
fix tu res. G rand  R ap id s  M erchandise  & 
F ix tu re s  Co., 803 M onroe Ave. 204

M erch an ts  P lea se  T ax e  N otice! W e 
hav e  c lien ts  of g ro ce ry  stocks, g en era l 
stocks, d ry  goods s tocks , h a rd w a re  stocks, 
d ru g  stocks. W e h av e  on o u r lis t a lso a  
few  good fa rm s  to  exchange  fo r such  
stocks. Also c ity  p ro p erty . I f  you w ish 
to  sell o r  exchange  y o u r b u sin ess  w rite  
us. G. R. B usiness E xchange , 540 H o u se -, 
m an  Bldg., G rand  R apids, Mich. 859

F o r R en t—S to re  build 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 ichigan tow n. A ddress No.
328, care  T radesm an .________________ 328

V arie ty  S tock—B est deal in  W este rn  
M ichigan fo r th e  m oney. Invoice  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

W e p ay  CASH fo r m erchand ise  s tock  
an d  fix tu res. G rand  R ap ids M erchandise  
& F ix tu re s  Co., 803 M onroe Ave. 203

N ote  head, envelopes o r  cards, p re 
pa id ; 75c fo r 250; $1.90 p e r  1,000. Auto-
press. W ay lan d . Mich.________________65

I pay  cash  fo r s to ck s  o r p a r t  stocks 
of m erchand ise . M ust be cheap. H.
B uyer, M ilw aukee. W is._______  92

Safes O pened—W . L. Slocum , safe  ex 
p e rt an d  locksm ith . 97 M onroe Ave.,
G rand R apids. Mich.________________ 104

N otice—F o r  closing  o u t o r reducing  
s to ck s  of m erchand ise , g e t o u r  p roposi
tio n  an d  com pare  w ith  o the rs . M er
c h an ts  A uction  Co., R eedsburg , W is.
________________________________ 137

I f  you a re  in te re s ted  in  selling  o r 
buy in g  a  g rocery  o r g en era l s tock , call 
o r w rite  E . K ru isen g a , c-o  M usselm an 
G rocer Com pany, G rand  R apids, M ichi
gan . 1R4

W an ted —C loth ing  sale 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 ring . A n ac tiv e  m an  is  c e r
ta in  to  e stab 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 . Moon, G eneral A gent, Col-
um bus, Ohio.______________ __________591

F ree  fo r six  m onths, m y special offer 
to  in troduce  m y m agazine  “ In v estin g  
fo r p ro fit.” I t  is  w o rth  $10 a  copy to  
anyone w ho h a s  been g e ttin g  poorer 
while th e  rich , riche r. I t  d em o n stra te s  
th e  rea l e arn in g  pow er of m oney and 
show s how  anyone, no m a tte r  how  poor, 
can  acqu ire  riches. In v e s tin g  F o r  Profit 
is  th e  only p rog ressive  financial jo u rn a l 
published . I t  show s how  $100 grow s to 
$2,200. W rite  now  a n d  I ’ll send  it  six 
m on ths  free. H  L . B arb er, 433, 28 W . 
Jack so n  B lvd., Chicago. 448

H E L P  W A N T ED .
W an ted —M eat c u tte r  w ho konw s all 

ab o u t th e  m ea t business  to  ta k e  charge  
of m ark e t. M ust be com peten t and  r e 
liable. S ta te  sa la ry  expected . Send 
re fe rences . A ddress No. 562, care
T rad esm an . ________________________562

W an ted —A firs t-c la ss  a ll a ro u n d  sa le s 
m an, w ho u n d e rs tan d s  m en’s clothing, 
shoes and  fu rn ish in g s  from  A to  Z. M ust 
be ab le  to  tr im  f irs t-c la s s  w indow s and  
w rite  cards. Good w ages and  s tead y  po 
sition . A ddress A. Low enberg, B a ttle
C reek, M ichigan.____________________ 536

