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What makes the world so odd is that men differ in desires.
One has a hope to rush around some time on rubber tires;
One wants to dabble all his days in contents of old jugs;
One skips across the landscape with a net, pursuing bugs;
One wants to be looked up to as the biggest noise in whist;
Another wants to don the mitts and be a pugilist;

Another daubs up canvas, painting scenes of joy or gloom;

Another has an eager wish to make the desert bloom.

A man or two—now, this is true—pine to be president;

One would teach youth to say “have gone” instead of just “have went;”
The height of one’s ambition is to lead the village band;

Another would be glad if he could own a peanut stand;

Another wants to go across the ocean wide on wings;

Another wants the earth to sit spellbound the while he sings;

Some water stock and others stock the waters with rare fish—

So nearly every one you meet has got a different wish.

All of us pine for something, but it sets our brains a-whirl,

No matter what we pine for, when we turn and see a girl

With rounded cheeks and laughing eyes beneath a saucy hat—
Then we drop what we’d wanted to go chasing after that!

And that’s what makes the world so good; for, be he prince or churl,
Each one is glad to sacrifice all else for just a girl.

The love that makes us turn aside from all the things we’ve prized

Is the one thing that keeps us and the big world civilized!
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Hantene WHITE HOUSE”™

-which, by the compelling weight of its really
splendid quality, is driving out of the market
the cheap, poor, unreliable brands; and is
educating people to expect—to demand
—to get “White House™” in preference

We will furnish an electrotype of above L to any other coffee. a
1rs too good for you to

design to any grocer who would like to use it as a e Wit
heading for his own newspaper advertising. Mer-

chants pan use this not only to make their adver-

tising more attractive* but as a special inducement-
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to themselves.
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Grand Rapids, Michigan

A Real Naphtha Soap Powder

JFor a limited time, subject to withdrawal without advance notice, we offer

LAUTZ NAPHTHA SOAP POWDER, 60 PKGS.—5 CENT SIZE
through the jobber—to Retail Grocers:

boxes @$21f30-5 boxes FREE
10 “ @ 2.30-2 boxes FREE
5 “ @ 2.35-1 box FREE
0%, 7« @ 2.40—Hbox FREE

F*°; B. Buffalo:Freightprepaidto your R. R. Station in lot. of not less than 5 boxes. All orders at above prices
mutt be for immediate dekvery. This inducement is for NEW ORDERS ONLY—subject to withdrawal without notice!
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TOUGH ON TRADING STAMPS.

Western States Push Laws to Ex-
terminate Them.

The retail grocers’ associations of
the West are making life merry for
the trading stamp and coupon com-
panies, and in Colorado “first blood”
has been scored by the enactment,
and signing by Governor Carlson, of
a'sbill prohibiting all forms of “gift
enterprise.”

In Colorado the bill was drawn
after one in force in the District of
Columbia, and it is said it will be
made a model for enactment in other
states if the grocers can spread the
propaganda. It was passed only after
a bitter contest. The bill as finally
signed by the Governor reads as fol-
lows:

Section 1L From and after the pas-
sage of this act it shall be unlawful,
in the State of Colorado, for any per-
son or persons to engage in any man-
ner in any gift enterprise business.

Sec. 2. Any person or persons who
shall in any manner engage in any
gift enterprise business in the State
shall be guilty of a misdemeanor, and
upon conviction thereof shall be sub-
ject to fine in the sum of not to ex-
ceed one thousand dollars or impris-
onment for not exceeding sixty days,
or both, in the discretion of the court.

The bill, as interpreted by the gro-
cers’ legal adviser, J. G. Rogers, for-
bids not merely lottery and chance
schemes where, for example, the prize
of a grand piano or phonograph
would be offered in a guessing con-
test, but would also forbid instances
in which the element of chance was
not present. For example, the busi-
ness carried on by certain tea com-
panies which offer coupons redeem-
able in crockery and other household
goods as an inducement for the pur-
chase of coffee, tea and other kitchen
supplies, would be forbidden. The act
applies, not to a single gift or gift
enterprise, but to the gift enterprise
business. This limits its application
to instances in which a gift enterprise
scheme was carried on either as the
sole business of a merchant or insti-
tution or as a regular part of his

business. Christmas gifts to custom-
ers, or other isolated acts of that sort,
would not fall within the prohibition
of the act. On the other hand, the
regular carrying on of the gift enter-
prise scheme, as an inducement to a
merchant’s business, even though that
is not the sole business that he does,
is prohibited.

A gift enterprise is essentially a
transaction, he says, “in which one
thing is given as the inducement to
buy another thing or another kind of
a thing. An ordinary discount would
not fall within the statute, and dis-
counts allowed to large purchasers, or
to all purchasers on certain days or
under certain circumstances would
not be prohibited. The giving of a
sales receipt which would give a per-
son credit of 10 per cent, on further
purchases in case he accumulated a
given number of them, seems to be a
discount and not a gift enterprise.
This is not forbidden. Discounts by
wholesalers for cash payments, dis-
counts to others in the trade and
other like arrangements do not seem
to be prohibited by the statute.”

California’s Anti-Stamp Bill.

The grocers’ associations of Cali-
fornia are so confident that the pend-
ing test of the Washington (State) bill
against trading stamps in the Su-
preme Court of the United States will
end in a victory for the grocers that
they have introduced and are urging
a similar bill at Sacramento, in the
hope that it may become effective im-
mediately the Supreme Court upholds
it if it does. This bill permits the
trading stamp business on the modest
fee—in each county or city—of $6,000.
In full the bill reads as follows:

Section 1 Every person, firm or
corporation who shall use, and every
person, firm or corporation who shall
furnish to any other person, firm or
corporation to use, in, with, or for the
sale of any goods, wares or merchan-
dise, any stamps, coupons, tickets,
certificates, cards, or other similar de-
vices which shall entitle the purchas-
er receiving the same with such sale
of goods, wares or merchandise, to
procure from any person, firm or cor-
poration any goods, wares or mer-
chandise, free of charge or for less
than the retail market price thereof,
upon the production of any number
of said stamps, coupons, tickets, cer-
tificates, cards, or other similar de-
vices, shall before so furnishing, sell-
ing or using the same obtain a sep-
arate license from the license collect-
or of each county, or city and county,
wherein such furnishing or selling, or
using shall take place for each and
every store or place of business in
that county, or city and county, own-
ed or conducted by such person, firm
or corporation from which such fur-

nishing or selling, or in which such
using, shall take place.

Sec. 2. In order to obtain such li-
cense the person, firm or corporation
applying therefor shall pay to the
county tax collector as ex officio li-
cense collector of the county, or city
and county, for which such license is
sought, the sum of six thousand dol-
lars, and upon such payment being
made to the county tax collector he
shall issue his receipt therefor and
shall issue to the person, firm or cor-
poration making such payment a li-
cense to furnish or sell, or a license
to use, for one year, the stamps, cou-
pons, tickets, certificates, cards, or
other similar devices mentioned in
section 1 of this act. Such license
shall contain the name of the grantee
thereof, the date of its issue, the date
of its expiration, the town or city in
which and the location at which the
same shall be used, and such license
shall be used at no place other than
that mentioned therein.

Sec. 3. No person, firm or corpor-
ation shall furnish or sell to any oth-
er person, firm or corporation to use,
in, with or for the sale of any goods,
wares or merchandise, any such
stamps, coupons, tickets, certificates,
cards, or other similar devices for use
in any town, city, county or city and
county in this State other than that
in which such furnishing or selling
shall take place.

Sec. 4 Any person, firm, or cor-
poration violating any of the provi-
sions of this act shall be guilty of a
misdemeanor.

Charlevoix Points With Pride.

Citizens who are boosting Charle-
voix point to several things which
have made the town famous as a
health resort. Among them are the
following:

A first-class sewer and drainage
system.

Absolutely pure water, with an ex-
cellent circulating system for domes-
tic and fire purposes.

A splendid electric lighting system.

Paved and macadam streets.

A 20-acre public park along shore
of Lake Michigan.

Five prosperous churches.

Excellent schools.

A $25,000 Masonic temple.

Inland lake with sixty miles of
navigable coast line.

M. M. Hinckley and A. R. Beatty

have organized the Hinckley Motor
Sales Co. and are doing business at
236 North lonia avenue. They have
the agency here for the R. C. H. auto-
mobile. Mr. Hinckley was formerly
a cheese manufacturer of Pittsford and
Beatty is practically a representative
here for the R. C. H. factory at De-
troit.

Status of the Trading Stamp Matter.

The work of raising a fund of $1,000
to test out the trading stamp law in
the Supreme Court is fairly launched
and from present indications the
money will be all forthcoming within
the next week. John B. Hutchins,
who undertook to raise $200 from the
Grand Rapids merchants on Monroe
street, has performed that service in
an acceptable manner. John A. Lake
has collected his $25 in Petoskey and
sent it to Charles Trankla, the
Treasurer. He writes the Tradesman
that he is in receipt of letters from
Port Huron and Ann Arbor agreeing
to contribute the amount assigned to
those cities. Mr. Hutchins was in De-
troit last week and secured the prom-
ise of the large merchants there to
furnish the $400 forthcoming from the
metropolis of the State.

A conference was held in the city
last Saturday afternoon between At-
torney General Fellows and the fol-
lowing Grand Rapids merchants.

Charles Trankla, Meyer S. May,
John B. Hutchins, Henry Herpol-
sheimer, John Buys, M. A. Heyman,
Paul Steketee. Lee H. Bierce repre-
sented the Association of Commerce.
Mr. Fellows stated very clearly why
it was not consistent for him to un-
dertake the work of establishing the
validity or invalidity of the law in
his official capacity, stating that if he
did so he would be asked to test a
thousand other laws in the same man-
ner. He offered the use of his offi-
cial title to conduct the case and
stated that, if necessary, he would
accord whatever attorney the mer-
chants selected all the assistance pos-
sible.

Roger I. Wykes was represented at
the conference by his associate. Mr.
Dilley. who stated that Mr. Wykes
would undertake the handling of the
case for $1,000, this to include all the
costs for carrying the matter through
the State Supreme Court. If Sperry
& Hutchinson appealed the case to
the United States Supreme Court, as
they would probably do in order to
prolong their lease of life in this State,
there would be an additional charge.
It was decided to leave the matter
entirely in the hands of Mr. Trankla
because of his thorough knowledge of
the situation and the Tradesman trusts
that the merchants of Michigan will
contribute liberally to this cause, be-
cause it is their cause and they should
support it heartily and substantially.

Night may find you tired out, but
you have made the world a better
place in which to live if you have
faithfully performed your daily tasks.

Some persons are not happy un-
less they are broke, and they are
happy most of the time.



UPPER PENINSULA.

Regent News From the Cloverland of
Michigan.

Sault Ste. Marie, March 29—M. Hot-
ton, one of oyr veteran meat market
men; but for the past few years our
Couhty Treasurer has decided to dro
politics for the present and get bacl
into the harness. Mike had no com-
plaint to make about politics, as he
stated his political ambitions have been
very satisfactory and success has crown-
ed his efforts. “ He is one of the kind
who does not spend more than he makes
and has accumulated a nice nestegg
which he may use to good advantage in
the meat business. He expects to open
up in the Comb block on Ashmun street
near the boat dock so as to be in lint
for the marine trade, on which Mike
will make a specialty. Being well known
by all the captains on the Great Lakes
and some plying on the ocean, he is
confident his large acquaintance will be
one of his best assets. He is not only
a good butcher but also the man who
put pork in sausage and was the orig-
inator of the famous brand, “Just
right.” He is installing new machinery
and has promised to invite all of his
friends to his opening which will take
place about the opening of navigation.

This is “fashion week” at the Soo and
from the attractive window displays of
merchandise shown in the stores, the
city is doing justice to the season and
compares very favorable with that of
Chicago”and other large_cities, accord-
ing to information received from the
traveling public who have compared the
displays. The Soo merchants are to be
congratulated upon their enterprise in
this " respect.

This is Tom Blain’s first appearance
in the Tradesman, but it was not be-
cause he was overlooked, as Tom is
considered one of our best known
citizens, as well as one of the old-
timers in the Soo while he is still a
young man in years. He is one of
the kind who gets acquainted and can
call every man, woman and child b
their first name and gets away witl
it in all cases, because 1f they Know it
is Tom Blaim that said it, it Is a guar-
antee that it is all right An amusing
conversation took place last week in
front of his residence with Mr. Mc-
Pherson. who was passing by, which ran

along in this manner; “Wh?/ are yt
lukin sae pleaSed wi’ yersel*? asked
McPherson of Tom. “Weel, Mac,” re-

plied Tom, “I dropped a nickel some-
where on the walk while shoveling the
snow, an* hunt as | might, | cant
find it.” “That’s naught to be lukin’
sae gay aboot,” said McPherson. “Aye,
but ye dinna ken,” explained Tom, “I
found a quarter.”

John Martin Buchan, the popular
manager of the shoe department of the
Leader store, has been wearing a pleas-
ant smile for the past few weeks and
it is only lately that we have had authen-
tic information as to the cause of it
all. which is that he is to have a June
bride, one of the sweetest girls in the
So00. Mr. Buchan is well and favorably
known here, and his bride is one of the
most popular young ladies in the Soo,
so we can hardly blame him for looking
so pleasant.

F. Weston, one of Lansing’s foremost
citizens and best known stove salesman,
was a business visitor here last week
and his manK friends were pleased to
see him, as he is one of the cheerful
kind who sees only the bright jspots.
Mr. Weston reports a very satisfactory
business this year.

We are looking for the salesman who
saw the first robbin this year. He was
due to report last Saturday, but would
not acknowledge the fact, as several
of the boys swore it was a sparrow.
The traveling fraternity have offered a
prize for the first one seen this spring
and the travelers are doing some look-
ing in consequence.

The Canadian Soo is celebrating its
boosting campaign at the present time
on the “buy at home” order. It has
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erected large bill board posters which
say, “Spend your money at home and
boost the Soo and the money will
come; back to you.” ~As the posters
were all bou%ht in Chicago, it has just
dawned on the Sooite that the money
sent for the printin
back. It looks as i
been put over.

The Algonquin ?roce.ry. store, now
owned by ‘A. Nicholas, is in charge of
L. S. O'Neill and George L. Andrian,
both young men of previous experience.

That thebe is considerable nerve in
some men was demonstrated by the ex-
perience of Father Krager, of” Menom-
inee, who happened to discover a saddle
of venison near Hermansville. Picking
up the venison, the priest reported same
to Captain DeBell, the game warden,
and a warrant was issued for the men
thought to have killed the deer. A few
hours later E. H. Eisold and William
Lee Weston, the two men, faced Justice
HenQ/ Jenson. They admitted Killin
the deer, but were considerably peeve
at Father Krager for stealing their
venison, and they demanded that the
priest pay them $20 for the meat. The
fact that they had virtually stolen the
meat from the State when they shot
it did not seem to worry them any in
demanding pay for it. Of course, their
request was not granted. The admis-
sion that they killed the deer out of
season cost them $65 and Justice Jenson
fixed a fine of each at $25, with costs
of $750. The fines were paid without
a murmur.

William Pakka, popular manager of
the Erickson Grocery Co., in company
with Donald Campbell, narrowIP]/ escap-
ed serious injuries last week when they
were_thrown from the delivery rig of
the Erickson Co. Mr. Pakka received
injuries_to his spinal column which re-
sulted in his being laid up for a few
weeks. Donald Campbell received pain-
ful but not serious_bruises. C. C Col-
lins, the candy kid, happened to be
passing by the scene with his auto and
rushed Mr. Pakka to the hospital, where
he is reported as resting easy.

Tom Lindsey, the famous hardware
rei)[esentatl\_/e from Marquette, was
calling on his Soo customers last week.
He expected to Sunday at DeTour, but
owing to some large prospective orders
in. Brimley, he was obliged to send a
wireless t0 DeTour to hold their orders
over for him until spring, unless Will
Herbst, his competitor should call mean-
while.

Geor%e Bailey, of the Central Savings
Bank, has returned from his Eastern
trip, but, contrary to expectations,
George came back without a bride, so
that there was no undue disturbance
upon his arrival and_he is back in the
cage once more feeling in the best of
health.

D.  H. Moloney, well known propr
of the Men’s store, is laid up with the

rip since returning from Florida.

vidently he will have to be acclimated
again, as the change from the South
to the North is having a marked effect
upon Mr. Moloney’s health.

J. W. McTavish, proprietor of the
Murray Hill Hotel, is not one of the
dry enthusiastis and would rather see
the drys lose out than win, although
Mac_is not losing any sleep over the
coming _election. He is one of our
optimistic fellow citizens who is always
ready to look on the bright side of this
life "and will probably be able to do
business at the same old stand, regard-
less of the result of the campaign. He
is still full of wit and can crack a joke
now, as if the tourist season was in
full swing. Mac was seated at the table
the other evening when one of his
boarders, who was a noted kicker, re-
marked: “Good gracious, my napkin
is quite damp. Why on earth ‘is that?”
Mac was equal to the occasion and got
back by replying, “l suppose it must be
kt))eca(ljjse there is so much due on your
oard.”

may never come
another one had

“When the world owes a man a.

living, it takes most of his time making
collections.”

ietorrived at his home last weel
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Jack Parsille, one of our well known
lumbermen, has returned to the city
after spending the winter in the woods.

The Algoma Steel Co., Soo, Ont., is
now ready to make delivery of 35,000
tons of steel rails to Chicago and is
anxiously waiting the opening of naviga-
tion so that they can be shipped ™y
water.

Many of the Soo merchants along
our main street have been playing
checkers for the past month, the latest
move being that of the Boston Store,
which has moved its_stock'to the for-
mer location of the Good Luck store.

“Friendship is the salt of love, flir-
tation the spice and mutual consideration
the benzoate of soda in which it is
preserved.”

March 31, 1915

Company’s plant for extensive repairs in
the near future. This will give employ-
ment to a large number of men, as
the repairs to the plant and the insula-
tion of the_ equipment will be accom-
plished during the coming summer.
When completed it will mean much to
the commercial development of the Soo.

R. B Haugh, the prosperous “first
and last grocer” on Ashmun street, is
putting in considerable time in Iighting
up 4he dark spots along the road. |
his plans succeed, we will have several
more electric lights placed along the
hiehway coming into the Soo, which
will be"a credit to the Soo through the
faithful work of Mr. Haugh.

We regret to learn that Mr. and Mrs.
Garrett Gilbert expect to leave the Soo

F.  F. Freimuth has arrived home afterin the near future to locate in St. Paul.

a four weeks’ business trip to Detroit.
The only thing in which Belgium was

fortunate “was that she lost no ships

at sea on account of not having any.

“Many a man’s will power becomes
sta’gnant from lack of exercise.”

avigation between St. Ignace and
Mackinac is now open, the first trip
having been by the steamer Lotus last
Tuesday.

Game Wardens Nelson and Crull, of
Chippewa county, were in St. Ignace
last week, making a map of all the
timber slashings in Chi[la)pewa, Mackinac
and Luce counties to be used in con-
nection with the work of the Forestr
Department, so that the Department will
know just what they have to contend
with when fire breaks out in any of
the slashings.

“Being loved is all very well, but the
F?pglest man gets his interest out of
ife.

Ground was broken last week at En-
gadine for the building of a new drug
store which, it is expected, will be
completed about May 1. The Cooperage
and Mill Co. is making Engadine a
busy place, as there is not a vacant house
in the village and every available space
is being occupied, also all of the stores.
The Freeman Lumber Co. is putting
up a new store to accommodate its large-
ly increasing business which, when com-
pleted, will be a credit to the company
and an ornament to the town. Enga-
dine is still growing. It has a lot of
wide awake business men who are
hustlers. All they want now is a new
depot to care for the increasing de-
mands.

“Living is very high these days, but
somehow it seems worth all it costs.”

Miss Minnie Wilson, the popular
postmistress, also proprietor of the
Corrine SupPIy Co., at Viola, was laid
up with a cold” last week.

Adam Litzner, the popular mail clerk
of Allenville, 1s to be congratulated
upon his success in increasing the popu-
lation by a pair of twin EII’S who ar-

. He is said
to be the proudest man in Allenville
over the affair.

We see by the market conditions that
“silver is getting close, but not close
enough to get hold of.”

Moran is putting on metropolitan airs,
as a new bank with a capital stock of
$5,000 was opened last Tuesday. The
bank is located in the store building of
Chas. Sachwek, with Toel Smith as act-
ing cashier. The small towns will have
to_go some to beat Moran now.

he new Hub department store is the
first to install the new nitrogen electric
lamps and, as a result, the store is one
of the best lighted of_ any in the city.
The system installed includes fourteen
300 volt nitrogen lamps, with inverted
globes, the latter eliminating any direct
glare, but dlffusqu the light to the most
remote quarters of the room which gives
the Hub the best artificial light of any
store in the city.

The Northern Michigan Power Co.
announces that work On the new com-
pensating works above the Soo rapids
will be started about April 1L This is
an important piece of work for the Soo
and involves about one-quarter million
dollars. It will be necessary to shut
down the Northern Michigan Power

Mr. Garrett was our well-known freight
agent_ for the past ten years and has
a wide acquaintance. = Their man
friends here will miss them, but wis
them every success in their new field.

“It takes a quick witted man to know
when to say nothing.’

F. G Barrett, of the DeMar and
Barrett Electric Co., who have been in
business for the past two years, has
disposed of his interest and accepted a
position as superintendent in the con-
struction  department of the Capital
Electric Supply Co. at Lansing. Mr.
Barrett came to the Soo about fifteen
¥|ear$ ago and engaged in contract work.

e is an expert electrician and, being
of a cheerful disposition, he has made
many friends" during his stay in the
Soo, who, while they regret his depart-
ure, wish him every success in his new
location.

__“All things come to the other fellow

if you sit down and wait.”

~ The local collectors at the Soo have

invented a new slogan which they con-j

sider very apﬁproprlate in their fine of

business which reads. “Do it Now.”
William G. Tapert.

Eggs, Poultry, Beans and
Potatoes at Buffalo.

Buffalo, March 31—Creamery but-
ter, fresh, 30c; dairy, 22@27c; poor to
good, all klnds, 156\117;200.

Cheese—Dull, new fancy. 15(q)15"2c:
new choice, 14J*@15c; held fancy, 16
@16Y2c.

Eggs—Choice, fresh 20c.

Poultry (live}—Cox, 12c: fowls, 16
@U8c; geese, 3%’3)14c; turkeys, 16@
20c; chicks, 16@13c: ducks. 18@19c.

Poultr (dressed)—Turke¥s, 20@
24c; chicks. 17@19c; fowls, 17/@18c.

Beans—Medium, new, $3.25(«)3.35;
5\?&;' $3.30; Red Kidnev. $3.50"3.65;

hite. K’dney, $3.50@3.75; Marrow
$3.75@3.90.

Potatoes—25@80c per bu., dull.

Rea & Witzig.

Quotations on Local Stocks and Bonds.
Public Utilities.

d

Am. Light & Trac. Co., Com. %&? Aﬁg

Am. Light & Trac. Co., Pfd.

Am. Public Utilities, Pfd. 62 %
iliti Com. 29

Butter,

Am. Public Utilities,

Cities Service Co., Com. % gi
Cities Service Co.. Pfd.

~Gomw’th Pr. Ry. & Lt.,, Com. %%
Comw’th Pr. Ry. & Lt., Pfd.

Comw’th 6% 5 year bond 98
Holland St. Louis Sugar 4% 5%
Michigan S*ugar 58 61

Pacific Gas & Elec. Co.,, Com. 44 46
Tennessee Ry. Lt. & Pr., Com.
Tennessee Ry. Lt. & Pr., Pfd. 27
United Light & Rys.,
United Light & Rys.,
United Light & Rys., .
United Light 1st and Ref, 5%

bonds 82 85
_Industrial and Bank Stocks.
Dennis Canadian Co. 80 90

Furniture City Brewing Co. 50 60
Globe Knitting Works,” Com. 130 140
Globe Knitting Works, Pfd. 98 100

G. R. Brewing Co. 90 110
Commercial Savings Bank 220
Fourth National Bank 215
G. R. National City Bank 169 175
G. R. Savings Ban 255
Kent State Bank 245 250
Old National Bank 190 195

Peoples Savings Bank 250
March 31, 1915.
The high cost of living has not yet
had its effect upon the cheapness
of advice.
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In and Around Little Traverse Bay.

Petoskey, March 29—Ray France, one
of Petoskey’s best known young men,
is now a full fledged traveling man.
Mr. France is in the employ of the
J. C. Weatherby Hardware Co., work-
ing Western Michigan territory. Mr.
France was associated with Y. Jesper-
son in the confectionery and restaurant
business on Howard street. Ray has the
best wishes of his many friends.

About a year ago R. H Charles, the
veteran groceryman of Mancelona, un-
derwent a major operation and was
evidently much "benefited. When inter-
viewed this week Mr. Charles stated
that he believed he would have to return
to the hos&i_tal and undergo another
operation. His many friends trust that
the operation will be successful and that
Mr. Charles’ usefulness will be fully
restored. Mr. Charles was for a num-
ber of years a captain, sailing the Great
Lakes and to this calling and his modest
mode of living is credited his wonderful
vitality. R. H. has passed the sixty-
seventh mile stone of his life’s journey
and bhoasts of the proud fact that he has
the first time to put on a pair of glasses
coming.
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ner was served at the Cushman House
and the boys are loud in their praises
of Landlord McManus for the generous
spread served. Covers were laid for
twenty and a better looking bunch
never favored this well-known hostelry.

At 4 o’clock Sunday morning fire was
discovered in the C’ D. Levinson dry
goods store. The fire originated in the
repair room and was caused by an elec-
tric iron being forgotten and the cur-
rent left on. Mr. Levinson was out of
town on a purchasing trip to Chicago
and Eastern points. The damage will
be large and only partially covered by
insurance.

Caspar McMorris, 609 Cherry street,
Cadillac, representing the Cornwell
Beef Co., is confined to his home with
a serious attack of the grip. Mr. Mc-
Morris is very popular with the trade
and his many friends will miss him
during his enforced vacation. Mr.
Bradshaw is making the territory in his
stead. For a number of years Mr.
McMorris had aspiration toward poetry,
but of late has confined his effort to
work. We hope for his speedy recovery.

William Grund, of Walloon Lake, has
purchased a building site in Petoske

0. H. Burlew, of the firm of Burlewand will erect a planing mill and sas

& Burlew. grocers of Boyne City, is
taking  three weeks’ vacation, visiting
with “friends in Indiana and Illinois.
Mr, Burlew is a successful merchant
and a good citizen. Mr. Burlew for a
number of years followed the sawmill
and we hear that within the past two
weeks closed the deal for an improved
farm near Central Lake, where he says
himself and good wife will spend their
remaining days when old age creeps
upon them and they can no longer
withstand the attacks of the traveling
salesman. Mr. and Mrs. Burlew are
staunch believers in the slogan, “Back
to Nature.”

C.  H. Gerbig, of Walloon Lake, was
business caller In Petoskey Saturday.
Mr. Gerbig is the new proprietor of the
New Walloon Hotel and is making ex-
tensive repairs and alterations. He is
installing ‘a $1,000 soda fountain and
adding a summer garden and giving the
hotel ‘a thorough overhauling. When
completed the New Walloon will be
second to none. Mr. Gerbig comes from
Detroit and has interests at_that point
and also in Canada. Mr. Gerbig is a
thorough hotel man and will make the
New Walloon a poPuIar h_ostelr¥

H. H. Bennett, of the firm of Hoar
& Bennett, grocers and butchers at Lev-
ering, is a very popular young man.
Being born of Scotch-Irish™ parents, he
has that jovial good nature of the Irish
as well as the indomitable courage and
sagacity of the Scotch. Mr. Bennett was
in the employ of S. J. Hloar for a
number of years before taken in as a
partner. In days gone by it is said
that Mr. Hoar worked his help long
hours and one day Mr. Bennett ap-
Froached his employer and said, “Sam,

guess | will auit.” “Why?” asked
Mr. Hoar, “don’t | use you well?”
“Yes,” said Mr. Bennett, “but you are
sh_oww/lg partiality.” “In what way?’
said Mr. Hoar. = Mr. Bennett replied,
“You let George Carleton work twenty-
three hours yesterday and only let me
work  twenty-two.” )

Petoskey “Council, No. 235, held its
annual meeting Saturday night. The
election of officers for the ensuing year
was the main feature of the meeting
The following worthy members were
selected:

Senjor Counselor—George E. Beach.

Junior Counselor—Patrick J. Behan.

Conductor—Thomas J. Baily.

Page—Norman J. Feldman.

Sentinel—Isaac Rickhoff.

Secretary-Treasurer—Roy D. Brad-
shaw.

Executive Committee (two years)—e
Duncan J. Walsh and Joseph Feldman.

Delegate to Grand Council—Asmus
Peterson.

Alternate—Thomas J. Baily.

_ For the year 1914 Council shows an
increase in membership of 10 per cent.
Preceding the meeting a bountiful din-

and door factory.
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Exposure by the Tradesman Sustained ,, measure about ten

by Government.

When Pinkerton & Co. (United
States Detective Agency), a concern
which has done business in Chicago
for over thirty years, undertook to
secure a following in Michigan two
years ago by the sale of three year
memberships at prices ranging from
$50 to $500, depending on the gulli-
bility of the victim, the Tradesman
denounced the proposition as a fraud
on the face of it, basing its belief on
the presence of an adroitly worded
phrase in its contract which nullified
the reimbursement feature. Now the
Postoffice Department has issued a
fraud order barring Pinkerton & Co.
from the use of the mails.

The Government claims that the
agency, which did a detective and col-
lection business, led the public to be-
lieve it was the Pinkerton National
Detective Agency. The company is
composed of Matt W. Pinkerton, his
wife and son and J. W. Rankin, the

A B. Klise is preparing to build alatter being the general manager.

planing mill on his property, adjoining
the Blackmer pump factory. Mr. Klise
is an_enterprising man and untiring in
his efforts In behalf of Petoskey.

In the last six years tlie company
barred has confined its efforts large-
ly to the collection business in which

E. T. Martin, Mackinaw City’s enter-the Pinkerton National Agency is not

prising young merchant, came near being
a spiritualist convert. He was for a
time very enthusiastic in regard to this
belief, but “no more,” says he. The
machine used told certain” things that
Earl did not want his wife to hear
about. Herbert Agans.

Retail

aTreat in Store For Local

Grocers.

Grand Rapids. March 30—The Grand
Rapids Retail Grocers’ Protective As-
sociation has succeeded in securin
the promise of the Libby, McNEeill,
Libby Co. to give a demonstration of
their” entire business, to be illustrated
with stereoptican pictures, accompanied
with an expository lecture given by C.
R. Flanders, Manager of the pickle in-
dustry, who is noted as the Silver
Tongued Orator.

An evening spent in the study of food
products which is of great interest to
ever grocer will be educational as well
as entertaining. In cities which have
been fortunate enough to secure this
demonstration it is reported that great
crowds throng to hear the orator and
witness the beautiful scenery which is
portrayed in every picture.
~ Mr. Flanders has spent three years
in Spain studying the olive and “olive
oil industry and_will take his audience
through this entire industry in Spain.

A study of the pineapple industry

from the great pineapple plantations of
the Hawaiian Islands from the origin
of the pineapple to delicious preserved
fruit ready for table use, also the great
canning industries of the California
fruit belt, showing how the different
kinds of fruit are raised cared for,
packed, canned and, finally, the great
distributing system showing how _this
enormous quantity of goods Is distribut-
ed over the country.
_ A trip to the Alaska salmon industry
is sure to be a most interesting feature
of the evening; in_fact, Mr. Flanders
promises to take his audience through
the entire business of the Libby Co,
from its beginning, dating back to Adam
and Eve in the garden of Eden, from
the preserving of the first apples to the
twentieth century canning of the rabbit
industry.

This entertainment will be held in
the Association rooms, 37 Pearl Street.
Monday evening, April 5 will be an
open meeting and an invitation is ex-
tended to all grocery jobbers, their
salesmen, to evely grocer and the entire
force of grocery clerks in the city.

Wm. P. Workman, Secretary.

engaged. It entered into contracts
to collect old accounts, offering to
collect four times the amount of re-
tainer fees.

In the contracts the Government
found a joker which led the Trades-
man to denounce the agency as a
fraud which read that the company
agreed to collect moneys due in that
ratio within three years, “or continue
the services without further charges.”

In many instances, it is charged, all
the company did was to write a sin-
gle letter reminding the debtor of
“the little affair” with the contract
holder and asking whether it would
be necessary to start an investiga-
tion. The letters were . written on
Pinkerton & Co. detective agency
letterheads. It was claimed that if
this first letter failed to result in pay-
ment the efforts of the company usu-
ally ceased. A majority of the claims
upon which the company contracted
to collect were old accounts and in
some instances were “loan shark,”
easy payment furniture claims and old
liquor accounts. It is said that, since
entering the collection business the
company handled more than $1,000,-
000 of accounts.

The Postoffice Department began
its investigation two years ago. A
mass of evidence was laid before the
Solicitor General. The hearing on
the fraud order started last May and
since then fifty-five typewritten vol-
umes of testimony have been taken.

Entirely Satisfied With the Present
Law.

Grand Rapids, March 30—Bills are
now pending at Lansing to change the
law enacted four years ago to charge

of 1 per cent, on filing mortgages—

which means 50 cents on $100 or
on a thousand as a county and State
tax—one-half going to the general
fund of the county and one-half to the
general fund of the State.
_ The question_ of taxation of intang-
ible property is an old one and no
settled P_ollcy has been evolved to the
satisfaction of all.

HoweVer, after a constant study of
the matter in Michigan for sixteen
years, and afteT the enactment of a

S

ears ago, which
was vetoed by the Governor, the sub-
ject has been in all its phases dis-
cussed until as a compromise—and all
legislation is a compromise as well
as all law—the above recited law now
in force was the best that could be
obtained—a credit to sane legislation
and a settlement of the much mooted
question.

Mortgages had decreased until when
the law went into effect only about
$38,000,000 appeared on the taxation
role under the advalorem valuation.
To date under the specific tax more
than $360,000,000 worth have paid the
tax and that is positive proof that the
secured debt has come from its hid-
|n?, money is more_plentiful as a
rule, money of Michigan has stayed
here_and money from outside is com-
ing in. It would be unwise and dan-
gerous to change this law. when it is in
its infancy and when other states are
co_pqu our law, and it is to be hoped
this” will not occur. It is conceded
by a great majority that the borrower
Bays the tax and the definite light

urden can be undertaken by him with
a degree of safety.

All' kinds of wild ideas have em-
anated from new members of the Leg-
islature and it is to be hoped that all
will contribute to the plan to leave
well enough alone.

The best talent of the State—men
with  National reputations — have
argued with the Committee on Taxa-
tion, as well as successful business
men, and yet-the ambition of the new
members of the Legislature to do
sorneth'ng different still combat such
testimony.

The wrongs of business, as well as
the wrongs of society or individuals,
should be curtailed, "but a constant
wrangling over already well settled
conditions causes the “depression _in
business which is silently increasing
every day to cripple and stifle in-
tended endeavor.

Henry B. Vandercook.

His wife must have been the most
valuable security an Ohio merchant
had. On a visit to Pittsburg the cou-
ple went into a restaurant to get
some luncheon. When the meal was
nearly over the Ohioan recalled that
his money was at his hotel. He has-
tened away to get it, leaving his wife
as security. In his haste the husband
neglected the location of the restau-
rant and after he got his money he
spent three hours looking for the
place where he had left his wife, and
finally told his troubles to a police-
man, a proper thing to do in such a
case. The two, working together,
visited many restaurants before they
located the one where the hostage was
worrying and had been left stranded.
It would be perfectly safe to bet a
good amount that next time the mer-
chant’s wife will look after the pock-
etbook.

Cycle lamps, push bells, tool bags,
pump clips and celluloid and metal
bicycle pumps are not “parts of bi-
cycles,” according to a decision of the
Board of United States General Ap-
praisers. The decision means a good
deal to importers of these articles,
for if they had been held to be “parts
of bicycles” a much higher tariff would
be called for on the imported stock.

When you hear the business men
of a town yelling “Boost” all the
time and then observe them watching
each other out of the corners of their
eyes, you can just make up your mind
that those fellows are whistling on
their way through the graveyard and
—know it!



Movements of Merchants.

Lacota—B. Hodgman has engaged
in the meat business here.

Hastings—Fred Stowell has opened
a shoe store in the Beckwith building.

Bay City—John Schrader has open-
ed a meat market at 1614 Broadway.

Chase—W. S. Gordon has purchased
the grocery stock of C. M. Furniss and
has consolidated it with his own.

Fife Lake—L. A. Gibbs succeeds L.
S. Walter in the grocery business.

Holland—Joseph S. Pino has sold
his restaurant to Bernard Keefer.

Muskegon—H. C. Northrop suc-
ceeds F. A. Gabel in the oakery busi-
ness.

Jamestown—E. Van Der Zwaag is
succeeded in general trade by R.
Scholton.

Carson City—Jennings & McCrary
succeed George Whit in the meat
business.

Carson City—Adelbert Brail suc-
ceeds Case & Dean in the blacksmith
business.

Berlin—Roger Cheney is closing out
his stock of groceries and will retire
from business.

Mayville—A. E. Briggs has closed
out his bakery stock and fixtures and
removed to Ovid.

Vestaburg—John Hiller, formerly
traveling salesman, has engaged in
general trade here.

Wildwood—W. J. Atchinson has
closed out his stock of groceries and
will retire from business.

Lansing—Ziegler Bros., formerly of
Chicago, have opened a tea and coffee
store at 204 East Franklin street.

Onondaga—J. Z. Ballard has pur-
chased the Beecher Harwood apple
dryer and will continue the business.

Vestaburg—R. M. Bridwell has sold
his restaurant and bakery to Earl
Walker, who will continue the busi-
ness.

