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THE MARCH OF AMERICA

March, march, men of America!

Resolute army to ease the world’s fettering.

March, march, men of America!

Millions united to win the world’s bettering.

Ours is a high estate, ours is a duty great,

Making the future, the hosts in one band;

Ours is a high estate, ours a great faith to keep;

This the arena vast—This is the land.

March, march, farmer and artisan.

Brothers with brothers, in peace or in war;

March, march, thinker and partisan;

Destiny calls and w e follow our star.

Tramp, tramp, this is the later world;

Noble the heritage time has so brought to us;

Tramp, tramp, this is the greater world;

Who would be laggard now is but as naught to us. 

Ours are the mountains grand, ours the fair meadow land, 

Ours the blue spread of the sweet-water seas,

Ours the sw ift rivers’ pride, ours are the harbors wide, 

Ours the vast forests and far-stretching leas.

Tramp, tramp, mountain and valley come,

Ocean to ocean re-echoes the call;

Tramp, tramp, prompt to the rally come.

W e are the warders and guarders of all.

March, march, seeking the newer thing,

All of a continent’s manhood that’s vigorous;

March, march, seeking the truer thing,

Stern to attain the aim, earnest and rigorous.

Here the old strivings end, here all conditions blend, 

Here is the blood of humanity one;

Here all the races melt, Saxon and Norse and Gelt,

Here is the best for humanity done.

March, march, birth is a little thing,

Weak are the legends which burden the past;

March, march, creed is a brittle thing;

Here is the lot of humanity cast.

Tramp, tramp, buoyant and glorious,

Leading the swing of the world to  sodality.

Tramp, tramp, ever victorious,

Changing the hope of the world to reality.

Marie where Old Glory flies! Blue are the bending skies, 

Fair is the promise and certain the goal;

God will award the fight; He will promote the right.

Hark to the summons! It is the long roll!

Tramp, tramp, easily, gallantly,

This is America—here is the van!

Tramp, tramp, jauntily, valiantly—

March of the ages and march of the Man!

Stanley Waterloo.
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Good Health

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

USE THE BELL

are said about the famous

WHITE HOUSE
than of any other brand of coffee 

on the market today.
For every penny of its selling price it gives 

the fullest measure of REAL VALUE 
S . . and SATISFACTION. A

FRANKLIN
DAINTY LUMPS
Small Cubes of Sugar

Your customers like Franklin Dainty Lumps 
better than old style lump sugar because of 
their convenience—just the right size to avoid 
waste or over-sweetening. Like all Franklin 
Carton Sugar. Dainty Lumps are guaranteed 
full weight and made from sugar cane. Push 
their sale.

E À S Y  TO SELL

Sell Your Customers

FLEISCHMAN N ’S
YEAST

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

AT ONCE
Your personality is miles away.

Every Bell Telephone is
a long distance station.
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Judson Grocer Co.
Wholesale Distributors

Grand Rapids, Michigan

A  R e a l  N a p h t h a  S o a p  P o w d e r
For 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:

25 boxes @ $2.30—5 boxes FREE
IO “ © 2.30—2 boxes FREE
5 “ © 2.35—1 box FREE
2H " © 2.40—Vi box FREE

EO i B, Buffalo t „Freight prepaid to your R. R. Station in lots of not less than 5 boxes. All orders at above prices 
must be for immediate delivery. This inducement is for NEW ORDERS ONLY—subjeet to withdrawal without notice.

Yours very truly.
Deal No. 1501 -  
BUFFALO, N. Y.
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EXPLODING THE RAT THEORY
Whatever may have been true of 

matches in the olden days, it is evi
dent from an interesting recent test 
made by B. V. D. Cruser, a chemist 
of the Diafmond Match Co., that rats 
and mice will not eat modern matches 
of the better types and therefore are 
not guilty of the old charge of set
ting fires by gnawing matches. For 
generations past, grocers have lived 
in terror from fear of rats nibbling 
their matches in stock and setting 
fires, while scores of mysterious fires 
have been attributed to the same 
cause.

Mr. Cruser arranged a dozen tests 
on rats and eight on mice, using from 
one to three animals in each test and 
working on the basis of starvation to 
induce the animals to eat the matches. 
As he describes the tests in a little 
booklet:

A large number of rats and mice 
were caught at different times and 
placed in cages (four sides of which 
were of tile, the ends being of wire), 
and the cages were located in quiet 
places in a cellar. The animals were 
kept for a certain length of time with
out food or water, and were then giv
en a counted number of thoroughly 
seasoned matches and a small quantity 
of straw. No food or water was plac
ed in the cages. Exact records were 
kept of the tests.

This series of experiments showed 
that rats and mice would starve in 
the presence of matches without at
tempting to eat the match composi
tion or gnaw the splints.

To demonstrate more thoroughly 
the fallacy of the claim, the experi
ments were continued with a cage 
of much greater dimensions-r-more 
than six feet square. The animals in 
the cage, in some instances, were fed 
for a period of about one month be
fore any tests were conducted with 
them, so that they would become fa
miliar with their surroundings and act 
in a normal manner. The experiments 
covered a period of more than eight 
months.

At times, when using the big cages 
several animals were placed together 
in a cage, and after the starving pro
cess was started it was necessary to 
watch them closely as they would kill 
each other for food, ignoring the 
matches in the cage.

The elaborate tables of results show 
that although the animals were starv
ed from two to three days before the 
matches were introduced with straw, 
they died of starvation from two to 
five days later, and in no case were 
there signs of fire or any signs of the 
matches having been gnawed.

The results of these tests, which 
are probably more exhaustive than 
any others ever conducted, prove con
clusively that rats and mice will starve 
in the presence of matches. It is 
thought probable, therefore, that there 
is not the slightest truth upon which 
to base a claim that fires are caused 
by rodents gnawing matches.

A somewhat similar investigation 
was conducted by Underwriters’ Lab
oratories, Inc., some time ago. Con
sidering the results, A. H. Nuckolls, 
chemical engineer of the laboratories, 
was inclined to the opinion that there 
was very little danger of fires being 
caused by the gnawing of matches by 
rats and mice, particularly with the 
types of matches manufactured in the 
United States at present. The paste 
used in the manufacture of paper 
boxés as holders of matches is men
tioned at times as a possible induce
ment to rodents to gnaw the boxes, 
but there seems to be no basis for the 
statement that rodents like to eat or 
gnaw the heads of matches.

THEY MIGHT DO MORE.
While in the European war the Ger

mans do not have an entire monopoly 
of the raiding business, they are doing 
much more of it than their competitors. 
Incidentally, they are coming in for a 
good deal of criticism from neutral na
tions on account of the submarine at
tacks on merchant vessels, where in 
every case non-combatants lose their 
lives. If they wish to prey upon com
merce, which presumably is all right in 
war, it could be done in a way which 
would not put unoffending people to 
death. Presumably the British, the 
French and the Russians all have sub
marines, but they are not following the 
example set by the Germans and are by 
no means as diligent or as active. There 
is general disappointment that the Brit
ish navy, about which there has been so 
much talk for time out of mind, has 
not given a better account of itself since 
the first of August. Of course, it has 
kept most of the German vessels in a 
section of the sea where they are harm
less, but it has not destroyed very much.

Much more is heard of depredations 
committed by German aircraft than by

that of any other nation. In the matter 
of dirigible balloons, doubtless the Zep
pelins lead, but other nations have them 
and might easily have more and keep' 
them busier. In the matter of aero
planes, the general understanding always 
has been that France leads all other 
countries in this respect, and that its 
airmen are more skillful and more dar
ing. If German aircraft can sail around 
France and England, scattering bombs 
among non-combatants and killing wom
en and children, why could not English 
and French flying machines go over 
the German camps and into German 
territory and work a good deal more 
destruction than they have done as yet—■ 
of course, confining their operations to 
forts, arsenals, gun works, etc.? In 
this respect the Allies seem to be on the 
defensive, allowing the Germans to do 
the aggressive work and make the as
saults. No country has a monopoly of 
flying machines, and any country has or 
can have plenty of them. Presumably 
those in command of the allied forces 
know more about their own business 
than spectators possibly can, but the 
suggestion is inevitable that they might 
easily accomplish more than they have 
thus far with aeroplanes and other fly
ing craft. Modern methods are chang
ing the ways of warefare, and those 
who use them oftenest and most ag
gressively are liable to have the advan
tage.

AMERICAN RESOURCES.
The attention which European coun

tries at war are paying to the effort to 
cut off food supplies from the enemy is 
presumably perfectly proper under the 
rules of the game, but naturally suggests 
enquiry as to what would happen to the 
United States if for any reason attempts 
of that sort were made against this 
country. In the first place it would 
be exceedingly difficult to prevent food
stuff from being shipped here, because 
of the very large boundary. There are 
thousands of miles of sea coast and it 
is thousands of miles east and west 
along the Canadian line. To guard 
every possible point where a shipload 
or a wagonload of food could come in 
would be a gigantic undertaking, and 
one which presumably could not be 
successfully accomplished under any cir
cumstances. It would take a vast num
ber of vessels to patrol the Atlantic and 
Pacific coast and even then there would 
be plenty of opportunities to elude the 
pursuers and make port.