W an ted —A n able, in d u s trio u s  young 
m an  to  in v e s t som e m oney and  a s s is t in  
th e  m an ag em en t of an  u p - to -d a te  s a n i
ta r y  b o ttlin g  w orks  of d is tilled  w a ter , 
cd rbona ted  lith ia  w a te r  an d  soda  sp ec ia l
ties . In v e s tm e n t w a n ted  to  explo it a  
la rg e  te r r i to ry  fo r th e  exclusive sale  of 
one of th e  m ost m erito rious  spec ia lties  
of g re a t  fu tu re  fo r b o ttlin g  an d  soda 
fo u n ta in  trad e . A sp lend id  chance  for 
th e  r ig h t m an. A ddress C. H . S truebe, 
Sandusky , Ohio. 538

E xperienced  capab le  sa le sm an  to  tra v e l 
fo r  old e stab lish ed  house w ith  line  th a t  
sells to  p rac tic a lly  a ll c la sses  of m e r
c h an ts , h igh  com m issions w ith  w eekly  
advance  to  r ig h t m an. D. W . B arrow s, 
D etro it, M ichigan. 455

S IT U A T IO N S  W A N T E D .
W an ted —P osition  a s  h a rd w are  sa le s 

m an  o r s to ck -k eep er. H av e  h ad  ten  
y e a rs ’ experience. C an fu rn ish  b e st of 
re ferences. A ddress No. 552, care
T rad esm an .__________________________552

W an ted —P osition  by young  m an  of 
good h ab its , a s  m an ag er o r h ead  c le rk  
of c lo th ing  s to re  o r m en’s fu rn ish in g  
d e p artm en t. Can fu rn ish  A1 references. 
S peak  H olland  an d  G erm an  also. A d- 
d ress  No. 503, c a re  T rad esm an . 503

O R G A N I Z E
M erchants—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 HUNDRED DOLLAR 
Electric Coffee Mill 

at the
State Convention, Lansing, February, 

1915.

Our 1914 Slogan— 
DOUBLE -THE MEMBERSHIP

PRESIDENT 
Wm. McMorris, Bay City

FIRST VICE-PRESIDENT 
J. A. Lake, Petoskey

SECOND VICE-PRESIDENT 
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
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BANKRUPTCY MATTERS.

P r o c e e d in g s  in  t h e  W e s te r n  D i s t r i c t  
o f  M ic h ig a n .

G ran d  R apids, Sept. 8—H a rry  J .  M oore, 
o f H o w ard  C ity, h a s  filed a  v o lu n ta ry  
p e titio n  in  b an k ru p tcy , a d ju d ica tio n  h a s  
been m ade  a n d  th e  m a tte r  re fe r r e d  to  

■ W icks fo r a d m in is tra tio n . K irk
E. W icks, refe ree , h a s  been  ap p o in ted  a s  
rece iv e r b y  th e  co u rt, a n d  in  tu rn  h as  
ap p o in ted  J a m e s  B. H ask in s , o f H o w ard  
City,, a s  h is  custod ian ; M r. H a sk in s  now  
h as  ch a rg e  of th e  stock . T h e  b a n k ru p t 
w as  engaged  in  th e  jew e lry  business. 
T h e  firs t m ee ting  of c red ito rs  h a s  been  
called  fo r Sept. 22 n ex t, a t  w hich  tim e  
c re d ito rs  m ay  ap p ea r, p rove  th e ir  cla im s, 
e lec t a  tru s te e  a n d  tra n s a c t  su ch  o th e r  
business  a s  m ay  com e before  th e  m e e t
ing. T h e  schedu les on file show  a ss e ts  of

$2,500 a n d  liab ilities  a re  l is t 
ed a t  $3,006.44. T h e  follow ing a re  lis ted  
a s  c red ito rs  of th e  b an k ru p t:
w  E ' A ak en > C adillac -----$ 510.00
H . M .  Gibbs, H o w ard  C ity  ........... 150 00