Traverse City—George Tuttle &
Son succeed J. W. Houghton in the
upholstery and furniture repair busi-
ness.

Corunna—Fred Doane has purchas-
ed the Ernest Cummings meat stock
and fixtures and will continue the busi-
ness.

Corunna—John Shick, jeweler, has
suffered a second stroke of paralysis,
from which, it is believed, he will
recover.

Millett—Mrs. Flora E. Moyer has
sold her stock of general merchandise
to Claire Carpenter, who has taken
possession.

Jackson—Charles B. Farnham has
added lines of children’s ‘clothing to
his stock of men’s furnishing goods
and clothing.

Ovid—The Durand Fruit Co. has
opened a branch store in the Stowell
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building under the management of
John De Rose.

Red Jacket—Jacob Kallioa, under-
taker, has filed a voluntary petition
in bankruptcy. Liabilities, $6,929.05;
assets, $3,356.70.

Portland—Hanible Wilson has sold
his stock of tobacco, cigars and soft
drinks to Byron Welch, who will con-
tinue the business.

Crisp—John Redder & Bros, have
sold their stock of general merchan-
dise to Bert Van Der Zwaag, who will
continue the business.

Nashville—Charles G. Dean, of C.
G. Dean & Co., clothiers, died at his
home March 29 as the result of
abcesses on the lungs.

Mancelona—Sam Wisler has opened
a grocery store in the building former-
ly occupied by E. A. Blair with his
stock of bazaar goods.

Hancock—Brown & Petermann,
who conduct a cloak and suit store
at Calumet, have opened a branch
store here in the Rourke building.

Ann  Arbor—George W. Weeks,
coal and wood dealer, died at his
home, March 25, of pneumonia, fol-
lowing an operation for appendicitis.

Caro—LeRoy Polmanteer has sold
his stock of bazaar goods to William
F. Wallace, recently engaged in trade
at Marlette, who has taken possession.

Pickford—The Pickford Depart-
ment Store Co., general mercantile
business, has been incorporated with
an authorized capital stock of $25,000.

Traverse City—C. S. Cox, meat
dealer, has admitted to partnership,
Elder Porter and the business will be
continued under the style of Cox &
Co.

Williamston—Mrs. S, David and
Miss Emma Newman, of Lansing,
have engaged in the millinery busi-
ness under the style of David & New-
man.

Six Lakes—J. W. Gaffield & Sons
have sold their grain elevator to Wal-
lace, Orr & Co., who conduct a chain
of elevators as well as several banks
in the State.

Big Rapids—Charles H. Milner has
sold a half interest in his drug stock
to John Knorr and the business will
be continued under the style of Mil-
ner & Knorr.

Richville—F. C. Beland, who has
conducted a general store here for
many years, has sold his stock to
Phillip Matzke, who will continue the
business at the same location.

Afton—The Afton Mercantile Co.
dealer in farm products, has been in-
corporated with an authorized capital
stock of $2,000, all of which has been
subscribed and paid in in cash.

Caro-rF. L. Stone is erecting a
brick and stone store building which
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will be completed about August 1,
when he will occupy it with the F.
L. Stone & Son jewelry stock.

Muskegon Heights—Alex La Point
has sold his grocery stock to A. L.
Wood, who will continue the busi-
ness at the same location at the corner
of Sixth street and Hackley avenue.

River Rouge—The West End Lum-
ber Co., retail lumber dealer, has been
incorporated with an authorized cap-
ital stock of $20,000, of which amount
$10,000 has been subscribed and paid
in in cash.

Wellston—Williana E. Roudabush
has sold a half interest in his stock
of general merchandise to Raymond
Richards and the business will be con-
tinued under the style of Roudabush
& Richards.

Jackson—Frank B. Whipple, recent-
ly of Grand Ledge, has formed a co-
partnership with LeGrande Cortright
and engaged in the grocery bus'ness
at the corner of West Franklin and
Fourth streets.

Jackson—The C. H. Franklin Iron
Co. has been incorporated with an
authorized capital stock of $3,000, all
of which has been subscribed and
$1,000 paid in in cash to engage in
the junk business.

Jackson—T. Bergey has purchased
the interest of his partner, A. Klasse,
in the dry goods stock of Bergey-
Klasse and will continue the business
at the same location, 152 West Main
street, under his own name.

Kingsley—The Kingsley Gleaner
Shipping Association, dealer in farm
products, has been incorporated with
an authorized capital stock of $3,000,
of which amount $1,980 has been sub-
scribed and paid in in cash.

Lansing—iF. J. Thoman has pur-
chased the interest of his partner, Mr.
Diehl, in the plant of Diehl & Tho-
man, manufacturers of automatic
water heaters, and will continue the
business under the same style.

Branch—William S. Charon and
William T. Wilkinson have formed a
copartnership and purchased the L.
N. Lake stock of general merchandise
and will continue the business under
the style of Charon & Wilkinson.

Kent City—W. W. Putney, who
conducts a cooper shop and lumber
yard, has sold a half interest in the
business to Charles Raymond and the
business will be continued under the
style of Putney & Raymond.

Lansing—Glenn H. Stephen, who
conducts a shoe store at Flint, has
opened a branch store here in the
Prudden building under the manage-
ment of Harry Wiley. The store will
be known as the Economy Cut Price
Shoe Store.

Three Rivers — The Maplehurst
Gardens, growing and marketing gar-
den truck and agricultural products,
has been incorporated with an auth-
orized capital stock of $5,000, all of
which has been subscribed and $2,500
paid in in cash.

Perkins—Joseph Gibbs & Sons,
general dealers, have merged this
business into a corporation under the
style of the Joseph Gibbs & Sons Co.,
with an authorized capital stock of
$50,000, all of which has been sub-
scribed and paid in in property.

Bay City—A. B. Perkins & Co,

March 31.-1915

dealers in fruits and produce, has
merged its business into a corpora-
tion under the style of the A. B. Per-
kins Co., with an authorized capital
stock of $25,000, all of which has been
subscribed and paid in in property.

Cheboygan—James Duffin and Ed-
ward Durand have formed a copart-
nership and engaged in the dry goods
business in the Kesseler building,
wh’ch they have purchased and re-
modeled. The business will be con-
ducted under the style of Duffin &
Durand.

Wm. P. Granger, who has been
manager of the local branch of the
Sulsberger & Sons Co. for the past
two years, is succeeded by J. L. Grau-
man, who comes from the general
offices in Chicago. Mr. Granger will
re-engage in the merchandise broker-
age business.

Muskegon—Edward Bonjenoor and
Andrew Leffring have formed a co-
partnership and engaged in the shoe
business at 127 West Western avenue
under the style of Bonjenoor & LefT-
ring Mr. Bonjenoor has been engag-
ed in the shoe business here for the
past ten years.

Lansing—A. D. Carr has purchased
the interest of his partner, Mr. Allen,
in the shoe stock of the Carr & Allen
Shoe Co., Ltd., and removed it to
the store building at 108 North Wash-
ington street, which has been remod-
eled throughout, including a modern
plate glass front.

Detroit—The Finsterwald Furni-
ture Co., dealer in house furnishings,
has merged its business into a cor-
poration under the style of C. A
Finsterwald, with an authorized cap-
ital stock of $20,000, of which amount
$16,000 has been subscribed and $12,-
050 paid in in cash.

Detroit—P. Andre & Sons, retail
grocers, have merged their business
into a corporation under the style
of the P. Andre Sons, with an auth-
orized capital stock of $5000, of
which amount $4,000 has been sub-
scribed, $1,000 paid in in cash and
$3,000 paid in in property.

Midland—E. L. Gardiner, dealer in
dry goods, clothing, shoes, hardware
and groceries, has merged his busi-
ness into a corporation under the
style of the E. L. Gardiner Co., with
an authorized capital stock of $25,000,
of which amount $14,600 has been
subscribed, $600 paid in in cash and
$14,000 in property.

J. M. Hages, who for the past two
years has been conducting the J. M.
Hages Tea Co. at 1,548 Plainfield
avenue, has changed his business style
to the Creston Tea House.

Arthur Guidotti, who organized the
Danbury Hat Co. here about one year
ago, has succeeded Morton the Hat-
ter, at the corner of Monroe and lon'a
avenues.

John VanGorp, formerly employed
as a printer, has succeeded H. T. Al-
drich in the grocery business at 733
South Division avenue.

Stephen F. Blok has bought out P.
B. Peterson in the grocery and dry
goods business at 1,209 Kalamazoo
avenue.
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Review of the Grand Rapids Produce
Market.

Apples—The price
$2.25@3.50 per bbl.

Bananas—The price has advanced
to $3.25 per hundred pounds. The
price per bunch is $1.25@2.

Beans—Pleas by the railroads and
the wholesale grocers of the country
for a standard 100-pound sack of
beans were turned down by the Mich-
igan Bean Jobbers’ Association at a
meeting held in Detroit last Wednes-
day and it was decided to adhere to
the old weight, 165 pounds. Starting
Sept. 1, 1916, all beans marketed in
this State to fulfill the standard re-
quirements of the Association must
be packed in 11 ounce sewed or 12
ounce seamless bags.

Beets—60c per bu.

Brussels Sprouts—20c per box.

Butter—The market on factory
creamery is Ic higher. The consump-
tive demand reported very good and
the outlook is for an even lighter sup-
ply of the best butter within the near
future. Fancy creamery is now quot-
ed at 29c in tubs, 30@31c in prints.
Local dealers pay 19c for No. 1 dairy
14c for packing stock.

Cabbage—$3 per bbl. for home
grown and $3.50 per bbl. for new from
Texas.

Celery—$2.25 per case of 3 to 4
doz. for Florida; 60c per bunch for
California.

Celery Cabbage — $2 per dozen
packages.

Cocoanuts—$4 per sack conta ning
100.

Cranberries — Cape Cod
Howes are steady at $5 per bbl.

Cucumbers—$2 per dozen for hot
house.

Eggs—The market is firm on the
present basis and the quality arrving
is the best of the year. The trade is
entirely supplied with new-laid stock.
The opening of the storage season has
tended to steady the market. Local
dealers are paying I1T~c this week
but are looking for a decline ranging
from 1@2c as soon as Easter is over.

Fresh Pork—Local dealers pay 7J'c
for hogs ranging from 125 to 200 Ibs.
and 7c for heavier.

Grape Fruit—The market is still
higher than a week ago, dealers having
advanced their quotations to $2.50@3
per box.

Grapes—Malagas, $6 per keg.

Green Onions—50c for Shallots.

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

Lemons—Californias and Verdellis,
$3.25@3.50.

Lettuce—Southern head, $1.75 per
bu.; hot house leaf 12c per Ib.

Nuts—Almonds, 18c per Ib.; filberts

ranges from

Late
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15c per Ib.; pecans, 15c per lb.; wal-
nuts, 19c for Grenoble and Califor-
nia; 17c for Naples.

Onions—The market is stronger
and higher, dealers having advanced
their quotations to $1.25 per 100 Ibs.
for red and yellow and $1.50 for white;
Spanish, $1.50 per crate.

Oranges—California Navels are in
supply and demand at $2.25@2.50 per
box for all sizes. Floridas fetch $2.25
@2.50.

Oyster Plant—30c per doz.

Peppers—60c per basket for South-
ern.

Pieplant—8c per Ib.

Pop Corn—$1.75 per bu. for ear, 4c
per lb. for shelled.

Potatoes—The condition is un-
changed. Country buyers are paying
15@25c. Locally, the wholesale price
is about 40c per bu.

Poultry—Local dealers pay 15 for
fowls; 10c for old roosters; 10c for
geese; 14c for ducks; 14@15c for No.
1 turkeys and 10c for old toms. These
prices are 2c a pound more than live
weight.

Radishes—25¢ for round and 30c for
long.

Strawberries—45¢c per qt. for Lou-
isiana.

Sweet Potatoes—Kiln dried Dela-
wares command $2 per hamper.

Tomatoes—65c per 5 Ib. basket for
Southern.

Turnips—50c per bu.

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

J. W. Kingsbury and two other
gentlemen whose names he prefers
not to disclose at present have leased
the Caulfield block, corner of Monroe
avenue and Erie street, and will en-
gage in general trade there under the
style of The Fair. The business will
be conducted by a corporation with
a paid-in capital stock of $50,000. Mr.
Kingsbury will be President and Gen-
eral Manager. The company will
handle groceries and meats as well
as general merchandise.

D. W. Conine & Son, whose gen

eral stock and store building at In-
terlochen were destroyed by fire
March 16, involving a loss of $8,000
with $6,500 insurance, have begun the
erection of a new one-story store
building, 24x60 feet in size. Orders
for new stocks have been placed as
follows: Dry goods with Grand Rap-
ids Dry Goods Co.; shoes with
Rindge, Kalmbach, Logie & Co., Ltd.;
groceries with Worden Grocer Co. anA
Musselman Grocer Co.

J. Vandenberg has succeeded Otto
Neef in the meat business at 457
North College avenue.
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The Grocery Market.

Sugar—The market on New York
granulated is now strong at 5.90c,
while Michigan granulated is equally
strong at 5.80c. Back of the renewed
interest of the buyers have been the
feeling in local circles that the surplus
in Cuba would be smaller than an-
ticipated.  Stress is laid upon the
reduction in Guma’s estimate of over
300,000 tons to 2,355,000 tons, which
is in keeping with the earlier action
of Himely. It has been a case of too
much rain and it is significant that
more centrals were compelled to in-
terrupt grinding this week, which will
have its effect upon the receipts, the
Easter holidays be ng also a factor.

Tea—Japans continue to hold firm,
with a great scarcity in medium and
low grades. Ceylons and Indias main-
tain their share of advances and ar-
rivals are hardly equal to the require-
ments in certain grades. Low grade
China teas are scarce and high. For-
mosas are quickly picked up at ad-
vanced prices. The increased demand
from Russia has had its influence on
Ceylons which, together with the loss
by capture and sinking by German
war ships, has created an unusual
scarcity. The local market is show-
ing more activity in purchases.

Coffee—Everything is quiet, with
the exception of the higher grades ot
Rio and Santos, which are scarce and
are taken at somewhat of a premium.
Mild coffees are unchanged for the
week, the demand being light except

for very fine roasting grades. Prices
are unchanged.  Mocha remains
scarce, high and in very light de-

mand. Javas are unchanged and quiet.

Canned Fruits—Apples are cheap
and dull. California goods show no
change for the week, but it is develop-
ing that the surplus of last year’s
canned peaches will be very large, as
stock seems to be sifting about, not
only in packers’ hands, but in retail-
ers’ and jobbers’ hands, and is very
hard to move. Small Eastern staple
canned goods are unchanged and
quiet, spinach being still high and
firm.

Canned Vegetables—There contin-
ues a good demand for standard peas
and also for standard corn, but no
important business in either is chron-
icled. Medium and fancy peas and
the finer grades of corn are strong,
but the movement in them at present
is small. Southern spring packed
spinach is firm under an increasing
demand. Tomatoes show no change
for the week. Prices are exactly
where they were a week ago, with
demand very light. Nobody seems
to have very much confidence in the
tomato market and they are buying
as they need.

Canned Fish—Demand for spot
salmon improves slowly and concerns
itself chiefly with the low grades.
Offerings from the Coast are light
but there seems to be little demand
at the moment for forward ship-
ments. Sardines remain firm under
light offerings, but there is little de-
mand from consumers at present. At
the opening prices on 1915 tuna fish,
although they are much lower than
those of last year, comparatively

0

little business seems to have been
done so far.

Dried Fruits—There is no business
of consequence in future California
dried fruits and only a normal job-
bing demand for spot goods. Prunes
are very dull. Prices are unchanged,
both on spot and for future delivery.
Peaches are very abundant, very
cheap and very dull and there will
also be a probable unsold surplus
when the season ends. Apricots are
quiet and unchanged. Raisins are
dull, especially in the East, at un-
changed prices. Currants and other
dried fruits in fair demand for the
season at unchanged prices.

Cheese—The market is steady and
unchanged, with an increased con-
sumptive demand. Nothing appears
to indicate a radical change in the
near future. Stocks are decreasing
steadily and the market is healthy.

Provisions — Smoked meats are
steady and unchanged, with a slight-
ly increased consumptive demand.
Pure lard and compound are both
steady and in small demand. Bar-
reled pork, dried beef and canned
meats are unchanged and quiet.

Rice—The South is firm in its ideas
for the remainder stock, and mills
are not making concessions to move
the same. It is figured that the avail-
able supply is hardly sufficient to
take care of the consumption prior to
the movement of the next crop.

Nuts—Shelled walnuts are easier
and prices are more in buyers’ favor
owing to recent liberal arrivals fol-
lowing statements made by some im-
porters that little, if anything, more
could be obtained from the primary
markets owing to the scarcity of
labor on account of the war draining
the factories of their hands. However,
the French crackers seem to have
been able to get all the help needed
in cracking, pack being up to normal,
but as similar reports have been put
out in former seasons to be discredited
by the final crop results, nobody here
seems to be influenced by them. In
1914 crop Brazils on the spot there is
some demand, but it is chiefly from
stock needed for cracking purposes.
Other fore’gn nuts in the shell are
steady under limited supplies, but
there seems to be no important de-
mand from any shipping departments
and as a result recent arrivals here
have been heavy. Prices consequently
have gone off materially, as supplies
have been in excess of requirements.

Salt Fish — There has been no
change in mackerel during the week
and practically all the spot stock of
Norway is in the hands of the repre-
sentatives of the combination. Prices
on the other side are even higher
than the present comparatively low
prices here. The demand for mack-
erel is fair, with no change for the
week. Cod, hake and haddock are
practically over their winter trade
and the demand is light, at ruling
prices.

Andrew Swanson, Charles Larson
and Clarence Olson, all formerly em-
ployed by the Glasgow Woolen Mills
local branch, have started in business
as the Glasgow Tailors at 54 Monroe
avenue.
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DETROIT DETONATIONS.

Cogent Criticisms From Michigan’s
Metropolis.

Detroit, March 29—Learn one thing
each week about Detroit: At the
plant of the Detroit leather com-
Ban_les 75,000 hides_are used yearly
esides the companies make 3,500,000
yards of imitation leather.

Walter Lawton, of Grand Rapids,
Grand Junior Counselor of the United
Commercial Travelers, was in De-
troit last week on a business trip for
his house. Mr. Lawtdn, who will be
elevated to the office of Grand Coun-
selor at' the next meeting of the
Grand Council, says that indications
?.omt to one of the largest conven-
ions_in years in Lansm% next June.

e

Lansing, besides many other points of
interest, is %eographlcally located so
that it will be of easy access to the

majority of the councils in the State.

According to the present outlook, De-
troit will send record breaking delega-
tions to the Capital City.

Everything comes to” those who
wait, especially those who contem-
plate enlisting in Europe.

Jacob Smolinsky opened a men’s
furnishing goods ‘store at 2483 Jef-
ferson avenue this week.

The black hand will hold no fears
for Nick Saba, of Koury & Saba, gro-
cers at 2354 Jefferson avenue; that is,
one black hand alone will not cause
his sturdy frame to quake with fear—
but four” black hands, that’s a steed
of another hue. The other night
Nick was ambling homeward with a
portion of the day’s receipts in his
Jeans when a black face—so black
that the _contrast made the night look
like twilight—appeared from some-
where and suddenly another black face
appeared, while accompane/mg the
dusky faces appeared the four black
hands referred to. Here we get down
to facts, for Nick’s version is that
there must have been no less than a
dozen black hands. With the aid of
their muscular arms and hands and
a young cannon, the colored men,
with neatness and despatch, relieved
Mr. Koury of $47 in money and a watch
valued at” $70 more.

Don Sanders, of Plantista reputation
and also a resident of Grand Rapids,
was in Detroit on a business trip last
week.

The local councils will make a special
effort to bring the 1916 convention of
the United Commercial Travelers to De-
troit. It has been a great many years
since the Grand Council met here and
those who have not visited the city in
the interim would be astounded at the
remarkable growth and changes in that
time. In no city in the State will be
found so many points of interest as in
Detroit.

4 |t is not to be wondered at that those
who work for some one else all their
lives have that hired feeling.

Morris Leppelle, representative for
Boydell Bros. White Lead and Color Co.,
had the misfortune to run down a man
last Saturday while driving his auto
out Grand River avenue. The accident
was though no fault of Leppelle. The
authorities absolved him of all blame.
The victim at this writing is in a ser-
ious condition.

Gordon French, general merchant of
Chesaning, was in Detroit on business
last week.

John Breitmeyer’s Sons, florists, have
opened a branch store in the new David
Whitney building.

C. C. Hanch, I
dyke & Marmon Co., Indianapolis, has
tendered his resignation to become as-
sistant to A. R. Erskine, Vice-President
of the Studebaker Corporation.

The bean jobbers of Michigan held
their quarterly conference at the Hotel
Cadillac last ‘Wednesday. The subject
discussed was, “Methods for creating
a fgreater demand for beans as an article
of food.”

_A. Larsen, of Bancroft, was a Detroit
visitor last week.

Treasurer of the Nor-
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An Eastern doctor says that marriages
are generally accidents. Just a trifle
wrong, doc.” Marriages are generally
the beginning of a series of accidents.

The flour warehouse on 17th street,
owned by the David Scott Flour Mills,
Inc., was burned last Thursday, the fire
causing $4,000 damage. The fire, it is
believed, was of incendiary origin.

Undoubtedly there are many mothers,
wives and ~children of “merchants
throughout the country who would like
to see a law passed such as that enacted
by the Walkerville, Ont., Council. On
and after April 5 all jewelry, dry goods
and grocery stores, butcher shops and
other places of business in Walkerville
must close at 7 o'clock, excepting on
Saturdays, days before holidays and for
two weeks previous to Christmas. The
penalty is a fine not to exceed $50 for
violation of the law. Many merchants
in the smaller towns seem to have no
thoughts for the feelings of the fam-
ilies In their anxiety to gather in afew
more shekels at an hour when reputable
business places should be closed. For-
tunatelﬁ, in many sections, especially
where business men’s organization have
been formed, one of the first reforms
instituted is the earl¥ closing movement.
Business men have found that the busi-
ness has not suffered, while they in-

A. G. MAC EACHRON

cidentally have an ogportunity to _visit
with their families before the village
electric current is put to sleep.

The new building to be erected at the
corner of Woodward and Gratiot
avenues by the Sallan jewelry store will
be occupied as follows: the Karsten
Cafeteria Co., of Pittsburg will occupy
the basement, the Sallan jewelry store
will have twenty feet on Woodward
avenue and E. M. Harris & Co., cigar
dealers, the House or Herbst and the
National Silk Co. will have stores on
the Gratiot avenue side of the building.
S. E. Sallan will erect the building.

Wallace Groff is making his debut
as a traveling man, representing the
underwear department fbr Burnham,
Stoepel & Co., covering Southern Michi-
gan territory. Wallace is a chip of the
old block, his father havm? represented
a well-known hosiery mill for a number
of years in Michigan and Indiana.

Frederick H. Morse, probably one of
the best known typewriter salesmen in
the city, has been appointed manager of
the Royal Typewriter Co., Inc., with
offices at 29 Washington boulevard. The
territory embraced by the office will
include” the State of Michigan. Mr.
Morse will be remembered by many in
Grand Rapids where he acted as man-
ager of the Remington typewriter
agency, coming to Detroit from the lat-
ter city about seven years ago to act
as city representative for the Under-
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wood Typewriter Co. Mr. Morse is
popular, both in business and fraternal
organizations. He is an active member
of the Detroit Board of Commerce and
is Secretary of the Exchange Club.

Occasionally, by way of variation, our
co-scribe from Petoskey, while not writ-
ing”the remainder of a man’s biography
writes of a_ man’ religious belief—
using the ridicule route.

It’s not what a man used to be,
but how much has he got to-day.

The fact that Will Sawyers term as
official news reporter for the Grand
Rapids U. C. T. expired should be
but an incentive to hasten to re-?pomt
him to the office he so ably filled.

The King of Spain has prohibited
bull flghtlng.FJud%mg by the reports
of the countries who are at war, they
still continue to throw the bull, how-
ever.

Gunsherg Bros, have let the contract
for r_emodeling and altering their store
building at 2228 West Jefferson avenue.

P. A. Bowen, formerly of Detroit,
now engaged in the clothing business
in Tecumseh, was a Detroit visitor last
week.

“What | cant understand,” says
Frank Ferris, the well-known Michigan
representative for the Royal Worcester
Corset Co., of Chicago, “is why, when
driving through a wet county, the dust
always settles on a man’s clothes, but
when driving through a local option
county it always steers for his throat.”
Imagination is all, say we—just pure
imagination.

W. F. Muck, of Onsted, was in De-
troit last week in the interest of his
general store.

James Rug%eri, grocer at 665 Riopelle
street, was shot in the head just after
leaving his store Saturday night. While
three shots were fired, "but one took
effect and it is thought that Mr. Ruggeri
wiH recover. A man whom the police
believe did the shooting has been ar-
rested.

News has reached Detroit of the
death of Lemuel Hurlbut, former well-
known Detroit hardware merchant, in
New York, where he had been making
his home. He is survived by a widow,
one son and a daughter, all of New
York.

Thomas Oleoriski has opened a men’s
furnishng goods store at 659 Forest
avenue.

Charles E. Jones, formerly of the
Schroeder Paint & Glass Co., is Presi-
dent and Frank Butterworth, formerly
of the Detrojit White Lead Works, is
Secretary and Treasurer of the recent-
ly-organized Jones-Butterworth Co., a
rnew paint and varnish_jobbing house at
154 Randolph street. The company will
handle paints, varnishes and well-known
brands of brushes.

Many of the largest manufacturing
concerns in the city are using the new
“Made in Detroit, U. S. A.” trademark
on -their products which are shipped to
all parts of the world.

Detroit councilmen have increased
their own salaries, together with those
of hundreds of other office holders. A
great howl arose from the populace,
nearly all of whom think their em-
Ployers do not pay them'what they think
hey are worth.

Harold P. Holderness, well-known
clothing salesman, has been appointed
manager of the local branch of the
Assoclated Clothing Stores Co., with
offices at 208-209 Farwell building.

S. Rosenstock, general merchant of
Pinnebog, was a Detroit business visitor
last week.

We were pleased to see Guy Pfander
awaken from his winter lethargy and
turn in a half column. Welcome, Guy,
to our humble midst.

New York City directory contains
1,832 pages. Of course, it is impossible
to*keep the pages checked to date with
the New York gun fights.

A fire that threatened for a time to
spread to other buildings broke out _in
a small building of the Buhl Stamping
Co. last Wednesday. The damage was
small
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Editor E. A. Stowe, of the Trades-
man, accompanied by Mrs. Stowe, was
in Detroit on a business trip last week,
returning to Grand Rapids Sunday.
Charles F. Runge, one of Detroit’s
ioneer shoe dealers, died at his home,
136 Seyburn avenue, Sunday, March
21, after an illness of two years. Mr.
Runge was associated with his father,
John E. Runge, of 227 Gratiot avenue,
in the shoe business for forty years.
He was born in Detroit fifty-nine years
ago and lived here all his life "Sur-
wvmg are his widow, two sons and a
daughter all married and residing in
Detroit.

George Little, of Wyandotte, intends
selling out his stock of dry goods and
furnishing goods and movin% to Do-
wagiac, where he will devote his entire
time to the dry goods store he owns
there.

The annual Board of Commerce cruise
will begin June 10 and already over
fifty reservations have been made. A.
A. "Higginson is chairman of the com-
mittee avinchharge of the cruise.

Walter R. Bamford, for a number of
years connected with the automobile
industry, has been appointed Michigan
distributor for Monarch cars by the
Monarch Motor Car Co., of this city.

A. G. MacEachron, whose picture
races this #)a%e, has been re-appointed

haplain of Cadillac Council for the
seventh consecutive term. Each Senior
Counselor, in turn, has recognized
Mac’s abilitv as an orator and his
adaptability to the office. Few if any
U. _C. T. members in the State can
deliver the now famous Ray of Hope
lecture as he can. Mr. MacEachron_is
also chairman of the Grand Executive
Committee. As an all around booster
for the order, Mac cannot be surpassed,
but Cadillac Council is made up of
boosters who at least in that particular
line are his equal.

““Shortage of war supplies worries
Kitchener,”1reads a headline—Can’t kill
men without ammunition.

James M. Goldstein.

Notice of Sale Under Trust Chattel
Mortgage.

By virtue of a Trust Chattel Mort-
ﬁage executed by Charles W. Barn-
ard, of Freeport, in the Township of
Irving, Barr?/ County, Michigan, to
Fred D. Keller, of Detroit, Michigan,
as trustee for all of the lawful cred-
itors of said mortgagor, dated the 15th
dfe_xe/ of March, 1915 and filed in the
office of the Township Clerk of said
township of Irving, and upon which
default has been made, | have taken
and shall sell at public auction on
Thursday, the 8th day of April, 1915,
at two ‘o’clock in the afternoon, at
the store formerly occupied by the
said Chas. W. Barnhard, at Freeport,
Michigan, the property mortgaged,
consisting_ of a general stock of mer-
chandise, including store furniture and
fixtures. The property_is inventoried
as follows; merchandise, $3,157.36;
furniture and fixtures, $368.00.

An itemized inventory may be seen
at tfie office of the trustee, care of
Edson, Moore & Company, Detroit,
Mllchlgan, and will be on hand at the
sale.
Fred D. Keller, Trustee and Mort-

agee.

g E{ilding & Hilding, 307-8-9 Fourth
National Bank Bldg., Grand Rapids
dich., Attorneys for Trustee an
Mortgagee.

But it is not expected that more
than the average of new construction
will be indulged in by Western rail-
roads this season. The Atchison an-
nounces that the only new work con-
templated for this season is a line
about twenty-eight miles long in the
Oklahoma oil fields. Railroads are
living within their income as much as
poss’ble, and there is no necessity of
the average new construction this
year.
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THE PARTING OF THE WAYS.

One of the penalties of public life
which appears to be as inexorable as
the laws of the Medes and the Per-
sians is to be at times miserably mis-
understood and unjustly ‘maligned.
Cassius L. Glasgow now faces such
an ordeal as the result of the wretch-
ed factional fight which has long dis-
graced the Democratic party in this
State.

It was very generally conceded that
Governor Ferris’ appointment of Mr.
Cunningham to the Michigan Rail-
way Commission was an unfortunate
one, because of the personal unfitness
of the appointee. Time has served
to fully confirm this impression. The
unprecedented action of Mr. Cunning-
ham last week in masquerading as
the hireling of the railways wrote
him down as an ass and should have
resulted in his instant dismissal by
the Governor. Instead of taking sum-
mary action, however, the Governor
evidently listened to a faction of the
Democratic party which is controlled
by the powerful railway lobby now
in evidence at Lansing and undertook
to divert attention from the real issue
by seeking to discredit Mr. Glasgow
on the testimony of an unscrupulous
newspaper reporter whose unsupport-
ed statements clearly indicate his
general unreliability. Mr. Glasgow
is too clear headed and clean handed
and has too many years of faithful
service devoted to the public welfare
to his credit to be permanently in-
jured by such an infamous attack,
and the Governor has alienated many
of his mo'st steadfast friends by his
apparent effort to make Mr. Glasgow
the goat in order to divert public
attention from the Cunningham fiasco.

The Tradesman has been the stead-
fast friend and supporter of Governor
Ferris from the inception of his pub-
lic career because it has always be-
lieved him to be inherently hones«.
He has made many mistakes—all of
which go to show that he is distinctly
human. In reviewing the Cunning-
ham case, carefully and dispassionate-
ly, weighing the evidence presented
on both sides with much thorough-
ness, the Tradesman can find no ex-
cuse for the Governor’ action, except
on the theory that he is driven into
a comer by the bitter factional fight
in the Democratic party and is unable
to take a decided stand without an-
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tagonizing powerful political friends
—powerful because of their associa-
tion and affiliation with the railroad
ring which assumes to dictate legisla-
tion and assassinate the character of
anyone who opposes its nefarious
methods.  Governor Ferris is too
shrewd and broad minded not to dis-
cern the unfortunate position his re-
cent action places him in the estima-
tion of the people of Michigan and
the Tradesman believes that he will
very soon reach a realizing sense of
his duty to the people by dismissing
from office the man who has dis-
graced himself by betraying the peo-
ple and thus cast great discredit on
the Ferris administration. The
Tradesman believes that the Gov-
ernor will also set Mr. Glasgow
aright before the people by with-
drawing the unjust aspersions he cast
on the character of this most faithful
public servant Unless he does both,
quickly and effectually, he will suffer
severely in the estimation of thou-
sands of business men of the opposite
political faith who have supported
him heartily in the belief that he
would scorn to do an unfair thing
and refuse to permit any member of
his official family to be unjustly
smirched in the mire of party poli-
tics to satisfy the clamor of the rail-
road ring.

Governor Ferris has devoted his
long and useful life to combatting the
evils of unfairness, injustice and
prejudice. For forty years his clarion
voice has been raised thousands of
times in behalf of honesty, integrity
and fair play. He has been a most
eloguent champion of the square deal
and his influence as a character build-
er and the inspiration he has implant-
ed in the hearts of millions of men
and women make him the most valu-
able asset Michigan has ever possess-
ed. His value to the commonwealth
can never be computed in dollars and
cents. The precious memory he will
leave behind when he is called hence
will be the most priceless heritage
our commonwealth has ever enjoyed.

Can Governor Ferris afford to cast
a blemish on such a splendid name
and tarnish such an eternal fame by
being a party to wronging a man
whose unselfish life has long been a
blessing to his fellows and a matter
of pride and gratification to every
right thinking citizen?

In the village of Bankville, Pa., re-
cently, the church people inaugurated
a movement against the saloons and
other places where liquor is sold.
They turned themselves into amateur
detectives, disguising themselves as
medicine peddlers, jewelry agents,
tramps, etc., and went around hunt-
ing up evidence. They read all the
detective stories they could get and
followed up what they believed to be
the most modern and approved meth-
ods. The reports say, however, that
their efforts were not especially suc-
cessful in getting legal evidence
which would be admitted in court.
Not everybody who reads a good
story on that subject will make a
good detective and not all that looks
like evidence will be accepted as such
in a court of record.

A
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WILL EXPORTS KEEP UP?

Foreign governments are buying
wheat and oats on all sharp declines,
making it unpleasant for speculative
sellers, who get short on the dips, and
are scared into covering on bulges.
Exporters here are divided in their
opinion as to continuance of foreign
buying on a fairly liberal scale for
the next two months. Some predict
a good business, while others say the
reverse, looking for a reduction in the
buying from this t’tne forward, and
for decreased export clearances after
the middle of April. The European
visible supply exceeds last year’s,
while stocks in the United States and
Canada are much less. Those enter-
taining a bullish view on May wheat
say that England and France will
want to keep on the right s'de of the
United States, and will buy our wheat
in preference to that of Argentina.
That country and India they believe
will be unable to supply Europe’s
wants until new crop in the warring
countries is available.

Having sold and exported the bulk
of our surplus of wheat, the bel:ef of
the bulls is that sharp price fluctua-
tions are to be witnessed from time
to time as the removal of hedges ab-
sorbs offerings by speculative longs,
and is gradually tightening the mar-
ket. Close students of the market do
not believe that activity by the Ger-
man submarines had anything to do
with the decreased exports last week,
but that the recent heavy exports and
scarcity of wheat, combined with in-
creasing exports from Argentina and
harvesting in India, have contributed
largely toward the decrease.

A falling off in the flour demand in
all parts of the country caught many
nrllers with liberal stocks of wheat
on hand, little of which was hedged.
With an erratic market, some have
hedged their wheat of late, while oth-
ers have sold part of it to terminal
markets.

Those ravening railways, with their
monstrous desire for more pay in
carrying the mails and for an annual
determination of mail weights, are
scarcely vanquished by the logic of
Postmaster-General Burleson’s last
outburst. He returns to his old con-
tention that, measured by express
rates, the roads are really overpaid.
The express rate on 100 pounds from
Boston to Chicago is $2.50, of which
the railroad gets for transportation
just one-half, or $1.35. The average
railway mail pay for 100 pounds be-
tween these cities is $2.81, or twice
as much. Could proof of Govern-
ment liberality be more triumphant?
But even the ordinary observer is
struck by the fact that 100 pounds
of express matter will cost a good
deal over $250 if mailed in twenty
separate packages, and that 100
pounds of mail represents hundreds
of units, occupying a space vastly
larger than one bulky parcel. The
Postmaster-General, again, points out
that the Government pays the rail-
ways $1.20 on a 20-pound package
sent by parcel post from New York
to Chicago, while the express com-
panies pay the roads 64c on such a
package. But the express companies

have just been granted a hearing by
the Interstate Commerce Commission
with a view to increased rates, they
having shown that in 1914 their op-
erations resulted in a deficit of $2-
000,000. It is apparently a necess ty
that they receive more from their
patrons and pay the railways more.
Why Mr. Burleson should object to
the obviously fair proposal to sub-
stitute' annual for quadrennial weigh-
ings is a mystery.

Even in the most strenuous war
times it is impossible to restrain the
enterprise of an energetic business
man. It is altogether probable, in-
deed accepted as a foregone conclu-
sion that the Turks will be driven
out of Palestine. It is said that Eng-
lishmen are already planning upon
transportation and hotel improve-
ments there. There would be a lot
more tourist trade there if the region
could be made more comfortable for
those who visit it. The hotels in
Jerusalem at the best are none too
good and those in Jericho are fierce.
There, is a perfectly good automo-
bile road between the two places,
but there are no automobiles to run
over it. It might be a little difficult
to build a trolley line there, but one
could go from Jerusalem to Bethle-
hem as easily as they could go from
Utica to our ancient suburb. With
the expenditure of a reasonable
amount of money and a fair amount
of well directed enterprise, Palestine
could be made one of the most at-
tractive tourist resorts in the world.