But allowing for the sake of argu
ment that this could be done and all 
outside food supplies cut off for a year 
or two or three, even then no native 
born or adopted American need have 
any fear of starvation. This country 
raises all the food supplies it needs 
for its own use and has vast amounts to 
export every year. Grain and meat and

vegetables are produced in immense 
quantities and the exports annually run 
up into the hundreds of millions. For 
‘the eight months ending February in 
this year the exports amounted to over 
$800,000,000. Notwithstanding the heavy 
tonnage sent out of the country, there 
has been no lack of food supplies here, 
nor any prohibitive advance in price. 
Indeed, the danger incident to a block
ade would be not the starvation of our 
people but their inability to eat all they 
could raise. Should the export trade be 
seriously interfered with prices for 
these products would probably go down 
so that the farmers would be poorly 
paid and that would work a hardship. 
On the starvation score whatever might 
happen, the United States would have 
nothing to fear.

MAKING OF A NATIONAL SONG
Many readers of the Tradesman 

will be thankful for the privilege of 
reading the poem by Stanley Water
loo on the front cover this week. It 
was written seventeen years ago for a 
Washington’s birthday symposium, 
but it does not appear in any collec
tion of Waterloo’s published books. 
The verses are most admirable. The 
third stanza in particular has many 
of the elements of true greatness. 
It is to be hoped that some really 
gifted composer will ultimately find 
a simple, stately air for them. Pos
sibly we have here the making of a 
National song.

The Tradesman has always insist
ed that Waterloo had prophetic vision. 
He made demonstration of it many 
times, in print and private utterance. 
It is well that from a past, across the 
grave, his speech now, in these days 
of racial dissension among us, shall 
remind all Americans that “Here the 
old strivings end, here all conditions 
blend, here is the blood of humanity 
one.”

“Food is a thought,” according to a 
Syracusan who has just closed a fast 
of nineteen days. He has reached the 
conclusion that all the nutriment in 
solid food may be found in the air 
and that proper training will permit a 
person to live on air and water and 
nothing else. First one must live a 
wholesome life for seven years and 
learn how to breathe. The Syracusan 
takes “seven intellectual breaths” in 
the morning and seven glasses of 
water. For luncheon he had three 
glasses of water and three azothel or 
cleansing breaths. For dinner he had 
five glasses of water and five magnetic 
breaths. He hopes soon to develop 
his will to such an extent that he will 
be able to dispense with the old habit 
of eating three heavy meals a day. 
While developing his will he might as 
well write it, too.
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UPPER PENINSULA.

Recent News From the Cloverland of 
Michigan.

Sault Ste. Marie, April 5.—Mrs. 
Hannah Stribling, wife of W. H. Strib- 
ling, one of our pioneer grocers, died 
last Tuesday at the age of 76 years, 
after a week’s illness. Mrs. Stribling 
had been a patient sufferer for the 
past year, although able to be around 
and assist her husband in the store, 
which has been her custom for many 
years. She was born in Berlin, Ger
many, in 1839, and in 1878 she emi
grated to the United States, coming 
directly to the Soo, where she has 
made her home ever since, having 
lived thirty-seven years in the resi
dence adjoining their store. She is 
survived by her husband and one son, 
William, also a sister, Mrs. Morris 
Reidy, a nephew and neice, Edward 
Reidy and Emma Metzger, all of this 
city. Mrs. Stribling's cheerful dispo
sition and kind acts of charity won 
for her a host of friends who mourn 
her loss and the community extends 
the bereaved family their deepest 
sympathy.

Dr. and Mrs. D. Stanley Shaw re
turned to the city last week from 
Wallaceburg, Ont., where Mr. Shaw, 
our esteemed pastor, was called by 
the illness and death of his mother, 
who was well known here, having vis
ited her son, Rev. Dr. Shaw, at num
erous times during his residence here 
and endeared herself to the hearts 
of many warm friends, who mourn 
her loss and extend their sympathy to 
Mr. and Mrs. Shaw.

That it increases the cost of high 
living by swearing in Canada will be 
vouched for by several profaners last 
week when they were lined up be
fore Magistrate Elliott and fined $25 
and costs. No wonder there is so 
little cursing done in Canada at the 
present time. It must have been, 
however, that they were cursing in 
German, as the fine was unusually 
heavy.

This is the last of the dry and wet 
campaign at the Soo and from the ex
hibition of merchandise in the dry 
headquarters, which shows what can 
be bought in one year at three 10 cent 
drinks per day, it would encourage the 
ordinary man to start up in the mer
cantile business on the installment 
plan, as the layout would be a credit 
to a medium sized general store.

Being neutral at the present time 
seems to be getting in bad with all 
contestants.

Chas. H. McBean, at one time one 
of the Soo’s foremost meat men, but 
for the past few years in the Gov
ernment service, left last week for his 
home in Buffalo, N. Y., for the bene
fit of his health. Mr. McBean has 
been a hard worker and the much- 
needed rest will probably have a 
marked effect.

The Union Carbide Co. has opened 
a cafe for the benefit of its employes. 
Owing to the extremely low price 
charged the men, most of them are 
able to purchase one or more meals 
each day. The new system is greatly 
appreciated by their large number of 
employes and is a credit to the sup
erintendent, Pin. Scales, who con
ceived the idea and carried it into 
execution.

RL T. White, local and district man
ager for the State Telephone Co., is 
contemplating a series of receptions 
at the local exchange for the bene
fit of the women’s clubs which wish 
to be shown through the offices. Mr. 
White is full of up-to-date ideas and 
the telephone exchange here has 
shown much progressiveness since 
his taking over the management. •

The Western Union Telegraph-Co. 
has moved its office from the Sault 
Savings Bank to the Williams block.
A. D. Kinsey, local manager, states 
that the new offices will be furnished 
with all new equipment, such as office 
furniture, fixtures and instruments 
which, when completed, will be a cred

it to the company and its wide awake 
manager.

Wm. Pivas, 'considered one of the 
most proficient retail clerks in the 
Dominion of Canada, having learned 
the trade in England, and being at 
present chief clerk in the retail store 
of B. Pinch, on Queen street, Soo, 
Ont., has an interesting experience last 
week. Billy can pull off many stunts 
in the line of decoration and displays. 
A lady customer called at the store 
and enquired of Billy if they had any 
fresh eggs. “Yes, mum, plenty,” re
plied Billy, “them with a hen on ’em 
are fresh.” “I don’t see any with a 
hen on them,” said the lady, looking 
around for a nest. “The letter, ‘hen,’ 
mum, not the bird. Hen stands for 
‘noo-laid,’ mum.”

There is one thing certain—if the 
city goes dry this election the men 
will not have to chew cloves just be
cause they like the flavor.

Ray Marriott, one of our candy 
kids, while making one of the towns 
last week, created quite a little enter
tainment for the customers waiting 
in the barber shop while getting 
shaved, when the tonsorial artists ask
ed him, “What will you have on your 
face when I finish shaving you?” Ray 
replied, “Oh, probably both lips and 
part of my nose.” Upon returning 
to his hotel after the shave, he took 
out his pocketbook containing about 
ten bucks and a number of checks, laid 
it on one of the chairs and forgot all 
about it until about an hour after he 
had left the hotel, when he noticed 
his loss and lost no time in retrac
ing his steps to the hotel, but the 
pocketbook was nowhere to be found. 
Ray did the next best thing, phoned 
the bank and stopped the payment 
of the checks, and is also shaking 
hands with himself on account of not 
carrying his usual large roll with him 
at that time. He considers the ex
perience worth all it cost him, as he 
will be more careful in handling so 
precious a metal in the future.

“The man with an easy look often 
has a time lock on his pocketbook.”

We are pleased to learn from the 
world’s financial news that our friend, 
Russell A. Norton, a former Soo boy, 
but now residing in Grand Rapids, 
has changed his address from Milton 
street to Wealthy street. It was 
known that Russell would get to it 
sooner or later. Although a young 
man, he has a bright future and tells 
us that before marriage distance lends 
enchantment and that after marriage 
it lends contentment.

“Some persons always seem to be 
satisfied to steady the ladder of fame 
and let the other fellow climb up.”

We learn with deep regret of the 
death of Mrs. Robert J. Bates, wife 
of one of our foremost citizens and 
for a number of years manager of 
the Great Western Oil Co. here. Mrs. 
Bates had for many years been prom
inent in social, church and literary 
circles. She was born in Ferrysburg, 
Ottawo county, in 1872, and was unit
ed in marriage to Robert J. Bates of 
that city in 1894. She is survived by 
her husband and three children, who 
have the deepest sympathy of the en
tire community. The remains were 
taken to Spring Lake for burial.

One of the odd sights in the city 
is seeing the sleighs coming in from 
the country over the city streets 
which are ready for the sprinkler, with 
the dust flying in all directions, while 
Ashmun street hill and the roads lead
ing out to the country are still covered 
with snow. The Pickford stage is 
still coming in on sleighs and it may 
be another week or two before it will 
be necessary to use wheels on the 
country roads leading into the city.

H. Freedman, for the past few 
years the famous window trimmer 
for the Prenzlauer store, has decided 
to branch out for himself, going into 
the upholstering business. He ex
pects to open up a first-class estab
lishment in the near future at 520 Ash
mun street. Mr. Freedman, while

only a young man, is one of the bright 
lights and his many friends wish him 
every success in his new enterprise.

H. Demar has opened up a new elec
tric store on Ashmun street which is 
being fitted up with electrical sup
plies, fixtures, etc. Mr. Demar is 
one of our hustling young business 
men, with a previous experience which 
has fitted him for a prosperous fu
ture and his many friends wish him 
every success.

F. Freedman, one of our popular 
cigar men, has moved from his old 
stand, 520 Ashmun street, to the build
ing west of the Grand saloon, which 
has been fitted up with many im
provements for the new proprietor.