T hese  tw o  c red ito rs  hold c h a t te l  m o rt
g ag es  execu ted  w ith in  fo u r m o n th s  from  
th e  d a te  of ad ju d ica tio n , a n d  no d o u b t 
yo*d a s  a g a in s t  th e  o th e r  c re d ito rs  u n d e r 
th e  law  of p references .
P  s . B ak e r Co., G rand  R ap ids . .  12.92
B u tle r B ros., C hicago .....................  17 57
A- G. B eck & Co., C hicago ___ !! 9 35
G. F. Cook, S and  L ake  .................  100*00
D esp res B ridges & Noel, C hicago 1L85
F ried m an  B ros., B uffalo .........„ . .  305
P itc h  D ustdow n  Co., C in c in n a ti 3.*75
G. R. H era ld , G rand  R ap id s  ......... 2 00
H u n tley  P n e u m a tic  S w eeper C o ,

C hicago .........................................  5 «A
G oodm an & Co., Ind ianapo lis  184.28
F. E . H o lt, G rand  R ap id s  ........... 100.00
J a m e s  B. H ask in s , H o w ard  C ity  275.00 
R obt. H . Ingerso ll & Bro.,

C hicago .........................................  75 70
L yon H ealy  Co., C hicago .........................."40
H. L eo n ard  & Sons, G rand  R ap id s  35.00 
M aybee Todd & Co., C hicago . .  l  07
B. M yers, C hicago .............................  1*20
W . S. M cCaw Co., Toledo .......... 253*67
J . H . M oore, H o w ard  C ity  .............445 00
N ew  H av en  Clock Co., N ew  H av en  20.00
K. H . O Donald, H o w ard  C ity  . . .  4610
O u tcau lt Adv. Co., C hicago . . . . .  42 00
P r itc h a rd  & Co., G rand  R ap ids . .  80
R oyal T y p e w rite r Co., D e tro it . .  35.00 
R o ch es te r J ew e lry  Co., R o ch es te r 30.00
B . S h u e tte , C hicago .........................  99 00
E . S chw arz  Co., C hicago ................. 30.00
S ta r  P a p e r  Co., K alam azoo  ............. 27 13
South  B end W atch  Co.......................  75 30
T hom as Co., A ttleboro , M ass. . .  8.07
A lphonse W eil & Co., Buffalo . .  67*98
W olverine  O p tical Co., D e tro it . .  945
W a rn e r  Jew e lry  C ase Co., B u ffa lo .. is! 05 
Lloyd T a lco tt, H o w ard  C ity  . . . .  300 00

Sept. 9—In  th e  m a tte r  o f G. W . S tev 
ens & Son, b a n k ru p ts , G reenville , th e  
final m ee tin g  o f c red ito rs  w as  held thi« 
“ ay- . T he final re p o rt an d  acco u n t of 
th e  tru s te e  show ing  to ta l  re ce ip ts  of 
$4,279.39 a n d  d isb u rsem en ts  o f $2,88103 
an d  a  ba lance  on h and  o f $1,398.36: a lso  
show ing  ad d itio n a l re ce ip ts  since  th e  fil- 
in g  of th e  final re p o rt a n d  acc o u n t a g -  
g re g a tin g  $60.58, an d  a  to ta l ba lance  on 
h an d  fo r  d is trib u tio n  o f $1,458.94 w as 
considered  an d  allow ed. P e titio n s  fo r  
th e  a llow ance of fees an d  expenses  of 
a t to rn e y  fo r  th e  b a n k ru p t, a tto rn e y s  fo r 
th e  tru s te e  an d  receiver, an d  th e  r e 
c e iv e r s  p e titio n  fo r th e  a llow ance  of 
fees fo r serv ices  w ere  considered  a n d  a l 
lowed. A final d iv idend  of 9 3-5 p e r  c en t, 
w as  declared  a n d  o rdered  paid . , T h is  
e s ta te  h a s  he re to fo re  pa id  tw o  d iv idends 
of 10 an d  20 p e r  c en t, respec tive ly , m a k 
in g  a  to ta l  of 39 3-5 p e r  cen t.