Until the naval attack at the Darda-
nelles the briskest business of the
naval forces of the European war has
been the work of the submarines. It
is noticeable, however, that they have
for the most part succeeded only in
sinking merchant vessels, and small
ones at that, although a considerable
number. They have not made such
headway against the great cruisers or
war ships, which make up the naval
armament of any nation. For the
most part they have interfered with
merchantmen carrying cargoes hither
and yon, pursuing a purely peaceful
business without intending harm to
anyone. The submarine is a great
engine of destruction and an import-
ant arm of the navy, but somehow it
seems a little beneath its dign ty to
confine its activities against little
boats unarmed, whose crews and car-
goes™ to say the least, are peaceful.
To use a common American phrase,
it seems like stealing candy from a
child.

A man who has just retired from
business, at the age of 42, with
wealth enough to keep him in com -
fort the balance of his days, says he
was successful because he worked
like a Trojan when there was work
and he worked until the job was
done. Then, and not until then, did
he play. He worked many more
hours than he played and says he
will have to live a long time to play
enough to break even. But at 42 he
has a fortune and he proposes to play
instead of keeping on at work and
piling up more money, to the detri-
ment of his health. Sensible man!
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MUNICIPAL OWNERSHIP.

Final Appeal of the Tradesman to Its
Readers.
W ritten for the Tradesman.

Arthur Williams, of the New York
Edison Co., hit the nail on the head
when he said: “The average non-prop-
erty owning citizen seems to entertain
the conviction, consciously or subcon-
sciously, that his enjoyment of the
various activities of the municipality in
which he lives are paid for, largely if
not entirely, by others.”

In this statement really lies the key-
note to the popularity of the municipal
ownership idea. It can be stated with
certainty that but few property owners,
and therefore direct tax payers, favor
municipal ownership unless they have
a political ax to grind. Size up those
who are loudest in favor of municipal
ownership and you will find they own
the least.

The reason for this impression on
the part of the non-property owning
portion of any community is not hard
to find. No bills are presented to them
for municipal expenditures, and only by
a difficult mental effort can they realize
that this burden is somewnhere hidden
in his living expenses, his food, cloth-
ing and rent. For the renter, whether
it be of a house, a flat or a furnished
room, bears his full proportion of the
burden of taxation. But few make this
mental effort and it is not strange that
other facilities such as gas can be ob-
tained on what seems modest terms, if
they are paid for through the public
purse. The ordinary non-tax paying
wage earner does not stop to realize
that in higher rents, higher prices for
clothing, food and other necessities of
life, he is really paying the freight for
the municipal ownership and operation
of a public utility, the cause being
higher taxes. All this together with
the disadvantages of political control can
be avoided by allowing hazardous com-
mercial and manufacturing enterprises
to remain under the control of private
companies, the municipality having the
power of regulation as to rates and
quality..

If the Grand Rapids Gas Com-
pany continues the operation of the
property the consumer gets the benefit
of the service at reasonable rates with-
out assuming ,his share directly, or
indirectly, of the indebtedness the city
would incur in the purchase of the
property.

All must admit that there are many
departments' which should be operated
by the municipality.

Public utilities can be divided in two
classes. One admitted as properly
municipal is the ownership of public
buildings, parks, play grounds, sewers,
streets, police and fire departments,
street cleaning and public, charities, and
the system of water supply.

These services are so closely identified
with the public welfare that in the in-
terests of all, they should be conducted
by the public itself. The other class
where the necessity to public welfare is
less marked, includes those utilities for
the management of which is required
trained skill, long and continuous study
and a high order of technical and
managerial ability. These include the
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telephone, gas and electric services and
the transportation of passengers by
steam or electrical systems. They con-
stitute a character of service utilized
only by a percentage of the citizens.
If operated by the municipality the cost
of serving.this percentage falls upon
the whole of the community, users and
non-users alike. Those who do not
use the telephone should not be taxed
for the benefit of those who do. Those
who do not use gas should not be
obliged to share the cost for the benefit
of those who do use gas. Those who
travel but little, or those who do not
travel at all should not be compelled to
help pay for the cost of transporting
those who do.

The best skill, the result of thor-
ough training and careful study is
rarely available for politically con-
trolled enterprises. This is true, for
several reasons. Men of this character
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men of real ability are found for the A fajjyres in the United States.

management or operation of public
utilities of the last class described their
rate of compensation is abnormally high
due to the fleeting character of the
tenure of their office, thus increasing the
cost of the operation of the utility
which must be paid for either in higher
rates, or by the tax payers when they
are called upon to make up a deficiency.
Granting that a change of administra-
tion which throws out a man of ability,
skill and experience, finds another ready
to take the place, the new incumbent
necessarily takes time to familiarize
himself with local conditions and by
the time he has mastered his pfoblem
and the people are receiving the service
to which they are entitled a change in
the controlling political power makes
another change.

The maintainance of a good physical
condition of the property under political

A Pipe Dream

find lucrative employment carrying with
it virtually a life tenure of office in the
service of private corporations and are
not likely to surrender such positions to
positions under a political administra-
tion which may be changed in a year
or two.

The argument has been advanced that
a change of administration does not
necessarily mean the ousting of the
managers and skilled operators of a
public utility. That may be true, but
the possibility of such a result is there,
and men of a high order of ability are
very few who will surrender a good
berth to take the chances which go with
every political appointment.

One of the principal reasons for the
263 municipal ownership failures in the
United States is found in the situation
just outlined; the lack of this technical
training and practical experience. When

control is next to impossible for the
reason that the administration in power
desires to make a showing of economy.
This is too often done at the cost of
deterioration.  Another administration
finds it has as a legacy a property badly
in need of repair or renewals. One of
two things must occur. Either the
new control must lay itself liable to a
charge of extravagance from their
political opponents because of the nec-
essary expenditures or these expendi-
tures are not made and the property goes
from bad to worse, finally landing on the
scrap heap as useless junk with the
city still paying interest on the bonds
issued for the purchase or construction
of the plant.

These are not theories. They are
concentrations of experiences as shown
by reports of public officers in the 263
authentic cases of municipal ownership

These
conditions cannot be avoided where a
man’s fitness for his permanency in
office is determined by political and not
economic considerations.

Experience has shown conclusively
that when public utilities, such as gas,
electric light and power, and street rail-
ways, are operated by a municipality,
the result is almost universally the exer-
cise of a most undesirable and danger-
ous form of political control, and finan-
cial and service failure.

Public service politically controlled
strangles the initiative and ambition,
and the removal of personal interest and
incentive removes the most potent of
all influences making for progressive
service.  Arthur Williams very truly
says: “The average public worker has
little or no prospect of promotion for
efficiency, and if incompetent, very little
fear of dismissal. It is required only
that his politics shall be of the proper
brand.”

Hon. Harry A. Lockwood, Judge of
the Thirty-eighth Judicial Circuit of
Michigan, in an address entitled “Are
our Municipalities to Become Business
Corporations?” said:

“The municipalities have been very
inefficient in the performance of gov-
ernmental duties. Without seemingly
being aware of it we are drifting toward
municipal ownership, control and opera-
tion of many lines of production and
the next step is state socialism. This
tendency is the antithesis of individual-
ism which is and has been the very
foundation of Anglo Saxon progress.
The liberty of the individual is just as
certainly invaded by the entry of Gov-
ernment into competition in business
with him as it is by any other oppressive
and unnecessary interference with him
by the* Government. The system of
municipal ownership and conduct of
business not only interferes with the
liberty of the individual, but is a waste-
ful method of accomplishing the pur-
poses. As at present organized our
municipalities are wholly unfitted for
wise and prudent control of such un-
dertakings.”

The views of a jurist of Judge Lock-
wood s standing should be seriously
considered in determining the question
of municipal ownership. The introduc-
tion to the record of 263 municipal own-
ership failures in the United States says
very truly, municipal ownership fre-
quently fails without the knowledge of
the tax payers or users of the service
because a municipally owned public util-
ity can be operated indefinitely at a loss
so long as the tax payers can be assessed
for the deficits. A private business on
the other hand which fails to meet ex-
penses goes into bankruptcy.

In Chicago, 111, the loss on the mun-
icipal electric light plant operated by
the sanitary district, amounted to $199,-
781 in 1911. The total losses during the
four years of operation up to that time
aggregated over $600,000.

At Columbus, Ohio, the 1910 report
of the municipal electric plant says:

“The overhead lines were in poor con-
dition ; every wind that came broke the
leading wires at the lamps, wires falling
down on wires of other companies, thus
resulting in very poor service and very
high maintenance cost. Boilers were
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mvery scaly, coal conveyor in poor con-
dition, a very poor grade of coal was
used, and the amount of coal burned
was excessive.”

This is a very good illustration of
municipal operation.

At Kalamazoo in 1912 the citizens had
to vote $125,000 to rebuild the municipal
lighting plant, no depreciation fund
being available.

The citizens of La Crosse, Wis., in
1911 had to appeal to the Railroad Com-
mission to force their own officials to
bring the water plant to a state of
efficiency. The plant was so run down
that it required $250,000 to put it into
shape. The water was so poor that it
could not be used for domestic purposes
and several fires proved disastrous be-
cause of lack of pressure.

At Seattle, Wash., in 1911 the taxation
committee of the Seattle Chamber of
Commerce reported: “The municipal
electric plant collects direct from tax
payers an average of $181 per ldlowat
per year for street lighting while private
consumers are getting service at from
$45 to $80 per kilowat per year. The
street lighting requires 12 per cent, of
the maximum demand of the power
plant and the tax payers contribute 32
per cent, of the gross receipts of the
plant. The plant cost $3500,000 and
is not making enough to pay fixed
charges and operating expenses although
the city itself contributes one-third of
the gross revenue. In 1912 the private
company offered to do the street lighting
at a figure which would have saved the
tax payers $127,000 a year, but the offer
was rejected by the administration. The
loss on the municipal street railway in
Seattle in July, 1914 was $1,528.”

An investigation of the waterworks
of Spokane, Wash., made in 1913 dis-
closed the fact that the waterworks de-
ficit for 1912 was $225,329.71.

These are but a few of the many
many instances of a failure of mu-
nicipal ownership, but they are typical.

It is fair to ask the question: In the
face of all these authenticated cases of
failure why should Grand Rapids try
an experiment which has proved so
costly to other cities?

Judge George S. Adams, of Cleve-
land, recently hit the nail on the head
in a recent speech when he said: “Public
officials are not elected to keep the tax
rate down.”

Grand Rapids would do well to follow
the example of Canton, Ohio, where the
petition for a municipally owned light-
ing plant was recently voted down by
the public light committee of that city,
“for the reason that an expenditure of
mdney for a lighting plant was thought
inadvisable, when large sums are needed
for the sewage and water departments.”

Paul Leake.

The amount of money sent annual-
ly by our alien population to friends
in the old world is estimated by some
authorities as high as $250,000,000.
That is one large item to be reckoned
with in figuring on our balance of
trade. It is a question whether these
remittances will increase or decrease
from this time on. The need of peo-
ple in Europe is greater than ever,
but their friends bn this side are less
able to help them than heretofore, be-
cause of unemployment.
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George Carrington, Pioneer General
Merchant of Trent.

George Carrington, who was en-
gaged in general trade at Trent for
forty consecutive years up to four
years ago, when he retired, will cele-
brate his 85th birthday at his resi-
dence, 841 Cass avenue next Tuesday.
Mr. Carrington’s life has been a long
and useful oné and his career has been
so full of action and so replete with
accomplishment that the Tradesman
is pleased to present a brief review of
same for the edification of its read-
ers.
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of 1858 he purchased a farm two and
one-half miles north of Trent, which
he successfully cultivated for about
thirteen years. He then removed to
Trent and engaged in the general
merchandise business which he con-
tinued for forty consecutive years—
from 1871 to 1911—when he removed
to Grand Rapids, where he has since
resided. For twelve years he con-
ducted a grist mill at Trent and he
also engaged in lumbering, operations
and in the purchase and sale of farm
products generally.

Mr. Carrington was married Dec.
16, 1857, to Miss Sarah Mitchell, of
Greece, N. Y. They had three chil-

GEORGE CARRINGTON

Mr. Carrington was born at Leister,
England, April 6, 1830. Ten years
later his parents came to this coun-
try, locating at Onondaga Hill, N. Y.
Three years later they removed to
Greece, N. Y. a small town near
Rochester. In the spring of 1853 Mr.
Carrington decided to make the trip
to California, which was then about
as arduous an undertaking as a man
could conceive. Instead of going
overland, as many of the 49ers did,
he sailed from New York for Aspin-
wall and crossed the Ist-hums by three
methods of transportation. The rail-
road was completed twenty miles of
the way to Panama City. A pole boat
conveyed him about a dozen miles
further and the remainder of the dis-
tance he traveled on foot. He re-
mained in California about three
years, meeting experiences enough to
fill a good sized book, when he re-
turned home by way of the Isthmus,
which was then completely spanned
by the railroad. He came to Grand
Rapds in 1856 and worked at the car-
penter trade for a time. In the spring

dren, only one of whom is still living
—Mrs. Charles North—who has re-
sided with her parents all her life,
except about three years which were
spent in Muskegon. Mrs. North’s
daughter, Carrington North, is a tal-
ented actress who is now tourng this
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country with Forbes Robertson, the
great English actor, to whom she is
related by marriage.

Mr. Carrington is a member of the
Masonic lodge of Newaygo. He has
been a member of the Odd Fellows
lodge at Trent for thirty-five years.
He is a charter member of Carring-

ton Tent, K. O. T. M., which was
organized about twenty-five years
ago. Aside from these associations

he has no other fraternal affiliations.
He is not a member of any church,
but is a steadfast friend and sturdy
supporter of Mel Trotter, of the City
Rescue Mission.

When Mr. Carrington first located
in Michigan h:s only means of loco-
motion was an ox team, which was
quite a change from the spirited
horse and easy riding buggy he
possessed in his former home in the
Empire State. In those days it took
about three days to make the trip to
Grand Rapids and back, part of the
way the road being nothing but a
blazed trail. The distance from Grand
Rapids to his farm was about thirty-
three miles. When he came to Mich-
igan he registered a solemn vow that
he would never buy anything he could
not pay for promptly and this vow
was rigidly lived up to during his
long and useful business career. He
is now rounding out a well-spent life
in peace and quietness, surrounded by
his wife and daughter and enjoying all
the creature comforts a man is en-
titled to whose life has been as stren-
uous and whose efforts have been as
successful as his have been.

One fact is worth remembering-
Should there be a rush to buy mater-
ial of all kinds later in the season,
railroads and consumers in general
will not find it easy to supply their
wants. There is no surplus anywhere
in manufacturers’ hands.

We are sellers and buyers

~ Clover
Timothy Seed

Medium, Mammoth, Alsyke,

Alfalfa, Red Top, Orchard Grass
All kinds Field Seeds and Beans

Call or write

Moseley Brothers
Both Phones 1217 Grand Rapids, Mich.

Elgin Coffee Mills

We will save you money
and relieve you of your old

ones.
sition.

Write for our propo-

Grand Rapids Merchandise & Fixture Co.

803-805 Monroe Ave.

Grand Rapids, Mich.
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THE MEAT MARKET

Talks by the Butcher Philosopher.

all of their attention; while the form-

| was talking to a butcher the er has a number of atractively dress-

other day whose market is located 0:1
a somewhat quiet side street, and
into my ears he poured his tale of
woe.

“Huh,” said he, “I read all your ar-
ticles about how to do better busi-
ness, but what good are they to me?
Here | am, located down here, with
mighty few people passing my shop,
so why should | spend time and trou-
ble on a window display? Hardly
anyone would see, and those that
would, would pass it by with scarce-
ly a glance. Your stuff is all right
for the fellows on the avenue, but its
mighty little good to me.”

I admit that | was stuck. The
complaint of this butcher seemed to
me to be a mighty good one, based
on facts that could not be overcome.
But, second thoughts showed that
there wasn’t so much truth to it as
appeared at first glance; the butcher
drew too gloomy a picture of the dif-
ficulties with which he had to con-
tend.

I know that some of those side
street shops are the most profitable
going, considering the size of the in-
vestment that is made in them. Now,
I never saw the shop where trade

came of its own volition. Trade
never goes to any store in that
fashion. If it comes, it comes

because it is invited, and the invita-
tion must be a mighty pressing one.
If it stays, it stays because it is made
to feel that it is welcome, and it
takes mighty little to make it feel
that its welcome is worn out.

During the past two weeks | have
been studying side street markets,
and have discovered quite a few sur-
prising facts. There are just as many
butchers who run this class of estab-
lishments, devoting attention and care
to their show windows and to their
markets, as there are butchers whose
shops are on the main thoroughfares.
And the same condition holds good in
both cases, those that do run the larg-
est and most profitable business.
There | found my answer to my side
street friend.

The butcher no matter whether he
is on a side street or on a main thor-
oughfare, finds in the appearance of
his market and his windows, his one
best asset in obtaining new trade.
Perhaps the man who has a hundred
people pass his market every ten min-
utes has some advantage over the
man whose windows are only passed
by ten people in the same time; don't
forget that the latter usually has the
only window on the street and gets

ed windows to compete with in draw-
ing the passerby’s attention, and
runs just as much the less chance of
getting it.

It’s the old story of the three-ring
and the one-ring circus all over again;
in the first case, we tried to see every-
thing and didn’t succeed in seeing
much of anything; in the latter case,
there wasn’t so much to see, but we
did manage to see the whole bloom-
ing show.

That’s the answer to my friend who
couldnt see why he should devote
time and trouble to window display-
ing. They are just as important to
him as they are to any of the other
butchers, and the sooner he sees it
the better it’s going to be for him.

I meet lots of butchers just like
him. They see what appears to be
an obvious obstacle in their path, and
they quit cold. They never take the
trouble to try and see over it or
around it. If their business career
were a nice straight road, where they
could just keep on walking steadily,
they would be howling successes. But
the minute it doesn’t appear that way
they sit down and take a rest, and
that’s the end of them, for a man who
rests when he ought to be fighting
his difficulties never does amount to
much.

Seems to me that the psychology
stuff we read about amounts to a good
deal. The other night | was reading
that a man’s surroundings make him
in most cases, and | guess that’s true.
It’s only the exceptional man who can
make his surroundings, and he is al-
ways successful.

Now this butcher allowed the sur-
roundings to rule him. He saw very
few people walking by his shop, but
a good many walking in front of the
market around the corner. Immedi-
ately he jumped to the conclusion that
he couldnt ,do a blame thing, and
instead of minding his own business
he gave up most of his time watch-
ing his neighbor jealously, and en-
viously wishing that he was in the
latter’s shoes. And business took a
fall right off the bat, with nothing,
according to my friend, but the sur-
roundings to blame.

Another thing that | want to speak
of here, is that few butchers seem
to be interested in their work. Of
Course, they are interested in the prof-
its, but there will be mighty little of
them, unless you are interested ih the
work that creates them. Get out
of the routine, and do your work with
interest. It’s the only way to get
results.—Butchers’ Advocate.
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Advantage of Fish Department to
Butchers.

Warm weather is an aid to fish busi-
ness. Many people curtail their pur-
chases of meat in the summer, as
they are convinced that it is too heavy
an article of diet for that period. Fish
is regarded as an ideal substitute, one
that finds a place on many tables dur-
ing the summer months.

In going after this strade attractive-
ness is everything. The housewife
who comes to your market on hot
mornings is probably suffering from
a jaded appetite herself and is at her
wits’ ends to provide a dainty and at-
tractive luncheon or dinner for her
family. A woman in this condition
of mind is hard to impress; but once
y6u provide the solution of her prob-
lem you have gained her good will
once and for all .

A butcher who has made a special-
ty of fish for quite some time used the
following scheme with great success

last summer: He had a few hundred
cards printed with the heading,
“Timely Suggestions.” Then he had

his office girl typewrite a hot weather
menu on a proportion of them daily.
These* were distributed to women as
they came into the market and it was
surprising to see the large number
of them that followed the advice
which the butcher had given them.

In this market a handsome display
of fish was made daily in a refrigerat-
ed showcase. This had a prominent
position in the shop and seemed fair-
ly to radiate coolness. Careful at-
tention was given to the trimming of
the case, and a display that really
sold goods was the result.

Another butcher, who conducts
three good sized markets, all of them
handling fish as a staple article, had
a number of small booklets printed,
giving recipes for hot weather dishes
in which fish was the prominent prod-
uct. These he distributed to his cus-
tomers, and as the recipes had been
carefully chosen and were out of the
common run they created a good deal
of business for him. There is no
way in which you can win a house-
wife’s good will faster, and hold it
longer, than to make her acquainted
with new dishes which will relieve the
monotony of the ordinary summer
dinner table and which will tempt the
jaded hot weather appetite.

All this can be done without any
harm to your meat sales. You are
simply working here to hold the cus-
tomers who otherwise would trans-
fer their custom to other merchants,
as they would curtail their meat pur-
chases in any event.

Meaning of C. I. F.
When goods are sold at a certain
price c¢. i. f. the seller undertakes,
for the amount named, to supply the

goods, to pay the freight and to in-
sure them at his expense during their
transportation. Having entered into
the contract, he delivers the goods
to the carrier, insures them and pays
the premiums, and either prepays the
fre'ght or deducts it from the hill.
Then he forwards the document to
the buyer and his duty is done. If
the goods do not reach the buyer,
or if they reach him in a damaged
condition, the loss is the buyer’s ex-
cept insofar as he may be able to
collect from the carrier or the insurer.
This is the original meaning of the
term, and it is still the same as it
has been except in any case where a
trade usage may be allowed to grow
up, placing some slight additional
burdens upon the seller. There are
often small charges at the shipping
point, in addition to the freight and
insurance, especially when the sale is
for export, and sellers in some lines
have tacitly agreed to take these
upon their own shoulders without
charging it up against the buyer.
When any such usage is charged by
the buyer the burden is upon him
to establish its existence by proof.
Cartage at destination and all other
charges except those here named are
for the account of the buyer. If the
consignee insures the goods he can
not hold the seller for the premium
unless the seller himself has failed
to insure, as his contract bound him
to do.

TANGLEFOOT *

The Non-Poisonous Fly Destroyer

46 cases of poisoning of children by fly poisons were reported in the press of
15 States from July to November, 1914.



What Constitutes Good Clothing
Store Advertising.

The qnestion, “What constitutes
good advertising?” might satisfactor-
ily be answered with a long, involv-
ed statement. But the substance of
the reply, whoever the author be,
may accurately be interpreted by the
simple phrase that the advertising
which produces customers who are
not only profitable, but permanent,
constitutes good advertising.

To propertly appreciate the tre-
mendous import of newspaper adver-
tising you must at the outset form a
mental picture of the really extraor-
dinary power and grave responbili-
ty, we can truthfully term the privi-
lege, vested with the advertising
man. For, stop to consider but for
a moment the intensely delicate in-

struments, | might even call them
dangerous instruments, newspaper
space, words, thoughts, pictures,

which he is handed to do with as he
pleases. And, what is of greater im-
portance, is your name in the adver-
tisement, your signature, your approv-
al, your endorsement, your guarantee
and your complete responsibility for
anything and everything the adver-
tising man may choose to say in the
newspaper space.

You cannot afford to permit your-
self to become too closely engrossed
with the details of your business, to
the complete exclusion of some at-
tention to your advertising. For ad-
vertising is about the easiest way
imaginable to waste money—and.
properly handled, about the -easiest
way to make money in the entire
conduct of a retail store.

To my mind, any remarks from me
concerning the advisability of truth-
ful advertising would indeed be a re-
flection upon the character, intelli-
gence and caliber of merchants, pro-
gressive enough, broad-minded and
farsighted enough to appreciate the
advantages of an organization of this
kind. But | want only to caution
you, gentlemen, of this one thing.
To secure the whole-hearted and deep
rooted confidence of the buying public
it is necessary not only to be correct
in what is actually stated, but also
in all the inferences which a reader
is likely to draw from the copy. You
cannot afford to salve your conscience
with a statement or set of statements
which, dissected, might be proven
truthful, but which in fact leave an
exaggerated or untruthful impression
with the reader. You will fool him
once, but if you do you’ll never fool
him again. The one-time customer
is not worth the price, and advertis-
ing calculated to fool a customer into
buying once, and only once, is neither
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good advertising nor good business.

The question is asked, What con-
stitutes good advertising? It can-
not be answered in any specific man-
ner. That advertising which would
constitute good advertising for one
of you gentlemen would not be good
advertising for another. Take an ad-
vertisement that is well written, ef-
fectively displayed, graced with a
beautiful illustration and bordered
most attractively—it is a good ad-
vertisement, as advertisements go,
but such an advertisement is not
necessarily a good advertisement of
your store.

You cannot find two single stores
that are exactly alike, and yet to
read a newspaper, and judge by this
medium only, you would imagine
that almost all the stores of a given
city are identical in every respect.

Before anything else, the advertise-
ment should mirror your store. If
you sell low-priced merchandise you
certainly do not want aristocratic il-
lustrations or any highbrow selling
ed torials. These things may look
good to you. You may like to see
such advertising appear above your
name in the papers, and you may
prefer to read the highbrow paper of
the town, but you cannot afford to
let your personal pride and vanity
run away with your better business
judgment. Remember, you are not
advertising your merchandise to your-
self. Results, sales—not vanity, pre-
judice or personal preferences—should
be your guide in the preparation of
your advertising matter and in the
selection of papers. You cannot use
your own likes and dislikes as the
measures of likes and dislikes of your
customers.

Come to the people in your ad-
vertisements. Do not waste your
money in missionary endeavor to ed-
ucate the people to the standard you
have set for your store. Rather drop
to the'r level—if you want to sell. If
you cater to a high-class, exclusive
trade your advertisements must be
prepared to attract and favorably im-
press this class of buyers. In either
event the advertisement should har-
monize with the character of the
store; it should be a typical selling
talk of the store; it should fit the
store and the patrons of the store;
it should be a truthful reflection of
the store; it should be your store on
paper. Advertising that fits the store,
for one thing, constitutes good ad-
vertising.

Just a few words on the writing of
advertisements. The careless indiff-
ference with which many advertise-
ments are prepared would actually
lead one to believe that advertising
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is held as a disagreeable but indis-
pensable appendix of the business,
when, in fact, advertising is a most
important function of the store. And
it is for this reason that most ad-
vertisements are written; not because
the merchant has something to say
that will prove of interest or of bene-
fit to the readers, but because he feels
that he must advertise, that his name
below an advertisement should be in
the papers. One could not approach
the task less fit. He writes the ad-
vertisement because he has to write
an advertisement, not because he has
prepared or discovered any special
knowledge on the subject. And the
result is that the advertiseme'nt is
uninteresting, dull, stale.

When | am called upon to answer
the question, What constitutes good
advertising? | must also say that
that advertisement which offers some-
thing new, something different, some-
thing interesting, constitutes good ad-
vertising.

We now follow logically to the sub-
ject of copy. Trimmed of all verbiage
the end to which advertising is di-
rected is sales. If we boil the whole
purpose of advertising to a single
issue we must concede the point that
advertising is primarily intended to
sell; not to attract, not to amuse, not
to inform, not to surprise and not to
tickle your vanity—but to sell. Ad-
vertisements might include any one
or all of the elements | have men-
tioned, but, if included, these ele-
ments should so be injected as to
serve as an agency, to the end of
sales. If an advertisement includes
the element of attraction it should be
attraction to the end of a sale. If
an advertisement includes an element
of timeliness, then timeliness should
be but a means to the end of a sale.
Pretty advertsing will leave a fa-
vorable impression with the reader.
“Different” advertsing will attract
the reader. Clever advertising will
amuse the reader, but the principal
thing, after all, is to sell the reader.

The purchase of a suit of clothing,
to the average man, is a rather seri-
ous proposition, and before he is in-
duced to buy he must not only be
attracted, amused and interested, but
he must be convinced.

The only clever advertising | can
reconcile myself to is that advertising
which is clever enough to get the
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reader to come into your store. Most
so-called clever advertising does not
do this; the clever advertising we see
begins and ends with being clever.

When the question is put to me,
What constitutes good advertising? |
must also answer that that advertis-
ing which is not merely clever or at-
tractive, but which convinces a man
and persuades him to come to your
store to buy, constitutes good adver-
tising.

In conclusion | want to impress
you with this one thing: Good ad-
vertising is constructive, upbuilding,
successive layers in the forming of a
solid, permanent business. Each
“good” advertisement, besides serv-
ing its particular purpose, represents
a link in the chain, an element in
the construction of the reputation of
the store for character, honesty, ser-
vice and progressive methods. The
advertising of to-day receives im-
petus from the “good” advertis-
ing of vyesterday, and, the ad-
vertising of to-morrow can lean on
the “good” advertising of to-day. The
results of “good advertising are cunm-
ulative as well as individual. Money
spent in “good” advertising repre-
sents an investment that will yield
you dividends during the entire life
of the store. S. N. Baskin.

We are pleased to announce
that we are in our new location
and are installing a full equip-
ment of the most_modern up-to-
the-minute machinery especially
\t,jveosrlgned for rapid and accurate

In short our plant will repre-
sent the best in everything that
ertains to the production of
larness and Collars, and a cor-
dial invitation to inspect it is ex-
tended to all friends and patrons.

_As in the past, we shall con-
tinue to center our best efforts
for the success of all distributors
of the “Sunbeam” products.

Brown & Sehler Co.

Cor. So lonia Ave. and Bartlett St.
2 blocks south of Union Depot

Grand Rapids, Mich.

SELL”

SOFT THE STRAW GOODS
& NEWLAND &
STIFF HATS HAT CAPS

We carry a complete line of silk hats for automobiling
Mail orders shipped promptly

Newland Hat Company

168 Jefferson Avenue

Detroit, Michigan
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FUNCTION OF THE MERCHANT

He Is a Factor in Educating Public
Taste.

There have been retail stores for
hundreds of years; there are likely
to be retail stores for some hundreds
of years to come. There is a definite
need for them; there will continue to
be a definite need for them.

Retail stores may change in type
of organization and in ownership.
Possibly—dont say probably—we
might have retail stores all under one
ownership, in the form of a chain
store organization, in the form of a
monopoly perhaps. Possibly all stores
may some day be owned by the con-
sumers in co-operative organizations,
but whatever type of ownership, we
are sure to have retail stores.

The history of retail stores is dif-
ferent in every country. The history
in England is perhaps more typical
than in any other country. Some
800 or 1,000 years ago in England,
all manufacturing was home manu-
facturing. Home manufacturers made
cloth, shoes, hardware, etc.r and sold
or traded their products with other
people. Some of these early manu-
facturers were found to be much more
successful in selling than others.
Some were more successful in making
the cloth. Some there were who lik-
ed selling better than making. In
the course of time those who liked
eselling better than making w'ere sell-
ing a considerable part of the prod-
ucts of their neighbors as well as
their own. Then the time came when
they sold only other people’s products
and not their own. This was the be-
ginning of the retail dealer.

The Blessing of the Retailer.

The beginning of the retail system
meant a great gain to civilization. It
meant that people could get goods at
any time and at convenient place, as
well as in convenient amounts, things
that had been impossible before. Re-
tail dealers came into existence long
before wholesalers, and came into ex-
istence as there was need for them.
The kind of goods that the people
wanted were brought together at some
central place, the retail store, and
these goods were then distributed and
sold at the time and in quantities
the people wanted.

Potatoes out in a Kansas field are
of no account to the people who live
in cities until distributed. Shoes in
shoe manufacturing concerns are not
much use until they can be placed in
places where people can come and
get them.

There is a feeling that the distribu-
tors are a tax on the community, that
they are, perhaps, a necessary evil,
but that’s all foolishness. The re-
tailer is to the business body what the
arms are to the body of a person.
There should be greater public recog-
nition of the service of retailers, of
their usefulness in the way of distri-
bution. They are not a useless tax.
They are occupying a place that must
be filled by some one.

The Salesman as an Educator.

Salesmanship has not been given
full credit for the good it has done.
The introduction of all new goods has

MICHIGAN

come through salespeople. We could
not get along without these things
now. We would not want to go back
to living as we did fifty years ago.

One of the most interesting things,
to my mind, to be seen in Washing-
ton is the patent office. More than
a million patents representing various
devices made by the American peo-
ple have been issued since the office
was started. Not more than one out
of a hundred of these patents have
ever resulted in a marketable product
that has been sold and used by the
people. The reason is that before a
thing can come into use, it must be
sold to the users. Even some of the
inventions that | thought foolish may
be both reasonable and sensible. If
they were presented and demonstrat-
ed properly, I might see them in an
entirely different light.

My point is this: Salesmanship as
exercised by retailers and their sales-
people performs a great service. They
obtain new goods and introduce or
sell them to their customers. The
result of this service is that the whole
public lives a better life to-day than
people have ever lived before. The
wage earner, making $150 or $2 a
day, lives better and more comfort-
able to-day than princes and even
kings did four and five hundred years
ago.

Salesmanship’ Public Service.

Great services have been perform-
ed by the store in the past. A good
shoe merchant does not permit a cus-
tomer to leave the store with a pair
of shoes that fit him badly. Seven
or e’ght people out of ten have some
trouble with their feet. Now, what is
the reason for so much foot misery?
Is it not the effect of poor retail shoe
sales service? Three-fourths of the
people are suffering from bad feet in
one form or another to-day, but with
better retail sales service, a large part
of this would be eliminated.

The same thing is true of the gro-
cery line. Efficient grocers get their
customers to buy better products and
more suitable foods. It is also true
of the clothing line, house furnishing
line and many others. You can make
the homes of the people in your com-
munity more beautiful.

Profits as Wages.

Retail sales service is needed in
every community. Such service is
needed by customers. Reta’lers are
teachers of the public, and when they
are performing their full duty, they
are really helping to make people
more efficient in every way. Efficient
service is the thing that we must work
towards, both in larger and in smaller
places. The profit we get out of our
business is nothing more or less than
a wage for this service. The better
the retailer does his work, the more
profit he is entitled to. The retailer
who does not perform a fair service
very frequently does not get profit,
and whoever gets profit for which
he renders no service is nothing but
a common grafter.

Take the handling of farmers’ pro-
duce. Farm produce constitutes a
difficult problem for most retailers.
As a rule, retailers are not efficient
in handling farm products.  They
have not made a study of handling
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farm produce and it is frequently
handled at a loss. Commission mer,-
chants in some cases have taken ad-
vantage of the retailers and have reap-
ed better profits than the retail deal-
ers have.

Farmers Need Training.

The farmers themselves have be-
come dissatisfied. | am inclined to
think that in some places one of the
best things we can do as retaders is
to encourage the farmers to organize
and do their own marketing. Farm-
ers have to learn a great deal about
marketing. Such education must in-
clude knowledge of what to raise,
how to raise it, how to collect, sort,
pack, store and transport their prod-
ucts. At Washington, D. C, they
are making a study of the best way
to handle these products all along the
line from producer to consumer. It
will probably be two, three or four
years before some of the problems
will be solved, but when this informa-
tion comes out, you want to get it.

Another vital matter of store ser-
vice is the conveniences that you
provide for your customers; not only
in the way of displays of merchandise,
proper heating, lighting and ventila-
tion, so as to make the shopping
conditions pleasant, but also for the
people who enter your store regard-
less whether they buy or not. Make
customers feel at home in your store.
That is the most important point in
store service in this country.

Retail-Social Development.
There is at present a strong tend-
ency in this country toward the de-
velopment of social centers. In the
past the town has served as the so-

cial center for the country round
about it. The town is the natural
place for such social centers. But

for one reason or another this social
center relationship has been stunted
in its growth in many towns. Con-
sequently, farmers have developed
their social centers around country
school houses, town halls and other
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country institutions. In this way the
country has grown away from the
town. The result has been a dimin-
ished interest to the town and an in-
crease in the mail order business.

My suggestion is that you mer-
chants make your town the social
center for your community. Forget
about your business interests in this
matter. Get the country people in-
terested in your town school, get
them to send their children to your
school, get them interested in your
churches, your fairs, your welfare
movements and so on. Put farmers
on your committees, working for the
development of the city. When coun-
try people begin to be interested in
your schools, your churches and your
municipal problems, it will not be dif-
ficult for them to become interested in
business matters also.

The social center idea is develop-
ing rapidly all over the country. The
American farmer is losing his desire
to live all by himself as a strong in-
dividualist. In a few years he will
have his relationships just the same
as townspeople now have. If those
relationships are not formed in your
own town, it will be the fault of the
retailers themselves.

Paul H. Neystrom.

John Wolf, a rural mail carrier
living in Pennsylvania, cured a tooth-
ache recently, but it was a more costly
proceeding than a visit to a dentist.
He took to bed with him an electric
light bulb which was in direct con-
nection with the city power plant.
The soothing warmth of the bulb
caused him to sink into deep slumber
until nearly 4 o’clock, when he at-
tempted to beat out a fire, had to turn
in an alarm, rouse his family and make
his *escape from his home, which
burned to the ground. But his tooth-
ache was gone.

The fact love is blind is a poor ex-
cuse for the neckties some women
buy for their husbands.

We Will Give You This

Stewart Pencil Sharpener

FREE

To introduce our new No. 99 advertising:
pencil we will give free one of these Stewart

Sharpeners with each order for 1000 or more pen-
cils. These pencils are strictly high grade, with
a smooth, velvety lead, long fancy gilt tip. red
rubber eraser, yellow enamel finish, and your
advertisement will be printed on your order free.

“The Pencil People”

Both pencil and sharpener are the best the market

affords. Send for prices and free sample.