The many friends of Mr. and Mrs.
S. W. Peacock, of Moran, did the 
grand at a surprise party tendered 
them last week. Mr. Peacock is one 
of Moran’s thrifty business men and 
was returning from Charles, when he 
was greeted by the visitors, the oc
casion being the fifteenth anniversary 
of his marriage. A beautiful piece of 
silver was left as a token of the es
teem in which the couple are held by 
their many friends.

It was Clyde Hecox, the popular 
St. Ignace hustler, who answered cor
rectly the question before the house 
for the name of the smallest republic 
in the world and where it was situat
ed. Clyde dug down in his vest pock
et and turned to page thirteen and 
said, “Well, San Marino is the name, 
and it is situated about nine miles 
southeast of Rimini, Italy, and its 
area is only twenty-three square 
miles.”

The steamer Lotus, plying between 
St. Ignace and Mackinac Island, was 
unable to get back from the Island 
on account of the shifting ice and the 
passengers had to remain on the Isl
and a couple of days, but the hospi
tality of the Islanders made the time 
pass very pleasantly and no regrets 
or complaints were heard from those 
unfortunate enough to be left over.

Word has been received from Mich
igan’s veteran traveler, George Jef
fries, that he is now located in his 
commodious summer home at Sailors’ 
Encampment. George is a well known 
traveler and one of the few who has 
made himself independent in twenty- 
five years of steady road traveling. 
He retired a few years ago and has 
been spending most of his time at the 
Encampment, where he is enjoying all 
the luxuries of a Rockefeller, living 
on the fat of the land with a magnifi
cent launch at his service. He is 
figuring on opening up navigation be
tween the Encampment and the Soc 
this spring and says that the first 
big smoke seen coming up the river 
will be him. George has not aged 
any during the past few years and is 
looking younger, if anything, than 
when he left the road. It pays to be 
a traveling man when one meets with 
such success as has been George’s 
lot.

J. Jeffery, land commissioner for

the D., S’. S. & A. Railway, while at 
St. Ignace last week arranged for the 
run of the M. A. C. agricultural spe
cial over the line. Mr. Jeffery stated 
that the outlook for a large number 
of new settlers during the year was 
most excellent and from present in
dications there will be something do
ing along this ' line in Cloverland, 
which is the land of milk and honey 
and of golden opportunity.

E. C. Hartwell, the new Superin
tendent of Schools, was formerly Sup
erintendent of the Schools at Petos- 
key. Mr. Hartwell is a college grad
uate and has a master’s degree from 
the University of Michigan. His ex
perience also covers three years as 
instructor in the city high school as 
principal and six years as Superin
tendent and two summers as teacher 
in the normal schools. He has twice 
been offered an instructorship in the 
University of Michigan. Mr. Hart
well has also written for educational 
magazines and has published severa' 
books which have been a great help to 
the profession. From all accounts the 
Soo is to be congratulated for secur
ing so efficient a Superintendent.

Mr. and Mrs. John Fulton arrived 
here last week to take charge of the 
Anchor mission. Mr. Fulton will be 
remembered by his many friends as 
the man who visited here a year ago 
and assisted Evangelist Johnson in 
conducting the “tabernacle” meetings. 
Mr. Fulton was the man who did much 
to make these meetings a success and 
became acquainted with a large part 
of the population here which ripened 
into close friendship, who are more 
than pleased to learn that he has de
cided to make the Soo his future 
home in the interests of the Great 
Lakes mission. Mr. Fulton has been 
ill a great part of the winter, but is 
much improved in health and is be
ginning to feel like himself again. He 
is a converted saloonkeeper and is, 
therefore, familiar with the work 
which will be required of him. The 
trustees and directors of the Anchor 
mission feel that they are to be con
gratulated upon securing the services 
of so faithful a worker as Mr. Ful
ton, and he will have every support 
of the business men, as well as others, 
in his benevolent work here.

William Gilroy, inspector of local 
customs, also an auctioneer of mark
ed ability, holds the local cham
pionship for realizing more out of old 
socks th^t have been seized by cus
toms that any man on record in the 
service. These strenuous duties have 
necessitated the department advising 
him to take a vacation for a fewr weeks 
and he is at present visiting in Bay 
City and will also visit at Lansing, 
Detroit and other cities before return
ing to the Soo.

C. Y. Bennett, well known lumber
man and proprietor of the town of 
See Why, reports that he has com
pleted his winter lumbering opera
tions which have been very success
ful.

Diam ond Brand Steel Goods

“True Temper”
Order Now

Michigan Hardware Co.
Grand Rapids
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The latest fish story which Clyde 
Hecox vouches to be true is that Dave 
Cadotte, a fisherman, caught a Macki
naw trout out of Keweenaw Bay 
which contained one of the bones of 
the forearm of a human being. Judg
ing from the size of the bone it was 
that of a grown man. The trout, no 
doubt,'had been feasting on the body 
of some sailor drowned in Lae Su
perior, as no wrecks have occurred 
in Keweenaw Bay. It is a well known 
fact among fisherman that Mackinaw 
trout are the scavengers of the lakes 
and will devour anything in the shape 
of food even refuse and dead bodies.

Fremont B. Chesebrough, at one 
time one of the lumber kings of Michi
gan, has filed a petition of bankrupt
cy.

Arthur Booth was agreeably sur
prised in not being fooled the first of 
April, as a bouncing baby girl came 
to stay on that day and Art says it 
would have pleased him just as well 
had it been a boy, as his largely in
creasing business will require more 
men, although he will have plenty of 
room for the young lady answering 
the telephone calls, which is one of 
the important duties in the wood busi
ness.

J. J. Cronin is the new butcher in 
charge of the meat department of 
the Eddy Food Emporium. Mr. 
Cronin is no amateur at the business 
and comes highly recommended from 
Superior, Wis., where he was connect
ed with some of the largest retail 
meat markets. He is a practical butch
er and just the man for the Eddy 
market, and with the assistance of 
William Ballsinger in the meat de
partment, the Eddy m'arket will be 
able to take care of considerable more 
of the retail trade in the Soo, which 
will add much volume to the store’s 
large business.

George Hearle, son of C. P. Hearle, 
at one time one of our leading gro
cers, has accepted a position in the A. 
H. Eddy store, where he will have
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charge of the egg departmenf. Mr. 
Hearle is an expert in hen fruit and 
has arranged to drive the hens off the 
nest in ample time to take care of 
the large orders to assure fresh stock.

Considerable building is going on 
at the Soo this year and many of the 
old houses are being overhauled and 
rebuilt. There is an unusual demand 
for rooms, flats and apartments, also 
medium sized residences, and fifty or 
100 more of the latter could find oc
cupants without delay.

Charles Clark, Chippewa county’s 
proficient accountant, had an unusual 
scare last week while at Newberry, 
where he was on official business in 
one of the large general stores. When 
pursuing his usual work in the small 
hours of the night, an unusual noise 
was heard and before Charley had a 
chance to investigate he was horri
fied to see what he supposed to be 
a wildcat almost light upon him. The 
beast came through the cash shoot 
and when Charley recovered himself 
and was fully conscious again he dis
covered it was only an ordinary cat 
and not nearly as large as it seemed 
when coming through the enclosure. 
We know it to be a fact that Charley 
saw the cat, as it was after all the 
refreshment parlors were closed. That 
would not make any difference, as 
Charley is one of the dry kind who 
prefers Lake Superior any day.

S. Marks, manager of the clothing 
department of the Leader store, has 
the reputation of selling more meas- 
ure-to-order suits during the past two 
weeks than any similar man in his 
position. Mr. Marks is a man ot 
considerable wit, which he finds a big 
help in his vocation, and this story 
is told about him when he started out 
on the road on his first trip as a trav
eling man. He found himself away 
from home for about two weeks and 
naturally became very lonesome. He 
did not know a soul at the large ho
tel in Chicago where he was stopping, 
but decided he had to break the mo

notony at any cost. Presently a bell- 
hop came through the lobby paging 
a Mr. O’Brien. “Mr. O’Brien,’’ he 
shouted. At this point, Mr. Marks 
jumped up and hollered, “Vat initials?’’ 

William G. Tapert.
In and Around Little Traverse Bay.

Petoskey, April 5.—E. J. Glaza, of 
Grand Marias, has purchased the meat 
market of A. C. Ingersoll, Boyne City, 
and took over the business last week! 
Mr. Glaza comes well recommended 
and will make a success. Mr. Inger
soll and family have moved to their 
farm, two and one-half miles west of 
Boyne City.

James Lyons, former Petoskey resi
dent, but now of Eckerman, was a 
visitor here this week. Mr. Lyons 
still has interests in this city and 
claims Petoskey as his home.

A. B. Wickett, of Elmira, is adding 
an up-to-date butcher outfit to his 
general store. When completed Mr. 
Wickett will have one of the most 
modern establishments in Otsego 
county.

Charles Bundt, the Pop Corn Prince 
of Petoskey, has returned for a few' 
days, looking after business. Mr. 
Bundt will return in a short time to 
Saginaw, where he spent the winter, 
but says he will be on the job in Pe
toskey again in the near future.

J\ T. Starr, of Starr & Co., Harbor 
Springs, returned Saturday from Jack
sonville, 111., where he had been vis
iting friends and relatives. Mr. Starr 
disposed of two cars of fancy seed po
tatoes while in Jacksonville. It is 
evident that Northern grown produce 
meets with favor in other localities. 
Mr. Starr says that business in Jack
sonville is booming, but Northern 
Michigan is the place for him.

