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I sit to-day at the loom of life
And weave and weave and weave; 

The warp is laid by hands divine 
But the weft is where I grieve;

For every moment in every day
The shuttle flies through, and through,

And every act I would fain forget
And the thoughts that were dark and vain 

I view in the fabric of life I weave
And see them and see them again. 

And I sit and weave with an aching heart 
And a world of intense regret;

And tears fall fast as I view the past 
And I pray that I may forget.

But out of repining and soul recoil 
I look in the future and see 

My life stretched out in its future plan 
And a new hope comes to me.

I know not the length of the warp I view  
I know not my given span;

But into the fabric I yet may weave 
I’ll put the best I can.

And patterns I scheme with the dreams I dream 
Are made up by the things I do.

I am not to blame for the warp I tread 
The threads are already set,

But my duty lies as the shuttle flies 
In the fabric I’m weaving yet.

Smiles and tears, kind words and fears 
Are wound on the bobbins I wind;

And every slanderous word is there 
And every word unkind.

Smiles and kindness and patient care,
Unselfishness, service and love;

Harmony, sunshine, faith and hope,
And thus my contrition prove.

When the throw shall fall from my nerveless hand 
And the shuttle lies at rest,

May I hear the voice of the Master say—
“You have done what you thought was best.”

William J. Robinson.

The Wisdom of Folly
A wise man came to the end of his days,

And he saw his life laid bare:
The deeds he had done in his wise, wise ways 

And one little folly was there.

The works he had wrought, the thoughts he had thought, 
In a big, big ledger were;

And The Angel Who W aits at Heaven’s gates 
Was striking a balance fair.



Putnam’s 
Menthol Cough Drops

Packed 40 five cent packages in carton;
. Price $1.15

Each carton contains a certificate, ten of 
which entitle the dealer to

' ONE FULL SIZE CARTON 
FREE

when returned to us or your jobber 
properly endorsed

PUTNAM FACTORY, National Candy Co. 
MAKERS

GRAND RAPIDS, MICH.

Good Yeast
Good Bread

Good Health

Sell Your Customers

FLEISCHMANN’S
YEAST

FLOUR
is the cheapest food product on the 
market

OUR WELL KNOWN BRANDS
Ceresota—Spring Wheat
Red Star—Kansas Hard Wheat
Aristos or Red Turkey
Fanchon—The Kansas Quality Flour
Barlow’s Best Michigan Winter Wheat
Barlow’s Old Tyme Graham

Call up our Flour Department for some 
attractive prices.

Judson Grocer Co.
The Pure Foods House
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W hen Ton W ant Something 
Particulary Nice—

Y ou can alw ays depend upon K  C  not to  
disappoint you* T h e  double raise mafrpg 
doubly certain— nothing is left to “luck.” If the 
batter is a  little thin, K  C  w ill raise it light and 
featheiy an d  it w ill be all the better. Jarring the 
Move or turning the pan around makes no differ» 
cnee— K  C  sustains the raise until baked« 

W hen there's a  birthday or w edding cake  
to  bake, or refreshments for reception or party 

to provide, take no chances—

Use K  C

T h e  ab o v e  is one of a series of advertisements we are 
running in  daily papers throughout the country. We are 
spending thousands upon thousands of dollars this
to help the sales of

K C BAKING POWDER
TH IS ALSO HELPS YOU. All grocers til̂ » to self 
standard goods—particularly if they comply with the Farm 
JFood Laws and pay a profit. Of course you sell it.

JAQUES MFG. CO., CHICAGO

S N  O W B O Y FREE I
For a limited time and subject to withdrawal without advance notice, w e offer

SNOW BOY WASHING POWDER 24s FAMILY SIZE
through the jobber—to Retail Grocers ,

2 5  boxers @  $ 3 .6 0 —5 boxes FREE 
10 boxes @ 3 .6 0 -r 2  boxes FREE 
5 boxes (& 3 ,6 5 — 1 box FREE 

2%  boxes @  3 . 7 5 — box FREE
F. O. B. Buffalo: Freight prepaid to your R. -R. Station in lota not less than 5 boxes.
All Orders at above prices must be for immediate delivery. v  ' ■
This inducement is for NEW ORDERS ONLY—subject to withdrawal without notice.
Order from your Jobber at once or send your order to us giving name o f Jobber through 
whom o n to  i .  to be filled. Yours v e r y  truly.

BUFFALO, N. Y., January 2, 1914. t  ^  ,  n  . qdeal no. 1 4 0 2 . Lautz Bros. & Co.
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CROSS CURRENTS IN TRADE.
So many cross currents in tracie 

are encountered, as a result of the 
conflicting influences created by the 
war, that it is difficult to describe in 
any one distinctive term the situa
tion. In many lines of business a 
state of paralysis exists. Bank clear
ings are running below the corres
ponding time last year; new enter
prises requiring large bank accommo
dation are held in abeyance. To an 
extent, blockade of certain raw mate
rials from Europe is causing curtail
ment of manufacturing. These are 
the visibly unfavorable factors. Yet 
despite this array of discouraging 
conditions and symptoms, our mar
ket is far from being in a pessimistic 
mood, and it notes many evidences 
of business activity growing out of 
the European conflict.

Taking industry as a whole, the 
blight upon business caused by the 
war is unmistakable. Industrially. 
Grand Rapids is not operating at 50 
per cent, of normal capacity. In
ability to obtain the usual credit fa
cilities, rather than breakdown of in
ternational business intercourse, is 
responsible for much of this inactivi
ty. Partly for this reason, nobody 
seems able to gauge the future, and 
this uncertainty has brought with it 
increasing tendency to operate cau
tiously. This mood has extended to 
individuals. Even those who have 
suffered no reduction of income are 
cutting down living expenses. They 
seem to become apprehensive as they 
see costs advancing. Influence of the 
unsettled conditions finds reflection, 
for one thing, in a decided falling off 
in building operations.

But it must again be pointed out 
that all this attitude is precautionary, 
rather than adoptions of a policy ex
pected to be lasting. Everybody is 
watching for some definite turn in 
the war zone. If our Government’s 
tentative efforts at mediation were 
to result in anything, a wholly new 
situation would naturally be created. 
But expectation of such early ter
mination of the war, which was rather 
general before the German advance

on Paris, is to-day hardly entertained 
at all. The prevalent feeling at pres
ent is that the conflict must now go 
on until Germany is decisively defeat
ed.

If for this reason the present war 
should be long continued, it is the 
judgment of observers here that the 
business world will adjust itself, by 
adoption of makeshifts and temporary 
expedients whereby it will be able to 
pursue its course without any serious 
embarrassment. This theory is bas
ed on the fact that enforced econo
mies and depleted stocks of mer
chandise have brought the country to 
a point where actual necessities and 
replacement needs must soon assert 
themselves.

THE PRAYER FOR PEACE.
The President’s proclamation sug

gesting that on Sunday, October 4, 
the people of this country unite in 
invoking the Deity in the interest cf 
peace in Europe, while it shows his 
hatred of war and his compassionate 
spirit, suggests, nevertheless, certain 
questions: If this war be the awful 
calamity which we think, why wait 
until October 4 to ask for the interpo
sition of the Almighty? Why not 
petition Him at once, or, if some con
cert of action is necessary, on Sunday 
next? May not the proclamation re
awaken the old controversy as to the 
value of prayer? Tennyson, in his 
Idylls of the King, says:

M ore th in g s  a re  w ro u g h t by  p ra y e r
T h an  th is  w orld  d re a m s  of.

Francis Galton and John Tyndall 
denied it all efficacy except the reflex 
effect upon the petitioner. The pray- 
er in the Garden of Gethsemane. the 
greatest recorded in history, closed 
with the memorable words: “ N e v e r 
theless, not as I will, but as Thou 
wilt.” In this spirit those who be
lieve in an over-ruling Providence 
should address their petitions to Him. 
If war springs from the selfishness 
and wickedness of mankind, why noi 
invoke the Deity at once to bring all 
selfishness and wickedness to an end? 
Why should He limit His beneficent 
activities to the stoppage of war in 
Europe? If the One invoked is all- 
powerful and all-wise, why not ask 
Him immediately to usher in the era 
of peace and goodwill among men?

It may not be irreverent to recall 
Lord Palmerston’s reply to the Pres
bytery of Edinburg, when they wish
ed a day of fasting and prayer set 
aside, that they might implore Heav
en for relief from the cholera. The 
Home Secretary reminded the clergy 
that the affairs of the world were gov
erned by general laws on the observ
ance of which the weal or woe of 
mankind depends. Every student of 
history knows that the present Euro

pean war is the result of causes that 
have been operating for many, many 
years. As Walt Whitman says: “The 
law of the past cannot be eluded.” 
Nor could there be any lasting peace 
until the forces of evil have been de
cisively defeated. The map of Eu
rope may have to be remade and 
dynamic changes occur before real 
peace is assured. We are on the eve 
of big things, but beyond the veil 
there is a light.

Senators Burton and Kenyon have 
won a great victory in the reduction 
of the Rivers and Harbors bill ap
propriations from their original total 
of $53,000,000 to $20,000,000. This tri
umph is the more remarkable in that 
it follows a proposal by the Commerce 
Committee to make the amount $35,- 
000,000, a proposal that was rejected 
by the opponents of the bill as it 
stood originally, but which must have 
been felt by those in favor of it as a 
generous concession. In fighting 
against the bill as it came to the 
Senate, the filibusters, although they 
are Republicans, have really been do
ing valiant service for the Democrats. 
Nothing would have constituted such 
a vulnerable point of attack against 
the dominant party in this fall’s cam
paign as an old-fashioned Rivers and 
Harbors bill. Even if the President 
had vetoed it, the willingness of the 
House and Senate to put upon the 
White House the responsibility of 
protecting the Treasury from such 
a raid would have afforded Republi
can and Progressive campaigners a 
better weapon than they will now 
have. To have come into power after 
sixteen years under a banner inscrib
ed “Forward-looking,” and to have 
crowned an excellent legislative rec
ord with a backward-looking “pork 
barrel bill,” would have been to forge 
a sword for their enemies to use. 
There is a suggestion that this slash
ing of the appropriations is only tem
porary, and that the questionable pro
jects now abandoned will come up 
again next session. It is hard to be
lieve that the Congressional leaders 
can be so stupid; but if it should turn 
out that they are, they should be 
made to know by protests from every 
part of the country that by such ac
tion, as shameful as it ought to be 
obsolete, they would be courting dis
aster.

The man who spends much time 
looking on the dark side of things is 
not likely to find out that there is a 
bright side.

Occasionally it is cheaper to move 
than to try to live it down.

The silent watches of the night— 
those we forget to wind.

“BAT THE RAT” WEEK.
And now we have “Bat the Rat” 

week. It originated with Dr. S. J. 
Crumbine, Secretary of the Kansas State 
Board of Health, who was recently 
elected as head of the Food Officials’ 
National organization. Dr. Crumbine 
launched the enterprise at the recent 
Kansas State Retail Grocers’ convention, 
and the first week of October was set 
as the time for the great combined rat 
extermination campaign.

According to statistics compiled by 
Dr. Crumbine, there are 1,700,000 rats 
in Kansas which are costing the State 
$3,400,000 annually. Dr. Crumbine says 
that the only way to entirely get rid 
of the rat is by rat proofing buildings, 
by which their food supply is entirely 
cut off.

The Tradesman suggests that on 
Sunday, October 4, the day set apart 
by the President for prayers fot 
peace, collections in all the churches 
in the country be devoted to the im
mediate use of the Red Cross in its 
work of humanity in the war- 
ravaged countries of Europe. 
It is sincerely to be hoped 
that the ministers of religion, of all 
creeds and sects, will pay heed to this 
most admirable suggestion and act 
upon it promptly and earnestly. Us
ually it is extremely difficult to center 
upon a given benevolent purpose the 
attention of millions of people 
throughout the country, with suffi
cient effectiveness to bring about im
mediately a great material result, but 
such is not the case in this instance. 
The President’s designation of the 
day will, undoubtedly, result in a 
general observance of it for the pur
pose he named. The thoughts of ail 
our people will on that day be fixed 
upon the idea of America’s peculiar 
duty and opportunity as a representa
tive of humane endeavor in this time 
of fearful trial for the nations of Eu
rope. Unless that sentiment is whol
ly insincere, there must be millions 
of men and women who will be glad 
to attest its genuineness by contribut
ing from their means, great or small, 
towards works of mercy for which, 
however generous the response, the 
resources cannot begin to be as great 
as the need. Let every minister of 
religion feel that upon him it is in
cumbent to place before his congre
gation a duty which many of them 
will surely be glad to perform, and 
the fulfilment of which will bring un
told blessings to millions of human 
beings in direct need of succor.

Few men achieve perfection in sales
manship—or in anything else. Still, per
fection is the thing to be striven for.

The income tax will no doubt pro
duce a big crop of strange bedfellows.
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UPPER PENINSULA.

Recent News From the Cloverland of 
Michigan.

Sault Ste. Marie, Sept. 21.—Byron 
C. Campbell, one of our leading' citi
zens and music dealers, also a candi
date' for county treasurer, had a nar
row escape from drowning last week 
when the launch Ora Endress cap
sized near Grand Marias. It was one 
of the worst storms of the season at 
Whitefish when the small craft, load
ed with fish and supplies, tried to 
make the turn into Grand Marais. Her 
cargo shifted, turning the boat on her 
side. There were nine persons on 
the boat at the time and the pas
sengers and crew had barely time to 
get into the small boat which was 
launched without oars, and had it not 
been for the lighthouse keeper notic
ing their mishap, the entire party 
might have perished. Mr. Campbell 
states that Captain Carlson and-two 
volunteers were much to be com
mended for their bravery, as it was 
almost impossible to launch a boat 
beyond the life saving station, but 
the three mentioned volunteered to 
risk their lives in order to make the 
rescue which was finally accomplished 
and the entire party taken ashore 
where every possible assistance was 
given by the lighthouse keeper and 
his wife for the comfort of the sur
vivors.

G. E. Van Dusen, of the Electric 
Co,, met with an accident which has 
been so often repeated before here 
in cranking an automobile. Mr. Van 
Dusen claims to be somewhat of a 
kicker himself but he found one crank 
that kicked harder than he could and 
as a result he has a broken arm in 
memory of a pleasure trip to the 
country last Sunday.

The new motor cop at the Soo 
started in last week by doing a fine 
stroke of business in arresting a num
ber of leading citizens who exceeded 
the speed limit in the city limits. This 
seems to have been a common occur
rence among auto enthusiasts to move 
along at a lively gait without any re
striction, but the recent arrests have 
had a marked effect upon chauffeurs 
who are seemingly contented to glide 
¿long now so as not to exceed the 
regulation speed limit.

G. F. Turner, a well-known business 
man in the Canadian Soo, died last 
Sunday. Mr. Turner was a promin
ent contractor. The deceased was 
born in the township of Flos, in Sim- 
coe county, and had been a resident 
of the Canadian Soo for the past fif
teen years, his former home being in 
Hillsdale, where his relatives now re
side; also a brother-in-law, Wm. Mar
tin, a prominent lumber merchant. 
The deceased leaves, besides his wid
ow, two sons and one daughter, all 
of whom reside at home. The fam
ily have the sincere sympathy of their 
many friends.

Wm. J, Miller, proprietor of the 
Fountain House, also conducting a 
large men’s furnishing goods store, 
has been doing a very successful busi
ness this summer and has purchased 
the Blumrosen residence, on Spure 
street. where he expects to reside. 
Archie W. Miller, formerly of the 
Fountain House, has returned from 
Manitoba and hereafter will be in 
charge of the hostelry.

Sturgeon seem to be a thing of the 
past in the waters around the Soo. 
The last account we have of same 
was twenty years ago, when a Ga 
pound sturgeon was speared in the 
Edison canal tail race.

Mrs. Green, a passenger on the 
steamer Chippewa, which arrived here 
last Saturday on her last trip, missed 
her footing in stepping on the gang 
plank while leaving the steamer and 
dropped into the water. Fortunately, 
one of the deck hands witnessed the 
mishap and immediately jumped into 
the water to the woman’s rescue and 
succeeded in bringing the lady to the

surface, where they were both lifted 
from the water without any serious 
results. Dr.- Winslow was immediate
ly notified and he arranged to have 
the lungmotor éent from the Union 
Carbide Company’s plant, but it was 
not needed. Mrs. Green is 63 years 
of age and seems none the worse for 
the experience.

The many friends of G. A. For
rester, formerly traveling soap sales
man for Swift & Co., who later was 
promoted to general salesman in 
Iowa, was married in St. Louis, Aug
ust 12 to Mrs. M. K. Connolly, of 
Detroit. They expect to make their 
home in Des Moine and their many 
friends in the Upper Peninsula ex
tend congratulations for a bright and 
prosperous future.

Capt. Roberts says: “The greatest 
asset a salesman can have is an 
agreeable personality. No one wants 
to deal with a grouch.”

Many a man has let a good job get 
away from him, because he harbors 
the delusion that there is no one cap
able of filling his place.

Mark Brown, the veteran traveler 
of Michigan, made the Soo an official 
visit this week and his many friends 
"were pleased to see him looking so 
well. Mark always wears that pleas
ant smile that never comes off, when 
greeting his friends, and says that the 
war has not put the wholesale drug
gists out of business as yet. They 
are working harder than ever trying 
to invent drugs that will replace the 
kind made in Germany. He can see 
a monopoly of the United States if 
his dreams come true.

F. Watson, of Pickford, was a visi
tor to the Soo last week, taking back 
a large load of fruit with him in his 
auto.

Wm. Kirkbride, of Pickford, was 
a business visitor in the city last 
week. Bill says business is fine at 
Pickford, as this has been one of his 
busiest seasons.

Frank H. Laundy, one of our care
ful chauffeurs and business men here, 
while bringing in four friends from 
Hessel last Sunday, crashed into a 
Maxwell car, which brought the autos 
to a sudden halt, but not in time to 
avoid tearing the front wheel from 
the Maxwell car and otherwise crip
pling the machine. The accident hap
pened three miles north of Pickford. 
Mr. Laundy was going only twenty 
miles an hour when passing the auto 
or he would have taken off the other 
side of the car as well. It pays to 
drive slowly, especially on the country 
roads. C. C. Collins, of the firm of 
Collins & Marriott, went to the res
cue by taking off a wheel of the W. 
J. Attchison Maxwell and brought 
the party safely into port.

We will hear more of Clyde W. 
Hecox, the popular editor of the St. 
Ignace News, now since he has taken 
the managership of the F. T. McDon
ald campaign, who is the Democratic 
nominee for Congress in the new 
eleventh district. Mr. Hecox is a 
noted general in the campaign field 
and will be a close second to Kaiser 
William in the coming battle.

It is-reported by the Montreal pa
pers that the Canadians shot at an 
aéroplane which flew over the Cana
dian ship canal at the Soo in com
pliance with the general order of the 
dominion government. This, how
ever, was not the case, as there is no 
report of any one seeing the aero
plane in this vicinity since the war. 
It might be well, however, to take the 
warning in case there should be any 
trial trips made in this territory to 
keep away from the Canadian border 
during the present conditions.

The cut in the harbor appropria
tion by the Government may possibly 
have effect at the Soo to a certain ex
tent. However, the work on the new 
lock is being rushed, but the fourth 
lock will probably not be finished in 
the time figured on. It is hoped that 
conditions will change so as not to

handicap the work any longer than 
necessary.

Sam Yalomstein, Jr., member of 
the firm of Yalomstein Bros., propri
etors of the Hub clothing store, has 
just returned’ from a ten day visit in 
Detroit, where he witnessed some 
fast driving during the automobile 
races. Sam is somewhat of a speeder 
himself and is working hard to suc
ceed Max Schonomen, alias Barney 
Oldfield, who has since retired. Mr. 
Yalomstein is succeeding fairly well 
and he had to contribute the usual 
fine for speeding last week. How
ever, Sam has not lost courage and 
states that he can go some yet.

H. F. Wenzel, of the Wenzel Lum
ber Company, Fibre, was a city vis
itor this week. ,

E. W. Haugh, the Ozark lumber
man, motored to the Soo in his run
about last week on a business trip.

R. G. Ferguson, President of the 
Soo Hardware Company returned to 
the Soo last week after a week’s visit 
with his daughter at Winnipeg.

Mr. and Mrs. D. K. Moses, of New 
York, paid the Soo a visit last week. 
Mr. Moses is proprietor of the Lead
er store here, one of the largest dry 
goods and furnishing goods stores 
here in Cloverland, the business here 
being in charge of David Elliso'f, 
who is considered one of the bright 
est young men of modern times. Mr. 
Ellisoff has taken over the general 
management of the Leader, while Mr. 
Moses is devoting his time to his 
interests in New York, being a fre
quent visitor here. Their many friend 
are always pleased to see them, as 
Mr. Moses was one of our energetic 
business men here and he will always 
find a warm spot in the hearts of the 
Sooites.

J. C. Barnhisel, local manager oi 
the Pittsburg Coal Co. entertained as 
his guests last week, E. J. Taylor 
President of the Pittsburg Coal Co., 
of Pittsburg, and General Superin
tendent Donaldson, of Cleveland. Mr. 
Barnhisel took them for a trip on the 
steamer Elva to Lime Island, where 
an inspection of the company’s hold
ings is being made.

The many friends of Ed Mondor, 
of Niagara Falls, formerly of the Soo, 
are pleased to meet him while on his 
visit here. Mr. Mondor is head of 
the purchasing department of the 
Union Carbide Company, of Niagara 
Falls. He was one of our brightest 
young men, working gradually up the 
ladder and success has crowned his 
efforts.

Captain Wilson, who is traveling 
around the world, visiting every coun
try on a wager of $10,000, paid Daftei 
a visit last week. He was on his 
way to Minneapolis and from there 
expects to go to Seattle, where his 
long journey ends.

Fred Avery, one of the leading gro
cers at Maxton, Drummond Island, 
called on his Soo friends this week. 
Mr. Avery reports the usual activi
ty in business conditions on the Is 
land and he is looking for a good win
ter. There is much timber to be cut 
as yet which will help the merchants 
to keep busy for some years to come.

Andrew Westin, one of Newberry’s 
leading grocers, received a full car 
of fruit from Grand Rapids last week 
which he is distributing among his 
numerous customers and from all ac
counts there will be no fruit famine 
at Newberry during the coming win
ter, as the supply was ample to fill 
up the jars of his numerous custom
ers who had been anticipating this 
shipment for some time.

A. H. Eddy, proprietor of the Eddy 
emporium, put on a fair of his own 
last week. After unloading an en
tire boat load of fruits, consisting of 
apples, pears, peaches, and other 
fruits, also vegetables, in front of his 
large store, the display was piled up 
on special prepared platforms, so as 
to give it the best appearance pos
sible, and when completed it made

an exhibition that would be a credit 
to Chippewa County’s Agricultural 
Fair. This was the greatest display 
of fruits and vegetables shown at Mr. 
Eddy’s store here in years, which ne
cessitated his putting on a night crew 
and the Eddy fair has been gong 
on day and night during the past 
week and will possibly last another 
week. Mr. Eddy buys about 100 per 
cent, more than it seems possible to 
sell, but he seems to get away with 
it, nevertheless, and he has always 
made a success in all his undertakings 
and his large store is not only a cred
it to himself but to the entire county.

William G. Tapert.
Mighty Madcaps From Muskegon.

Muskegon, Sept. 21.—At last we 
have obtained that for which we so 
long sought—a pennant for Muske
gon. On Saturday Muskegon defeat

ed  Ludington, its closest competitor, 
by a score of 1 to 0. The game was 
close, each side obtaining four hits. 
Just to rub it in, our team turned 
around and defeated Ludington the 
first Sunday game to a tune of 6 to 3, 
thanks to Skinny Reynolds, our 
pitcher.

We lost the second game by 4 to 0. 
We should fret.

The teams were invited to attend a 
boxing match at Grand Rapids and 
all the players attended.

Some time next week the fans are 
going to give a banquet to the team 
in honor of the pennant.

Next week will start a post season 
series with Saginaw for the cham
pionship of Class D. league ball in 
Michigan.

Leo Spellman, of Runner & Spell
man, of Shelby, is passing cigars out 
in honor of a new born son. Leo is 
going to make a baseball pitcher out 
of the youngster.

That Kronic Kicker at Mears is 
some busy chap. He even gives his 
paper orders on the run.

John Sharp was hurt in a runaway 
accident at Ludington. It is report
ed that he is on the road to recovery 
and will soon be on the job again.

We were all grieved to hear of the 
death of Mrs. Carl Stollberg, wife of 
Carl Stollberg (M. Piowatty & Sons). 
Mrs. Stollberg has been ill for about 
two years. We offer our sympathy 
to Carl.»

At our last meeting Herman Ander
son, E. P. Monroe and Ernest Welt- 
ton were put on the entertainment 
committee for our October meeting. 
All Muskegon members and their 
wives are invited. The committee has 
promised a good time to all and say 
every one will get a good feed, in 
view of the fact that these boys are 
working hard to make this meeting 
a success, we are going to ask every 
404 member to be on hand. Do your 
part and come. The committee will 
do theirs.

Chas. Corey, Bert Waalkes and the 
writer were visitors at the Holland 
fair last week. Everyone who at
tended claimed it was one of the fin
est fairs staged in Michigan and were 
glad they came. The John Getz ex
hibit was worth the price alone. Mr. 
Getz had some of the finest vegetables 
and prettiest flowers one could wish 
to see.

Our friend. Jake Kuite, of J. Kuite 
& Son, won the 200 yard race with 
his horse Rosewood. You Could see 
that famous smile spread over Jake’s 
face (the same kind he uses when 
some one pays him a dead account) 
when he told about it.

Don’t forget to vote NO on the 
proposed insurance amendment. If 
this amendment passes, the U. C. T. 
wilhbe driven out of Michigan.

Pin this in your hat: I’m eoin*? to 
that October meeting, third Saturday 
in October.

James E. Lyons was elected sen
tinel at the" last meeting.

Milton Steindler.
Many a man gets left because he 

doesn’t do right.
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Saginaw Correspondent Makes His 

Initial Bow.
Saginaw, Sept. 21.—Saginaw Coun

cil held its first meeting of the sea
son or since June and in response to 
the appeal of Grand Counselor M.
S. Brown, all travelers residing in 
Saginaw were invited to be present 
and responded in goodly numbers and 
listened to Mr. Brown in a very able 
presentation of the proposed amend
ment to the State constitution and 
its deadly effect on all fraternal in
surance societies. Wm. Williams, 
who respresents the Foresters, was 
also present and gave a very able 
discussion on the proposed amend
ment. Saginaw Council passed reso
lutions condemning same and resolv
ed to use all means in its power to 
defeat same at the election Novem
ber 3, 1914. We then adjourned to 
the dining room, where Caterer Creed 
had a very elaborate and inviting ban
quet prepared for the travelers pres
ent, nearly 200 in number. It is need
less to say that the provender set 
before us speedily disappeared. After 
cigars were passed, we were very 
ably entertained by Bros. Metavia, 
Conaton, Hall and several others un
til the clock said it was nearly Sun
day and time to return to our fam
ilies, which we did, feeling that we 
had all had our money’s worth.

It was announced by the entertain
ment committee that they had made 
arrangements for a series of U. C. T. 
parties for the coming winter and 
other entertainments to keep all busy 
for the year.

A membership contest was started, 
to run sixty days. One team is cap
tained by the one and only Tony San- 
yan. The other is headed by old re
liable George Pitts, and now it is to 
be war to the finish. The European 
war will not be heard of again after 
these two leaders get their forces 
moving against each other. Ben 
Mercer offered to be peace mission
ary to the warring factions, but both

leaders refused to entertain his over
tures until one side is decisively whip
ped, so it is war to the end.

The first of the parties will be held 
Saturday evening, October 3.

H. D. Ranney.
Honks From Auto City Council.
Lansing, Sept. 21.—E. J. Evans, one 

of our veteran travelers, is making 
a three months’ trip through the 
Western States.

C. S. Waters (Canton Art Metal 
Works) reports that business is just 
as good as the weather. In other 
words, it couldn’t be any better.

A large and enthusiastic crowd of 
U. C. T. boosters gathered at Pine 
Lake, September 6, in spite of the in
clement weather, and thus the fifth 
annual outing of our Council was a 
decided success. John Newton, chair
man of the committee on arrange
ments, was on the ground early and 
had everything in readiness. The ath
letic contests were pulled off as 
scheduled, with the exception of the 
ball game. Many useful and beauti
ful prizes were awarded to the vari
ous winners and everybody enjoyed 
themselves to the limit. The only 
mishap to mar the pleasure of the 
day was the accidental overturning 
of the boat with which M. E. Sher
wood won the race and the conse
quent sousing of the pilot. Much 
credit is due the committee on ar
rangements for the successful termin
ation of this day of recreation and 
we feel assured that each member 
of our Council, as well as the mem
bers of our Ladies’ Auxiliary, appre
ciate the loyal work of this com
mittee.

Stewart Harrison (Mueller Furnace 
Co.) has been covering his territory 
since June in an automobile. Recent
ly he met M. L. Moody, another 
prominent member of our Council, 
near Suttons Bay, and for several 
days they traveled together. While 
rounding a curve in the road close

to the water’s edge, they met with an 
obstruction which disarranged their 
steering gear and the car and its oc
cupants shot off into forty feet of 
water. Both gentlemen are good 
swimmers and experienced no real 
difficulty in reaching shore. The car 
was recovered and repaired and the 
day’s journey completed a few hours 
late.

Fred Mott (National Grocer Co.) 
Has decided that his car isn’t near as 
fast as he supposed since a smaller 
man and a smaller car put it all over 
him recently in an up-hill race.

I expect to be able in the near fu
ture to write more and better stuff. 
I have been out of touch with com
mercial travelers except as I have 
met them at the meetings of our 
Council for more than a year, but I 
I am expecting to hit the cushions 
again soon, when I will, I hope, be 
able to gather tnore news.

H. D. Bullen.

Big Apple Crop This Year.
Washington, Sept. 21.—Present in

dications are that the commercial ap
ple crop of the United States this 
year will be far in excess of that of 
last year, but less than that of 1912 
by several million barrels, according 
to announcement made to-day by the 
Department of Agriculture. Depart
ment officials say the problem of dis
tribution will be somewhat compli
cated by conditions arising from the 
European war.

Attention, however, is called to the 
fact that in normal tiroes Europe 
takes less than 2,000,000 barrels of 
American apples, and growers and 
dealers are urged to be optimistic and 
to make plans to dispose of the sup
ply usually sent to Europe in other 
ways. It is believed that with judi
cious handling the home demand may 
be increased, and the commercial crop 
marketed with relatively fair success 
to all.

With respect to Europe, exporters 
are urged to watch carefully the 
movements of ships and assure them
selves of steamship space and a de
mand on the other side before mak
ing shipments.

Shippers are also advised to stimu
late the demand in, and increase 
their shipments to Latin-America 
and the Orient, and it is suggested 
that through co-operation with the 
Department of Commerce extension 
of trade in this respect can be ac
complished.

Quotations on Local S to ck s and Bonds.
P ub lic  U tilities .

Q uota tions only nom inal. Bid A sked 
Am. L ig h t & T rac . Co., Com. 300 310
Am. L ig h t & T rac . Co., P fd . 105 108
Am . P ub lic  U tilities , Com. 40 45
Am . P ub lic  U tilities , P fd . 65 70
C ities Service  Co., Com. 50 55
C ities  S'ervice 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 u g a r 4 5
M ichigan S u g ar 40 45
Pacific  Gas & Elec. Co., Com. 36 3»
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 & Rys., P fd . 68 72
U nited  L t. & Ry. new  2nd P fd . 62 67
U nited  L ig h t 1st an d  ref. 5%

bonds 89
In d u s tr ia l an d  B ank  Stocks.

D ennis  C anad 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 ing  Co. 120 125
C om m ercial Sav 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 an k 174 177
G. R. S av ings B an k 255
K en 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 23, 1914.

Kalamazoo is completing arrange
ments for a permanent convention 
bureau whereby gatherings will lie 
handled without recourse to individ
ual solicitation each time.

This Color Makes M oney for Farmers
Your farmer customers need

Dandelion Brand Butter Color
Because it will mean more money for them from the sale of butter. You need 

it because it holds a generous profit for you.
Stock it at once. Push its sale.

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

REQUIREMENTS OF ALL FOOD LAWS, STATE AND 
NATIONAL.

WELLS & RICHARDSON CO.
BURLING TO N, VER M O N T

Manufacturers of Dandelioft Brand Butter Color

Tho co lo r w ith Butter tolar
th e Aolden shade
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SEWS ©FTHE BUSINESS WORtD

Movements of Merchants.
Sumner—Milton Davis has opened 

a harness and shoe repair shop.
Evart—H. Fisher succeeds Mc- 

Lachlan Bros, in the meat business.
Cedar Springs—James H. Daily has 

opened a cigar and tobacco store here.
Saginaw—Christ Schaefer has open

ed a hat store at 219 Genesee avenue.
Detroit—The Sorensen-Frank Nut 

Co. has changed its name to Detroit 
Nut Co.

South Haven—William H. Claflin 
succeeds Arthur Booze in the grocery 
business.

St. Johns—E. E. Soulby & Son, of 
Flint, succeed O. G. Plunkett in the 
bazaar business.

Dryden — Hoenshelt & Son have 
closed out their meat stock and re
tired from business.

Escanaba—The Beaver Timber Co. 
has decreased its capital stock from 
$125,000 to $25,000.

Fremont—The Fremont Canning 
Co. has increased its capital stock 
from $100,000 to $140,000.

Grand Rapids—The Green Cloak & 
Suit Co. has changed its name to the 
Spencer Cloak & Suit Co.

Saginaw—J. D. Keller has opened 
a clothing and men’s furnishing goods 
store at 110 North Hamilton street.

Grant—Burglars entered the Arthur 
Sanders jewelry store and carried 
away goods to the amount of over 
$100.

Athens—F. A. Weaver, of Battle 
Creek, has purchased the City Meat 
Market and will continue the busi
ness*

Traverse City—Herman N. Schrae- 
der has engaged in the confectionery 
and cigar business at 209 South Union 
street.

Alpena—George Hagen, formerly of 
Port Huron, has purchased the L. C. 
Daly meat stock and wil continue the 
business.

Lansing—E. H. Cheney, wall paper 
and paint dealer, was married to Mrs. 
Minnie Bunting of Henderson, Sep
tember 17.

Holland—The George W. Taylor 
Co„ of Chicago, 111., dealer in cloth
ing and men’s furnishing goods, has 
opened a branch store here.

Charlotte—Miss Jessie Fisher has 
resigned at Proud’s store to assist 
her mother in starting a millinery 
store in the Jackie block.

Lake Odessa — Miss Florence 
Tbornburn, milliner, has purchased 
the Straus millinery stock and will 
continue the business at the same lo
cation under the management of Miss 
Helen Stevens. ‘

Benton Harbor—-The Alger Jewel
ry Co., retail dealers in jewelry, no
tions, etc., has been incorporated with

an authorized capital stock of $4,000, 
all of which has been subscribed and 
paid in in property.

Ann Arbor—The Bazley Market 
Co., conducting a chain of markets in 
a number of cities, has engaged in 
business here at 109 East Ann street.

Boyne City—Walter and Benjamin 
Grobaski have formed a copartnership 
and engaged in the hardware busi
ness under the style of Grobaski 
Bros.

Allegan—Antonio Caruso, of Hol
land, has purchased the A. N. Etoll 
fixtures and store building and will 
occupy it with a stock of fruit and 
confectionery.

Croswell—The Straffon Grocery 
Co. has been incorporated with an 
authorized capital stock of $1,000, all 
of which has been subscribed and $8.- 
paid in in cash.

Marquette—Fire damaged the store 
building and stock of the Swanson 
Hardware Co. September 18 to the 
extent of $1,500. The loss was cover
ed by insurance.

Battle Creek—A. M. Minty has sold 
his retail cigar stock to Charles Bro- 
ceus and E. J. Weidenbach, who have 
formed a copartnership and will con
tinue the business.

Mears—M. R. Ewald. formerly of 
Pentwater, has purchased the Averill 
store building and will occupy it 
about October 1, with a stock of gen
eral merchandise.

Detroit—The Albert Cigar Co. has 
been incorporated with an authorized 
capital stock of $5,000, of which 
amount $2,700 has been subscribed 
and paid in in property.

Montgomery—F. E. Abrams has 
formed a copartnership with J. H. 
Zimmerman under the style of 
Abrams & Zimmerman and will en
gage in the drug business October 1.

Midland—D. G. Mode and Rollin 
Gordon have formed a copartnership 
and will open a clothing, shoe and 
men’s furnishing goods store, Octo
ber 1, under the style of Gordon & 
Mode.

Detroit—The R. T. W. Auto Ac
cessory Co. has been incorporated 
with an authorized capital stock of 
$5,000, all of which has been sub
scribed and $1,100 paid in in cash and 
$2,000 in property.

Coral—William J. Woodall has pur
chased the E. W. Bolio store build
ing and drug stock and will remove 
his own stock to the new location and 
continue the business.

Petoskey—The controlling inter
ests in the stock of the Fred Glass 
Drug Co. are now owned by Fred 
Glass, he having purchased the Dr. 
John Pedden holdings.

Calumet — The general store of 
Mathewson & Johnson was entered 
by burglars, Sept. 21, and $15 taken 
from the cash register.

Ludipgton—The Waters Hardware 
Co. has taken over the two hardware 
stocks of Harry V. Huston and vfrill 
continues them as branch stores.

Kalamazoo — The J. C. Hatfield 
Agency, Inc., has been incorporated 
with an authorized capital stock of 
$3,000, all of which has been sub
scribed and paid in in cash.

Crystal Falls—The Richards Iron 
Mining Co. has been incorporated 
with an authorized capital stock of 
$50,000, all of which has been sub
scribed and paid in in property.

St. Joseph — The Edgewater 
Club Building Co. has been incorpo
rated with an authorized capital stock 
of $5,000, all of which has been sub
scribed and $1,000 paid in in cash.

Grand Ledge—George Van Horn 
has purchased the interest of his 
partner, Christopher Glenn, in the 
Van Horn & Glenn meat stock and 
will continue the business under his 
own name.

Bancroft — Ward Devereaux has 
purchased the interest of his partner,
F. W. Kellogg, in the Devereaux & 
Kellogg foundry and wood working 
business and will continue it under 
his own name.

Ishpeming—The Ishpeming Furni
ture & Hardware Co. has been organ
ized with a capital stock of $10,000 
and will engage in business at the 
corner of Division and Pine streets 
about October 1.

Kalamazoo—Arie Van Nerynen, an 
experienced salesman for many years 
connected with the Speyers’ Ready- 
to-Wear shop, has taken a similar 
position with the Chas. E. Gray 
clothing store.

St. Joseph—The E. S. Havens mil
linery stock has been taken over by 
Corl, Knott & Co., of Grand Rapids, 
and the business will be continued 
under the style of E. S. Havens & 
Co., Mrs. A. Veio, of Grand Rapids 
acting as manager.

Detroit—The Dollar Shirt Shops 
Co. dealer in men’s wearing apparel, 
has been incorporated with an au
thorized capital stock of $5,000, of 
which amount $2,500 has been sub
scribed and $500 paid in in cash.

Detroit—The Jiffy Apron Co. has 
been incorporated with an authorized 
capital stock of $5,000, of which 
amount $2,700 has been subscribed 
and $500 paid in in cash. This con
cern will engage in the manufacture 
and sale of overalls, aprons, etc.