John E. Pennington & Go.
Charlotte. Mich

Public Seating For All Purposes

Manufacturers of
American Steel Sanitary Desks
In use throughout the world

World’s Largest Manufacturers of
Theatre Seating

American Seating Company

Gereral Offices: 14 E Jackson St., Chicago; Broadway and Ninth St., Grand Rapids, Mich.
ASK FOR LITERATURE
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Details for the joint ownership plan
of the First National Bank and the
Bay County Savings Bank under what
is known as the Grand Rapids plan,
have been completed and the boards of
directors ordered the necessary entries
made for the increase of the capital
stock and surplus of the banks. The
capital of the First National Bank is
placed at $200,000 with a surplus of an
equal amount, while the capital of the
Bay County Savings Bank is placed at
$100,000, with $100,000 surplus, making
the capital assets of the two banks
$600,000. The joint ownership plan
was ratified by the stockholders at
meetings held within the past few
days. Under this plan for each two
shares of stock held in the First Na-
tional Bank the owner will also hold
one share in the Bay County Savings
Bank, and a single stock certificate
will be issued to each holder of shares
of both banks. The boards of direc-
tors of the two banks will also be
identical, and meetings to elect new
directors in order to bring this about
will be held in a short time. At
present many of the directors of one
bank are also on the board of the
other, but this does not apply in every
instance. One of the features con-
nected with the joint ownership plan
of the banks has been the payment,
by the First National, of an extra
dividend of 50 per cent., done in order
to put the value of shares in the two
banks on an equal basis. The First
National is planning to move to its
temporary quarters in the Phoenix

building within a few weeks and it is.

expected that work of demolishing the
buildings on the property owned by
the First National will be started in a
short time, in order to permit work
on the new banking house to start
early in the summer.

The bill drafted in the Attorney-
General’s department for a law to
regulate the sale of bonds and stocks
—to supersede the act of the 1913 ses-
sion which was invalidated by the
Supreme Court—passed the House in
Lansing on the evening of March 22.
It previously passed the Senate.

The new law will be in many essen-
tials like the old law. The Bainking
Commissioner, State Treasurer and
Attorney-General will constitute the
Michigan Securities Commission. EXx-
cept those securities exempted under
the provisions of the new bill no se-
curities of any kind can be offered
for sale in the State until there has
been filed with the Commission copies
of all contracts, stocks, bonds or
other instruments, copies of pros-
pectus and proposed advertisements,
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and other specified data which will
enable the Commission to determine
the worth of the securities.

The Commission may cause an ap-
praisal to be made at the expense of
an investment company of the property
of said investment company, including
the value of patents, good will, pro-
motion and intangible assets and it
may fix the amount of stocks, bonds
and securities that shall be issued by
any incorporation, foreign or domes-
tic, in payment for property, patents,
good will, promotion and intangible
assets at the value it shall find the
same to be worth and may require
that such stocks and securities so issued
for such property, patents, good will,
promotion and intangible assets shall
be deposited in escrow under such
terms as said Commission may pre-
scribe.  And the Commission may
withhold its license to sell such
stocks, bonds and securities if such
corporation has issued stocks, bonds
and securities in payment for prop-
erty, patents, good will, promotion
and intangible assets in excess of their
value as found by said Commission
or if said stocks, bonds and securities
are not deposited in escrow accord-
ing to the terms fixed, by such Com-
mission until such stocks, bonds and
securities issued in payment for prop-
erty, patents, good will, promotion
and intangible assets in excess of the
value so found by said Commission
has been surrendered to such cor-
poration and canceled by it, and until
the said stock has been deposited in
escrow under the terms prescribed
by said Commission.

If the Commission finds a particular
issue of securities will, in its opinion,
work a fraud upon a purchaser, its
sale shall be forbidden. On certifi-
cates issued by the Commission ap-
proving the sale of a particular issue
the words: “The Commission does
not recommend the purchase of this
security” shall be printed in type two
sizes larger than any other part of
the certificate, and the same words
shall be printed in all advertisements
in type two sizes larger than the rest
of the advertisement.

All dealers in securities must reg-
ister with the Commission, and the
registering fee will be $s0. Author-
ized agents of any dealer shall also
be registered with the Commission
and the name of the agent shall be
stricken from the register upon re-
quest of the dealer. The fee for reg-
istering an agent will be $3. A part
of section 14 reads: “It shall be un-
lawful for any investment company
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or dealer, or its or his agents, to is-
sue, circulate or deliver any adver-
tisement, pamphlet, circular, prospec-
tus or other document in regard to
its stocks, bonds or other securities
in the State of Michigan differing
in any way from the copy filed with
said Commission as provided by this
act. It shall be unlawful for any
newspaper published in the State of
Michigan to advertise the sale of any
stocks, bonds or securities which have
not been approved by said Commis-
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sion or which are not exempt under
the provisions of this act.”

These securities are exempted from
the provisions of the new law: Secur-
ities of the United States or any for-
eign government, or of any state,
county, city, township, district or
other public taxing subdivision, un-
secured commercial paper, securities
of public or quasi public corpora-
tions, the issue of which is regulated
by the State Railroad Commission or

O SHS T o e Wllion St Bk protton s st
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.. 10.741.021.74
IONAL CITY BANK
SAVINGS BANK
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by a public service commission of
equal authority of another state; secur-
ities of state or National banks, trust
companies or building and loan asso-
ciations, securities of any domestic
corporation organized without capi-
tal stock and not for pecuniary gain,
or exclusively for educational, benev-
olent, charitable or reformatory pur-
poses, mortgages upon real and per-
sonal property situated in Michigan
where the entire mortgage is sold and
transferred with the note or notes
secured by such mortgages, increase
of stocks sold and issued to stock-
holders, and also stock dividends and
securities wh:ch are listed in any
standard manual of information ap-
proved by this Commission.

While the East has its eye on the
record-break’ng foreign trade bal-
ances, the spectacular movement of
the foreign exchanges in favor of
New York, the import of gold, and the
rise on the Stock Exchange, the West
is watching with much impatience and
with some disappointment for the
trade revival which wusually comes
along with such other manifestations.
No such trade movement, on a scale
of noteworthy importance, is in sight,
however. What we of the West are
beginning to ask is, whether general
business is not still feeling the strain
and uncertainties of the European war.

The war conditions certainly helped
in making a profitable market for the
farmers’ grain. They have brought
large orders to every concern which
can manufacture war material. But
spring is now here, and general busi-
ness of large volume throughout the
West is still in complete abeyance.
Business authorities will tell you that
the uncertaint'es resulting from war in
Europe are exercising considerable
influence, and are expected to continue
doing so, as long as war lasts.

There is not visible today, among
consumers, the disposition to buy
merchandise that has characterized
other years at the opening of spring
—even when the harvests had been
far less remunerative, and when there
was much less abundance of money in
the West than that which exists at
present. The merchants say trade is
“spotted.” There is some growth in
trade as spring approaches and better
weather prevails; but there is not the
rush in buying which seemed about to
begin, a little while ago, and which
was expected to continue.

The spring trade with jobbing
houses, and especially the dry-goods
houses, has been rather disappointing.
It is below last year’s, and the buying
for fall delivery, while it is coming
along well, shows, as yet, no large
gains over last year. Its relatively
better showing is ascribed, however,
to belief that the war may be over by
autumn, and that business will then
dismiss its apprehensions.

Other influences than the course of
the European war are at work; among
them a growing feeling that the Ad-
minstration at Washington realizes
that hampering influences of the past
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must be removed. Contrary, perhaps,
to Eastern opinion, a feeling prevails
here that, with the new Trade Com-
mission in charge, the Government’s
attitude towards business will be
along constructive lines, rather, than
destructive. If so, it would certainly
result in a better feeling among lead-
ing interests; which, with good crops
and restored confidence, would render
the outlook for the fall and winter
trade most promising. But in its
immediate spring and summer plans,
trade is conservative, and is expected
to continue to operate on that basis.

Not that there is any scarcity of
money in the agricultural regions; but
there is less disposition to spend it
until the war is over, and another crop
is raised. Interior distributors are
buying only as their necessities re-
quire, and there has been a complete
change in the operating plans among
business men within the past eight
months. They buy goods as they are
forced to have them. The high prices
for grains have not brought the rush
of buying from farmers that has been
witnessed in other years of good
crops. It will take some time to over-
come this hesitation. A really strong
point in the trade situation, however,
is the absence of extravagant buying
or inflation, such as often comes with
war times.

Manufacturers are getting more
business, especially in the steel line.
Unusual activity prevails among
manufacturers of tools of all Kinds,
and machinery is also being taken
with a freedom that has not been
witnessed in more than a year. Ma-
chines for making ammunition are in
active demand. Railroads are in the
market for more than the usual quan-
tity of shop supplies, and are in most
instances either operating their shops
to greater capacity, or else preparing
to do so, with a view of getting their
cars in shape to handle the next
harvest. Steel mills are working
at 70 per cent, with prospects
of a further gain, as there is a vast
amount of repair work to be done
this spring and summer.

Aik for our Coupon Certificates of «Deposit
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Grand Rapids, Mich.

THE PREFERRED LIFE INSURANCE CO. OF AMERICA OFFERS

OLD LINE INSURANCE AT LOWEST NET COST
WHAT ARE YOU WORTH TO YOUR FAMILY ?
LET US PROTECT YOU FOR THAT SUM

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

£ S5TAm enyrusted 0 ,he care of this company

are managed upon strictly business principles.
It is conservative and impartial, yet it gives due con-
sideration to the wishes and necessities of the family
and others interested. Its transactions are strictly con-
fidential and great care is exercised in the manage-

ment of an estate.

Send for a blank form of
will and booklet on descent

and distribution of property

The Michigan Trust Go.
of Grand Rapids
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The Kind of Traveling Man to Buy
From.
W Htten for the Tradesman.

The dry goods dealer who has a
good rating and keeps his cred't high
can make his own choice of the men
and the houses from whom he will
buy. Of the whole number of com-
mercial travelers or drummers who
bring their grips or seek to bring
their trunks to his door, if wise he
probably will place orders with only
a fraction. Of what sort shall these
be?

The first requisite of a good whole-
sale dry goods salesman is a good
house behind him. The man may be
all right, but if his house is wrong,
his efforts can not render it a satis-
factory source of supply. He can not
make over his firm’s goods or their
business methods. So if their goods
are not right in price or not adapted
to the needs of your trade, or if their
business methods are careless and
slipshod, the personal merits of their
representative can do little to atone
for these unpardonable failings. So
it may be set down as an indispens-
able of a good traveling salesman,
that he be in the employ of a thor-
oughly reliable, up-to-date, aggres-
sive house.

As a poor house will make of little
avail the efforts of the best salesman,
just so surely will a wrong-headed
salesman, one who is not imbued with
correct principles and does not un-
derstand the true relations between
seller and buyer—annul the greater
part of the benefit that you should
receive from a first class house.

This is merely another way of
saying that the man on the road
should be a representative, not in

name only but in reality, of the house
for which he travels. He should be
in genuine and whole-hearted accord
with its principles and policy. And
these principles and this policy should
be right in line with the present-day
idea that the interests of wholesaler
and retailer are indissolubly linked to-
gether. The notion that the buyer
is the natural arid proper victim of
the seller had wide acceptance not an
extremely long time ago. But it is
not now countenanced by the better

class of manufacturers, wholesalers
and jobbers.
So cut dead any salesman whom

you find disposed to take advantage
of you. In justice to yourself you
should refuse unqualifiedly to buy of
any one who is*not square and honest
and aboveboard, or who shows a de-
sire to load you up with articles that
will prove stickers, merely to swell
his sales or to help his house unload

overstock or undesirables. You
want the sort of man who will not
fail to call your attention to any spe-
cials or bargains he has that will
benefit you, but who will not urge you
to take goods not adapted to your
needs—who would even advise against
your making such purchases.

It is not enough that the commer-
cial traveler be honorable and in in-
tention true to your interests. He
should also be thoroughly well post-
ed in his!lines, and, as far as possible,
in your requirements. This is es-
pecially true if you are located in a
small town or in the country, and
the salesman is the general man for
the house from which you buy a large
part of your goods.

In a sense you yourself, the pro-
prietor and manager of your estab-
lishment, should be the best possible
judge of what will be wanted—what
will take with your trade. (We as-
sume that you do your own buying.)
You must be the final arbiter of every
question that comes up of whether
to buy or not to buy. And you must
have enough independence of judg-
ment and backbone to withstand all
the blandishments of the smoothest-
tongued and most persuasive drum-
mer on the road.

But this so essential" self-reliance
needs to be accompanied by -a con-
stant desire to learn and gain new
ideas from every possible source.
Not the least of the many tasks that
confront the dealer in dry goods is
that of keeping informed as to ma-
terials, accessories, modes of making
up. etc. These being never station-
ery, he must add to his knowledge
daily. One of his best and most avail-
able sources of information is the
right kind of traveling salesman. The
salesman being in constant communi-
cation with his wholesale house,
which must always be some months
ahead of the retailer, should be able
to give his customers straight tips
of great value. But to perform this
service he must himself be thorough-
ly conversant with dry goods in gen-
eral and be posted to the minute in
all changes. Moreover, he must be
candid in what he says—his state-
ments must never be bent or sway-
ed by the fact that his house is long
or short on a given item.

In this important capacity of coun-
selor to his customers, the man who
has had practical experience in the
same kind of a store and with the
same class of trade, will be best.
However, an accurate observer as to
what is doing in other stores simi-
larly situated will be a close second.

It may even be within the province
of the commercial traveler to describe
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in a tactful manner, displays,
etc. which he has seen in stores he
has visited, and business methods in
use by merchants he knows to be
successful. The salesman of discrim-
ination will know where such hints
will be acceptable, and never will
venture them where they are not.
And even in advice relative strictly
to the lines he is selling, he will
never seem in the least officious or
take an attitude offensively pater-
nalistic.

In writing up every order he se-
cures, the salesman should take care
not only to make no errors, but to
give descriptions full enough that the
meaning will be unmistakable. Not
infrequently items are needed of
which he has no samples and which
he does not have listed. What shall
be sent must be left to the discretion
of the house. In such cases he should
not fail to tell definitely and clearly
just what the customer wants. | have
known cases where, if anything spe-
cial was needed, a customer might
better write in to the house himself—
the salesman being unwilling to take
the little trouble to write a brief de-
scription.

Nothing has been said about the
salesman’s having a pleasing person-
ality. No dealer is likely to place his
orders with a man whose manners and
presence are disagreeable. Bat it can
not be made too emphatic that affabil-
ity in a salesman is really a trait of
only secondary importance—that is
from the point of view of the buyer
who cares more about laying out his
money to the best advantage than
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about having his own pride and vani-
ty flattered. To the drummer him-
self it may be said that he never can
afford to be anything but courteous,
and he should at all times cultivate
a winning address. But he must be
more than ingratiating. Any shrewd
and level-headed buyer knows how
far superior the kind of salesman
described above is to the jolly good
fellow whose main business qualifi-
cation is his personla magnetism, and
whose chief means of gaining and
holding patronage is good cigars and
other entertainment more expensive
and sometimes more reprehensible.
Fabrix.

RECEIVERS SALE.

_Notice is hereby given that the under-
S|Fned Receivers in cause No. 2384 in the
Elkhart Superior Court, of Indiana, en-
titled William H. Reynolds vs. Reynolds-
Jewett Company, a corporation, pursuant
to the order of said Court, will, between
the hours of 10 o’clock A. M. and 5
o’clock P. M. on the 15th day of April,
1915, at the store rooms known as Nos.
221 and 223 South Main Street, in the
City of Elkhart, Indiana, offer for sale
at ‘public auction to the highest bidder,
the personal property of sald Reynolds-
Jewett Company, located in_said store
rooms, consisting of a retail stock of
dry goods, notions and other kindred ar-
ticles of merchandise, together with its
store furniture and fixtures and book ac-
counts, notes and bills receivable.

That said property will be sold for
cash, at not less than two-thirds of its
appraised value, as shown by the ap-
praisement_on file in said cause. Said
property will be offered and sold in bulk
as a_running business or in lots, one lot
consisting of the stock of merchandise;
one of the accounts and bills receivable,
and. one of the store furniture and fix-
ures, as may be in the best interests of

t
the estate.

JOHN I. LIVER,
FRED D. KELLER,
Receivers.

Edward B. Zigler, James H. State, At-
torneé/s.
24-31-7.

Dexter Knitting Cotton

“The Best in 1820—The Best To-day”

W E are distributors for this well
known cotton and always have

in stock sizes 6 to 22 in white and size
10 in black, pink, light blue, red and

lavender.

Price of white is 78 and

colored 96 cents per box.

Try our Notions and Fancy Goods

Department for any well advertised

item—if it’s worth having you will

find it in our stock.

Grard Rapics Dry Goods Go

Exclusively Wholesale

Grand Rapids, Michigan
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CREDITS AND COLLECTIONS

How They Look to a Hardware
Dealer.

This subject has been divided into
two parts, Credits and Collections; of
course there would be no use for the
latter if it were not for the first.

What is credit? The ability to bor-
row is the usual meaning applied to
the word, but to the retail world it
has a different meaning. If A bor-
rowed money from B and gave him
a deed of trust upon property that
is its equivalent or more, that is not
a credit transaction, for A has trans-
ferred to a third party property to
secure B; but if you loan your money
or merchandise to another without
security you are placing confidence in
that person—that he will pay you a*
some future time, either fixed or in-
definite, and this is the class of credit
that we as retail merchants have, and
just to the amount we have put out,
so we have just that much capital
invested, so in our business we have
to reckon our ability to carry this
much capital, for by it we continue
in business or we go down with 50
per cent, of failures.

| believe that Dun and Bradstreet
have given out that next to inex-
perience the credit system has been
the rock upon which more retail mer-
chants have sunk than any other.

| believe that there is a way that
this risk can be reduced.

Now, | know that there can be no
specific remedy for this great loss, but
like all business problems there is an
underlying principle which radiates
ideas, which when we apply them to
our individual needs will at least elim-
inate a part of this loss of bad ac-
counts.

There are a few things | think we
fail to do when we are approached
by a customer for credit. First, we do
not have a definite time set for the
payment, but let the customer dic-
tate his own terms. | know from my
own personal experience that | used
to be afraid to say “No” when |
was asked for credit. The customer
would come in and say that he want-
ed to buy a range. Can he get some
time on it?

I would say all right if | thought
he would pay at all. The time was
indefinite but | have grown wise to
that now. We never let an account
of any amount start without a thir-
ty, sixty, ninety or one hundred and
twenty day limit, and when the time
is up we have an excuse to go to him
for the money—it has been a fair con-
tract and you will not stand to make
him an enemy if he comes back at you
with the “I have not the money”—
then set another time, say thirty days.
We can learn a lesson from the
bankers. They loan money to people
that you would be afraid to trust an
account with for the simple reason
that they have been educated to know
that they will have to pay when the
time is up.

| think that the reta’l merchant is
somewhat to blame for the present
credit condition. | believe that we
are laying the grounds for a better
condition; | believe that this asso-
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ciation will be worth untold value to
the com ng generation of hardware
merchants.

Speaking about a definite time for
the payment of an open account |
had an experience this fall which 1
can relate that will illustrate my point.

We have all been up against the
farmer and the feed proposition for
the last two years. A farmer’s wife
came into our store this fall and se-
lected a range. A few days later her
husband came in for the range and
| antic’pated that he would want
some time on it and | was not wrong
He asked me if | could wait until
next May for my money, to which |
replied: “No, Mr. K., but | will give
you sixty days on the stove.” He
said that would do him no good. He
turned around and gave me a check
for my money. He wanted to use my
money to feed his stock. The point
I wish to make is this—that we have
not been dealing with the farmer on
a business basis; we have been let-
ting him make his own terms.

We do not sit down and look the
facts in the face. We all take too
long a chance and trust to luck for
the money. | believe that all local
associations should have some system
of rating the patrons of the town. |
believe that a plan could be worked
out—I know that it is being done in
one town. | believe that all mer-
chants of towns of 2,000 population
and up could well afford to employ a
secretary together with other duties
to keep tab on the people, of their
willingness and ability to pay, and
then supply that information to the
members of that association.

Now comes the problem of collect-
ing that account. | am of the same
opinion of the physician who says it
is easier to prevent diseases than it
is to cure them. Just so with collect-
ing an account. It is much easier
to prevent making a bad debt than it
is to collect one. The very best plan
for collecting is to be careful in mak-
ing accounts, but we all will have
bad and slow accounts if we do a
credit business.

There is one thing of which I dis-
approve, and that is commercial col-
lecting agencies, for | think they are
a snare and a fraud; we have tried
several of them and they have never
collected an account for us that we
could not have collected ourselves if
we had put a little time- on it.

I think we should pay more atten-
tion to the small accounts. Run over
your old accounts and | think you will
find that the loss has been greater
than you would think. | know that
I found that the case with us when
| ran over the accounts we had charg-
ed off our ledger.

We should have regular times for
collecting accounts and adhere to
them. 1 don’t mean that old “All ac-
counts due in thirty days” that is
printed on most of our statements.
Accounts are due when you can get
them. We see everybody whose name
is on our books twice a year. It
does not matter whether it is only
for 10 cents, we go and see them
January 1 and July 1. | have gone
these stated times for twenty-three
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years. We never send a clerk or col-
lector, we do not think it is godd
policy. If you go yourself there are
three things that will be of benefit to
you. The first is—they would pay
you when they would turn down a
clerk. The second is—if there is any
mistake you can correct it satisfac-
torily; and the third is that you come
in contact with the customer on the
outside of your store and you see him
from a different viewpoint and you
may pick up the fact that he is going
to paint or make some other needed
improvement that you can talk to
him about and supply him with ma-
terials when the time comes around.

Now there is another thing that will
keep down long accounts and possibly
loss—that is to have a system of
book-keeping so that the account is at
all times itemized. How many times
have you had a customer come into
your store and say—if you will itemize
my account | will pay it. He goes
out, time goes on and you forget it,
where if you had had it ready you
would have gotten your money—had
the use of it and had more time to
have put on the slow fellow.

Now there is a plan we work which
we find helps us in our collecting the
small accounts, and that is calling
customers’ attention to them when
they come in the store. You do not
have to make them mad. Just to illus-
trate: after a man has done his trad-
ing say something like this to him:
“Mr. A. there is a little account on
the books against you that no doubt
you have forgotten, and as these small
matters escape our notice we thought
perhaps you had overlooked it and
would like to pay it.” 1 have col-
lected many a five dollar account in
that way and when | went out on my
semi-annual rounds | would not have
him and many others to see.

We also use a series of printed let-
ters well worded and have found
them very beneficial.

Now | know that a great many peo-
ple close their accounts by note, but
we are not long in closing an account
by note. Up our way a great many
people have got it in their heads that
when they give their note for an ac-
count, that they have paid the bill.
I can collect an open accoifnt much
easier than | can a note.

There is a thing that we all prac-
tice that we can blame no one for
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but ourselves and that is jumping at
the stranger that comes into our midst
and going to the limit with him in
our credit department, without mak-
ing some enquiry as to his credit
standing from whence he came. |
have a frend in Covington, Tennes-
see, whose hobby is collection, and
he gave a talk before the Tennessee
convention in which he referred to
this class of people as migrators, and
he has a little poem on them that
runs something like this:

Owen Moore left town one day,

Owing more than he could pay,

Owen Moore came back one day

Owing more.

Now there have been many books
written on the subject of collection,
such as “How to start a collection
letter;” “How to cure slow pay;”
“When to resort to law,” and many
more that will all bear reading and
study—but they have all been writ-
ten by credit managers of large
wholesale houses who never did nor
never could get down to the credit
proposition that you and | are up
against. In a way they live in an-
other world; but we can make deduc-
tions from them and work out won-
ders for our good. | think we should
read them with thought and study.

James M. Campbell.

Business Foresight.

A firm of not on dealers in Detroit
had gone out of business via the bank-
ruptcy court, and the attorney for the
principal creditors was going through
the accounts of the concern.

In the back of the safe he came on
a partnership agreement, drawn up
by the two bankrupts when they en-
gaged in commerce and jointly signed
by them. The second clause read as
follows:

“In the event of the failure the prof-
its are to be divided equally.”

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

GORL, KNOTT & CO., Ltd.

Corner Commerce Ave. and Island St.
Grand Rapids, Mich.

The Successful Merchant

Is the one that handles well known brands. For this
reason we carry the following in Underwear and

Hosiery:

Underwear—B. V. D.. Olus, Poros Knit, Lawrence,
Richmond, Cumfy Cut, Setsnug, Etc.

Hosiery—Ipswick, Bear Brand, Rellim Made, Hir-
ner Fashioned Foot. E. P.W., Bachelor’s Friend, Bur-
son, Durham, Chipman Knit, Knoxnit, Etc.

PAUL STEKETEE & SONS

Wholesale Dry Goods

Grand Rapids, Mich.
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Michigan Poultry, Butter and Egg Asso-
cia ,
President—H. L. Williams, Howell.
Vice-President—J. W. Lyons, Jackson.
Secretary and Treasurer—D. A. Bent-
ley, Saginaw.
Executive

Committee—F. A. Johnson,

Detroit; Frank P. Van Buren, Williams-

ton; C. J. Chandler. Detroit.
Plea For National Poultry, Butter
~and Egg Association.
Chicago, March 30.—There is an

ancient saying that man is born to
trouble as the sparks fly upward. If
old King Solomon entered that as a
comﬁlamt—an_d I am credibly inform-
ed that he did—the Interstate Com-
merce Commission of those days
would have been justified in overrul-
ing his protest on the grounds that
any man with 800 wives was not born
to” trouble but went looking for it
But we engaged in the butter, egg and
poultr%/ business have to meet not
only the trouble incidental to the
Broper conduct of our own business
ut also all those that are thrust upon
us by meddlesome and |?:norant poli-
ticians—city, state and Federal. Let
me cite you a few examples. *

New York State has a vicious piece
of class legislation called the Cole
bill. Pennsylvania has a cold stor-
age bill conceived in ignorance and
brought forth in the midst of graft.
Our Ohio friends are now fighting
the Nungesser measure, a bill similar
to the Cole bill in New York. Chi-
cago had to fight the Lawly ordinance
last winter, and we all have had to
take part in the fight against the Mc-
tKeIIar cold storage bill at Washing-
on.

These are some of the troubles we
have to meet, and without organiza-
tion how could we meet them? = Great
credit, therefore, is due to the men
who fathered the National Poultry,
Butter & Egg Association and nursed
it through the days of its swaddling
clothes. = Great credit is likewise due
to those who proceeded farther and
built up around if a complete Federal
system. Certain men, who. evidently
know little of what has been accom-
plished or what is being done, say
our business needs organization. 1
say in reply that, although it has tak-
en years to do it, you have now the
ideal organization made up of the
National Poultry, Butter & Egg As-
sociation with members in thirty-one
different states and ten affiliated as-
sociations. as follows: Ohio Butter,
Egg & Poultry Producers’ Associa-
tion, Michigan” Butter, Egg & Poul-
try Association, Indiana glg & Poul-
try Association, Illinois Poultry &
Egg Shippers’ Associat’on, MisSouri
Assocation Wholesale Dealers Poul-
tr%/J Butter and Eggs, Kansas Car Lot
Shippers’ Association, lowa Wholesale
Egg, Butter & Poultry Dealer’s Asso-
ciation, Minngsota utter, Egg &
Poultry Association, Southern Poultry
& Egg Shippers’ Association, Cana-
dian Producer Association.

Consider a moment and | think you
will agree that this organization has
been well conceived. ~ Furthermore,
the National Poultry, Butter & Egg
Association is recognized as the thor-
oughly representative head and as the
spokesman for our business by the
Railroad General Managers’ Associa-
tion at Chicago, by the various offi-
cial classification committees, by all
the railroads, by the Interstate Com-
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merce Commission and w the Fed-
eral Government at ashington.
Therefore, | say to support the As-
sociation and use it. Every packer
and shnpyoer_ in these great mid-West-
ern producing states—be he carload
or less-than-carload shipper—be he
live poultry or dressed poultry ship-
Eer—should belong to the National
oultry, Butter & Egg Association.
The hopes and aspiration or the trou-
bles of the Indiana and Michigan
shippers may not be identical with
those of thé Kansas, Nebraska or
lowa shippers, but there is some com-
munity of interest or some common
ground to which all can come as to
a rallying point. - One such common
meeting ground is a continued fight
against _illy considered or discrimina-
tory, city, state or Federal legisla-
tion. A" few examples have already
been mentioned.

Another_common ground and the
one that is pressing hardest at the
present time is the attitude of the rail-

roads with their—I may say daily—
freight tariff changes and " rate "in-
creases. | need only mention the

Erie’s 5 per cent, deduction from
your damage claims, and that other
change whereby the railroads operat-
ing east of the” Mississippi and north
of the Ohio no longer provide re-
frigeration for your “butter, poultr
or eggs while in transit. This is ad-
ditional and must be paid for. These
are questions that touch farmer and
consumer as well as the packer, ship-
er and commission merchant, and
he fIPht being made against them
and all others of like character by the
National Poultr?/, Butter & Egg As-
sociation should be backed up by
every affiliated state association and
every_member of the National PouD
try, Butter & Egg Association.
This_entire freight question is_a
most important one. What with
concentration rates in one state and
none in another; carlot and less-than-
carlot rates in states west of the Mis-
sissippi and the same rates for car-
lots and less than carlots in states
east of the Mississippi, there is much
confusion. There is only one solution
—a complete revision ‘and readjust-
ment of freight rates that applx_ to
the commodities we handle. his
question is receiving the careful at-
tention of our Transportation Com-
mittee.

Are there any other reasons why
the National Poultry, Butter & Eggi
Association deserves your support?
call attention to the thlonaldgradln
rules. Every member in good stand-
ing has been provided with this book-
let. Heretofore you have one set of(
rules in Chicago, a different set in
Boston, something else in New_York
and a different standard in Philadel-
hia.  Your eggs may have graded
irst in_Chicago, ordinary current re-
ceipts _in Philadelphia and common
truck in New York. Every shipper in
lowa could pack his eggs in accord-
ance with these standard rules adopt-
ed by the National Poultry, Butter
& Egg Association and many of you
do. Inspectors have been selected for
Boston,  New  York, Philadelphia,
Buffalo, Detroit, Chicago, Omaha and,
should occasion require, they will is-
sue inspection certificates based upon
the identical standard you followed
when packing your car.

Our Transportation Committee is
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Calves, Butter, Eggs and Country Produce.

Geo. L. Collins & Co.

Wholesale Live and Dressed Poultry,

POTATO BAGS

New and second-hand, also bean bags. Soil;
bags. etc. Quick shipments our pride.

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

39 Woodbridge St. West
DETROIT, MICH.

r>1j A C Pea Beans, Red Kidney, Brown Swedish. Send
MJLj/ I X vO us samples of what you have for sale. Write ortele-

. gggge. Always in the market to buy beans, clover

Both Phones 1217 MOSELEY BROTHERS Grand Rapids, Mich.

Endorsed by the Railroads

? e ° fficial Classification Committee of the Transcontinental Railroads has issued the
foliowmg order, effective Feb. 1. requiring the use of a dividing board in egg cases—Yexcept
that when an excelsior packing mat or cushion (made of excelsior covered with paper)
not less than eleven inches square, of uniform thickness and weighing not less than 2%
ounces is used, dividing board will not be required next to eggs at top.”

In the wording of these specifications there is an evident testimonial to Excelsior Egg
Case Cushions in preventing breakage. It means that the experimental stage of these cushions
is passed. They have been tried, tested and now are approved as the best.

ine above illustration shows very plainly just how Excelsior Egg Case Cushions are
used. From this it will at once be seen’that when they are used there is'a great saving °n time
m packing, over the usual manner of distributing loose excelsior at top and hottom of the
crate. This combined with the practically absolute assurance against breakage (one Sit saved
m crate will pay for the packlng?,_puts the egg packing situation into a place whereltls
s~ ce” aneconomy notto use Excelsior Egg Case Cushion and a very distinct economy

They may be used repeatedly with ordinarily careful handlin%l as they are made from

odorless basswood excelsior, evenly distributed throughout the cushion, enclosed in the beS

uality of mamla paper, thus reducing their cost to a minimum. You really can t afford to take
the chances necessary, on other methods of packing. Letus give you prices and samples

Samples and prices can be obtained
from any of the following addresses:

Excelsior Wrapper Co. Grand Rapids, Mich.
Excels_lor Wrapper Co. Sheboygan, Wis.
Excelsior Wrapper Co. 224 West Kinzie St., Chicago, 111

Our Facilities are such that Promptness is our slogan.

The Vinkemulder Company

Jobbers and Shippers of
Everything m

Fruits and Produce
Grand Rapids, Mich.

Michigan Beans and Potatoes

If you are in the market ask for prices.

Bell Phone 14 Farmers Elevator & Produce Co. Bad Axe, Mich
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urging upon each of our members to
specify on his bills of lading what
the shipment is, whether storage pack-
ed extras or firsts or extras or firsts
not storage-packed, because the rail-
roads are interested in these standard
rading rules and our Transportation
ommittee is of the opinion that they
can be used in securing more prompt
settlement of our damage claims
Let me state at this point that the
Executive Committee has now under
advisement the establishment of a
freight_claim department in connec-
tion” with our business manager’s of-
fice. Some claims are filed that have
no merit and because of these the
railroads endeavor to avoid settle-
ment of claims that_have merit. Some
claims are filed without having the
necessary supporting documents at-
tached. ~With our claim department
established, we believe your railroad
claims will be pr_operl%/ presented,
and, with the prestige of the National
Poultry, Butter & Egg Association
back of them, will be promptly paid.
Another point that concerns ever
egg packer in Michigan is the sal-

vage %gg question. refer not to
cracke eggs but to very badly heated
eggs, broken yolked or blood veined.

Two years ago the Government is-
sued a ruling that these eggs could
not be shipped interstate  unless
branded “not intended for food pur-
poses.” Last fall this was followed
up by another ruling to the effect
that theY could not be shipped inter-
state unless denatured with kerosene.
The National Poultry, Butter & Egg
Association claims “that all_this 'Is
wrong; that no egg candler is infall-
ible and that doubtless many eggs
that came under the Government con-
demnation could be used for food pur-
bses either in the form of a dried or
rozen egg. In these days, with the
consuming public in large Eastern
centers (and everywhere else, for that
matter) exclaiming against the high
cost of food products, it is a crime to
destroy something that has a nutri-
tious food value. The Government
is beginning to see its mistake, and
our National Poultry, Butter & Egﬁ
Association is now working out wit
their rpresentatives_a sane and equit-
able solution to this question.

| have stated my case. As pack-
ers and shippers, you are engaged in
a most honorable_calling—that of pre-
paring and packing and conservin
three of our most important foo
roducts. Our troubles are general.

e cannot overcome them except
throulgh concerted, organized effort,
and [ say here and now that every
shipper and packer in Michigan should
take out a membership in the National
Poultry, Butter & Egg Association.

A. D. Mclntyre, Secy.

Not of an Enquiring Turn.

A well-known judge dined recently
at a local hotel, where the man who
takes care of the hats is celebrated for
his memory about the ownership of
headgear.

“How do you know that is my hat?”
the judge asked, as his silk hat was
presented to him.

“I don’t know it, sir,” said the man.
“Then why do you give it to me?”
insisted the bewildered judge.

“Because you gave it to me, sir,”
replied the man, without moving a
muscle of his face.

New Farming.

“Farm products cost more than they
used to.”

“Yes,” replied the farmer. “When
a farmer is supposed to know the bo-
tanical name of what he’s raisin’ an’
the zoological name of the insect that
eats it, and the chemical name of what
will kill it, somebody’s got to pay.”
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Keep Calm; It’s a Secret of Strength.
W ritten for the Tradesman.

In an age when individual mental
traits were supposed to have been
gratuitously conferred upon men from
sources without, an equable temper
was regarded as one of the choicest
gifts of the gods.

Naturally so, for equableness of
temper was closely associated with
masterfulness. It was easily seen that
the man who could keep cool when
those about him were agitated and
excited, was the man who could most
readily take charge of the affairs in
hand and do what the exigencies of
the situation seemed to require.

Effective and timely action; or to
use an overworked phrase of the day
—efficiency—depends on good judg-
ment; and good judgment requires a
cool head. Where the feelings are
too deeply stirred—our likes, dislikes,
fears, doubts, anxieties, etc.— false
valuations are apt to be made, and
wrong decisions rendered. That’s the
reason the man who “swears to his
own hurt,” and stands by it (as the
consistent man will) often wishes he
had thought the matter over a bit
more calmly before he took the first
jump.

First impressions come quickly, and
it’s the easiest thing in the world to
act upon them; but it’s generally a
foolish thing to do. Merchants, and
all others who serve the public, owe it
to themselves and their position to
cultivate a calm and equable temper.
And for some men this is an extreme-
ly difficult thing to do—a tedious pro-
cess of repression and self-discipline.

Hasty words—harsh, cutting words

are easily spoken, and the speaking
of them frequently affords a momen-
tary satisfaction; but once spoken,
cannot be recalled, and the sting and
injury thereof ofttimes goes far be-
yond the mark and inflicts a lasting
hurt. As a general rule they had far
better be left unsaid. Especially if
one is a dealer he must learn to curb
his tongue.

“But some people are so unreason-
able,” protests our peppery friend,
“it’s positively against nature not to
say what one thinks sometimes.” Well
even so, you gain in the long run by
thinking clamly and speaking dispas-
sionately; and do not forget that a
little explanation always goes far and
does much towards placating an irate
customer.

Nine-tenths of the difficulties be-
tween individuls, corporations, fac-
tions, clans and nations are due to
misunderstandings. Generally there
is right and wrong on both sides. And
always it is better to adjust such dif-
ferences peaceably. Calm discussion
is far better than quarrels; arbitration
beats a personal encounter. If we
would only take a little more time to
define our metes and bounds, outline
our respective duties and obligations,
and succinctly specify the rules of the
game by which we are willing to abide

disputes, brawls, litigation and war
would soon disappear and universal
good will would prevail.

This situation is Utopian, to be
sure, and isn’t going to be realized in a
single generation; but the general
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trend is undoubtedly in that direction.
And that in spite of the fact that the'
war now on in Europe is the most
colossal conflict in all history. The
world is irresistibly moving towards
a day of universal brotherhood and
fair dealing.