John A. Lake left this week for a 
two months’ vacation in California 
and other Western states. He was 
accompanied by his wife. It is un
derstood that he met with a hearty re
ception at the hands of the jobbing

trade of Grand Rapids en route. He 
was also cordially received by the 
leading retail merchants of Grand 
Rapids — the large merchants on 
Monroe avenue — with whom he 
is co-operating in the raising 
of a $1,000 fund to test the 
validity of the trading stamp law in 
the Supreme Court. Mr. Lake is a 
live wire of the first magnitude and it 
goes without saying that he will re- 
tu'rn from his trip to the coast with 
many new ideas which Smith & Lake 
will be able to utilize to good advant
age in their business.

Lewis A. Smith and wife have re
turned from a very delightful trip 
through the West. Both are looking 
fine and it is evident that the trip 
agreed with them.

Oscar A. Marsh, proprietor of the 
Marsh Hotel, at Boyne Falls, was a 
visitor in Petoskey Monday.

Wolf Galinsky, the progressive meat 
man, has added a large flock of pig
eons to his stock and says there will 
be no shortage of squabs the coming 
season. Herbert Agans.
Butter, Eggs, Poultry, Beans and Po

tatoes at Buffalo.
Buffalo, April 7.—'Creamery butter, 

fresh 24@31; dairy, 22@27c; poor to 
good, all kinds, 15@20c.

Cheese—Dull, new fancy, 15@15J^c; 
new choice, 14^.@15c; held fancy, 15J4 
@16c.

Eggs—Choice, fresh, 19^@20c.
Poultry (live)—Cox, 12@13c; fowls, 

17@18c; geese, 13@14c; turkeys, 16® 
20c; chicks, 16@18c; ducks, 18@£9cr

Poultry (dressed—Chicks, 17@20c; 
fowls, 17@19c.

Beans—Medium, new $3.25@3.65; 
pea, $3.30; Red Kidney, $3.50@3.63; 
White Kidney, $3.50@3.75; Marrow 
$3.75@3.90.

Potatoes—35@40c per bu.
Rea & Witzig.

Don’t think just because a man isn’t 
in jail he must be honest.

Ask Your Customers to Try

Dandelion Brand Butter Color
They Will Thank You for the Rest of Their Lives

When grass is scarce ask your dairymen customers to try Dandelion Brand Butter Color.
Tell them it gives the true June shade and adds enough weight to pay for itself. A sure 
way to make strong friends of your customers is to get them to try Dandelion Brand.

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

REQUIREMENTS OF ALL FOOD LAWS, STATE AND 
NATIONAL.

W ELLS & RICH ARDSO N  CO.
BURLINGTON, VERMONT

Manufacturers of Dandelion Brand Butter Color

□

%

The color with
Butter [olor

the&olden shade
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mailto:3.50@3.75
mailto:3.75@3.90
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Movements of Merchants.
Hartford—Frank Quintieri has open

ed a fruit store here.
Hesperia—Mrs. Harmon Brown has 

opened a bazaar store here.
Conklin—Mrs. Myrtle Benton has 

opened a millinery store here.
Ontonagon—A. Schramm & Co. have 

opened a cash meat market here.
Spruce—Mrs. R. Evans has engag

ed in the millinery business here.
Stockbridge—Mrs. C. M. Pulling 

has engaged in the millinery busi
ness here.

Wildwood—J. M. Treadwell & Son 
succeeds W. B. Atchinson in the gro
cery business.

Alma—Miller Bros., grocers, have 
opened a branch store west of the 
Arcada Hotel.

Romeo—The Gray Elevator Co. has 
increased its capital stock from $10,- 
000 to $15,000.

Woodland—Miss Eda Troutwine suc
ceeds Miss Lettie Barnes in the mil
linery business.

Muskegon—John Bos has opened 
a sheet metal and general repair shop 
at 290 Wood avenue.

Saginaw—The Cooper Lumber Co. 
has changed its name to the Brewer- 
Nienstedt Lumber Co.

Henderson—John Telfer is closing out 
his stock of general merchandise and 
will retire from business.

Sparta—David J. Johnson succeeds 
W. C. Whitney in the hardware, im
plement and seed business.

Otsego—William Caswell has open
ed a shoe repair shop in the J. C. 
Baughman furniture store.

Charlevoix—Wood Bros, have opened 
an electrical goods and electrical acces
sories store in the See block.

Nottawa—The Cutler Brothers Co., 
general store, has decreased its capital 
stock from $25,000 to $15,000.

Hartford—A. Z. Perry has purchased 
the M. I. & N. B. Conaway grocery 
stock and has taken possession.

Cedar—J. R. Decator has sold his 
stock of general merchandise to A. U. 
Slabaugh, who has taken possession.

Leslie—Thieves entered the plant 
of the Leslie Butter Co. April 4 and 
carried away over 50 pounds of but
ter.

Mendon—H. L.. McClellan has re
turned from Kalamazoo and will refit 
and open his photograph gallery about 
May 1.

Grand Haven—Charles Richter has 
engaged in the confectionery, ice cream 
and cigar business at 1118 Washington 
avenue.

Ishpeming — Alexander W. Myers, 
President of the A. W. Myers Mercan
tile Co., died at his home in Milwaukee 
April 5.

Six Lakes—A. McCracken has sold 
his cigar and tobacco stock to Mrs. 
Sarah Randall, who will continue the 
business.

Kaleva—Charles M. M. Cushway, 
recently engaged in general trade at 
Henry, will engage in a similar busi
ness here.

Ironwood—The fur store of Frank 
Varga was completely destroyed by 
fire April 6. Loss, about $9,000; in
surance, $2,000.

Stockbridge—F. R. Sharp has sold 
his stock of confectionery, groceries 
and cigars to Floyd Lowe, who has 
taken possession.

Potterville—L. F. Breitenwescher 
has sold his stock of general mer
chandise to J. H. Walsh, who will con
tinue the business.

Evart—Mrs. A. L. Brooks is closing 
out her stock of crockery and bazaar 
goods and will retire from business 
owing to ill health.

Woodland—E. E. McHaney has 
placed his stock of clothing and men’s 
furnishing goods in the hands of G. 
L. Covert as trustee.

Saginaw—James A. Adams & Son, 
whose store building and shoe stock 
were damaged by fire several weeks 
ago, have resumed business.

Kalamazoo—F. L. Chiverton has 
engaged in business at 314 West Kala
mazoo avenue under the style of the 
Kalamazoo Canoe & Supply Co.

Daggett—Andrew E. Weng, form
erly Vice-President, is now President 
of the Daggett State Bank. D. R. 
Landsborough is Vice-President.

Grand Ledge—A. R. Gillies, miller, has 
admitted Elmer C. Aldrich to partner
ship and the business will be continued 
under the style of Gillies & Aldrich.

Battle Creek—Mayo Bros., jewelers, 
have dissolved partnership and the busi
ness will be continued by J. P. Mayo, 
who has taken over the interest of his 
partner.

Rogers City—Emery Walborn has 
taken over the interest of his partner 
in the Cook & Walborn bakery and 
will continue the business under his 
own name. ,

Alpena—Michael Fitzpatrick, who 
has conducted the Globe hotel for a 
number of years, died at the hotel 
April 3 as the result of an attack of 
pneumonia.

Chelsea—The Dancer Hardware Co. 
has been incorporated with an author
ized capital stock of $12,000, of which 
amount $6,100 has been subscribed and 
paid in in cash.

Rlchmondville—Orrin Utley, recently 
of Deckerville, has purchased the A. H. 
Wiltsie & Son stock of general mer
chandise and will continue the business 
at the same location.

Detroit—The Early Drug Co. has 
been incorporated with an authorized 
capital stock of $3,000, of which 
amount $1,500 has been subscribed 
and paid in in cash.

Shelby—George R. Wheeler has 
sold a half interest in his produce and 
egg business to S. J. Morse and the 
business will be continued under the 
style of Wheeler & Morse.

Sault Ste. Marie—C. Albion and K. 
Marin have formed a copartnership and 
leased the Chippewa Meat Market, at 
211 Ann street, and will continue the 
business under the same style.

Lansing—Charles Dane has traded 
his forty acre farm for the Pratt & 
Son heating and hardware stock and 
will continue the business at the same 
location, 1221-1223 Turner street.

Henry—Mrs. R. D. Rensburger has 
purchased the interest of Charles M. 
M. Cushway in the Rensburger & 
Cushway stock of general merchan
dise and will continue the business.

Parma—Wei ton & Day have sold 
their clothing and shoe stock to E. 
C. Green & Co., of Jackson, who have 
added lines of general merchandise 
and will continue the business.

Somerset Center—Edgar Barnhart has 
sold his stock of general merchandise 
and fuel stock to J. D. Arnold, formerly 
engaged in the livery business at Read
ing, who will continue the business.

Orleans—A. Glazier and Arthur 
Best have formed a copartnership 
and purchased the Otto Schultz meat 
stock and will continue the business 
under the style of Glazier & Best.

Rogers City—C. Nowicki and Jo
seph Taratuta have formed a copart
nership and will occupy the new store 
building they are erecting with a stock 
of meats and groceries about May 1.

Ludington—William Stram has sold 
his interest in the drug stock of Stram 
& Co. to J. N. Taggart, who will con
tinue the business at the same location 
under the style of the Val Dona drug 
store.

Lansing—Elliott Bros., dealers in 
lard and oleomargarine, have dissolv
ed partnership and the business will 
be continued by O. M. Elliott, who 
has taken over the interest of his 
partner.

Maple Rapids—W. B. Casterline has 
sold his stock of furniture and crock
ery to C. F. Abbott, recently of Car- 
son City, who will conduct undertak
ing parlors in connection with the 
business.