Quincy—'The Quincy Co-operative 
Shippers and Buyers’ Association has 
been incorporated with an authorized 
capital stock of $1,000, all of which 
has been subscribed and $250 paid in 
in cash. This concern will raise and 
deal in livestock and other farm 
products.

Detroit—The E. M. Harris Co., 
wholesale and retail cigar and tobac
co dealer, has been incorporated with 
an authorized capital stock of $10,- 
000 common and $10,000 preferred, all 
of which has been subscribed and 18,- 
132.80 paid in in cash and $10,567.19 
in property.

Shelby—The hardware stock for
merly owned by O. J. Morse has been 
purchased by Henry W. Ogden, of 
Grand Rapids, who will continue the 
business. Mr. Ogden has had more 
than fifteen years’ experience in the 
various lines of hardware, of which 
the last five years have been with 
Foster, Stevens & Co. of Grand Rap
ids.

Detoit—The Acme Sales Co., deal
er in rubber tires and other automo
bile accessories, has filed a petition in 
the United States Court setting forth 
that it is unable to pay its debts. Ac
cording to the petition there have 
been several suits started in the jus
tice courts against the company to 

, collect debts and there are also sev
eral notes it is unable to meet. The 
total liabilities amount to $10,033. The 
assets amount to $6,227.

Marquette—E. A. Daley, Secre
tary of the Marquette Commercial 
Club the past ten months, has re
signed the post, and will be succeed
ed by John D. Mangum. Mr. Daley 
informed the directors of the Club 
Saturday that he had an opening in 
St. Louis, Mo., and asked whether it 
would inconvenience the Club 
if he left prior to the expiration of 
the year covered by his contract. 
They were agreeable to the proposal 
and took immediate action, as here
in noted.

Ellsworth — Delbert E. Clow, of 
Mill City, Oregon, has purchased the 
hardware and implement stock of W. 
A. Boss. Mr. Clow is not a stranger 
in Antrim county as he was in the 
business with Judge E. R. Harris for 
several years before going West. 
Since he left here he has been in the 
employment of the Hammond Lum
ber Co. in charge of its hardware de
partment. Mr. Clow is a young man 
of sterling qualities ahd his host of 
friends and business associates wish 
him hearty success. The ’new firm 
will be known as D. E. Clow & Co. 
Mr. Boss expects to spend the winter 
in Florida.

Ishpeming — Twenty well-known 
Ishpeming Finns have organized a 
stock company that will be known as 
the Ishpeming Furniture & Hardware 
Co. It will have a capital stock of 
$35,000, all paid in. The lines to be 
handled are furniture, hardware and 
undertaking. Mr. Anderson, the 
Secretary, who has been book-keep
er and cashier for the John W. 
Jochim Hardware company for the 
past four years, will manage the hard
ware department and will also keep 
the accounts. William Jackson, who 
has been in the employ of William 
Leininger for a number of years, will 
have charge of the furniture and un
dertaking departments. Mr. Jack- 
son is a licensed embalmer. Mike 
Kultala, the President, is a well- 
known Ishpeming business man, 
while Mr. Salminen, the Vice-Presi
dent, is a contractor and builder. The 
other stockholders include some of 
the more prominent Finns of the city. 
Messrs. Anderson and Jackson will 
leave Thursday night for Chicago to 
purchase goods for the new store. 
They expect to have part of the stock 
here next week.
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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)2.

Beets—60c per bu.
Butter—The market is quiet. All 

receipts are absorbed as fast as they 
come in. Factory creamery is quoted 
at 30@(31c in tubs and 31@32c in 
prints. Local dealers pay 24c for No. 
1 diary, 17c for packing stock.

Cabbage—50c per bu.
Carrots—60c per bu.
Cauliflower—$1.75@2 per doz.
California Fruits—Pears, $2.25 per 

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

Cantaloupes—Osage, 75c per bu. 
crate; Hoo Doo, 60c per bu crate.

Celery — Home grown. 18c per 
bunch.

Cocoanuts—$4.25 per sack contain
ing 100.

Crabapples—$1.25 per bu. for Hy- 
slips.

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

Eggs—'The market is strong and a 
trifle higher. Local dealers pay 24c 
for candled stock.

Grapes—Both blue and white vari
eties command 11c per 8 lb. basket; 
Delawares, 18c per 8 lb. basket; 4lb. 
baskets crated, $1 per doz for blue and 
white and $1.50 for Delawares. Blue 
and white grapes in bulk, 60c per bu.

Green Corn—12c per doz.
Green Onions—15c for silverskins.
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. The buy
ing price on the market ranges 
around 35c, but many growers are so 
uncertain over the future that they 
are offering their crops at 25c if mar
keted at once.

Oranges—-Californias are in ample 
supply at $3.25.

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

Peaches—The market is fully sup
plied with Chiles, Gold Drop, Lemon 
Trees, Kalamazoos and other stand

ard varieties which find an outlet on 
the basis of $1.25@1.50 per bu.

Pears—Clapps, Favorite and Flem
ish Beauty command $1 per bu.

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

Pieplant—75c per box.
Plums—Blue Damsons command 

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

Potatoes—Home grown, 75@80c 
per bu.

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

Poultry—Local dealers pay 12^c 
for broilers; l l ^ c  for fowls; 9c for 
old roosters; 10c for geese; 10c for 
ducks; 14@16c for No. 1 turkeys and 
12c for old toms. These prices are 
2c a pound more than live weight.

Quinces—The price ranges around 
$2 per bu. The crop is light on ac
count of the blight.

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

Squash—$1.50 per 100 lbs. for Hub
bard.

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

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

Turnips—50c per bu.
Veal—Buyers pay 8@14c 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 on the to

boggan, raws having declined from 
6.27c to 5.77c and refined grades hav
ing slumped in proportion. Arbuckle 
and Federal are quoting granulated 
to-day at 6^c. The country is stock
ed up for some time to come and is 
not attracted by the moderate reces
sion to date, and probably would not 
come in were refiners to cut the pre
vailing basis sharply. It has been the 
continued operations of the United 
Kingdom which kept things going 
of late and these have now dwindled 
down to swapping against raws held 
for English account. Efforts to ne
gotiate Philippines against granulated 
were said to have been futile. But 
there are those who maintain that with 
the war prolonged, Great Britain will 
be compelled to buy our sugar, as its 
refining capacity is limited and not 
equal to the consumption. Small 
shipments of Javas are said to make 
for a shortage in raws abroad. Beet 
sugar will be in smaller supply with 
possibility of the crop being sharply 
reduced by the campaigning and, in 
any event, Germany cannot export to 
any large extent. There is not too

much sugar in sight before new crop 
sugars are available, and Cuban sug
ars are practically the only supplies 
available in quantity, and if the hold
ers of these sugars refrain from com
peting among themselves they can 
prevent the market from being forced 
down, but whether or not they will 
do so remains to be seen. While 
there is some export demand for re
fined sugar, there is none for raw sug
ar, on account of the limited refining, 
capacity in England, so that holders 
have not this outlet to look forward 
to at the moment.

Later—Telegrams from New York, 
received as the Tradesman goes on 
the press, announce that all the New 
York refiners have reduced granulat
ed to a 6$4c basis.

Coffee No one is buying except 
for immediate wants. Coffee has 
been bought very cheaply in Brazil, 
both Rio and Santos, and when that 
coffee gets into this country the ef
fect can hardly be otherwise than de
pressing, unless it is held in strong 
hands. Ordinary grades of Brazil 
coffees are weak, while the better 
grades are firmly held at a premium, 
by reason of comparative scarcity. 
Mild coffees are also weak, by reason 
of holder’s pressure to sell. Java 
and Mocha are about unchanged 
from a week ago. Both are steady 
on a comparatively high basis.

Canned Fruits—There is little busi
ness reported in any line, and the 
general tone of the market is easy, 
especially in California apricots and 
peaches and gallon apples.

Canned Vegetables — The warm 
weather during the last half of the 
past week seems to have stimulated 
production, and factories are said to 
be getting even more stock than they 
needed. Advices from large packing 
centers, however, stated that it was 
not so much the increased output that 
was impelling packers to make con
cessions as the need for ready money. 
Buyers here looking for further con
cessions placed few orders at the end 
of last week. The corn pack in this 
State at least, is large. More enquiry 
is reported, but the limited offerings 
restrict business, and the market is 
quiet but firm. Peas are in a strong 
position, but the movement in them 
at present is light. String beans also 
are firm, although there is no import
ant movement at this time.

Nuts—Spot stocks of Tarragona al
monds are light, but a fairly large 
supply of new crop is expected to ar
rive in this country soon. Some new 
crop French almonds have arrived 
and are offered as soft shell, although 
they seem hardly to grade up to that 
kind. They are rather between Tar- 
ragonas and hard shell. Importers 
look for adequate supplies of almonds 
from France and Spain this season. 
Walnuts are not so firm, as the trade 
expects ample supplies. Filberts are 
quiet and unchanged. Arrivals of 
Barcelonas are expected here early in 
October. There is a free movement 
reported in Brazil nuts on the basis 
of previously quoted prices.

Cheese—Full cream is steady and 
unchanged, with seasonable consump
tive demand. The market is firm at

present prices. Owing to very favor
able weather, the quality arriving is 
very good. The usual consumptive 
demand is looked for.

Canned Fish—Stocks of salmon in 
packers’ hands are reported to be 
closely cleaned up. and second hands 
seem to have little to offer. How
ever, the demand does not appear to 
be urgent, and, while the tone of the 
market is strong, no material advance 
■in prices is to be noted. American 
sardines are unsettled but without 
further quotable change. Leading 
packers are reported to be booking 
orders for key-opening quarter oils 
quite freely but disposed to turn down 
business in keyless goods at the lower 
prices. The run of fish is reported 
to be fair, but the cost to the pack
ers is still high. Tuna fish is fairly 
active and firm, and a fair demand is 
reported for Japanese crab meat. 
Lobster is dull, but there is no pres
sure to sell.

Salt Fish—Mackeral shows little 
or no change. Prices are fair and 
available stock, both old and new, 
still scarce. Some new Norways are 
in sight, but they will go out at high 
prices until the situation as to ship
ping clears a little. Cod, hake and 
haddock are quiet at steady to firm 
prices.

Provisions — All cuts of smoked 
meats are steady and unchanged, with 
a good consumptive demand. Pure 
and compound lard are steady at a 
decline of %@%c and with only fair 
demand. Barreled pork, dried beef 
and canned meats are unchanged with 
slightly decreased demand owing to 
the cool weather.

The sympathy of the trade will go 
out to C. W. Carpenter, Manager of 
Gilmore Bros., Kalamazoo, in the 
death of his wife, who had been a 
patient sufferer for many years. The 
life of the deceased was full of kind
ly, noble deeds and her career will 
ever remain a fragrant memory in 
the city of her adoption. Mr. Car
penter’s devotion to his wife during 
her long period of suffering is an 
eloquent commentary on the charac
ter of the man, who spent every hour 
at the bedside of his afflicted com
rade which could be spared from the 
large responsibilities committed to 
his care.

Detroit—The Detroit Enclosed 
Body Co., manufacturer and dealer 
in automobiles, automobile bodies 
and accessories, has been incorporat
ed with an authorized capital stock 
of $10,000, of which amount $6,000 
has been subscribed, $5,000 paid in in 
cash and $1,000 in property.

J. L. Beckman, of Beckman & Co., 
dealers in general merchandise at Le 
Roy, accompanied by his wife, has 
been in Detroit the past week pur
chasing fall goods and going from 
there to Milwaukee to spend the Jew
ish holidays.

The drug stock and fixtures for
merly owned by Dr. R. Sciotte have 
been purchased from Don E. Minor 
and Charles G. Turner by William P. 
Wolf.

mailto:1.25@1.50
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PAY TAXES IN EACH STATE.

Effective Method of Curtailing Mail 
Order Competition.

Nashville, Tenn., Sept. 22.—We are 
going to try to get the 
next session of Congress to 
pass the . enclosed bill to pro
vide revenue for the individual state, 
as well as require that the mail order 
and premium houses pay a tax to each 
state, in which they ship goods in 
competition to the local retail deal
ers. We have taken up a big propo
sition, but we hope by January, 1915, 
to have interested most of the retail 
associations of all lines, as well as 
local boards of trade, in most towns, 
and we hope that each person inter
ested in this matter, will write us a 
letter so that we can secure their 
co-operation when we try to secure 
the passage of this bill.

We are endeavoring to have this 
bill read by the retail and wholesale 
merchants of the United States, .as 
well as' by the manufacturers. We 
believe that this tax referred to in 
this bill is legitimate and fair, in that 
it puts all of the dealers on the same 
footing as a local retail merchant, for 
at the present time, out-of-state mer
chants pay no city, county or state 
tax, in any state, except where they 
carry warehouses, etc.

It has come to our attention, after 
investigation, that it is estimated in 
all lines of retail business throughout 
the United States that the local deal
ers secure 77 per cent, of the trade, 
perishable produce excepted, and that 
dealers in other states, selling from 
solicitors and catalogues, secure the 
other 23 per cent. We believe, that 
in the preservation of business inter
ests, unless this 23 per cent, be taxed, 
as are the local dealers, that within 
a short time all of the business of 
this country will be done from a few 
large cities, and the smaller towns 
will gradually disappear.

There are, at the present time, more 
than one thousand mail-order houses 
in the United States- doing a business 
of over one billion dollars. Some 
of the, individual houses are doing a 
business of over one hundred million 
dollars per year.

One of the large mail order houses 
boasts that it has over six million 
customers, which is equivalent to 
every man, woman and child in the 
State of Illinois, figuring on five per
sons to the family. This house has 
families as customers equaling the en
tire population of one-third of the 
United States, and while these cus
tomers do not make all of their pur
chases through these mail order 
houses, still this business should be 
secured by the local dealers. This 
one house is estimated as doing one 
fiftieth part of the aggregate mail or
der business done in this country. 
This has all happened in the last thir
ty years, and at the same rate of in
crease, how long will it take for them 
to have ’ the entire business of this 
country?

The larger mail order houses start
ed business on a few dollars, selling 
a few articles, such as watches, pis
tols, etc., and in the earlier days, 
were investigated by the postoffice 
department and on a few occasions 
the use of the mails was forbidden 
them. To-day they will sell you a 
paper of pins, drug sundries, a suit 
of clothes, a gun, groceries, a furnace, 
an automobile, a threshing machine 
or even a made-to-order house.

While drawing support from all 
sections of the country, they pay no 
taxes in the locality where they se
cure the bulk of their trade. They 
support none of the local institutions, 
while local merchants pay taxes up
on the property owned, as well as 
f<W. the privilege of doing business, 
and & is the local merchant who gives 
support to every civic organization, 
to the churches, the educational in-r.

stitutions, and to every public and 
semi-public affair that stands for the 
enlightenment and advancement in 
the community in which he resides.

These things, the public should un
derstand, as well as the merchant. 
Upon the business of a community 
depends its population and the value 
of property therein.

A peculiar thing about the mail or
der business, of our local communi
ties is that it affects every one, es
pecially

The Banker, because it reduces the 
capital invested in business in his im
mediate section.

The Farmer, because it reduces the 
prosperity of his immediate town, to 
which he takes his perishable prod
ucts to be bought by its populace, and 
when the prosperity of his town de
creases the value of his property de
clines also.

The Merchant, because his trade is 
reduced by houses that do not help 
in local taxes and charities.

The Insurance Man, because insur
ance oh stocks of goods of mail or
der houses are carried in other cities.

The Hotels, because if all business 
was done through local merchants 
there would be no more traveling 
men, and it costs as much to sell a 
bill in Chicago, as it does in Phoenix, 
Arizona.

The Laborer, because it centers la
bor in larger cities, in which the ex
pense of living is higher.

Summing it all up, the very exist
ence of a local community depends 
upon the business done therein and 
the taxes paid thereon.

We are in no way trying to restrict 
the trade of mail order and premium 
houses, but we realize that the pres
ent exemptions to taxes in all the 
states, counties and towns except 
where they carry warehouses, etc., is 
not fair to any one in a local com
munity in which they ship goods.

If you will, we will be glad for you 
to give the enclosed House Record, 
No. 5308, a prominent display and 
write up in your next issue. You 
are at liberty to use any part or all 
of this letter for publication and we 
will be extremely glad if you will 
ask all your readers, who are inter
ested in this matter, to write us so 
that we can have an idea of whom 
we can rely upon to give assistance 
to us :n the passage of this bill.

H. Kai Howse, Sec’y.
The full text of the prepared law 

is as follows:
Section 1. That all persons, firms, 

or corporation in the United States 
which are now conducting, or which 
may hereafter conduct, a mail order 
business interstate for the purpose of 
selling goods, wares, and merchan
dise direct to the consumer shall pay 
a tax of 1 per centum upon the 
total cash value of all goods, wares, 
and merchandise sold within any 
state.

Sec. 2. That every person, firm 
or corporation conducting a mail or
der business as defined in section one 
of this Act shall keep in proper books, 
to be provided by the Secretary of 
the Treasury of the United States, 
an accurate and complete, account of 
all goods, wares, and merchandise of 
every character and description so 
sold, together with the actual selling 
price of the same.

Sec. 3. That on the thirty-first 
day of December, after the passage of 
this Act, and on the thirty-first day 
of December each year thereafter, 
every person, firm, or corporation en
gaged in such business shall render 
a full and complete Statement to the 
Secretary of the Treasury, upon 
blanks to be furnished by him, of the 
total cash value of all goods, wares, 
and merchandise sold during the year 
in the various states of the United 
States.

Sec. 4. That the Secretary of 
the Treasury shall determine the 
amount of the tax to be paid by each

person, firm or corporation (at the 
rate of 1 per centum upon the total 
cash value of all goods, wares, and 
merchandise sold within any state) 
engaged in such mail order business, 
and shall give notice of the amount of 
said tax due and payable, pursuant 
to the terms of this Act in such man
ner as in his judgment is most prac
ticable.

Sec. 5. That every persons, firm, 
or corporation subject to said tax 
under the provisions of this Act and 
reporting to the Secretary of the 
Treasury shall pay said tax on or be
fore March first of each and every 
year after this Act shall become a 
law.

Sec. 6. That the Federal courts 
of the United States shall have pow
er to enforce the collection of said 
tax upon the application of the Sec
retary of the Treasury.

Sec. 7.—That the Secretary of the 
Treasury shall apportion said tax 
among the several states in the ratio 
of the actual amount of goods sold 
in each state.

Sec. 8. That the tax so appor
tioned shall be paid by the Secretary 
of the Treasury to the various state 
treasurers entitled thereto; said tax 
to be used in such manner and for 
such purposes as the said states may 
by law direct.

No Permanent Peace So Long as 
Militarism Remains.

Detroit, Sept. 22.—As a native or 
Germany who voluntarily left the 
Fatherland to secure immunity from 
the most cruel military terrorism the 
world has ever known and as one 
who has no sympathy with men ol 
German birth or descent who are 
American citizens for the same rea
son I am, yet who are lickspittles of 
the Kaiser and find fault with Ameri
cans and right thinking Germans who 
condemn the Kaiser’s war and his 
barbarous methods of warfare, 1 
crave a small space in the Tradesman 
to urge that there be no premature 
peace. For the United States, as me
diator, to bring pressure on the Al
lies to stop the war before their task 
is done, would simply give a new lease 
of life to German militarism and meg
alomania. There should be no sen
timentality on the part of pacificists 
at this stage. To ask the Allies to 
pause before they have destroyed the 
malignant growth of Pan-Germanism 
would be like asking a surgeon to 
stop midway in cutting out a cancer.

The papers hint that the Berlin 
bankers are taking alarm and that 
they and the government will soon be 
ready to welcome mediation; but, in 
the interest of civilization, there must 
be no mediation now. The Kaiser 
and his bankers saw no sufficient rea
son for preventing a war which they 
expected would be paid for by exact
ing untold milliards from France.

For behind all question of imme
diate loss of lives and of financial

disaster lies the pivotal question of 
Pan-Germanist militarism. Since 1871, 
Europe has paid directly some forty 
billions of dollars in order to keep up 
the pace of militarism set by victori
ous Prussia. Indirectly, the cost has 
been larger still—and the most fright
ful blow of all to civilization has been 
the erecting of militarism as the 
highest ideal of the German people.

It has become not merely an ideal 
but an obsession—a mania, causing 
all sorts of people in Germany to drop 
reason and conscience. The Kaiser 
and Chancellor regard the most sol
emn compact that governments can 
enter into as a mere scrap of paper. 
Professor Eucken, who came over 
here last year to impart to us an im
proved religious philosophy and sys
tem of ethics, raves at England be
cause she refused, at the request of 
the Kaiser, to violate a solemn treaty 
which the Kaiser was equally pledged 
to keep. Professor Harnack assured 
the Americans in Berlin that the spir
itual existence of Germany was at 
stake, and compared the Germans to 
our Saviour “obedient unto His 
death on the cross.” Obsession can, 
of course, no further go.

We had the same phenomena in 
the witchcraft delusions. We had it 
still more impressively in the cen
turies of religious persecution, when 
persons as virtuous as Eucken or Har
nack believed in destroying, with the 
more cruelty the more piety, those 
whom they denounced as heretics. So 
to-day Pan-Germanist militarism 
causes its victims to believe that 
every non-German people must be 
reduced to subjection or destroyed. 
This obsession early attacked the 
German reason; for, although the 
Germans proclaimed that they must 
defend their very existence against 
the Slav, they immediately hurled 
their armies against the French and 
the English.

Not until the obsession of militar
ism has been pounded out of the Ger
mans in the only way they can un
derstand—that is, in the military way 
—can peace be thought of. Then 
even the professors of religion will 
come to their senses. Then the great 
patient German people, with their 
many admirable qualities, will ask 
themselves in shame and tribulation, 
whether this ideal of militarism, cun
ningly exploited for the benefit of the 
Hohenzollern dynasty, is what they 
had a right to expect of national uni
ty. The true greatness of Germany— 
its poets, its historians, its musicians, 
its philosophers, its men of science 
—all flourished in the days before the 
Empire. The Prussianization of Ger
many has inevitably led to this most 
atrocious of wars. There can be no 
peace with this obsession.

Jacob Schlosser.

A young mother imagines the only 
thing in the house that a burglar 
would want is the baby.

Over 13,000 Telephones
In the Citizens Telephone Company’s 
Grand Rapids Exchange, and still 
growing. Also connection with 200,- 
000 telephones in Michigan by means 
of direct copper metallic Long Dis
tance Lines.

U se C itizen s S erv ice
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SIX THOUSAND STUDENTS.

How They Are Fed in Our University 
City.

Ann Arbor, Sept. 21.—(Did you ever 
live in a university town? A real, 
genuine university town of the P. T. 
Barnum or Big Show Type? If not* 
you can hardly appreciate the changes 
that take place in its activities. Just 
now there are signs of awakening 
showing up all over the city which 
seem to say something will be doing 
from now on until next July, when 
Ann Arbor will need to relax, quiet 
down and prepare for another stren
uous nine months.

Coach Yost is here, holding any
thing but “pink tea parties” on Ferry 
Field every day. New families are 
moving in, some to make Ann Arbor 
their permanent home, because of 
its reputation as an ideal city in which 
to live; others to stay only long 
enough to give their sons and daugh
ters a university education. Business 
concerns are stocking up and some 
re-opening after closing for the sum
mer. Fraternities are getting ready 
for the rushing season, during which, 
I am told, the enthusiasm is so great 
that they can put up the plainest 
kind of meals and the freshmen think 
it is like dining at the king’s table 
and what mother used to make is for
gotten. But this is only temporary, 
for before the first semester is over, 
they are able to tell the difference 
between ^oleo and dairy butter' and 
are looking and longing for boxes 
from home.

This annual awakening and coming 
back to full life is an experience that 
only the university and college cities 
enjoy and acts as a tonic for all who 
live here. Ann Arbor business men 
are quickening their step, the homes 
are dressing Up and seem to say wel
come, the University chimes sound 
sweeter and things are really ready 
to move.

The opening of the University 
means 6,000 additional inhabitants for 
nine months to a city of 17,000 or an 
increase of one-third î s population. 
It would be a serious problem for 
most cities of its size to take care of 
so many for three or four days, to 
say nothing about nine full months. 
They are handled here with ease and 
in a natural way, for Ann Arbor has 
a reserve capacity that has been 
growing for years and years and high
est standards of rooming and board
ing houses are found here.

There are two boarding houses 
which are models in every way—the 
Chubb House at 209 South State 
street, and the Freeman House at 803- 
80Tf East Washington. These two 
houses feed between 500 and 600 stu
dents, three times a day and seven 
days each week, making between 
12,000 and 13,000 meals a week. 
Do not class these men with 
the ordinary boarding house 
keeper, for they are keen busi
ness men of integrity and maintain a 
system which takes into account every 
detail. George S. Chubb, proprietor 
of the Chubb House, has been in 
business for twelve years. He retired 
once, but after being away for three 
years, returned and is now back in 
his old stand. He is genial, being 
possessed of an even temperament 
and a spirit that will always remain 
young. Mr. Chubb, whole general 
manager, has associated, with him 
John A. Neelands as steward and 
manager of the dining room. Mr. 
Neelands has been with Mr. Chubb 
four years and now enjoys the life 
and business so well that he refuses 
to practice law for which he is edu
cated to handle and look after this 
large dining room of students three 
times a day. He is always figuring 
out possibilities and tells me that he 
could feed the whole German army 
in Mr. Chubb’s dining room, one meal 
only, allowing twenty minutes, for each

soldier to eat in, in a little over nine 
years. Mrs. Chubb also is an import
ant factor, for it is she who oversees 
the kitchen and the minute the time 
arrives for the serving of meals, the 
food is always ready.

The Freeman House is ’composed 
of two houses on East Washington 
street. These are arranged into din
ing rooms on the first floor, connect
ed by a kitchen in the rear. C. S. 
Freeman has been located here for 
ten years and personally looks after 
the management, with Miss Lillian 
Hines as assistant. Mr. Freeman used 
to live in Kent country and was for
merly a school teacher in that section 
of the State. He saw the possibili
ties in running an establishment of 
this kind and has been successful 
from the start. Miss Hines makes 
out the menus and looks after the or
dering from the retail stores, but Mr. 
Freeman does the quantity buying.

Both of these houses make it pos
sible for about fifty or sixty young 
men to attend the University by af
fording them an opportunity to earn 
their meals, washing dishes or wait
ing table. This arrangement makes 
it possible for both houses to serve 
better meals for the money than it 
they had to hire help in the usual 
way. They carry large stocks of 
table supplies, preserve and can im
mense quantities of fruits and give 
their boarders more “home cooking” 
than is usually provided in hotels 
and boarding houses. These houses 
enjoy a reputation for good things to 
eat that forbids them closing during 
vacation, the good families of Ann 
Arbor freely patronizing them when
ever they have the privilege.

E. J. Fritz, 410 East University ave
nue, represent the Sherer-Gillette Co. 
of Chicago. He recently placed a 
sixteen foot display counter in the 
store of the Lamb & Spencer Co., 
318 South State, which has lately 
been rebuilt and remodeled. He has 
a good counter and says there is a 
growing demand for it in the up-to- 
date stores.

One of our distinguished professors 
returned from a trip to Europe a 
short time ago. Our daily paper pub
lished a long interview with him, in 
which he informed us there had been 
no advance in food stuffs in England 
and that our advances^ here were un
called for and made in a spirit of 
graft. Commercial journals tell us 
that England places a limit where 
prices may go and this limit on gran
ulated sugar, a short time ago, was 
9c per pound. Also we read of the 
price that the United Kingdom has 
paid for raw sugar, which corres
ponds with our quotations, and then 
we wonder if there are not some ex
ceptions in which advances take place, 
although in the main the professor 
may have told the truth.

The editor of the Tradesman has 
a faculty of saying words that fitly 
apply. For instance, “Boss Butcher” 
instead of “Kaiser.” Many would like 
to be present at such a trial and help 
pronounce such a sentence as he told 
us of in his columns a few weeks ago.

Pluck and patience were demon
strated to the people of Ann Arbor 
this week when they saw Donald 
Gregory go 5,000 feet and stay in the 
air ̂  forty minutes with an aeroplane, 
which was the work of his own brain, 
after three years of hard work and 
discouragement. He is now only 23 
years old.
. Ann Arbor has a Merchants De

livery Co., with a central depot that 
is known far and wide. Merchants 
from other cities are constantly com
ing here to look it up. It is a stock 
company and the stock is all held by 
the merchants, with Lewis Rhodes as 
manager. It has been successful from 
the start, the company owning the 
property it occupies, a first-class 
equipment of horses and wagons, no 
indebtedness and a surplus of money 
on hand. Spurgeon.

What Some Michigan Cities Are 
Doing.

W ritte n  fo r  th e  T radesm an .
Belding has a fine new city hall, 

also a new park at Congress and 
Pleasant streets, with drinking foun
tain and water basin. Hitching rails 
have been removed from Main street 
and another hitching place provided 
for horses.

The Michigan College of Mines at 
Houghton, opens its doors this year 
for the first time to miners, mill men 
and other workers, with special short 
courses for practical men. Short unit 
courses of study are given in mining, 
metallurgy, drawing, practical calcula
tion, concrete construction, etc., the 
aim being to give men what they 
need in advancement along any line 
without red tape or waste of time. 
This institution has never taken a 
more helpful step in giving vision and 
opening vistas to men who otherwise 
would remain anchored to one job.

Charlotte will entertain the Eaton 
county fair the week opening Sep
tember 29.

United States engineers are at Bat
tle Creek to make a survey and will 
present the city with flood prevention
plans.

Steps are being taken by Battle 
Creek to secure a strip of land around 
Goguac Lake for boulevard purposes.

Pontiac will vote in November on 
a proposition to issue bonds for $7,- 
500 to build a garbage reduction
plant, following a recommendation ol 
the health board.

Plainwell’s new industry, the Safe
ty First Motor Car & Truck Co., will

locate in the old shoe factory and 
will first turn out trucks, adding 
pleasure cars later.

Business men of Potterville have 
subscribed for sufficient stock, so that 
the village is assured of a new bank 
soon.

Constantine will convert its sunken 
garden or school pond into a pretty 
park.

A hospital building costing $20,000 
will be built at Alma in connection 
with the Michigan Masonic Home.

Lansing will open night schools 
soon, the Board of Education having 
appropriated $2,000 for the purpose.

Kalamazoo will vote November 3 
on an amendment repealing the pres
ent ordinance prohibiting Sunday 
theaters and amusements.

Fire Chief Belfy, of Muskegon, is 
urging property owners and tenants 
of buildings there to look over their 
chimneys, furnaces and stove pipes 
to see that they are in good condi
tion before starting fires. He says 
that one fire out of three every fall 
might easily be avoided by this pre
caution.

An expert who has been looking 
over and testing the waterworks at 
Lowell says that the mains are too 
small and the pressure inadequate in 
some parts of the town.

Scottville will have a new opera 
house of brick and tile, 23x100 feet, 
one story.

Bellevue has secured additional train 
service, two Grand Trunk trains west'
stopping mornings.

Almond Griffen.

GOOD GOODS

Good Goods means to us 
the best article of its grade 
that the world’s market af
fords, and full measure, and 
full count. W e sell good 
goods.

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

Grand Rapids—Kalamazoo 

THE PROMPT SHIPPERS
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THE MAN OF THE HOUR.
The presidential successor at the 

Michigan Agricultural College is a 
subject of vital importance to the cit
izenship of the State. We had the 
first agricultural college established 
in this country and while this fact, 
historically, is a valuable credit to 
our State, it is of far greater moment 
that ours should be the best institu
tion of its kind in America. This 
reputation is in the hands of' the men 
and women whose character and ser
vice have been given inspiration and 
impetus through the influence of the 
College upon their lives. These are 
the people who are expressing their 
deep interest in the choice of the 
Board of Agriculture of a man to suc
ceed President Snyder, whose resig
nation is in its hands.

The names already suggested as we 
gather them from current items in the 
State press indicate the high ideal in 
the minds of thosfe who give voice 
to their opinion. Among them are 
President Kenyon L. Butterfield, of 
Masschusetts; Dean L. H. Bailey, 
who recently retired from university 
work at Cornell; Dean Eugene Dav
enport, of Illinois University; Wm. A. 
Taylor, the efficient Assistant Secre
tary of Agriculture at Washington; 
Dean Fred B. Mumford, of Missouri 
University; and Principle Waldo, ol 
the Western Michigan Normal School 
at Kalamazoo. All of them are strong 
men who received their initial college 
training at the Michigan Agricultural 
College. Any one of them would 
bring his alma mater a wealth of ex
perience that would command suc
cess.

The educator who shall be chosen 
for this leadership should have the 
equipment which can only be obtain
ed by a special training along the 
lines of industrial education as ap
plied to the great problems of agri
culture, as a supplement to a broad 
experience in educational methods.

Having made an enviable reputa
tion in the first half century of its 
existence in developing men who 
have become leaders in progressive 
agriculture, the College is entitled to 
an executive of the highest culture 
and widest reputation among farm
ers and educators.
f it  is time to straighten out some 

of the kinks in Michigan’s educational

methods and apply some of the mod
ern rules of economy and efficiency 
to our system. Because it has become 
a habit with us to extol our Michi
gan system of education, we have 
neglected to take proper precautions 
in handling our great schools, having 
in mind the securing of the best re
sults for the expense incurred in ed
ucational management. The Board 
of Control have not worked in har
mony with each other in giving the 
State the best possible results. They 
have worked at cross purposes and 
jealousies have arisen which have 
shown themselves in legislative dis
cussions which have accompanied the 
action in caring for the needs of the 
institution.

An unusual opportunity will come 
to the new executive of the Agricul
tural College in ironing out these dif
ferences and crystallizing a plan which 
will avoid unnecessary duplication of 
effort. It will require a large man 
for the job. Added to other intrin
sic qualifications he must have had 
some experience as a diplomat in or
der to avoid friction in dealing with 
strong personalities.

The position will not be a sine
cure and men of the requisite ability 
will hesitate to take it, while there 
will probably be many entering the 
lists who will minimize the task and 
to whom the enrollment will look 
large.

The Tradesman, in reviewing the 
possible men who could undertake the 
service with promise of success, un
hesitatingly commends to the State 
Board of Agriculture the name of 
President Kenyon L. Butterfield, of 
the Massachusetts Agricultural Col
lege.

Mr. Butterfield graduated from 
the College in 1891 and was for a year 
Assistant Secretary of the College. 
He was for some years editor of the 
Grange Visitor and had the full con
fidence of the granges of the State. 
He was for some years Superinten
dent of the Farmers’ Institutes and 
inaugurated the methods which have 
proven so successful in the State. For 
two years he was College Field Agent 
and originator of many of 
the plans which have since 
been carried on so success
fully in popularizing the College 
among the farmers. Later he took 
special work at the Michigan Univer
sity, receiving a Master’s degree, hav
ing in mind particularly service along 
social and economic lines for the im
provement of country life. He was 
called to the Presidency of the Rhode 
Island Agricultural College and made 
so pronounced a success in this field 
that he commanded the attention of 
New England educators. He accept
ed the Presidency of the Massachu
setts Agricultural College, where he 
has done his best work during the 
past seven years. He has been the 
leader of the country life movement 
in England and has served with emi
nent ability on the Country Life Com
mission created by President Roose
velt and the more recent Government 
commission to investigate rural cred
its and other collateral subjects in 
Great Britain and Continental Eu

rope. His opportunities for develop
ment in lines to fit him for the work 
in hand in Michigan have been excep
tional. His achievements are the pride 
of our State. He has written ably 
upon the problems of the country side 
and everything that has emanated 
for him has been constructive and to
day he is recognized as the authority 
in our country upon the subjects 
which have commanded his special 
attention.

Without having consulted him and 
having in mind the supremacy of the 
Michigan Agricultural College among 
the institutions of its rank and effi
ciency in our educational system, we 
urge the Board of Agriculture the 
desirability of securing Mr. Butter
field for Michigan.

SUPPLYING THE ARMIES.
America, Australia, and India will 

be called upon to supply Europe’s 
armies with wheat for men, and oats 
for horses until new crops of these 
grains in Argentina can be harvested 
and shipped. This will not be until 
the end of the year. Russia has ship
ped out no wheat or oats of conse
quence since the war started. This 
has thrown the burden of supplying 
requirements of England, France, and 
other countries upon the United 
States. It has brought unlimited buy
ing here, and an advance of over 21 }/2 
cents in prices, followed by a break 
of 10 cents.

Last week saw a break of 6 cents 
in prices, and a complete recovery ol 
10 cents in less than twenty-four 
hours. Such changes are unusual, but 
it must be remembered that govern
ing conditions in the market are also 
unusual.

Corn prices have dropped 7 to S 
cents from the extreme high point, 
with a 3 cent recovery. Interest in 
corn has diminished, but it will be no 
surprise if “fire works” are seen in 
September contracts at the end of the 
month, should there be a good-sized 
short interest to cover. Industrial 
interests have absorbed the bulk of 
the cash corn delivered on September 
sales this month, and are shipping it 
out.

The Tradesman gives place this 
week, as it has in previous editions, 
to several communications on the 
subject of the Kaiser’s war. So far 
these communications have been anti- 
Kaiser, although all of them have 
been written by men of German birth 
or German descent. The columns of 
the Tradesman are open to communi
cations on this subject at any time, 
no matter what views the writers may 
entertain, providing the contributions 
are free from slurs and innuendo and 
state facts in an attractive or original 
manner. It is preposterous to hold 
that a trade journal should refrain 
from the discussion of subjects per
taining to the war. Anything that has 
a bearing on business is a proper sub
ject for-discussion in a trade journal. 
Certainly the Kaiser’s war is affect
ing business as it has never been af
fected before.

Wrinkles are little ruts made by 
the wheels of time.

OUTCOME OF THE WAR.
Public sentiment in the United 

States runs strongly against Ger
many, because of the spoliation of 
Belgium, the menace of German mili
tarism and ’the almost universal be
lief that the Kaiser, by holding Aus
tria in leash, could have prevented 
this most unholy war, but the Ameri
can people—if the Tradesman inter
prets their sentiments correctly—are 
not in accord with any plan to crush 
or completely absorb Germany. All 
that the American people will tolerate 
will be the humbling of Germany as 
an arrogant and dominating military 
power for plunging the world into the 
horrors of this dreadful war and vio- 

, fating the laws of nations and every 
instinct of humanity. Nearly every
one concedes that the Kaiser has for
feited his right to rule; that Alsace 
and Loraine should be returned to 
France; that Belgium should receive 
a liberal slice of German territory to 
indemnify her for Germany’s aggres
sions and infamies; that England 
should receive the German colonies 
to recompense her for the expense 
she has incurred in the cause of hu
manity. Russia should, under no cir
cumstances, be permitted to gain any 
foothold in Germany. She should re
ceive a share of Austria and the re
mainder of that country should be 
divided between Switzerland, Italy, 
Bulgaria, Servia and Montenegro. 
Poland should be re-created into a 
republic out of the territory hereto
fore filched by Germany, Russia and 
Austria. Hungary should also be re
established as an independent repub
lic in fulfillment of the dreams and 
plans of Kossuth. Bohemia is ready 
for self-government. The Austrian rul
ing class has forfeited its right to 
rule and the people of Austria would 
be better off if they were made sub
jects of-small governments ‘which 
will, in time, shake off the shackles 
of royalty and become republics.