Sept. 10—In  th e  m a tte r  of E v e re tt  P  
N o rth ru p , b an k ru p t, B oyne C ity, fo rm er
ly  o p e ra tin g  a  d ru g  s to re  a t  t h a t  place, 
th e  final m ee tin g  of c re d ito rs  w as  held 
th is  day. T he  final re p o rt a n d  acco u n t 

tru s te e , show ing  to ta l  re ce ip ts  o f 
$1,772.24 an d  d isb u rsem en ts  of $822 01 
a n d  a  ba lance  on  h an d  o f $950.23; a lso  
show ing  sa le  of th e  b a lan ce  of th e  book 
acco u n ts  a t  th e  final m ee tin g  fo r th e  
sum  of $2 an d  a  to ta l  ba lance  on  h an d  
fo r d is trib u tio n  o f $952.23, w as  consid 
ered  a n d  allow ed. P e titio n s  fo r  th e  a l 
low ance of fees  a n d  expenses to  th e  a t 
to rn e y  fo r  th e  b a n k ru p t a n d  a tto rn e y  fo r 
th e  tru s te e  w ere  app roved  a n d  allow ed 
an d  a  final d iv idend  of 14% p e r  c en t 
w as  declared  an d  o rdered  paid . T h is  e s 
ta te  h a s  he re to fo re  pa id  a  firs t d iv idend 

i? - ,p e r  c en t- m ak in g  a  to ta l  div idend 
o f 24% in  all. D is trib u tio n  w ill b e  m ade 
a t  th e  ex p ira tio n  o f te n  d ay s  in  case  
no  ap p ea ls  a re  tak en .

Sept. 11—In  th e  m a tte r  of O liver J . 
M orse, b a n k ru p t, Shelby, a  h e a r in g  w as 
th is  d ay  held to  consider c e r ta in  p e t i 
tio n s  fo r th e  rec lam atio n  of p ro p e rty  to  
w hich  th e  tru s te e  of th is  e s ta te  h a s  filed 
ob jections. On th e  p e titio n  of th e  W a l
te r  A. W ood M ow ing a n d  R eap in g  M a
ch ine  Co., th e  re fe ree  de te rm in ed  th a t  
th e  scope o f th e  c o n tra c t of sa le  u n d e r  
w hich  p e titio n e r  cla im ed h e  w as e n titled  
to  rec la im  w as n o t b ro ad  enough to  r e 
serv e  title  to  th e  goods a n d  th a t  t i t le  
passed  to  th e  b a n k ru p t before  th e  b a n k 
ru p tc y  p roceeding . A n o rd e r w as  m ade 
accord ing ly . On th e  p e titio n  o f th e  O li
v e r  Chilled P low  Co., th e  re fe ree  d ecid 
ed th a t  p e titio n e r  w as  e n titled  to  r e 
c la im  i t s  p ro p e rty  an d  a n  o rd e r w as  a c 
co rd ing ly  en te red . O rd e r h a s  a lso  been 
e n te re d  in  th is  s am e  m a t te r  confirm ing

th e  t ru s te e 's  re p o rt of th e  sale  o f th e  
a s s e ts  to  v a rio u s  p a r tie s  fo r  th e  a g g re 
g a te  su m  of $2,265.50. I t  can  sa fe ly  be  
expec ted  th a t  th e  firs t re p o rt a n d  a c 
co u n t o f th e  tru s te e  w ill soon be filed 
a n d  th a t  th e  firs t d iv idend  w ill be  d e - 
c la red  a n d  o rde red  paid . T h e re  is  con 
s id erab le  a s s e ts  s till  in  th e  h an d s  of th e  
tru s te e , co n sis tin g  of eq u itie s  in  re a l e s 
ta te  w h ich  i t  is  d o ub tfu l if  m uch  can  
be rea liz ed  on.