Petoskey—Darling & Beahan have 
closed out their stock of agricultural 
implements and have dissolved part
nership. L. S. Darling will continue 
the produce and seed business under 
the same style.

Emmett—Leroy O’Neill, of Detroit, 
formerly of this place, announces that 
he will open a bank here and again 
take up his residence in Emmett. He 
has been engaged in the real estate 
business in Detroit.

Kalamazoo—The E. J. Hertel Co. has 
been incorporated to conduct a general 
dry goods business, with E. J. Hertel 
as President, and has purchased the 
Bruen Dry Goods Co. stock and will 
take possession April 20.

Seney—The C. W. Baggott Con
struction Co. general contractors, has

been incorporated with an authorized 
capital stock of $50,000, of which 
amount $25,000 has been subscribed 
and paid in in property.

Adrian—A. B. Park, of the A. B. 
Park Dry Goods Co., died suddenly, 
March 31, at Daytona, Florida, where he 
had spent the winter in search of health. 
Mr. Park has been connected with the 
business interests of this place for fifty 
years.

Coopersville—Henry Rankans has 
purchased the east half of the Wright 
store building and will occupy it with 
a stock of musical instruments and 
sheet music as soon as the partition 
wall can be built and a front door 
put in.

Kalamazoo—William H. Pelton, 
for fourteen years connected with the 
Edwards & Chamberlain Hardware 

, Co., has severed his connection and 
opened a hardware store at 122 West 
Main street, which he will conduct un
der his own name.

Kalamazoo—The E. J. Hertel Co. 
has been incorporated with an author
ized capital stock of $25,000, of which 
amount $14,000 has been subscribed 
and paid in in cash. This concern will 
engage in the wholesale and retail 
dry goods and general merchandise 
business.

Middleton—The Middleton Mercan
tile Co. has been incorporated with 
an authorized capital stock of $10,000, 
of which amount $7,000 has been sub
scribed and paid in in cash, to con
tinue the general merchandise busi
ness formerly conducted by the late 
Albert N. Creaser. Wm. H. Davis, of 
Perrinton, holds 617 of the 700 shares.

Corunna—James Bush, a Corunna 
merchant, has filed a $300 damage 
suit in justice court aganist the Con
sumers’ Power Co. Bush owed the 
company $3.42 and an employe of the 
company was sent to his home to 
cut the wires. Bush offered to pay 
the amount of the claim to the em
ploye, but the latter declared he was 
not authorized to collect the bill. He 
communicated with an official of the 
company and returned to Bush’s home 
to cut the wires. In the meantime, 
Bush and his attorney went to Earl 
Derham, Corunna representative of 
the Consumers’ Co. and paid the bill. 
They went to Bush’s home just in 
time to see the wires fall, it is related, 
and the damage suit resulted. Bush 
declares he also will mandamus the 
company to compel it to reconnect 
his home.

There is a race on between two 
American manufacturers to see who 
will sell Sarah Bernhardt an artificial 
leg. Representatives of the two con
cerns are on their way to interview the 
great actress, and each hopes to land 
the order. They could afford to fur
nish the leg free of charge, for the 
advertising they would get from the 
order would be compensation enough. 
Bernhardt doubtless would be entirely 
willing to accept an artificial leg from 
each manufacturer, and if she furnish
ed a recommendation now it would 
boom business. She might write. 
“Since I have worn your artificial leg 
I have become a new woman.”

Opportunity knocks once, but envy 
is a continuous hammer wielder.
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Review of the Grand Rapids Produce 
Market.

Apples—The price ranges from 
$2.25@3.50 per bbl.

Bananas—The price is steady at 
$3.25 per hundred pounds. The price 
per bunch is $1.25@2.

Beets—60c per bu.
Brussels Sprouts—20c per box.
Butter—The demand during the past 

week has been better than for some 
time and prices have advanced J^c on 
creamery. The quality of the present 
arrivals is about what it usually is at 
this season, and the general situation is 
healthy without prospect of material 
change. Fancy creamery is now quoted 
at 29r/2C in tubs, 31@32c 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 containing 
100.

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

Cucumbers—$1.85 per dozen for hot 
house.

Eggs—Receipts are heavy on the basis 
of 17c, with every indication of a 16c 
market before the end of the week, now 
that the Easter demand is over.

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

Grape Fruit—$2.50@3 per box.
Grapes—Malagas, $6 per keg.
Green Onions—50c for Shallots; 20c 

for Illinois.
Honey—18c per lb. 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 10c per lb.
Nuts—Almonds, 18c per lb.; filberts 

15c per lb.; 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 $1.50 per 100 lbs. 
for red and yellow and $1.75 for white; 
Spanish, $1.50 per crate.

Oranges—California Navels are in 
supply and demand at $2.50@2.75 per 
box for all sizes. Floridas fetch $2.25 
@2.50.

Oyster Plant—30c per doz.
Peppers—60c per basket for South

ern.
Pieplant—6c per lb.
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 15c 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—25c for round and 30c for 
long.

Strawberries—40c per qt. for Flori
das; 24 pint crate 1 ouis:ana, $3.25.

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

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

Turnips—50c per bu.
Veal—Buyers pay 8@12c according 

to quality.

Simon Strauss has purchased a con
trolling interest in the I. M. Smith Co. 
and assumed the management of the 
business April 6. Mr. Strauss has been 
elected President of the corporation. 
Mr. Strauss has been engaged in general 
trade at Alpena for the past seven years 
under the style of the Strauss Co.

Richard Warner, Jr., with the Colonial 
Salt Co., is able to be out again after 
nine weeks confinement with typhoid 
fever. Dick says Mrs. Warner and him
self are going on a fishing trip May 1. 
After he returns Mr. Ellwanger should 
make a requisition on Dick for a fish 
story.

The Transfer Machine Co. has been 
incorporated with an authorized cap
ital stock of $10,000, of which amount 
$5,330 has been subscribed and $2,405 
paid in in cash. The new corpora
tion will make a machine to manu
facture street railway transfers.

B. Sterken, formerly of Hudsonville, 
now in the show business at 1973 Di
vision avenue south, has purchased the 
Henry Tiddens shoe stock, at 15 Bur
ton street, where he will continue 
the business under the management 
of his son, Raymond Sterken.

Adolph Steil, who for the past five 
years had operated a wood turning 
shop at 523 Monroe avenue, has, with 
other parties, purchased the building 
at 510 Monroe avenue and removed 
to that location.

Miss Elizabeth Van Haften suc
ceeds the firm of Van Haften & Van- 
denbeldt in the dry goods and notion 
business at 940 Grandville avenue.

State Dairy and Food Commission 
Helme will address the Grand Rap
ids Retail Grocers’ Association at its 
next regular meeting, April 19.
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The Grocery Market.
Sugar—The market is steady on a 

basis of 5.90c for granulated, f. o. b. 
New York. Experts on the subject 
predict that there will be no cheaper 
sugar for the remainder of the year, as 
all of the basic conditions are firm and 
the refiners, owing to the increased cost 
of refining material, are putting 12 
points per pound more into the cost of 
refining this year than last. The con
sumptive demand for sugar is quiet. It 
is pointed out by those who take a 
cheerful view of the future that the 
Cuban production runs steadily behind, 
and to date refiners have not been able 
to accumulate anything like a normal 
reserve stock of raw sugar. If they are 
to procure these supplies they must pur
chase within the next four to six weeks, 
before there is any further decrease in 
the Cuban weekly production. With 
this buying ahead and the reduced re
ceipts in Cuba, due to the rains and 
Easter holidays, there should be no 
trouble, it is suggested, in keeping the 
market steady for the present, and any 
further buying for foreign account 
would make it very strong.

Coffee—All grades of Rio and San
tos are maintained on last week’s ba
sis, with no immediate change in 
sight. Milds are moderately active 
and unchanged. Mocha receded about 
2c per pound and is now quoted at 
about 27c in a large way, green. The 
cause is apparently lack of demand, as 
the movement of Mocha stopped al
most entirely when the price got up 
around 30c.

Canned Fruits—No. 10 apples are 
unsettled as a result of continued dull
ness and prices favor the buyer, al
though the best packers are reluctant 
to make any important concession 
from their quoted figures. Pineapple 
is selling slowly at present and prices 
are nominal.

Canned Vegetables—Tomatoes are 
steady and quiet. Absolutely no in
terest is being taken in future toma
toes, as the difference between them 
and spots is too great. Corn and 
peas, both spot and future, are in fair 
demand at unchanged prices, corn be
ing comparatively firm.

Canned Fish—The local salmon 
market has not yet responded to the 
stronger advices from the Coast, but 
as the season of the largest consump
tion is approaching holders of spot 
stocks of all varieties look for a 
strong, if not higher market. Sar
dines of all kinds are in limited sup
ply and firm, although demand is only 
fair and chiefly for small lots needed 
to cover present requirements of con
sumption.