These plans are, of course, subject 
to revision, but the first good result 
of the war will be the expulsion of 
the Kaiser, the extermination of every 
vestige of militarism, the annihila
tion of privileged classes and the es
tablishment of a republic which, in 
spite of the enormous war debt sad
dled on the country by the Boss 
Butcher, will prosper as she has never 
prospered before. Instead of naming 
her ships after the ruling sovereign, 
she will give them names which sug
gest the paths of peace. Trade has a 
way of going to those who deserve it 
by their ingenuity, their industry, and 
their readiness to seize foreign oppor
tunities. That is how Germany got 
her trade, and how she will get it 
back eventually, if she earns it anew 
by similar qualities. The new regime 
will mark a new crop of poets, paint
ers, thinkers, philosophers, scientists 
and statesmen, who—with unshackled 
minds and clear vision—will turn the 
Wheels of Time away from the mis
takes of the past and divert the 
thought and aspirations and accom
plishments <of the German people 
along the lines of peace, progress and 
prosperity.
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The Lure of Porch and La'wn Furni
ture.

W M tten fo r  th e  T rad esm an .
The demand for porch and lawn 

furnishings has practically arrived in 
this country.

It has been a bit slow in coming4 
for the American people have been 
rather tardy in taking over this fine 
old continental custom of living much 
out-of-doors during the hot summer 
months. But even so, let us rejoice 
that the day of practical judgment in 
this matter has at length come.

English people make much of their 
garden, so-called. It is not a gar
den at all in our American use of the 
term. It is not devoted to the growth 
of vegetables for the table, nor to 
fruits and vines. It is a quiet, shady, 
walled-in segment of the great out- 
of-doors—not unfrequently as pri
vate and secluded as an apartment of 
the house.

As a matter of fact, it is commonly 
regarded in England as a distinctive 
apartment—the big summer, all-pur
pose room. And the English people 
love it. Thither they invite their 
friends, not only of evenings, but 
often during the daytime. Frequent
ly tea and luncheon are served there; 
and thither the family gather for the 
evening meal. And there they re
main of evenings until the hour of 
retirement has arrived.

The English garden is indeed a hot 
weather institution.

It is not precisely to the credit of 
the American people that they have 
been so slow in waking up to the pos
sibilities of outdoor comforts and at
tractions incident to the rational use, 
during the hot summer months, of 
their porches and lawns and gardens.

But there is now a decided reac
tion from our shut-in fondness of the 
past to the more wholesome and in
vigorating custom of being much out- 
of-doors during the hot months of 
July and August.

Several causes have contributed to 
bring about this much needed reforma
tion. One of the most important, I 
think, is the growing popularity of 
the bungalow type of home. The 
bungalow is, of course, a substantial
ly-built structure, storm-proof and 
cozy even in the severest winter 
weather; but it is specifically summery 
in its appearances. It abounds in 
deep porches, commonly sets back 
well from the roads and commands 
a more or less imposing stretch of 
turf, abounding in cool shade by day 
and fragrant with the breath of eve
ning when the sun has retired.

Bungalow furniture is quite differ
ent from the conventional type of 
heavy, hot-looking pieces such as we 
ordinarily find in the general run of 
houses. In equipping the bungalow 
wise householders buy with a view 
to the requirements of the summer 
months. Furniture, therefore, is light 
and airy—such as can easily be re
moved from living room to porch, 
and vice versa. Indeed the furnish
ings of typical bungalow porches are 
becoming more and more a significant 
factor in the equipment of the bunga- 
Jow.

That for one thing; and for another
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the multiplication and exploiting of 
artistic and alluring forms and types 
of distinctly summer furniture by the 
manufacturers of the same. In all 
of which general publicity has play
ed a not inconsiderable part. Further
more the collateral help given by au
thors of fiction in magazine articles 
etc., has helped to popularize the 
passion and search for summer com
fort. And finally, we must not over
look the fact that retail furniture deal
ers, and other shopkeepers and mer
chants throughout the country han
dling furniture in conjunction with 
other lines of merchandise, have had 
a very material part in this vast, 
wholesale task of making porch and 
lawn furniture decidedly and increas
ingly popular among the people of 
this country.

Now everybody has come to realize 
that the lawn is an important matter 
when it comes to providing summer 
comfort; and as for the porch—well, 
it should be a charmed spot that her
alds the comforts within the house 
But of a summer evening, most of 
our company will take it for granted 
that the interior comforts of the 
house are all that they should be— 
only, if it’s all the same to us, they’ll 
just sit out here on the porch and 
enjoy the evening breeze.

The architect nowadays whose 
plans do not contemplate a porch is 
either a provincial indeed, or he is 
sadly handicapped in his aspirations 
by the limitations, either intellectual 
or financial, of the builder. Summer 
comfort demands a porch.

I have a neighbor who is just now 
highly discontented. He has no 
porch. He has a high-priced flat; 
and, as flats go, a modern, well-ar
ranged, elegantly appointed flat—-with 
the one big exception; his flat has no 
porch.

The building is of brick, three 
stories high, and a cool, draughty 
building. But the rooms naturally 
become heated these hot days; and 
early in the evening they are some
times almost unbearably hot. I do 
not blame my neighbor for chafing. 
You would, too, under the circum
stances. To leave off the porch was 
an inexcusable blunder.

With the perpendicular rays of an 
aggressive sun beating fiercely upon 
the roof all during the day, small 
wonder the apartments of our houses 
become warm during the day. Natur
ally it takes time for them to cool 
off when the sun has withdrawn his 
blistering glance. In the meantime 
it is good to retreat to the porch. 
There we get the refreshing breath 
of evening; also obtain a good view 
of our neighbor as he industriously 
mows his lawn. It makes us cool to 
reflect how hot it must make him 
pushing that hefty mechanism of toil 
through the luxuriant grass of his 
lawn. It makes us almost inordi
nately jocose to observe that our lawn 
will go almost a week without mow
ing. Of course if we let George mow 
it, it should be mowed not later than 
day after to-morrow. In the mean
time, however, we enjoy the ease and 
luxury of our porch.

Speaking about porch ease and lux-

urJ> this is largely a matter of porch 
furniture and furnishings. What 
would a porch be without chairs and 
rockers and settees? What a com
fort those cool, summery rockers 
with arm pockets for newspapers and 
magazines! What a cozy and con
venient institution that porch table! 
And how the children and their little 
friends enjoy the swing out on the 
lawn.

Isn’t it amazing, when you come to 
think about it, how much solid hot 
weather comfort can be had from such 
petty investments as we make in 
porch and lawn furniture? And 
isn’t it also a matter for wonder 
that the makers of such wares are 
able to put into their product so much 
of style, utility and comfort, con
sidering the paltriness of the asking 
price?

But all this seems to be exclusively 
from the consumer’s point of view. 
It is intentionally so. And that for 
the reason that I wanted to create 
such a background of sentiment for 
the concluding remarks which are 
from the dealers’ standpoint.

In view of all that has gone be
fore, does it not occur to you that 
the selling of porch and lawn furni
ture is, just now, a most congenial 
and worth-while proposition? I 
should. In selling this class of mer
chandise you are selling the materials 
and accessories of hot weather com
fort. Those chairs and rockers and 
swings and settees and porch tables 
and screens etc., are not simply ma
terial objects in hard wood, willow, 
cane, reed, rattan, etc., etc. They are 
moveable and ponderable pieces of 
externalized comfort, hot weather 
luxury, and summer-evening satisfac
tion!

They should be sold amid an en
vironment as summery and congenial 
as you are able to make it. They 
should be displayed sympathetically 
and feelingly. In the same manner 
should they be featured in the news
paper announcements and talked 
about on the floors of your sales
room. And now is the time to push 
them. The hot weather is here. 
Here also are the long evenings when 
their logical use is suggested and ve
hemently urged by the eternal pro
prieties.

Therefore get busy.
If the people of your community 

are not yet advised as to the fitness 
and essentiality of the outdoor living 
room, help them to get wise before 
cool weather; for in so doing, you will 
do a good turn by them, and also 
clean out a lot of stock that had bet
ter not be carried over until next 
year. Chas. L. Phillips.

Initiative Is the Thing that Counts.
Don’t be a “Leaner.” Don’t depend 

always upon someone else to tell you 
what to do. Initiative is the thing that 
counts most in the business world. Any
body can do what he is told to do if he 
is half a man. What business men are 
looking for is someone who does not 
have to be told—somebody that will go 
ahead and act on his own initiative.

I was a leaner once. I went into busi
ness without much experience. I was

naturally a little timid and uncertain 
about myself, and hadn’t over confidence 
in my ability. I used to think of things 
to do that I felt ought to be done, but 
I didn’t have the nerve to do them. 
I waited to be told.

One day the head of the department 
was taken sick, and had to stay at home. 
When I reached the establishment I 
found no one to take charge of the 
business of the department. It was a 
busy season. Important orders were 
stacking up fast, and things had to 
move just so if we were going to keep 
up with the work.

I waited around for a while, expect
ing that the manager of the place would 
send around a man to take charge. But 
nobody came. At last I jumped in and 
began to direct the work. No one seem
ed to question my authority. Everybody 
started to work just as I directed. I 
was pretty well worried over the re
sponsibility all the time, but once I had 
taken hold there was no way to let go. 
So I kept it up until night.

The next day the head of the depart
ment was still at home, so I again 
pitched in. I got along nicely, but I 
was really frightened when I thought 
what it all meant and what I was under
taking. Well, that kept up for a whole 
month. I seemed to pull through with
out a hitch, but I was wondering all the 
while when my luck would break and 
everything would begin to go wrong 
with me.

One day the news was brought to us 
that the department head had died. I 
tried to figure out who would be put 
in his place. I couldn’t decide in my 
own mind between two or three probable 
candidates.

At close of the day’s work the gen
eral manager sent for me. I thought 
my time had come and went in to see 
him with a pretty long face. “Wilson 
is dead!” he said. That was the name 
of the department head. I told him 
that I had heard of it.

“Have you been managing that de
partment since he was taken sick?”
- I pleaded guilty to the crime.

“Very well,” said the manager. “You 
have done very nicely. I have decided 
to give you that position. Your chance 
pay will date from the last day Wilson 
was at his desk. Just keep on doing 
as well as you have been doing and we 
shall be well satisfied.”

As I walked back to my department,
I thought that if Wilson had not been 
taken sick I wou1d never have come to 
know my own resources, and that no
body would have found out that I could 
handle the position, because I was a 
leaner. I depended on that man for 
everything. And then I thought how 
surprised we would all be if we really 
knew the number of men toiling away 
in the clouded darkness that I used to 
work in.. Leaners never get anywhere, 
although the majority possess the re
sources to make good if they will just 
stop depending upon someone else for 
pointers and orders. If we are orig
inal we can make good out on the desert, 
for business men sometimes look in the 
dry and sandy places for shining lights, 
and surprisingly true, many times find 
what they seek.

Earle William Gage.
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Growth of the Cane Trade in America
Time was in America when the 

walking stick was either a well-whit
tled affair, the by-product of odd mo
ments, a story, a jack-knife and a 
rainy afternoon, or it was a cumber
some store-bought thing with enough 
gold on it to rival a circus leader’s 
baton. A glance at the Fifth avenue 
shops shows that as in most other 
things, from education to coffee mak
ing, from outdoor sleeping porches 
to woman suffrage, there has also 
been an evolution in the types of 
walking sticks used. The tendency 
seems toward greater simplicty.

Odd combinations ranging from a 
military souvenir to trophies of the 
chase and travel still persist. A9 
long as people symbolize a given 
event with some trophy or other tak
en from or connected with a given 
experience, doubtless they will con
tinue to have these trophies done into 
ring, watch fob or walking stick re
minders. An expert in one of the 
Fifth avenue shops tells of making a 
cane out of wood taken from the 
battleship Maine. It was a piece of 
rich mahogany from the officers’ mess 
room cabinet. The action of salt 
water had given the wood a most un
usual tone, which, in connection with 
its history, made it a very valuable 
addition to the collector’s assortment.

Mountings of Histoiical Value.
There are many such individual 

sticks or tops brought in for mount
ing. A wild boar’s tusk mounted in 
silver and set so as to approximate 
the usual opera crook, a bit of wood 
from the first plank used to construct 
the Huhdson tunnel, a chip of jade 
said to have been worn by “Chinese 
Gordon,” and when the American 
army first occupied Manilla a great 
many canes were sold which were 
made of human bones taken from 
the great “boneyard” beyond the 
Walled City, it having been the cus
tom to dispossess the tombs after 
an interment of several years. All 
these curios and oddities continue o 
furnish either the shafts or heads for 
canes.

Coins set into the tops of straight 
sticks are occasionally found. But 
the small-topped stick does not stand 
in such high. popularity as 'does the 
stick with an opera crook—which is 
the right angle turn, or one with the 
Prince of Wales crook. Canes having 
only a slight round bearing surface 
—a ball-shaped top—are not to be 
highly recommended, as they tend to 
paralyze the hand. This is particular
ly true if the cane used is an article 
of utility as well as fashion. Gentle

men who use a cane regularly avoid 
the small ball-topped stick.

While the best shops make their 
own canes—including their own de
signs, which thereby allows for great 
range of types, it can be safely said 
that the attractive dark brown and 
coppery colored snakewood sticks 
are coming into increasing favor. 
Either gold or silver mountings afford 
aestheic contract for the man of 
taste. But not much gold or silver 
is used. Chastity of effect is the lat
est mode. Simple ebony sticks, hex
agonal in shape, cut slight enough to 
be light, and with small plain tops 
of gold into which monograms or 
initials can be delicately chased, make 
attractive evening canes. When 
these have a silken tassel they seem 
to demand an opera cape richly lined.

The Prince of Wales crook, which, 
when not in use, hangs so easily on 
the arm, continues in greatest popu
larity. There are, of course, any va
riety of woods used in these simple 
sticks, from Sumatra bamboos, Phil
ippine redwoods, dark cherries, to 
“Stepped Partridge,” African Penangs 
and Nile Gheries. Malaccas are much 
liked, and, owing to the difficulty of 
their production, cost enough to in
sure their never falling to the level 
of the commonplace. Malacca is a 
sugar cane growth and familiar to all 
by its leopard-spot markings. With 
pleasingly designed handles of dark 
briar wood—usually made only in the 
opera crook, the Malacca is an ar
ticle of use as well as style.

Cane of Rhinoceros Horn.
“Golden ebony,” a rare stick shot 

through with subdued golden tints 
and with a grain somewhat resem
bling old walnut, is quite de luxe. 
But, to repeat, the materials are 
varied, and thus afford the widest pos
sible range of personal taste. An un
usual cane is one produced from rhi
noceros horn. It is also very expens
ive, considering the fact that such 
cane has neither gold nor precious 
stone settings, and is made only from 
pure horn. These horns are not those 
lying amongst the animal head collec
tor’s trophies, nor are they picked up 
on the fields of this animal’s native 
habitat. Rhinoceros horns have to 
be given treatment immediately after 
the great beast has been slain in or
der to “draw” them. A cane of rhi- 
nocerous horn which is all one piece 
costs from three to five hundred dol
lars. The “drawing” is a very haz
ardous process, as it requires the clos
est and most expert attention to bring 
to perfection the translucent tex
tures and maintain straightness of 
grain. A little too much, not quite

enough treatment, imperfection of the 
horn itself, may quickly render the 
work valueless.

The American cane trade is not the 
really large industry it is abroad. 
Americans still exhibit a timorous 
attitude toward the walking stick as 
an article of fashion. But the trade 
is growing, not by leaps and bounds, 
but with that steady increase which 
indicates it is founded on the rock 
of solid desire. As an appreciation 
of the aesthetic significance of the 
cane comes into greater being, it is 
logical to expect that every well 
dressed man in America, as on the 
Continent, will be the possessor of 
many suitable and handsome walking 
sticks.—'Haberdasher.

War Brings Opportunities to Amer
ica’s Retail Clothiers.

The retail clothier in these United 
States who can but see the oppor
tunities which the world-wide war 
creates for him will profit immensely 
through his perception, if he but take 
advantage of his opportunity.

This, as a strictly “seller’s market," 
will change his viewpoint of business 
practices as applied to selling—or, 
rather, forcing the sale of his mer
chandise. He should not quit mer
chandising, i. e., selling clothing. Not 
at all. There will always be some
body to sell the man who wants to 
buy; for this reason it is to the inter
est of .the dealer who is so lucky as 
to have a customer to sell him. But 
it is in the handling of the stock 
where the clothier is going to make 
his money.

It will be unwise to create the im̂  
pression in the mind of the customer 
that the dealer is going to make big 
money through the advance in many 
lines of merchandise; he should be 
careful in the telling of how his own 
lines of merchandise have advanced 
in value—this is a one-sided view; 
rather, tell him, in a general way, how 
much the markets have advanced- 
wheat, corn or the things in which 
he is interested; thus he will be made 
to feel that what the clothier says is

a fact, and it will be a strong illustra
tion to carry the selling argument.

Competition will be the same as al
ways, and he will be required to do 
as much hustling for trade as ever—- 
in some localities maybe more—but 
desirable merchandise in many lines 
will be worth more from day to day, 
and if the clothier but understands 
that there will not be any change in 
the fundamental principles of mer
chandising, he will profit greatly by 
the manner in which he handles his 
merchandise in the advance.

This is the time when the clothier 
who is overstocked can make money 
out of his heretofore hazardous and 
profitless condition, and he doesn’t 
need to lose money now, if he will 
manage wisely.

The first step to make money on 
this overstock is to go through the 
entire stock and handle each piece. 
Withdraw from the usual clearance 
sale at this season all imported goods, 
such as lightweight underwear in 
good condition; put it on the top

“SUNBEAM ” 
FUR COATS
of Marten, Russian Bear, Astra
khan, Galloway and Horse Hide. 
They are cut on full, generous 
lines, with roomy pockets, leather 
arm shields and knit wristlets.

Fur Lined Goats
Very rich, with real Kersey 

shells and lined with genuine Furs 
of all kinds. For real dress and 
comfort they stand ahead of all 
other winter garments.

We positively guarantee SUN
BEAM Fur Goods the highest 
grade on the market to-day.

Brown & Sehler Co.
Home of Sunbeam Goods

Grand Rapids, Mich.

N ew land H at Company
164-166-168 Jefferson Avenue 

DETRO IT

Wholesale Hafs, Caps, Gloves 
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.

N ew land Hat Company
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shelf, or in the stockroom. Do not 
try to close out such stock now.

Add to the underwear German-made 
hosiery. Mark up all the heavy
weights of these lines. Mark up all 
linen handkerchiefs, especially the 
plain ones. Don’t be nervous about 
it! But add a good profit to the 
present selling price on all lines of 
goods in imported materials.

Go through the suit stock, separ
ate the good staple patterns in stouts, 
slims and stubs from the undesirable 
styles; add lines of “regular” which 
are in staple patterns and cuts, in 
sizes 36 to 40. Put all of these in 
separate cases or on tables; they will 
be good sellers next season at a round ' 
profit at the advanced prices.

While going through the stock, 
weed out all extreme novelties 
where style value is the dominant 
feature—young men’s suits in extreme 
styles, novelties in shirts, freak styles 
in hats, etc. No stock of irregular 
sizes is to be classed as desirable; 
very small and very large suits are 
not as salable as the medium sizes.

Now push the undesirables in ever}' 
line; they are worth more to-day than 
they will ever be later. The correct 
principle^of merchandising is quick 
turnover, as the basis of successful 
clothes selling. Bargains will be as 
good a card in war times as in peace, 
and to make use of undesirables for 
this purpose will be to realize cost 
instead of sustaining losses.

Put the merchandise in prime con
dition, renew labels and tickets where 
necessary; handle and clean the stock, 
thus giving it the orginal value, which 
may have been impaired through 
oversight or neglect.

All desirable merchandise will in
crease in value, as before said, but all 
merchandise will not retain its style 
value, and where extreme style gives 
it value, let it go now. Get the 
money out of it, and put the same 
amount into goods that can be turn
ed two or three times in a season, thus 
securing the discounts on every pur
chase.

“Cut-price” sales will not be nec
essary for the clothier who watches 
his stock at this time. He will find 
opportunities to work off slow sellers, 
if they are but kept in sight and con
stantly in mind, because there will 
be a different kind of market from 
that to which we have been accus
tomed. It will take work to keep 
abreast and well informed, but it will 
pay.

This is the time to cultivate the 
taste of the American citizen for 
American-made goods. The foreign 
markets are practically closed to 
American buyers now, and if the 
clothiers of the. United States will 
begin now to educate their customers 
to a proper appreciation of American 
styles and manufactures, it will mean 
a profit to every dealer in the trade 
through the increase of American 
prosperity.

We can, and do, successfully com
pete with the world in matters of 
style creation. But a few months ago 
the French dressmakers raised a big 
row over the use of their labels on 
American-made gowns which equaled,

and in many cases excelled, their own 
in style for this market.

American-made clothing has been 
introduced into the larger cities of 
Europe. Then why not urge the 
good style of American-made gar
ments of all kinds? The American 
citizen is the king, the peace king of 
the world. Why not take him as the 
leader, the arbiter of style and fash
ion in men’s wearing apparel? Let 
us have American styles for the 
American man.

The war news has absorbed the at
tention of every clothier in the Unit
ed States, and in many cases to the 
extent of causing dealers to neglect 
their immediate interests. While it 
is perfectly proper to keep posted 
to the minute, it is profitless to talk 
“war” all the time, in season and out. 
It does not put dollars into the till, 
and it is certain to give offense to 
some one of the many customers, 
who, by reason of birth or associa
tion, is taking sides in the armed con
troversy of Europe and Asia.

This is the time for the clothier to 
practice the wisdom of golden silence; 
his family and intimate associates 
know his views; the dollars of the 
customer who is bitterly opposed to 
him are just as big and of the same 
shape and value as those of the cus
tomer who agrees with him, so let 
the customer hold his views, while 
the clothier holds his good will—and 
money.

War time is not the time for Ameri
cans to talk. The unfortunate men at 
the front are doing, and we can bet
ter be thinking how to keep out of 
rancorous squabbles, which only break 
friendships and cause heart burnings. 
—Apparel Gazette.

Its First Appeal to the Nobier Side.
Chicago. Sept. 22.—Every time the 

Tradesman comes to my desk my 
first impulse is to stop and say “Thank 
you” to you for the fine messages 
carried on its front cover; but the im
pulse is frequently interrupted by the 
urgent call for something else that 
seems to demand more immediate 
attention.

It is so unusual a thing to do—al
beit one so very much needed in this 
old world—for a journal devoted to 
merchandising, as yours is, to make 
its first appeal to the better, the no
bler part of the busy men it serves. 
Quite possibly it does not affect some 
of your readers as it does me, but T 
am moved to express my gratitude 
to vou for making me stop and think 
a bit and then turn to my work with 
a fresh realization that I have an in
finitely wise, loving and able friend 
at hand—One on whom I can call, 
even while at my work and find Him 
“a present help.” Not only so; but 
your fine selections (and originals 
also) keep jogging my memory that 
there are “others” and that I must 
not, dare not, live to myself alone.

I am really glad because of you. 
Forgive me that I have not said so 
to you before. H. R. Clissold.

Cat W a s Lacking.
Norah was a new girl in the em

ploy of the Smiths, and hardly had 
twenty-four hours passed before she 
had the misfortune to drop a piece 
of roast beef on the floor. Roast 
beef that has been used as a mop is 
gritty eating, so Norah thought it the 
better part of wisdom to consign it 
to the garbage can.

‘I think, Norah,” remarked the 
mistress, rambling into the kitchen 
later in the day, “that we will have 
some of that roast beef cut cold for 
supper.”

Sure, an it s mesilf thot’s very 
sorry, ma am,” answered Norah, con
tritely, “but the cat got it when Oi 
wasn’t lookin’.”

The cat got it!” exclaimed the 
mistress, with a surprised expression. 
“What cat?”

“Jay whiz, ma’am!” cried Norah, 
concernedly. “Ain’t there no cat?”

That Floating Cork.
It often happens that, in attempting 

to uncork a bottle, the stopper is forc
ed in the bottle instead, and it thus 
floats on the liquid. This would, per
haps, not be a drawback were it not 
that each time the bottle is to be 
emptied the cork comes to the neck 
and causes an obstruction, preventing 
the flow of the liquid. This can be 
avoided very readily, and all that is 
needed is to bend a piece of stiff iron 
wire in a long U shape, properly fit
ting the neck of the bottle, so that 
the loop portion projects somewhat 
below the neck. Upon overturning 
the bottle, the wire loop prevents the 
cork from reaching the neck to ob
struct it.

Fortunate Parent.
‘ Why, Mrs. Murphy, you looks quite 

festive to-day. Wot’s up, then?” 
“Wot! ’Aven’t you ’eard my Bill 

come out to-day?”
But I thought the Judge gave him 

seven years.”

“Yes, but they’re, letting ’im out 
nearly two years earlier cos’ e’s be
haved so well.”

“Lor’, Mrs. Murphy, what a com
fort it must be to you to ’ave such a 
good son!”

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 
Goldon Oak or Birch Mahogany, with metal 
parts. Black Satin Lacquer or Antique Bronze.

This perfect "Godsend" to any selling 
force, will cost you only 110.80 per dozen, and 
now PONDER THIS A BIT. W e'll send 
any responsible m erchant as many 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 at our cost—that’s de
cent. eh? Mention this journal when you 
write us.

CHICAGO HARDWARE FOUNDRY CO. 
N O R T H  C H ICAG O . ILL.

WHITE
HOUSE’’
COFFEE

has surely reached that point of prosperity where the liveli
ness of its success is fairly expressed by that word—“BOOM
ING,” which better than any other, expresses the FACT that 
its splendid quality has really excited people to the point of 
getting right hold of the “pole” and helping the good work of 
personal “pull. ’' When a coffee can interest folks to the point 
of figuratively erecting a statue in its honor, it MUST be 
pretty good stuff. THAT’S WHAT “WHITE HOUSE" COF
FEE HAS DONE.

Distributed at Wholesale by

Judson Grocer Co., Grand Rapids
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Michigan Poultry, Butter and Egg A sso
ciation.

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  a n d  T re a s u re r—D. A. B e n t

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

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

When Is an Orange Ripe and Whole
some?

The question, “When is an orange 
mature and wholesome?” has vexed 
the grower and consumer of oranges 
for many years. Since the produc
tion of oranges has reached such 
magnitude in ..Florida, California, 
Louisiana, Texas, and other Gulf 
States, it has become acute.

Domestic citrus fruit growing and 
marketing now employs immense cap
ital, estimated at $300,000,000 to $400,- 
000,000, in oranges, grape fruit and 
lemons, producing a crop averaging 
$35,000,000 annually.

Florida shipped in 1912-1913 8,125,- 
000 boxes, and California for 1912 
shipped 13,680,000 boxes. Florida’s 
•rop for 1914-1915 is conservatively 
estimated at 10,000,000 boxes, an in
crease of 23.7 per cent, this season, 
while California growers estimate this 
season’s crop  ̂ at a greater increase. 
Our importations of citrus fruits for 
1913 amounted to $6,273,000, while 
imported manufactured products from 
citrus fruits, oils, essences, marma
lades, etc., amounted to $2,154,000.

That unripe or immature oranges 
have been and are yet often sold to 
those not familiar with the fruit in 
its perfect condition will not be de
nied. The practice of “sweating” im
mature green colored oranges has to 
a large extent been practiced for 
years by unscrupulous shippers, both 
foreign and domestic, who, to obtain 
the advantage of a few weeks in the 
early part of the season and also to 
depress the value of the fruit on the 
tree for speculative purposes, have 
“artificially colored by holding in a 
warm, moist atmosphere for a short 
period of time after removal from 
the tree” this immature unwholesome 
fruit.

This abuse became so common a 
few years since, when the Florida and 
California crops reached large propor
tions, as to demand some action by 
our National pure food officials, who 
after investigation, declared that; 
“There is evidence to show that the 
consumption of such immature 
oranges, especially by children, is apt 
to be attended by serious disturbances 
of the digestive system.”

Necessarily, the question—“When 
is an orange mature and wholesome?” 
became immediately one of great 
public interest in the orange produc
ing states. It is well known that im-

mature citrus fruit, after removal 
from the tree, although it may be ar
tificially colored, does not, as in the 
case of deciduous fruits, ripen; that 
such immature oranges “do not 
change in sugar or acid content after 
removal from the tree,” and are not 
prone to decay, rather to desiccate 
or “dry .up.”

It can be readily perceived that 
some simple method, easily and 
quickly applied, one that could be 
applied by any one—grower, shipper 
of receiver—one that should positive
ly determine the degree of ripeness, 
irrespective of color, became neces
sary. Hence a standard, fair to all 
parties, a reliable and accurate stand
ard, quickly applied by any intelli
gent man or woman; not requiring 
great skill, technical training or ex
pert knowledge to apply, was de
manded; a legal standard fixed by 
authority.

This problem of devising such a 
standard was delegated by the Agri
cultural Department of Florida to a 
commission of eminent scientists, 
trained horticulturists, specialists in 
orange growing and marketing, chem
ists, and business men. After several 
sessions and much correspondence, 
this commission prepared a report 
of their conclusions and presented 
the same to a largely attended con
vention of Florida orange growers.

These four gentlemen are probably 
the best fitted by training and exper
ience to investigate the subject and 
deduce correct conclusions that could 
have been selected. Their official po
sitions, in addition to their scientific 
attainments and familiarity with the 
subject, to say nothing of their per
sonal reputations for fairness and in
tegrity, give their findings unsual 
weight and dignity.

The problem was: Can a standard 
be fixed by which an immature orange 
can be distinguished from a mature 
or ripe one? If so, what shall the 
standard be? By whom shall the 
standard be fixed? All standards 
are fixed by the persons directly in
terested in the production and sale 
of commodities. Therefore, the only 
persons who can fix a standard for 
oranges are the growers and ship
pers of oranges. It was also said 
that a chemical standard would be 
a “gold mine to the chemist and of 
great cost to the grower.” The facts 
are, the “field test” can be made bjr 
any fairly intelligent man with ap
paratus and season’s supply of alka
line tablets not costing to exceed $2. 
It can be applied quickly and inex
pensively. We found the ratio of 
acid to sugar remarkably constant at 
the season of ripening, for all varie-

ties. The ratio of one part citric 
acid to seven parts sugar, as invert, 
we find to be the least ratio at which 
an orange may be deemed fit for 
shipment; although it is not yet fully 
ripe, it is in a fair shipping condi
tion. The maximum acid fixed at 
1.25 per cent, for field test will cut 
out few oranges, if any, that are fit 
for consumption. A very few sweet 
oranges contain 1.25 per cent, of acid.

The various analyses, when reduc
ed to uniform chemical terms, their

PO TA TO  BAGS
New and second-hand, also bean bags, flour 

bags. etc. Quick shipments our pride.

Rea & 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

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

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

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

D E T R O IT , MICH.

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.

Write or wire us when ever you have

POTATOES TO OFFER
LOVELAND & HINYAN CO.

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

The Vinkemulder Company
Jobbers and Shippers of 

Everything in
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Grand Rapids, Mich.
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dates chronologically arranged, va
rieties and known seasons of ripen
ing considered, were found to be 
exceedingly concordant. In fact, the 
commission was struck by the agree
ment between all analyses.

The ripening of the various va
rieties at the proper season was read
ily seen, while the decrease in acid 
and increase in sugar was uniform 
up to full maturity. The change in 
the fruit after, picking was little, if 
any. The statement that oranges 
do not improve after plucking is 
found to be true, and the broad state
ment that oranges do not improve 
(ripen) after plucking is well borne 
out by the investigation.

The report of the Commission rec
ommended to the convention of citrus 
growers that the following standard 
be adopted:

1. All round oranges showing a 
field test of one and twenty-five hun
dredths (1.25) per cent or more of 
acids, calculated as citric acid, shall 
be considered as immature.

2. Provided, however, that if the 
grower (or shipper) consider the 
fruit mature, he shall have the right 
to appeal from the field test to the 
State Chemist for a chemical analy
sis, and ■»if this chemical analysis 
shows that the percentage by weight 
of the total sugar, be seven times or 
more than the weight of the total 
acid as citric acid, the fruit shall be 
deemed mature.

3. That the juices of not less than 
five average oranges shall be mixed 
from which a composite sample shall 
be drawn for the field test.

4. That the juices of not less than 
twelve average oranges shall be mix
ed, from which shall be drawn a com
posite sample for laboratory analy
sis.

After a prolonged discussion, in 
which many growers participated, the 
following resolution was adopted: 

“Resolved, That it is the sense of 
this convention that the report of the 
commission shall be adopted, and 
shall obtain until the fifth day of No
vember in each and every year; Pro
vided, That after the fifth day of No
vember in each and every year the 
standard shall be, ‘that if each orange 
is two-thirds its total area colored 
yellow, it shall be considered as ma
ture and fit for shipment.’ ”

The following amendment was also 
unanimously adopted:

“That no variety of oranges or 
grapefruit shall be allowed to be ship
ped before October 1 of each year 
that has bloomed during that calen
dar year.”

That a “standard maximum acid 
content” for mature oranges can be 
fixed is apparent. Such a “maximum 
acid content” can be readily ascer
tained by a simple field test which, 
while simple, is still accurate, inex
pensive, and quickly applied, a test 
requiring no expensive apparatus nor 
costly reagents, one that can be ap
plied by any intelligent person after 
a demonstration by any one familiar 
with rudimentary chemistry.

Possibly no investigation of this 
character has been discussed more 
fully by the parties interested not 
only in Florida, but in California and

other orange-producing states, by 
the people and by the press. It has 
been thoroughly threshed out, and, 
in my opinion, a correct solution 
found, after years of labor and study 
by scientists and competent horti
culturists, orange growers and busi
ness men, and the answer is that:

“An orange is mature when its 
juices contain not more than 1.30 per 
cent, of acid, as crystalized citric 
acid.”

I believe that if such a standard be 
adopted by our National food author
ities, not only would the vast con
suming public obtain wholesome and 
desirable oranges, but also, that an 
industry of vast proportions, increas
ing with wonderful rapidity, would 
be protected from one of the most 
corrupt and criminal practices now 
perpetrated on the producer and 
consumer. R. E. Rose.
State Chemist of the State of Florida.

Those Who Suffer.
Who suffers from adversity and 

business depression? Not the dema
gogue, not members of Congress re
ceiving $7,500 a year, not the mem
bers of the Interstate Commerce 
Commission, receiving $10,000 a year. 
The man who suffers is the man with 
the dinner pail, the keeper of the 
little store, the proprietor of the 
small factory and small shop. The 
suffering is not confined to the great 
industries and the big railroad sys
tems. If it were, things might be dif
ferent.

The wealthy and prosperous can go 
through a panic submitting to some 
hardship but without great suffering. 
The masses of the people, including 
clerks as well as those in the shops 
and factories—are largely dependent 
upon the proceeds of their daily toil. 
When their pay envelopes cease or 
shrink, they suffer. If they have been 
thrifty, they must draw upon their lit
tle savings" to meet' the emergency. 
These constitute the rank and file of 
the American people. These have 
the casting vote at the polls. These 
are the great majority on which the 
political parties must depend for suc
cess. And they will be at the polls 
on November 3.

The customer who comes into your 
store, comes with an intention of buy
ing. Don’t let him leave without know
ing why he fails to make a purchase.

Uncle Hiram’s Appetite.
Uncle Hiram, he said, was rambling 

around the city on a sight-seeing tour 
some time ago when hunger overtook 
him. Noticing a restaurant close by, 
he rambled in and ordered a layout 
of lamb.

One lamb,” shouted the waiter, 
going over to the dumb waiter.

“Hold on there, pard!” exclaimed 
Uncle Hiram, with a look of great 
concern. “I can’t eat a whole lamb! 
Better make it some oysters instead.” 

One oyster!” ordered the waiter, 
turning his face toward the dumb 
waiter.

“Wait a minute, young man!” in
terposed Uncle Hiram again. “One 
oyster may be enough for a church 
fair, but ye kin jec’ trot me out a 
dozen.”

It isn’t luck or some special gift of 
ability or genius that finally rounds 
up success. It’s hard work—steady 
stick-to-itiveness day in and day out, 
six days in the week, tending your 
own little plot of life and keeping it 
free from weeds, and an honest day 
of resting and upbuilding on the sev
enth, with the keynote of integrity 
sounding through the whole, from 
the beginning of Sunday morning to 
the ending of Saturday night.

Packed by

W . R. Roach & Co., Hart, Mich.
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The announcement in the Evening 
Press that the Grand Rapids banks 
had raised the interest rate to 7 per 
cent, was unfounded, unfortunate and 
inexcusable. While transient custom
ers have been asked in some cases to 
pay more than the going rate and 
have been willing to do so to secure 
temporary accommodations, no effort 
has been made to raise the rate in the 
case of regular customers, the banks 
realizing that such a policy would be 
unwise, unbusinesslike and unpa
triotic. The strenuous interview of 
Charles H. Bender, published in the 
Herald, in which he condemned the 
publication in the Press, did much 
to quiet the fears of business men, 
who are already wrought up to a 
high pitch by the uncertainty of the 
war, coupled with the business de
pression already at hand. In the fu
ture the public functions of banks 
will be more in evidence and the privi
lege they have of investing the pub
lic’s money carries with it the duty 
of conserving the public’s interests, 
and this will also carry with it the 
obligation on the part of banking offi
cials to invest the money of the pub
lic wisely, safely and at the least pos
sible risk.

The Torch Lake State Bank has 
been organized at Lake Linden with 
a capital stock of $25,000. Joseph 
Ethier, of Hubbell, is the largest 
stockholder, his subscription being 
$12,000. Emil F. Prince and Med- 
ard Laplante, both of Lake Linden, 
each take $3,000.

The stock subscriptions among the 
business men and other residents of 
Potterville and vicinity have been so 
liberal that the proposed State bank 
is now an assured, fact, and will prob
ably be organized before the end of 
the present year.

Work has been started on the hand
some new bank building at South 
Saginaw, which will be a branch oi 
the Bank of Saginaw. The proposed 
bank will stand at the corner of Ford- 
ney and Center avenues, formerly oc
cupied by an old hotel building. Con
struction work will be rushed to com
pletion as quickly as possible. The 
contract calls for the completion of 
the building by the middle of Janu
ary, 1915. The new building will be 
modern in every respect. It will be 
forty-two feet square and one story 
high.

Everything that goes wrong in the 
world takes gold out of the United

the Europeans throw their invest- 
ments and draw goldj if it is on their 
side of the water, they need the gold 
anyway. The latter is .the condition 
at the present time. The gold prob
lem is the one with which our finan
ciers are wrestling still, and until it is 
solved we shall not be back to the 
normal. It will not be solved com
pletely until the war is over, and that 
may happen by the close of the pres
ent year. It is possibly the assump
tion of Europeans that, inasmuch as 
no war calamity has happened to us. 
there is no reason why we should not 
pay our balances promptly. But 
enough knowledge of the situation 
has come to the American public to 
show why we cannot. A sincere and 
vigorous effort is now m progress 
to achieve that end. The decline in 
the price of sterling exchange and 
other happenings show that a little 
progress has been made. The ques
tion of an excess of circulating med
ium is one which is now giving the 
thoughtful financiers almost as much 
■trouble as any other. Unfortunate 
results happen in the long run as a 
consequence of such excess, as a na
tion that has once been afflicted with 
a large amount of irredeemable cur
rency is well aware.