Sept. i4—-in th e  m a tte r  o f J a m e s  S. 
R eed, b an k ru p t, G rand  R apids, fo rm erly  
o p e ra tin g  a  cafe  a t  th a t  place, th e  firs t 
m ee tin g  of c re d ito rs  w as  th is  d ay  held 
I t  ap p ea rin g  from  th e  schedu les an d  th é  
ex am in atio n  o f th e  b a n k ru p t a t  th e  firs t 
m ee tin g  o f c red ito rs  t h a t  th e re  a re  no 
a s s e ts  n o t covered  by  c h a t te l m o rtg ag e  
o r  c la im ed  a s  e x em p t by th e  b an k ru p t 
i t  w as  acco rd ing ly  o rdered  th a t  no tru s^  
te e  b e  appo in ted . T he  e s ta te  will, no 
doubt, be closed a t  th e  ex p ira tio n  of 
tll?,e « m it  fo r  ap p ea l a s  to  exem ptions, 
„ k e p t .  15—In  th e  m a tte r  of L ew is J . 
M cN aughton , b a n k ru p t, Lowell, a n  o rd e r 
has th is  . d a y  been  en te red  confirm ing 
th e  tru s te e ’s  re p o rt of sa le  of th e  a s s e ts
of nBa n ^*u«p t f ° I\  th,e ag g re g a te  sum  or $296.08. T h is  e s ta te  is v e ry  sm all an d  
th e  dividend, if any , fo r  g en e ra l c red 
ito rs  w ill be ex trem e ly  sm all.

In  th e  m a tte r  of D earbo rn  C orpo ra tion  
b a n k ru p t, H olland, th e  tru s te e  h a s  th is  
d ay  received  a n  offer of s e tt le m e n t of 
th e  p roposed s u it of th e  tru s te e  a g a in s t  
c e r ta in  of th e  s tockho lders  fo r  alleged 
u npaid  s to ck  su b sc rip tio n s. T he  o ffer 
is  fo r a  $1,500 pay m en t, th e  tru s te e  to  
w aive  a n y  a n d  a ll c la im s of th e  e s ta te  
a g a in s t  sa id  s tockholder, an d  o rd e r to  
show  cau se  w hy  th e  o ffer should  n o t be 
accep ted  by  th e  tru s te e  h as  been  issued  
to  a ll c red ito rs , re tu rn a b le  Sept. 28.

St. Jo sep h  R eferee.
S*t. Jo seph , Sept. 8—In  th e  m a tte r  of 

th e  M ichigan B uggy Co., b a n k ru p t, of 
K alam azoo, th e  p e titio n  of th e  K a lam a 
zoo S p ring  & Axle Co., fo r rec lam atio n  
of p ro p e rty  h a s  been  d ism issed  by  a g re e 
m e n t of th e  p a r tie s  in  in te re s t.

Sept. 9—In  th e  m a tte r  of W illis  M ere
d ith , b a n k ru p t, of K alam azoo, th e  tru s -  
te e  h a s  filed a  re p o rt show ing  sale  of 
th e  b a n k ru p t’s a s s e ts  to  M. H . L an e  fo r  
$195 an d  th e  acco u n ts  receivab le  to  th e  
b a n k ru p t fo r  th e  sum  of $54. U nless 
cause  to  th e  c o n tra ry  be show n, th e  sale  
w iu  be confirm ed by  th e  referee .

In  th e  m a tte r  of th e  K alam azoo  Oil 
Co., of K alam azoo, a  p e titio n  w as filed 
by  th e  G rea t W es te rn  Oil Co., fo r  re c la 
m a tio n  of c e r ta in  p ro p e rty  in  th e  h an d s  
of th e  tru s te e . A n o rd e r h a s  b een  m ade 
/o r  a  h e a r in g  on th e  p e titio n  on Sept. is .