In the meantime every man of
peaceable inclinations and inborn im-
pulses towards social justice and fair
play is going to receive his reward.
And it will be substantial enough to
make it worth while. Whatever his
work or province in the workaday
world, he’ll have a host of friends and
well-wishers; and if he’s a merchant,
he’ll be deservedly popular- with a
large and growing constituency.

Frank Fenwick.

Because a Federal inspector had
some knowledge of natural history he
was able to make a big seizure the
other day. Five barrels of live snap-
ping turtles arrived at St. Louis’ union
station, being consigned to various
restaurants. The Federal inspector
noticed the barrels were filled in with
ice and he also knew that no turtles
will eat ice or stay on it or near it
from choice. Therefore he investigat-
ed and in the bottom of the barrel
eighty-seven wild ducks, bound and
gagged, were revealed. It happened to
be the closed season on migratory
birds and so the ducks migrated no
further and St. Louisians will not
have an opportunity to indulge in wild
duck. The inspector was as pleased
over his discovery as the turtles were
to get into a warmer climate.

Veke Qut Your Bills

THE EASIEST WAY

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

Barlow Bros., Grand Rapids, Mich.

Watson-Higgins Milling Co.
Merchant Millers

Grand Rapids Michigan

AS SURE AS THE
SUN RISES

Voigt's
CRESCENT
FLOUR

Makes Best Bread
and Pastry

Satisfy and Multiply
Flour Trade with
“Purity Patent” Flour

Graad Rapids Grain It MiUinr Co.
Grand Rapids, Mich.
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Michigan People Want Michigan Product*

Dandelion Vegetable Butter Color

A perfectly Pure Vegetable Butter
Colorand one that complies with the
Pure food laws of every State and of
he United States.

Manufactured by Wells & Richardson Co.
Burlington, Vt.

Rea & Witzig

PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

Liberal shipments of Live and
Dressed Poultry wanted, and good
prices are being obtained. Fresh
?%%Sé in good demand at quota-

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

Send for our weekly price cur-
{_ent or wire for special quota-
ions.

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

Are Your
N et Profits
Satisfactory?

Probably not, if you
are like nine out of ten
merchants.

Your trouble prob-
ably is (1) you have too
much of some items; (2)
not enough items.

If you will buy the
"many lines in one bill”
offered by our monthly
catalogue of General
Merchandise, you easily
can apply the remedy.

Butler Brothers

Exclusive Wholesalers ot
General Merchandise

New York Chicago

St. Louis  Minneapolis
Dallas
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Household Expense Accounts From
Behind the Scenes.
W ritten for the Tradesman.

“We dealers, whether we wish to
or not, learn a great many family
secrets,” remarked the old grocer to
his friend and crony who had drop-
ped in for an afternoon’s chat. “We
know why some men who receive
good salaries have their noses held to
the grindstone all their lives; and we
see just why it is that some others,
while not earning nearly so much
money, put by a little something in
the bank every week.

“l run two stores you know—this
one where | stay most of the time
myself and the other over near Shady-
side Park. This is cash and on the
basket plan—over there | give credit
to all good-paying customers and de-
liver the goods.

“As a rule there is a great differ-
ence between the woman who pays
cash down and the one who buys
on tick. The latter only thinks of
what she wants. What it will cost
when she comes to pay doesn’t seem
to enter into her calculations. She
goes to her telephone and tells us
what to bring—many never take the
trouble to come to the store and see
how they could buy to the best ad-
vantage. Sometimes, when the bill
runs unusually heavy, there is a little
grumbling because ‘it costs so much
to live.” Rarely, however, is the les-
son learned. The old system of buy-
ing as fancy may dictate and without
much regard to price, usually is con-
tinued from week to week and from
month to month, once a family gets in
the habit of it. Credit and delivery
drive many a grocery man to the
wall— he trusts out his goods to
people who can’t or wont pay. And
credit and delivery, when the grocer
is wise enough to trust only those
who do pay, go a great way in keep-
ing many an honest, hard-working
man poor all his days.

“Cash buyers are different. They
shop around and go where they can
get the most for their money. It
is far harder to hold their trade. Some
families | know live on ‘specials.’
If | offer a 15 cent item for 11 cents
to-day, they are sure to be in and buy
enough (if it is something that will
keep) to last until they can buy again
somewhere at a reduction. They keep
watch of half a dozen places and buy
the bargains from all of them. Some
very well-to-do families in this city
have but few of their supplies deliv-
ered. They go in their autos and
pick up the cream of the specials.

“But no one, not even the greatest
bargain hunter of them all, is get-
ting ,the food she buys very cheap

nowadays. We grocers are not mak-
ing high profits. On the contrary,
we put out the great bulk of our
goods on close margins. But the cost
of raw materials is high, and besides,
what cuts more of a figure in many
items, people have gotten into the
way of using foods that are expensive-
ly prepared.

All these sealed packages cost
money, and the ultimate consumer
must pay the price. Most remark-
able changes have taken place dur-
ing the last thirty years. People
have become fastidious to a degree.
They must have neatness and clean-
liness, absolute and indisputable.
Things must be pure and sanitary.
People will no longer stand for the
dirty-disease-distributing manner of
handling eatables in bulk that prevail-
ed in the times of their fathers and
grandfathers. Bread must be wrap-
ped before it leaves the bakery. But-
ter, which of old was dug out of a
jar or firkin or cut from an open
roll, now is encased in a double pack-
age. Undeniably all this catering to
fastidious standards adds to the price.

Then this living out of a paper
sack,” so much in vogue with the
present generation, is expensive. Edi-
bles are bought in small quantities,
and the nearer they are ready to serve
when they leave the store, the bet-
ter they sell. | think nine-tenths of
my customers buy their bread. Flour
is high but baker’s bread is higher.
The canneries and the bakeries and
the people who put up all the vari-
ous kinds of ready-to-eat foods do not
work for nothing.

“l have one customer whom I
th nk of, Mrs. Brooks, who provisions
her family of six with a surprisingly
small expenditure of money, consid-
ering the high prices now prevailing.
Mrs. Brooks is not so inveterate a bar-
gain hunter as some are, but she is
a shrewd student of values.  She
plans her meals days ahead. What
is cooked fresh for dinner one day
will be warmed over the next. She
bakes her own bread. She says that
even after adding the price of the
gas for baking, it costs considerably
less than the baker’s product, and af-
fords much more sustenance. She
makes excellent bread—doesn’t have
to throw away a good share of it as
so many do if they attempt to make
their own bread. (By the way, the
garbage gatherers could tell why the
bills of some families run high.) Mrs.
Brooks buys in larger quantities than
most and prepares almost everything
herself—gets but little of the ready
cooked things and those not of the
expensive kinds.  She sets a good
table for a little money, compara-

TRADESMA N

tively speaking. But she is an ex-
ception. To look and plan ahead and
be really frugal and saving, a woman
has to be a little odd nowadays. It
is in the air to be extravagant and to
want to get up every meal in the
shortest possible time and with the
least amount of labor and trouble.
“In  striking contrast to Mrs.
Brooks is Mrs. Mason, one of my
customers at the other store. Mr.
Mason’s wages are not very high
now. He is a middle-aged man and
not overstrong at best, so it is doubt-
ful whether he can hold much longer
even so good a place as he has at
present. They have always lived from
hand to mouth and have nothing laid
by. They have two little girls.
“Mrs. Mason is a strong, healthy
woman and puts in her time doing
her housework. There certa'nly is
urgent necessity for using most care-
ful economy. They ought to be put-
ting by every dollar possible for the
rainy day that may be very close at
hand. But it simply isn't in her to
do it. | dare say her grocery bill
runs half more than Mrs. Brooks’
would for the same number in family.
The Masons are among my best cus-
tomers for baked goods and all kinds
of ready-cooked things. ‘It’s only
10 cents,” or ‘only 15 cents—it does
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not pay to bother to fix it myself.’
is a remark often on Mrs. Mason’s
lips.

“l don’t know that she is to blame
She is simply following the tendencies
of the times—caught in the current
as it were.

“By the way, | notice that ‘It’s only
a nickel” or ‘It’s only a dime’ is a
hackneyed excuse for countless small
extravagances—among cash  buyers
as well as credit. When an item costs
50 cents or even 25 cents, people who
make any pretensions to economy
pause a moment to consider the value
they are securing. But if an article
can be had for 5 cents or 10 cents
most do not stop to think how high
a price they may be paying for a tiny
amount.  Nickels make mickles and
it is the oft-repeated small extrava-
gance that keeps many families poor.”

Quillo.

Many a man has taken a hand in
politics and then put his foot in it.
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Using the Sense of Display

N a little store at Gardner, Mass., a grocer has
demonstrated the value of displaying National

Biscuit Company products.

His whole space is eight

feet wide by ten feet deep and.seven feet high.

Not very long ago he put in his first stock of National

Biscuit Company goods.

It cost him $15. He placed

this stock so that his customers couldn’t fail to see the
famous In-er-seal Trade Mark packages and the next

month he purchased a $50 stock.
His sales are steadily increasing.

cracker department.

He pushes his

This is an instance of what one live grocer can do
even in cramped quarters by using good display to call
the notice of his customers to nationally advertised

goods.

NATIONAL BISCUIT COMPANY

"
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Strong, Battle
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Creek.
nVice—President—Fred F. lIreland, Beld-

ing
itSecretary—Arthur J. Scott, Marine
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Treasurer—W illiam Moore, Detroit.

Desirable April Business for Hard-
ware Dealers.
W ritten for the Tradesman.

The advent of April, and genuine
spring weather, makes a display of
housecleaning  goods  particularly
timely. Some housewives will prob-
ably have commenced their house
cleaning already, others may let it
dawdle along until the middle or end
of May; but the merchant who wants
the business is well advised to bid
for it now, just before the house
cleaning wave starts upward to the
crest. The window display must, to
achieve the biggest results, anticipate
the great demand, instead of running
concurrent with it. The housewife
who, having conceived the idea of
house cleaning without assistance,
goes to purchase incidentals, will p'ck
and choose where she likes; but the
housewife who gets busy with brushes
and brooms as a result of your win-
dow suggestion will naturally turn to
you when she makes her purchases.

More than that, the woman who
lakes time to plan ahead will prob-
ably buy house cleaning incidentals
more liberally than the woman who,
through lack of outside suggestion,
puts off her house cleaning until the
last hour of act.

Right here a hint is worth while.
It is the new lines that should be fea-

tured. Scrubbing brushes, for in-
stance, need no introduction. Play
up the vacuum cleaner, however.

Probably it will be worth while to
run two successive displays, or even
more. For instance, the actual house
cleaning window would include
brushes of all sorts, window cleaners,
wall dusters, dustless mops, common
mops, step ladders, pails, carpet
sweepers—and so forth. A little later
a laundry window will be timely—
showing, if you like, an entire out-
fit at work—washing machine, wring-
er, washboard, ironing board, tubs,
irons, and all the incidentals which
go toward lightening the burden of
wash day.

With house cleaning comes the in-
evitable demand for new and labor
saving equipment. The housewife,
after tearing everything from its
foundation, feels tired, and appre-
ciates the prospect of cutting down
her daily work to an irreducible min-
imum. Hence, right after the house
cleaning spasm is the time to push
all sorts of labor saving devices, from

the electric vacuum cleaner down. In
your window display and newspaper
space talk labor saving. The mod-
ern demand is for household efficien-
cy, and the hardware dealer who takes
that as his cue is going to make some
good sales.

Incidentally, nothing saves the
housewife so much .needless work as
a complete Kkitchen equipment. The
kitchen which is supplied with every
needful utensil is a lot easier to run
than the kitchen where a few badly
worn graniteware dishes do duty for
every purpose. Right here is the time
and place to push the sale of aluminum
ware. And don’t be content with the
sale of one or two small aluminum
articles. Make them a starter toward
the “aluminum kitchen” which is the
unrealized ideal of a good many eco-
nomical housewives.

With the turning of the house up-
side down, the housewife realizes as
she never did before the need of a
new range. Here are two opportuni-
ties for the hardware dealer. First,
he can sell a new range—one that
won't get cranky in the heat of sum-
mer when a cranky range is most
particularly obnoxious. And, second,
he can push the sale of electrical
cook'ng devices, such as toasters, cof-
fee percolators, chafing dishes, etc.,
which in the very hot weather will
do all the needful cooking and render
a range unnecessary. The hardware
dealer will sell both, where there is
electric current available. ~ Where
there isn’t he can place a gas range.

Gas ranges, in April, will pay for
pushing. Give them a good display,
and a demonstration. One merchant
put a couple of gas ranges in the
window, connected them up, and kept
them lighted in the evening with a
kettle boiling on top. Simultaneously,
he advertised them in the newspapers.
The combination started a good trade
in ranges where, previously, gas
ranges had hardly been pushed. A
thoroughgoing demonstration of such
lines is always good business.

Moving time, coming in April and
May, is the time to push stove sales,
and, more particularly, range sales.
Moving generally involves the pur-
chase of a great deal of new furniture
and equipment; and the hardware
dealer who makes it a point to get
quickly into touch with families mov-
ing and get them interested in a new
range stands a good chance of doing
business. Often the objection is rais-
ed that moving expenses makeCthe
purchase of a range impossible. To
such prospects, the offer to take pay-
ment on a time basis will generally
prove a clincher. Of course, the
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shrewd merchant will guard himself
against undesirable customers.

Gardening tools and seeds are also
timely, following the breaking up of
winter weather. Here, too, the dis-
play and the advertising must antici-
pate the demand. The merchant who
gets his customers thinking about gar-
dening about two or three weeks
ahead of the time for turning the first
sod will sell a great deal more than
the merchant who waits until they call
to make their purchases. Gardening
schemes are apt to be considerably
amplified by household discussion;
the gardening fever is one which, giv-
en a little time, grows rapidly. Gar-
dening tools, brightened by the col-
ored posters furnished by seed firms
and with an added touch of green,
make attractive window displays. One
window artist covered the bottom of
his window with sod, in which the
grass was just coming back to life.
A little incidental like this gives a
display an added touch that mere in-
genuity of arrangement can’t accom-
plish. Or, seed can be planted in shal-
low boxes—corn, for instance—and
used to help out the display.

Sporting goods will soon be time-
ly once more, and here, again, comes
the need on the merchant’s part of
anticipating the demand. The vari-
ous athletic organizations will be get-
ting busy; the merchant who makes
it a point to cater to this demand
and appeal to it a little ahead of time
will secure the trade. The baseball
enthusiast is always in a rush for
bats, balls and gloves; it is the man
with the goods, and not the man who
has them merely “on order” who does
business. The angler, too, will be
getting ready for his spring exploits;
and it is not too early for the hard-
ware dealer to take orders for tents,
and camping goods of all sorts, to
be delivered later.

Of course, in every hardware store
the paint department will at this sea-
son cut a large figure. As with build-
ers’ hardware, this is a class of trade
which it will pay the merchant to go
after. An energetic follow up cam-
paign of printed matter, backed by
displays and helped out by personal
canvassing, is needed to produce the
best results.

One word more: Get busy. Don’t
be scared by conditions that are large-
ly a product of the imagination. The
man who makes the best showing un-
der adverse conditions is the man
who stands up and fights right from
the drop of the hat. There is lots
of business to be done right now.
Get after it. William Edward Park.

REYNOLDS SHINGLES

Guaranteed for 10
years

H. M. Reynolds
Asphalt Shingle Co.
Grand Rapids, Mich.

AWNINGS

Our specialty is AWNINGS FOR STORES AND
RESIDENCES. W e make common pull-up, chain
and cog-gear roller awnings.
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Mutual Relations of Manufacturer and
Retailer.

Take the question of lasts and pat-
terns as applied to new styles. It re-
quires ninety pairs of patterns, one
pair to a set, six widths. There are
in a woman’s ordinary ¢4 seamless
button boot, about eleven pieces to
the pair, which means that 990 pieces
are needed to give you one set on
any one style.

It isn’t so much the expense of 990
pieces, as that you can not turn them
out at a moment’s notice. The great-
er part of the expense comes in get-
ting the sample pattern, or model
drafted up, the lines and measure-
ments right, and the pattern made so
that it will fit the last economically
and well.

All this takes time and money be-
cause these trials, to be properly
made, should be tested—the shoes fit-
ted on someone’s foot—to be sure
they are- “O. K.” and changed if
necessary. No manufacturer takes a
chance nowadays unless he has first
tried out the fitting qualities of his
lasts and patterns. After this is done,
he has the patterns made. In the
meantime your order is being held up
waiting for the tools to work with.
This is far more necessary to do,
consumes more time, and money, than
formerly. With fabrics of all kinds,
and so many women’s shoes being
made from a “novelty” point of view,
the consumption of time is far greater
than you realize, and the various un-
expected delays in getting materials,
etc., more numerous than they were.

In addition, it costs more money to
manufacture these shoes, because our
employes can not turn out in the
same given space, or number of hours,
per day, as many pairs of novelties
as they can of more staple goods.
The millinery proposition is a breed-
er of small lots—a few pair of ‘a
kind on a width—which are always
more expensive to manufacture than
the larger lots. All this adds to the
cost, and will eventually be figured
in, although 1 doubt very much if last
season many manufacturers figured as
much as they ought to have for the
extra cost of making fancy shoes.

Every factory, as an illustration,
has in the fitting room a few opera-
tives who can stitch and do almost
anything, but no factory has in its
stitching room a sufficient number of

such operatives to turn out large
quantities of fancy things. They
.havent been trained to do it. They

are not broken in. What they might
be doing to-day, three months from
now will be out of use, and they
either quit or shift to some other
line of work.

MICHIGAN

It is the changes going on, particu-
larly in stitching rooms, which are
slowly but surely adding to the cost
of manufacturing shoes. Every sea-
son you turn your stitching room over
completely, upset the system, and
start over again. There are many
operations entering into the making
of boots which do not appear when
making low cuts, and vice-versa. The
problem is to have your stitching
room so well balanced that you can
take a reasonable amount and put
them through without blocking your
room all up. The manufacturer has
very little to say about this, in that
he has no control over what you, as
retailers, will buy as to style of pat-
terns, etc. You may buy fifty times
as much of some one thing as of
another. Perhaps no one can explain
the reason why you do it, but the
shoe manufacturer finds it out when
it gets to him and he has to struggle
with the problem.

Then, again, there is the question
of materials. Prior to the war, most
fabrics for tops, such as worsteds in
the better grades, were made in Bel-
gium, Germany or England. We had
been importing direct the bulk of what
we used. When the war broke out
we had three weeks’ supply of black
worsteds in our factory, four weeks’
supply on order, and an option on
two or three months’ more. In other
words, we were in good condition.
We were receiving shipments about
as fast as we could conveniently use
the goods. We have never heard
from the four weeks’ supply on order
and we don’t .know whether it is at
the bottom of the sea, or whether or
not the mill is still standing. It had
not been customary to manufacture
the better grades of these fabrics in
this country to any extent. It was
only a short time before the supply
in the hands of commission merchants
and shoe manufacturers was nearly
consumed, so we had to get Ameri-
can manufacturers interested in the
problem of making cloths for wom-
en’s shoe tops. They finally got to
going, but about this time the craze
for fawn and gray cloth tops broke
loose. Did. anybody see it coming?
Has anybody discovered where it
came from? Certainly no one was
prepared for such an avalanche! The
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result was that all kinds of cloths
were put on the market. Every lot
of supposedly one shade had a differ-
ent tint—and still the manufacturer
was expected to deliver all these goods
quickly (notwithstanding it takes two
to three weeks to dye the cloth the
shade you want, after you get the
cloth in the gray or ecru)—and al-
ways have the color just right. He
got Hail Columbia from his custom-
ers if he didn’t. They did not realize,
or appreciate, what the manufacturer
was up against.

Returned Merchandise.

One of your troubles is brought
about by cut-price sales and sample
shoe stores, some of which the re-
ta’lers are responsible for. Some
dealers order more goods than they
are justified in buying at a time, and
for one reason or another return
merchandise too freely, which is un-
fair to the manufacturer, and causes
him great loss, as he must dispose
of the shoes to somebody. Nobody
ever heard of a dealer paying 100 per
cent, on the dollar for floor goods; he
would be examined as to his sanity if
he did. He expects to buy floor goods
at a cut price, saying to himself, “He
has them to sell, why pay much for
them,” and as the manufacturer has
no other way out, he sells them, takes
the loss, keeps the job lot sales sup-
plied, and hurts you. Sooner or later
he is bound to recognize this item and
charge it to expense of operating. The
return of considerable of this mer-
chandise is unfair and unprofitable.
Almost every dealer could sell it, if
so disposed, at a fair retail profit in-
stead of throwing it back on the hands
of the manufacturers.

Strive to Give Fair Average Value.

To give you an illustration of how
the manufacturer looks at it, | will
cite an instance that occurred when |
was traveling on the road for my
former chief. We were selling at the
t me a concern not very far from here.
While the oldest brother bought the
goods (and, as | remember it, there
were seven brothers)—all seven of
them had a “look-in.” Any manufac-
turer knows that is a desperate job—
to please seven buyers. Once or
twice | remonstrated with Mr. Plant
regarding the account and told him
it was a heart-breaking, nerve rack-
ing task, and | couldnt see where it
was really worth while. He said: “I
like accounts like that. They are hard
to get. When you have them, they
are tough for the other fellow to take
away from you. They are fair mer-
chants and only expect what they
buy, but they give you Hail Columbia
if what you send isn’t up to their ex-
pectations. But they never send any-
thing back; they keep the goods and
pay for them. |If they don’t like your
merchandise they will drop you, and
it will be hard to get back in, but they
don’t return shoes. Consequently it
is up to you to deliver merchandise
that is fair average value for the
money, and as long as you do that,
you need have no fear of a big loss
on merchandise returned. They won't
send it back—they will keep it any-
way.”

In a business of the magnitude of

MICHIGAN

ours—approximately eight millions
per annum—if our customers were to
return 3 per cent, of the merchandise
we ship it would total about $240,000
worth, which would have to be sold
at approximately 25 to 30 per cent, off;
in other words, it would mean a loss
of $60,000 to $75,000 per annum with-
out any effort. Three per cent, re-
turns would probably not seem very
large to the average retailer—it’s only
$30 out of $1,000—but if you buy
$1,000 worth of shoes, and the manu-
facturers make 5 per cent., or $50, on
the transaction, he is satisfied. It
doesn’t take many returned shoes,
either pairs or dollars’ worth, to con-
sume all the profit he made, and he,
in turn, if he is-to live, must pass it
out to the retailer.

At the present time retailers are
selling 60 per cent, of their merchan-
dise for women from “sh’ny” leather.
When they buy it they know it is not
dependable. When they sell it, they
may tell the purchaser so, but never-
theless, a large percentage comes
back from their customers, who find
fault and complain because the shoes
crack, check or peel. At times the
retailer gives the woman a new pa'r
and tries to pass it back to the factory.

The Fad of the Moment.

Why does he sell so many? Sim-
ply because patent leather is the fad
of the moment—the easiest selling
thing in his store—and he hands it
out to his customer on the basis of
getting her money and being quickly
rid of her, so his clerk may have time
to wait on another customer. He ex-
pects a come-back when she wears the
shoes—and he gets it. That makes
him unhappy, his manufacturer un-
happy, and the woman who bought
the shoes unhappy. Still he doesn’t
seem to do anything to help his own
condition by making an effort to push
some other kind of material which is
more dependable. You can no more
build up a successful, growing busi-
ness on “shiny” leather than you can
fly!

General Business Conditions.

Business, as we all know, has been
slacking off for upwards of two years.
In 1914 we manufactured 350,000 pairs
less than in 1913 (which was the
largest year in our history), and this
decrease can not all be attributed to
the European war. Business, from a
factory point of view, has been falling
off for some time. The Mexican sit-
uation cost our concern 75,000 pairs in
1914, which we made the year before
—due to the “Watchful Waiting” pol-
icy. They are still waiting; what for,
nobody knows! The balance of the
falling off in the latter part of the
year was due in part to the European
war, but the slackness had been going
on for some months prior thereto,
and was largely due to the fact that
the purchasing power of the people
had been curtailed—they didnt have
the money.

(To be continued next week.)

Their Difficulty.
Customer of Bank—I
depositors are falling off.
Cashier—Yes, they can’t keep a bal-

ance.

hear your
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Who Gets the Second Pair?

It isthe repeat sales that
make a shoe profitable
to stock. It is the repeat
sales that make

Rouge
Rex
Shoes

desirable with the re-
tailer.

We are tanningour own leather, and every foot is tanned with service to the ultimate
consumer in mind e is the man who must be pleased if you. Mr. Retailer, are to profit by
handling the shoes. Then, every operation in the shoe making is to the same end: good soles
good insoles, good counters, first quality thread, proper lasting. They are made to satisfy, an
11.is the, satisfied custo erwho_buyﬁthe second and the third and fourth pairs of the same
Kina. KUU@I!I Kisa shoes bring'the continued sales.

We solicit your orders. Send for our new catalogue just off the press

HIRTH-KRAUSE COMPANY

Hide to Shoe
Tanners and Shoe Manufacturers

Grand Rapids, Michigan

PEOPLE who want QUALITY will seek the store that offers
n QUALITY merchandise and there become permanent cus-
tomers. Competitors cannot draw them away unless it is
done with better merchandise and service.

In footwear for men and boys the

Bertsch and H. B. Hard Pan

Lines are Supreme

They are QUALITY lines that have become justly known
because of their style and wear resisting features.

Moreover BERTSCH and H. B. HARD PAN shoes fit.
They are built over sensible, roomy lasts of sufficient variety
to insure an absolute fit for every kind of foot.

That is one reason dealers like so much to sell them.
Another reason is that they are absolutely sure when they
talk BERTSCH and H. B. HARD PAN shoes that in every case
the service given by the shoes will justify their arguments

and make a permanent customer for their store.

Samples or salesmen on request.

THEY WEAR LIKE IRON

Herold-Bertsch Shoe Co.

Manufacturers of Serviceable Footwear
GRAND RAPIDS, MICH.
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Grand Council of Michigan U. C. T.
na(\E’rand Counselor—M. S. Brown, Sagi-

Grand Junior_ Counselor—W. S. Law-
ton, Grand Rapids.
Grand Past Counselor—E. A. Welch,

Kalamazoo.

Grand Secretary—Fred C. Richter,
Traverse City.

Grand Treasurer—W. J. Devereaux,
Port Huron.

Grand Conductor—Fred J. Moutier,
Detroit.

Grand Page—John A. Hach, Jr., Cold-
water.

FIGrtand Sentinel—W. Scott Kendricks,
int.

Grand Executive Committee—E. A.
Dibble, Hillsdale; Angus G. McEachron,
Detroit; James E. Burtless, Marquette;
L. N. Thompkins, Jackson.

; Next Grand Council Meeting—Lansing,
une.

Michigan Division T. P. A.
President—Fred H. Locke.
First Vice-President—C. M.
Second Vice-President—H. C. Cornelius.

Emerson.

Secretary and Treasurer—Clyde E.
Brown.

Board of Directors—Chas. E. York, J.
W. Putnam, A. B. Allport. D. G. Mc-
Laren, W. E. Crowell, alter H. Brooks,

W. A. Hatcher.

Traveling Man’s Opinion on Wom-
an Suffrage.

“l am a traveling man,” he began,
“and | travel around this State quite
a bit, and | tell you that the most
popular topic of conversation in Mich-
igan to-day is woman suffrage. It
wasn’t so very long ago that any
one talking about giving votes to
women would have been laughed at,
but now, in trains, in hotels, on the
street, in business offices, the subject
keeps coming up, and every one has
something to say on it.

*Sometimes | argue for it, and
sometimes | argue against it. and |
almost think it is more fun to pose
as an anti. The more people who
go around talking about woman’s
place being in the home when they
know perfectly well that it isn’t every
woman who has a home to stay in,
and that it would be mighty hard for
the men if their daughters and their
cousins and their nieces took this ad-
vice seriously and insisted on stay-
ing home and being supported, the
better it is for the cause. | think
I've converted more men to woman
suffrage by posing as an anti than |
have in any other way.”

Perhaps it is because these men
whose business leads them from one
part of the country to another and
who find themselves disenfranchised
because of it are in something in the
same position as women that rtiany
of them are ardent supporters of
woman suffrage.

The visitor went on with his sub-
ject:

“l am not saying what women will
do with the vote after they get it. |
am no prophet, and | haven’t any
second sight. When | argue for suf-
frage | try to keep away from points
I don’t know anything about. It

doesn’t seem to me you can even
argue for votes for women by what
they have accomplished in the twelve
states where they have suffrage. Every
state has its own problems different
from every other state. What has
been accomplished in one has not in
another. You cant say, for instance
that because six suffrage states have
gone ‘dry’ it is a sure sign that Mich-
igan will go diy if the women get
the right to vote. There are a good
many things which have to be taken
into consideration in showing why
prohibition is a fact in these six
states. The woman’s vote may have
been a factor in bringing it about,
but if so, it wasn’t the only one. Equal
suffrage and prohibition are two en-
tirely separate subjects and are not
to be confused.

In the same way Michigan and
Colorado are two very different pro-
positions, and it isn’t logical to argue
from what Colorado women have
done to what Michigan women will
do. It is safer to stick to the general
fact that in the twelve suffrage states
there is no organized movement for
taking away the right of -franchise
from women. If it had been a fail-
ure wouldn’t there have been some
such movement? Instead of that, we
see one state after another follow-
ing the example of its neighbor and
enfranchising its women. It says,
‘Imitation is the sincerest flattery’ on
some suffrage maps | have seen,
showing about one-half of the coun-
try solid white, where women have
the vote, and that map is one of the
best arguments there could be.”

It is rumored that a plot has been
discovered which was to corner the
supplies of belladonna, an Austrian-
German drug product used mainly for
eye remedies. A speculator is re-
ported to have purchased some 3,000
pounds of the drug, sent from Aus-
tria at various time, and is said to be
holding the belladonna for not less
than $8 a pound for the root, and $10
a pound for the leaf. Wholesale drug
houes have been selling belladonna
leaves and root at $1.25 per pound,
but the supply is growing scarce. The
United States uses about 50 tons of
belladonna annually.

Accord’ng to Maeterlinck, those
who strive to move forward for the
sake of humanity need not concern
themselves overmuch with a fear lest
they proceed too fast; because at
every crossroad there stand 10,000
men to oppose the advance of every
radical.

If you think you can’t do a thing
-well, you know the answer.
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Some Salesmen | Have Met.

John Benton was a shrewd, courte-
ous business man of the old school.
| greatly admired him, for no mat-
ter how busy he was, there was al-
ways time to receive me, hear my
story and pass on it. |If affairs were
not pressing, there was even a
moment for gossip or a characteris-
tic piece of philosophy wrung from
the experience of years of buying for
a store that prospered. I-learned that
he was just as pleasant with all the
salesmen he met. One day | asked
him why.

“Because they are fish, fowl and
good red herring to me,” was his re-
ply. “And,” he continued, “they
have taught me a great deal of what
little 1 know. It pays to be good
to them. They are the loose-leaf
encyclopedias of every trade. They
are a regular Union Station throng
that passes in and out of this office
from one train to another; some good,
a few bad, but all with information
that | want.”

Right across the street from John
Benton’s store a crabbed, tight-fist-
ed type of human being did business,
whose name was Black, Asa Black,
son of Jonas Black, who had started
the store, and died years after, leav-
ing all that had ever been earned
to his icicle son. It was like a cold
plunge to pass from the pleasant at-
mosphere of John Benton’s inside
room, to Asa Black’s outer office to
wait until his cringing book-keeper
had passed my card and returned to
say that, “Mr. Black is very busy
to-day but will see you presently.”
Many a time | have waited for that
“presently” to be over looking through
the cheap glass-panelled door at Asa
Black while he went through the mo-
tions of doing important things until
such time had passed as he felt should
elapse to “put the fear of God” into
my soul, when his churlish “come in”
would be uttered. And by and by, |
got to know Asa Black, to forget that
he had a book-keeper, or that there
was a cheap glass door, and | asked
him “Why?”

“Why dont | give more time to
salesmen? Because they take up my
valuable minutes. | never learn any-
thing from them. They are a lying,
incompetent set of do-nothings, wast-
ing my time and my book-keeper’s
with silly tales, and always asking me
more money for what they have to
sell than | can buy at the market.
They’re a discourteous lot of upstarts
that never ought to be allowed to
represent honest concerns on the
road. Not one in a hundred of ’em
ever makes any money for me.”

There they were, Benton and Black,
as opposite as daylight and darkness;
the one broad-minded, polite, shrewd,
candid, successful—the other bigoted,
selfish, grasping, dishonest and a fail-
ure. A failure?  Certainly. His
whole goal was money, nothing else.
Knowledge, wisdom, friends, what
were they? All the knowledge he
wanted was that of the fox; all the
wisdom, the ability to sidestep a busi-
ness morass, while'friends were the
invention of the devil.

I remember that the men on the

March 31, 1915

road who knew both Benton and
Black used to speculate as to wheth-
er one had any enemies or the other
any friends.

John Benton was right. It does pay
to be good to a salesman, for he is
the embryonic merchant of a later
day, the “inside man,” the man you
wish to trade with if you can. The
John Bentons, when they come to
town, are never allowed to cool their
heels until Mr. Merchantman is at
l.berty; John Benton is more than
welcome and the boss himself tells
him so at the office gate.

Harry H. Blunt.

The lIdeal Salesman of the Day.

It was the fashion at one time to
hand out a cigar the moment one
passed over the* office threshold, to
entertain a customer whenever he
came to town, and such approaches
to a cheerful atmosphere have not by
any means gone by, nor should 1 like
to see them, provided there is real
friendship behind the courtesies. It
is when men come in on you, abrupt-
ly, with a demand for entertainment
that the friendly zest goes from the
game of business and a catch as catch
can sort of encounter takes place that
throws the whole pleasure of friend-
ship in the ash heap, together with
your respect for the highwayman.
There is no personal allusion in this
paragraph, for | do not remember
ever offering friendly courtesies with-
out gaining more from their accept-
ance than did the recipient. | am not
speaking of orders now, for my friend
can pay me in many kinds of coin.
Frequently the most pleasant is that
of a returned friendship.

The ideal salesman to-day is the
man who tries his best to live up to
the best traditions of his house; who
meets his customer candidly and hon-
estly, offering him what he has in a
straightforward way; who explains
market conditions to the best of his
ability, but does not force a sale be-
yond the buyer’s requirements; who
goes about his business methodically,
acts promptly, does not dicker for a
price but makes his best price first;
who knows absolutely what he is talk-
ing about and has sufficient magnet-
ism to make his story a real thing
of blood, not a lifeless corpse of trade,
and lastly, but first in importance,
treats the buyer as he would like to
be treated himself. Frank Stowell.

No Brute.
“Did you strike this man in an ex-
cess of irascibility?”
“No, sah; | done hit him
stummick.”

EAGLE HOTEL

EUROPEAN
GRAND RAPIDS, MICHIGAN
»1.00 PER DAY-BATH DETACHED
ExceUent Restaurant—M oderate Prices

in the

HOTEL CODY

EUROPEAN
GRAND RAPIDS, MICH.

Rates$l and up. ~ $1.50 and up bath.



March 31, 1916

Side Lights on the Metropolis of
Otsego County.

Gaylord, March 29—Gaylord with a
population of 2,000, is the county seat
of Otsego county. It is located on the
M. C. and B R. R, in
Bagley and Livingston townships, 119
miles north of Bay City, 229 north of
Detroit and sixty-three south of Macki-
naw City. It dates its settlement from
1874, was incorporated as a village in
1881 and was originally known as
Barnes. A very fertile and ﬁroductive
farming section surrounds the county
seat™ and potatoes are grown very ex-
tensively. = Five potato warehouses are
located” here and handle the product
very satisfactorily to the farmer.

The Otsego County Agricultural and
Mechanical Society ~ grounds, located
just outside the city limits, are the
finest in Northern "Michigan. Each
year the Otsego county fair puts forth
an effort to go the year previous one
better and from points of attendance,
exhibits and finance seem to succeed.
This year promises to be a hummer.
Stephen’s Field, one of the largest
and most completely equipped base
ball parks in the State, is owned and
conducted by Henry Stephens. Gay-
lord has five churches, two banks, two
newspapers, two auto garages, up-to-
date stores, with full stocks of mer-
chandise in their various lines, fine
schools and a $27,000 high school
building, a commodious brick court
house, mun|C|paII|y owned water
works and electrc [light plant, cement
sidewalks and a Commercial Club that
is on the hunt for industries that are
Iog[)tllqng for a live town in which to
settle.

Gaylord’s big industries are the
Gaylord Manufacturing Co., which
manufactures wagons and lumber

sfeighs, hav'ng an extensive sale; the
Michigan Woods Product Co., which
has recently been re-organized with
Mr. Leland, President of the Cadillac
Motor Car Co., as its President. It
is the largest plant of its kind in the
United States manufacturing base ball
bats and novelties in wood; the Day-
ton Last Block W"orks, which turns
hardwood timber into last blocks for
shoes. In the ﬁast_ Gaylord has been
unfortunate in having Some very ser-
ious fires-, but instead of giving up in
despair they get busy and very soon
new buildings are erected to replace
those destroyed which are a credit
to the city. ~ Extensive building will
be going “on this summer. Gaylord
has a crack basket ball team and is a
contender for the basket ball cham-
pionship of Northern Michigan.

Carr & Son, the meat dealers, have
a meat_ market that would be a credit
to a city much larger than Gaylord
and under the management of the
junior member of the firm, Ernest F.
Carr, is very ably conducted. Up-to-
date fixtures are in vogue and with
few exceptions they represent the
handiwork of the manager. We will
show a cut of the interior of this mar-
ket in the near future.