The cause of our present embar
rassments may be found chiefly in 
the fact that we are a creditor Na
tion. While there would have been 
considerable disturbance even if we 
had not been heavily indebted to Eu
rope, the great amount due immed
iately or in the near future and pay
able in gold presented a problem quite 
worthy the wits of our best men. ft 
has been said by some of our bank
ers to the Europeans that “If you will 
pay us in gold we will pay you in 
gold,’’ but inasmuch as the status of 
the foreign cities is much worse than 
of our own this proposition contain
ed too little of the neighborly feeling 
¡that is specially desirable under such 
circumstances. An appeal was made 
about a month ago to the New York 
Chamber of Commerce by the Ameri
can Chamber of Commerce in Paris 
for indulgence in regard to bills held 
by, American discounters on Paris 
banks which were then coming due. 
The necessity set forth by that ap
peal has been fully appreciated by our 
bankers and it would seem also that 
in the main the Europeans have exer
cised tolerance toward us. This re
ciprocation, along with the exporta
tion of our products is working rap
idly toward a restoration to the 
normal.

The
Old National Bank

G R AND RAPIDS, MICH.

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

lieve that, while we suffer a loss of 
gold and other inconveniences for 
the time, we are the gainers in the 
long run by the bad happenings in 
Europe. This country has been made 
by European malcontents. Formerly 
it was religious intolerance and mon- 
archial tyranny that brought our 
builders to these shores. Now it is 
over-crowding and the jealousy 
among the nations and the races of 
the old world. The present war is 
one more demonstration that this 
country is not only a good asylum for 
the oppressed but a broad and rich 
field for rearing prosperity. We 
shall continue to export gold when 
anything goes wrong but we shall 
import what is better than gold, 
strong and aspiring men.

The iron and steel trade has lost 
some ground evidently in the past 
week or two. There is gossip about 
failure of the United States Steel 
Corporation to pay its common divi
dend, although that was likely enough 
before European bayonets came into 
the question. There are enquiries 
still from Europe for various classes 
of steely merchandise, but complaint 
is made that American prices are too 
high. One large independent com
pany heretofore in active operation 
has cut down to 60 per cent, of ca
pacity. The tin plate mills are, how
ever, operating at 85 per cent., part
ly on foreign orders. The structural 
mills appear to be better off than 
others, but with the present tendency 
in building they cannot be kept going 
full tilt very long. Pig iron is duller 
than ever and the furnaces are reduc
ing their output. Enquiries for this 
material are reported from Great Bri
tain and Russia, but they reach a 
small total. Railroad purchases are 
the smallest in years, covering only 
the most imperative requirements 
There is some hope of a large foreign 
demand for iron and steel later on, 
as British prices have advanced rap
idly. For the present it would seem 
that the supply on hand is adequate. 
The Clyde shipbuilding trade is ex
tremely depressed. The tonnage in 
August was only 15,620 against 32,- 
511 in August, 1913, and 87,599 in 
August, 1912. Other countries are 
calling on us for coal to some extent. 
The Italian government recently took 
100,000 tons and is in the market for 
more.

The “Buy a Bale” propaganda is 
working remarkably well, people all 
over the North joining in, and the 
Government is co-operating to help 
the cotton men as far as is practic
able. Meanwhile the friends of the 
planters are urging them to hold as 
much as possible until exchange and 
banking facilities are loosened up. 
The market for fabrics has received 
some strength from reports of high
er prices bid for inch-staple cotton, 
which is quoted in New York at 8% 
to 8%, but fabric prices are irregula1'. 
Standard print cloths are quoted in 
New York at 3^. Some lines of cot
ton goods are held half a cent higher 
than a week or ten days ago, but buy

ing is hand to mouth. As to fine 
woolen fabrics, some effort is now 
being made in France to increase out
put, but it is believed that, even if 
the war were to close right away, it 
would take at least two years for the 
continent to get in good working con-, 
dition, and meanwhile this country 
would be gaining something. In silk 
goods the output of the United States 
is not over 60 per cent, of capacity. 
Leather is still advancing. It is be
lieved that England will be a large 
buyer in this country on account of 
the curtailment of supply from Ger
many and Austria.

The statement of the foreign com
merce for August is certainly unpleas
ant reading. We could stand it to 
have exports curtailed if we did not 
have such an excess of imports at a 
time when we need to conserve the 
gold supply as carefully as possible. 
Last month the imports of merchan
dise footed up $129,399,496 and the ex
ports were only $110,337,545; that is, 
the balance of trade was over $19,- 
000,000 against us, much the largest 
monthly balance unfavorable to us 
since the new tariff law went into 
effect. The imports were only $8,000,- 
000 less than in August, 1913, while 
the exports were $87,000,000 less. Im
ports of gold were $3,034,824 and ex
ports $18,125,617. Instead of hunting 
around for internal business to tax 
to meet the expense of the Govern
ment it would seem that Congress 
might give some attention to the pos
sibilities of the foreign commerce. 
The showing of exports of domestic 
products is a good one.—Economist.

Too Much for Mamma.
Mother—What’s the matter with 

your eye. Tommy?
Tommy—That boy next door struck 

me, mamma.
“What for, pray?”
“He said I struck him first.”
“And did you?”
“No; honest, I didn’t, mamma.” 
“Well, why didn’t you?”

Breaking promises is the best a 
weak man does.

Ask for our Coupon Certificates of Deposit
Assets over $4,000,000
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Kent State Bank
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Facing Monroe
Grand Rapids, Mich.
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Surplus and Profits - $400,000
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in Western Michigan

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

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

Howe, Snow, Corrigan & Bertles
SSTm̂ “- 1112 Grand Rapids, Mich. „lcK ,5?W

Grand Rapids 
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We are glad to accommodate customers on all 
possible occasions, and willing to make loans on 
satisfactory security, real estate, mortgages, stocks.

Capital Stock .............................. $ 1,200,000.00
Surplus and Undivided Profits—  578,204.14
Associated Resources..................  11,201,013.49

GRAND RAPIDS NATIONAL CITY BANK 
CITY TRUST AND SAVINGS BANK

GRAND RAPIDS, MICH.

4% the first year
5% a year for four years more, on 

real estate bonds secured by a first 
mortgage on one of the best located 
business blocks in Grand Rapids.

$100.00, $500.00 or $1,000.00
Guaranteed by two wealthy responsible men.

Property worth twice the loan. Free from 
state, county and local taxes. Telephone or write, 
or better still, call on

The Michigan Trust Co.

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

W H A T  A R E YOU W O R T H  T O  YOUR FAM ILY ?
L E T  US PR O T E C T  YOU FO R T H A T  SUM

The Preferred Life Insurance Co. of America Grand »«pin«, Mich.
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The Right Mental Attitude Toward 
Stickers.

W ritte n  fo r th e  T rad esm an .
To the question “Why are stick

ers?” the only answer is that human 
judgment is never infallible. The 
shrewdest and most careful buyer can 
not calculate with perfect exactness 
upon the likes and dislikes of his 
customers, and especially is it impos
sible to tell whether a novelty will 
make a hit or fall dead. Other things 
being equal, the best buyer is the one 
who strikes it right in the largest 
proportion of cases. To have many 
stickers causes a frightful decrease of 
profits.

The difficult thing about moving 
a sticker is commonly to bring your
self to acknowledge that it is a stick
er. You bought that item. It ap
pealed to you as being smart and 
tasty and something that the women 
of your community would be ready 
to walk over one another to buy. 
You backed up your judgment with 
the money of the store, which may 
or may not be your own private prop
erty, and laid in a good stock of that 
particular line. You have displayed 
it and talked it and advertised it. 
And for some unaccountable reason 
your customers have failed to re
spond. Perhaps they have very irri
tatingly been going into ecstasies 
over something similar but not ex
actly the same as yours—not in real
ity nearly so desirable as yours of 
course—but somewhat like it, that 
your competitor is showing.

There are two ways to do under 
these trying circumstances. One way, 
and the more natural and human way, 
is to be stubborn about it. That 
item is all right—you are absolutely 
sure it is. It really is not a sticker 
at all. People often don’t take hold 
of a thing at once, they have to be 
educated a little. Just give that thing 
a chance and it will sell. It is good 
property, excellent value and worth 
every penny you paid for it. It 
would be downright folly to reduce 
the price, for you reason that in time 
your customers will come to their 
senses and buy freely of this pet 
purchase of yours that just now, it 
must be admitted, temporarily is 
hanging fire. This is one way and 
a very common way in which to re
gard stickers, during the early mani
festations of their non-selling pro
pensities.

There is another way to do about 
stickers, a better and more sensible 
way but one that humbles the pride. 
This other method is to admit fairly 
and frankly that any item that fails 
to begin to move after it has been

properly pushed for a reasonable 
length of time is a sticker, and must 
be treated as such. This may even 
be a tacit admission that your com
petitor, who ordinarily is not a very 
brilliant sort of fellow, has for just 
this once, slipped something over 
you.

This mental state having been ar
rived at, ways and means are clear 
and simple. To move a sticker, cut 
the price tQ a point that will render 
this heretofore unattractive article 
fair and desirable in the eyes of the 
bargain hunter. The cut in price 
may be supplemented by an offer of 
a P. M. or other inducement to your 
salespeople to take special pains to 
work it off.
Measures for Increasing Turnover.

Talking about stickers naturally 
brings up the subject of turnover. It 
goes without saying that a dry goods 
store with its multitudinous number 
of kinds and classes of goods, not -a 
few of which are in demand only at 
some one season and if not cleaned 
up then must be carried over until 
next year—it goes without saying that 
a dry goods stock can not be turned 
as often as groceries and some other 
lines. But this makes it all the more 
necessary to make the turnover just 
as great as practicable.

There is a marked tendency to ac
cumulate, in almost all the various 
lines, larger amounts of goods than 
the business really can keep moving.

This is especially true if there is 
fairly abundant capital to draw on. 
The items that make up these swol
len stocks often can not for the most 
part be called real stickers. They 
are many of them perfectly staple 
and are selling, only slowly. Taking 
any division where goods have been 
allowed to accumulate without a 
definite effort to keep the amount in
vested within a certain limit, and it 
frequently will be found that nine- 
tenths as much business, or some
times even ten-tenths, could be done 
on half the stock.

Two or three carefully selected 
lines kept well filled up and possess
ing character and individuality, may 
be really better for the sales than a 
dozen lines chosen more at random.

Consider every department and 
see whether it might not be better 
to shrink the investment in this or that 
and put the money into some class

TxSi^?i?J5iSSf?iJturerB of t r i m m e d  a n dUN IkIM M ED  HATS for Ladies. Misses and 
Children, especially adapted to the general 
store trade. Trial order solicited.

OORL, KNOTT & CO., Ltd. 
Comer Commerce Ave. and bland St. 

G rand Rapids, Mich.
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of goods you are not now carrying, 
or else use it to enlarge some line 
which you know is now incomplete.

If your turnover is very small, not 
what it ought to be in a town of the 
size and character of yours, you can 
not get to work too quickly in this 
way. Goods that remain too long on 
the shelves, even if they are of sorts 
that do not go out of style, become 
soiled and shopworn and can not be 
sold at a profit.

Adaption to Changing Conditions.
The dry goods merchant is under 

the constant necessity of modifying 
his methods to meet changing condi
tions. Goods you could not get 
enough of five years ago may be dead 
Stock now. Cherished views must be 
relinquished, hobbies must be fore
gone. The successful merchant 
adapts his store and his stock to the 
demands of the public. Only to a 
very limited extent and by very elas
tic methods does he ever attempt to 
bring the public to his way of think
ing- Fabrix.

The Dog in the Thistles.
Here is a story which should inter

est a good many of us, for it fits 
our case in so many ways:

He was a poor, miserable-looking 
dog, and the stranger’s heart was fill
ed with pity. For the dog was howl
ing and it was only too evident that 
he was suffering pain. So he asked 
the tired rustic who lounged near by 
why the dog howled.

“ Tm?” asked the rustic. “He’s just 
lazy, that’s all.”

“But laziness doesn’t make a dog 
howl, surely?” queried the benevolent 
one. “Dos ’im,” said the tired own
er. “Only lazy.”

“But how,” queried the persistent 
questioner—“how can laziness make 
him howl?”

“Well, you see,” said the rustic 
lounger, “that pore dog is ‘settin’ 
on a bunch of thistles, and he’s too 
lazy to get off, so he just ‘sets’ there 
and howls, ’cause it hurts ’im.”

Many a retailer is sitting like the 
dog and “howling” about poor busi
ness, “because the mail order houses 
are taking it all.” He is doing the 
same as the dog—just howling—not 
making a single move to get away 
from the “thistles”—not making even 
the smallest effort to keep some of 
the business that goes to the mail 
order houses-—not ambitious enough 
to at least try for some of it—just 
blaming everybody—the farmers, be
cause they buy from the mail order 
houses—the manufacturers and whole
salers for “allowing” these concerns 
to come into existence.

Now, the farmers may be wrong 
in their attitude and the manufactur
ers and wholesalers may have been 
wrong, but that doesn’t take any of 
the responsibility away from the re
tailer. He must at least show am
bition enough to get out of the 
thistles, before he has any right to 
expect anyone to come to his help 
and pick the “prickers” out of his 
hide.

Some things can be done by the 
wholesalers and manufacturers, but

nothing that they can do will be of 
any avail, until the retailers as a 
class come to a realization of the fact, 
that they must make the first move

that it is up to them to prove, that 
the.y will do their share of the work 
which must be done in order to stop 
the further growth of the mail order 
houses.

And the first step which must be 
taken is to declare our willingness to 
work with our local competitor—to- 
the end that we may both be doing 
more business, instead of trying to 
pull business away from each other.

When we have gotten past this 
point, we must make sure that the 
retailers in other lines adopt the same 
policy toward each other, as well as 
toward us.

Then we will have a basis to work 
on, for when the retailers in a com
munity once agree to co-operate, and 
abide by their agreement, they can 
always induce the bankers and news
paper men and professional men to 
help along.

Now, we have gotten out of the 
thistles, so the work of pulling off the 
“burrs” and “prickers” can begin. 
Here the wholesalers and manufac
turers can help, and they are more 
than willing to do so, for they realize 
that without a large number of pros
perous, progressive retail stores, their 
own success will be jeopardized. It 
is a case of self-interest with them, 
but with all their self-interest, they 
cannot keep the retailer afloat, un
less he is at least willing to take a 
breath.

_____ ___________  17

. Tough World for a Boy.
A small boy went into a jewelry 

store in Junction City, Kan., and said: 
“Say, what’s the matter with this dol
lar watch? Half of the time it doesn’t 
go at all, and when it does go, it’s 
either too slow or too fast. I’ve had 
an awful lot of trouble with it. Any
how, I never had so much trouble in 
my life as I’ve had this month.” The 
jeweler asked him what other trou
bles he had had, and the boy opened 
his heart and told the full extent of 
his worries, something like this: “Last 
week I dug bait and went fishing, but 
when I got ready to fish I found the 
chickens had eaten all my worms. I 
dug some more and couldn’t catch 
anything with them. I went hunting 
and shot all the feathers off a crow, 
but the doggone thing managed to 
get away. Then here’s all this worri- 
ment over my watch. If you can’t fix 
it I think I will throw it away.”

The Real Thing.
The cub reporter saw a hearse start 

away from a house at the head of a 
funeral procession.

“Whose funeral?” he enquired of 
the corner storekeeper, who was 
standing near his door, gazing at the 
conveyances.

“Chon Schmidt.”
“John Smith!” exclaimed the cub. 

“You don’t mean to say John Smith 
is dead?”

“Veil, py golly,” said the grocer, 
“vot you dink dey doing mit him— 
practicing?” '

GUARANTEED NET PRICES
IN WAR TIME

The assurance in our October catalogue that its prices are net and guaranteed means just what it says.
These prices will hold, no matter what happens, until the November catalogue is out.
So intense is the crisis brought on by the war that every day we receive notices of advanced costs and 

withdrawal of quotations.

Our ability in this trying situation—this time of stern test—to keep faith with our prices and supply the 
goods to back them up is evidence enough that buying from Butler Brothers is insuring profits.

Our customers may send their orders knowing that the lowest net guaranteed prices will hold for the usual 
thirty days, and knowing they will get the merchandise they want.

What more is there to be said?

BUTLER BROTHERS
Exclusive W holesalers of General Merchandise

N ew  York Chicago St. Louis
Minneapolis Dallas
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Increased Prices Will Soon Confront advance of the old “Creole” style, or 
the Trade. the later “Marshall Congress.” This

Salesmen are starting out with the!r fabric is used for button or lace shoes 
sample lines for next spring and sum- and permits the shoe to be removed 
mer, perhaps, with a greater feeling from the foot without unlacing oi 
of uncertainty as to what will be the unbuttoning. Every yard used of 
best selling styles than they have this and other fabrics means a sav- 
ever before experienced. They are ing of leather, which at the present 
also confronted with an advancing moment is a question for important 
market, which has necessitated a re- consideration. This elastic fabric is 
arrangement of price lists. But with- also used for quarters of women’s 
al, they are positively certain that oxfords and doubtless will be used in 
there will be no reduction in prices, men’s low shoes.

Another seeming uncertainty is that The manufacturers of men’s shoes, 
with a wealth of new materials to se- perhaps for the first time in the 
lect from, a dent will be put into history of the trade, are not only will- 
that old slogan about there being ing but anxious to test anything that 
“nothing like leather.” The dent will appears to be a desirable substitute 
be made by fabrics, which are more for leather, particularly when the 
generally shown because of the scare- supply of calfskins and other upper 
lty of upper leather and the desire of leathers are scarce and advancing in 
manufacturers to conserve their pres- price.
ent supplies of upper stock. The wider use of cloth tops for
Cloth Substituted for Upper Leather, men’s shoes will, it is said, be a great

Nobody seriously believes that cloth help to the cotton growers of the 
uppers are superior to leather. Cloth South, and help to forestall still fur- 
uppers make up attractively, to be ther increases in the cost of shoes, 
sure, but the substitution and greater This is the opinion of one of New 
general use of fabrics is entirely due England’s most prominent manufac- 
to the constantly advancing leather turers of men’s shoes, who says: 
market as a result of the war in Eu- “Cotton is the most useless thing
rope. Manufacturers feel that retail- in all the world, it seems to me, un-
ers will not seriously object to cloth less it is manufactured into some- 
uppers if the use of them will en- thing. Grain may be used for food 
able the trade to buy the shoes at or fuel, but cotton is useless until 
something near old prices. it is made up. Except for manufac-

The range of fabrics is a wide one, ture it isn’t worth a cent a pound, 
embracing nearly everything in suit- “I hold that the shoe manufacturer 
ing cloth, woolen weaves predomi- can make 40 per cent, more cloth 
nating, and also in lighter materials shoes. The shoe will give excellent 
used both for oxfords and Bals. For service. It will offer a way to con-
the most part solid colors are shown, trol the rising price of leather. It
either for contrast or in harmony will contribute materially towards a 
with leather vamps. reduction of the cost of living.

The attractiveness of the new styles “And there is nothing radical in the 
gains additional coloring from the suggestion. More and more cloth
remarkable combinations shown in is being used in shoes for women,
tan and white, black and white up- There is no reason why uppers, at
pers and white felt, white ivory leath- least, should not be made of cloth,
er and rubber soles. And speaking of At Palm Beach in the winter and at
rubber and combination soles, there is fashionable shore resorts of the
no ̂ denying the fact that they are North in summer, you see scores and
in strong and that manufacturers hundreds of men wearing vari-color-

believe they will continue in favor, e'd cloth shoes.
Felt soles are practically new to “Bear in mind that about one-hali 

the trade this season. A few firms the area of the shoes is in the top
tried out this material during the sea- and you will grasp the economic im-
son just ended, but in the new lines portance of the proposition which,
there will be seen many samples with happily, also has common sense to
felt soles. The success of this ma- recommend it.”
terial for outsoles will depend upon It is recognized that there will not
the service and adaptability of what ---------------- —___________________
is required of sole leather. WU

Another interesting proposition in I  
fabrics is' an elastic cloth made to re- I  
semble certain staple fabrics used for W
shoe uppers. This new material has ' ■  _______
been sampled in a number of .high f  ¿THE LINE THAT SATISFIES 1  
class lines and is a long distance in

' 'HONORBILT  
^  S H O E S
W k
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There is a Difference

Between GOOD and BETTER. It is your busi
ness to know the difference. In the case of R. K. L 
Shoes and others the difference is at once apparent. 
R. K. L. Shoes represent the best of everything, work
manship, material, and design. The prices suggest a 
healthy profit for the retailer. All R. K. L. customers 
come back for more. Try them now.

Send for beautiful free catalog.

Rindge, Kalmbach, Logie Company
Half Century Shoe Manufacturers Grand Rapids, Mich.

Part of the Famous Herold Bertsch-Out-put

THE BERTSCH SHOE
READY FOR ANY

that's the position of the dealer who has a full stock of BERTSCH 
SHOES. Hetcan satisfy every critic—please every crank—supply 
every demand.

As a combination of STYLE and QUALITY, BERTSCH SHOES 
are certain winners. Every pair sold means a permanent customer on 
the BERTSCH, for they always come back when again in need of 
footwear.

Get ready for the fall rush by sizing up now. We are noted for 
quick deliveries, and will make prompt shipment of your goods but 
why not anticipate your needs a little and ORDER NOW.

Built for Service—Wear Like Iron

Herold-Berfsch Shoe Co.
Manufacturers Serviceable 

Footwear
Grand Rapids, Mich.



S ep tem b er 23, 1914 M I C H I G A N  T R A D E S M A N 19
only be a ready market for all avail
able calfskins, but that the supply will 
be insufficient to meet the demand, 
and hence more kid leather will be 
used.

Kid leather, japaned, will be used 
more generally, which with the use 
of patent sides should make it pos
sible to produce patent leather shoes 
in goodly quantities.

Of the available calfskins, many oi 
them should be utilized to supply the 
demand for tan Russia stock, for 
there is an immense showing of tans 
in the new samples.

Oxfords are to be more liberally 
shown than was originally intended 
because of the saving of leather in 
low cuts as contrasted with high 
cuts, so with the co-operation of the 
public the spring and summer of 1915 
should witness a general revival in 
favor of oxfords. The low cut shoe 
offers opportunities for the introduc
tion of cloth for tops and quarters, 
but not of course to the same extent 
as in Bals. or Bluchers.

The lines of high grade shoes con
tain a number of fancy patterns, 
among them being new heel foxings 
and a variety of outside lace stays 
and edge strips. These patterns are 
used for cloth and buck tops in dif
ferent colors in conjunction with 
black, tan and patent calf vamps. A 
good business is anticipated on cloth 
top oxfords.

The most popular lasts among the 
new models for spring are improved 
recede toe shapes. Lasts of this type 
carry 7-8 and 8-8 heels. The prevail
ing length of vamps will be 3^  and 
4 inches, with wide, square throats 
favored.

There appears to be no change from 
last season in the height of heels. 
The favored heights are 7-8, 8-8 and 
9-8.

Circular vamp oxfords are made 
with blind or small agatine eyelets, 
while bluchers made on staple lasts 
are shown with the usual agatine eye
let.

Close edges still prevail and flat 
lasts carry square shanks. No de
mand for wide edges is looked for.

Gun metal, glazed calf and kid 
seem to be plentiful in each line, and 
the usual assortment of wax calf and 
French calf is shown.

Patents show up good with cloth 
or buck tops in new patterns and de
signs. Patents were expected to sell 
well this coming spring, but on ac
count of the present unsettled condi
tion of leather market the supply to 
select from by the time spring shoes 
are cut may be limited, regardless of 
all foresight on the part of the manu
facturer in stocking heavy early last 
month on all available materials, 
therefore, orders may be taken sub
ject to be cut from patent stock that 
the factories can buy when the pres
ent supplies are exhausted.
Small Stocks of Imported Leather.

Imported tan leather will be scarce 
after the stock on hand is cut up un
til the war torn countries are again 
at peace. The same also applies to 
French calfskins and patent calf.

With the information we have been 
able to secure, it would appear like

a good season on gun metal, domes
tic tans and glazed kid. In view of 
a possible shortage of calfskins, some 
look fortvard to a good demand for 
white and Palm Beach canvass shoes, 
but the manufacturers of high grade 
men’s shoes feel that their trade will 
demand white and tan buck instead 
of canvas.

The trend of style in toe shapes 
seen in medium priced lines has un
dergone only a slight change. There 
is a general impression that medium 
high toes will continue strong in the 
small cities and towns, while in the 
big cities recede toe shapes will be 
in vogue. The modified French toe, 
square at the end and with a sharp 
flat effect, is also shown, but no 
large business is expected on this 
model.

The most important development 
in men’s styles is the large number 
of samples made of combinations that 
harmonize of leather and fabrics, oi 
combinations of leather and fabrics, 
in contrasting colors, an idea that has 
been prominent in women’s shoes for 
several seasons.

Dark Russia calf seems destined to 
be the most popular shade, as it was 
during the past season.

The new season should be the one 
of all seasons when sellers and buy
ers should co-operate intelligently 
and patriotically. The seller, with ab
solute confidence, can guarantee that 
the prices quoted are the lowest that 
can be made for a long time, and the 
buyer, therefore, can make his selec
tions to meet the particular require
ments of his constituency with the 
certainty that no good can possibly 
come from delays or procrastina- 
nations.

The salesmen are off again despite 
the war. They are going to sell shoes 
because people will continue to wear 
shoes, and the men who are engag
ed in the retailing of shoes fully real
ize that now is the time for everybody 
to get together and act intelligently 
for the promotion of prosperity, and 
in particular for a big season’s trade 
next year.

“I visited a number of the larger 
retail shoe stores in the West recent
ly, and it really made me feel sad to 
see merchants selling shoes at prices 
which they cannot get a manufac
turer to duplicate,” said a large New 
England producer of footwear, in a 
little heart-to-heart talk with his 
salesforce a few days ago.

By intimation, at least, there was a 
suggestion that retailers would find it 
possible and perhaps practical to 
place an increase on their more de
sirable lines in stock. If it is pos
sible to obtain an extra profit in this 
manner, it doubtless would be appre
ciatively welcomed, yet the fact re
mains that dealers are always desir
ous of converting into money the 
shoes now in stock with which to pur
chase footwear for another season’s 
requirements.

Increased prices are a condition 
that all shoe dealers must sooner or 
later meet.—Shoe Retailer.

It’s easier to fly into a rage than 
to succeed as an aviator.

Any shoe man who is struggling 
along without

“Bullseye”
Boots

is holding back and decreasing his 
sales unnecessarily

The “Bullseye” 
Boot is the 

Special Pressure 
Cured

White Sole 
Boot

Hood makes it, and only Hood.

Price $3.20. Net 30 days.

Grand RapidsiShoe &l^ubber(Q.
The Michigan People Grand Rapids

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 iB 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.
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John Dickson’s One Digression from 
the Prosiac.

W ritte n  fo r  th e  T rad esm an .
John Dickson is in no sense a lit

erary man. He is a very matter-of- 
fact fellow and is engaged in the au
tomobile business, so his knowledge 
and his talk are of carburetors, mag
netos, mechanical starters, demount
able wheels, and electric starting and 
lighting systems, rather than of met
aphors and similes. He hates to write 
even a letter. His business corres
pondence he of course dictates to his 
stenographer, and one terse message 
is much like another.

When he feels obliged to write a 
friendly letter, it is almost as con
densed a piece of composition. He 
states that his family and himself 
are well or not well as the case may 
be, citing the individuals as to state 
of health or illness. He reports 
births, marriages and deaths in the 
homes of mutual acquaintances, and 
summarizes the weather for the past 
few weeks. As he drives almost 
daily through the country, he is able 
to add a fairly accurate crop report 
to these meteorological and vital sta
tistics. He then tells how business 
is and how many cars he has sold 
within the last month. Having got
ten thus far, his mind commonly fails 
to supply other items of supposed in
terest, and after an expression of kind 
regards, he closes. When he sees his 
wife reel off page after page of daint
ily scribbled note paper, he silently 
thanks heaven that he doesn’t belong 
to the letter-writing sex.

Still, according to his light, John 
always has been “awful good to write 
home to his folks.” Each week he 
dutifully has sent a letter of the kind 
already described and painstakingly 
done in his own bold hand, to his 
mother and sister back in the old 
home in Vermont.

In other and more substantial ways 
he has shown the genuineness of hi9 
filial affection. Every two years he 
has journeyed nearly across the con
tinent to see the two women who 
dated other and lesser events as be
fore or after his last visit. In re
cent years he has made this trip in 
the winter, because he could get away 
from business better at that season. 
Always at Christmas and on their 
birthdays he has remembered Moth
er and Sister Louisa with gifts that 
he thought would please, his wife 
coming to his aid in making the selec
tion. Very often he has slipped in 
with his weekly letter a money or
der for five of ten dollars—perhaps 
even twenty-five when he has been 
especially lucky in making sales—to

buy comforts and luxuries and supple
ment thè rather slender income of 
that frugal little home back East.

No one can say that he has not 
been a kind and devoted son and 
brother; and if his manner of show
ing his love has been a little mechan
ical and stereotyped, it must be re
membered that John has nothing 
whatever of the poetical in his make
up, and moreover is a middle-aged 
man with a family of his own to care 
for, and heavy responsibilities, be
sides being under the necessity of 
keeping up to the minute in all news 
of the motor world.

But one Sunday afternoon he had 
an inspiration. His son had started 
back to college the day before, and 
his wife and daughter had gone to a 
distant part of the city to see a sick 
friend, and would not return for two 
or three hours. He was alone and 

- the house seemed very still. It was 
his regular time for writing home, 
and in his methodical way he turned 
to the task in hand. But this time 
instead of starting off with a “We are 
very much as usual,” he began thus: 
“Dear Mother: I have seemed to be 
back on the old farm to-day, with 
everything just as it was when I wa9 
a little boy. Do you remember, 
Mother, how I used to go with Shep 
to bring up the cows, and how my 
heart was nearly broken when Shep 
was accidentally shot? Those were 
great days. How I should like to 
live even one of them over again! 
The maple sugar in the spring, the 
wild strawberries in the summer, the 
nuts and apples in the fall—I can 
smell and taste them now.

‘ And what a good home it was for 
all of us, Mother. I remember you 
used to get up at 4 o’clock in the 
morning and work hard all day, and 
after the supper dishes were done 
you always had some sewing or knit
ting in your hands until bedtime. 
Those wonderful ribbed-legged socks 
that you made for us boys—I can’t 
find anything so warm and substantial 
at the stores.

“And the good things you fixed 
for us to eat! Um-m-m! On my 
business trips I often stop at the best 
hotels, places where the rates are 
$3 or $4 or $5 a day, and the dinner 
is served in five or six courses, and 
they put on all kinds of style, but it 
never tastes as good as the sausages 
and scrapple and head-cheese you 
used to make, and the noodle soup, 
and the apple butter you boiled out 
of doors in a big kettle, and those 
marvelous dumplings of yours which 
we ate with real cream. I never any
where have eaten anything that could

hold a candle to your cooking, Moth
er. And however did you find time 
to do it all? Five boys of us and all 
of us always hungry except Jamie, 
and no daughter to help you but little 
wee Louisa, the youngest of the fam
ily.”

His pen sped on and on. He spoke 
of how she cared for them in sick
ness—“no trained nurses in those 
days, Mother’—and how she had tend
ed the little crippled Jamie until at 
last he was laid to rest in the quiet 
cemetery on the hill.

And then John spoke of his own 
somewhat wild and wayward youth, 
and how patient and forbearing she 
had always been, and how her gentle 
pleadings had done more to win him 
back to rectitude and safety than his 
father’s threats and reprimands.

“Not every man has such a mother 
as I have, and I’m coming to see you 
in January, sure,” he promised her 
in closing.

He gathered up the sheets and was 
surprised to find there were twenty. 
Hastily he folded them, thrust the 
thick bulk into an envelope which he 
had already addressed, put on two or 
three stamps, and hurried to the mail 
box. He would have been a little 
ashamed to have his wife and Helen 
come in and find him writing so ef
fusively. After leaving the mail box 
he even felt some misgivings about 
this long letter, and thought that 
maybe after all he might better have 
sent his usual bulletin of health and 
weather.

It was all very crude. Any critic 
would say that description of hill
side and forest and stream and farm
house had been done better, far bet
ter by others, hundreds of times be
fore him. His composition lacked 
entirely the professional touch of the 
practiced writer. His expression of 
affection was stilted and clumsy. All 
this and much more might be said in 
derogation of this supreme epistolary 
effort of John Dickson’s life.

But when the surprisingly bulky 
missive reached its far away destina
tion, and was hastily opened by trem
bling fingers and then read and re
read by moist yet happy eyes, no slips 
in grammar and no errors in rhetoric 
were observed or even thought of. 
The pen of Homer or of Shakespeare 
could not have wafted that aged 
mother back to the blessed days 
when her children were around her 
and the house resounded with their 
merry voices, as did this awkward ef
fort of her own son.

Many times she took out “Johnny's 
letter” and conned it over to herself. 
When a neighbor dropped in, the old 
bent form would straighten with pride 
while she read aloud “the long letter 
I just received from my son John, 
who is out West in the automobile 
business.”

In a few weeks this mother who 
had been strong and hale in spite of 
her nearly 80 summers, began to 
fail rapidly and soon was confined 
to her bed. The faithful daughter 
taxed her ingenuity to the utmost to 
divert the invalid’s mind from her 
constant sufferings. Nothing else 
proved to effectual as “Johnny’s let

ter,” which was read over and over 
and never failed to bring its solace. 
And at the very last when the voice 
had become weak and the breath was 
coming fitfully and the spirit was 
about to take its way to the Better 
Country, “No, there’s nothing else 1 
want, Louisa, dear,” she said, “only 
just once more read me Johnny’s 
letter—how I used to take care of 
him and mend his clothes when he 
was a little shaver, and how he’s com
ing back home next winter sure. 
Please—just this once more—read— 
me—Johnny’s—letter.” Quillo.

Prodded His Father’s Memory.
Mr. Urban was always late to din

ner. He lived on the Holland Inter- 
urban and arrived home at V f̂yoming 
Park one evening, as usual, twenty 
minutes behind-hand. His wife was 
entertaining Mr. and Mrs. Fortune. 
Greeting the guests with effusive cor
diality, he said:

If I had known this pleasure was 
in store for me I should certainly 
have arranged my business so as to 
be at home earlier.”

“Why, Harry,” sighed his wife, “I 
told you.”

“I beg your pardon, love; but you 
are certainly mistaken this time. You 
probably forgot to mention it. On 
the whole, however, I am glad you 
did. It is a delightful surprise.”

Mrs. Urban was a spirited woman. 
This unjust accusation came near 
overthrowing her courtesy. Her lips 
parted, then shut decisively; but a 
slight frown lingered on her fore
head.

Little Tommy read her face. He 
knew all about his father’s poor mem
ory, and he felt it his duty both to 
refresh his father’s memory and to 
defend his mother.

“Why, papa,” he piped, “don’t you 
recollect? Mama told you to be sure 
to come home early to-night because 
the Fortunes were going to be here, 
and you said, ‘Oh, the devil!” ’

Stubbornness of Pat.
Patrick O’Rourke had the misfor

tune one day of falling from the sec
ond story of a house just being com
pleted. Mike Flaherty, the foreman, 
saw him fall and immediately called 
an ambulance, which in due course 
of time arrived. The surgeon gave 
one glance toward the still form and 
said: “He’s dead.”

Pat, who was coming to, heard him 
and, rising to a sitting posture, re
plied: “You’re a liar! I ain’t!”

Mike was standing close by, and 
took hold of Pat, gently saying: “Lay 
down, Pat, the doctor knows better.”

Why Should She?
“By George!” ejaculated the mer

chant, as he watched a lady leaving 
his store, just after having given a 
good sized order.

“Fine-looking lady,” said a bystand
er.

“Yes, but I wish she would pay her 
bills.”

“Have you asked her?”
“No—'I’m^afraid she will quit if I 

do.”
“Oh! Then you are waiting until 

she owes you more before she quits.”
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BEHIND COUNTER

The Crek’s Responsibility.
Many dealers fail to impress upon 

their clerks that customers should 
be enlightened on different important 
subjects when buying shoes for their 
children and for themselves. When 
buying shoes it is almost a crime to 
try to economize by not having them 
properly fitted by expert salespeople. 
They should be reminded that one 
pair of ill-fitting or inferior grade 
shoes may ruin a child’s feet for life, 
and produce various kinds of ail
ments, such as broken ankles, bun
ions, ingrown toenails, backache, even 
the eyes are often affected.

Of course, the clerks are not al
ways at fault, because some dealers 
insist that every customer must be 
sold, fitted if possible, but otherwise 
sold, sold, sold, and there the trouble 
comes.

Some time ago I witnessed a sad 
little incident in a Boston store. A 
poorly clad woman came to purchase 
two pairs of shoes for her two boys. 
One was fitted easily, but for the sec
ond boy, the salesman (who happened 
to be the proprietor) had no sizes 
between 10 and 11%, so size 10 was 
squeezed on with the aid of talcum 
powder, toe raiser and stretcher. The 
boy could hardly walk, and complain
ed the shoes were too small. The 
lad was only about six years old, and 
would have overlooked a little pain 
for the sake of getting a new pair of 
high cut tan grain boots with straps 
and buckles, but the pain was so bad 
that the poor child began to cry. 
Seeing that he had lost, and knowing 
that the 11% wouldn’t do at all, the 
dealer quickly volunteered the infor
mation to the mother that “this pair 
is only $1.75, while the next size 
(meaning 11%) would cost $2.25.” Of 
course, this touched the right spot 
and the boy got a slap across the face 
and hobbled out of the store in his 
new straight jackets.

This is only one incident, of which 
they are too many to mention. Hon
est shoe selling is sometimes a sac
rifice, but it will pay in the long run. 
—Shoe Retailer.

The Pessimist.
Josh Janks, who deals in Chinese 

eggs—they’re laid by hens with wood
en legs—is always in a stew; all 
things that happen on this globe cause 
Joshua to tear his robe, and make him 
sad and blue. Whene’er he reads the 
public prints they’re sure to give him 
dismal hints that evil times are near; 
upon his soul they cast a pall, he 
butss his head against the wall, 
and sheds a briny tear.

“This Balkan mixup,” old Josh

sighs, “is death to trade, dad bing my 
eyes, of commerce ’tis the knell; all 
Europe will be scrapping soon, and 
then I wouldn’t give a prune for all 
a man can sell. And then the war 
will spread, mark me, to this fair 
country of the free, and thousands 
will be shot; and men who lose their 
arms and legs won’t feel like buying 
Chinese eggs—it surely makes me 
hot!”

“Great Scott!” I cried, “what is 
the use of turning such predictions 
loose, of grouching day by day? It 
surely won’t increase your trade, or 
make your business troubles fade— 
it’s not the Butler Way.”

“A man,” said Janks, “should be 
prepared for evil, then he won’t be 
snared when evil comes along; I al
ways say that life’s atwist, I always 
argue and insist that everything is 
wrong. Then nothing disappoints me 
much; if things go wrong, to beat 
the Dutch, I say, ‘It’s what I thought; 
this world is but a waste of soup, 
and nothing in it’s worth a whoop, 
and nothing hits the spot.”

“Your grouch is sinful, I repeat; 
while thus you talk, across the street, 
your rival’s sawing wood; he is a 
cheerful gent who thinks that no one 
needs to have a jinx, that everything 
is good. He sells his muslin over
alls and patent duplex codfish balls, 
and never wears a frown; a most at
tractive place is his, and he is drawing 
splendid biz from every part of 
town.”