Sept. 10—W illiam  E. B om m erscheim , 
doing  a  g en era l b ak e ry  B usiness a t  K a la 
m azoo, filed a  v o lu n ta ry  p e titio n , and  
he  w as ad j ig g e d  b a n k ru p t by  Ju d g e  
S essions and  th e  m a tte r  re fe rred  to  
R eferee  B anyon. T he  follow ing liab ili
tie s  an d  a s s e ts  a re  lis ted :
C ity  of K alam zoo  .............................$ 10.80
A ndrw  M. M ead, K alam azoo . . .  600.00
W m . H offm an, K alam azoo  ........... 1,104.45
A. W . W elsh , K alam azoo  ............. 576i00
Lee & Cady, K alam azoo  ............... 60.55
A rm o u r & C om pany, K alam azoo  17^24 
H an se lm an  C andy  Co., K alam azoo  8.50 
S ag inaw  B eef Co., K alam azoo  . .  6'.68
Johnson P a p e r  & Supply Co.,

K alam azoo  ...................................  26.52
Ju d so n  G rocer Co., G rand  R ap ids 17.00 
C hapm an & Sm ith , C hicago . . . .  28.58
Sw indell T ay lo r Co., K alam azoo  . .  23.53
S u lzberger & Son Co., C hicago . .  34.63
V andeberg  & H a lk ste in , K alam azoo  6.75 
K alam azoo  Ice  & Coal Co.,

K alam azoo  ...................................  10.35
Z. W . B lan , K alam azoo  ...................  14.00
M cN eil & H igg ins, C hicago ............... 21.32
G azette , K alam azoo  .........................  3.75
M ichigan S ta te  T elephone Co. . . .  10.50 
K alam azoo  C ream ery  Co., K a la 

m azoo ...........v ..........................  32.71
M ary  E . M cM ain, ‘K alam azoo  . . .  165.00

$2 849 11
A sse ts  o f e s tim a te d  value, $1,999*55. 
A m oun t c la im ed  exem pt, $270.

A former Chicago woman has a 
new husband, and all because she 
knew how to make good coffee. The 
lady kept a few boarders, and one 
of them was so fond of her coffee 
that he was entirely willing to take 
a third cup. When the lady moved 
to California he found a new board
ing place, but the memory of the 
good coffee lingered, and he traveled 
to Los Angeles and marri®d his 
former landlady, so that he mitoht 
continue to enjoy coffee made by her.

Isaac Broersma has sold his inter
est in the Broersma Bros, grocery 
stock at 503 Division avenue to his 
partner, William K. Broersma.

The race isn’t always to the swift; 
it often depends on the jockey up.

Coming Conventions To Be Held In 
Michigan.

September.
M ichigan  S ta te  A ssoc ia tion  o f C oun ty  

S u p e rin ten d en ts  o f th e  Poor, G rand  R a p 
ids, 22-24.

S ta te  R epub lican  C onvention , K a lam a 
zoo, 30.

S ta te  D em o cra tic  C onvention , D e tro it,

30.
S ta te  P ro g re ss iv e  C onvention , B ay  C ity,

O ctober.
O rd er 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 ichigan S ta te  C onference o f C orrec 

tio n s  a n d  C h aritie s , G rand  R apids, 28-30.
M ich igan  S ta te  T e a c h e rs ’ A ssociation , 

K alam azoo , 29-30.
W om en’s  C h ris tia n  T em p eran ce  U nion, 

Owosso.
N ovem ber.

M ichigan S ta te  S unday  School A sso
cia tion , A drian .

M ich igan  A ssoc ia tion  fo r th e  P rev e n 
tion  a n d  R elief of T ubercu losis , G rand  
R apids.

D ecem ber.
M ichigan S ta te  P o ta to  A ssociation , 

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

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

E a s t  L ansing .
J a n u a ry .