Gussisberg Bros., the shoe and
clothing men, are wide awake boys
and have a very attractive store in-
terior and windows and carry exten-
sive stocks of reputable goods.

S. M. Jameson carries a complete
stock of groceries and has an excel-
lent store™ building.

F. C. Leonard, the grocer, is cen-
trally located and has a good 'stock.

F.”S. Walker & Son Co. are furni-
ture dealers, with good quarters and
full stocks.

A. E. Morrish has a neat and at-
tractive store well stocked with every-
thing_in the line of drugs and drug
sundries.

_Allen Schreur carries a complete
line of fresh and salt meats and has
an excellent market.

The Otsego County State Bank is
a strong asset of the "business institu-
tions at’ Gaylord.

Irvin Chase is a pioneer grocer and
has a good stock and quarters.
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Fred E. Morgan & Son are west
end grocers and carry good stocks.

The Hotel Delmont is the home of
the commercial men and they are well
taken care of by the present pro-
prietors, Charles” York and Son.
_The Tradesman is a regular weekly
visitor at the places of bus'ness men-
tioned. W. R. Wagers.

Meeting of Traverse City

Council.

Traverse City, March 29—The an-
nual meeting of Traverse City Council
was held in the lodge rooms in the
Bosch block Saturday afternoon.
Many of the members made extra
efforts to be present, with the result
that the roll call found many ready
to witness the initiating of one can-
didate. After some pre |m|nar¥ busi-
ness the officers were elected for the
enlstumg year with the following re-
sult:

Senior
Hoffman.
%{Jnior Counselor—William E. Ben-
ett.

Annual

Counselor — Hermann C.

n
Past Counselor—Frank W. Wilson.
Secretary-Treasurer—Harry Hurley.
Conductor—Earl C. Knowlton.
Page—Sam B. Taylor.
Chaplain—Ray Thacker.
Sentinel—Otto Powers.

Executive Committee (two years)—
J. C Young, A. B. Jourdan; (one year)
A. E. Ford, L. D. Miller.

Delegates to the Grand Council
meeting in _Lansing in June—H. C.
Hoffmann, F. W. Wilson, Harry Hur-
Ieﬁ/; alternates, W. F. Murphy, Ray
Thacker, Dave Gingrich.

_ Delegate to the Secretaries’ Meet-

|n?_ in Columbus—Harry Hurley.

ater in the evening Senior Coun-
selor Hoffmann appointed the follow-
ing committees for the year:

Sub-Legislative—W. A. White, Jack
Cheney, Alva Cruzen.

Sick and Floral—Harry Hurley,
Carl Ruebekam, R. W. Lyon, Traverse
City; G. A. Carlson, Cadillac; E. C.
Beadle, Manistee. _

Men’s Entertainment Committee—
C. C. Knapp, Fred Atkinson, W. J
Walker, W. F. Morford, S. B. Taylor.

Ladies’ Entertainment Committee—
Mrs. C. C. Knapp, Mrs. Fred Atkin-
son, Mrs. W. F. Walker, Mrs. W. F.
II%/Iorlgorc(ij, Mrs. Harry Hurley, Mrs. A

. Ford.

At 6:30 a supper was served that
took more of the nature of a banquet.
This was for the members and their
families and over 100 were cared for.

As soon as the supper was cleared
the company returnd to the lodge
room, where_ State Secretary Fred C.
Richter, acting in the capacity of
grand installing officer, and . F
Murphy as conducter, installed the
newly elected officers.

The floor was cleared and the re-
mainder of the evening, until a late
hour was devoted to dancing. The
Council is in the most prosperous con-
dition and the membership the larg-
est in its history.

The woman who told a Buffalo
judge that the reason she quarreled
with her husband was because she
lost her temper, was advised to ad-
vertise for it in the newspapers the
next time she lost it. If she couldn’t
do that, he thought she ought to
notify the moving picture men and
let them get a reel with plenty of
action to it. This advice was given
because the woman had been chasing
her husband on the street, throwing
dishes at him. The pursuit would
have delighted a moving picture man,
but for a little while he need not
have his camera ready for action.
The couple will make another attempt
to live peaceably together.

A clear conscience
good sleep-inducer.

is a mighty

TR AD ESMAN
INTO THE HEREAFTER.

Phineas Medalie, General Dealer at
- Mancelona.

Petoskey, March 30—Phineas Me-
dalia, a pioneer business man of Man-
celona, died in one of the local hos-
pitals late Saturday night. He was
65 years of age and was well known
throughout Northern Michigan. The
body was taken to Bay City for in-
terment.

The Tradesman regrets that it has
received no further particulars re-
garding the death of Mr. Medalie, who
had been engaged in trade at Mance-
lona twenty-five years. The followin
biographical sketch of the decease
%ngared in the Tradesman Oct. 31,

In the line of descent it is'a source
of pride, even in democratic America,
to look backward and forward and be
glad. That is the condition of things,
so far as the subject of this sketch
is concerned. Bornh in Kurland, Rus-
sia, on May 24, 1849—a day he cele-

The Late Phineas Medalie.

brates with the English Queen—he is
proud of his parentage and is con-
vinced that, if he does not reach the
apex of his ambition, the result will
be due to no taint of blood. His fath-
er was a natural born schoolmaster.
Aside from a remarkable fund of in-
formation—the genuine  teacher’s
stock in trade—blessed with a mem-
ory as discriminating as it was tena-
cious, and the conscious possessor of
a skilful pen, the father assumed the
training of his bo¥ from the first and
carried out in the family what theories
Froebel carried out in his school.

Having reached his majority under
such favorable circumstances, there
were fairer promises for trained brains
and empty pockets in the United
States than under the dense shadow
of the Russian Bear and April 20, 1870,
saw Mr. Medalie on one of the piers
of New York with the Old World and
the Atlantic behind him, penniless but
not in debt, and the New World be-
fore him, ready to give him of her
best if he should insist on that.

_Chance or circumstance—it makes
little difference which to the will that
will have its way—took the young
man first to_Toledo, where H. Stet-
tiner gave him something to do. It
was only something; but it was a be-
ginning,” the only ~ condition deter-
mined success exacts, and after five
months of it the City of the Straits
offered something better and the offer

was promptly taken. The stay at De-
troit was not a Ion% one, nor was that
much longer at Flint and Lapeer.

West Branch, in Ogemaw county, he
found more to his liking; and when
the statement is made that he built
there a store for dry goods and cloth-
ing and occupied ‘it for two years,
there comes to the hearer a thought
of the empty pockets on the New

York pier with a wondering How?

m The Yankee calls it gumption and
faculty, which the West has simmered
down to “git.” It is not a matter of
spelling, however, and, when the two
years were over, he took “it” with him
to Cadillac in 1876 and, cheered and
urged on by it, opened a store for
dry goods, clothlr)? and millinery.
Twelve years of thrift went on when
rumor réached Mr. Medalie that West
Grand Forks, in North Dakota, had
inducements in the way of business
which it would be well to consider.
They were found stron% enough to
listen to and they were taken advan-
tage of for two years, when Man-
celona, Mich., made an offer, which
was at once accepted. That was_ in
1890, and the last ten years affirm
that the change was not a mistake.
So prosperous_has been the business
in Mr. Medalie’s hands that it has
expanded into a branch concern in
Bellaire.

In tracing this tall oak from its
traditional acorn it will be_ noticeable
that not a single commercial cyclone
has been too much for it. There have
been storms and no lack of threaten-
ing weather; but, when the oak reaches
far down and clutches the everlasting
rocks, what matter if the clouds are
black and the wind blows and the
descending rains beat upon jt? It
laughs at the one, wrestles with the
other, watches, exultant, the fleeing
foe and, strengthened by the stru%gle,
dares a renewal of the ‘contest when-
ever it seems best. There has been
no failure—there has been no fire!
On the tenor of its way the business
has gone, as it promises to do until
its tireless manager gets enough of it.

Mr. Medalie is as fortunate in his
social relations as he has been in his
business life. In his wife, Nanie
Frank, a Bavarian by birth, he found
the light of his home life and, with
five boys and two _girls, who know
what a real home is, he has all that
the future can ask _for to make the
glég%re history as fair as the past has

Five organizations greet Mr. Me-
dalie with™ the glad hand. He is a
Mason, an Odd Fellow—is there luck
in Odd Fellows as there is in odd
numbers?—a member of the Macca-
bees, a Knight of Pythias and a mem-
ber of the Sons of the Covenant; and,
while he does not say it, there is
more than a_suggestion that each one
of these societies got the best of the
bargain when they “took him in!”

The William J. Burns Detective
Agency notifies the Tradesman to
warn merchants to be on the lookout
for a “slick” stranger, who has con-
tracted the habit of calling at banks
and cashing worthless checks. The
stranger answers to the name “Wil-
liams,” but has a number of aliases.
The supposed checks are usually
drawn for $25.

iHotel ikrsim!
Broadway 297 St. f

i “An Hotel Where Guests are Made i
to Feel at Home”

A High-Class Hotel
with Moderate Rates.
Exceptionally Accessible
i 500 Rooms— Reasonable RestaurantCharges i

RATES:
Single Rooms with Running Water
$1.00 to $2.00
Single Rooms with Tub or Shower Bath i

.50 to $5.
Double Rooms with Running Water
$2.00 to $4.00

B — s —

Double Rooms with Tub or Shower Bath 3
$3.00 to $6.00

§ UNDER SAME MANAGEMENT AS
COPLEY-PLAZA HOTEL. BOSTON
| EDWARD C. FOGG, Managing Director i
| ROY L. BROWN, Resident Manager i
JiHIimiN aillii
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Michigan Board of Pharmacy.
President—E. T. Boden, Bay City.
Secretary—E. E. Faulkner,” Delton.
Treasurer—Charles S. Koon, Muskegon.
Other Members — Will E. Collins,

Owosso; Leonard A. Seltzer, Detroit.
. Next Meeting—Press Hall, Grand Rap-
ids, March 16, 17 and 18.

Michigan State Pharmaceutical Asso-

. ciation. .
President—Grant Stevens, Detroit.
Fremont.

Secretary—D. D. Alton,
Treasurer—Ed. C. Varnum, Jonesville.
Next Annual Meeting—Grand Rapids,

June 9, 10 and 11

Michigan Pharmaceutical Travelers' As-

. sociation,
_dPresment—John J. Dooley, Grand Rap-
ids.

Secretar

and Treasurer—W. & Law-
ton, Gran

Rapids.

Grand Rapids Drug Club.
President—Wm. C. Kirchgessner.
Vice-President—E. _D. De La Mater.

T_ggcretary and Treasurer—Wm. H
ibbs.

Executive Committee—Wm. (?:ui ley.
Chairman; Henry RieChel, Theron Forbes*

How Much Should Compressed Tab-
lets Vary in Weight?

In the manufacture of compressed
tablets it is impossible to make every
tablet of any particular lot weigh exact-
ly the same as every other tablet. It
is quite possible that a drug decision
may be issued which will fix a legal
standard for the maximum amount of
variations which is allowable in the
weight of compressed tablets, and the
question naturally arises, how much
variation should be allowable?

Before going into a discussion of the
variation in the weight of tablets, |
would first call your attention to the
other methods of dispensing medicines
in order that we may compare the
variation in the individual doses by
these methods with the variation in
individual tablets.

The several methods of dispensing
medicines are quite familiar to all
of us. They may be classified roughly
as powders, liquids, gelatine capsules,
pills and tablets.

Powders.—iIn the early recollection
of the writer, there is a very vivid
picture of the family doctor sealed
at a table and preparing powders by
measuring out portions from several
bottles by means of his pen-knife or
spatula. As to accuracy of this meth-
od of putting up prescriptions, there
can be little doubt that there were
great variations in the amounts of
the different ingredients—variations
amounting to 100 per cent, or more.

The usual method of preparing pow-
ders in the drug store consists of
spreading out the properly weighed
and mixed material as evenly as pos-
sible and dividing it into the requisite
number of powders with the spatula.
Is there any druggist who is willing
to guarantee that the powders pre-
pared in his pharmacy by this method
will not vary more than 10 per cent.,
or even 20 per cent, in weight? And
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yet this is the approved method of
dispensing powders.

Liquids.—The two principal meth-
ods of giving liquids is by teaspoon-
fuls and by drops. How much varia-
tion do you suppose there is in tea-
spoonfuls as measured by different
individuals, or even by the same in-
dividual at different times? It is safe
to say that one man’s conception of a
teaspoonful may !be twice that of
another. A test carried out by the
writer to determine the variation in a
teaspoonful of water is measured by
ten different persons using the same
teaspoon showed a variation of 71 per

cent. A still larger variation might
be expected if different teaspoons
were used.

The other method of dispensing li-

quids, by drops, is used for more con-
centrated and more active solutions.

It might naturally be expected that
this method of dispensing would be
very accurate, and yet we all know
that there is a big variation in the
size of drops. The size of a standard
drop has been well defined. However
the difficulties of specifying and pre-
paring a dropper ,that would deliver a
standard drop were so many that the
Committee of Revision of the U. S.
Pharmacopoeia has refused to recog-
nize a standard dropper.

The size of a drop depends on the

consistency of the liquid and size and
kind of surface from which it is drop-

ped. A pipette with a large opening
will deliver twice as much water to

the drop as one with a small opening.
Here, then, again we have another
variation of 100 per cent, in this means
of dispensing liquids.
Capsules.—Happy is the druggist
who has a prescript:on to fill calling
for capsules, for these do not vary in
size. He has only to weigh out the
proper amount of material and fill it
into the proper number of capsules.
But. alas! he must divide the powder
as before in the case of dispensing
powders or he must fill the capsules
full until the material is all used, and
guess at the amount in each. Have
you ever weighed the contents of ten
capsules put up in your store and
noted the variation in the weight of
individual capsules? Don’t do it?
Send a prescription for capsules to
your nearest competitor and weigh ten
of his capsules individually, and then
you will have something to talk about.
But enough of powders, liquids and
capsules. How about the variation in
the weight of compressed tablets?
Here the pharmacist can be excused
from responsibility for the accurate
weight of these rests largely with the
pharmaceutical manufacturers who
make the bulk of all pills and tablets.
Tablets can be divided into two

St
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classes according to the method of
manufacture; namely, compressed
tablets and tablet triturates. The sev-
eral steps in the manufacture of com-
pressed tablets are, first, the milling
and mixing of the various ingredients
until the mixture is entirely uniform;
second, the conversion of the pow-
dered material into fine granules that
will feed properly in the machines;
third, the compressing of the granu-
lated material into tablets by the
tablet machines. The last step is the
one that controls the size of the tab-
lets. The tablet machine first meas-
ures a quantity of the granulation and
is then compressd into a tablet by a
punch and die. The size of the tablets
can be controlled readily by the oper-
ator by regulating the size of the
measuring chamber, but the variation
in the weight of the individual tablets
depends on the accuracy with which
the machine measures the granulation
and the uniformity of the latter.

In preparing a lot of tablets, the
operator first adjusts his machine un-
til it will deliver ten or twenty tablets
that will weigh exactly the required
number of grains. He is then ready
to run out the whole lot, but it is
quite necessary that samples be taken
at frequent intervals and the weight
checked, in order to see that the ma-
chine stays properly adjusted. If at
the end of the operation the tablets
be counted and the actual yield be
compared with the theoretical, the
amount of variation can be calculated.
In looking over the records for several
large lots of tablets taken at random
from our files, the writer finds a varia-
tion of 2 per cent, or less from the
theoretical yield. On one lot the
material for 2,000,000 tablets was
made into 2,002,594 tablets, while an-
other lot of material for 3,000,000 tab-
lets actually gave 3,010,404, which is
a variation of 0.1 per cent, and 0.3 per
cent, respectively.

When we compare the accuracy
with which this material has been
divided into the required number of
doses with the crudeness with which
a thousand-gallon lot of elixir gets
divided into the requ’red number of
doses by the many consumers, the
slight variation in the yield of the
tablets is entirely lost sight of.

Now let us consider the variation
in the weight of the individual tab-
lets themselves. It would be an end-
less and entirely impracticable task
to attempt to weigh individually all
of any large lot of tablets. Ten tab-
lets were taken at random from each
of ten different lots that had been
made by different machines and the
tablets were weighed separately. The
maximum variation was found to be
9 per cent, from the average, and
only seven tablets in the hundred to
vary more than 5 per cent, from the
average. This variation is certainly
very much less than with any of the
other methods of dispensing medi-
cines. Does it not seem, therefore,
than an occasional variation of 10
per cent, or even 15 per cent, in the
weight of one tablet from the average
weight of 100 tablets should be legally
allowable? Such a variation would
be considered small by the other
methods of administering medicines.
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In conclusion the writer wishes to
emphasize the following:

1. That the methods of dispensing
powders, liquids and capsules present
wide variations in the individual dose.

2. That tablets are by far the most
accurate means of dispensing medi-
cine.

3. That the average weight of a
large number of tablets should ob-
tan the exact amount of the in-
gredients claimed by the label.

4. That a permitted variation of
10 per cent, or 15 per cent, in the
weight of individual tablets would
not be excessive as a legal standard.

C. H. Briggs.

What Some Michigan Cities Are
Doing.
W ritten for the Tradesman.

Ithaca will soon have gas for light,
heac and cooking, the Gratiot County
Gas Co. having pipes almost laid,
making connections with that town.

Petoskey is expecting a big resort
season and reports letters of enquiry
regarding accommodations from all
over the United States.

The Manistee Resort Association
has engaged a paid secretary and the
summer advantages of that city and
its environs will be published far and
wide.

The Muskegon Board of Education
has appropriated $200 for fitting up a
tract of about two acres lying north
of Hackley field, which will be fenced
and fertilized for use in connection
with the agricultural course in the
schools.

Miluskegon Heights voted down the
proposed appropriation of $11,000 for
an addition to the Glendale school.

Kalamzaoo will take a referendum
vote April 5 on three propositions, as
follows: “Shall the city council be di
rected to take necessary steps to sub-
mit a bond issue of approximately
$975,000 to provide a municipal gas
plant?” “Shall the city council be di-
rected to negotiate with the gas com-
pany for a new franchise at a price
of 85 cents per 1,000 cubic feet, the
Aity to have option to purchase the
Oas plant, on six months’ notice?”
“Shall the city council be directed to
submit a bond issue to provide elec-
tric light and power to people of the
city from a municipal gas plant?” A
three-fifths vote will be necessary to
carry any one of the propositions.

Albion is arranging for its first an-
nual homecoming, to be held in
August.

Kalamazoo has bought three miles
of copper wire for use in extensions
by the lighting department, the price
being $14.95 per 100 lbs. The lowest
bid on copper wire last year was
$15.75.

The Ludington Board of Trade is
issuing 15,000 copies of a booklet ad-
vertising Ludington and her summer
charms.

A building boom is on at the Soo,
with the new high school at the head
of the list.

Kalamazoo will send out a force of
sanitary inspectors in April on a
house-to-house hunt for garbage, rub-
bish and dirt of every sort. The aim
is to make the city the cleanest in
Michigan and incidentally to “swat
the fly.”
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The Park Board of Flint is asking
for a city forestry department and
supervision of the planting of all
trees and shrubbery, also for munici-
pal bath houses and a cleaning up of
the river banks.

The Battle Creek Board of Educa-
tion will not suggest, recommend, de-
mand or mix-up in any way, shape or
manner with the kind of gowns worn
by the high school graduates this
year. “We have found” says Presi-
dent Wells “that the families in mod-
erate circumstances do not look fav-
orably on any suggestions of plain
graduation gowns. They feel that
this is the one chance of a lifetime
for the daughter to display herself
before the public and that she should
be dressed becomingly no matter
what the cost. Quite unexpectedly
we have found that the objection
came from poor people, not from the
well-to-do.”

Coldwater people are asking for
dollar gas. The price at present is
$1.25 to $1.50 per thousand feet.

Carson City business men have or-
ganized, with Dr. J. P. Taylor as
President and F. S. Caswell as Secre-
tary. Almond Griffen.

The authorit'es of the New York
Stock Exchange are reported to be
investigating the recent advance in
motor shares, which have been among
the most prominent in the trading and
mhave scored great advances. Possibly
it is considered improper for stock
to advance, so habituated has the
trad’ng class become to declines in
the past year or two. To the outsider
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it has seemed that the rise was legit-
imate, based on the business*of the
companies. The fact that a stock
goes up and that somebody makes a
profit should not be considered a
wickedness except from the point of
view of the Government. Bethlehem
Steel also has been a good deal of a
performer in that line, and this seem-
ingly n spite of everything that could
be done by the people operating the
company to keep the price down.

Fundamentally, bus:ness is on a
thoroughly sound basis, and ought to
increase later in'the year. With the
exception of corn, farmers have dis-
posed of the greater part of their
grains, and for what they have left
they are securing higher prices. Corn
is held for still higher prices; with
sprng work starting wherever weath-
er conditions permit, there is little
disposition on the part of farmers to
sell and deliver grains in volume.
This, of itself, no doubt, restricts in-
terior trade to immediate necessities.

The firm of Ayoub & Thomas has
succeeded Joseph Dipiazza in the con-
fectionery business at 725 South Di-
vision avenue.

Better a woman with rosy cheeks
than a man with a rosy nose.

THE GRAND RAPIDS
VETERINARY COLLEGE

Offers a Three Years’ Course in Veterinary Science

Complyln? with all the requirements of the U. S.
Bureau of Animal Industry. Established 1897.
Incorporated under State law. Governed by Board
of Trustees. Write for Free Catalogue.

200 Louis St. Grand Rapids, Michigan
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Seasonable Goods

Linseed Oil

Turpentine
White Lead

Dry Colors

Sherwin Williams Company
Shelf Goods and Varnishes

Colonial House and Floor Paints
Kyanize Finishes and Boston Varnishes

Japalac

Fixall

We solicit your orders for above and will

ship promptly.

Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.
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WHOLESALE DRNQ PRICE CURRENT

Prices quoted are nominal, based on market the day ot issue.

i Acids Mustard, true . 9 50
Acetic @ 8 Mustard, artifi’l 3 00@3 25
Boric ... 10 ® 16 Neatsfoot ... 650 75
Carbolic 120@1 25 OQlive, pure 26093 50
Citric.... @ 75 Olive, Malaga,

M uriatic 1949 5 yellow ... 1 55@165
Nitric 596® 10 Olive, Malaga,
Oxalic .. @ 30 green ... 1 50@1 60
Sulphuric 1%9 5 Orange Sweet .. 2 25@250
Tartaric 55 Organum, pure 92 50
Orlganum com'l 9 75
W ater, 26 deg. 6949 10 Pennyroyal ........... @2 75
W ater, 18 deg. 4949  » Peppermint 2 50@2 75
W ater, 14 deg. 396® 6 Rose, pure 14 50@16 00
Carbo_nate .. 13 9 16 Rosemary Flows 1 50®1 75
Chloride .......... 1 25 Sandalwood, E.
alsams R, 6 50@675
Copaiba ..o 591 00 Sassafras, true 110
Fir (Canada) 150®1 75 Sassafras, artlfl'l @ 60
Fir (Oregon) 40® 50 Spearmlnt
Sperm
Tansy ..
Tar, USP .
'_Il:urpenglne Ibbls. 55% gg
urpentine, less
Cubeb 85 0 metergreen true @5 00
Fish 15 W Intergreen, sweet
Juniper 10 15 birch™ e, 3
Prickley Ash ... @ 50 Wintergreen,
Wormseed
Barks Wormwood
Cassia (ordinary) 25® 30 .
Classm (Sglgonj gg(g |3n5 Potassium
Elm ow i
Sassafras (pow %Oc 26 E;(c:ﬁlr_gomnaaée
Soap Cut (powd Bromide
25C o 25 Carbonate
Chlorate, xtal and
. Extracts powdered ... 8@ 50
Licorice .o, 7® 30 cChlorate, granular 53@ 55
Licorice powdered 30® 35 Cyanide 5® 40

) Flowers lodide @3 77
AINICa i 0® 40 permanaganate .. 55® 60
Chamomile ((Ger.% 55@ 60 Pprussiate, yellow 48@ 50
Chamomile (Rom) 55® 60 Prussiate, red . 75@ 80

Sulphate . 20® 25
Qums
Acacia, 1st .. gg Rsots
acacia, nd e 5 Alkanet ... 30@ 35
Acacia, Sorts .. 20® 25 Blood, powdered 300 36
Acacia, powdered 30® 40 I(E:Iaelganmu;ane ----- owd ‘llgg 70
Aloes (Barb. Pow) 220 2d Gentian, powd. 150 95
Aloes (Cape Pow) 20 25 Ginger, African,
Aloes (Soc. Pow.) 40® 50 GpowderJed --------- zg(% 20
Asafoetida ............ 60@ 75 G:Hgg{ ngg,'&? @®
Asafoetida, Powd. powdered 2® 28
PUME oo, ®1 M Goldenseal pow. 650®@7 00
U. S. P. Powd. _®1 25 |[pecac, powd. .. ®3 50
Camphor 60 Licorice 18® 20
Guaiac 5b  Licorice, p 12® 15
Guaiac, powdered 55@ 60 Orris, powdered 30® 35
Kin 0® 75 Ppoke, powdered 2ul (5
Kino, powdered  75® 80 RAUDArD ..o 7501 0
yreh w 40 Rhu_barb powd. 75®1 25
MYyrrh, powdered ® 50 Rosinweed, powd. 25® 3«
opium e 9 Bng 50 Sarsaparllla Hond.
Opium, powd. 11 00@U 25 ground ... 65
Opium, gran. 11 50@12 00 Sarsaparllla Mexican,
Shellac .o 28® 35 ground 30@ 35
Shellac, Bleached 30® 35 gqm”s P 48% gg
uills, powdere
Tragacanth Tﬂmerlc ppowd 12®@ 15
No. 1 . 2 25@2 50  valerian, powd. 25@ 30
Tragacanth pow 125®1 50
Turpentine ... 10® 15 Seeds
Loaves
Buchu ... 2 25®2 50
Buchu, powd. 2 502 75
Sage, bulk ... 28® 35
Sage, 94s loose ..35® 40
Sage, powdered 30® 35
Senna,  Alex 30® 35 Celery(powd 40) 30® 35
Senna, T|nn 30 Caoriander 10® 18
Senna Tinn 30 Dill ... 20®
Uva Ursi 20 Ffafl(']e” 40®
. Flax, ground
Oils Foenugreek, pow.
Almonds, Bitter,
true . .
Almonds, Bitter, Mustard, yellow
artificial _.... 1 50@175 Mustard, black
Almouds Sweet, Mustard powd.
................. Popp . 15@®
Almouds Sweet,
imitation ... 0®
Amber, crude .. ® | . .
Amber, rectified 40® 50 Sabadllla, powd. ® 40
ANISE  ovveeein 00@225 Sunflower ... 15@ 20
Bergamont . 4 50@475 Worm American 20® 25
Cajep.ut . . 1 35@160 Worm Levant 75® 85
Cassia .. . 1 75@200 i
Castor bbls. and12 R Tinctures
Cans ..ot 94® i
cegar Ut 30®1 00 Aconite 2
Citronella 1 00®110 Aypica
Cloves 1 60@175 Asafoetida i
Cocoanut 20® 26 ‘Belladonna
EO[tjt L 'Vse"d'“ 1 8%5@@;.288 Benzoin ...
otton See i i
Croton ... 00@285 Senzoin Compo’d 7%
upbebs ) i 52
EIGRIOn. ..o b 38@J 38 Santharaidies 130
Eucalyptus .... 100@1 20 Cardamon ...
Hemlock, pure @1 00 Cardamon, Comp. i&
Juniper Berries 2 00®2 25 Catechu tw
Juniper Wood 70® 90 Cinchona n &8
Lard, extra 80@ 90 Colchicum 5
75 Cubebs, .. 1 20
@6 00 Digitalis
Lavender, Gar’n 1 25@1 40 Gentian
Lemon . 2 00@2 25 Ginger &
Linseed, bo , bbl. @ 65 Gualac >1 06
Linseed, bid, less 70® 74 Guaiac 80
Linseed, raw, . @ 64 lodine .......... @2 00
Linseed, raw, leas 69® 73 lodine, Colorless ®2 00

27
Ipecac ®
Iron, cl ® 60
Klno ® so
Myrrh . 91 05
Nux Vomica % 70
Opium v 2 76
8p!um, DCapdmh.d 9 90
ium, Deodorz’ 92
Rhubarb ... ;8
Paints
Lead, red dry 7 ® 8
Lead, white dr 7 ® 8
Lead, white oil 7 h 8
Ochre, yellow bbL 1 ® 194
I(;)chre yellow less ® g
ULLY s
Red 'Venetn bbl. 1 ® 194
Red Venet'n less w B
Vermillion, Eng. 1 25®1 50
\\,/verrr{rllllonbblAmerl 1I6«r9192§4<
iting, . -
Whiting "ol Pios
L. H. P. Prepd 1 25®1 86
Insecticides
ATSenic ... 12® 15
Blue Vitrol, bbl. @ %
Blue Vitrol, less 7® 10
Bordeaux Mix Pst 8® 15
Hellebore, White
powdered ... 150 20
Insect Powder 25® 40
Lead Arsenate 8®
Lime and S*ulphur
Solution, gal... 15® 26
Paris Green .. 1504® 20
Miscellaneous
Acetanalid . 90@1 (00}
Alum 50 ¢
Alum, powdered and
ground ... 7® 10
Blsmuth Subni-
ate e 2 97®3 00
Borax xtal or
powdered . 6® 12
Cantharades po 2 00
Calomel ... 91 34
Capsicum 0® b
Carmine ... 4 25®4 50
Cassia Buds ®
Cloves ..o 30® 36
Chalk Prepared 6® 8%

Chalk Precipitated _7/® jo
Chloroform .. 3/®

Chloral Hydrate 1 QURL 20
Cocaine ... 4 6(@4 90
Cocoa Butte 65® 6
Corks, list, Iess 70%

Copperas bbls. .. ® 01
Copperas, less 2® 0
Copperas, AR i

0
Corrosive Sﬂblm 1 25®1_$
Cream Tartar .

Cuttlebone

Dextrine ® 10

Dover’s Po

Emery, all Nos. $(j0

Emery, powdered 5®

Epsom Salts, bbls

Epsom Salts, Iess
o&v

Ergot ...
Er ot owdered 2 7 [00]
e g 28 %
Formaldehyde . 16
Gambler . 1 u
Gelatine .. 40® 60
Glassware, full cases 80%
Glassware, less 70 & 10%
Glauber Salts bbl. ® 1%
Glauber Salts less 2® 5
Glue, brown........ i®
Glue, browngrd 10® 15
Glue, white . 16® 25
Glue, white grd 15@ 2
Glycerine 26® 3H
Hops .. 45® 60
Indigro
lodine
lodoform
Lead Acetat 20
Lycopdium
ace
Mace

Menthol
Menthol

"3 75@4 00

Morphine 565@5 90
Nux Vom )
Nux Vomica pow <] E)
Pepper, black pow

Pepper, white

Pitch, 'Burgundy

uas_5|a ...............

uinine, all brda
Rochelle Salts ....
Saccharine

Salt Peter ... 12® 16
Seidlitz Mixture 25@ 30
Soap, green .. 5®
Soap, mott castile 12@ 15

Soap, white castile

CASE  .vvcrriiiieisans 75
Soap, white castile

less, per bar ...
Soda Ash ... 196®
Soda Bicarbonate 196®
Soda, Sal ... i@
Splrlts Camphor @
Sulphur roll . 2% @
Sulphur Subl.. 3®
Tamarinds . 15®
Tartar Emetic . @
Turpentine Venice 40®
Vanilla Ex. Fure 1 00@1 50
Witch Haze 65@1 00
Zinc Sulphate 7® 10
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GROCERY PRICE CURRENT

These quotation« are carefully corrected weekly, within six hours of mailing,
i i i i CHEESE i Bogota Shelled
and are intended to be correct at time of going to press. Prices, however, are Acme ... @16% Fair .. 24 o Spanish Shelled
liable to change at any time, and country merchants will have their orders filled §a/se" €YY @16% 'I:Eir(]:%)z:mg.e Wiarker Steady _Peanuts .. %@ %
at market prices at date of purchase. Leiden . % Spot Market, Strong Ex, Lg. Va. Shelled
Limburger Peanuts ... 10%@11
Pineapple 40 %eo NewPYokrkgBasis Pecan Halves ... 65
ADVANCED DECLINED Edam .. g Arbuckle 17 @@ Walnut Halves
Sap Sago . 22 MecLauahlins™ YXXX Filbert Meats 38
Flour Swiss, domestic @20 Mclfauagl; Im”;s XX X jAllganteAlAlm%n_ds_ @65
Rolled Oats CHEWING GUM patcklage colffee Nils_lsoltli to vordan monas
Adams Black Jack .... 62 retailers only ail all or- Peanuts
59 ders direct to W. F. Mec- Fancy H P &uns