Alas, a fellow gets no thanks for 
preaching truth to old Josh Janks, 
determined to repine; he sits among 
his crates and kegs of rich imported 
Chinese eggs, and sheds six kinds of 
brine.—Walt Mason in Butler Way.

Not Her Fault.
Doris was rather backward in her 

studies and one day when her father 
was enquiring into her standing at 
school the little girl admitted that she 
was the lowest in her class.

“Why, Doris, I am ashamed of 
you!” exclaimed the mother; “why 
don’t you study harder and try to get 
away from the foot of your class?”

“It ain’t my fault,” replied Doris, 
in tones of injured innocence, “the 
little girl who has always been at the 
foot has left school.”

Remember that a smile is a valu
able asset’ simply because people like 
it—no need to argue against it. Stay 
near the front door. Be ready to 
meet people as they come in and do 
it as though you took pleasure in it.

Boaster may be a polite term for 
liar.

A Price Cutting Fraud.
One of the large department stores 

of New York recently displayed on 
one of its counters a lot of underwear 
—union suits—a sight familiar to 
every man who passed through that 
section, but the price is what chal
lenged attention. This particular line 
of underwear retails everywhere at 
$1 a suit, but an alluring signboard 
announced a slashing reduction to 69 
cents. Here was an instance of price-, 
cutting that would make the Fair 
Trade Leaguers sizzle with anger.

We forthwith procured a suit of 
the familiar unions, turned to the 
well-known label, and there across its 
face was indistinctly printed the 
word “Seconds.” The name and 
classification were so closely inter
woven that it was difficult to read the 
word “Seconds,” but there was no 
mistaking the label. The price-tag 
of the store had been carelessly pin
ned over the label, completely hid
ing the word “Seconds,” which was 
evidently a blot on the escutcheon.

This is a case where everybody 
knew about the price cutting except 
the consumer. He thought he was 
getting a $1 garment for 69 cents— 
but he wasn’t.

The great mystery of success lies 
in the common things. The man 
who makes it a point to thoroughly 
understand the commonplace, every
day things is usually considered a 
genius.

Many a friendship has been cut 
short by a long tongue.

The Man With Sand.
“I f  you’re  dow n an d  o u t—discouraged— 

A nd y o u r v e ry  soul h an g s  loose,
A nd you a sk  you rse lf th e  question , 

W eary , h earts ick , ‘W h a t’s th e  u se? ’ 
J u s t  rememBfer th a t  you’re  needed 

In  th is  g rim  old w orld  of ours,
T h a t you ’re  p a r t  of i t—w e need  you— 

In  i ts  su n n y  tim es  an d  show ers.
A nd a lth o u g h  i t  m ay  seem  useless.

M ore th a n  h u m an  soul can  s tan d ,
You belong to  th e  C reato r, a n d  th e  

L ord  loves m en  w ith  sand.

“N ev er q u it; God h a te s  a  q u itte r!
F o rce  a  sm ile ; i t ’s  only  rig h t.

O th e r fellow s, w orn  an d  w eary ,
S tum ble  in  life ’s d re a ry  n ig h t;

A nd you owe th em  a n d  m u s t p ay  th em — 
Surely  you can  u n d e rs tan d  

T h a t w ith  God you m u st be h ones;
A nd m u s t show  th a t  you h av e  sand!

“ T hrow  a sid e  y o u r fe a rs  of fa ilu re .
Look ab o u t you everyw here;

See th e  fellow s sad , d iscouraged ,
W ho a re  v ic tim s of d esp a ir;

A nd i t ’s up  to  you to  show  them  
By th e  w ay  you fight and  s tan d  

T h a t th e  w orld d e se rts  th e  q u itte r  
A nd b ack s  up  th e  m an  w ith  san d .”

AS SURE AS THE 
SUN RISES

Voigt’s
CRESCENT

FLOUR
Makes Best Bread 

and Pastry

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

THE FRANKLIN SUGAR REFINING CO. 
PHILADELPHIA

“Franklin Carton Sugar is guaranteed FULL WEIGHT, 
and refined CANE sugar.“

You can buy Franklin Carton Sugar in original containers 
of 24. 48. 60 and 120 lbs.
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Some Methods of Attracting Desir
able Patronage.

W ritte n  fo r  th e  T rad esm an .
Speaking in a general way, good 

goods and satisfactory service form 
the only safe foundation upon which 
to build permanent business. In the 
long run, these simple essentials are 
better and more influential business 
getters than any of the myriad 
schemes which ingenuity has evolved 
for the purpose of stimulating busi
ness. Without them, business get
ting “schemes” count for very little.

But, with good goods and satisfac
tory service as a foundation, occa
sional schemes of one kind and an
other can be made very helpful, in 
advertising the store and attracting 
new customers.

An old time feature which is still 
quite popular is the guessing contest. 
A prize is offered to the person who 
can guess nearest to the number of 
beans in a jar, or the number of seeds 
in an uncut pumpkin. Then, too. 
the hour and minute at which a clock 
will run down, or a lit candle burn 
itself out—these form suitable sub
jects for guessing contests. Such 
contests have been held time and 
again. The merchant who wishes to 
attract attention will do well to de
vise some new scheme, if possible, 
although, even after frequent repeti
tions, the old schemes have not lost 
their pulling power. A newer vers
ion is the value of a pile of canceled 
postage stamps—that is, the face
value of them. If a large enough pile 
of old stamps can be secured, a dou
ble contest can be evolved—a prize 
for the person guessing nearest the 
face value of the stamps, and an ad
ditional prize for the nearest guess 
to the number of stamps.

The prizes offered need not be 
large. Sometimes these contests are 
wide open; at other times they are 
restricted to purchasers of goods, one 
guess being given as a rule for every 
dollar’s worth of goods purchased.

Incidentally, in devising a new con
test the merchant should be careful 
not to advertise them through news
papers or circulars where the result 
is dependent upon chance rather than 
skill. The post office authorities bat 
from the mails advertising matter 
pertaining to lotteries, and it is pos
sible to inadvertantly overstep the 
line. As a rule, such contests need 
no advertising beyond that given in 
the window.

The voting contest is another 
scheme for pulling trade. In recent 
years it has been diligently worked. 
Newspapers have used such contests 
regularly to build up their subscrip
tion lists and many stores have em
ployed this means of advertising, 
sometimes alone, sometimes in con
junction with other stores, and some
times in co-operation with newspa
pers. The newspaper has an advant
age in that it secures the necessary 
advertising space at actual cost, and 
advertising space is very necessary 
to make the voting contest a suc
cess.

Prizes of various kinds are offered 
—free trips, perhaps to a popular ex
hibition, scholarships in business col
lege, high school or even a univer
sity, and prizes in money or goods. 
A motor car makes a good puller, 
where the territory is large enough 
to justify the expense. Such prizes 
are suitable for popularity contests. 
Then, too, there are prizes offered 
among competing organizations, 
such as schools, lodges, Sunday 
schools and churches. Often a li
brary is used for this purpose. Then 
baby contests, contests for the most 
popular child or young lady, can be 
pulled off.

A contest of this sort involves a lot 
of work, and usually calls for con
siderable expense. Whether the re
sults are always satisfactory is a mat
ter of doubt. Unless the merchant is 
prepared to go to a considerable ex
pense for publicity, there is danger in 
the enterprise falling flat. The mer
chant should study carefully the 
handling of such ventures before he 
embarks; should, if possible, com
pare notes with other merchants, in 
his own or other towns, who have 
tried the experiment.

Perhaps a better plan and a more 
legitimate one is the clerk’s benefit.
A firm I know of tried this scheme 
last January, at a season when busi
ness is usually very dull, and found 
it good. A sale was held lasting a 
couple of weeks, a small percentage 
on the gross sales being given to the 
employes in addition to their salaries. 
Cards were furnished the clerks for 
distribution among customers,, and 
keen competition in sales-getting re
sulted, and business showed up quite 
well at a time when it was usually 
pretty slack. The hustling done by 
the salespeople to pull in new cus
tomers was to «use the colloquial 
term, a caution. Incidentally, tihe 
merchant got a pretty clear line upon 
the selling capacity of his individual 
clerks.

Similarly, a store can be depart-

mentized, and a prize offered for the 
department making the largest per
centage of gain over the sales in the 
same ¿department for the previous 
year. Or, similar prizes can be offer
ed for the individual clerk or clerks 
making the biggest percentage of gain.

Anything that will appeal to the 
children is good business, particular
ly with the Christmas season coming 
on. In some stores numbered tickets 
are issued, and prizes awarded to the 
holder of the “lucky number,” the 
drawing taking place at the close of, 
say, a week. Toys of various kinds 
make suitable prizes. Children, too. 
are often enthusiastic workers in vot
ing contests, and not merely hustle 
themselves, but are very successful 
in enlisting parents and friends.

One thing should be borne in mind, 
however—the contest or scheme 
should be used only on rare occas
ions. As with “special sales,” the 
public continuously fed upon them 
ultimately grows satiated and even 
nauseated. Use the voting contest 
only when you are locating in a new 
district or opening a new store o* 
starting a new department; use the 
less'er contests , only to inaugurate 
a new department or liven up a dull 
season. And use them as conserva
tively as you can.

For, after all, it is upon good goods 
and satisfactory service that perma
nent business must be built. The new 
customers whom a contest draws to 
your store for the first time must be 
held by good goods and satisfactory 
service, not by another contest. And

some of the most substantial busi
nesses I know of have been built up
on the solid foundation of sane busi
ness methods and common-sense 
newspaper publicity, without the aid 
of “catchy’̂  schemes of any kind.

William Edward Park.

The Ventilation of School Rooms 
Is a State Law Requirement

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

W e w a n t to  g e t in  touch  w ith  School 
B oards  th a t  w e m ay  send th e m  d e 
sc rip tiv e  m a tte r .

A record  of over 300 room s o u gh t to 
be evidence of o u r ab ility .

S team  an d  W a te r  H e a tin g  w ith  
ev e ry th in g  in  a  m a te ria l line.

C orrespondence solicited .

T H E  W E A T H E R L Y  CO.
318 Pearl S treet G rand Rapids, Mich.

Chicago Boats
Holland Interurban

Special cars direct to

Graham & Morton 
Steamers

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

Michigan Hardware 
Company

Exclusively Wholesale 

Eiisworth Ave. Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.
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THE MEAT MARKET

Old Time Butcher to His Son.
I haven’t got much u$e for a kick

er. The man who sits down in the 
corner arid tells you just how hard 
things are for him could spend his 
time much better in taking off his 
coat and trying to find a remedy for 
the conditions which he is complain
ing about. There seem to be too 
many mouth-artists in the butcher 
business, who do a lot of business 
with their mouths but blamed little 
with their brains.

Take my friend Schless, for in
stance. If Schless was as good a 
butcher as he is a talker he would 
have been able to retire long ago. 
He can sit down and tell you all 
about how hard times are for hours 
on a stretch when he ought to be 
down in his market hustling for 
trade as hard as he can hustle. His 
chief dissipation is talking, with the 
result that he is always wondering 
how he is going to meet his whole
salers’ bills at the end of the week. 
And there are a lot more in the busi
ness just like him.

Oceans of words never made hard 
times any better. Words never help
ed any man except a politician. Ac
tion is the thing that counts—action 
mixed with brains. Bewailing the 
fact that meat has jumped sky high 
will not help you to sell more of it 
or get a better price for it. Words 
are all right in their place, but their 
place is not in the meat market.. If 
you want to tell the public just what 
the butcher is up against, get a soap 
box and go out on the street corner. 
You’ll bet a bigger audience out
there than you ever will in your mar
ket.

The butcher who thinks that he can 
appeal to his customers’ sympathies 
by telling them that he is losing 
money steadily is foolish. No other 
word fits the brain that evolved that 
thought. The dear public absolutely 
refuses to believe his story. They 
may think he is a good liar and rath
er admire him for it, but liar he is 
nevertheless. The greatest bid you 
can make for sympathy only appears 
ridiculous to them. And I don’t 
blame them for it, because were I 
the ordinary customer in the meat 
market I would think just the same 
way as .they do.

When a woman goes to market she 
doesn’t want to hear your troubles; 
she’s out to get as much as she can 
for the money she has to spend, and 
whether you make a profit or not is 
a matter of no concern to her. Val
ue is *what she is after, and there is 
no poorer listener to your tale of 
woe than she is. In a good many

cases she pays the price you ask with
out a kick. She has confidence enough 
in you to believe that if you have 
raised your prices you have had to 
do it. So why in the name of com
mon sense should you start in mr.k- 
ing excuses, which immediately con
vict you of charging all the traffic 
will bear in her mind? She’s got you 
where she wants you when you do 
that—on the defensive—and she would 
be foolish if she didn’t take advant
age of her opportunity.

Never volunteer excuses for the 
high prices you are charging for your 
meat. If a woman complains, meet 
her more than half way; put the facts 
of the case to her. You must have 
them at your finger ends. You know 
why meat is high. What’s the sense 
of making excuses when you have 
facts that are ten times as good as 
the excuses? If a lawyer had a client 
who was excused of a crime, and he 
went into court and pleaded for 
clemency when he had a good case 
which would have secured an acquit
tal for his man, you would think 
that he was crazy. Well, a lot of 
butchers are just like that lawyer— 
they spend their time appealing to 
the sympathy of their customers 
when they could convince them of 
the truth without any trouble but the 
use of a little gray matter and fact.

Who ever had any sympathy for 
a butcher, anyhow? Nobody. If 
your wholesaler came to you with 
tears in his eyes and told you he was 
losing money on the bullock he was 
selling you, you’d laugh in his face. 
You’d think he was a first cousin to 
Ananias. Well, your customers think 
exactly the same thing of you when 
you pull a sob story on them.

Business is not done on sympathy, 
business is done on confidence. Long 
drawnout stories of hard times are 
not the things that win the confidence 
of your customers. People regard 
you when you do that much the same 
as they regard the panhandler in the 
street—they will give you their busi
ness, but with a feeling that you are 
putting one over on them every time 
they come into your market. And 
the first time the fellow on the next 
block slashes his prices a cent or so 
a pound this feeling is confirmed, and 
you can kiss their trade good-bye.

The butcher who stands squarely 
upon his own feet, who makes his ap
peal to his trade on a straight busi
ness basis, who throws sympathy 
along with the sob tales into the dis
card, who deals frankly with his cus
tomers and who tells them the exact 
facts of the situation is the butcher 
who holds his trade so long as the

trade has the price to buy his meat. 
And the reason is simple—he has won 
their confidence and their good will. 
—Butchers’ Advocate.

The “Sterilized Meat” Scare.
And now comes another howl be

cause the Department of Agriculture 
is to allow the sale of “sterilized 
meat.” Scientific investigations made 
by specialists of the Department, and 
by independent veterinarians and 
physiologists have made it clear that 
large quantities of meat which are 
perfectly good food when thoroughly 
cooked have been condemned because 
of the presence of strictly localized 
cysts or lesions in animals. This 
meat is of the type which the Ger
man and Austrian governments have 
long permitted their packers to 
sterilize by cooking and sell at shops 
in a cooked condition.

This meat which, cooked, finds 
ready sale at a lower price than raw 
meat in Germany and Austria, con
sists of portions of the flesh of ani
mals which have localized cysts or 
lesions which make the immediately 
affected muscle or tissue unsuitable 
for food, but which do not affect the 
remaining flesh of the animal or ren
der it unhealthful. Portions (usu- 
ally organs or glands) containing 
cysts of lesions are cut away and con
demned. These cysts and lesions do 
not come from any of the highly 
dangerous diseases, for any indica
tions of which the regulations require 
the condemnation of the whole car
cass.

While the packers of Germany and 
Austria for many years have widely 
availed themselves of this method cf 
saving, by cooking, a huge waste of 
meat, it is not known how far the 
American packers will care to follow 
the practice. It is believed, however, 
that if it is undertaken it will make

S3

available a large quantity of cooked 
meat which is now wasted.

Yet such a product would easily 
pass muster in the housewife’s own 
kitchen without question. And the 
very critics who raise a cry against 
the decision are the first to howl 
about the “high cost of living,” due 
to the fact that the public is over- 
exacting in its selection of only the 
highest grades of food and rejects 
millions of dollars’ worth of food 
that may be second grade but prob
ably perfectly wholesome. Pure food 
does not necessarily mean “first 
grade” food; although food law pro
moters have often made that com
mon error.

Proof Enough for Him.
“Willie,” said the teacher, “give me 

three proofs that the world is actually 
round.”

“Yes’m,” said Willie, cheerfully; 
“the book says so, you say so, and 
ma says so.”

When a smoker fumes he seldom 
frets.

Make Out Your Bills
THE EASIEST WAY

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

Barlow Bros., Grand Rapids, Mich.

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

Sea Foods and Lake Fish
of All Kinds

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

Fraternal Amendment
League Challenges
Newspaper reports indicate that payroll 

officers, local lodge secretaries, etc., will fight, 
the Fraternal Constitutional Amendment. We 
invite an open fight. Come out from behind 
closed doors. We offer to divide equally the 

time, expense and tickets of admission anywhere in Michigan to debate 
the following statements of fact relative to said amendment.

1. —It provides for majority rule of members by aid of the Initiative 
Referendum and Popular Recall.

2. —It provides for a reasonable adequate rate for life insurance.
3-—It does not prohibit lodge or ritual.
4.—It does not interfere with provisions for sick, accident, old age 

or other benefits.

5—It does not compel any responsible society to leave Michigan.
6.—It does not compel State jurisdiction. No more important 

question has ever been submitted. Public discussions will be educa
tional.

FRATERNAL AMENDMENT LEAGUE.

JOHN H. BANNINGA, President. Grand Rap,ds’ M U 
CHAS. D. SHARROW, Secretary.

Copies of Amendment will be furnished on application.

I] jsuieSy si ajj
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Grand Council of Michigan U. C. T.
G rand  C ounselor—M. S. B row n, S ag i

naw .
G rand  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—F re d  J .  M outier. 

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

w a ter.
G rand  S en tinel—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 illsd a le ; A ngus G. M cE achron , 
D e tro it;  J a m e s  E . B u rt less, M arq u e tte ; 
L. P . T hom pkins, Jack so n .

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

Michigan Division T. P. A. 
P re s id e n t—F red  H . Locke.
F i r 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  o f D irec to rs—C has. E . Y ork, J . 

W . P u tn a m , A. B. A llport, D. G. M c
L aren , W . E . C row ell, W a lte r  H . B rooks, 
W . A. H a tch e r .

Handicap Incurred by the Quick- 
Tempered Salesman.

It is astonishing how many things 
will come up to the salesman, and 
come when he least expects them, 
upon his tongue.

Some one has told us that we get 
our idea of the word “temper” from 
the blacksmith’s shop, where the 
•blacksmith is shaping an axe. for in
stance, and upsetting the blade of it. 
He heats the blade and pushes it 
down into the water, and, taking it 
out, he watches its color; and again 
he pushes it into the water and takes 
it out and watches it take its color; 
and then directly he passes it to the 
hand of the farmer, and says: “ I 
think that is tempered, but I don’t 
know. If you will grind it and take 
it out to that knotty log and throw 
it in a time or two, I shall be able 
to tell you whether it is tempered or 
not.”

And the farmer takes up the axe 
and goes out to the log and strikes 
it a time or two, and the axe of full 
of notches. He takes it back to the 
blacksmith, and says: “You missed it 
this time. Look here! It is notch
ed all over with gaps.” And the 
blacksmith takes it and puts it in the 
fire again and tests it; and when the 
owner next takes it out to the log, 
its edge is all right, and he says- 
“This edge is perfect-” That is where 
we get our idea of temper.

Many a time the salesman has his 
disposition upset and tempered, and 
then he goes out and says: “Well, 
now, I will never get that way any 
more. I have got the edge all right 
this time. I have got it tempered up 
in every respect.” But the first old 
knotty customer he gets to, away it 
goes, and the notches are made in it.

and the edge is destroyed, and he 
says: “Dear me! It’s of no use for 
me to try at all. I did worse this 
time than I ever did before.”

Haven’t you ever felt that?
A good temper will stand anything 

without the breaking out of a gap or 
the turning of an edge.

There is a great difference between 
the good-natured salesman and the 
good-tempered salesman.

We hear people say, “Oh, that per
son has less temper than anybody I 
ever saw.” Well, he is of less ac
count than anybody you ever saw, if 
you mean by that that he is simply 
good-natured.

We can have good tempers only 
with vigilant, watchful care over 
them. Did you ever manage your 
temper by clinching your teeth to
gether and not letting your tongue 
run a bit? Your tongue is a sort of 
revolving fan to a fire, and the first 
time you let your tongue go, you are 
gone. Did you ever try to curb your 
tongue once? If you’ll do it, you’ll 
be astonished.

If you are a Quick-tempered Sales
man, begin now by saying, “I will 
watch my temper; I will watch my 
tongue; I will watch my disposition;
I will watch within; I will watch with
out; I will be vigilant; I won’t be sur
prised by anything. I am going to 
see my enemy approach; I am going 
to watch him as he comes, and I am 
going to meet him as he comes.”

A soldier in the last war said: “One 
of the hardest things I had to do was 
to lie still under fire.”

Humanity wants to fight back, and 
kick back. But the salesman never 
fought back, or kicked back, or talk
ed back in his life that he was not 
sorry that he did it. The best thing 
is to stand and hold out and let your 
enemy kick himself to death, and he 
will soon do that if you hold right 
still.

Speaking on the subject of self-con
trol, a noted reformer once-said; “If 
a man called me a liar, I would not 
gfet mad and fight him. I would say 
to him, Tf I am a liar I ought to -be 
ashamed, of myself; and if I am not 
a liar you are a liar.’ ”

It is a mighty good plan to com
bat insult and injury with wit or a 
smile. These quickly disarm our 
adversary.

The value to the salesman of self- 
control in meeting the selfishness or 
insults of a customer, or of manag
ers, is demonstrated over and over 
again in thé life of every man on the 
road. Many instances occur in the 
career of every salesman where right
eous indignation seems justifiable,

but if used at all as an antidote, it 
should be homeopathic doses only.

While traveling on the road, long 
before embarking in business for my
self, I once lost my temper under 
very trying circumstances in dealing 
with the buyer of a large firm. .

Years afterwards I secured the ser
vices of a traveler who was intimately 
acquainted with that buyer. The first 
time our new man called on him he 
was surprised at the reception he re
ceived upon presenting the firm’s 
card. The man with whom I had 
quarreled opened up on our new rep
resentative with, “We have been good 
friends, and you have always given 
me a square deal. It would be a 
real pleasure to continue my business 
relations with you personally, but you 
can go back and tell your employer 
that I will see him in Hades before 
he gets another dollar’s worth of 
business from my firm.”

During the years that followed, our 
firm was deprived of thousands of 
dollars’ worth of business from him 
because I had lost my self-control 
just once.

Get the habit of self-control, and 
never part with it. When tempted 
by weakness, keep away as far as 
possible from the danger-line. There 
is always a fascination in seeing how 
near we can go to the edge of a preci
pice without toppling over.

A wealthy man, owning a fine coun
try home far up on a mountain side, 
desired the services of a coachman. 
The road leading to his place was 
very dangerous. It skirted the edge 
of great caverns and made many sharp 
turns. Several applicants sought the 
position; the same question was ask
ed each, “How near can you drive to 
the edge of the precipice without go
ing over?”

The first replied, “I think I could 
go within two inches.”

The wealthy man said, “You will 
not do.”

The second thought he could go 
within an inch, and was promptly re
fused.

The third man was an Irishman. 
His reply was, “Begorra, I’d kape as 
far away as I could.”

Promptly came the answer, “You’re 
the man I’m looking for. The place 
is yours.”

Thomas De Witt Talmage, in one 
of his most (popular lectures, “Big 
Blunders,” speaking of indulgence in 
bad temper, said:

“Good humor will sell the most 
goods, plead the best argument, ef
fect the best cure. The poorest busi
ness firm in town is Growl, Spitfire 
& Brothers.

“They blow their clerks. They in
sult their customers. They quarrel 
with the draymen. They write im
pudent duns. They kick the beggars. 
The children shy off as they pass 
the street, and the dogs with wild 
yelps clear the path as they come. 
Acrid, waspish, fretful, explosive, 
saturnine, suddenly the money market 
will be astounded with the defalca
tion of Growl, Spitfire & Brothers.

“Merryman & Warmgrasp were 
poor boys when they came from the 
country. They brought all their pos

sessions in one little pack slung over 
their shoulders. Two socks, two col
lars, one jack-knife, a paper of fjins, 
and a hunk of gingerbread which their 
mother gave them when she kissed 
them good-'bye and told them to be 
goods boys and mind the boss.

“They smiled and laughed and bow
ed, and worked themselves up higher 
and higher in the estimation of their 
employers. They soon had a store 
on the corner. They were obliging 
men, and people from the country left 
their carpet-bags in that store when 
they came to town.

“Henceforth when the farmers 
wanted hardware or clothing or books 
they went to buy it at the place where 

, their carpet bags had been treated sc 
kindly. The firm had a way of hold
ing up a yard of cloth and shining 
on it so that plain cassimere would 
look almost as well as broadcloth; 
and an earthen pitcher would glisten 
like porcelain.

“Not by the force of capital, but by 
having money-drawer and counting 
desk and counter and shelves all full 
of good temper, they rose in society, 
until to-day Merryman & Warmgrasp 
have one of the largest stores, and 
the most elegant show windows, and 
the finest carriages, and the prettiest 
wives in all the town of Shuttleford.” 

Many a salesman has gone down 
under his temper. They usually be
gin by pluming themselves with the 
idea that their firm does not expect 
its men to make doormats of them
selves for crusty customers to wipe 
their feet on. That is a greatly over
worked idea with those who have a 
short hold on their tempers. They 
end with kicking themselves out of 
that very firm and the good graces of 
their trade, because they are contin
ually going about with chips on their 
shoulders, looking for trouble.

People who have never seen the 
tide come in at the ocean beach do 
not understand it.

Like the development of a bad tem
per, the waves creep slowly up at first 
and then recede. “The tide is going 
out. says one; “the sea is going 
down.” Ere it is gone another wave 
comes. This time it reaches a higher 
point; but it recedes again, and he 
says, “Surely the tide is going out, 
and the sea is going down.” Again a 
wave rolls in, this times it comes 
higher; and presently the tide is full.

So with the advance of an ungov
erned temper—its baneful influence 
engulfs and destroys every chance 
the salesman ever had to become a 
power’ in his profession.

Some one has said, “A melancholy 
musician may compose a Dead March 
and make harp we°p and organ wail; 
but he will not master a Battle March, 
or with that grand instrument, the 
organ, storm the castles of the soul 
as with flying artillery of light and 
love and joy, until the organ pipes 
seem filled with a thousand hosan
nas.”

When a salesman boils over quick
ly, you soon find out what is in him.

Show courtesy to others, not be
cause they are gentlemen, but because 
you are one. Walter D. Moody. 
Copyrighted 1907.
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DETROIT DETONATIONS.

Cogent Criticisms From Michigan's 
Metropolis.

Detroit, Sept. 21.—rLearn one thing 
each week about Detroit: Porcelain 
insulators are made at the rate of 
30,000 a day or 10,000,000 a year by 
a Detroit corporation.

T. A. Carten, owner of Ionia’s larg
est department store, was in Detroit 
on Saturday. He was en route to his 
home after a trip to New York on 
business. Mr. Carten was accom
panied by his wife.

At the meeting of Detroit Council 
last Saturday night many important 
matters were brought up, not the least 
the proposed amendment to the con
stitution that would, if carried, throt
tle all fraternal orders that pay sick 
and accident benefits, life insurance 
and even old age pensions, which 
many fraternal organizations are now 
paying, would have to be abolished. 
Next Saturday night a joint meet
ing of Cadillac and No. 9 Councils 
will be held in St. Andrews hall to 
discuss the situation. The fraternal 
voters league will be represented by 
an able speaker. It is earnestly re
quested that every member of the 
United Commercial Travelers who 
possibly can, attend this meeting. In 
the meantime impress your friends 
around the State with the importance 
of turning out next November and 
voting NO to the proposed amend
ment.

But then no newspaper writer would 
feel grieved if some of those Russian 
generals had a portion of their names 
shot off.

Advanced arithmetic is practiced by 
Elmer Puffer, proprietor of the Dres
den Hotel, at Flint. Mr. Puffer, by 
the way, is the greatest little booster 
the restaurants in Flint have. Here’s 
a portion of the rates as printed and 
set up in the $3.50 per rooms. Rates 
of this room per day $3.50; one-fourth 
day, $1.50; one-half day, $2.25. Here’s 
some more figuring as used by this 
hotel that is being complained of all 
over the country and whenever pos
sible is given a wide berth by travel
ing men. One quarter day of the 
$3.50 rate is $1.50 and meals are list
ed at 75 cents each. At the above 
prescribed rate of $3.50 a guest stays 
for one day and one meal over the 
day is charged at $1 because the 
management says that is called one- 
fourth day. Now what we would like 
to know is why should one-fourth of 
a day be $1.50 and another one-fourth 
be $1. Why not charge $1.50 for the 
meal? Truly a meal at the Dresden 
is worth $1.50 just as much as it i« 
worth $1. Here indeed is work for 
the United Commercial Travelers and 
the Travelers’ Protective Associa
tion. Incidently, the Dresden is the 
only commercial hotel in Flint, a city 
of nearly 40,000 population. What 
is the matter with Flint?

E. E. Bridges, special lace and em
broidery representative for Carson, 
Pirie, Scott & Co., Chicago, referring 
to clothes the other day, says that 
he never buys advance goods him
self. He waits until the advance 
prices are repelled and subdued. Mr. 
Bridges, while living in Chicago, cov
ers Michigan territory exclusively. 
He travels eight months and works 
in the house four months. The re
mainder of the time he has to him
self and family and let us mention 
right here that, after looking over 
this perpetual smiling young travel
ing man, we have decided he is one 
of the Bridges that is hard to cross.

J. Edwin White, expert store de
signer and special representative for 
the Welch Manufacturing Co., of 
Grand Rapids, says that all work and 
no play makes Jack a dull boy, but 
living in Reed City will get the same 
results.

R. T. says that some persons are 
born stupid, others acquire stupidity, 
while others uphold a warring coun
try in Europe.

Detroit is to have a new National 
bank. The stockholders held a meet
ing last week and elected the follow
ing officers: Matthew Fenn, Presi
dent; John P. Ewing, First Vice- 
President; Alfred Goetsch, Second 
Vice-President; William Wayne and 
William C. Marx, directors. The 
name of the new Bank is the Wayne 
County National Bank and it will be 
located on St. Clair Heights. The 
Bank will be ready for business by 
October 1.

Eggs are selling at $2.50 a dozen 
in Hamburg. It takes quite a Ham
burg stake to buy a dozen eggs, does 
it not? Bang! goes the point on the 
blue pencil.

A Parisian, seeing his supply of ab
sinthe was reduced, with no chance 
for obtaining more, drank his last 
bottle almost at one drink and died! 
He undoubtedly figured that there 
was nothing more to live for anyway 
with the liquor gone.

October 3 will be the date of the 
opening party of Detroit Council. As 
the parties under the leadership of 
Herbert Murray have always proved 
successful and enjoyable affairs, the 
news that he has again been appoint
ed chairman of the entertainment 
committee will be received with pleas
ure by the members of the Council 
and the ladies. October 3 is the first 
Saturday in the month and Mr. Mur
ray wishes the old timers to see to 
it that their joints are well oiled be
fore that day.

J. M. Clifford & Co., lumber deal
ers, have sold their stock to Mow
bray & Robinson, of Cincinnati, one 
of the largest dealers in hardwood 
lumber in the country. F. H. Wade, 
formerly of Indianapolis, will take 
charge of the business here, which is 
located at Fourth and Holden ave
nues.

Even if there is a sucker born every 
minute they can be used by several 
different nations in Europe.

The Stoddard-Jakel Tool and Ma
chine Co., 82 Jefferson avenue, has 
let the contract for a new factory 
building to be built on Woodbridge 
street, corner Beaubien. The build
ing will be of reinforced concrete, 
three stories high, fifty-three feet 
frontage and eighty feet deep.

Lawrence McClish, department 
manager for the Smith-Bridgman Co., 
Flint, had the misfortune to sprain 
his ankle a few days ago. Although 
handicapped and able to get around 
only by hobbling, Lawrence manages 
nevertheless, to appear regularly on 
the job.

J. R. Lakin has opened a branch for 
the Continental Asbestos Corporation 
of Worcester, Mass., at 20 Wood- 
bridge street. The corporation man
ufactures a lubricant known as Sped- 
olene for motor cars and Journoline 
for gears.

N. A. Becker, who joined Detroit 
Council last Saturday, is a native oi 
Austria, hailing from the city of 
Cheanowitz, which has fallen into the 
hands of the Russians since the open
ing of hostilities in that country. Mr. 
Becker’s mother still resides there 
and many were the anxious moments 
spent by Mr. Becker before he re
ceived word that she was alive and 
well. Before coming to this country 
Mr. Becker received his mercantile 
training clerking in local grocery 
stores in his native town and on his 
arrival in New York, eight years ago, 
secured a position with Austin, Nich
ols & Co., wholesale grocers, to rep
resent them in the city, calling on the 
foreign speaking grocers. This posi
tion he filled successfully until he 
was offered a position with the Has
kins Soap Co., of Sioux City, la., to 
represent it in Michigan. He is still 
with that firm. Mr. Becker’s success 
came to him only after the hardest 
kind of work. He had to learn a new 
people and a new language, but he 
never faltered for a moment. To
day he is classed as a very successful 
salesman and has made hosts of

friends among the trade and others 
with whom he has come in contact. 
The United States is enriched when
ever it receives such emigrants as N. 
A. Becker.

Half day school sessions in many 
Detroit schools. Twenty-four hour 
taxes, however, are still on the job.

According to many of the larger 
manufacturers in Detroit, including 
the automobile makers, the outlook 
and prospects for future business is 
most optimistic. Many of the fac
tories are working overtime, while 
others^ are running on full time.

Louis Buckingham, of the Buck
ingham Co., clothiers, Flint, was in 
Detroit this week—and not a race 
horse to be seen.

Georgy H. Tompkins, general mer
chant of Cass City, was a business 
visitor in Detroit last week.

H. B. Barker & Son, 102 and 104 
Michigan avenue, are having their 
building remodeled and a new front 
installed. In addition, the building 
next door will be added, giving the 
firm an additional space of several 
thousand feet. When completed, 
Barker & Son will have one of the 
finest retail furniture stores in De
troit.

We wish to congratulate, on behalf 
of hundreds of traveling men, the 
Pere Marquette Railroad on the fine 
showing made for the week ending 
September 12. The earnings, $424,- 
466,. were the largest in the history of 
the road and showed an increase of 
$73,079 over the corresponding period 
in 1913. The boosting done by the 
United Commercial Travelers was, 
undoubtedly, responsible for a part 
of the gain.

According to certain authorities, 
traveling men lead in many lines of 
endeavor in life, but never in that ol 
writing poetry.

L. Biller, dry goods merchant ol 
Bay City, was in Detroit on a busi
ness trip last week.

Lawrence Moore, veteran automo
bile salesman, who recently return
ed from Europe, has been appointed 
sales director of the Saxon Motor 
Co. Mr. Moore has been connected 
with the company for some time, but 
has confined his activities to foreign 
sales work. In his new capacity he 
will have supervision of both foreign 
and domestic sales work. The Saxon 
Motor Co., while one of Detroit’s in
fant industries, has made wonderful 
strides since its organization. C. F. 
Jamison, who has been sales man
ager of the company since its organi
zation, will continue in that capac
ity.

Mr. Muir, of Rathsburg & Muir, 
well-known Imlay City general mer
chants, was in Detroit last week in 
the interest of his store 

The executive committee of the 
Michigan Hotel Men’s Association 
met in Detroit last week. At the 
meeting, which was. held at the Cad
illac Hotel, it was decided to hold the 
first annual convention in Detroit De
cember 14 and 15. The Association 
was organized last May.

No matter what you are. Chase 
Osborn will, undoubtedly, be on your 
side—if you will only vote for him.

A well-known traveling man writes 
as follows: “I think the new man
ager of the Junction House at Owos- 
so should be told by some one about 
the roller towel law, also all the ho
tel laws. The writer has stopped at 
the Junction House several times and 
has never been able to find a clean 
towel in the wash room.”
• Imogene Aldrich, book-keeper for 
the Grand Rapids Shoe & Rubber 
Co., of Grand Rapids, is going West 
to see the country. She is going to 
Seattle first.

Pearl and Evelyn Mayes have open
ed a dry goods and fancy goods store 
at 1593 Hamilton boulevard. The 
style of the store will be the Law
rence Quality Shop.

W. K. Philip will have the the 
Grand Rapids agency for the much-

talked-of Dodge car to be manufac
tured by Dodge Brothers. Mr. Philip 
is a brother to Arthur I. Philip, sales 
manager of the company.

Governor Ferris, at the Barry coun
ty /a ir  in Hastings last week, stated:
We spend $25,000,000 annually for 

chewing gum in this country.” Whv 
not local option” counties for chew
ing gum?

George B. Fitch, Treasurer of W 
H. Edgar & Son, died last Wednes
day at his home. Mr. Fitch was a 
native of Michigan and was born on 
a farm near Romeo in 1847. He at
tended both the public schools and 
business college of Romeo before 
coming to Detroit. He had been con
nected  ̂ with the Edgar House for 
over thirty years.

The Pere Marquette has installed a 
motor car service between Port Hur
on and Bad Axe and it will be call
ed the U. C. T. special. The first 
trip was made last Monday and car
ried the Port Huron Business men’s 
Association, who held a junket in that 
district.

There are other ways of insuring 
an unhappy future than buying on the 
installment plan.

Stephen Douglas, former Detroit 
manager for the H. W. Johns Man- 
ville Co., roofing manufacturer, is 
now representing the Stewart-Warner 
Speedometer Corporation.

A. M. Barnes, proprietor of the Fair 
department store, a new addition to 
Detroit’s retail section, gave a ban
quet to the employes following the 
opening day, which occurred last 
week. .

W. A. Williams, of Sandusky, was 
in Detroit last week in the interest 
of his general store.

S'. R. Bell is one of the retired 
traveling men of the old school who 
has made hay while the sun shines, 
with the result that he is in a posi
tion to take care of both himself and 
wife without having to worry over 
his next week’s sales or whether the 
trains are late or on time. Mr. Bell 
began his road career over thirty 
years ago when he represented an im
plement firm, making his headquar
ters in Utica, N. Y., the home of his 
youth. Later he carried brokerage 
lines calling on the wholesale grocers 
in nearly every state in the Union. 
These lines he carried for nearly 
twenty-five years. He traveled from 
coast to coast, making the trip every 
eleven months, making nine contin
uous trips. Two years ago he mar
ried Mrs. Cora M. Curtis, of Grand 
Rapids. Last week Mr. Bell made 

•a deal whereby he was to acquire a 
ninety-six acre farm near Camden, 
N. ., and not far from Utica. He is 
a stockholder in the Utica Gas and 
Electric Light Co., of Utica. Like 
most of the old men on the road, Mr- 
Bell is a hail fellow well met and 
withal he_ managed to preserve a por
tion of his salary and his health. He 
is making his home at 75 Ledyard 
street, a place he purchased some 
time ago.