M ichigan T a x  A ssoc ia tion , D e tro it.
F eb ru a ry .

M ich igan  S ta te  A ssoc ia tion  o f C ounty  
D ra in  C om m issioners, L ansing .
• M ich igan  A ssoc ia tion  of C om m ercial 
E xecu tives, A nn A rbor.

M ichigan R e ta il H a rd w a re  D ea le rs ’ 
A ssoc ia tion , Saginaw .

M ichigan S ta te  R exa ll Club, D etro it.
M ichigan R e ta il G rocers a n d  G eneral 

M erch an ts ’ A ssociation , L ansing .
M arch.

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

M ichigan M as te r  S te a m fltte rs ’ A sso
cia tion . D etro it.

M ichigan P re s s  a n d  P r in te rs ’ F e d e ra 
tion , G rand  R apids, 11-13.

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

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

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

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

office C lerks. G rand  R apids, 31.
Ju ly .

G rand  C om m andery  of th e  K n ig h ts  
T e m p la r (C olored), D e tro it.

M ich igan  R e ta il J ew e le rs ’ A ssociation , 
K alam azoo.

M ichigan S ta te  A ssoc ia tion  of S ta tio n 
e ry  E n g in ee rs , Jack so n .

A ugust.
M ichigan S ta te  A ssoc ia tion  o f Local 

F ire  In su ran ce  A gents, Jack so n .
Sep tem ber.

M ichigan S ta te  M edical Society, G rand  
R apids.

Eleven Per Cent, of the Republican 
Vote.

The official count of the votes cast
for Governor at the recent primary 
election discloses the following re-' 
suit:

Osborn ........................ . . .  58,408
Martindale ............ ;__ ...  47,942
Groesbeck ................... . . .  43,137
Linton, ........................ . . .  30,433
Ellis ............................. .. .  22,248
Ferris .......................... . .. 31,299
Pattengill .................... . .. 6,998
The total Republican vote was

202,168, of which Ellis received ap
proximately 11 per cent. Ellis sturd
ily claimed he had a walk-away for 
the nomination and it is reported he 
had a brass band engaged to seren
ade him at his home as soon as the 
result was foreshadowed. As the 
early returns indicated the death 
knell of Ellis’ ambition for a politi
cal career, the band was not notified 
to appear.

The result of the primary shows 
that Ellis is a dead duck, politically. 
The union workingmen voted for him 
en masse, but the workingmen who 
do not wear the union yoke, the busi
ness men and the farmers voted sol

idly against him. The latter could 
not tolerate a man whose antecedents 
are so shaky and whose career has 
been so crooked. In other words, 
they did not propose to see the high
est office in the State disgraced by a 
Gambler Governor.

Butter, Eggs, Poultry, Beans and Po
tatoes at Buffalo.

iresn, 25(a}32c; dairy, 24@28c; poor to 
good, all kinds, 20@23c.

Cheese — New fancy, 16J^c; new 
choice, 15^@16c.

Eggs—Choice fresh, 25@27c.
Poultry (live)—Cox, 12c; fowls, 15 

@18c; ducks, 13@15c; chickens, 16(«> 20c.
Beans—Medium, $3.00; pea, $3.00 
Potatoes—New, 75@80c per bu.

Rea & Witzig.
. Nuts—Although business in for
ward shipment nuts is restricted by 
financial conditions, importers assert 
that they have no reason to doubt 
that the movement on import orders 
will fall much if anything below the 
average, as the sea is comparatively 
free to all neutral vessels. Leading 
operators are looking for at least 
normal shipments of nuts during the 
fall season from Spain and Italy, al
though the financial question is still 
far from being settled. The insist
ence of cash payments is the chief 
difficulty, but this is said to be on 
the way to quick settlement, as bank
ing facilities are improving. Cali
fornia interests are said to have made 
sales to this market at 17c for No. 
1 soft shell. The Association still 
withholds quotations on the 1914 
crop. Filberts are a shade easier. 
Brazils remain firm.