Dried Fruits—In spot prunes the 
feeling is steady, as supplies do not 
seem to be burdensome, and, while 
at the moment trade is slack, recent 
developments indicate that consum
ers are in need of supplies for spring 
trade requirements. On the Coast the 
tone of the market for futures has 
improved of late, although it does not 
appear that there has been any im
portant demand from home or export 
buyers. The improvement is attri
buted to increasing enquiry from the 
domestic and export trade. The mar
ket for peaches and apricots both here

____________________ 8
and on the Coast is in buyers’ favor. 
Lack of important demand from the 
home or foreign buyers has a depress
ing influence; but, while concessions 
from the figures named would prob
ably be named, the market is not 
quotably lower. The spring demand 
for figs and nuts is not up to the av
erage, according to some reports, but 
holders are reluctant to cut prices to 
any material extent. Currants are re
ported as easier in Greece, but this 
is thought to be due to fluctuations in 
exchange. It is too soon to give any 
estimates of the output from the new 

- crop and for some time to come that 
will have little, if any, influence on 
market values. Locally trade on cur
rants, as in other dried fruits, is slow 
and prices are more or less nominal 
on the basis of previous quotations. 
Raisins, especially seeded stock, are 
dull but the tone of the market is 
fairly steady.

Rice—The South is reported as 
firm in its ideas because of the small 
remainder of stocks, which, it is fig
ured, will merely suffice to tide over 
into the next crop. Blue Rose and 
Japans are in light supply at primary 
points.

Cheese—The market is firm and un
changed. An increased consumptive 
demand is looked for from now on, 
but without any material change in 
the market.

Provisions—Smoked meats are un
changed. Stocks are reported large, 
and for that reason there has not been 
the advance which usually appears 
around the Easter season. A contin
ued good consumptive demand is ex
pected. Both pure and compound lard 
are steady and in excellent demand. 
Barreled pork, canned meats and dried 
beef are all steady and unchanged in 
price.

Salt Fish—Norway mackerel is be
ing offered at moderate prices, but 
without change for the week. The 
demand is light. Cod, hake and had
dock are all unchanged and in light 
demand.

Clarence Rulison, Andrew Swanson 
and W. A. Larson, all formerly em
ployed by the Glasgow Woolen Mills 
local branch, have started in business 
as the Glasgow Tailors at 54 Monroe 
avenue.

August L. VanDyke, who took pos
session of the hotel at New Era Jan. 1, 
has purchased a 1915 Overland, which 
he will maintain for the use of his cus
tomers in connection with his horse 
livery.

Jacob Liefbroer, who for a number 
of years had been employed by the 
Wegner Furniture Co., has started in 
the hardware business at 1149 Plain- 
field avenue.

A company is being organized to 
take over the sample furniture and 
washing machine business of Bodbyl 
& Miller, 46 Monroe avenue.

Charles S. Smith has succeeded the 
firm of Smith & Johnson, conducting 
a poultry and produce business at 
120 Ellsworth avenue.

A man isn’t necessarily honest be
cause he is poor.
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Legal Analysis of the Pretensions of 
Promoters.

In these days, when we are con
fronted with such National and state 
legislation as bills governing the re
sale price of merchandise, establish
ing minimum wages, and limiting 
hours of labor, in addition to the 
vaiious other regulations made by 
state and city bureaus and depart
ments, all of which tend to cut down 
profits, increase expenses and restrict 
freedom of action, the retail merchant 
is facing the situation in which the 
railroads and other large enterprises 
now find themselves.

These expedients, many of which 
are framed to cure evils which do not 
exist, have been carefully thought out 
by social reformers and pseudo-econ
omists, who are willing to try any 
remedy for evils, whether real or 
imaginary, the burden of which in 

‘the event of a mistake being made 
will fall upon shoulders other than 
their own.

To fortify their theories they point 
to similar legislation in other states 
or countries, as though the mere fact 
of passing a law remedied the situa
tion. They urge as a reason for the 
immediate acceptance of their plans 
that those laws have been adopted 
elsewhere, being all too impatient to 
await the working out of so-called 
panaceas. The result is that legiti
mate business is bedeviled with a lot 
of experimental legislation, while the 
Government is saddled with new de- 
partments which provide snug“ places 
for a multitude of office holders at fat 
salaries. These find a permanent 
place in the tax budget and thus ac
count, in part at least, for the ever 
increasing cost of Government, with-

having so far abolished poverty 
and its concomitant ills, although they 
insist this will quickly and surely fol
low the acceptance of their dogmas.

In calling attention to the burdens 
that have been forced upon business 
by the social reformers and law mak
ers, it must be admitted that addi
tional loads have been placed upon 
business by the very action or inac
tion of the merchants themselves. 
However impossible it may seem to 
prevent pernicious legislation, it is 
certainly possible to control one’s 
own methods of doing business, and 
this control must be exercised intelli
gently and consistently in order to 
prevent the ever narrowing margin 
between profit and loss from disap
pearing altogether.

Recently there has come into busi
ness a new device, known as the 
“Profit Sharing Coupon” or “certifi
cate.” Its progenitor was the well- 
known and largely advertised trading 
stamp. The distinction between these 
is that while the trading stamp was 
incorporated into • the business of 
those who employed it—that is by 
the act of the retailer himself, pre
sumably after some study as to its 
effect and advantage—the Profit Shar- 

,^ouP°n *s imposed upon the un
willing merchant by the manufacturer 
or wholesaler, without consulting or 
considering the views or policies of 
the establishment through which the

merchandise reaches the purchasing 
public. To this extent it is the worse 
of the two evils. The terms “trading 
stamps,” “Profit Sharing Coupons’' 
and “certificates” are here used inter
changeably, as all are the same in 
principle, the only distinction being 
that which has been already pointed 
out.

Modern business is a huge machine, 
in which every element of unneces
sary force, power and expense must 
be eliminated. Whatever adds un
necessarily to cost or expense is an 
impediment to successful business.

The Profit Sharing Coupon brings 
in a factor to the transaction of the 
business of buying and selling which 
adds to the cost of the merchandise 
sold but does not contribute to its 
value. In these days of sharp compe
tition any element which has this ef
fect interferes with the efficiency of 
the business machine, and for this 
reason it may be claimed that the 
use of the coupon or stamp is un
scientific.

The trading stamp is illogical be
cause even though its employment 
brings a temporary advantage, such 
advantage lasts only so long as the 
one who handles it has its exclusive 
use. Just as soon as others believe 
that its adoption is affecting business 
by creating an artificial demand for 
the article with which it is given, 
there is nothing to prevent competi
tors from adopting the same device, 
until finally the use of the trading 
stamp will be general and the as
sumed advantage of its employment 
will be dissipated.

Accepting the argument that its 
use increases sales, the general adop
tion of the coupon means that it 
levies its tribute upon the business 
in hand as well as upon the additional 
business gained. In other words, if a 
merchant is doing a business of one 
hundred thousand dollars a year, and 
if the use of the trading stamp should 
add 25 per cent to his sales, he would 
be paying in the cost of the stamps 
a percentage on the one hundred 
thousand dollars worth of business 
he has already in hand, as well as on 
the new business which the use of 
the stamps may have brought to him; 
and if the amount of this expense be 
charged to the additional business 
brought in, as it properly should be, 
such additional volume of business 
brought to him by its use is a lpss in
stead of a gain.

Furthermore, the coupon device is 
dishonest because it attempts to de
ceive the public into believing that it 
is getting something for nothing, or 
at least that it is getting back in the 
premiums the full face value which 
the coupons appear to have. This is 
obviously impossible because the cou
pon company, in addition to the mer
chandise which it offers as premiums, 
is compelled to pay all of the over
head charges attendant upon conduct
ing a business of this character, such 
as rent, (one company claims to have 
over 500 premium stores) wages, 
printing and catalogues, advertising 
and publicity, legal expenses, freight 
and expressage, printing and distrib
uting coupons and auditing them, in

surance, besides officers’ salaries and 
dividends on capitalization, so that 
any representation that the full cost of 
the stamp is given back to the cus- 

. tomer is obviously untrue.
In order to show how heavy a load 

upon business the trading stamp has 
already become, I quote from a clip
ping from the New York Sun of Feb
ruary 6, 1915, as follows:

Figures showing the premium 
idea s hold upon the buying public 
were quoted yesterday at the conven- 
t.on of the National Premium Adver
tising Association, Inc., at the Hotel 
Astor. About 300 delegates were 
present. ‘Goods worth one hundred 
and twenty-five millions are used an
nually for premium purposes,’ said 
Sidney A. Kirkman, President of the 
Association, ‘in promoting the sale of 
thirty-five hundred millions worth, 
and the total annual sales of houses 
using premiums is over five thousand 
millions. Five million American 
homes get premiums annually, and 
one to every three general retail 
stores gives them. Over twenty-five 
hundred firms employed two hundred 
and fifty thousand workmen making 
goods used as premiums.’ ”

Assuming this statement to be true, 
it does not mean that one hundred 
and twenty-five millions of dollars 
worth of merchandise is given away 
annually, for no well-managed busi
ness gives anything away. What it 
really represents is the sale of one 
hundred and twenty-five million dol
lars worth of merchandise by the re
tailers for the coupon companies, 
without getting in return any pay for 
the effort, or any profit on the busi
ness. In other words, on every sale 
there is charged an extra price to 
cover the cost of the coupon, and this 
total is turned over to the premium 
company to pay for this one hundred 
and twenty-five millions in merchan
dise and the other avenues of their 
expense which I have enumerated. 
This one hundred and twenty-five 
million dollars worth of merchandise 
annually, therefore, does not repre
sent the whole burden, for I repeat 
that added to the cost of the mer
chandise there are the administration 
and overhead charges, which, at a 
conservative estimate, is 20 per cent, 
of the output, or fifty millions more. 
Officers’ salaries and dividends on 
capital add an unknown element of 
large volume to the figures just given, 
so it is safe to say that, on the face 
of President Kirkman’s statement, at 
least two hundred millions of dollars 
are paid over annually to the stamp 
companies by the merchants who use 
the trading stamp or coupon, which 
sum, of course, is drawn from the 
buying public. Applying these fig
ures, which are based on President 
Kirkman s statement, to thirty-five 
hundred million dollars worth of mer
chandise, upon which the stamp com
panies receive this two hundred mil
lions of dollars, it follows that the 
cost to the merchant or retailer is 
about 6 per cent, on their total sale.
Or, if we charge the two hundred 
millions of dollars to the additional 
business "brought by the giving away 
of stamps, and if this increase repre

sents 25 per cent, of the gross sales, 
then the merchant is taking from the 
public and paying over to the stamp 
companies 24 per cent, on the addi
tional sales brought to him by this 
meretricious device.