Fred Sanders’ Palace of Sweets, 141 
Woodward avenue, one of Detroit’s 
best known confectionery stores, is 
haying a new factory and retail store 
built on Woodward avenue, next to 
the Elliott-Taylor-Woolfenden Co. 
Mr. Sanders, Sr., was one of the mer- 

(Continued on page 32. )
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Michigan Board of Pharm acy. 
P re s id e n t—E . T. Boden, B ay  C ity. 
S e c re ta ry —E . E . F au lk n e r, D elton. 
T re a s u re r—C harles  S. Koon, M uskegon. 
O th e r M em bers—■Will E . Collins,

O w osso; L eo n ard  A. Se ltzer, D e tro it.
N e x t M eeting—G rand  R apids, N ovem 

b e r  17, 18 an d  19, 1914.

Michigan S tate  Pharm aceutical A sso 
ciation .

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 arn u m , Jonesvillfe.

Michigan Pharm aceutical T ravelers’ 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 rea su re r—W . S. L aw ton , 
G rand  R apids.

Grand Rapids Drug Club. 
P re s id e n t—W m . C. K irch g essn e r. 
V ic e -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.

Substitution Is Only Another Name 
for Dishonesty.

The above caption is the emblem 
of dishonesty, the slogan of ingrati
tude and the motto of the man who 
puts coin above conscience. It is 
one of the crimes that is beyond the 
reach of the criminal code. It is the 
crooked game that one gets away 
with because one does not get caught. 
Substitution is a crime committed for 
less money than anything I know of.

This will no dotibt listen like 
strong language to some. Right you 
are, Vivian; but this is a strong sub
ject. I am the last mutt in bug-house 
division to start anything with any
body at any time. I am the strong 
friend of the white-winged dove of 
peace and the sworn enemy of dis
agreement and discord, but I dislike 
to have a chap turn a slop hose on 
me and try to persuade me that it is 
raining.

Substitution is crooked. If it is 
crooked it is not straight; if it is 
not straight it is wrong. W-r-o-n-g 
is the most significant as well as the 
most discomforting word in the lexi
con. Crooks and crookedness are 
all alike except in degree. However, 
I do not believe the craft realizes 
and appreciates the magnitude of 
substitution. The druggist who vends 
crooked aspirin bought of boot-leg
gers has taken one step in the wake 
of the man whose actions have 
brought him to the scaffold or the 
electric chair. The druggist who 
sells what he labels aristol for less 
than the original can be bought is 
different from the knight of the jim
my and dark-o-lantern only in de
gree; the latter is merely listed fur
ther down the same line.

The just-as-good argument is no 
argument at all. It is a stall. The 
druggist has no right whatever to 
interfere with what a physician gives

a patient except in case of mistake 
or where serious injury would result 
from administration of the prescrip
tion and the only thing to do in this 
case is to interview the physician.

A druggist has no more right to 
substitute another preparation of like 
nature and composition when Lilly’s 
Succus Alterans is prescribed than 
an engineer has to change his or
ders. The clerk of a court has as much 
moral right to alter the record as a 
druggist has to substitute something 
just as good when Wampole’s Ex
tract of Cod Liver Oil is prescribed. 
The druggist has no authority what
ever in the matter of the selection 
of remedial agents that are to be giv
en patients. It is not in his realm. 
Prescribing is the chief business of 
the domain of medicine and the drug
gist who substitutes presumes to pass 
on the qualifications of a man that 
the State Medical Board has seen fit 
to license. The responsibility of the 
druggist ends when he has seen that 
the dose is not too large, that no se
rious results will follow the use of 
the prescription, etc. It is the busi
ness of the druggist to see that the 
prescription will not hurt the patient, 
and as to whether it helps him or not 
is another matter, the responsibility 
of which belongs to the physician. 
In the dispensing of prescriptions 
the duty of a druggist is to execute 
the orders of a superior. Now I do 
not mean that a physician is superior 
to a druggist except that in this in
stance he gives the order and the 
druggist executes it, and orders come 
from superiors. For instance, Mrs. 
Jones orders a bottle of Abbott’s 
Saline Laxative. She is the superior 
in this transaction, in that she gives 
an order, although the druggist has 
enough gold sealed lamb skins to 
paper a room and she be a wash 
woman.

If a builder’s plans drawn by an 
architect specified timbers of a giv
en size, and because he could use 
timbers of much smaller size and 
have them covered from the sight of 
the architect’s superintendent the 
builder substituted the smaller tim
bers and got away with a hundred 
dollars of another man’s money we 
would all agree that he was as crook
ed as a barrel of snakes. What, 
then, is the verdict in the case of the 
druggist who substitutes something 
just as good when Kasagra is pre
scribed because the substitute is 
cheaper?

Where the substituter qualifies for 
a place in the Non Compos Mentis 
division is the fact that he will 
shoulder a million dollars’ worth of

responsibility for fifty cents. He will 
invite a lifetime of regret for the 
price of a ham sandwich. Suppose 
the substituter made a mistake, which 
is by no means impossible, or that 
one of the various gangs of vandals 
frame up a damage suit against him 
by fixing the evidence and changing 
a prescription, which is not infre
quently done. The case is investigat
ed and it is found that he did not dis
pense what the physician prescribed. 
When they go to the court with 
him he has the same chance to win 
that a jack rabbit has to lick a timber 
wolf. When it is proven that he sub
stituted something cheaper the rest 
is easy. The mere fact that he dis
regarded the physician’s orders and 
took the case into his own hands is 
sufficient general principal evidence 
to give him the worst of it in any 
court in the land.

The assuming of such responsibil
ity is a gamble with destruction. It 
is betting dollars to doughnuts with 
fate. Aside from the fact that it is 
wrong, it is also dangerous.

The most hateful aspect of substi
tution is shown in the case of a phy
sician who has sacrificed everything 
in the interest of therapeutic efficien
cy. He has spent all his money and 
given all his time in acquiring com
plete knowledge of the action of 
medicine in combatting disease. He 
has noted the certainty of results 
when certain preparations are admin
istered under certain conditions. He 
watches the patient carefully and ar
rives at a diagnosis. He prescribes 
what years of experience and research 
have taught him is indicated in the 
case. The prescription is taken lo 
the druggist. To dispense this pre
scription as written would cost the 
druggist 55 cents, but by substitut
ing he can get it out for 35 cents. He 
substitutes, gets it out for 35 cents, 
sells it at what the real prescription 
should bring, and makes 20 cents of 
as dirty money as a thug ever took 
from a cripple. Could anything be 
further from straight? Burglary is 
not as grave a crime. He disobeys 
orders, treats the physician like a 
yellow dog, lessens the patient’s 
chances of recovery and smothers his 
own conscience with a crime that 
makes Judas of biblical fame look 
like an angel. And all for 20 cents! 
Can you imagine anything cheaper 
than a substituter’s soul? There are 
few worse criminals than a substi
tuter. The substituter takes the 
money and so far as he is concerned 
sacrifices life and health to get it.
I do not mean that he always sacri
fices health and life, but if the pa
tients do not lose health and life it 
is not the fault of the substituter. It 
is different with a dark alley thug 
with a' slug and gun. If one loosen
ed up with reasonable promptness 
and dispatch he gets away by giving 
up his money and keeping his life, 
but the substituter may take both.

One fellow argues that he substi
tutes a preparation that is identical 
with the one prescribed- and that it 
is all right. To show that it is not 
all right, how many people would 
take a prescription and pay for it if

he told them it did not contain what 
the physician prescribed, but that it 
was made up of something just as 
good; that the original prescription 
cost too much to compound and that 
the constituents used were cheaper 
and would do as well? There would 
be probably one out of every seven
teen thousand who would stand for 
such procedure. And we would all 
agree that this lonesome “one,” in 
addition to being sick, was crippled 
under the hat.

We believe there are prescription 
specialists that have been developed 
by years of experiment and that thei*e 
is nothing that will take the place 
of them and produce exactly the same 
results.

Granting for argument’s sake only 
that the patient is getting a rather 
square deal, a run for his money and 
a chance for his life, and that the 
preparation substituted is identical 
with the one prescribed, substitution 
still remains the same crooked game 
it has always been because it is a 
dirty secret that the substituter dare 
not divulge to either the physician 
or the patient. It is a low down game 
that is played on the physician and 
the patient without their knowledge 
or consent.

If a patient were well and came to 
the substituter’s store and asked for 
an ounce of Mary Garden Perfume 
he would not dare give her some
thing at the same price that cost him 
less money. This is where a broad 
streak of yellow shows up in him, 
because if she were at home and abed 
and the doctor prescribed Ichthyol 
he would not hesitate to send her 
something just as good and make 
more money, giving no consideration 
whatever to the question of whether 
or not it was as good for her.

The substituter helps the shark 
who is emt to sell a product on some
body else’s advertising. When a 
manufacturer has perfected a pre
scription specialty that exactly satis
fies a requirement of the medical 
profession, his battle is only half 
won because the medical profession 
does not know anything about him 
or his product, and it takes money to 
acquaint the profession with the 
merits of the product. It takes money 
and years to make the product a pre
scription staple; when this is accom
plished there usually appears on the 
scene a grafter with something just 
as good who sidesteps the expense 
of acquainting the medical profession 
with his product. He flies from the 
physician like a pay car leaving a 
tramp and seeks out the substituter 
of the retail trade; assures him that 
it is just as good because the formu
la is just as good and the price is 25 
per cent, less than the genuine. He 
stocks the just-as-good preparation, 
and although the doctor is prescrib
ing the genuine the patient is getting 
the substitute at the same price, while 
the druggist pockets the 25 per cent, 
and aids the manufacturer in the 
theft of another manufacturer’s ad- 
vedstiing. W. H. Cousins.

The man who tries to buy popu
larity gets stung.
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WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day ot issue.

Acids
A cetic ........... . . . .  6 @ 8
B oric ............ . . .  10 @ 15
C arbolic . . . , . . .  58 @ 60
C itric  ........... . . .  1 25@1 30
M u ria tic  . . . , . . . .  1%@ 5
N itric  .......... . . .  6%@ 10
O xalic .......... . . .  35 @ 40
S ulphuric  . . . . . .•  1%@ 5
T a r ta r ic  . . . , ........  90@1 00

birch  
W in te rg reen , 
W orm seed  . 
W orm w ood ,

A m m onia
W ate r , 26 deg. . .  6%@ 10
W ater , 18 deg. . .  4%® b 
W ater , 14 deg. . .  3%@ 6
C arb o n ate  ___  13 ® 16
C hloride ........... 15 @ 30

B alsam s
C opaiba ............... 75@1 00
F ir  (C an ad a) . .1  75@2 00 
F ir  (O regon) . .  40@ 50
P e ru  ; ................. 3 00@3 25
T olu  ...... ................1 00@1 25

B erries
Cubeb .................. 85 @ 90
F ish  ....................... 15 @ 20
J u n ip e r  ........... 30 ® 35
P rick ley  A sh  . . .  @ 5 0

B arks
C assia  (o rd in ary ) 25@ 30 
C assia  (S aigon) 65(a) 75
E lm  (powd. 30c) 25@ 30 
S a ssa fra s  (pow. 30c) @ 25
Soap C u t (powd.

40c .....................  30 @< 35

E x tra c ts
L icorice  ............... 26@ 30
L icorice  pow dered  30® 35 

F low ers
A rn ica  .................  30@ 40
C ham om ile (G er.) 55® 60 
C ham om ile (R om ) 55® 60

<Qums
A cacia, 1st ........  50 @ 55
A cacia , 2nd ....... 45 @ 50
A cacia , 3d ............40 @ 45
A cacia, S o rts  . .  @ 3 0
A cacia, pow dered  55® 60 
Aloes (B arb . Pow ) 22@ 25 
A loes (C ape Pow ) 20@ 25
Aloes (Soc. Pow .) 40@ 50 
A safo e tid a  . . . . . .  75@1 00
A safoetida, Powd.

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
K ino, 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 00 @15 25
Shellac  ................... 28 @ 35
Shellac, B leached  30@ 35 
T ra g a c a n th

No. 1 ............... 2 75@3 00
T ra g a c a n th  pow  1 25@1 50 
T u rp en tin e  ........... 10@ 15

Leaves
B uchu ............... 2 25@2 50
B uchu, powd. 2 50@2 75
Sage, bu lk  ........... 25® 30
Sage, % s loose . .  30® 35 
Sage, pow dered  30@ 35
Senna, A lex  ----- 50@ 60
Senna, T ln n ............ 36 @; 40
S en n a  T in n  pow d 25@ 30 
U va U rsi ............. 15® 20

Oils
A lm onds, B itte r ,

tru e  ................. 7 00@7 50
A lm onds, B itte r ,

a r tif ic ia l ......... @1 00
Alm ouds, Sw eet, 

tru e  . . . . . . . . . .  1 25@1 50
Alm ouds, Sw eet,

im ita tio n  ........... 50@ 60
A m ber, c rude  . .  25@ 30
A m ber, rectified  40@ 50
A nise  ................. 2 75@3 00
B erg am o n t ----- 7 50 @8 00
C a jep u t ............. 1 25 @1 40
C assia  . ' . ............. @2 00
C asto r, bbls. and

cane  ................. 12%@ 15
C edar L ea f . . .  90@1 00
C itro n e lla  ......... 1 00@1 10
Cloves ................. @2 00
C ocoanut ........... 20@ 25
Cod L iv e r ......... 1 50@1 75
C otton  Seed ___  80 @1 00
C ro ton  . . . . . . . .  2 00@2 25
C upbebs ............. 4 25@4 50
E ig ero n  ............... @2 50
E u c a ly p tu s  . . . .  @ 8 5
H em lock, p u re  . .  @1 00
J u n ip e r  B e rr ie s  2 00@2 25 
J u n ip e r  W ood . . .  40@ 50 
L ard , e x trh  . . . .  85@1 00
L a rd , No. 1 . . . .  75@ 90
L av en ’r  F low ers  @6 00 
L avender, G ar’n  1 25@1 40
L em on . . . ' ......... 3 50@4 00
L inseed , boiled, bb l @ 58 G uaiac  
L inseed , bdl. less 66@ 70 G uaiac 
L inseed , raw , bbls @ 57 Iodine 
L inseed , raw , le ss  65 @ 69 Iodine,

M usta rd , tru e  
M usta rd , a r tif i’l
N eats fo o t ..........
Olive, p u re  . . . .
Olive, M alaga,

yellow  ................... @2 00
Olive, M alaga,

g reen  ...............
O range sw ee t . .
O rganum , p u re  
O riganum , com ’l
P en n y ro y a l ........
P ep p e rm in t .........
Rose, p u re  . . .1 6  00@18 00 
R osem ary  F low ers  @1 35 
Sandalw ood, E.I....................
S assa fras , tru e  
S assa fras , a r tif i’l
S p ea rm in t ..........
Sperm  ...............
T a n sy  ...................
T a r, U S P  ...........
T u rp en tin e , bbls. 
T u rp en tin e , less 
W in te rg reen , tru e  
W in te rg reen , sw ee t

. .9  00@9 50 Ipecac 
4 50@5 00 Iron , clo.

80@ 85
2 60 @3 50

@2 00 
@4 50 
@2 50 
@ 75 
@2 75 
@3 50

@7 00 @1 10 
@ 60 
@4 50 

90(fri iO 
@5 75 

30@ 40@55% 
60(a) 65

@5 00

K ino
M yrrh  ...................
N ux  V om ica . . . .
O pium  .................
Opium , C apm h. 
Opium , D eodorz’d 
R h u b arb  .............

@ 75 
@ 60 
@ 80 
@1 05 
@ 7« 
@2 75 
@ 90 
@2 75 
@ 70

Paints
Lead, red  d ry  . .  7 @
Lead, w h ite  d ry  7 @
Lead, w h ite  oil 7 @
O chre, yellow  bbl. 1 @
O chre yellow  less 2 @
P u tty  ................... 2%@
Red V enet n bbL 1 @ 1%
R ed V en et’n less 2 @ 5
V erm illion, E ng. 90@1 00 
V erm illion. A m er 15@ 2<i
W hiting , bbl. . .  11-10@1%
W h itin g  ..............  2® s
L. H . P . P rep d  1 25 @1 35

8
8
8

1%
5
5

a r t ’l 
. .  3 
. . .  6

@2 50 
@1 25 

59@4 «0 
00@6 50

Potassium
B icarb o n ate  ......... 30 @ 35
B ich ro m ate  ......... 20® 25
B rom ide ............... 85® 95
C arbonate  ............. 35® 40
C hlora te , x ta l  an d

pow dered  ........  35@ 40
C hlorate , g ra n u la r  @ 45
C yanide ................. 40® 50
Iodide .........................  @3 85
P e rm a n g a n a te  . .  75 @ 80
P ru ss ia te , yellow  ® 50
P ru ss ia te , red  . .  @1 50
S u lp h a te  ............. 15® 20

Insecticides
A rsen ic  ...........
B lue V itrol, bbl.
B lue V itro l less 
B ordeaux  M ix P s t  
H ellebore, W h ite

pow dered  ......... 20@
In sec t P ow der . .  20@ 
L ead  A rsen a te  . .  8@
L im e and  S*ulphur 

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

12@ 15
@ 5% 

7@ 10 
8@ 15

25
35
16

2520

Roots
20@
20(a)

25

15@
20@

28

A lk an et .................
Blood, pow dered
C alam us ...............
E lecam pane , pwd.
G entian , powd.
G inger, A frican ,

pow dered  ......... 15®
G inger, J a m a ic a  22@
G inger, Jam a ica , 

pow dered  . . . .  22®
G oldenseal pow. 6 50@7 00 
Ipecac, powd. 2 75@3 00
L icorice  ............... 14® 16
Licorice, powd. 12® 15
O rris, pow dered  ® 50
Poke, pow dered  20@ 25
R h u b arb  ...............  75®1 00
R hubarb , powd. 75® 1 25
R osinw eed, powd. 25® 30 
S a rsap a rilla , H o n d

ground  .............
S a rsa p a r illa  M exican,

g round  ............... 50®
Squills ..................... 20®
Squills, pow dered  40@ 
T um eric, powd.
V alerian , powd.

@ 65

12®
25@

Seeds
20@A nise .................

A nise, pow dered
B ird , I s  ................. @
C an ary  ..............  20®
C araw ay  ............  15 @

C elery . . .  
C o ria n d e r.
D ill .........
F en n eh  . .

M iscellaneous
A cetana lid  ........... 40® 45
A lum  ................... 5@ 7
A lum , pow dered and

g round  ........... 6@ 10
B ism uth . S u b n i

t r a te  ............... 2 97@3 00
B orax  x ta l o r

pow dered ___  6@ 12
C an th a rad es  po 5 00@10 00
Calom el ............... 1 20@1 25
C apsicum  ........... 30@ 35
C arm ine  ------. . .  @4 50
C assia  B uds . . . .  @ 40

A !........... 30® 35C halk  P rep a re d  6® 8% 
C halk  P rec ip ita te d  7® in
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. . .  @ 9 0
C opperas, less  . .  2® 5
C opperas, powd. 4® 6
C orrosive Sublm . @1 15
C ream  T a r ta r  . .  @ 6 0
C uttlebone  .............  @ 45
D ex trin e  ............. 7®  in
D over’s P ow der . @2 50
E m ery , all Nos. 6(a) in 
E m ery , pow dered 5® 8
E psom  S alts, bbls ® 2 %  
E psom  S alts , less 3@ 7
E rg o t ................... @2 50
E rg o t, pow dered  2 75@3 00 
F lak e  W h ite  . . . .  12® 15 
Form aldehyde  lb. 10® if,
G am bier ................ io@  15
G elatine  ................... 50® 60
G lassw are, fu ll cases 809, 
G lassw are, less  70 & 10%
G lauber S a lts  bbl. 1%

Flax , g round  . .  
Foenugreek , pow.
H em p ...................
L obelia  ...........
M usta rd ,
M ustard ,
M u ste rd ,

! 25@2 50 G lauber S a lts  less 2®
40 @ 50 Glue, brow n 11® 15

§ 25 Glue, brow n grd. 10® 15
20® 25 Glue, w h ite 15® 25

® 30 Glue, w h ite grd. 15® 20
4%@ 8 G lycerine . . 30@ 40
4%@ 8 H ops ............ 50® So
10@ 15 Ind igo  ........ @1 50

16®
16@

yellow  
black  
powd.

P oppy  ...................  IS®
Q uince .................
R ape  .....................
S abad illa  ..........
Sabadilla , powd.
Sunflow er ...........
W orm  A m erican  
W orm  L e v a n t . .

10 
50 
20 
20 
25 
20 

@1 50 
@ 15 
@ 35
@ 40 
@ 10 15i@ 20 
@1 00

Iod ine ............... 4 55@4 80
Iodoform  ........... 5 20@5 80
L ead  A ce ta te    15 @ 20
L ycopdium  ___  1 00® 1 25
M ace ................. 90@1 00
M ace, pow dered  1 00@1 10
M enthol ............. 5 00@6 25
M ercury @il 50

Tincture«
A conite ..............
A loes ...................
A rn ica  ...................
A sa fo e tid a  .........
B elladonna  . . . .
B enzoin  ...............
B enzoin Compo.’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  .............
G en tian  ...............
G inger

@

A m m on.

Colorless

75 
65 
75 

@1 35 
@1 65 
@ 1  00 
@ 1  00 
@ 1  50 
@1 80 
@ 90 
@1 50 
@ 1  00 
@ 60 
@1 05 
@ 75 
@1 20 
@ 80 
@ 75 
@ 95 
@1 05 
@ 80 
@2 00 
@2 00

M orphine a ll b rd  5 90® 6 15 
N ux  V om ica . . . .  @ 15
N u x  V om ica pow  ®  20 
P epper, b lack  pow  ® 30 
P epper, w h ite  . . .  ® 35
P itch , B u rgundy  ® 15
Q u assia  ............... io@ 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® »«
Soap, m o tt cas tile  @ 18 
Soap, w h ite  cas tile
_  case  ............... @8 00
Soap, w h ite  cas tile  

less, p e r  b a r  . .  @ 9 0
Soda A sh ........... 1%@ 5
Soda B icarb o n ate  1% ® 5
Soda, Sal ........... 1® 4
S p ir its  C am phor @ 75
S u lp h u r ro ll ___ 2%@ 5
S u lphur Subi............3@ 5
T a m arin d s  ........... 10® 16
T a r t a r  E m etic  . .  @ 6 0
T a r ta r  E m etic  . .  40@ 50 
T u rp en tin e  V enice 40@ 50 
V an illa  E x . p u re  1 00®1 50 
W itch  H aze l . . .  Q5@ l 00 
Z inc S u lp h a te  . .  7® 10

1 9  1 4  
Holiday Goods
/ ^ \U R  sample line of holiday goods is 
V ^ / 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*. J l Sk 2k Sk Sk

1
1
1

Hazeltine & Perkins Drug Co.
G r a n d  R a p i d s ,  M i c h i g a n

FOOTE &  JENKS’ COLEMAN’S ~ ( b r a n d i  

Terpeneless Lemon and High Class Vanilla
Insist on getting Coleman’s Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS« Jackson, Mich.

Economic 
Coupon Books

They save time and expense 
They prevent disputes 

They put credit transactions on cash basis 
Free samples on application

4 Ü * .

Tradesman Company
Grand Rapids, Mich.
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GROCERY PRICE CURRENT
These quotations áre 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
Ground Pepper Seeded R a is in s
S y ru p s Green Peas
Maple D ip  P lu g T w in e

H. P. Beans
C u rran ts

Index to Markets
By Columns

CoL
A

A m m onia .......................  1
Axle O rease  .................  1

B
B aked  B ean s  ...............  1
B a th  B rick  .....................  l
B lu ing  .............................  1
B re a k fa s t Food ........... 1
B room s ...........................  1
B rushes  ...........................  1
B u tte r  Color .................  l

C
C andles ........................    1
C anned  Goods .............  1-2
C arbon  O ils ......................  2
C atsu p  .............................  2
C heese .............................  3
C hew ing  G um  . . . . . . . .  3
C hicory  ...........................  3
C hocolate  ..............      3
C lothes L in es  . . . . . . . .  3
Cocoa ...............................  3
C ocoanut .......................  3
Coffee ...............................  3
C onfections ...................  4
C racked  W h ea t ........... 5
C rack e rs  .......................  6. 6
C ream  T a r t a r  ...............  6

D
D ried  F ru i ts  . . .  ........... 6

F
F a rin aceo u s  Goods . . .  6
F ish in g  T ack le  . . . . . .  <1
F lav o rin g  E x tra c ts  . .  7
F lo u r an d  F eed  ........... 7
F ru it  J a r s  .......................  7

G
G elatine  .........................  7
G ra in  B ags ....................   7

H
H erbs ......................   7
H ides a n d  P e lts  ........  8
H orse R ad ish  ............. 8

J
Jelly  .................................  8
Jelly  G lasses ............... 8

M
M acaron i .....................  8
M apleine .......................  8
M eats, C anned  ........  9
M ince M eat ................. 8
M olases ......................... 8
M ustard  ......................    8

N
N u ts  ...............................  4

O
O lives .............................  8

P
P ick les ...........................  8
P ipes ...............................  8
P lay in g  C ards ........... 8
P o ta sh  ...........................  8
P rov isions  .....................  8

R
R ice .................................  9
Rolled O a ts  ...................  9

8
S a lad  D ress in g  ........... 9
S a le ra tu s  .......................  9
S al Soda .........................  9
S a lt ...................................  9
S a lt F ish  .......................  9
Seeds ...............................  io
Shoe B lack ing  ............. 10
Snuff .................................. io
Soap .................................  17
Soda .................................  10
Spices .............................  10
S ta rc h  .............................  10
S y ru p s  ............  io

T
T able  Sauces ............... 10
T e a  ...................................  10
T obacco ............... 11, ]2, 13
T w ine  .............................  13

V
V in eg ar ...........................  13

W
W ick in g  ...........................  13
W oodenw are  ................. 13
W rap p in g  P a p e r  ......... 14

Y
Y east C ake . . . . . . . . . ,  14

AMM ONIA
Dos.

12 ox. ovals 2 doz. box 76

A X L E  G R EA SE 
F ra z e r’s.

l ib . wood boxes, 4 doz. 3 00 
l ib . t in  boxes, 3 doz. 2 35 
3% tb. t in  boxes, 2 dz. 4 25 
101b. pails , p e r  doz. ..6 00 
151b. pails, p e r doz. . .7  20 
25tb. 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 
No. 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 rl B luing 
Sm all C P  B luing, doz. 45 
L arg e  C P  B luing, doz. 75

B R E A K FA ST  FOODS
Apetizo, B iscu its  ___  3 00
B ear 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  of R ye, 24-2 ...3 00 
Q u ak er Puffed  R ice . .  4 25 
Q u ak er P uffed  W h ea t 2 85 
Q u ak er B rk fs t B iscu it 1 90 
Q u ak er Corn F lak es  1 75 
V icto r Corn F lak es  . .  2 20 
W ash in g to n  C risps ..  1 85
W h ea t H e a r ts  ............. 1 90
W h ea te n a  .....................  4 50
E v a p o r’ed S u g ar C orn 90
F arinose , 24-2 ............. 2 70
G rape N u ts  ................. 2 70
G rape S u g a r F la k e s . .  2 50 
S u g a r Corn F lak es  . .  2 50 
H a rd y  W h ea t Food . .  2 25
H olland R u sk  ............. 2 90
K rink le  Corn F lak es  2 00 
M apl-C orn F lak es  . . .  2 80 
M inn. W h ea t C erea l 3 75 
R alston  W h e a t Food 4 50 
R alston  W h t Food 10c 1 45 
Saxon W h ea t Food . .  2 60 
Shred  W h e a t -B iscuit 3 60
T riscu it, 18 ................... 1 80
P illsb u ry ’s B est C er’l 4 25 
P o s t T oasties, T -2 . .  2 40 
P o s t T oasties, T-3 . .  2 60 
P o s t T av e rn  P o rrid g e  2 80

BROOMS
F an cy  P a rlo r , 25 lb. 4 25 
P a rlo r , 5 S tring , 25 lb. 4 00 
S tan d a rd  P a rlo r , 23 lb . 8 50
Com m on, 23 lb ............. 3 25
Special, 23 lb .................. 2 75
W arehouse , 33 lb. . .  4 25
Com m on W hisk  .........l  00
F a n c y  W hisk  ..............  1 25

B R U SH E S
Scrub

Solid B ack, 8 In ............. 75
Solid B ack, 11 in ...........  95
P o in ted  E n d s ...............  85

Stove
No. 3 ...............................  90
No. 2 .............................. 1 25
No. 1 .............................. 1 76

Shoe
No. 3 ................................  1 00
No. 7 .............................  1 30
No. 4 .................    1 70
No. 3 ...................t ......... 1 90

B U T T E R  COLOR 
D andelion , 25c s ize  . .  2 00

C A N D L ES
P araffine, 6s ................. 7%
Paraffine, 12s ............... 8
W ick ing  ........................... 20

C A N N E b  GOODS 
Apple«

3 lb. 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  gallons @5 00

B eans
B aked ................... 85@1 30
B loom ingdale . .  @1$%
C arson C ity  . . .  @18%
W ax  ..................... 75@1 25

B lueberries
S ta n d a rd  .......................  1 80
G allon . . . . . . . . . . . . . . .  7 25

B u rn h am ’s
B u rn h a m ’s

3 75 
7 50

F a i r  . 
Good . 
F an cy

@
15
30
25

@ 85

p ts . 
q ts .

Corn
......... 65® 70
......... 90@1 00
......... @1 30

_ F ren ch  P eas  
M onbadon (N a tu ra l)

p e r  doz..........................  1 75
G ooseberries

No. 2, F a i r  .................  1 60
No. .2, F an cy  ...............  2 35
__ H om iny
S ta n d a rd  .....................  *5

L o b ste r
%    1 85

**>» ...............................  3 15
„ M ackerel
M usta rd , l ib .................. 1 »0
M usta rd , 21b. . ............. 2 80
Soused, l% tb .................  1 60
Soused, 2lb ...................  2 75
T om ato , l ib ..................   1 50
T om ato , 2%.................... 2 80
_  , M ushroom s
B u tto n s , % s . . . .
B u tto n s , I s  .........
B u tto n s , Is  ...........
_ O ystersCovo, l ib .  ...............
Cove, 21b...................  <gi io

P lum s
P lu “ s  ...................  9o@i 36

P e a rs  In S y rup  
•No. 3 cans, p e r  doz. . .1  50 
, ,  P ea s
M arro w fa t ........... 90@1 00
E a rly  J u n e  .... .1  10@1 25 
E a rly  J u n e  s iftd  1 46@1 55 

P each es
P l® j■ •••;............. 1 0 0 0 1 2 5
No. 10 size c an  p ie  @3 25 
„  P ineapp leG ra ted  ............... 1 75
Sliced ................. ¿6
_  . P um pkin
£ air„ ...............................  80Good ...........................  90
P a n °y  ........................ ’. .  1 00G allon ...........................  2 40

R asp b errie sS ta n d a rd  ............
Salm on

W arre n s , 1 lb. T all 
W arren s , 1 lb. F ia t
R ed  A la sk a  --------1 70@1 75
M ed R ed  A la sk a  1 40@1 45 
P in k  A lask a  . . . .  @1 15
_  S ard ines
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 ch , % s ............... 13@23

S a u e r K ra u t
No. 3, c an s  ...................  90
No. 10, c an s  ................. 2 40

S hrim ps 
D unbar, 1s t  doz.
D unbar, l% s  doz.
_  S ucco tash
F a i r  .........................
Good .......................
F a n c y  ...............  1 25@1 40

S traw b e rr ie s
S ta n d a rd  ...............
F a n c y  ................... ..

T o m ato es
Good ...........................
F a n c y  .......................
No. 10 .......................

CARBON O ILS 
B arre ls

P e rfec tio n  .....................  10
D. S. G asoline ........... 14
G as M achine ...............  22.9
D eodor’d  N a p ’a  . . . .  IS
C y linder ............. 29 @34%
E n g in e  ...............  16 @22
B lack, w in te r  . .  8 @10

C A TSU P
S n ide r’s  p in ts  ............... 2 35

P2 14 
P2 60

@

2 80 
2 40

1 45
2 50

90
1 20

95 
2 26

1 05 
1 35 
3 10

CHEESE
Acm e .....................  @17
B lo o m in g d a le ___  @17
C arson  C ity  . . . .  @17
H opkins ............... @17
B r i c k .......................  @18
Leiden ................... @15
L im b u rg e r ........... @15%
P ineapp le  ........... 40
E dam  ...................
Sap Sago .............
Sw iss, dom estic

C lam s
L ittle  N eck, l ib .  . .  @1 00 
L itt le  N eck, 21b. . .  @1 50 

C lam  Bouillon  
B u rn h a m ’s  % p t ............2 25

S n ide r’s  % p in ts  
CHICORY

B ulk  ...........................
Red .............................
E ag le  ......................... .
F ran c k ’s  ...................
Scheuer’s  .................
Red S ta n d a rd s  . . . ,

1 35

@85 
@24 
@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 sin  ........... 55
B eechnu t .........................  60
C h ic le ts  ...........................  1 25
C olgan V io let C hips . .  60 
C olgan M in t C hips . . .  60
D en ty n e  ...........................  1 10
F la g  Spruce ...................  55
Ju icy  F r u i t  .....................  55
R ed R obin  ..................... 55
Sen Sen ( J a r s  80 pkgs,

$2.20) ........................... .. 55
S p earm in t, W rig leys  60 
S p ea rm in t, 5 box ja r s  3 00 
S p ea rm in t, 3 box ja r s  1 80
T ru n k  S pruce  ................. 55
Y u catan  .............................  55
Zeno .................................  60

CH OCO LA TE 
W alte r  B ak e r &  Co.

G erm an ’s  S w eet ........... 22
P rem iu m  .........................  22
C a raca s  ..................   28

W a lte r  M. Dow 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 is ted  C otton  2 00 
No. 50 B ra ided  C otton  1 00 
No. 60 B ra ided  C otton  1 25 
No. 60 B ra ided  C otton  1 85 
No. 80 B ra ided  C otton  2 25
Nt>. 50 S ash  Cord ......... 1 75
No. 60 S ash  C ord ......... 2 06
No. 60 J u te  ...................  90
No. 72 J u t s  ......................l  00
No. 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 
N o. 20, each  100ft. long  1 00 
No. 19, each  100ft. long 2 10 

COCOA
B ak e r’s  .............................  37
C leveland .........................  41
Colonial, % s ...................  35
Colonial, %s ................... 83
E p p s  ...................................  42
H e rsh ey ’s, % s ............... 36
H e rsh e y ’s, % s ............... 23
H u y le r ............................... 36
Low ney, %s ...................  34
Low ney, % s ...................  34
Low ney, % s ................. 33
Low ney, 6 lb. can s  . . . .  33
V an H o u ten , % s ........  12
V an H ou ten ,, % s ......... 18
V an H o u ten , %s ........  36
V an H o u ten , I s  ..........  65
W a n -E ta  ...........................  36
W ebb ................................ 83
W ilber, % s .....................  33
W ilber, % s .....................  32

COCOANUT 
D u n h am ’s p e r Tb.

%s, 51b. case  .......... 30
%s, 51b. case  ..........  29
%s, 151b. case  ..........  29
%s, 151b. case  ..........  28
Is, 151b. case  ............. 27
% s & %s 151b. case  28
Scalloped G em s ........... 10
%s &  % s pa ils  ...........16
B ulk, p a ils  .....................  14
Bulk, b a rre ls  .................13
B ak e r’s  B razil Shredded  
10 5c pkgs., p e r  case  2 60
26 10c pkgs., p e r  case  2 60
16 10c an d  33 5o pkgs.,

p e r case  ...................  2 66
C O F F E E S  ROASTED 

Rio
Com m on ......................... 19
F a ir  .................................  19%
Choice .............................  20
F an cy  .............................  21
P e a b e rry  ..................... 33

S an to s
Com m on ......................... 20
F a ir  ............................   20%
Choice ........................... 21
F an cy  .......................... ; 23
P eab erry  .......................  23

F a ir  .. 
Choice

M aracaibo

Mexican
Choice ............  25
F an cy  .............................  26

Guatem ala
Fair .................................  25
F an cy  . .’ ...........................  28

Java

Bogota
F a ir  ...................................  24
F ancy  ...............................  26
E xchange  M ark et, S teady  
Spot M arket, S tro n g  

P ackage
New. Y ork  B asis

A rbuck le  .......................  18%
M cL aughlin’s  XXXX 

M cL aughlin ’s  X X X X  sold 
to  re ta ile rs  bnly. M ail all 
o rd e rs  d irec t to  W . F. 
M cL aughlan  & Co., C hicago 

E x tra c ts
H olland, % gro. bxs. 95
Felix , % g ro ss  ............. 1 15
H um m el’s foil, % gro. 85 
H u m m el’s  tin , % gro. 1 43 

CO N FEC TIO N E RY  
S tick  C andy P a ils

H orehound  •...................  10
S ta n d a rd  .....................   10
S tan d ard , sm all ..........  11
Tw ist, sm all ................. 11

C ases
Jum bo ...........................  10%
Jum bo, sm all * ............. 11
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 af .....................  11%
F ren ch  C ream  ........... 11
F an cy  ...........................
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%

Specia lties
P a ils

A uto  K isses  (b a sk e ts ) 14
A u tu m n  L eav es  ........... 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
Fudge, P in eap p le  . . . .  15
F udge , W a ln u t ........... 16
F udge , 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  C ocoa-

n u t ...............................  15
Fudge, C h erry  ............. 15
F udge , 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 e m s .......................15
Iced O range Je llies  . . .  13
I ta lia n  B on Bons ___  14
Lozenges, P e p ...............  12
Lozenges, P in k  ......... 12
M anchus .........................  14
M olasses K isses, 10

lb . box  .........................  14
N u t B u tte r  P u ffs  . . . .  15 
S a lted  P e a n u ts  ........... 13

C hocolates
P a ils

A ssorted  Choc.................16
A m azon C aram els  . . . .  15
C ham pion ............... 13
Choc. C hips, E u re k a  ..19
Clim ax .............................  15
Eclipse, A sso rted  . . . .  16 
E u rek a  C hoco lates . . .  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 t e t t e .............: ..........16
R eg ina  ...........................  12
S ta r  C hocolates ........... 14
S uperio r Choc, ( ligh t) 19

Pop C om  Goods 
W ith o u t prizes. 

C rack er J a c k  w ith
coupon .......................  3 25

Pop C om  Goods w ith  P rize s  
G iggles, 5c 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

NUTS—W hole
A lm onds, T a rrag o n a  
A lm onds, C alifo rn ia

lbs.
20

P r iv a te  G row th  . . . 26@30 B razils  ................... 13 @145 M andling  ................. . 31@35 F i l b e r t s ...................7 A ukola  ..................... . 30@32 CaL No. 1 ...............s
Mocha

S h o rt B ean  .........
L ong  B ean  ..............
H . L. O. G. . . . . . .