Adams SaBpota .....
epsin

62 Laughlin & Co., Chicago,

Beeman’s
62 gaw

.5% @ 6%

gﬁeclhr[mt Extracts
iclets . ;
Colgan Vioiet Chips .. & Holland, % gro. bxs. % H Jumbi $S®%:
Colgan Mint Chips g5 Felix, % gross ... 115 Raw .. @7%
Index to Markets ] Dentyne —T 62 Hummel’s foil, % gro. 8  Roasted 8 @8%
2 Doublemint Hummel’s tin, % gro. | 43 CRACKERS
Flag Spruce CONFECTIONERY . Yo
AMMONIA Clams Juicy Fruit . Stick Candy Palls National Biscuit Company
; ! Red " Robin .. Horehound 9 Brands
c 12 oz. ovals, 2 doz. bo?o%s t!ttle Neck. Iib. .. @1 0 Spearmint, Wrigleys .. 64 Standard or.
ol. ) ittle Neck, 21b. .. @1 50 Spearmint, 5 box jars 320 Standard In-er-Seal Trade Mark
Ammonia 1 AXLE GREASE Burnhacnlmarsn A]B%mllon _?_pearkmént 3 box jars 1 E% Twist, small . Goods Per do
run ruce N
Axle Grease I b wooderoafeesr 54 doz. 300 Burnham’s pts.. Yucatanp & Fumbo Elarkone\tNBflscun ......... (09)
lib. tin boxes, 3 doz. 2 85 Burnham’s qgts.. Zeno 64 Jumbo, - Comeo  Biseuit \
Baked Beans 1 3%tb" tin boxes 2 dz. 425 X Corn CHOCOLATE Big Sti . . Cheese Sandwich’ 1700
Blath Brick 1 %(5311% paI:s per goz --9 %) rair ... . W alier Baker & Co Boston Sugar Stick .. 14 Gpgcolate Wafers ... 1 D
Bluing .......... 1 pal’s, per coz. .. e Mixed Candy Excelsior Butters 1
Srrggrwsam Foo % 25th. pails, per doz. .12 00 Fancy g @1 30 (greerr;]nli%s Sweet % i Paé% E'g N8W|°”k“'f lllllll S 11
aracas - ive O’cloc ea Bet 1w
Brushes .. 1 N 1BAKEdD BEA'\}BS@ 90 Monbadon (Natural) Cut Loaf . - 10 Ginger Snaps NBC .. 190
0. 1, per doz. .. 175 W alter M. Lowney Co %
Butter Color ... 1 No. 2 per doz. .. 75@1 40 per doz....ie Premium, %s 'F:rench Cream . 10 Graham Crackers Red
c No. 3, per doz. .. 85@1 75 No. 2 é}e?oseberrles 150 Premium, %S .o ' Grocg/rs """ ' 7 Kalse?IJuln%lglsze 1&13900
Candles 1_21 _ BATH BRICK No. 2’ Fancy 23 CLOTHES LINE Kindergarten Lemon Snaps 59
82?&?}3 oGi|s 5 ENQlSh s % Hominy Per doz. Leader” .. B Mallomars ... 19
No. 40 Twisted Cotton 95 Majestic Oysterettes 59
gﬁtsup 2 jBLUING, Standard .. 8 No. 50 Twisted Gotton 30 Monarch 10 Pt odus 1@
Chewing & 3 Condensed Pearl Bluin Lobster No. 60 Twisted Cotton 70 Novelty 1, Royal Toast ... 1
e wing sropensEd At o %5 % Ib... 8 No. 80 Twisted Cotton 00 Paris Creams . 11 Saratoga Flakes 150
Chl(:orlyt 3 el e BIUIng 9oz ® Yz Ib.. 315 No. 50 Braided Cotton oo Premio Creams 14 Social Tea Biscuit 1@
ocolate 9 9 Mackerel No. 60 Braided Cotton 25 Royal .. 8 Uneeda BisCUit ... 0
Clothes Lines H i
c Folger’s. Mustard, lib... .. 18 No. 60 Braided Cotton 85 Special . . 10 Uneeda Ginger Wafer 1 00
ngg:ndf"" Summer Slliy, 3 ddz. g;l 120 g/lustadrd,lo/ﬂltt)). % gg No. 28 Igra;\decd %otton %g ;(/alley Creams 1730/ Vanilla W afers 1 %
Summer S'ky, 10 dz 4 00 oused, 0 0. as ord .... . ©  Water’Thin Biscuit .. 1
Coffee ... S'oused, 21b... . 275 No. 60 Sash Cord .... Q0 Zu Zu G|n er Snaps , 60
Confecyy 1, BREAKEAST FOODS . Tamais b IR B soecialivs - gl G S
omato, 0. 110 i
geazgrl;er%artar > g Efﬁékfﬁ"%hii?”%ﬁ %%8 Mushrooms No. 60 S'Sa' 100 ﬁHttﬂmﬁlsls_e:a\(/beass.ﬁ..e.tsi?,m Other Package Goods
Cream of Rye, 24-2 300 Buttons, %s ... g 15 Galvanized Wire Bonnie Butter Bites .. 17 Barnum’ Animals .. 60
. . D Quaker Puffed Rice .. 425 Buttons, I's. 30 No. 20, each 100ft. long 1 90 Butter Cream Corn .. 15 SoUa Crackers NBC
Dried Fruits ... .. 6 " Hotels. Is .. @ 20 No. 19 each 100ft. long 2 10 Caramel Dice w13 taunly Package ... 250
Quaker Puffed Wheat 3 10 | g y g
F 8uaker Brkfst Biscuit % 0 Oysters Ho. ]2-8 eacrr: %88{% IIong % 5.)8 8288223{ \}/<vraafl#lte§ - Fruit Cake ..o 30
Farinaceous Goods 6 Quaker Corn_Flakes 75 cove, 1 Ib.. @ 8 'NO- 19 eac ong Coffy Toffy -
’ i v D B2 09 e e o 7 0 Lolty ToTTY Bulk Goods
Fishing Tackle ... 6 Victor Corn Flakes .. 220 Cove, 21b. @1 60 Dainty Mints 7 1b. tin 16 c d b
Flavoring Extracts 7 Washington Crisps 18 P Baker’s 37 Em |rye Fudge 14 Animals ans.anc.hwe
Flour and Feed . 7 Wheat Hearts LD plyms . @13 Cleveland 41 Eidge. pinespple 7 14 Atlantics Also Asstd. 12
Fruit Jars ... 7 \é\’vhae%tfgg Sieat T o 490 by Pe.e.l}gml'r;“g.yrup@ Colonial, %s 35 Fudge Waln’ijp v 14 Avena Fruit Cakes .. 12
Farhose. 222" 270 No. 3 cans, per doz. ..1 50 Colonial, %s 33 Fudge, Filbert Bonnie Doon Cookies 10
Gelatine 7 Grape Nuts . Peas EPeFr)sShe'{/”§ ----- i gé Eugge l(_ihoco MPeanut ﬁ Bonnie Lassies ..
a ( udge, Hone oon .. Cameo Biscuit 25
Grain Bags 7 g&%pa?- gg?:rFlf;ﬁlégs : %gg 'I\E/laarrlryovgmte - 1?8%)% 9‘5) ES@P;YS %S 28 Fudge Toast);d Cocoa- “ Cecelia Biscuit .. 16
o oo IS a9 pouyler L h T Bit . 20
Herbs ; nglrg)rf]d Vgl&e;i(t Food .. 2325 E%Iy June siftd 1 45@1 55 ESWRSV' ‘;/OSS Fu(cjige Charry ghgeci)elateldBarl S(cans) 20
FOS e 0 einkle Corn Flakes. wney, ‘% Fudge, Cocoanut ....
::'“des a}gdd_Pﬁlts.. - g h}s]ralglklceorﬁo'wakl;lsakes ggg Pie e P eaches 1 00@125 Lowney, %s ... Hon%m:omb Candy .. 16 gﬂggmﬂ%ngymgsmgers 16
orse Radish ... Minn. "W heat Cereai” 3 75 No. 10'size can pie” @3 25 Lowney, 51b. lced Maroons .14 Choc. Mint Wafers .. 14
Ralston Wheat Food 4 50 van Houten, Jbs Iced Gems it Circle Cookies
8 Ralston Wht Food 10c 2 25 Pineapple Van Houten, %s ... Iced Orange Jellies ... 18 Cracknels 20
8 Roman Meal 230 Crated -~ 1 _75@210 Van Houten, %s Italian Bon Bons Cream Fingers . 14
Saxon W heat Food 275 Sliced 95@2 60 Van Houten, Is Lozenges, Pep... Cocoanut Taffy Bar .. 13
Macaroni g Shred Wheat Biscuit 3 60 “ kﬂozenhges, Pink . Cocoanut Drops .. 5
: Triscuit, 18 ... 180 i ; ANCAUS oo Cocoanut Macaroons . 18
orlene 5 Pl s assi gt 42 Gaid T Milsses KIS TG connl oney Fingers 3
zdls, Post Toasties, T-2 .. 250 FanCy ... 100 70 050 TS e 984D DOX sy e ocont Honey Jumbles 1.
Mince Meat 8 post Toasties, T-3 270 Gallon Nut Butter Puffs .... 14 Coffee Cakes Iced .. 12
Molasses 8 Ppost Tavern Porridge 2 80 asoberries Dun%?,ﬁcs’ANUT per Ib. Pecans, Ex. Large @14 Dinner Pail Mixed 8%
M ustard 8 Raspberries F ly Cooki o
N BROOMS Standard ... @ %s, oIb. case ... 30 Chocolates F?&“E%kesozs'SEd 10
oS, ). . i
NULS oo 4 Fancy Parlor, 25 lb, 425 Salmon %s 15 Ib. case Assorted ChoC......ccooonenenn. '.Dlaﬁlls Fireside Peanut Jumb 10
Parlor, 5 Strlng 25 Ib. 4 00 | 1
Standard Parlor, 23 Ib. 3 50 Warrens, 1 Ib. Tall .. 230 %s, 15 Ib. case . Amazon Caramels ... 16 F uteddCocont Bar 5
. o Common, 23 Ib 3 Warrens, 1 Ib. Flat .. 2 45 |s, 151b. case ... . 2 Champion .. 12 Frosted Creams ... Yo
OliVES e 8 r Red Alaska 1 70@175 %s & %s 151b. 28 h hi K Frosted Ginger Cook. 8%
Special, 23 Ib.. case Choc. Chips, Eureka ..19
Warehouse, 33 Med Red Alaska 1 40@1 45 Scalloped Gems ... 10 CliMax w0 14 Frosted Raisin Sgs. .. 10
Pickl i g Common Whisk ... 100 Fink Alaska ... @120 %s & %s pails ... Eclipse, Assorted ... 14  GiNger Drops ........ 3
piokes 8 Fancy Whisk ... e 125 sardines o BUN palS s 13 lgeal Chocolates ... i Ginder Sems ficed 98;2‘3
""" omestic, %5 e ) . . -
Playing Cards 8 BRUSHES Domestic, % MUstard 3 75 Baker's Brazil Shredded 18 Graham Crackers ...
Potash ... g Domestic, % Mustard_3 25 10 5¢c pkgs., per case 2 60 Ginger Snaps Family . 6
Provisions 8
Solid Back, 8|n French, %s ©7@14 26 10c pkgs., per case 260 Nut Wafers .. G'n?ef Snaps Roun 8
R Solid Back, 11 in.. French, %s . 16 10c and 33 5c pKgs., Ocoro Choc. C Harlequin Jumbles .. 12
Rice 9 Pointed Ends . s PEr CASe .coovosorrrrreines 260 Ppeanut Clusters 20 Hobnob Cookies ... 12
auer Kraut - Household Cookies 10
Rolled Oats 9 N Stove No. 3, cans . COEFEES ROASTED Quintette.. 16 Household Cooks. lced 11
0. 3 .. No. 10, cans . Rio Regina ... 11 B DAy 2
S No. 2 ’ Common Star Chocolates ... 13 ippodrome Bar ...
Salad Dressing 9 No. 1 Dunbar Isshrtljrgzps 145 Fair Superior Choc, (light) 19 Honey Fingers Ass’t 12
Saleratus 8 Shoe Dunbar. 1%s doz. Choice Pop Corn Goods E323§ JFulfnbeﬂ,s' %[21
9 Noo 7 : S Cracker Jack with Imperials . &6
lg No. 4 Ea”d Y sant COUPON v 25 |J<“b-'|ee JMbeI %8
Shoe Black 10 No. 3 Fzgr?c Common antos 20 Pop Corn Goods with Prizes Laat;;erFinugTzrsesSpo ge 30
Snuff .. ’ 10 BUTTER COLOR y Strawber"rles Fair ... 20% g'l]ggles 1&% pkg. cs. ?:’;,55% Leap Year Jumbles .. 20
Soda io Dandelion, 25c size .. 200 gtandard o Choice 21 Cracker Jack, with Prize Lemon Biscuit Square 9
Spices io CANDLES Fancy 225 Fancy .. 23 pop Corn Balls, with rib- Lemon Wafers 18
Starch io Paraffine, I 4 Peaberry v 23 bon, 200 in cs per cs. 1 40 Lemona ... 8%
Syrups . io  Paraffine, 12s 7% Good 0 . Maracaibo Cough Drops Lorna Doon 18
W icking 20 Fancy 120 Fair .. . 24 9 p boxes Mace Cakes 8
Téble Sauces 10 CANNED GOODS No. 10 290 Choice o 25 Putnam_ Menthol ... 100 Mary Aann 1
. Mexican Smith Bros... 125 ¥
Tea 10 3 Ib. Standar s @ 85 Choice 25 Marshmallow Pecans 20
[ N 50 CARBON OILS NUTS—Whole MEdOra ..o, 8
Gallon ...y e @2 | Fancy 26
Biackberries Barrels Ibs. Mol. Frt. Cookie, Iced 11
2 b, 1"s0@1 90 Perfectlon """"""""" . ) Guatemala Almonds, Tarragona 22 NBC Honey Cakes .. 12
Vi 13 Standard gallons %50) S. Ghasollne - Fair w25 Almonds, California Oatmeal Crackers 8
NEGAr v, eans Gas Machine .. Fancy - 28 soft shell Drake .. @22  Orange Gems . &%
w Ked oo gs@1 30 Reodord Nap'a . A Java Brazils .. 12@13 Oreo Biscuit . 2%
wicking . 13 Red Kidney 7w@ o5 CYlinder ... 29 @344 Private Growth ___ 26@30 Filberts... . Penny Assorted. 10
Woodenwar: . 13 String 1 175 E'I]gll?e g Mandling . 3l@35 Cal. No.1S.S .. @22 Peanut Gems 9
W rapping Pape 4 Wax . 7601 25 Black, winter .. @10 Aukola .. 30@32 Walnuts, Naples ..18@19 Picnic Mixed .. 12
CATSUP Mocha W alnuts, Grenoble 17@18 Pineapple Cakes 17
Y Standard 18 sniders pints 2 g5 Short Bean Table nuts, fancy 14@16 Raisin Cookies . 12
Yeast Cake .......... 14 Gallon 725 2niders 01/3 e { 32 Long Bean Pecans, Large ... m@13 Raisin Gems .. 11
° P H. L. O Pecans, Ex. Large @14 Reveres Asstd 15
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Saltines
Seafoam
Snaparoons
Spiced Jumbles,
Sugar Fingers
Sugar Crimp ..
Sultana Fruit B
Sweethearts
Vanilla W afers

Butter

Excelsior Butters ....
NBC Square Butters 7
Seymour Bound 7

Soda

NBC Sodas

Premium Sod
Select Sodas
Saratoga Flakes
Saltines

Oyster

NBC Picnic’Oysters .. 7
Gem Oysters . 7
Shell

Nabisco
Nabisco
Festino
Festino
Above quotatlons “of Na-
tional Biscuit Co., subject
to change without notice.

CREAM TARTAR

Barrels or Drums .... 38
BOXES v 30
Square Cans 41
Fancy Caddies 46

DRIED FRUITS

Evapor’ed (,Phoice blk 8
Evapor’ed Fancy pkg.
Apricots

California ..o 11@14
Citron

Corsican ..o 16%
Currants

Imported, 1 Ib. pkg. .. 9

Imported, bulk ... 8%
Peaches

Muirs—Choice, 251b. 6%

Muirs—Fancy, 25!b. 7%

Fancy, Peeled, 251b. 12

Peel
Lemon, American 12%
Orange, American 12%
Raisins
Cluster, 20 cartons ..225
Loose Muscatels, 4 Cr. 7%
Loose Muscatels, 3 Cr. 7%

L. M. Seeded, 1 Ib. 8%@9%

California Prunes
b. boxes .@ 7%

B0- 90 251b. boxes .@ &%
70- 80 25th. boxes .,@ 9%
60- 70 251b. boxes ..@ 9%
50- 60 251b. boxes ..@10%
40- 50 251b. boxes .@11
FARINACEOUS GOODS
Beans
California Limas 7
Med. Hand Picked .. 3 25
Brown Holland ... 320
Farina
1 Ib. packages ___ 150
Bulk per 100 Ib. ... 450
Or|g|nal Holland Rusk

Packed 12 rolls to container
3 containers (40) rolls 3 20

Hominy
Pearl, 100 Ib. sack .. 225
Maccaroni and Vermicelli
Domestic, 10 Ib. box ..
Imported, 25 Ib. box ..2 50
Pearl Barley
Chester . 375
Portage 5 00
Peas
Green, Wisconsin, bu. 3 00
Green, Scotch, bu. .. 325
Split, 1D s 6
East India . 5
German, 5
German,
Tapioca
Flake, 100 Ib. sacks 5
Pearl, 100 Ib. sacks 5
Pearl, 363p g( . 225
Minute 6p .. 275

FISHING TACKLE

oles
Bamboo, 14 ft, per doz. 55
Bamboo, 16 ft., per doz. 60
Bamboo. 18 ft.,, per doz. 80

FLAVORING EXTRACTS
Jennings D C Brand

Extract Lemon Terpenless
Extract Vanilla Mexican
Both at the same price.

No. 1, F box % oz. .. 85

No. 2, F box, 1% oz. 120

No. 4 F box, 2% oz. 2 25

No. 3, 2% oz. Taper 200

No. 2, 1% oz. flat__

FLOUR AND FEED

Grand Raplds Grain &

Milling Co.

W.inter W heat

Purlt%/ Patent 7 ho
Matchless ... 730
Fancy Spring 7 so
Wizard Graham .. 110
Wizard, Gran. Meal .. 4 90
Wizard Buckw’t cwt. 360
RYE oo 76
Valley Clty M|Il|ng Co.
Lily Whit 775
Light Loaf 125
Graham ... . 34
Granena Hea
Gran, Meal %&?
Bolted Med x 90
Vorg:t Mrllrng Co.
Voigt’s Crescent 775
Voigt’s Royal 815
\\//mgts Elourorth... 775
0igt’s ienic Gra-
hg Yg 670
Watson-Hr ins Mrllrng Co.
Perfection Buckwheat
FIOUT e e 20
Perfection Flour 785
Tip Top Flour .... 735
Golden Sheaf Flo 695

Marshalls Best Flour 820
Worden Grocer Co.

8uaker, pape
uaker,

cloth

Kansas Hard W heat
Vorgt Milling Co.
Calla Lily

Worden Grocer' Co

%s 800
%s 7 90
780

American Eagle,
American Eagle,
American Eagle, %s
Spring W heat
Roy Baker
Mazeppa
Golden Horn,
Wisconsin Rye
Bohemian Rye

bakers

Judson Grocer Co.
Ceresota, %s
Ceresota, %s
Ceresota, %s
Voigt Mi
Columbian ...
Worden Grocer Co.
Wingold, %s cloth .. 850
Wingold, %s cloth 8 40
Wingold, %s cloth .. 830
Wingold, %s paper .. 835
Wingold, *4s paper 830
Meal
Bolted ..o 470
Golden Granulated 490
W heat
New Red
New W hite
Oats
Michigan carlots .... 60
Less than carlots .... 62
Corn
Carlots 78
Less than
Carlots .o
Less than carlots 14 00
Feed
Street Car Feed 32 00

No. 1 Corn & Oat Fd 32 00
Cracked Corn 31 00

Coarse Corn Meal 31 00
FRUIT JARS
Mason, pts., per gro. 3 50
Mason, qts., per gro. 3 90
Mason, % gal. per gro. 625
Mason, can tops, gro. 115
GELATINE
Cox’s, 1 doz. large ..145
Cox’s, 1 doz. small .. 90
Knox’s Sparklmg, doz. 125
Knox’s Sparklmg gr. 14 00
Knox’s Acidu’d doz. 125
Nelson’s 195
Oxford ... I&)
Plymouth Rock, Phos. 1 25

Plymouth Rock, Plain ~ 90

GRAIN BAGS
Broad Gauge . .18
Amoskeag 19
Sage 15
Hops 15
Laurel 16
Senna Leaves 25

HIDES AND PELTS
Hides

Green,

Green,
Cured,
Cured,

MICHIGAN

Calfskin, green,

Calfskin, green,
cured,
cured,

Pelts

Calfskin,
Calfskin,

Old Wool
Lambs ..
Shearlings

Tallow
No.
No. 2

Unwashed,
Unwashed,
HORSE RADISH

Per doz....cuiinnnnn,
Jelly

per doz. ..2 30
151b. pails, per pail .. 65
301b. pails, per pail ..1 25
JELLY GLASSES

in bbls., per doz. 15
% pt. in bbls., per doz. 16
8 oz. capped in bbls.,

per doz...nininnnn, 18

MAPLEINE

2 oz. bottles, per doz. 4
1 oz. bottles, per doz. 225
% oz. bottles, per doz. 1 10

fine

5tb. pails,

% pt.

MINCE MEAT

Per case .. 85
MOLASSES
New Orleans
Fancy Open Kettle ... 42
Cho . 5
Good
Fair .
Half barrels 2c extra
Red Hen, No. 2% ...1 75
Red Hen, No. 5 ... 175
Red Hen, No. 10 1 65
MUSTARD
% Ib. 6 Ib box ........... 16
Bulk, 1 gal kegs 1 00@1 10
Bulk, 2 gal. kegs 95@1 05
Bulk, 5 gal. kegs 90@1 Q0
Stuffed, D
Stuffed,
Stuffed,
Pliaed (not stuffed)

Manzanilla, 8 oz.

Lunch, 10 oz..
Lunch, 16 oz.
Queen Mammoth, 19 -
Quee“n """ Mammoth, 28
...................................... 575
Ol|ve Chow, 2 doz. cs.
per doz...in 225
PICKLES
Medium
Barrels, 1,200 count .. 7 50
Half bbls., 600 count 4 25
5 gallon Kkegs .. 190
Small
Barrels
Half barrels
5 gallon kegs .
Gherkins
Barrels .. 13 00
Half barrels
5 gallon kegs .
Sweet Small
. 16 00
850
5 gallon kegs 320

PIPES
Clay, No. 216, per box 1 75
Claby, T. D. full count %

PLAYING CARDS
. 90, Steamboat .... 75
. 15, Rival assorted 1 25
. 20, Rover, enam’d 1 50
. 572, SpeC|aI ........... 175
. 98 Golf, Satin fin. 2 00
. 808, B|cyc|e . .2 00
. 632 Tourn’t w

POTASH

Babbitt’s,
PROVISIONS
Barreled Pork

Clear Back .. 21 00@22 00

Short Cut Clr 19 00@20 00

Bean ... 16 00@17 00

E_risket, Clear 27 00@28 00

26 00
eats
14%@15
ar
Pure in tierces . ll%@12
Compound Lard .8%@ 9
80 Ib. tubs advance..%
60 Ib. tubs ....advance %
50 ib. tubs ....advance %
2 Ib. pails ...advance %
10 Ib. pails ...advance %
5 Ib. pails ...advance 1
8 1b galls ...advance 1
moked Meats
14-16 1b. 15%@16
16-18 Ib. 14. @14%

18-20 Ib. 13% @14
dried beef 29

Salt
S P Bellies ....
L

Hams,
Hams,
Hams,
Ham,
sets 30
California Hams 10 @10%

P|cn|c Bmled gn %20
l %

14 @14%

16 @22

Boned Hams
Minced Ham
Bacon

TRADESMAN

Sausages
Bologna .. 11
Liver . It
Frankfort 12%
Pork . u
Veal n
Tongue Xi
Headcheese . 10
Beef
Boneless ... 20 00@20 50
Rump, new 24 50@25 00
Pig’s Feet
% bbl 1

Kits,
% bbls.,
% bbls.,

40 Ibs..
80 Ibs..
Casings
Hogs, per % ..
Beef, rounds, set ..
Beef, middles, set ..
Sheep, per bundle
Uncolored Butterine
Solid Dairy 12%@16%
Country Rolls .. 13 @19%

Canned Meats
Corned beef, 2
Corned beef, 1
Roast beef, 2 Ib..

Roast beef, 1 Ib.. 2 50

Potted Meat, Ham

Flavor, %S .. 48

Potted Meat, Ham

Flavor, %S ... 90

Deviled Meat. Ham

Flavor, %s .. 48

Deviled Meat. H

Flavor, %s .9

Potted Tongue .. 48

Potted Tongue, %s .. 90
RICE

Fancy

Japan Style 5 @5%

Broken 3% @4k

ROLLED OATS

Rolled Avenna, bbls. 7 00
Steel Cu, 100 Ib. sks. 3 70
Monarch, bbls 675
Monarch, 90 25
uaker, 18 Regular 145
uaker, 20 Family .. 480

SALAD DRESSING

Columbia, % pt.. .
Columbia, 1 pint .
Durkee’s, large 1 doz. 4 50
Durkee’s, small, 2 doz. 525
Snider’s, large, doz. 2 35
Snider’s small, 2 doz. 13%
SALERATUS
Packed 60 Ibs. in box.
Arm and Hammer .. 300
Wyandotte, 100 %s 3 00
SAL SODA
Granulated, bbls.............. 80

Granulated, 100 Ibs. cs. 90
Granulated, 36 pkgs. ..

SALT
Common Grades
Ib.sacks
70 4 Ib.sacks
60 5 Ib.sacks .
28 10 Ib.sacks .
56 Ib. sacks.

28 Ib. sacks

W arsaw
56 Ib. sacks ..
28 Ib. dairy in
Solar Rock
sacks
Common
Granulated, Fine
Medium, Fine
SALT FISH

Cod

0
Large, whole .... @8
Small, whole @
Str|ps or bricks .. 9%
Pollock

100 3

56 Ib.

Smoked Salmon

hoop bbls.

. hoop % bbls.

. hoop keg

. hoop Milchers

. SEEDS
ANiSe e
Canary, Smyrna
Caraway ..o 15
Cardomon, Malabar 1 ig
Celery .
Hemp, Russian 5
Mixed Bird ... 9
Mustard, white 12

SHOE BLACKING

Handy Box, large 3 dz. 3 50

Handy Box small 125

Bixby’s Royal Polish 85

Miller’s Crown Polish 85
F

Scotch, in bladders .. 37

Maccaboy, in jars ... 35

French Rapple in jars .. 43
Yoba'

Boxes
Kegs,

Whole Spices
Allspice. Jamaica ..9@10
Allspice, Ig Garden @11
Cloves, Zanzibar @22
Cassia, Canton 14@15
Cassia, 5c pkg. dz. @25
Glnger African @9%
Ginger, Cochin 14%
Mace, Penan 0
Mixed, No. 17
Mixed, No. 2 ...... 16
Mixed, 5c pkgs. dz.
Nutmegs 70-180 .. @30
Nutmegs, 105- 110 .@25
Nutmegs 105 110 . %25
Pepper, ..

Pepper, Wh|te @25
Pepper, Cayenne @22
Paprika, Hungarian

Pure Ground in Bulk
Allspice, Jamaica .. 8)15
Cloves. Zanzibar .. 28
Cassia, Canton @22
G|nger African 18
Mace, Penang 5
Nutmegs
Pepper, Blac o IS
Pepper, White __ @32
Pepper, Cayenne %%45
Paprika, Hungarian

STCARCH
Kingsford, 40 Ibs. .. 7%
Muzzy, 20 lib. pkgs. 5%

sford
Sliver Gloss,g40 lib. 44
Muzzy, 40 lib. pkgs. .. 5
Gloss
Argo, 24 5¢ pKQS....... D
Silver Gloss, 16 3ths. ..6%
Silver Gloss 12 6lbs. 8M
uzzy
48 lib. packages
16 31b. packasges

Packa8es
5016 boxes e

SYRUPS ........ %

orn,
Barrels ...
Hlalf barrels 1 0
Blue Karo, No. 1%

4 dOZ.riiines 345
Blue Karo, No. 2, 2'dz, 1 &b
Blue Karo, No. 2% 2

doz... 23
Blue K . 230
Blue Karo %

d 3}

§Eg &aro

o".z%f‘ézz ;%

Red Karo, No. 5 dz. 2 70
Red Karo, No. 10
[0 [T 2 60
Pure Cane
Good .
Choice
Folger’s Grape Punch
Quarts, doz. case 6
TABLE SAUCES
Halford, large
Halford, small ... 225
TEA
Uncolored Japan
Medium . 20@25
Choice . 28@33
Fancy . 36@45
Basket-fired Med’'m 28@30

Basket-fired, Fancy 38
No Nibs .. 30

Basket-fired, Chorce 35%37

S|ft|ngs bulk . 9@1
Siftings, 1 Ib. pkgs. 12@14
Gunpowder
Moyune, Medijum ,.28833

Moyune, Choice
Moyune, Fancy
Ping Suey, Medium 2
Ping Suey, Choice 35
Ping Suey, Fancy .46

Young Hyson

Choice 28%30
Fancy

Formosa, Medrugm .25@28
Formosa, Choice ..32035
Formosa. Fancy ..50@69

English Breakfast

Congou, Medjium ..25@30
Congou, Choice 30@'35
Congou, Fanc’z ......... «0
Congou, ancy 60 80
Pekoe, Medr%lrm 28@36
T»r. Pékoe, flhnire—

Flowery O. P. Fancy 40@60

S9
«USACCU
Blot .....n¢ CUl g g
Bugle, 16 os. .. 3%
Bugle, 16¢c .. . 11 00
Dan Patch, 8and 16 oz.

0
2
Gan Patch, 8% """ 1%%

2?2** Bail, 16 oz.
Hiawatha, l« oz
Hiawatha, 5c ...

no Limit, t olf.«®

1®°* ... .3 28
| Ew*. and 16707.
flbwa. 106 .. i in
ojibwa, sc . *
a a®l« e

A 1 [1]
Red Bell. 8foi| WW J e
HwleVAr* k * t ;g
Swo6t Cuba, &anls er g
Sweet Cuba, 10c

| S”**- é n>, ;lnI 4 50
>-
2*®* Burley & OI gzé
ffj Burle ie oz
S{reejt M ist, A gro

weet Burley, gcoz
Sweet Mist, 8 0z.......... *n 10

i}f®r. 5c¢
tt? '7c «i>ng b 240
Danje .
Uncle Daniel, | oz. .- 588
Plug
Am. Navy, l« 0z...... Y
Apple, 10 Ib. butt ... 56
Drummond Nat. Leaf. 2
and [ N Rl
Drummond Nat. ¢¢af
per doz........ Chr
Battle ax ...

Braces 6and 12 Ib.'**x ;1

Four 6 and 16 Ib.
Boot Jack, 2 Ib
%eo* Jack per doz.
ullion,

a_ max Golden Twins'
Cl max, 14% o0z.........
Climax, 7 0Z......

Work, 7 A 14 "I,
e Menthe, Ib.
Ibbboxes

Bay«
Créme
P®rt>yY
5 Bros.,

Four Roses,
am Edge,
Gold Rope,
Gold Rope
0. P.,

Granger Twist, 6 Ib.

?lorse Sho%og 122llb.R>
Honey Dip Twist, 5AlO
Jolly "Tar, 6 & 81b. ..
E X & 11 Ip..

T., 5% A n Jb.
Keystone Twist.
Kismet, Ib
Maple Drp, 20 oz. ..!1 2
Merry Widow, 12 Ib. .. 82
Nobby Sfém Roll 6'A'8
Parrot, jing

BESHREHEE 5,88 2 B[P RS FQE

Patterson’s Nat. Leaf 9B
Peachey, 6-12 A 24 Ib. 4l
Picnic Twist, 5 Ib......... 45

Piper Herdsrek 4A 7 1b. 69
Piper Heidsiek, per doz. %
Polo, 3 doz., per doz. 48
Redlcut, 1%  0Z...... 38
Scrapple 2 A 4doz. .. 48
Sherry Cobbler, 8o0z. .. 32
Spear Head, 12 0z,
Spear Head 14% 0z.
Spear Head, 7

Sq. Deal, 7, 14 A 28" 1b.
Star, 6, 12 A 24 Ib. ..
Stzndardeavy 7%, 16

Town Ta 14
Yankee Girl, 12 A 24" 1b.
Scrap
All Red, 6C .o 5 76
Am. Union Scrap )
Bag Pipe, 5c ..
Cutlas, 2% oz.
Globe Scrap, 20z, 30
Happy Thought 2 0z. 30
Honey Comb Scrap, 5¢ 5 76
Honest Scrap 5¢ ...

Mail Pouch, 4 doz. sc 2 (D
Old Songs, Sc ............... 76
Old Times, % gro. 5 50
Polar Bear, % gro 576
Red Band, Gc % gro 576
Red Man ScraE 142
Scrapple, 5¢ pkgs....... 48
Sure Shot, 5c 1 6 6 76
Yankee Girl Scrap 5 76
Pan Handle S»n> %gr 576
Peachy Scrap, Sc .. 576
Union  Workman, 2% 600

Sm k|ng
All Leaf, 2% 0z. 30
3% oz 600

Banner 20cm
Banner« 40c

Belwood, Mixture. [
Big Chief, 3% oz. 6 00
Big Chief, 10 os. .. .. 80
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8moking

bull Durham, €& 685
Bull Durnam, 10c ....11 62
Bull Durham, 15c 17 28
Bull Durham, 8 ox. .. 360
Bull Durham, 16 ox. .. 672

Buck Horn, 5c
Buck Horn, 10c .
Briar Pipe, 5c
Briar Pipe,
Black Swan, 6c
Black Swan, 14 ox.
Bob White, 5c
Brotherhood,

Brotherhood,
Brotherhood,
Carnival, 5c
Carnival, %
Carnival, 16

Cigar Clip's 30
Cigar, Cllg Seymour 30
ldentity, & 1670x. .. 30

Darby Clgar Cuttings 4 50
Continental Cubes, 10c 90
Corn Cake, 14 0X..........

Corn Cake, 7 ox..
Corn Cake, 5c .
Cream, 60c palis

Cuban Star, 5c foil 576
Cuban Star, 16 ox.

Chips, 10c

Dills Best, 1%os

Dills Best, 3%ox

Dills Best, 160x

Dixie Kid, 5c
Duke’s Mixture,
Duke's Mixture,
Duke’s Cameo, 5c

Drum, 6c

F. F. A. 4o0x

F. P. A.

Fashion, 5c

Fashion. 16 ox

Five Bros..

Five Bros.,

Five cent cut Plug .. 29

JrO B 10c .

Four Roses. 10c 96

Full Dress. 1% oz 72

Clad Hand. 5c .. .

Gold Block. 10c .. .

Gold Star. 50c pail .. 4 60

Gall & Ax. Navy, 5c 576

Growler, 5c 4

Growler, 10c

Growler, 20c

Giant, 5¢ ..

Giant, 40c ..

Hand Made, 2% oz. .. 50

Hazel Nut, 5C ... 76
12 00

Honey Dew, 10c

Hunting 38
I X L, 6 ... . 610
I X L in pails 3 90
Just Suits, 5C ... 6 00
Just Suits, 10c 12 00
Kiln Dried, 25c .2 45
King Bird, 7 ox. 216
King Bird, 10c 11 52
King Bird, 5c . 576
l.a Turka, 5c 576
i.lttle Giant, 1 lb.. 28
Lucky Strike, luc 96
l.e Redo, 3 oz 10 80
Le Redo 8& 1 .38
Myrtle Navy 10c ....11 52
Myrtle Navy, 5¢ ... 5 76
Maryland Club, 5c 50
Mayflower, 5c . 576
Mayflower, 10c 96
Mayflower A 192
Mgger Hair, 5c 6 00
Nigger Hair, 10c __1070
“!g 5 4
i
N g
0]
[0}
o}
o
o
P .
P: S, 3 oz,

per gro 570
Pat Hand, 1 0Z. ... 63

Patterson Seal, 1% oz. 48
Patterson Seal, 3 oz. .. 9%
Patterson Seal 16 oz. 500
Peerless, 5C ... 76
Peerless, 10c cloth ..11 52
eerless, 10c paper ..10 80
eerless, 20 .20
Peerless,

40c
Plaza, 2 gro.
Plow Boy, 5C ...
Plow Boy, 19
Plow Boy, 14 oz
Pedro, luc .
Pride of Virginia, 1% 7
Pilot, 5c
Pilot, 14 oz. doz..
Prince .Albert. 5¢ o
Prince Albert, 10c ...
Prince Albert, 8 0z. .. 3
Prince Albert, 16 oz. 7
5
0

case

ueen Quallty, 5¢c
ob Roy, 5c foil
Rob Roy, 10c gross ..1
Rob Roy, 25¢
Rob Roy, 50c doz. ...
S. A M., 5cgross ....
& A M. 14 oz,
Soldier Boy.

goldler Boy, 10c

doz. ..
gross 5 76
,.10 60

13

Pilot, 7 oz. doz. .... i_05
Soldier Boy, 1 Ib...... 475
Sweet Caporal, 1 ox. 60
Sweet Lotus, 5¢C ... 5 78
Sweet Lotus, 10c .11 52
Sweet Lotus, per dz. 4 60
Sweet Rose, 2% ox .. 30
Sweet Tip _Top, .. 50
Sweet Tip Top, 10c .. 1 00
Sweet Tips, % gro.,.10 08
Sun Cured,

Summer Tlme 5¢ .
Summer Time, 7 o0z.

Summer Time, 14 ox. 3 50
Standard, 5c foil 576
10c paper 864

Standard

I N. C. 1% cut plug 70
N. C. 1% Gran. 63
Three Feathers, 1 oz. 48

Three Feathers, 10c .Ix ax
Three Feathers and

Pipe combination 225
Tom & Jerry, 14 ox. 3 60
Tom & Jerry, 7 oz. ..1 80
Tom & Jerry, 3 oz. 76
Trout Line,” 5c .5 90
Trout Line, 10c..... 11 00
Turkish, Patrol 2-9 576
Tuxedo, 1 oz. bags .. 48
Tuxedo, 2 oz. tins ... 96
Tuxedo, 20C ... 90
Tuxedo, 80c tins 745
Twin Oaks, 10c .. .. 96
Union Leader, 60c ... 5 10
Union Leader, 25¢ 2 60
Union Leader, 10c ..11 52
Union Leader, 5¢ .... 600
Union Workman, 1% 5 76
Uncle Sam, 10c 10 98
Uncle Sam, 8 oz.. .
U. S. Marine, 5c ...
Van Bibber, 2 oz. tin 88
Velvet, 5c pouch ... 48
Velvet," 10c tin w96
Velvet, 8 oz. tin 384
Velvet, 16 o0z. can 7 68

Velvet, combination ¢s 5 75
6 00

W ar Path,

War Path.

Wave Line,

Wave Line,

Way up, 2% oz 575

Way u|P 16 oz. palls .. 31
ru 5¢c ...5 76

i Frun 10c

Turn 'Turn, 5¢

Turn Turn. 10c .

Turn Turn, 1 Ib., doz. 4 60
TWINE

Cotton* 3 ply 20

Cotton, 4 ply 20

Jute, 2 ply 14

Hemp, 6 ply 13

Flax, edium 24

Wool, 1 Ib. bales 10%
VINEGAR

W hite Wine, 40 grain 8%

W hite Wine, 80 grain 11%

W hite Wine, 100 grain 13

Oakland Vlnegar & Pickle
Co.’s Brands

Hi gf(hland apFIe cider 18

Oakland apple cider ..

State Sea su ar 11%

Oakland whlte plcklg 10

Packages free.

WICKING
, pergross
pergross
pergross
pergross

0

1
No. 2,
3,

WOODENWARE
Baskets

O

Bushels 0
Bushels, wide band .. 4lg

Market

large
medium
small

Wil Iard'e
W|IIow Clothes small
Wi illow, Clothes, me'm 8

Butter Plates
Ovals

% lb., 250 in crate .... 3H

% Ib., 250 in crate
1 1b., 250 in crate..
2 Ib., 250 in crate
8 1b., 250 In crate
, 250 in crate...
Wire End
1 1Ib., 250 in crate..
2 1b., 250 in crate
3 Ib., 250 in crate
5 Itv, 20 In crate

N WWA
ANNOUIO

0
0
0
5
5
0

Churns
Barrel, 5 gal., each .. 2 40
Barrel, 10 gal each ..2 55
Clothes Pins
Round Head
4% inch, 5 gross ... 65
Cartons, 20 2% doz. bxs 70

Egg Crates and Fillers
Humpty Dumpty, 12 dz. 20
No. 1 ‘complete . LA
No. 2, complete
Case No. fillers,

SIS v
Gass, medium, 12 seta 1 15

14

Faucets
Cork lined, 3in..
Cork lined, 9in........
Cork lined, 10 In....90
Mop Sticks

Trojan spring ... D
Eclipse patent spring 85
No. 1 common 80

No. 2 pat._brush holder 85
Ideal No. 7 i
121b. cotton mop heads 1 30
Palls
2-hoop Standard 2 00
2- hoopStandard .. 225
3-  wlre Cable .23
Fibre . 240
Toothplcks
Birch, 100 packages .. 2
ideal” . packages . %
Traps
Mouse, wood, 2 holes .. 2
Mouse, wood, 4 holes .. 45
10 qt. Galvanized 16
12 qt. Galvanized 170
14 qt. Galvanized 190
Mouse, wood, 6 holes .. 70
Mouse, tin holes __ 65
Rat, wood ¥ %g
Rat, spring
Tubs
20-in. Standard, No. 1 800
18-in. Standard, No. 2 7 00
16-in. Standard, No. 3 6 00
20-in. Cable, No. 1 .. 800
18-in. Cable, No. 2 .. 7 00
16-In. Cable, No. 3 .. 600
No. . 16 50
0. .
No. E 88
Lar Galvanized .. 625
Medium_ Galvanized .. 5 50
Small Galvanized ... 475
W ashboards
Banner, Globe .. 260
glrass sS_lnglle 350
ass, Single
Single Ac?ne . g %8
Double Peerless 4 50
Single Peerless 350
Northern Queen 3 60
Double Duplex 325
Good Enough 8 40
Universal 350

Window Cleaners

12 In.. 165

jn 85
16 1n - 5%

Wood Bowls

13 In. Butter.. .17
15 In. Butter 250
17 in. Butter 475
19 in. B utter.. 7 50

WRAPPING PAPER

Common Straw
Fibre Manila, white .. 3

Fibre Manila, colored 4
No. 1 Manila

Cream Manila 3
Butchers’ Mani 2%
W ax Butter, short c’nt 10
Wax Butter, full ¢'nt 15
Wax Butter, rolls ... 12

YEAST CAKE
agic, .