Molasses—The molasses market is 
quiet and firm, with a fair enquiry 
for current needs of the manufactur
ers and distributors. The cooler 
weather stimulates the consumption 
of grocery grades. Prices are well 
maintained on the expectation that 
the New Orleans crop will be scarce. 
Blackstrap is quiet at quotations.

Provisions—All cuts of smoked
meats are steady and unchanged, with 
the demand not quite so active as it 
was a week or two ago. Pure and 
compound lard are firm with an ac
tive demand and unchanged prices. 
Barreled pork, canned meats and 
dried beef are all unchanged, and 
show a fair demand.

♦ 4 ♦»------
Spices—The situation is much the 

same, trading being quiet, which is 
only natural after the recent spurt 
of activity and in view of the re
sumption of shipments from the Far 
East. Peppers and cloves are steady 
as a rule, with some specialists show
ing a reactionary tone.

H. Brenner has purchased the in
terest of C. R. Johnson in the West
ern Michigan Produce Co., at 49 
South Market avenue, and will con
tinue the business under the same 
style. .
__________PO SITIO N  W A N T ED .

W an ted —P o sitio n  by  experienced  sa le s 
m an  to  re p re sen t a  m a n u fa c tu rin g  shoe 
o r  ru b b e r  ho u se  in  M ichigan, on  sa la ry  
o r com m ission^- F o u r  y e a rs ’ experience. 
C an  fu rn ish  exce llen t re fe rences . A d
d re ss  No. 564, c a re  T rad esm an . 564
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Buy a Good Safe N ow  and 
Protect Your Valuable 

Books and Papers

No. A - 4
Without Inside Door

Outside 
85# inches high 
22j£ inches wide 
22# inches deep 
25 inches deep over all

Inside 
22 inches high 
15 inches wide 
15 inches deep 
WEIGHT, 660 LBS.

No. A-4-I. D.
With Inside Door

Outside 
35# inches high 
22yi inches wide 
22#' inches deep 
25 inches deep oyer all

Ipside 
22 inches high 

15 inches Wide 

14 inches deep 

WEIGHT, 710 LBS.

Write us for delivered prices F. O.  B. your
railroad station y  - 1

If not the right size send us the inside measurement
of safe wanted

&  Safe Co.
Tradesman Building :-:;•.■ ;■ Grand Rapids, M ichigan
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Reynolds Flexible Asphalt Shingles
In Natural Colors, Unfading

RED-GREEN—GARNET—GRA Y ,

HAVE ENDORSEMENT OF
LEADING ARCHITECTS t

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,

DUTCH MASTERS

Made in  a M odel Factory
Handled by A ll Jobbers Sold by A ll D ealers

E njoyed  by D iscrim inating Sm okers

G. J. JOHNSON CIG AR C O ., Makers 
GRAND RAPIDS, MICH.

Not a
‘Nfbod Fad”
The Government has issued a timely warning, against the 
food faddists who are offering to cure all sorts of ailments 
with strangely concocted food preparations.

Shredded Wheat
is not a food fad. It is the one universal staple breakfast 
cereal that has survived all the ups and downs of public 
fancy. We are spending more money in the year 1914 to 
advertise this food than ever before. Shredded Wheat is not 
flavored or compounded with anything, and therefore it 
doesn’t deteriorate in the public market. It is a natural, 
elemental food—always clean, always pure, always the same.

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.

M ADE O N LY  BY

T h é  Shredded'V ^ heat C om pany
NIAGARA FALLS, N. Y.

H orse Blankets—Plush and Fur Robes
A utom obile R obes

We bought our stock before the war and have not advanced our price. 
You are invited to look over our line'.

SHERWOOD HALL CO., LTD.
Ionia Aye* and Louis St. Grand Rapids, Michigan