W alnu ts, so ft shell7
6

1 60 
1 00

. . .  25@27 

...24@ 25 

...26@ 28

W aln u ts , Chill . . .  
T ab le  n u ts , fan cy  
P ecan s , m ed ium  . . 
P ecan s , ex. la rg e

. @16 
14016 

@13 
@15

Ktickory N u ts , p e r  bu. 
Onto

C ocoanuts
C h es tn u ts , N ew  Y ork

v s ta t e ,  p e r  bu.............
iw , „  Shelled 
No. l  S pan ish  Shelled

« T f f i V - j i S s i * " »

S K ' f f l S “ .:: f g
A lican te  A lm onds @65 
J o rd a n  A lm onds . .
T. _P e an u ts

i 1»1* S uns R aw  @6% R o asted  ............... ¡«7??
H v ,p - Jum bo , R aw  

R oasted  .................

~  CRA C K ER S
N a tio n a l B iscu it Com pany 

B ran d s  
B u tte r

E xce ls io r B u tte rs
■NBC S quare  B u tte rs  6%
S eym our R ound .........6%

Soda
NBC Sodas ........... ciA
P rem iu m  Sodas 7S
S elect S'odas ............. s 2
S a ra to g a  F la k e s  . . . ! "  13 
S a ltin e s  ...............  . < j -j

O yster
NBC P icn ic  O ysters  . 6%
Gem O y sters  ........... <51?
Shell ................... .. S

Sw eet Goods
. . , C ans  an d  boxesA nim als .........................  10

A tlan tic s  A lso A sstd . 12 
A vena  F r u i t  C akes . .  12 
B onnie Doon Cookies 10
B onnie L assie s  ........... 10
Cam eo B iscu it ...........25
C ecelia B iscu it . . . . . .  u
C heese T id  B its  . . . .  20
C hocolate B a r  (can s) IS 
C hocolate D rops . . . .  17
Choc. H oney  F ingers*  16
C ircle Cookies ............. 12
C racknels  .....................  ig
C ream  F in g e rs  .........14
C ocoanut T affy  B a r  . .  13 
C ocoanut D rops  . . . .  11 
C ocoanut M acaroons 18 
C ocont H o n ey  F in g e rs  12 
C ocnt H oney  Ju m b le s  12 
Coffee C akes Iced  . .  12
D inner P a il M ix e d ___  8%
F am ily  Cookies ........... 8%
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 . .  11
F ro s te d  C ream s ...........8%
F ro s te d  G inger Cook. g% 
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  . . . .  8 
G inger S n ap s  F a m ily  8% 
G inger S naps  R ’d  . . .  8 
H arleq u in  Ju m b le s  . .  12
H obnob C o o k ie s ...........12
H ousehold  C ooklas . . .  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  ......... 12
Im p e ria ls  .......................  8%
Jasm in e  C akes ........... 14
J u bilee M ixed . . . . . .  10
K aise r Ju m b les  ..........  10
L ady  F in g e rs  Sponge 30 
L eap  Y ear Ju m b le s  ..20 
L em on B iscu it S q u are  9 
L em on W afe rs  . . . . . . 1 7
L em ona  ...........................  9%
M ace C akes .................  8
M ary  A n n  ...................  8%
M arshm allow  P e c an s  18
M edora ...........................  g
Mol. F r t .  Cookie, Iced  14 
N BC H oney  C akes  . .  12 
O atm eal C rack e rs  . . . .  I
O range G em s .............  8%
P en n y  A sso rted  ........... 8%
P e a n u t G em s ............. 9
P icn ic  M ixed ...........  12
R ais in  Cookies .........  10
R aisin  G em s .............  11
R ecess T a r ts  .............. 15
R everes  A ss td ...................15
S a ltin es  .........................  13
Seafoam  .........................  i s
S naparoons ..................... 12
Spiced Jum bles, Iced  ..10
S u g a r F i n g e r s ............... 12
S u g a r C rim p ............... 8%
S u 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  ......... IS

In -e r-S ea l T rad e  M ark 
Goods

■ p e r  doa. 
B aro n e t B iscu it . . . . . . 1  00
B rem n e rs  B tr  W a f a  1 00 
C am eo B iscu it . . . . . . .1  SO
C heese Sandw ich  ....1  00
C hocolate  W afe rs  . . . 1  00 
E xcels io r B u tte r s  . . . . 1  00
F ig  N ew ton  ................. l  90
F iv e  O’c lo c k  T e a  B et 1 00 
G inger S n ap s  N B C  . .  1 0Q
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8 9 1 0 11
G rah am  C rack ers  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 allom ars ...................... 1 00
O y ste re tte s  ................. 60
P rem iu m  Sodas ........... 1 01
R oyal T o a s t ................. 1 00
S a ra to g a  F la k e s  ........... 1 50
Social T e a  B iscu it . .1  00
U needa  B iscu it ...........  50
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 . .  50 
C hocolate T okens  . .  .2 50 
B u tte r  C rack e rs  N BC 

F am ily  P a c k ag e  . . . 2  50 
Soda C rack e rs  N BC 

F am ily  P a c k ag e  . . . 2  60 
F r u i t  C ake ......................S 00
In Special T in  P aokages  

p e r  doz.
A dora, 10c size ........... 1 00
F e s tln o  .........................  2 50
N abisco, 10c ................. 1 00

In bu lk , p e r  tin
N abisco  .........................  1 75
F e s tln o  .........................  1 60
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 RIED  FR U IT S  
A pples

B vapor’ed Choice b lk  10% 
E v a p o r’ed F a n c y  pkg. 

A prico ts
C alifo rn ia  i............... 15 @17

ti l t r o n
C orsican  .........................  18

C u rra n ts
Im ported  1 lb. pkg. . .  9%
Im ported , bu lk  ............. 914

P each es
M uirs—Choice, 251b. . .  7% 
M uirs—F an cy , 25Tb. . .  8% 
F an cy , Peeled , 251b. . .15 

Peel
L em on, A m erican  -------14
O range, A m erican  . . . .  14 

R aisin s
C luster, 20 c a r to n s  . .  2 25 
Loose M usca tels, 4 Cr. 7% 
L oose M uscatels, 3 Cr. 7% . 
L. M. Seeded, 1 ib. 8@8%

C alifo rn ia  P ru n es  
90-100 251b. boxes . .@ 7 %  
80- 90 251b. boxes ..@  8% 
70- 80 251b. boxes ..@  9% 
60- 70 251b .boxes ..@ 10 
50- 60 25Tb. boxes ..@ 11 
40- 60 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
Med. H an d  P icked  . .  2 75
B row n H o lland  ..........  2 40

F a rin a
25 1 lb . p ack ag es  . . . . 1  50
B ulk, p e r  100 lb s ...........4 00

O rig inal H olland R usk 
P ack ed  12 ro lls to  co n ta in e r 
t  c o n ta in e rs  (40) rolls 3 20 

H em lny
P ea rl, 100 Ib. sack  . .2 25 
M accaronl and  Verm icelli 
D om estic, 10 Tb. box . .  60
Im ported , 25 Ib. box . .2  50 

P ea rl B arley
C h es te r .........................  3 15
U m pire  .........................

Peas
G reen, W isconsin , bu. 2 15 
G reen, Scotch, bu. . .  2 15
Split, lb ..............................  5%

Sago
B a s t In d ia  .........................  5
G erm an, sack s  ............... 5
G erm an , b roken  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 p k g s............ 2 75

FI8H IN G  TA C K L E
H  to  1 In.........................  6
1% to  2 in .........................  7
1% to  2 in .......................  9
1% to  2 in ........................ 11
2 In ........................................ 15
2 in . ..................................20

C o tton  L ines
No. 1, 10 fe e t ..................5
No. 2. 15 fe e t ..................7
No. 3, 15 fee t ................. 9
No. 4. 15 fe e t ____. . . .1 0
No. 5, 15 fe e t ................11
No. 6, 16 fe e t  .12
No. 7, 15 fe e t ...15
No. 8, 15 fe e t ..................1«
No. 9, 15 fe e t ................20

L inen  L ines
Sm all .............................  20
M edium  .........................  26
I a r i l  .............................  24

Poles
Bam boo, 14 ft. ,  p e r  doz. 55 
Bam boo, 16 ft. ,  p e r  doz. 60 
h tm b n o , i t  ft., p e r  doz. 80

FLAVORING EX T RA C TS 
Jen n in g s  D C B rand 

E x tra c t  L em on T erpeneless 
E x tr a c t  V an illa  M exican 
b o th  a t  th e  sam e  p rice  

No. 1, F  box  % os. . .  85 
No. 2, F  box, 1% oz. 1 20 
No. 4, F  box, 2% oz. 2 00 
No. 3, 2% oz. T a p e r  2 00 
No. 2, 1% oz. f la t . . . . 1  75

FLO UR AND F E E D  
G ran d  R ap ids G ra in  &  

M illing Co.
W in te r  W h ea t

P u r ity  P a te n t  ........... 5 80
S u n b u rs t ..................  6 20
W izard  F lo u r ............. 5 50
W izard  G raham  ............. 5 50
M atch less ..................... 5 60
W izard , G ran. M eal 4 80 
W izard  B u ek w h 't cw l 3 40
R ye ...............................  4 40

Valley C ity  M illing Co
Lily W h ite  ................... 5 90
L ig h t L oaf ................... 5 40
G raham  ......................... 2 35
G ran en a  H e a lth  . . . .  2 45
G ran. M eal ...................  2 15
Bolted M ed......................  2 05

Voigt M illing Co. 
V o ig t’s C rescen t . . . .  5 90
V oigt’s R oyal ............... 6 30
V oig t’s  F lo u ro ig t . . . .  5 90 
V oig t’s H ygien ic  G ra 

h am  ............................. 4 40
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 tion  F lo u r . . . .  5 75
Tip Top F lo u r ..........  5 35
Golden S heaf F lo u r . .  4 90 
M arsha ll’s B est F lo u r 6 50 

W orden G rocer Co
Q uaker, p a p e r ..........  5 20
Q uaker, clo th  ............. 5 30

K an sas  H ard  W heat 
V oigt M illing Co.

Calla L ily  ..................... 5 80
W orueu Grocei Co. 

A m erican  Eagle , %s 6 10 
A m erican  E ag le , % s 6 00 
A m erican  Eagle , % s 5 90 

opriny  vvneat 
Roy B aker.

M azetta  ......................... 6 05
uo iden  H orn , b ak ers  5 95

6 70

W orden G rocer Co. 
W ingold, %s clo th  . .  7 00 
W ingold, y4s c lo th  . .  0 90 
W ingold, %s c lo th  . .  6 80 
W/mgola, y8s p ap er . .  6 80 
W ingold, % s p ap er . .  6 80 

Meat
B olted  .............................  4 60
Golaen G ran u la ted  . .  4 80«« ncu t
N ew  R ed ....................... 99
New W h ite  ................... 99

On .b
M ichigan carlo ts  ........... 51
Less th a n  carlo ts  . . . .  53

C o r n
C arlots ............................. 87
Less th a n  carlo ts  . . . .  89

Hay
C arlo ts  ............................15 00
L ess  th a n  ca r lo ts  . . . .  17 00 

Feed
S tre e t  C ar F eed  ......... 36
No. 1 Corn & O a t F eed  36
C racked  Corn ............... 36
C oarse  C orn M e a l ......... 36

F R U IT  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 
C ox's, 1 doz. sm all . .  90
K n o x ’s  S park ling , doz. 1 25 
K nox’s  Spark ling , g r. 14 00 
K n o x ’s  A cidu’d  doz. 1 25

W isconsin R ye . . .
B ohem ian R ye . . .

J uuson G rocer Co.
C ereso ta , %s ........
C eresota , % s . . . .
C eresota , %S ........

Voigt iviilllllg Cu.
Colum bian

iNeusuii s  ..............
O xford ................. 75
P ly m o u th  Rock, P hos. 1 25
P ly m o u th  Rock, P la in 90

GRAIN BAGS 
B road  G auge 18
A m oskeag  ........ 19

H erbs
Sage ..................... 15
H ops ..................... 15
L a u re l L eaves  . 15
S enna  L eaves  .. 25

H ID E S A N D PELTS
Hides

Green, No. 1 . . 12
Green, No. 2 .-. 11
Cured, No. 1 . . 13%
Cured, N o. 2 . . . 12%

C alfsk in , g reen , No. 1 15 
C alfsk in , g reen , No. 2 13% 
C alfsk in , cured , No. 1 16 
C alfsk in , cured , No. 2 14% 

P e lts
Old W ool ................  60@1 25
L a m b s ......................  25@ 50
S h earlin g s  . . . .  10@ 40

T allow
No. 1 .....................  @6
N o. 2 ...................  @4

Wool
U n w ashed , m ed. @20
U nw ashed , fine @15
_  H O RSE RADISH 
P e r  doz............................... 90
_ Je lly
61b. palls , p e r  doz. ..2 40 

151b. pails» p e r  p a il . .  65 
301b. pails , p e r  p a il , ,1  25 

JE L L Y  G LA SSES 
% p t. in  bbls., p e r  doz. 15 
% p t. In  bbls., p e r  doz. 16 
8 oz. capped  in  bbls. 

p e r  doz. .......................  i s
_ M A PL E IN E
2 oz. bo ttles , p e r  doz. 3 00 
1 oz. bo ttle s , p e r  doz. 1 75 

M INCE M EAT 
P e r  case  .......................  2 85

M OLASSES 
New O rleans

F £ncy  Open K e ttle  . . . .  42
Choice ...........................  95
Good ..............................   22
F a ir  ............................... ; ;  20

H a lf  b a rre ls  2c e x tra  
R ed H en , No. 2% ....1  75
Red H en , No. 5 ...........l  75
R ed H en , No. 1 0 ...........l  65

M USTARD
% lb . 6 lb. box ........... 16

OLIVES
Bulk, 1 gal. kegs 1 0C@1 10 
Bulk, 2 gal. kegs 95@1 05 
®ul£ . 6 gal. kegs 90@1 00
Stuffed, 6 oz....................... 99
Stuffed, 8 oz................. 1 25
Stuffed, 14 oz................ * 2 25
P itted  (n o t s tu ffed)

14 oz...........................  2 25
M anzanilla , 8 oz..............  90
Lunch, 10 oz..................  1 35
Lunch, 16 oz................... 2 25
Q ueen, M am m oth, 19

oz................................  4 25
Queen, 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 co u n t . .7  75 
H a lf  b b b .,  600 co u n t 4 38 
6 gallon  kegs ............... 1 90
_  Sm all
B arre ls  ...................  9 50
H alf b a rre ls  ...............  52»
5 gallon  kegs ............... 2 25
„  G herk ins
B arre ls  .......................  14 (Hi
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 coun t 60
Cob .................................  90

PLA YIN G  CARDS 
No. 90, S team b o a t . 7 5  
No. 15, R iva l a sso rte d  1 25 
No. 20, R over, e n am ’d 1 50
No. 572, Special ........... 1 75
No. 98 Golf, s a tin  fln. 2 00
No. 808, B icycle ........... 2 00
No. 632 T o u m ’t  w h is t 2 25 

PO TASH
B a b b itt’s, 2 doz............... 1 75

PRO V ISIO NS 
B arreled  P o rk

C lear B a c k ___ 24 00@25 00
S hort C ut 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

Dry S a lt M eats 
S P  B ellies . . . .  14%@15 

L ard
P u re  in  tie rc e s  11% @12 
C om pound L a rd  9 @ 9% 
80 Ib. tu b s  . . . .a d v a n c e  % 
60 Ib. tu b s  . . .  .ad v an ce  % 
50 Ib. tu b s  . . . .a d v a n c e  % 
20 Ib. pails  . . .a d v a n c e  % 
10 Ib. pa lls  . . .a d v a n c e  %
5 Ib. p a ils  . . .  ad v an ce  1 
8 lb. p a ils  . . .a d v a n c e  1 

Sm oked M eats 
H am s, 12 Ib. av . 20 @21 
H am s, 14 Ib. av . 19 @19% 
H am s, 16 Ib. av . 18 @18% 
H am s, 18 Ib. av.
H am , d ried  beef

s e ts  ................. 29 @30
C alifo rn ia  H am s 14 @14% 
P icn ic  Boiled

H am s ............. 19%@20
Boiled H am s . .  30 @30% 
M inced H a m  . .  14 @14% 
B acon  .................  U  @34

S ausages
Bologna ............. 12 @12%
L iv er .....................  9%@ iv
F ra n k fo r t  ......... 13 @13%
P o rk  ..................... 13 @14
V eal ...............................  11
T ongue ...........................  11
H eadcheese  .................  10

Beef
B oneless . . . .  20 00@20 50 
R um p, new  . .  24 50@25 00 

P ig ’s  F ee t
% bb ls .............................. 1 05
% bbls., 40 lb s .............2 10
% bb ls ...............................  4 25
1 bbl...................................  8 60

T rip e
K its , 15 lb s ...................  90
% bbls. 40 lb s ..................1 60
% bbls., 80 lb s .............3 00

C asings
H ogs, p e r  % ................. 35
Beef, rounds, s e t  . .  18 @20 
Beef, m iddles, s e t ,.80@86 
Sheep, p e r  bundle  85 

U ncolored B u tte rln e  
Solid D a iry  . . . .1 2  @16 
C oun try  Rolls . .  12%@18 

C anned M eats
Corned beef, 2 lb ...........4 75
Corned 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 lavo r, %s ........... 55
P o tted  M eat, H am

Flavo r, %g ... as 
D eviled M eat, H am  

F lavo r, %s . . .
D eviled M eat, H am

Flavo r, % s ___
P o tted  T ongue, %s ______
P o tte d  T ongue, % s . .  95

RICE
F an cy  ......................... 7 @7%
J a p a n  S ty le  ........  5 @5%
B roken  ................... 3%@4%

RO LLED  OATS 
Rolled A venna, bbls. 6 50 
S teel 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 DRESSING
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 id e r’s, la rge , 1 doz. 2 35 
S n ide r’s sm all, 2 doz. 1 35 

SA LERA TU S 
P acked  60 lbs. In box 

Arm  and H am m er . .  3 00 
W y an do tte , 100 % s . .  3 00 

SAL SODA
G ranula ted , bb ls ............... 86
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 Ib. sack s  ............. 2 66
70 4 lb. sack s  ............. 2 40
60 5 lb. sack s  ............. 2 40
28 10 lb. sack s  ...........  2 25
56 lb. sack s  ............... 40
28 lb. sack s  ............... 20

W arsaw
56 lb . sack s  .................  26
28 lb. d a iry  In d rill bags  20 

S o lar Rock 
56 Ib. sack s  ...........

Common

55

95
55

SA LT FISH  
Cod

L arge , w hole .........
Sm all, w hole . . . .
S trip s  o r  b rick s  9@13 
Pollock ............... @ 5 %

Sm oked Salm on 
S tr ip s  .............................  9

H alib u t
S tr ip s  . . . ....................  18
C hunks .......................  18

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

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 50
No. 1, 40 lb s .......................2 25
No. 1, 10 lb s ..................  90
No. 1, 2 lb s ..................  76

M ackerel
M ess, 100 lbs................... 15 00
M ess, 40 lbs..................... 6 50
M ess, 10 lbs..................... 1 76
M ess, 8 lbs ....................... 1 45
No. 1, 100 lbs................. 14 00
No. 1, 40 lbs....................... 6 10
No. 1, 10 lb s ....................... 1 60

L ake  H erring
100 lbs................................. 4 25
40 lbs................................. 2 10
10 lbs. ..........................   62
8 lbs. .............................  64

S E E D 3
A nise ...............................  14
C anary , S m y rn a  ........... 15
C araw ay  ............................20
C ardom om , M alab a r 1 20
C elery .............................  60
H em p, R u ss ian  ........... 6
M ixed B ird  ......................9
M usta rd , w h ite  ............. 12
P oppy  ..................................16
R ape ....................................10

SHOE BLACKING 
H an d y  Box, la rge  3 dz. 3 56 
H an d y  Box, sm all . .  1 25 
B ixby’s R oyal Po lish  86
M iller’s  C row h P o lish  85

SN U FF
Scotch, in b lad d ers  ..
M accaboy, In Jars  ___
F ren ch  R apple In Jars  

SODA
R exes ...................*..........
K egs, E ng lish  ............... 4%

SPICES  
W hole Spices 

A llspice, J am a ic a  ,.9@ 10 
Allspice, lg  G arden @11 
Cloves, Z an z ib a r . .  @22 
C assia, C an ton  . .  14@15 
C assia, 5c pkg. dz. @25 
G inger, A frican  . .
G inger. Cochin

. 87 
. 35 
. 43

5%

@ 9% 
@14%

M ace. P e n a n g  . . . .  @70
M ixed, No. 1 
M ixed, No. 2

@17
@16

M ixed, 5c pkgs. dz. @45 
N u tm egs, 70180 . .  @30
N utm egs. 105-110 @25
P epper, B lack  . . . .  @15
Pepper, W h ite  . . . .  @25
P epper, C ayenne . .  @22
P a p rik a , H u n g a rian  

P u re  G round In Bulk
Allspice, J a m a ic a  . . @15
C lov 'o , Z an z ib a r . . . . @28
C assia, C an ton  . . . . @22
(lin g er A f r i c a n . , . @18
M ace, P en a n g  ........ @75
N u tm e g s ................... @35
Pepper, B lack  ........ @18
P epper, W h ite  . . . . @32
Pepper. C ayenne . . @24
P a p rik a , H u n g a rian @45

STARCH
Corn

K lngsford. 40 hs. ., , .
M uzzy, 20 l ib . pkgs. . .  5ti

K lngsford
S ilver Gloss. 40 1Tb. . .  7%
M uzzy, 40 1Tb. pkgs. . .  5

Gloss
Argo, 24 5c pkgs. .. 90
S ilver Gloss, 16 3!bs. . .  6%
Silver Gloss, 12 6Tbs. . .  8%

Muzzy
48 lib . packages  . . . . . .  5
16 3Tb. packages  . . . . . .  4%
12 6Tb. packages  . . . G
50Tb. boxes ............... . .  3%

SYRUPS
Corn

B arre ls  ............................. 32
H alf b a rre ls  ................. 34
B lue K aro , No. 1%,

4 doz..................................3 45
B lue K aro , No. 2, 2 dz. 1 95 
Blue K aro , No. 2% 2

doz...................................... 2 30
Blue K aro , No. 5, 1 dz. 2 25 
B lue K aro , No. 10, %

doz...................................... 2 15
R ed K aro , No. 1% 4

doz......................   3 90
R ed K aro , No. 2, 2 dz. 2 45 
R ed K aro , No. 2% 2 dz 2 75

. . .  26 Red K aro , No. 5, 1 dz. 2 55
R ed K aro , No. 10, %

doz................................... 2 45
. 1 05 Pure Cane
. 1 10 F a ir  ................................. 16

Good ................................. 20
Choice ...........................

TABLE SAUCES
25

@ 8 H alford , la rg e  ............. 3 75
@ 7% H alford , sm all .............. 2 26

TEA
Uncolored Japan

M edium  ...................  20@25
Choice ....................... 28 @33
F an cy  .......................  36@45
B aske t-fired  M ed’m 28@30 
B asket-fired , Choice 35@37 
B aske t-fired , F an cy  38@45
No. 1 N ibs ............... 30@32
S iftings, bulk  ......... 9 @10
S iftings, 1 Ib. pkgs. 12@14 

Gunpowder
M oyune, M edium  ..28@33 
M oyune, Choice . . .3 5  @40 
M oyune, F an cy  . . .  50@60 
P in g  Suey, M edium  25@30 
P in g  Suey, Choice 35@40 
P in g  Suey, F a n c y  ,.45@50 

Young Hyson
Choice .......................  28@30
F an cy  .......................  45@65

Oolong
Form osa , M edium  ,.25@28 
Form osa» Choice . ,32@35 
F orm osa , F an cy  ...50@ 63 

English Breakfast 
Congou, M edium  ...25@ 30 
Congou, Choice . ...30@ 35
Congou, F an cy  ......... 40@60
Congou, E x. F an cy  60@80 

Ceylon
Pekoe, M edium  . . . .  28@30 
D r. Pekoe, Choice ,.30@35 
flow ery  O. P . Fancy 40060

TOBACCO 
F in e  C ut

...............................  1 45
Bugle, 16 oz...................  3 84
B ugle, 10c ................... 11 00
D an P a tc h , 8 a n d  16 oz. 32
D an P a tc h , 4 oz.......... 11 52
D an  P a tc h , 2 oz...........5 76
F a s t  M ail, 16 oz...........7 80
H ia w ath a , 16 oz...........  60
H iaw ath a , 5c ............... 5 40
M ay Flow er, 16 oz. . .  9 36
N o L im it, 8 oz................. 1 80
N o L im it, 16 oz...........3 60
OJibwa, 8 an d  16 oz. 40

OJibwa, 5c ................... 1 85
P e to sk ey  Chief, 7 oz. 2 00 
P e to sk ey  Chief, 14 oz. 4 00 

a n d  H oney, 5c 5 76
R ed Bell, 16 oz................. 3 9«
R ed Bell, 8 foil . . . .  i  90 
S terling , L  &  D 5c . .5  76 
S w eet Cuba, c a n is te r  9 16
S w eet C uba, 6c ......... 6 76
Sw eet Cuba, 10c . . . .  95
Sw eet Cuba, l  lb. t in  4 50 
Sw eet Cuba, % lb. foil 2 25 
Sw eet B urley , 5c L&D 5 76 
Sw eet B urley , 8 oz. . .  2 46 
Sw eet B urley , 16 oz. 4 90 
&weet M ist, % gro . . .  5 70
Sw eet M ist, 8 oz..........11 10
T elegram , 5c ............... 5 ik
T iger, 6c ................  6 00
T iger, 25c can s  ........... 2 40
U ncle 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 tt  ......... 38
D rum m ond N a t. Leaf, 2

a n d  6 Ib. ................... 60
D rum m ond N a t. L ea f

p e r  doz.........................  95
B a ttle  A x ................. 32
B racer, 6 an d  12 lb. . ,  30 
B ig Four, 6 and  16 lb. 32
B oot Jack , 2 lb .............  90
Boot Jack , p e r  doz. . .  96
Bullion, 16 oz.................. 46
C lim ax Golden T w ins 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. «2 
D erby, 5 lb. boxes . . . .  28
6 B ros., 4 Ib .....................  66
F o u r Roses, 10c ...........  90
G ilt Edge, 2 lb ...............  50
■Gold Rope, 6 & 12 lb. 58 
Gold Rope, 4 & 8 lb . . .  58
G. O. P ., 12 &  24 lb. . .  40 
G ran g er T w ist, 6 Ib. . .  46
G. T. W ., 10 tb. & 21 lb. 36 
H orse  Shoe, 6 & 12 Tb. 43 
H oney  D ip T w ist, 5&10 45 
Jo lly  T a r, 5 &  8 lb. . .  40
J . T ., 5% & 11 lb ........... 40
J . T „  5% & 11 Tb..........  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 Ib .................... 32
P a tte r s o n ’s N a t. L ea f 93 
P eachey , 6-12 & 24 Ib. 41
P icn ic  T w ist, 5 lb ..........  45
P ip e r  H eidsick , 4 & 7 lb. 69 
P ip e r  H eidsick , p e r  doz. 96 
Polo, 3 doz., p e r  doz. 48
R edlcut, 1% oz...............  38
Scrapple, 2 & 4 doz. . .  48 
S h erry  Cobbler, 8 oz. . .  32
S p ear H ead . 12 oz..........  44
S p ear H ead , 14% oz. . 44 
S p ea r H ead , 7 oz. . . .  47
Sq. D eal, 7, 14 &  28 lb. 30 
S ta r, 6, 12 & 24 lb. . .  43 
S ta n d a rd  N avy, 7%, 15

& 30 lb ...........................  34
T en  P enny , 6 & 12 lb . 35 
T ow n Talk , 14 oz. . . .  31 
Y ankee Girl. 12 & 24 lb. 31 

Scrap
All Red, 5 c .....................5 76
Am. U nion S c rap  . . . .  6 40
B ag  P ipe. 5c ...............  5 88
C utlas, 2% oz.................  26
G lobe Scrap , 2 oz. . .  30
H ap p y  T hought, 2 oz. 30 
H oney  Com b Scrap , 5c 5 76 
H o n est Scrap , 5c . . . .  1 55 
M all Pouch, 4 doz. 5c 2 00
Old Songs, 5c ............... 5 76
Old T im es, % gro. . .  5 50 
P o la r  B ear, 5c, % gro. 5 76 
R ed  B and, 5c % gro. 5 76 
R ed M an Scrap . 5c . .  1 42
Scrapple, 5c. p k g s........... 48
S ure  Shot, 5c 1-6 gro. 5 76 
Y ankee G irl Scrap  2oz. 5 76 
P a n  H and le  Scrp  % gr. 5 76 
P each y  Scrap , 5c . . . .  5 76 
U nion W orkm an , 2% 6 00

Sm oking
All L eaf, 2% & 7 o z .. .  30
BB, 3% oz...................... 6 00
BB, 7 oz............................12 00
BB, 14 oz........................... 24 00
B agdad , 10c t in s  . . . .1 1  52
B adger, 3 oz..................... 5 04
B adger, 7 oz. ..............11 52
B anner, 5c .................. 5 76
B anner, 20c ................ 1 60
B an n er, 40c ................ 3 20
Belwood, M ix ture , 10c 94
B ig  Chief, 2% ox- . . .  6 00 
M g  Chief, 16 os. . . . .  SO
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Sm oking

B ull D u rh am , 5c . . . .  5 85 
B ull D urham , 10c . . . .1 1  52 
B ull D u rh am , 15o . .  17 28 
B ull D u rh am , 8 ok . . .  8 60 
B ull D u rh am , 16 ok . . .  6 72
B uck  H o rn , 5c .......... 5 76
B uck  H o rn , 1 0 c .......... 11 52
B ria r  P ipe , 5c .........  6 00
B r ia r  P ip e , 10c ........ 12 00
B lack  Sw an, 5c ......... 5 76
B lack  Sw an, 14 ok. . .  3 50
Bob W h ite , Be ...........  6 00
B ro therhood , Be ......... 6 00
B ro therhood , 10c . . .  .11 10 
B ro therhood , 16 ox. . 5 05
C arn iva l, 5c ...............  5 70
C arn iva l, % ox...........  39
C arn iva l, 16 ox. . . . .  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 f t  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 o s...........2 55
C orn  C ik e , 7 o s ...........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 ox. p is  3 72
C hips, 10c ..................... 10 30
D ills B est, 1% ox......... 79
D ills B es t, 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 u k e 's  M ix tu re , 10c ..11  52 
D uke’s  C am eo, 5c . . . . 5  76
D rum , Sc ...............
F . F . A ., 4 oz. . .
F . F . A ., 7 ox. . .

oz.

P ilo t, 7 oz. dox. 
S o ld ier Boy, 1 lb. 
S w eet C aporal, 1 
S w eet L o tus, 5c 
S w eet L o tu s, 10c 
S w eet L o tus, p e r  dz, 
S w eet Rose, 2% oz.

1 05 
4 75 

60 
6 00 

. . .1 2  00 
4 85 

30
S w eet T ip  Top, 5c . .  60 
S w eet T ip  Top, 10c . .  1 00 
Sw eet T ips, % g r o . . . l0  08
Sun C ured , lOc ............. 98
S u m m er T im e, 5c . . .  5 76 
S u m m er T im e, 7 o z .. .  1 65 
S um m er T im e, 14 oz. 3 50 
S tan d a rd , 5c fo il . . . .  5 76 
S tan d a rd ,. J0c  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  
T h ree  F e a th e rs  an d  

P ip e  com bina tion  . .  2 25 
T om  & J e r ry , 14 oz. 3 60 
T om  f t  J e r ry , 7 ox. . .1  80 
T om  & J e r ry , 3 oz. . .  76
T ro u t L ine, 5c ........... 5 90
T ro u t L ine, 10c ........11 00
T u rk ish , P a tro l , 2-9 5 76
T uxedo, 1 oz. b ag s  . .  48 
T uxedo, 2 oz. t in s  . . .  96
T uxedo, 20c ....................1 90
T uxedo, 80c t in s  . . . .  7 45
T w in  O aks, 10c . .  . .  96
U nion L eader, 50c . . .  5 10 
U nion  L ead er, 25c . .  2 60 
U nion L ead e r, 10c ..1 1  52 
U nion  L eader, 5c . . . .  6 00 
U nion W o rk m an , 1% 5 76
U ncle  Sam , 10c ......... 10 98
U ncle Sam , 8 oz...........2 25
U. S. M arine, 5c . . .  6 76 
V an  B ibber, 2 oz. t in  88

F iv e  B ros., 10c ........
F iv e  c e n t c u t P lu g
F  O  B  10c ...................
F o u r  R oses, 10c . . . .  
F u ll D ress , 1% oz. . 
G lad  H an d , 5c
Gold Block, 10c ........
Gold S ta r , 60c p a ll . 
G all f t  Ax. N avy , 5
G row ler, 5c ...............
G row ler, 10c .............
G row ler, 20c .............
G ian t, 6c ...................
G ian t, 40c ............. ..
H a n d  M ade, 2% oz. 
H aze l N u t, 6c . . . . .  
H oney  D ew, 10c . . .
H u n tin g , 5 c .................
I  X  L , 6c .....................
I  X  L , in  p a i l s .........

K iln  D ried , 25c 
K in g  B ird , 7 oz. 
K in g  B ird , 10c .

L i t t le  G ian t. 1 lb . . . .  
L u ck y  S tr ik e , 10c . . .
L e  Redo, 3 oz...............
L e Redo, 8 & 16 oz. 
M yrtle  N avy , 10c . . . .
M yrtle  N avy, 5c .........
M ary lan d  Club, 5c . .
M ayflow er, 5c .............
M ayflow er, 10c .........
M ayflow er, 20c ...........
N ig g er H a ir , 6c .........
N ig g er H a ir , 10c . . . .
N ig g er H ead , 5c .........
N ig g er H ead , 10c . . .
N oon H our, 5c ........... 48
Old Colony, 1-12 gro . 11 52 ~ i 76

96

. 5 76 V elvet, 5c pouch  . . . . 48

. 5 04 V elvet, 10c t in  ........... . 96

.11 62 V elvet, 8 oz. t in  . . . . 3 84
. 6 00 V elvet, 16 oz. c an  . . . 7 68
. 5 28 V elvet, com bina tion  cs1 5 75
. 5 76 W a r  P a th , 5c ........... 6 00
.10 53 W a r  P a th , 20c ........... 1 60
. .  29 W av e  L ine, 8 oz. . . . . 40
.11 52 W av e  L ine, 16 oz. . . . . 40
. 96 W ay  up, 2)4 oz........... 5 75
. 72 W ay  up, 16 oz. p a lls  . . 31
. 48 W ild  F ru it ,  5c ........... 5 76
.12 00 W ild  F ru it ,  10c ......... 11 52
. 4 70 Y um  Y um , 5c ............. 6 00
: 5 76 Y um  Y um , 10c ........... 11 52

42 Y um  Y um , 1 lb ., doz. 4 80
94 

. 1 85 TW IN E
5 76 C otton , 3 p ly  .............. 24

. 3 96 C otton , 4 p ly  ............... . 24

. .  60 J u te ,  2 p ly  .......... 14
5 76 H em p, 6 p ly  ................. 13

.12 00 F lax , m edium  ............. 24

. 38 W ool, 1 lb . b a le s  . . . . 9%

. 6 10

. 3 90 VINEGAR

. 6 00 W h ite  W ine, 40 g ra in 8)4

.12 00 W h ite  W ine, 80 g ra in 11%

. 2 45 W h ite  W ine, 100 g ra in  13
2 16 O akland  Vlnegrar f t  P ick le

.11 52 Co.’s  B ran d s

. 5 76 H ig h lan d  app le  c id e r 22
5 76 O ak land  app le  c id e r . .16

. .  28 S ta te  Sea l s u g a r  . . . . .14

. .  96 O akland  w h ite  p ick lg 10

.10 80 P ac k ag e s  free.

.11 52 WICKING
5 76 No. 0, p e r  g ross . . . . 30

. 50 No. 1, p e r  g ro ss  ......... 40
5 76 No. 2, p e r  g ro ss  ......... 50

. 96 No. 3, p e r  g ro ss  ........ 75
1 92
6 00 W OODENW ARE

.10 70 B askets

.10 56 B ushels  ......................... 1 00

Old Mill, 5c .................  5
Old E n g lish  C rve l% oz.
Old Crop, 6c ...............  5 76
O ld Crop, 25c ............. 20
P . S., 8 oz. 30 lb. cs. 19 
P . S., 8 oz., p e r  gro. 5 70
P a t  H an d , 1 oz........... .... 63
P a tte rs o n  Seal, 1% oz. 48 
P a tte rs o n  Seal, 3 oz. . .  96 
P a tte rs o n  Seal, 16 oz. 5 00
P eerle ss , 5c ...............  5 76
P eerle ss , 10c clo th  ..11  52 
P ee rle ss , 10c p a p e r  . .10 80 
P ee rle ss , 20c . . . . . . . .  2 04
P eerle ss , 40c ................. 4 08
P laza , 2 gro. case  . . . . 5  76
P low  Boy, 5c .............  5 76
P low  Boy, 10c . . . . . . 1 1  40
P low  Boy, 14 oz............ .4 70
P edro , 10c ......................11 93

77 
76 
10 
48 
96 

. 3 84 
7 44 

48
. 5 76 
.10 52 . 2 10 
. 4 10 
. 5 76 

3 20 
5 76

B ushels, w ide band . .  1 15
M ark e t .........................  40
S plin t, la rg e  ................. 3 50
S plin t, m edium  ........... 3 00
Splin t, sm all ............... 2 76
W illow , C lothes, la rg e  8 25 
W illow , C lothes, sm all 6 75 
W illow, C lothes, m e’m  7 50

B u tte r  P la te s  
O vals

)4 lb ., 250 in  c ra te  . . . .  35 
% lb., 250 in  c ra te  . 3 5
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 r a t e ........90

W ire  E n d
1 lb ., 250 in c ra te  . . . . . .  35

lb ., 250 in  c r a t e ........ 45

P r id e  o f V irg in ia , 1%
P ilo t, 5c .....................
P ilo t, 14 os. dox. . . .  
P r in ce  A lbe rt, 5c . . .  
P r in ce  A lbert, lOc ..  
P rin ce  A lbert, 8 oz. . 
P r in ce  A lbert, 16 oz.
Q ueen Q uality , 5c 
R ob R oy, 5c foil . . .
Rob Roy, 10c g ro ss  .
Rob Roy, 25c dox..........
Rob Roy, 50c dox. . . .
S. f t  M ., 6c g ro ss  . . . .
8 . f t  M., 14 ox., dox. . .  
So ld ier Boy, 6c gross 
S old ier Boar. Mo . . . . 1 0  60

2 40 
.2 55

3 lb ., 250 in  c ra te  
5 lb., 20 in  c ra te  . .  