But there are other evils, not di
rectly of a monetary character, which 
make the adoption of the trading 
stamp an evil to business. First, it 
displaces the sale of so much mer
chandise, represented by Mr. Kirk
man as one hundred and twenty-five 
million dollars worth, which the mer
chant ought to make directly over 
the counter at its normal percentage 
of profit, as a part of his regular 
business.

Second, it distributes the equi
librium of the business and seeks to 
stimulate the sale of those articles of 
which perhaps because of inferior 
quality or narrow profit it is not to 
his advantage to encourage the sale.

Third, as a charge on the manu
facturer or distributor, it adds to the 
cost and diverts the discount or mar
gin of profit which rightly belongs 
to the retailer, or at least which the 
retailer should have as a basis for his 
selling price.

Fourth, it attempts to force upon 
him merchandise which he can not 
offer the public on its merits, but 
which the thoughtless demand be
cause they have been deceived into 
the belief that they are getting a 
bonus for which they are not paying.

Fifth, its purpose is to stimulate 
the sale of merchandise in competi
tion with articles of relative value 
which do not include the stamp.

Sixth, it is the object of the stamp 
company to create a public demand 
for merchandise containing the cou
pons, and when such demand is es
tablished the manufacturer or distrib
utor commands the market and can 
increase his prices to the dealer be
yond those of competitive articles of 
the same value, the retail price re
maining .fixed.

I have not attempted to catalogue 
here all of the legitimate objections 
that could be made to the employ
ment of the trading stamp or coupon 
device. The smallness of the amount 
of charge against “each item sold over 
the counter has, perhaps, been the 
reason why this incubus has been per
mitted to grow without attracting the 
attention of legitimate merchants.

Clearly there should be, at this 
time, a general and concerted move
ment on the part of retailers through
out the country to show their disfavor 
with this method of merchandising, 
by refusing to handle articles giving 
away these coupons, and that this 
point of view should be freely ex
pressed to discourage manufacturers 
from employing this device in any of 
its forms.—E. W. Bloomingdale in 
Industrial Outlook. (Copyrighted),

Supreme Test.
Scribbler—I’ve a poem here advo

cating peace.
Editor—I suppose that you honest

ly and sincerely desire peace? 
Scribbler—Yes, sir.
Editor—Then burn the poem.



BIGGEST AND BEST
Inasmuch as a growing boy soon outgrows his clothes, so our business has 

been continually outgrowing its quarters.

The remarks of our customers and friends after going through our big 

warehouse, have many times reminded us that a large number of our customers 

do not realize how large we have grown.

Therefore, we take pleasure in announcing publicly to-day that we have 

the largest stock of merchandise in this part of the country. T he floor space 

required for our business is the largest of any in this market.

Our organization of buyers and sellers is made up of trained experts, so

that we are in the best position possible to  handle your business intelligently, 

carefully and promptly.*

It’s a very pleasing thought to realize that in a few years we have grown 

from one of the smallest to the largest jobber in W estern Michigan. This has 

been accomplished by strict adherence to modern methods, and the positive 

policy of fair treatment toward all, and we are constantly striving to improve

this organization, so that we may continue to give you the very best service 
possible.

On this basis we solicit a continuance of the favors of our old friends and

customers, and the accounts of those merchants whose names are not now  on 
our books.

W o r d e n  (G r o c e r  C o m p a n y
GRAND RAPIDS—KALAMAZOO

THE PROMPT SHIPPERS
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ONLY COMMON CLAY.
Cunningham, the railway henchman, 

still retains his place on the Michi
gan Railway Commission — by the 
grace of Governor Ferns. Glasgow still 
suffers under an unjust imputation—by 
the disgrace of Governor Ferris. Hun
dreds of letters have reached the 
Tradesman office during the past 
week, commending the editorial refer
ence to the situation in last week’s 
paper—all expressive of regret that 
Governor Ferris should besmirch such 
an unsullied career by an act of in
justice to a fellow man at the behest 
of political sharks and Democratic at
torneys who have been clandestinely 
retained by the railway ring.

If Cunningham’s services were 
ever of any value to Michigan—which 
is a matter of grave doubt—his use
fulness has ceased by reason of his 
espousal of the cause of the railway 
ring and Governor Ferris might as 
well save the State the expense of 
his salary, because he is now a non
entity in all that the term implies. To 
ask such a man as Glasgow to sit on 
a Commission with such an excuse 
for a public official as Cunningham is 
about the worst mockery that can be 
conceived. The Tradesman does not 
believe that the big heart and clear 
head of the Governor will long toler
ate an incongruity of this kind. Our 
Chief Executive has invariably insist
ed upon efficiency as a requisite to 
holding office.. This element is en
t i t y  lacking in the case of Cunning
ham, who would never accept another 
salary check from the State if he 
possessed any knowledge of the fit
ness of things!—the lack of which, by 
the way, is a distinguishing charac
teristic of railway hirelings.

Q. Emery, recently retired from of 
fice.

The Wisconsin Legislature passed 
the act of 1913 to control the use of 
the word “glucose” on the label in 
connection with the corn syrup label. 
The label was then changed to read 
“corn syrup 85 per cent., refiners’ 
syrup 15 per cent.” This law was at
tacked on three grounds: As a regu
lation of interstate commerce, as an 
unreasonable ana oppressive or police 
power and as depriving the company 
of its property without due process 
of law.

The company originally labeled its 
goods as composed of corn syrup and 
refiners’ syrup, in accordance with the 
Federal food and drugs act. The 
State authorities required the removal 
of such labels, but the United States 
Supreme Court held this was an in
terference with the Federal law and 
the law of 1913 resulted to back up the 
Emery idea.

Judge A. L. Sanborn, in the United 
States District Court for the Western 
District of Wisconsin, has now or
dered the issuance of a perpetual in
junction restraining the State au
thorities from enforcing against the 
Corn Products Refining Company 
the Wisconsin law requiring the label
ing of the ingredients on syrup pack
ages.

Judge Sanborn held that while the 
language of the Wisconsin act of 1913 
was general and broad enough to in
clude all sales of the company’s prod
uct, whether interstate or intrastate, 
yet it was the settled rule in Wiscon
sin to confine such general language 
to internal commerce, if to do other
wise would avoid the statute.

The court held that the State should 
be restrained from applying the law 
to the company s goods or its retail
ers because this would interfere with 
interstate commerce and that the law 
thus restricted to internal concerns 
is valid.
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ernment at Petrograd offers few op
portunities, and little temptation, for 
those who are best qualified to build 
up American commercial relations 
with Russia.

The existence of this formidable 
handicap to a perfect understanding 
between this country and the Russian 
people must be recognized. Moral is
sues are not supposed to enter into 
international trade, but Russia’s treat
ment of the Jewish people did bring 
about the abrogation of one commer
cial treaty, and will impede the nego
tiation of a new treaty. For this 
Government to draft a new agreement 
"  ith the Russian government without 
taking up the passport question would 
be an abandonment of our original po
sition, a plain acknowledgment of de
feat. The moral issue cannot be elim
inated. The conscience of the world 
recognizes that those elements in 
Russia which work for progress must 
have behind them the support of en
lightened public opinion abroad. At 
present we occupy a unique position. 
We are the only great power that can 
speak out. England and France are 
not in a position to exercise moral 
pressure on an ally whose aid they 
need. Liberal opinion in England and 
France which found clear voice dur
ing the days of repression in Russia 
after 1906 will now be silent. For the 
United States to abandon its protest 
against one phase of reactionary Rus
sian methods would be to surrender a 
great opportunity.

DECISIVE BLOW TO RADICALS.
The decision in the United States 

District Court at Madison, Wis., last 
week, whereby the Corn Products Re
fining Company secured an injunction 
against the State food officials pro
hibiting thejr interference with entry 
of its “corn syrup” into the State, 
was an event of great importance for 
every food manufacturer doing an in
terstate business.