Sunllght
Sunlight,
Yeast Foam,
Yeast Foam, 1%

YOURS TRULY LINES
Pork and Beans 2 70@3 60

Condensed Soup 3 25@3 60
Salad Dressing 3 80@4 50

115
doz. 85

Apple Butter _ @8 80
Catsup .. 2 70@6 75
Macaroni 1 70@2 35
Spices 40@ 85
Herbs @ 7

AXLE GREASE

. boxes, per gross 870
. boxes, per gross 22 70

CHARCOAL

Car lots or local shipments,
bulk or sacked in paper or jute.
Poultry and stock charcoal.

M. O. DEWEY CO., Jackson. Mich.

TRADESMAN
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BAKING POWDER
K. C.
. Doz.
10 oz, 4doz. in case 85
15 o0z.4doz. in case 125
20 o0z, 3doz. in case 160
25 o0z., 4doz. in _case 200

50 0z., 2 doz. plain top 4 00
50 oz. 2 doz screw top 4 20
80 oz., 1 doz. plain top 650
80 0z., 1 doz. screw top 675
Barrel Deal No. 2
8doz each 10, 15 and
Wlth 4 dozen 10 oz.
Barrel Deal No. 2
6%}2 each 10, 15 and
W ith 3 dozenlO 0z. free
Half-Barrel Deal No.
4%)2 each 10, 15 and
W ith 2 doz. 10 oz.
. All cases sold F. O. B,
jobbing point.
All barrels and hal
barrels sold F. O. B. Ch
cago.

Royal

16csize .. 90
%Ib cans 1 35
6 0z cans 1 90
%Ib cans 2 50
%!b cans 3 75
lib cans 4 80
31b cans 13 00
51b cans 21 50

CIGARS
Johnson Cigar Co.’s Brand
Dutch Masters Club 70 Q0
Dutch Masters, Inv. 70 00

Dutch Masters, Pan. 70 00
Dutch Master Grande 63 00
Little Dutch Masters

(300 Iotsg
Gee Jay (00 lots)
El Portana
S. C. W

.32 00

Worden Grocer Co. Brands
Canadian Club
Londres, 50s, wood
Londres, 25s tIinB
Londres, 300 lots

COFFEE
OLD MASTER COFFEE

Old Master Coffee 31
»an Marto Coffee

16

Roasted

Dwinnell-Wright Brande

VHITEHO(/SE

W hite House, 1 Ib..
W hite House, 2 Ib..
Excelsior, Blend, 1 Ib
Excelsior,
Tip Top Bland, 1 rb..
Royal Blend
Royal High Grade
Superior Blend

Boston Combination
Distributed by

Blend, 2 Ib...

Judson

Grocer Co., Grand Rapids;
Lee & Cad Detroit, Lee
& Cady, alamazoo; Lee
& Cady, Saginaw; Bay
City Grocer Com any, Ba&\i
City; Brown, avis

W arner, Jackson; Gods-
mark, Durand & Co., Bat-
tle. Creek; Fielbach Co..
Toledo.

Royal Garden Tea, pkgs. 40
THE BOUR CO..

TOLEDO, OHIO.

80AP
Lautz Bros.’
Acme, 70 bars
Acme, 100 cakes,
Acorn, 120 cakes ....
Cotton Oil, 100 cakes
Cream Borax, 100 cks
Circus, 100 cakes 5c sz
Climax, 100 oval cakes
Gloss, 100 cakes, 5¢C sz
Big M aster, 100 blocks
Naphtha, 100 cakes
Saratoga, 120 cakes ..

WWWWWWoONW
©©0 o
885IRGI88 55

2 40

FITZPATRICK BROTHERS’ SOAP CHIPS

White City EDish Washing)...

Tip Top Caustlc)
No. 1Laundry Dry...
Palm Pure Soap Dry.

March 31. 1915

17

Proctor& Gamble Co.

Lenox
Ivory, 6 oz
tvory, 10 oz
Star

Swift & Company

Swift’s Pride .. . 315
W hite Laundry . 3B
Wool, 6 oz. bars 4 00
Wool, 10 oz. bars 6 65
Tradesman Co.’s Brand
Black Hawk, one box 2 50
Black Hawk, five bxs 240
Black Hawk, ten bxs 2 25

A. B. Wrisley

Good Cheer
Old Country
Scouring
Sapolio, ﬁross lots .. 950
Sapolio, half gro. lots 485
Sapolio, single boxes 2_40
Sapolio, hand ... 40
Scourine, 50 cakes 180
Scourine, 100 cakes 350
Soap Compounds

Johnson’s Fine, 48 2 325
Johnson’s XXX 100 5c 4_00

Rub-No-More
Nine O’clock

W ashing Powders

Armour’s

Babbitt’s 1776 .

Gold Dust, 24 3
Gold Dust, 100 small 3 85
Kirkoline, 24 4tb.......... 2 80
Lautz Naphtha, 60s .. 2 40
Lautz Naphtha, 100s 3 75

Pearline
RoOSeine .o
Snow Boy, 60 5c ..
Snow Boy, 100 5c ....
Snow Boy, 24 pkgs.,
Family Size
Snow Boy, 20 pkgs..
Laundry Size ...... 4 00
Swift’s Pride, 24s .... 355
S*wift’s Pride, 100s 365
Wisdom v 3D

aThe only
KunS ir 5 ¢
Cleanser

Guaranteed to
equal the
best 16¢ kinda

66 - CANS -927I

Sc per Ib.
..4c per Ib.
5j”c per Ib.
-6j~c per Ib

225 Ibs.

PUTNAM'S

Double A

Bitter Sweet Chocolates

The Highest- in Quality

Greatest in Demand

If you are not supplied a postal card will bring them

Packed in five pound boxes

Vanilla, Pineapple, Orange, Lemon, Raspberry,
Walnut or Assorted.

Made by

National Candy Co.,

Inc.

Putnam Factory

GRAND RAPIDS

FOOTE & JENKS» COLEMAN ’S—

MICHIGAN

rand,

Terpeneless Lemon and High Class Vanllla

Insist on getting Coleman’s Extracts from your jebbing grocer, or mail order direct to

FOOTE & JENKS, Jackson, Mich.
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BUSINESS-WANTS DEPARTMENT

Advertisements inserted under this head for two rents a word the first insertion and one cent a word for each subsequent

BUSINESS CHANCES.

FOR SALE
A long-established department store
which has always been a money maker.

Reason for selling, owner is retiring.
Building for sale or rent. Will divide
and remodel to suit tenant. Stock will

be sold in parts or as a whole.
H. B. LARSON. MANISTEE, MICH.

For Sale—Only harness shop in town
of 5,000 in Northeast Kansas; easy terms.
Davis Realty Co., Horton, Kansas.

W anted—A first-class, all around sales-
man who understands the clothing, shoe
and_ furnishing goods business from A.
to Z. Must be a good window trimmer
and write his own cards. Good wages
and steady position. None but a first-
class man need apply. Address A. Lowen-
berg. Battle Creek, Michigan. il

For Lease—Best location in a live
town of 1500 with surrounding territory
tributary to 10,000 people to draw from,

a fine store building 2 b&/ 50 and base-
ru

ment. Fine location for g or jewelry
store.. Brick building. Fixtures. Also
electric lighted. Rent, $200 per year.

For further particulars address No. 992,
care Michigan Tradesman. 992

For Sale—At a bargain a_ good gen-
eral merchandise store doing a good
business, (mostly country trade), and a

rofit. Good

cream station—gives a nice
rucks, Olpe,
993

reasons for selling. H. F.
Kansas.

_For_Sale—Two-burner nine-light gaso-
line light plant, late model, seven sta-
tion airline cash-carrier; also small stock
dry goods, shoes, groceries, in small W is-

consin town; two-story brick building
for sale or rent; these are bargains,
investigate.

Box 84, Reedsburg, is.
994

For Sale—At 15 per cent, discount for

continuous insertion.

For Sale—Great opportunity to
stock of general merchandise in
town of 1,600, Eastern Michigan.
be sold. Sickness. Address 986,
Tradesman.

For Sale—Grocery store doing average
cash business of $50 per day. ~Buildin
with five nice living rooms $2,300. _Stoc]
and fixtures invoice about $1,500. This is
an outside store in German locality and
will stand_ close investigation. Address
984, care Tradesman. 984

For Sale—Good, clean, general stock in
Northern Indiana. Invoice about $4,000.
Reason for selling other business. Money-
maker for hustler. Address 985, %re
Tradesman.

For Sale—Meat market located between
two No. 1 grocery stores in center of
best residence district in_ city. Address
No. 981, care Michigan Tradesman.
981

For Sale—An Enterprise meat-grinder
with one-half horse motor in good run-
ning order. Will sell cheap.” Vander
Brook Bros., Kalamazoo, Mich. 982

Doctor! Do you want a practice that
pays $8,000 to ~ $10,000 a year strictly
cash. This'practice, oflice furniture and
fixtures, worth $2,000 free if you will buy
the doctor’s home, Doctor’s health de-
made a rest. Write for particulars. A.
K. 2, care Tradesman. 980

Farm For Sale—Or will trade for stock
of merchandise. 154 acres, 40 cleared,
located in Charlevoix county. Address
D. C. Levinson, Petoskey, Mich. 972

For Sale—OlId established gloing hard-
ware business in Quincy; well and fav-
orably known in the city and surround-
ing ferritory for years;” stock will in-
ventory from $18,000 to $20,000, but can
be reduced some if necessary; excellent
opportunity to acquire a business that
with little’ effort can be developed into
a handsomely palxlng one.. Address C. E.
Causey, Quincy Hotel, Quincy, 111 974

buy
live
Must
care
986

cash only, one 562 class National Cash For Exchange—Quarter section of fine
Register “with the extra keys, produce land, in good" farming community in
in and produce exchange, in” A-lI' condi- South Dakota; will exchange for stock
tion. P. I. Hendrickson, Northwood, la, of merchandise. Address J. 'C. Rothrock,
995 2963 Prairie avenue, Chicago, 111 975

. For Sale—Slock of general merchandise
in one of the best small towns in Central

Michigan, Size of stock $8000. Estab-
lished thirty years. Double store in good
condition. ill lease same. H. P. Fitz-

patrick, Administrator, Middleton, l\gé%h

For Sale—Grocers computing scale, for
less than one-quarter first cost. Used
only a short time; will guarantee to pass
inspection. Time given to responsible
person. Address, 988, care Tradesman.

80 acres partly imoroved land to trade
for merchandise. Let us hear what you
have. Harry Gover, Loomis, Mich.

989

For Sale—Stock of groceries, crockery,
tin, enameled ware, ten-cent and other
ood lines: best location, town of 700,

outhern Michigan; wide, light store, fine
living rooms second floor; sale or rent:

exceptionally clean stock and fixtures,
about $2,500. Exceptional opportunity.
W rite C. H., care Michigan Tradesman.
990

For Sale—Northernhardware, includ-

ing the plumbing shop, one of the largest
and best paying retail business in
Northern Michigan—heavy sales, no dead
stock, best of "help, good building and
favorable rent; best location in the city.
A rare opportunity for the right man.
Reasons for sellln\g, death of owner and
wish to dispose of business at once. For
particulars, write or see Mrs. F. B.
Clark, Petoskey,Michigan. 991
For Sale or Exchange—For stock of
eneral merchandise, clothing, shoes or
hardware, 160 acres heavg Virgin timber
in Ashland county and 600 acres good

farming or dairy land in Eau Claire
county, Wisconsin; level, well watered,
no stone, verY fertile soil; no waste land.
Box 383, Eveleth, Minn. 998
Hotel For one

. Sale—Onlg commercial on
in town of 2,000; lot 95 x 245; good busi-
ness; in foothills of Ozarks, on beautiful
Current River; price $8,000. Box 157,
Doniphan, Mo. 999

_For Sale—Complete general store con-
sisting of dry goods,  shoes, groceries,
crockery, drugs “and hardware in two
new large rooms combined. This store
controls business for miles. Stock will
now invoice about $16,000; now sellin
down throu%h special sale. Will also sel
my home (bungalow). Must quite busi-
ness at once on account of ill health.
Exceptional opportunity for someone to
take over an established business. If In-
terested come personally and investigate.
No solicitors, brokers “or agents corre-
spondence Arthur  Steere,
cBride, 83

.answered.
Michigan.

W anted—Stock of merchandise in ex-
change for valuable Virginia truck farm
or clear income property. W. Gar-
rett, Norfolk, Va. 976

For Sale Chea;])_—New six room cot-
tage at Wa-Wa-Tum Beach, Mackinaw
City, Michigan. Furnished. Terms easy.
Write L. D. Johnson, 349 Lake avenue,
Battle Creek, Michigan. 978

For Sale, Quick—Cash only, clean up-
to-date dry goods and ladies” furnishings.
All good staple merchandise; stock and
fixtures about $2500; doing cash busi-
ness. Located town of 500, central part
of State on Lake Shore Railroad in best
farming country in Michigan. Will give
good liberal discount to sell at once, as
other business demands my attention.
This is good proposition and open to in-
vestigation. Oc on dollar takes it. Ad-
dress 979, care Michigan Tradesman.

979

For Sale—Box shook factory, saw and
planing mill, stock of lumber; all in good
condition; bargain; must sell quick. H.
T. Benoit, Hamburg, Ark. 969

For Sale—Bakery in Grand
Cheap for cash if taken at once, or
might consider a trade for real estate.
Address Bakery care Tradesman. 970

For Sale—Bakery at Aurora, 111 Write
I. Ochsenschlager, 953

For Sale, or might trade for good city
or farm property, department store
stock; can show good business; located
in county seat, in celebrated fruit belt,
prosperous community, highly Intellectual
people, splendid schools, churches, cha-
tauqua grounds, etc. This must go at
once; illness in famlle/ reason for sellmg.
Terms part cash, balance on time. Ad-
dress, Y. Z., care Tradesman.

Notice—Merchandise stocks wanted for
well improved farms. We have business
blocks, flats and apartment houses to
exchange for farms. Explain_fully in
first letter what you have to offer. Ex-
changing properties is our  specialty.
Isenbarger Realty Co., 14 Union Trust
Bldg., Indianapolis, Ind. 956

For Sale—Complete stock up-to-date,
roceries, notions, sporting goods, etc.

ake $10,000 to $12,000 to handle the deal.
Established 37 years. Brick store build-
|n? 26 x80; brick warehouse 20x40. Will
sell or rent buildings. Reason for selling,
have got enough "and want tor retire.
County seat town. 800 inhabitants, elec-
tric light and water works. H. J. Hamp-
son, Centrevllle, Michigan. 960

For Sale—Good clean, live corner drugit
store, doing good business in city o
40,000. Invoice $4,000. Will discount for
cash. Address No. 962, care Mlchlgan
Tradesman. 96.

No charge less than 25 cents.

Rapids.

vraiau  luio BLUUN Ur
of merchandise. Must be cheap. H.
Kaufer, Milwaukee, Wis. 925

Sales Opened—W. L. Slocum, safe ex-
ert and jgcksm_lt. 97 Monroe Ave.,
rand Rapids, Mich. 11

We pay CASH for _merchandise stock
and fixtures. Grand Rapids Merchandise
& Fixtures Co., 803 Monroe Ave. 203
For Sale—My store, dwelling, stock of
general merchandise and fixtures, very
reasonable for cash. No traders need
answer. W. H. Smith, Wallin, Michigan.
910
Rent—Three story brick
2 x 84, “central
Address_No.
X0

For Sale or
building and _basement,
location in_village of 2,000.
950, care Tradesman.

For Snle-~-Several good second-hand
soda fountains which are now in opera-
tion and owned by parties who wish to

install our 1915 Walrus outfits. Hazel-
tine & Perkins Drug Co. W. Sllgs
Salesman.

Merchants Please Taae Notice! We

have clients of grocery stocks, general
stocks, drl goods stocks, hardware stocks,
drug stocks., We have on our list also a
few good farms to exchange for such
stocks. Also city property. "If you wish
to sell or exchange your business write
us. G. R. Business Exchange, 640 House-
man Bldg., Grand Rapios, Mich. «6»

Large catalogue Farms and_ Business
Chances, or $50 selling proposition free.
Pardee. Traverse City, Michigan . 519

Cash for your business or property, j
bring buyers and sellers together.” No
matter where located, if you want to buy,
sell or exchange any Kind of busq@i
or proger%, write me. Established
John B. right, successor to Frank P
Cleveland, Real Estate Expert, 1261
Adams Express Bldg.. Chicago. 111 32f

Move your dead stock. For closing out
or reducing stocks, get in touch with
us. Merchant’s Auction Co., Reedsburg,
Wisconsin.

For Sale—Nine Coleman street lamps.
A bargain. Address, Village Clerk, &fl
dron, Michigan.

Salesman—Best side line on the mar-
ket, easy to sell; light samples. M. E.
Wright, 714 Free Press Bldg., Detroit,
Michigan.

For Sale—Southwestern Michigan; a
$2,600 drug stock and fixtures; will sell
cheag; immediate possession.  Address
Pr. nontiyoh, Plainwell, Mich. 935

For Sale—No. 1 peddling wagon to
carry a general line of goods at a bar-
gain. Tony Fox, Fowler, Mich. 936

Hotel DeHaas, a thirty-five room brick
hotel, fifteen _other rooms available, on
main corner in Fremont, a live growing
town of 2500 in the fruit belt of West-
ern Michigan; this is a money maker, as
it is the only first-class hotel here; cost
$30,000; will “sell for $15,000; easy terms;
will not rent; reason, age. No license
and four sub-rentals. Address Dr. N.
DeHaas, Fremont, Michigan. 946

Will Exchange—985 acres timber land
near Manchester, Tenn., for city prop-
erty or merchandise. Price $13.50 per
acre. Several small farms. N. May,
Nashville, Tenn. 938

For Sale—Drug store, in utfu
Southern Michigan city of 6,000. This is
an excellent opportunity. Good trade
and full prices.” Ownermust change

climate. Address No. 948, care Trades-
man. 948

For Sale—A half interest in a well
established, successful wholesale busi-
ness. Purchaser to take active position
as _Secretary or Treasurer. Capital re-
quired $15,000, half cash, balance to suit

beautful

urchaser._ For full particulars address
49, care Tradesman. 949
.We buy and sellsecond-hand store
fixtures.

Grand Rapids Merchandise &
Fixtures Co.. 803 Monroe Ave. 04

Stocks Wanted—If you are desirous of
selling your stock, tell me about it.
may be able to dispose of it quickly.
My~ service free to both buyer and seller.

E.” Kruisenga, 17-23 lonia Ave., Grand

Rapids, Michigan. 870
Look Here Merchants! You can col-

lect all your old, “given up” accounts,

ourself, by our new plan. Enclose stamp
or sample and full information. Pekin
Book Co., Detroit, Michigan. 903

FOR SALE

Stock of Men’s. Ladies’ and Children's
Shoes, including fixtures, ce_ntrall&/ located in
nicestcity in Michigan having 6,000 popula-
tion. Stock will inventory about $3.000. Will

make libera] discount for cash.
Jacob Summers. Charlotte. Mich.

Cash must accompany all orders.

Wanted—Dealers handling _rugs to
write us. We have a proposition that

will certainly be interesting to you.
Buckeye Manufacturing Co., Canton,
Ohio. 4
W anted—I want to buy a shoe stock

for spot cash. Price must be low. Ad-

dress “Hartzell,” care Tradesman. 907
PRINTING.
1,000 letter heads  $1.50.

5,000 f$5
Copper Journal, Hancock, Mich. al
HELP WANTED.

Wanted—Salesman for cotton piece
goods and domestic department in bar-
ain basement store. Must be thorough-
y experienced, energetic hustler, capable
to take charge of "department. Salary
$75 per month, and one per cent, com-
mission on sales. Hart-Albin Co., il-
lings, Montana.

Wanted—Clothing Salesman—To open
an _office and_solicit orders for Merchant
Tailoring.  Full sample equipment is
free. Start now and get into business
“on your own hook.” We build to-order
the best clothes in America. If you have

faith in your ability to do things, you
are the fellow we are looking for! ull
details will be supplied on request and
| can call and talk it over if you are
interested. E, L. Moon, General A9§'Pt'
Columbus, Ohio.

SITUATIONS WANTED.

_ Lady with practical business experience
in large city wants position in eneral
store Iin small town as clerk, cashier or
stenographer. Work, care Tradesman.

W anted—Position as manager of gro-
cery or general stock by "a man  of
wide business experience. ~ Address, W.
A. Spore. Aima, Michigan. 967
m%Iice manager, accountant and credit

desires position; 15 years’ experi-
ence; up-to date modern systems of ac-
counting; at present employed, but de-
sires to make change; first-class refer-
ences as to ability "and integrity. Ad-
dress 987, care Tradesman. »S7

"Eoonormic Coupon
Books

They save time and expense.
They prevent disputes.

They put credit transactions on
cash basis.

Free samples on application.

Tradesman Company
Grand Rapids, Mich.

Simple

Account File

Simplest and
Most Economical
Method of Keeping
Petit Accounts

File and 1,000 printed blank

bill heads..........cccoevenee $2 75
File and 1,000 specially

printed bill heads......... 350
Printed blank bill heads,

per thousand................. 125
Specially printed bill heads,

per thousand................ 2 00

Tradesman Company,
Grand Rapick.



Manufacturing Matters.

Detroit—The Detroit Steel Products
Co. has increased its capital stock
from $500,000 to $1,250,000.

Detroit — The Eastern Pattern
Works has changed its name to the
Eastern Construction & Pattern Co.

Gobleville—The Gobleville Cream-
ery Co. has purchased the creamery
at Glendale and will use it as a skim-
ming station.

Saginaw—The Nelson Bros. Co.,
manufacturer of gas engines, pump
jacks and feed grinders, will double
the capacity of its plant by adding two
large wings.

Detroit—The Peninsular Smelting
Co. has been incorporated with an
authorized capital stock of $25,000, of
which amount $500 has been paid in
in cash and $19,500 in property.

Dowagiac—The Rudy Furnace Co.
has been incorporated with an auth-
orized capital stock of $250,000, of
which amount $125,000 has been sub-
scribed and $15,000 paid in in cash
and $10,000 in property.

Detroit—The Holmes-Howard Mo-
tor Co., manufacturer and dealer in
motors, machinery, etc., has been in-
corporated with an authorized capital
stock of $5,000, all of which has been
subscribed, $40.41 paid in in cash and
$2,459.59 in property.

Detroit—The Mlailometer Sales Co.,
manufacturer and dealer of offifce ap-
pliances, tools, dies and machinists
supplies, has been incorporated with
an authorized capital stock of $10,000,
all of which has been subscribed and
$1,000 paid in in cash.

Sault Ste. Marie—The Home Treat-
ment Remedy Co., manufacturer and
dealer in proprietary and patent med-
icines, has been incorporated with an
authorized capital stock of $20,000, of
which amount $10,000 has been sub-
scribed and paid in in property.

Detroit—The Petrik Rika Electric
Co., manufacturer and dealer in stor-
age batteries and their appliances,
has been incorporated with an auth-
orized capital stock of $5000, of
which amount $2,500 has been sub-
scribed, $700 paid in in cash and $650
in property.

Energetic Campaign Against Trading
Stamps.

Chicago, March 30—At a regular
meeting of the United Grocers and
Butchers of Chicago, held March 23,
the enclosed letter to the trade press
allied with the grocery and butcher
interests, the members of the Ameri-
can Specialty Manufacturers Associa-
tion and the wholesale grocery jobbers
was unanimously approved.

You are earnestly requested to take
special recognizanCe of our stand in
opposition to the gift and coupon evil
as it is being fostered at the present
time. We holpe to have your co-oper-
ation as well as your aid in giving
publicity to our views in regard to
this uncommercial and uneconomical
abuse.

We wish to thank you in advance
for any favorable recognition that you
may deem advisable to give us in re-
gard to curbing this daily increasing
menace. A. G. Hambrock, Secy,

An Open Letter. .

The organized retail grocery inter-
est feels that an epoch in our business
has arrived and the time has come
when we must adopt some means to
protect ourselves from the encroach-
ment of those who would destroy our
business. ,

MICHIGAN

It is_obvious to everybody that a
determined effort is being made to_es-
tablish among our people the retailer,
a foothold for all kinds of trading
stamps, rebate schemes, and profit-
sharing devices. _All these plans have
in view the creation of an unnecessary
third party, that materially adds to
the cost of distribution.

It is our practical experience that
the mar%l_ns are governed by compe-
tition which has levelled the profits
of the middle-man to a minimum,
which will not allow the addition of
an extra tax upon the necessities of
life, without working a hardship upon
the consumer.

It is the opinion of everybody con-
versant with good business ethics. that
ultimately, these parasites operating
under various aliases, will eliminate
the individual retailer who will be re-
placed by the _chain-store system,
which in turn will sell its own private
brands of merchandise, thereby elimi-
nating those of the manufacturer.

We believe from the statement of
facts as set forth herein that this men-
ace which threatens our very business
existence, should again be called to
the attention of thoSe whose interests
are closely interwoven with ours.
Every local retail grocers’ association
from” the Atlantic to the Pacific has
condemned all coupons, rebate checks,
profit-sharing devices or so-called gift
schemes of any type of character, and
furthermore, “resolutions have been
adopted_ by every state and National
convention in opposition to this evil,
and we believe that these expressions
should be paramount.
Would Organize State Mercantile

Association.

Lansing, March 30—A movement to
organize a State Retail Dealers’ As-
sociation was launched by F. N. Ar-
baugh at the annual meeting and ban-
quet of the Lansing Retail Merchants’
Association. He said that Michigan
merchants were weak in that they
lacked a thoroughly representative
State organization and proposed D.
M. Christian, of Owosso, as the head
of the State association. Mr Arbaugh
rapped the trading stamp and coupon
business.

“The trading stamps and coupons
are taxes upon business” he said, “and
have resulted in_ many instances in
manufacturers raising “the prices of
their articles. Everybody is taxed for
trading stamps and coupons and only
the few that save them receive any
benefits.”

At the business session Frederick
E. Mills was re-elected President,
Louis D. Whitney and Clifford L.
Page were re-elected Vice-President
and Secretary-Treasurer, respectively.
~ G. M. Armstrong, of Chicago, who
is investigating the mail order busi-
ness in Central Michigan, told the
merchants of his findings. He said
that the extent of mail order business
in this section is not as great as in
other parts of the country. He said
that the mail order houses and not
the farmers are reaping the benefits
of the parcel post system. One of
the weaknesses of retail stores is lack
of trained clerks, he said, only 1 per
cent, of the clerks of the country being
trained as they should be.

A fresh index of the adaptability of
commerce to changed conditions is
the reported stripping of the Great
Lakes of their surplus vessels for the
Atlantic trade. The Welland Canal
admits the passage only of vessels
of fourteen-feet draught; yet already
a fleet of Canadian freighters has
been transferred down the St. Law-
rence, and more from both sides are
following. The lake vessels are light
of draught, and their builders claim
that, while they have greater cargo
space and can be operated more
economically than transatlantic ves-
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sels, they are constructed to meet
winds and waves as high as any to be
encountered on the ocean. The mag-
nitude of lake commerce is such that
a considerable amount of shipping
could be spared without great loss;
the railways would take its place, and
the profits of the European trade are
a compelling inducement. In 1914,
1,250 vessels passed through the De-
troit River, while the traffic between
Lakes Huron and Superior reaches
80,000,000 tons annually. It will be
interesting to observe if these figures
decline, as those for the output of
ships from our yards are already
growing under an ocean shortage
calculated by the British Engineer-
ing at ten millions of tons.

The series of waterways that Flor-
ida is constructing one by one should
have a practical value already demon-
strated. Two years ago, engineering
plans were perfected for the drainage
of some five million acres of land in
the Everglades, work being begun
shortly afterward. Now two canals
are approaching completion, and the
third has just been contracted for.
At a cost of a dollar an acre, a large
tract of land will not only cease to
be a menace to health, but will be
available for agricultural uses. In-
cidentally, these canals will serve as
a standing example to Georgia. She
has, according to the admission of
the Atlanta Journal, more swamp and
overflow land than any other State
on the Atlantic Coast—2,700,000 acres.
The difference that proper drainage
would make is shown by the fact that
at present the average taxable value
of this area is less than a dollar an
acre, while drained it would be worth
at least fifty times that amount.

James Benjamins, who is conducting
a clothing business in the Grinnell
block under the style of Leonard Ben-
jamins, has uttered a trust mortgage
on his stock, naming John Snitzeler
as trustee, securing creditors whose
claims aggregate about $33,000. Mr.
Benjamins claims that the assets are
about $40,000, but the shrinkage will
probably be so great that, in the event
of liquidation, creditors will not re-
ceive over 50 cents on the dollar. It
is not unlikely that the estate will
land in the bankruptcy court ofi ac-
count of a complication which has
arisen over the actual ownership of
the stock. Mr. Benjamins claims that
his step-mother, Mrs. Leonard Ben-
jamins, is not interested in the busi-
ness, but some of the creditors seem
to be determined to prove that she
is personally liable for the indebted-
ness of the house.

A famous suit has been ended by the
United States Supreme Court, which
has denied an appeal taken by the
State of Illinois in the case of John
B. Gaskill against a Chicago ceme-
tery. Gaskill is a negro and bought
a lot in the cemetery, but was denied
the permission to bury a member of
his family there by the trustees of the
cemetery after they made the dis-
covery that the purchaser was a negro.
The case has been in the courts for
some time and some years ago a bill
for the relief of Gaskill was passed

March 31, 1915

by the Illinois Legislature but was
vetoed by the Governor, upon advice
of the Attorney General. Chief Justice
White dismissed the case, on the
ground that no Federal question was
involved in the judgment rendered by
the Supreme Court of Illinois, which
found against Gaskill.

An Atlanta millionaire who is seek-
ing a divorce made his fortune by
selling a preparation to take the kinks
out of negroes’ hair. Instead of be-
ing proud of a woolly head, which
would denote pure African blood, the
negro is constantly endeavoring to
make his hair straight. Dr. Booker
T. Washington has commented upon
this fact and urges the colored peo-
ple to let their hair alone. But evi-
dently he is in a very small minority,
for every paper or periodical publish-
ed by or for negroes has many ad-
vertisements of preparations for the
removal of kinks in hair or of wigs
which can be worn over shaven heads.

A good dictionary will prove a pay-
ing investment for the whole family.
In reading, make it a rule not to pass
over a single word you can not pro-
nounce, nor one whose meaning you
do not know.

If you know anything, the telling
of which is liable to make trouble,
be careful not to let it pass your lips.

An egotist is a man-who thinks if
he had not been born people would
have wanted to know why not.

BUSINESS CHANCES.

For Sale—Stock of general merehaniHo*.
amounting to about $8,000? a™o poetic-
ally new, modern brick store buiWWw in
one of the best little towns in Central
Kansas. We run three stores and owin
to. the death of one partner must se

$fBdk StRoe SMESTeRh i alhy rvefbodssoried
store has always made money. Can give
MMImr, or would

Salhta. "K?n.,aN'd"eSS A- G

For Sale—Stock of groceries and men’s
furnlshmfgs in live city of Owosso, Mi?h
Reason for selling have other interests
its Snn?im~rat® nt? n- M- c- Lathrop
Michigan? Washlngton street, Owo0sso0,

F?r Sale—Old established
business in city of 6,000 in the best
wheat county of North Dakota. Stock
consists of builders’ hardware, stoves and

& 1gb BISNUADY ¢\ |é’a?h{”°a'r>’d behisn, 8.0

farm machiner)é.I Three to five years
oc

hardware

lease of brick k at low rental.” Ex-
ceptional opportunity for one or two
young men. Owner wishes to retire on

Address C.
e

F £ han.ce t0 so into bu.iine S
or yourself. Here's an opportunity fo

e
M re businfss with splendid possi-
bMues 1by moderate Investment. P E)rv

account ofhealth and age.
A. H. Mandan, North Dakota..

s futrr?ishin’gls_ hs_tock fin
m Southern ichigan for
neighborhood store. Wlethin one Block of

famous Battle Creek Sanitarium on main
street in midst of prosperous section. Am
To make quick sale will make
Price $1,600. Low rent—3-year
P r™ Jm£ St" ati, quick’ Address Paul
CreeCMlchignfb¥ 00 aVenue’ Bat«e

WHO WANTS ME next on my new
special sale plan? | furnish everyhing
—signs, banners, ennants, circulars
string ric or muslin for
decoration, price cards, show cards all
? N bed air-brush; also new adver-

1 ° >

SRy ALENEY o idds nPR0gh es O ithe AR
for outdoor evening advertising and Tn
experienced decorator and card writer to
assist me. We prepare your store. You
manage your own sale. Don’t employ
some salés company at 10 per cent, and
then pay extra for your preparation. Mv

. LAr® within reason and you will
be satisfied, for | have exceptional ref-

aitonsS WrkkhnleSalh A1 ysh, “RAMMEdHE-
fn*n? Si?n °/,your eity. store and stock
wdn TF i®11 you what can be done.

Ho,e'

retiring.

tickets, cam

s,e-



WEIGHT

When We sell the customer a package of

we are charging him not only for the wheat
that goes into it, but for the* patented process
by which it is made digestible in the human
stomach. We want our distributors to remem-
ber that you can grind up any old thing and
call it a breakfast cereal, but Shredded Wheat
is not made that way. The whole wheat is
steam-cooked and baked in‘the finest, cleanest
food factory in the world.

The Biscuit is packed in odorless spruce wood cases which «way he
easily sold for 10 or 15cents, thereby adding to the arrocer’s profits.

The .Shredded Wheat CoM Niagara Falls, N. Y.

When a customer calls you up and orders sugar send her
FRANKLIN CARTON SUGAR. You wont make any
mistake—she’ll be perfectly satisfied. Clear, pure sugar,
made from sugar cane and packed in sealed, dust-proof car-
tons is sure to Satisfy the most discriminating housewife.

You’ll make a profit by selling FRANKLIN CARTON
SUGAR because the handy cartons that come to you
“ready to sell” save the cost of bags, string and overweight.
Incidentally your time is too valuable to waste in this way,
when our process of packing sugar in cartons saves you
“the factory work.” Get behind the Franklin line consist-
ing of Granulated, Powdered, Dessert and Table and Cube
Sugars. Tell your customers “over the ‘phone” and “over
the counter” how much better FRANKLIN CARTON
SUGAR is than ordinary bulk sugar. It will save you
work and make you a profit.

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

THE FRANKLIN SUGAR REFINING CO.
PRIADELPH1A

|KhereiTerflfctions Unite

¢ From the dealer's standpoint bur PERFECTION OIL
would not bfe perfect if it did not show the dealer a long
profit. It does that!

If it did not please the consumer and cause '‘repeat”
orders, thereby establishing a staple trade for your house, it
would still fall short of perfect. But it does these things.

PERFECTION OIL is that point in the oil industry
where a perfect raw material unites with perfect workman-
ship thus producing a perfect oil—that’s PERFECTION.

PERFECTION OIL is 20 per cent more efficient than
any other oil. Isnt that a good foundation upon which to
build the oil division,of your business? * VoL

PERFECTION OIL delights the consumer. It gives a

steady. White light, 20 per cent brighter than any other
oil; burns 20per cent longer than any other oil and*is abso-
lutely odorless in use. ‘It does not char the wick.

PERFECTION OIL is adapted perfectly for use in all
oil-burning cook stoves and heaters and is an admirable
fuel for incubators. Dealers may so recommend with per-
fect confidence in the truth of these assertions. We have
absolute proof of their correctness.

The price of this oil is the same as others, and the
profit is the same. You can serve yourself and your cus-
tomers by being the first in your locality to introduce it.

It is guaranteed by the'Standard Oil Company—Amer-
ica’s greatest service organization. Full particulars may be
obtained at any of our distributing stations.

Standard Oil Company

d s RNNEECY

An Indiana Corporation

Chicago.*



There is no beverage more Healthful. Refreshing
Invigorating than Tea,

El Portana Cigar

and >

No article of commerce more important in the selec-

tion than Tea.

Nothing more profitable to the Retail Grocer and noth-
ingin which more care should be taken in the purchasing.

We carry the largest and most select, assortment in

Michigan,

Our Package Teas are packed specially for us in the
originai countries of growth and are never repacked by us.

pur grades are always maintained and selected for
Quality.
We import direct from Japan, Ceylon and China.

Cup

We are distributing agents
for Tetley’s Celebrated Cey-
lon and India Teas, univers-

ally acknowledged the Best
and Purest.
We are at your service.
This is size No. 5
Judson Grocer Co. THE POPULAR SHAPE
The Pure Foods House Hahdled by all jobbers—sold by all dealers
Grand Rapids. Michigan G. J. JOHNSON. CIGAR CO. Grand Rapids

Look Out For Him, He’ll Bear W atching

Whenever you run across a man who brands all business
men as thieves and liars, you'd better play safe and make him
pay cash.

You bet you had. We never knew a man who was sus-
picious of everything and everybody, who wasnt a good man
not to do business with.

We have said it before and we say it again, there are other
safes maide just as good as ours but none any better. If there-
fore you need a safe—and if you haven't one you certainly do—
we should like mighty well to tell you all about our safes,
how they are made, what they are made of and the prices we
can offer you.

Dropping us a card today
asking for this informa-
tion will placé you under
no obligation to us. Will
youdoit? & & 2* &

Grand Rapids Safe Co.

Tradesman Building

Grand Rapids, Michigan