C hurns
B arre l, 5 ga l., each  
B arre l, 10 ga l., each

C lothes P in s  
R ound  H ead  

4% inch , 5 g ro ss  . .  
C artons, 20 2)6 doz. b x s  70 

Egg C ra te s  an d  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

seta ............. . 1 35
C ase, m edium . I t  s e t s  1 1 5

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 clip se  p a te n t sp rin g  85
No. 1 com m on ..................80
No. 2 p a t. b ru sh  h o ld e r 85
Id ea l No. 7 .........85
12!b. 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  . . . .  l  65 
12 q t. G alvan ized  . . . .  1 70 
14 q t. G alvanized  . . . .  1 90 
M ouse, wood, 6 ho les . .  70 
M ouse, tin , 5 holes . . . .  65
R a t, w ood .......................  80
R a t, sp 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. C able, No. 3 . .  6 00
No. 1 F ib re  ................ 16 50
No. 2 F ib re  ................ 16 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 ash b o ard s
B anner, Globe .............  2 50
B rass, S ingle .................3 25
G lass, S ingle ................ 3 26
Single A cm e .................3 15
D ouble P ee rle ss  . . . .  3 75
Single P e e rle ss  ...........3 25
N o rth e rn  Q ueen . . . .  3 25
D ouble D uplex  ............. 3 00
Good E nough  ............... 3 25
U niversal .....................  3 15

W indow  C leaners
12 in ..................................  l  65
14 in ...............................   l  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
C om m on S traw  ...........2
F ib re  M anila, w h ite  . .  3 
F ib re  M anila, co lored  4
No. 1 M anila  ...............4
C ream  M an ila  ...............  3
B u tc h e rs ’ M an ila  . . . .  2% 
W ax  B u tte r , s h o r t  c’n t  10 
W ax  B u tte r , fu ll c ’n t  15 
W ax  B u tte r, ro lls  . . .  12

Y EA ST CA KE
M agic, 3 doz................. 1 15
S unligh t, 3 doz.............. 1 00
S unligh t, 1)6 doz...........  50
Y east Foam , 3 doz. . .1  15 
Y eas t F oam , 1)6 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 75
M acaron i ...........  1 70@2 35
Spices ............... 40@ 85
H erb s  ..................... @ 75

A X L E  G R EA SE

1 lb . boxes, p e r  g ro ss  9 00 
8 lb . boxes, p e r  g ro ss  34 00

65 CHARCOAL
Car lots or local shipments, 

bulk or sacked in paper or Jute. 
Poultry and stock charcoal.

M. 0 . DEWEY CO., Jackson, Mich.

BAKING POW DER  
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  to p  6 50 
80 oz., 1 doz. sc rew  to p  6 75 

B arre l D eal No. 2 
8 doz. each  10, 15 an d

25 oz............................. 32 80
W ith  4 dozen 10 oz. free  

B arre 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 an d

25 oz..............................16 40
W ith  2 doz. 10 oz. free  
A ll cases sold F . O. B. 

jo b b in g  po in t.
A ll b a rre ls  a n 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. 
)6Ib can s  2 50 
% Ib can s  3 75 
l ib  can s  4 80 
31b c an 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 ttle  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  I s  ..3 3  00

W orden  G rocer Co. B ran d s  
C an ad ian  Club

17
Roasted

D w in n e ll-W rig h t Co’s  B ’ds

WHITE H O U Sf

G erm an  M ottled, 25 b  u i  
N a p h th a  100 ck. 3 86

Mo~e|}}es’ cakes 6 0C Marseilles, 100 ok« 2 >1
M arseille«. 100 ck. to il 4 90
Marseilles, )6 bx toil 2 10

*  Gamble Co.P ro c to r  
L enox . .
Ivory , 6 oz/" J ” "*** 2Ivorr M J

W hite  H ouse, 1 lb. ...........
W h ite  H ouse, ’2 lb . .............
E xcelsio r, B lend, 1 lb ........
E xcelsio r, B lend, 2 lb ...........
T ip  Top, B lend, 1 lb ...........
R oyal B lend  .........................
R oyal H ig h  G rade ...............
S u p erio r B lend ...................
B oston  C om bination  .........

D is trib u te d  b y  Ju d so n  
G rocer Co., G rand  R ap ids; 
L ee  & Cady, D e tro it;  Sy
m ons B ros. & Co., S ag i
n aw ; B row n, D av is  & W a r 
ner, J a c k s o n ; G odsm ark , 
D u ran d  & Co., B a ttle  
C reek ; F ie lb ach  Co., T o 
ledo.

L ondres, 50s, w ood . . ..3 5
L ondres, 25s tin s  . . . . . .3 6
L ondres, 300 lo ts  . . . . . .1 0

COFFEE
OLD MASTER COFFEE

Old M as te r Coffee 
S an  M arto  Coffee

R oyal G arden  T ea, pkgs. 40 
T H E  BOUR CO., 

TOLEDO, OHIO.
8 0  A P

L a u tz  B ros.’ f t  Co. 
A cm e, 30 b a rs  . . . . . .  4 00
A cm e, 25 ba rs , 75 lbs. 4 00 
Acm e, 25 b a rs , 70 lbs. 3 80 
A cm e, 100 cak es  . . . .  3 20
B ig  M aste r, 100 blocks 4 00 
C ream  B orax , 100 cks 3_g5 
G erm an  M ottled  . . . .  3 16
G erm an  M ottled , 5bx. 3 15 
G erm an  M ottled , 10 b. 3 10

Swift ft Company
Swift’s Prids . •
W h ite  L a u n d ry ...........  {
Wool, 6 ox. bars I 
Wool, 10 oz. ban II“ *

T rad e sm a n  Co.’s B ran d  

Scouring
f* p°U°. gross lots .. 9 Kn 
Sapolio, half gro lota 4 fix 
& ! ° ’ Mngte bo£2? 2 40Sapolio, h an d  ......... 2 40
gcourine, 50 cak es  I 1 «0
Scourine, 100 cakes II 3 50 

Soap Compounds 
Johnson’s Fine. 48 2 S 26

jaSSBSdg*.“ *!#
N ine  O clock ..............  3 50

Washing Powders
Armour's ...............  a 70
Babbitt’s 1776 ..........  3 75
Gold D ust, 24 la rg e  . .4  30 
S ? 1?  P u s t* 100 em ail 3 85K irkoline, 24 41b............2 80
L au tz  N a p h th a , 60s . .2  4C 
L a u tz  N a p h th a , 100s 3 75
P e a rlin e  .........................  3 75
R oseine .........................  8 60
Snow  Boy, 24s fam ily

s ize  ............................ 8 7i6
Snow  Boy, 60 6c  . . . . 2  40 
Snow Boy, 100 6c . . . . 3  75
Snow  Boy, 20s ...........4 00
S w ift’s  P rid e , 24s . . . . 3  55 
S w ift’s  P rid e , 100s . . . 3  65 
W isdom  .......................  |  to

T h e only
5c

C l e a n s e r
G uaranteed te  

equal the  
beat 10c kinds

80 • C A N S -S IM

FIT Z PA T R IC K  B R O T H E R S’ SO A P CHIPS
White City (Dish Washing) ...................................
Tip Top (Caustic).................................................
No 1 Laundry Dry..........................................................
Palm Pure Soap Dry...................................................... *;

BBLS. 
.210 lbs. 
.250 lbs. 
.225 lbs. 
.300 lbs.

.3c pi 

.4c p< 
•5*c

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 thin 
subject. Your building committee should have our 
book Y-4,

American Steel Sanitary Desks
Built of steel to withstand strain. All parts are electric welded into on-; 
indestructible unit. Your school board should have our illustrated book B-C.

Motion Picture Theatre Seating
Highest in quality, lowest in  price. World’s largest manufacturers of exclusive designs in 
opera chairs. Send floor sketch for FREE SEA TING PLAN and book B -C -l.

Lodge p l i a r i  i f l i y n  We specialize Lodge. H all and 
I  t a f  U f f  111 V  Assembly seating. O ur long

, . . , . experience has given us a
knowledge of requirements and how to meet them. M any styles in 
stock and built to order, including the more inexpensive portable chairs, 
veneer assembly chairs, and luxurious upholstered opera chairs. W rite 
for bot» b-L -4.

American Seating Company
14 E. Jackson Blvd., Chicago

G rand  Rapids N ew  Y ork  B oston  Philadelphia

SS
Sf

S 
SS

SS
8
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BUSINESS-WANTS DEPARTMENT
A d v e r t i s e m e n t s  i n s e r l t d  unde i  th is  head  for tw o  r e n t s  a word  th e  first inser t ion  an d  one  c e n t  a w ord  fo r  each  s u b s e q u e n t  

c o n t in u e  as in se r t ion .  No c h a r g e  less th a n  25 cen ts .  C as h  m u s t  a c c o m p a n y  all orders .

B U SIN ESS CH AN CES.
F o r  Sale—Good p ay in g  m illinery  b u s i

ness. F in e  location—low re n t; liv ing  
room s w ith  shop. P o p u la tio n  4,000; one 
com petito r. In  business  fo u rteen  s e a 
sons. R eason  fo r selling, ill h ea lth . A d
d ress  M rs. W m . P a lm er, O tsego, M ichi
gan-__________ ______________________ 577

F o r  Sale A t A B arg a in —S to ck  of gen - 
e ra l m erchand ise , if sold before  O ctober 
1. A. C. H ayes , E lm dale , M ichigan.
__________ _________________________  578

F o r  Sale—Old estab lish ed  business, d ry  
goods, g roceries  an d  shoes, loca ted  in  one 
of th e  b e st tow ns in  th e  “ T h u m b .” E x 
cellen t o pportun ity . A ddress No. 572, 
c a re  T ra d e s m a n .__________  572

F o r  Sale—F in e  s to ck  d ry  goods, doing 
good business , in  S o u th e rn  M ichigan 
tow n. H en ry  E d m iste r, Toledo, Ohio.
__________ _______ _____________________ 573

E xch an g e  Book—1,000 fa rm s, etc., 
everyw here , fo r trad e . G rah am  B ros., 
E ldorado , K an sas.______ 574

F o r Sale O r E x ch an g e  F o r  F a rm —N ew  
fifty  b a rre l  flour mill, w a te r  pow er. Also 
good residence. A ddress  R oberts  B ros., 
M illbrook, M ichigan. 576

D rug  S to re—A R exall s to re  in  tow n  of 
3,000. Good s to re  a n d  good business. 
W ill sell on good te rm s. Severa l side  
lines. Good lease. Only th re e  s to re s  in  
tow n. A ddress 565, care  T radesm an .

_____________________________565
F o r Sale—Tw elve ro ller b ea rin g  c lo th 

in g  tro lleys, 48 inch , $3.00 each . M.M 
H an sen , E a to n  R apids, M ichigan. 566 

D ru g  S to re  F o r  Sale—O nly one in  good 
tow n in  th e  T hum b, w here  good crops 
a t  w a r p rices  a re  m ak in g  p rosperous 
fa rm e rs ; ten  m iles from  n e a re s t  com peti
tio n ; s ickness in  fam ily  only reason  fo r 
selling ; lib e ra l d iscoun t fo r quick  sale. 
A ddress D rugg is t, Box 5, ITbly, M ichigan.

____________ 567
F o r Sale O r E x change—F iv e  fa rm s. 

W ill sell fo r sm all p ay m en t down, b a l
ance  on easy  te rm s ; o r w ill exchange fo r 
a n y th in g  you m ay  have  th a t  I  can  use. 
Call C harles Sullivan , fo u r m iles so u th  of 
E lw ell o r a d d re ss  A lm a, M ichigan, R. F .
D. No. 1._____________________________570

V arie ty  S to re  F o r  Sale—Stock co n sis ts  
of d ry  goods, no tions, laces, em bro id 
eries, s tap le  y a rd  goods, un d erw ear, etc., 
ch in aw are , d in n e rw are , crockery , g ra n - 
itew are , k itch en w are , in  fa c t, a  com plete  
c lean  v a rie ty  s to ck  in v en to ry in g  $4,000; 
re n t $25 p e r m o n th ; a v e rag e  sales  $20. 
C h ris tm a s  a s  h igh  a s  $300. D on’t  a n sw er 
un less  you rea lly  w a n t a  s to re  of th is  
k ind  an d  h av e  th e  read y  cash  price, 
$1,800. A ddress V a rie ty  100, c a re  T rad es-
m an._________________________________ 571

C ash fo r y o u r bu sin ess  o r  p ro p erty . I 
b rin g  buyers and  sellers  to g e th e r. N o 
m a tte r  w here  located , if you w a n t to  buy, 
sell o r exchange  a n y  k ind  of bu sin ess  
o r  p ro p erty , w rite  me. E s tab lish ed  1881. 
Jo h n  B. W rig h t, successo r to  F ra n k  P. 
C leveland, R ea l E s ta te  E x p e rt , 1261 
A dam s E x p ress  Bldg., Chicago, 111. 326 

Do you w a n t to  sell yo u r business  fo r 
c a sh ?  Send us a  b rie f d esc rip tio n  an d  
w e w ill ad v ise  if w e can  sell It. O ur 
c h a rg es  a re  less th a n  1 p e r cen t. 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—L e t 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 auction . S ecu rity  Sale & A uc- 
tion  C om pany, H um eston , Iow a. 549 

W an ted —S tock  of goods, g en era l s to ck  
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  ro ad  an d  
b eau tifu lly  located . Good house, tw o 
b a rn s , w indm ill, silo, o rch a rd , etc. T rif-  
le rs  do n ’t  an sw er. A ddress No. 553, care
T rad esm an .__________________________ 553

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  o u t 
of business. W ill exchange  fo r bu ild 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

A uction , selling  is th e  b e s t m ethod  fo r 
m oving  “d ead ’ s tock . E x p e r t  w ork , h o n 
e s t  m ethods, m ak es  u s  fr ien d s  am ong  
bo th  buyers a n d  sellers. E . D. Collar, 
Ion ia , 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 a n ^ _____________ ____________  544

Salesmen—Experienced side line, com
mission basis, house and children’s 
dresses, for Illinois, Michigan, Minnesota 
and Nebraska. First class line for good 
men. Write fully. Address Thiel Gar-, 
ment Co., Aurora, 111. 646

Only d ru g  s to re  in  live N o rth  D ak o ta  
tow n, s to ck  a n d  fix tu res  $3,100. D oing 
$7,000 business  ann u ally . T he  Clyde
D ru g  Co., Clyde, N. D._____________  545

To E xch 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 onth . Also a  fo u rteen -ro o m  
house in  B yron, 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 to ck  m erchandise . E .
B ishop, B yron, M ichigan.___________ 554

To E x change—F o r a n  im proved  fa rm , 
$5,000 m en ’s and  boys’ clo 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  bu sin ess  h a s  
proved big  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

W E S T E R N  PO SIT IO N S open th ro u g h 
o u t R ocky M ountain  an d  P ac ific  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 and  
a ll lines of g e n e ra l m e rch an d ise ; a lso  fo r 
w indow  trim m ers , c a rd  w rite rs , a d v e r tis 
in g  m en. A ttra c tiv e  sala ries . W rite  fo r 
in fo rm ation . B usin ess-M en ’s  C learing
H ouse, D ept. G, D enver, Colo._______530

F o r  Sale—F ir s t- c la s s  bak ery , do ing  good 
business. C ity  1,300. Only th re e  bak erie s  
—th e  b est one. No. 532, c a re  T rad esm an .

_________________ 532
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 an d  s to rag e  room  back. 
B rick  build ing , co rn e r location . Box B,
Cadillac, M ich. ______________ 474

L a rg e  cata lo g u e  F a rm s  an d  B usiness 
C hances, o r $50 selling  p roposition  free . 
P a rd ee , T rav e rse  C ity, M ichigan . 519

W ill se ll m y s tock  of g en e ra l m e r
chand ise  to  th e  p a r ty  m ak in g  m e th e  
b e st offer on o r before  Sept. 10, 1914. 
T elephone Citz. 5. C. W . Long, S a ran ac .
______________________________  511

F o r Sale—A t T ex as  C ity, T exas, fan cy  
g rocery  an d  m a rk e t do ing  $85,000 b u s i
ness  yearly . T he  h e a lth ie s t c o u n try  in 
th e  S o u 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 exas  C ity, T exas._____________ 508

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  a n d  fix tu res  ab o u t $2,500. 
Good rea so n  fo r  selling. A ddress No. 
559, care  T ra d e s m a n .___________  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 reason  fo r selling. 
F  J . Lyons, G rand  Ju n ctio n , M ichigan.
______________________________________ 540

F o r Sale—H ote l p roperty , fro 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  building. S team  heat. 
E lec tric  ligh ts. T h irty -fo u r room s. Call 
bell in  every  room. F u rn ish ed  com plete 
fo r fam ily  and  com m ercial service. A l
w ays full. L ocated  in  one of b e s t coun ty  
s e a t tow ns in Ohio. Popu la tion  4,000. 
Jo h n  C. S tenson, P o r t C linton, Ohio.

_______________________531
F o r Sale—G rocery stock , firs t-c lass  lo

cation . N ot one d o lla r old stock . V ery  
sm all am oun t c red it bus iness : do ing  b e 
tw een  $1,300 and  $1,500 p e r m onth . Buy* 
e r  can  have  easy  p ay m en ts  on p a r t  
P r ice  $1,800. A ddress No. 563, ca re  Mich* 
igan  T radesm an ._________ 553

F o r  Sale—B usiness Men*—N. B. Som e
th in g  new. T h e  M orn ing  B racer, a  g re a t 
n e rv e  rem edy. N o m in e ra l o r d ra s tic  
d rugs. P u t  up  In ta b le t fo rm , 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 e rb  
D ru g  Co., 322-323 W iddicom b Bldg., G rand  
R apids, M ich. 473

F o r Sale—A  L aundry , on acco u n t of 
h e a lth ; m ach in ery  a n d  lau n d ry  business  
$3,500, o r bu ild ing  an d  lau n d ry  $6,000. 
F . J . M undlgel, G rand  R apids, M inn.

____________  521
V a rie 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 se ll a t  once fo r $2,700. A d- 
d re ss  No. 276. c a re  T rad esm an . 276

M erch an ts  P lea se  T a a e  N otice! W e 
hav e  c lien ts  o f g ro ce ry  s tocks , g en e ra l 
s tocks, d ry  goods stocks , h a rd w a re  stocks, 
d ru g  stocks. W e  h av e  on o u r l is t  a lso  a  
few  good fa rm s  to  exchange  fo r such  
stocks. A lso c ity  p ro p erty . I f  you w ish 
to  sell o r  exchange  y o u r bu sin ess  w rite  
us. G. R. B usiness E xchange , 540 H o u se 
m an  B ldg., G rand  R apids, M ich. 859

F o r  R en t—S to re  build ing . Good loca
tion  fo r c lo th in g  o r  d e p a r tm e n t s to re , 
In a  live M ich igan  tow n. A ddress No. 
328, c a re  T rad esm an . 328

W e b uy  an d  sell seco n d -h an d  s to re  
fix tu res. G rand  R ap ids M erchandise  & 
F ix tu re s  Co., 803 M onroe Ave. 204

W e p ay  CASH fo r m erchand ise  s tock  
an d  fix tu res. G rand  R ap id s  M erchandise  
& F ix tu re s  Co., 803 M onroe Ave. 203 .

N ote  head , envelopes o r  cards, p re 
p a id ; 75c fo r 250; $1.90 p e r  1,000. A u to 
press, W ay lan d . M ich. 66

Safes Opened—W . L. Slocum , safe  e x 
p e r t  a n d  locksm ith . 97 M onroe Ave., 
G rand  R apids, M ich. 104

N otice—F o r c losing  o u t o r reducing  
s to ck s  of m erchand ise , g e t o u r p roposi
tio n  a n 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  se lling  o r 

buy ing  a  g rocery  o r  g en e ra l s tock , call 
o r w rite  E . K ru isen g a , c -o  M usselm an 
G rocer C om pany, G rand  R apids. M ichi
g a n __________________________________ 154

W an ted —C loth ing  sa le sm an  to  open an 
office an d  ta k e  o rd e rs  fo r th e  b e s t th e re  
is in  ta ilo ring . A n a c 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 si
ness  w ith  th is  line. W rite  fo r  In fo rm a
tion . E . L . Moon, G eneral A gen t, Col- 
um bus, Ohio, 591

F re e  fo r  s ix  m onths, m y spec ia l offer 
to  in tro d u ce  m y m agazine  “ In v estin g  
fo r profit.”  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 a rn in g  pow er o f m oney and  
show s how  anyone, no  m a tte r  how  poor, 
can  acq u ire  riches. In v e s tin g  F o r Profit 
is  th e  only  p rog ressive  financial jou rna l 
published . I t  show s how  $100 grow s to 
$2,200. W rite  now  an d  I ’ll send  it  six 
m on ths  free. H  L . B arber, 433, 28 W . 
Jack so n  B lvd., Chicago. 448

H ELP W ANTED.

W an ted —H u stlin g  young  m an  w ith  
business experience, tho rough ly  fam ilia r 
w ith  fa rm  o p era tio n s  to  ta k e  a c tiv e  m a n 
ag em en t fa rm  and  o rch a rd  developm ent 
bu sin ess  on 4,000 ac re  t r a c t  in  th riv in g  
G ulf C oast section . Splendid o p p o rtu n ity  
fo r m an  of good c h a ra c te r  a n d  sm all 
c ap ita l to  invest. A ddress Box 96, 
E ag le  Lake, T exas.___________ 569

A good live m iddle aged  g en era l m e r
chand ise  m an  w ith  re fe ren ces  an d  som e 
m eans can  lea rn  of som eth in g  good if 
co rrespond  o r call on H . C. H ansen , 
L uding ton , M ichigan. 575

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 c lo thing, 
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 ss  w indow s and  
w rite  cards. Good w ages an d  s tead y  po
sition . A ddress A. Low enberg, B a ttle  
C reek. M ichigan.________________  536

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  o f 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 e tro it, M ichigan. 455

SITUATIONS W ANTED.

E xperienced  sh ipp ing  c lerk , p a ck e r an d  
box m a rk e r  d e sires  change. R eferences. 
A ddress No. 568, care  T rad esm an . 568

W an ted —P o sitio n  b y  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 house  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 ferences. A d
d ress  No. 564. c a re  T rad esm an . 564

W an ted —P o sitio n  a s  h a rd w a re  sa le s 
m an  o r  s to ck -k eep er. H av e  h ad  te n  
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 . ___________________  652

W an ted —P o sitio n  by young  m an  of 
good h ab its , a s  m an ag er o r head  c le rk  
of c lo th in g  s to re  o r m en ’s  fu rn ish in g  
d e p ar tm e n t. C an fu rn ish  A1 references. 
Speak  H olland a n d  G erm an  also. A d
d ress  No. 503, c a re  T radesm an . 503

Safes That Are Safe

SIMPLY ASK US

“Why do your safes save their 
contents where others fail?”

SAFE SAFES

Grand Rapids Safe Co.
Tradesman Building

“AMERICAN BEAUTY" Display Case No. 412—one 
X \ .  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 Amorim.
GRAND RAPIDS SHOW CASE GO., Grand Rapids, Michigan 

T h e  Largest Show  Case and Store Equipm ent Plant in th e  W orld 
Show  Rooms and Factories: N ew  Y ork . G rand Rapids, C hicago, Boston, Portland
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chants who made a success of the 
confectionery business and has always 
closed his store on Sunday.

From up State we hear from our 
old friend, Herman Anderson, the 
candy man. Herman, you know, is 
the boy who put the eat in sweet. 
Some time, and some place he must 
have read a copy of the Mears News 
because the story he tells sounds very 
much like one of Roy K. Moletown’s. 
Herman says after reading about a 
bigamist up North that he is firmly 
convinced that a bigamist is an in
sane duffer who insists on paying the 
expenses of two or three women 
when it is all a sane man can do to, 
pay the expenses of one.

Adolphus Fixel (A. Krolik & Co.) 
has returned from his annual hay 
fever vacation.

V. V. Green, well-known in Detroit 
as a former State fair official, has 
joined forces with the Republic 
Truck Co., of Alma, and will repre
sent it on the road.

Mrs. M. A. Ruffu, of Atlantic City, 
is suing for a divorce because, she 
says, her husband pulls her down the 
stairs by her hair. Why not wear a 
switch and fool him?

Mike Howarn is well known all 
over Michigan, firstly for his U. C. 
T. affiliations, secondly as the man 
who manufacturers El Karo and Old 
Club cigars,, and—last but not least— 
because he is the only kind of a Mike 
Howarn of the species. Lately he has 
been complaining of the high cost 
of tobacco brought on by the war. He 
can look you straight in the eye and 
tell you he uses imported Sumatra 
wrappers on his cigars and never 
quiver an eyelash. The other day he 
met his old friend, George Gorman, 
an Irishman of a different species, 
and began bewailing the bad luck 
he was having in getting Sumatra 
wrappers. “In fact,” sobbed Mike, 
“I can't get ’em at all.” “Well. Mike, 
why don’t you go to some of the job
bing houses and buy some mother 
hubbards? Won’t they make good 
wrappers?” said George. And the 
roar that Mike let out was not un
like that made by an angry lion.

Judging by reports from South 
America, all they lack down there 
that prevents them from buying 
goods in the United States is money.

Mr. Rau, of Rau Bros., and Mr. 
Gugel, of Gugel Bros., general mer
chants of Frankenmuth. were busi
ness visitors in Detroit last week.

Postmaster Nagel has sent circu
lars to all the leading business houses 
asking that they co-operate with the 
postoffice and mail their letters as 
early as possible, instead of holding 
their mail until a late hour, as many 
do at _ present. If this new move
ment is. carried out it may mean a 
gain of a day in the arrival of the 
mail.

We would like to buy a few bales 
of cotton, but really it takes all our 
spare change to buy the necessary 
bales of fodder for the family.

A pretty little wedding was solem
nized at the home of Mr. and Mrs. 
Frank Hutchinson, 194 Selden street, 
last Saturday, the principals being 
Miss .Hazel Hutchinson and R. C. 
Fuller, a well-known and popular 
young business man of Ann Arbor. 
The bride’s father is* a well-known 
traveling man, having represented A. 
Krolik & Co. continuously for nearlv 
twenty years. The bridegroom is in
terested in the Heller Jewelry Co., of 
Ann Arbor. After the honeymoon, 
which is being spent in the East, the 
happy young couple will make their 
home m Ann Arbor. The congratu- 
lations of the Tradesman are extend
ed to them and the wish expressed 
that their wedded life may be a long 
and happy one.

i*’ Pr Laurandeau, department man
ager for A. Krolik & Co., is in New 
York on a business trip.

E. Rogers of the Rogers £o*, Ar
mada, was in Detroit last week, inci
dent^ looking over the new fall 
styles.

Salesmen for the Detroit Vapor 
Stove Co. from all points of the com
pass gathered in Detroit last week to 
watch experiments and gain many 
clinching arguments to use on the 
trade from the Vice-President, Ed
win P. Harms. Many interesting 
demonstrations were made showing 
the advantages of their stoves over 
the old style gasoline stoves.

The new building in Highland Park 
to be known as the Ford market is 
now completed and the different de
partments will soon be occupied by 
different dealers in all kinds of edi
ble. The new building is opposite the 
ford factory.

Howard E. Coffin, Vice-President 
of the Hudson Motor Car Co., has 
been appointed a member of the pat
ents committee of the National Au
tomobile Chamber of Commerce

Mrs. Chas. T. Moss, of Flushing, 
was in Detroit last week in the inter
est of her dry goods store.

Vote NO on the proposed constitu
tional amendment to the insurance laws.

H. Hutchins & Co. will open a 
men s furnishing goods store on 
Woodward avenue October 1.

Don’t forget the joint meeting of 
b°th U. C. T. Councils Saturday night 
at St, Andrews hall.

A scientific note says that mucil
age can be made by pressing the 
juice from a freshly boiled Spanish 
onion.

It ought to be strong, too.
James. M. Goldstein.

Gabby Gleanings From Grand Rapids
Grand Rapids, Sept. 21~-Mr. and 

Mrs. Anthony Ver Merris, 841 Dun- 
ham street, are the pround parents of 
a baby girl, Lucile Edna. Mr. Ver 
Merris is one of the younger sales
men for the Worden Grocer Co., who 
is enjoying an increasing business for 
his house.

R. A. Waite is covering his terri
tory with a new Overland car, fur
nished by his house.

Eugene Scott and family are back 
from an extended visit in Grand 
Ledge and Lansing.

The sympathy of Grand Rapids 
Council is extended to Mr. and Mrs. 
P. Anderson, because of the death of 
Mr. Anderson’s mother, Mrs. Hans 
Anderson, which occurred at the 
family home near Sidney Sept. 8. 
Mrs. Anderson is survived by her 
husband and five children, three 
boys, Pete, Albert and Will, and two 
girls, Mrs. Fred Hansen and Mrs. 
Geo. Stroup.

Edward E. Stein & Co. is the name 
of the pioneer merchants of Herps. 
This doesn’t signify that the firm is 
an old one or that the town of Herps 
is at all ancient. The contrary is the 
case in both instances. Herps is the 
name of a new depot on the L. S.
& M. S. situated in the center of some 
of the richest celery producing land 
in Western Michigan. Edward Stein, 
who had a lucrative position with the 
L. S. & M. S., is a young man who 
thinks there is an opportunity in this 
plhce to build up a profitable busi
ness. With this in yiew Mr. Stein 
resigned his position with the railway 
company and has erected a building 
which combines store room and liv
ing apartments. He has taken the 
agency for the American Express 
Co., and has bought _his opening 
stock of groceries of Fred E. Beards- 
lee, with the Worden Grocer Co., and 
expects to be doing business inside of 
a week. As soon as the business will 
warrant it, he expects to add other 
lines and carry a complete stock of 
general merchandise. Mr. Stein is a 
young man of good habits. He is en
thusiastic and a hustler and doubtless 
will enjoy a good business in the little 
town he is helping to build. By the 
way, the “& Co.” stands for his wife,

who is his helpmate in this enter
prise.

Mrs. W. E. Lovelace is recovering 
from a severe illness and William is 
again wearing the smile which is so 
habitual

Mr. and Mrs. .O. W. Stark have re
turned from a visit with Mr. Stark’s 
sister in Salem, Ohio.

Peter Zuiderhook, 345 Straight 
street, met with a serious automobile 
accident a week ago. In some man
ner his machine got beyond control 
a«d turned turtle in a ditch out on 
the West Bridge street road. Mr. 
Zuiderhook suffered the fracture of 
four ribs and was severely shaken up, 
but at present he is getting along 
very well and hopes to be out again 
in a short time.

Harry Holden, one of the U. C. T. 
boys, is a candidate for County 
Treasurer on the Progressive ticket.

Lest you forget, assessment No. 
124 is due and must be paid on or 
before Oct. 7.

Homer Bradfield Sundayed over in 
Petoskey.

Mrs. Al. Windt’s sister, Miss Bo
land, of Flint, is spending a few 
weeks in the Windt home.

We understand that when one has 
learned to ride a motor cycle he has 
no need to fear to attempt to ride 
even the Wild West broncos. W. 
Fisher, who is riding a new Yale 
motor cycle, can give you informa
tion on this subject.

A meeting of the Ways and Means 
Committee of the Bagmen of Bagdad, 
which was held at the home of Wal
ter S. Lawton last Saturday evening, 
was attended by the full membership 
and their ladies. After a splendid 
dinner, which all enjoyed hugely, the 
committee adopted plans which will 
be given out later and we can expect 
a good account of this bunch as the 
cooler weather comes forward.

Earl Warren, popular salesman for 
the National Biscuit Co., was mar
ried recently to one of the city’s 
most charming young ladies, Miss 
Lela Sevens. We extend congratula
tions through these columns. Earl's 
friends say that when he went to 
procure the marriage license, he got 
so fussed up that he left his hat in 
the County Clerk’s office and didn’t 
discover his loss until he had left the 
building. As a consequence, his cigar 
bills are unusually heavy.

Walter Lawton, George B. McCon
nell and John J. Dooley are all spend
ing the week in Detroit getting busi
ness for their houses. It takes the 
Grand Rapids salesmen anyway to 
round up the good orders.

Roland Sehler, of Brown & Sehler 
Co., was married a week ago Satur
day to Miss Kate Coveil, of this city. 
They have returned from a short 
honeymoon trip and are at home in 
their residence on Scribner avenue.

Will E. Sawyer.
Butter, Eggs, Poultry, Beans and Po

tatoes at Buffalo.
Buffalo, Sept. 23.—Creamery but

ter, fresh, 26@32c; dairy, 24@28; poor 
to good, all kinds, 20@23c.

Cheese—New fancy, 16@16^c; new 
choice, 15^@16c.

Eggs—Choice fresh, 28; fancy, 29@ 
30c.

Poultry (live)—Cox, ll@ 12c; fowls 
17@17c; ducks, 12@15c; chickens, 15 
@18c.

Beans—Medium, $3.00; pea, $2.90(S) 
3.00.

Potatoes—New, 60@70c per bu.
_____  ̂ Rea & Witzig.

Abraham Himelstein, who for a 
number of year has conducted a new 
and second hand clothing store £t 
414 Bridge street, has purchased the 
store building owned by Mrs. Agnes 
Brechting, at 415 Bridge street, and 
will occupy it with his stock as soon 
as the remodeling has been complet
ed. :

w ui r . Canaan Co. in Hands of 
Trustee.

The Will P. Canaan Co. has utter 
a trust mortgage naming John S'riit- 
seler as trustee. An auditor employ
ed to ascertain the condition of the 
estate makes the following report: 

Assets.
Accounts receivable, good..$ 4,995.02 
Accounts receivable, slow.. 323.04
Cash in bank ..................... 45.32
Cash on hand ...................  127.22
Cash advanced salesmen .. 50.00
Inventory, furniture and

fixtures...............................  789.00
Inventory of merchandise.. 29,163.10

Total assets ...................$35,492.70
• Liabilities.
Accounts payable ..............$15,613.35
Notes to Old National

Bank ................................  4,923.30
Notes to merchandise.
creditors ........................  521.97

Taxes, due in July ............  324.00
August re n t .......................... 80.oo

Total ...............................$21.362.62
The trustee states that the amount 

of inventory as given above should 
be diminished in his judgment by the 
amount of $1,189.42, which was added 
because of freight and drayage.

The condition of the company on 
January 1 , 1914, as shown by the 
audit of the same accountant, was as 
follows:

Assets.
Inventory of merchandise. .$25,863.<s9
Accounts receivable ............ 6,385.7?
Cash ..................................  501.96

T°tal ...............................$32,751.62
Liabilities.

Notes to Old National
Bank ............................. $ 5,500.00

Accounts payable ................ 1,481.62

Total * ........................... '.$ 6,981.62
The audit also shows that the sales 

amounted to about $28,000 between 
January 1 and August 31, 1914, and 
that the expenses for the same period 
amounted to $14.759.15.

The capital account shows that the 
authorized capital stock is $50,000. 
of which $40,000 is common stock and 
$10,000 preferred stock. The amount 
of stock paid in and issued is as fol
lows: Preferred stock, $8,500; com
mon stock, $21,160; total stock lia
bilities, $29,660.

In a recent communication to the 
creditors the trustee stated: “My 
observation in matters of this kind 
is that while the assets on paper ex
ceed liabilities, there will not be suffi
cient when liquidated, to settle in full 
with creditors.”

Rolla Dotterer, who conducted a 
bird store at 210 South Division ave
nue, has removed his stock to Detroit, 
where he will continue the business.

Harry Patursky has opened a wall 
paper and paint store at 1011 Ottawa 
avenue.

BUSINESS CHANCE8T
F o r  Sale—Sm all s tock  o f g roceries, con 

fec tionery , c ig a rs , w ith  fix tu res, Inc lud
in g  soda fo u n ta in  w ith  b ase : in  good lo
cation . L iv ing  room s ad jo in in g  If de 
sired . A ddress 123 No. O tta w a  St., G rand  
R apids, M ichigan. 579
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Michigan Merchants Only)
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SHORT tíme ago we made a few improvements in oùr wardrobes and cabinets; changes 'in the 
nature of “refinements” and not affecting the fundamental ideas in our casës Our policy is to 
push the very latest make in our wardrobes and cabinets* and the small number of “old style” 

cases which we have on hand we will sell <in Michigan only) at very attractive prices. These cases are 
absolutely new and perfect. They are backed by our full guarantee* and the purchasers will get our com
plete service. These cases aré as serviceable and durable as our latest styles; we will gladly tell you just 
what the changes have been. . The number of these cases is limited, and they will be sold quickly. Any 
Michigan dealer who is interested should get in touch w ith us a t  once. Tell us what you can use and if 
we have what you need we will give you full particulars and quote prices*

WESE Welch Rèvolving Wardrobes are in the finest 
Of stores, all over the country, and will be in service 
for many years to come. They were purchased be

cause they were the best fixtures on the market for selling 
ready-to-wear apparel. You can now buy these same ward
robes, in Michigan only, at a big reduction—while they last. 
We have them in both the floor type .(as shown) and in the 
wall type. There aré enough of these for only a few stores. 
If you intend to buy revolving wardrobes you should inves
tigate this offering now—it will pay you to come to Grand 
Rapids to see them.

X .

THE. I t iB t i s y s t e m
£ also haye a few of the telescope slide cabinets, of 

the type shown in the cut. These are new, perfect 
cabinets and fully guaranteed. The merchant that 

can use them can get an exceptional bargain* These cabinets are 
a vast improvement over racks, and at the attractive prices we 
will quote enough merchants should want to  improve their 
stores with these fixtures to quickly dispose of the few we have 
to offer. We also have a few “odd” show cases (new) and a few 
second-hand show cases, picked up when installing new equip- 
inent, and these are for ¿ale at very low prices. Full particulars 
on request.

v

S O those merchants who may he interested in new store fixtures we will gladly send 
Our catalogues covering everything needed by department, dry goods, apparel or 

^general stores in die Way of equipment. These w ill show the Very latest ideas in 
fixtures. When in Grand Rapids, whether you are “in the market” or not, call at our 
showrooms and let us show you our full line.

mÈÈÈÊIËSm. I » 8ËMI1P * r* k %
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Reynolds Flexible Asphalt Shingles
In Natural Colors, Unfading : • •' ■ /

RED— GREEN—GARNET—GRAY

HAVE ENDORSEMENT OF I  1 ^ 3
LEADING ARCHITECTS

Fully Guaranteed 
Fire Resisting _____

■ Approved by National Board of Underwriters. .
Beware of IMITATIONS. Ask for Sample and Booklet.

Write us for Agency Proposition.

H. M . REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer GRAND RAPIDS, MICH.

LITTLE
DUTCH MASTERS 

CIGARS
Made in  a M odel Factory

Handled by A ll Jobbers Sold by A ll D ealers
Enjoyed by D iscrim inating Sm okers

T hey are so good w e are com pelled to work to fu ll capacity  
to supply the demand

;G* J. JOHNSON CIGAR. CO ., Makers 
GRAND RAPIDS, MICH.

Horse 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 Ave. and Louis St. Grand Rapids, Michigan

_  The Bowser R ed Sentry Pump m eans Pure G asolene for the m otorist and More B usiness for the grocer 
W ®̂,v ?>taught m otorist to look for the Red S en try  and w e’ve made a Red Sentry w ith  electric bulb that 
w ill show  a  red ligh t at iught and look for the m otorist. An autom obile is like a Wagon load of m oney roll
ing along*and paying som e out to each enterprising merchant, G et yours! W e’ll show  you! A

Q utfit m your store mean? increased sales of gasolene and kerosene accurately m easured; it  cuts out the “guess” 
and keeps in  the profit. It keeps your store clean and saves soiling your hands w ith  m easure and funnel 
it m easures gallons. haR-gdllons. quarts, pints and half-pints, and show s th e price, it  show s how  much to giv«l 
fo r  five cents worth. Jiow much to charge w hen you  “please fill th is can.” Bowser and O il Profits go to
gether. W rite for booklet “For Your Store.” No obligation incurred. •

Sales Offices in all Centers and 
Representatives Everywhere S. F. BOWSER & COMPANY, Inc.

Home Plant and General Offices
B ox 2089; Fort W ayne, Indiana, U . S. A .

Engineers and Manufacturers of 
Oil Handling Deyiçës