It is well known in food circles that 
Wisconsin has been one of the “rad
ical” states because of the strong 
opinions and stronger determination 
of the late Food Commissioner, John

OUR GREAT OPPORTUNITY.
After the vast opportunities of 

South American trade, Russia is be- 
ing held up as a rich field for com
mercial conquest by the United States. 
We learned after the first exuberant 
outburst over South America that for 
the commercial conquest of a coun
try much preparation is necessary, in
cluding a knowledge of the language 
and people of that country. The les
son is now applied to Russia in the 
form of a suggestion for the establish
ment of training schools in things 
Russian at our universities. It ap
parently has not occurred to the au
thors of the scheme that it would be 
largely a work of supererogation, that 
there are resident in this country at 
least half a million people of Russian 
birth, speaking the Russian tongue, 
acquainted with Russian conditions, 
who would be the natural intermedia
ries in the development of American 
trade with the Czar’s empire. But 
under the mediaeval laws of the Em
pire, American citizens of Jewish birth 
are not permitted to return. It is true 
that Jewish commercial agents are 
tolerated, but under restrictions which 
hardly make for the highest efficiency. 
The inveterate hostility of the gov-

The action of the voters of Grand 
Rapids Monday in rejecting municipal 
ownership nearly three to one would 
seem to indicate that any influence 
Deacon Ellis may have enjoyed in this 
community in the past has ceased to 
exist. In conducting the canvass the 
crafty Deacon brought to bear all of the 
influences at his command. It was the 
supreme effort of his life and he is 
understood to have asserted that he was 
willing to stand or fall on the result. 
Many probably refrained from voting 
for municipal ownership because they 
were afraid of the outcome if Deacon 
Ellis had anything to do with carrying 
out of the idea on account of his peculiar 
methods of political manipulation. Hav
ing failed in his aspiration to represent 
this district in Congress; having con
ducted a Governorship campaign which 
resulted in a miserable fiasco and hav
ing been turned down nearly three to 
one by the citizens of Grand Rapids on 
his pet hobby, it would strike the casual 
observer that it was about time for 
Deacon Ellis to retire to private life or 
resume the occupation by which he ac
quired several hundred thousand dollars 
of ill gotten gains to enable him to 
figure as a political freak and unsound 
municipal leader.

No one buying a little bundle of 
orange wood sticks would imagine 
that they were important enough to 
ca1l for a ruling by the Treasury De
partment. But they are, and the rul
ing is that duty on them when brought 
to this country must be paid at the 
rate of 15 per cent, ad valorem. They 
are classed as manufactured articles, 
but heretofore have been admitted 
free as wood unmanufactured.

APRIL IN THE GROCERY. 
With spring coming on early, the 

month of April should see house
cleaning at its height. There are 
special demands to which the grocer 
caters during the housecleaning season— 
the demand for equipment for the 
work, and the demand for quickly pre
pared foods which will reduce the 
labor of getting meals and leave all 
the more time for the great task 
of cleaning up.

A housecleaning display is there
fore timely.

But, put into this display a touch 
of originality. Not merely “House
cleaning” but “Housecleaning Made 
Easy” and in the accompanying show 
cards emphasize the vast amount of 
labor saved by havng a complete new 
equipment of mops, brooms and 
brushes, as well as through an ade
quate supply of cleansers of one sort 
'and another—soaps, lyes, polishes, 
ammonia products and the like. It 
should be good business for the gro
cer to devote an entire counter to 
these products while the houseclean
ing season is at its height.

Contemporaneously, the idea of 
“Good meals quickly made” can be 
played up on the provision counter. 
Here is where a thorough understand
ing of the housewife’s problems will 
help the merchant to make sales.

For instance, a merchant who knew 
some of the discomforts of house
cleaning and some of the inconven
iences in a culinary line talked over the 
problem with his wife. Together they 
devised a da'ly menu covering an 
entire week and made up entirely 
from the ready-to-eat goods handled 
in the grocery store. There were 
fresh fruits, jams, ready-to-eat break
fast foods, cooked meats, canned fish, 
fancy biscuits—well, the merchant 
long before he got through realized 
that his own table for years back 
could have been immensely improved 
at housecleaning time by a close study 
of the possibilities of his own stock. 
And withj:his came the added realiza
tion of the fact that in his town were 
hundred of housewives who lacked 
the time to sit down and solve the 
problem that he had just solved.

He gave them, therefore, the im
mediate benefits of his solution—that 
■ s, he made copies of his “Houseclearf- 
ing Menus” and mailed them to cus
tomers, regular and prospective, past
ed them in the windows and ran them 
daily in his newspaper advertising 
space. The scheme was educative; it 
caught on; and sales of ready-to-eat 
foodstuffs were largely boosted as a 
result. The educative results were 
permanent; housewives learned of the 
possibilities offered by foodstuffs with 
which they had previously had merely 
a distant acquaintance, and in many 
instances a steady demand was built 
up for products which previously had 
had only a spasmodic, irregular sale.

The grocer is in a better position to 
urge housecleaning goods for others 
if he has begun, where charity begins, 
at home—that is, in his own store.
The housecleaning display should 
have as its background a store thorough
ly clean; and now is the time—if you 
have not already done it—to clean up 
and make the premises bright. The
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shrewd merchant naturally tries to 
keep clean all the year round; but it is 
good business at intervals to tear 
things loose, to readjust and alter and 
improve; and there is no store so 
perfect that, looked at from a new 
¡ingle, it will not show room for im
provement.

And extend the clean up and shake 
up to the staff. This doesn’t mean 
that your sales people should be sum
marily jumped on or hauled over the 
coals; it does mean that you should 
try to take a new interest in them and 
their work, and to encourage them 
to renewed effort along broader and 
more aggressive lines.

For instance, invite suggestions. 
The putting together of the window 
displays is often a perplexing prob
lem. You have other things to think 
of. Give the clerks a chance. There 
is at least one man on every staff who 
has some ingenuity or talent in the 
direction of window trimming. Try 
out your staff until you determine 
which is the most promising window 
dresser, and then give him the work 
to look after—and don’t be afraid to 
encourage him judiciously, with praise 
and rewards more substantial than 
praise.
, There are two stores in a certain 
town whose window displays always 
seem to stand out. Congratulated on 
the excellence of his displays, the 
merchant didn’t hesitate to put the 
credit where it belonged. “Dan puts 
up all our displays,” he said, “and if 
I do say it myself, we’ve got every
body else skinned a mile when it 
comes to originality and effective
ness.” Curiously enough, in the one 
store whose displays came nearest to 
equaling these, the merchant had 
adopted the identical expedient of 
giving an ingenious clerk free scope 
for his window dressing talents.

So, encourage your clerks to exer
cise their originality—not merely in 
window trimming, but in other ways. 
For instance, there is the important 
and timely matter of looking up new' 
customers. One merchant has adopt
ed the expedient of allowing each 
clerk a bonus for every new customer 
secured. Whether you approve the 
bonus idea or not, it is worth while 
to encourage your sales people to 
initiative along this line. Meanwhile, 
go after new customers yourself—in 
your newspaper advertising, by cir
cularizing, and personally if you get 
the time. It is steady customers that 
make permanent business; and the 
merchant s aim should be to get peo
ple to his store and to keep them 
coming.

Certain lines are particularly time
ly in the grocery department at this 
season of the year. For instance, 
gardening—of which there promises 
to be more than usual this year—will 
result in a heavy demand for seeds.
Put the seed boxes in a prominent 
place, and suggest them to customers.

In even the most provident house
holds the supply of home-made pre
serves is rapidly becoming depleted.
It is a curious fact that about this 
time of year the household preserves 
are generally down to one or two 
lines, ahd these, by reason of the 
resultant monotony in the bill of fare,

aren’t any too popular. Hence, it is 
timely to display jams, jellies, marma
lades and preserves. If the housewife 
doesn t buy, there is an excellent 
chance that the husband and wage- 
earner will. Dried fruits, too, will be 
in demand. These lines will pay well 
for a little pushing. There is a grow
ing tendency, although, for the sub
stitution of fresh fruits—such as 
oranges, grape fruit, bananas and 
pines—for preserves at this season; 
so that both lines merit and require 
attention from the grocer.

The after-Lent demand for extra 
delicacies will make itself felt in in
creased sales of confectionery. Maple 
products, too, are seasonable and will 
be welcomed. Fresh vegetables will 
be coming in; but the canned varieties 
can be pushed energetically as less 
expensive substitutes for the fresh. 
The one line will help to sell the 
other.

Incidentally, grocers should be look
ing forward to the summer months 
and making his preparations. It is 
for this reason that a thorough spring 
clean up of the store is advisable. The 
clean store will attract fewer flies 
and more customers. The work that 
is done now should be done, in part, 
with an eye to the summer months 
and the problems that will then pres- 
sent themselves. Screens should be 
overhauled, woodwork repainted, and 
everything made rady for the really 
hot weather, even though weather of 
that sort is still several months away.

Above all things, pushful methods 
are timely; and the merchant should 
constantly seek to improve his own 
methods, and to educate his selling 
staff to a higher degree of efficiency.

CANVASSING FOR BUSINESS.
“If the business won’t come to you, 

you must go out after the business.” 
The foregoing argument was used the 
other day by a representative grocer 
in support of the much discussed 
problem of canvassing for orders.

There seems to be little doubt that 
canvassing brings business—provided 
you send out the right sort of .can
vasser. Here, as in all other selling, 
the results depend chiefly upon the 
salesman. It is just the same in re
gard to town canvassing for grocery 
orders as it is in regard to the road
men sent out by hardware and imple
ment stores throughout the country. 
The right man brings business, and 
lots of it; the wrong man does not.

A number of years ago a young man 
in the grocery business went up 
against the proposition just outlined.
He had bought a “corner” store, away 
from the main business section of 
the city; but unfortunately situated 
in that within a stone’s throw there 
were half a dozen similar stores all 
fighting for the purely local business 
which, at the best, was barely enough 
to keep two or three stores running 
profitably. Naturally, the old timers 
had their friends, who dealt with them 
regularly, and the newcomer found 
customers few and far between.

So, in the dull morning hours he 
left a girl clerk in charge and went 
after the business.

He did it scientifically. To begin 
with, he had no list of regular cus

tomers in the accepted sense of the 
word. But he selected as prospects 
the best customers in the vicinity. He 
went considerably outside the recog
nized radius of his store, and was thus 
better able to pick and choose h:s 
prospects. Then he canvassed them 
regularly, so many each morning, aim
ing to cover the entire list at least 
once a week. He ran a few features, 
but did not cut prices; he relied on 
the psychological fact that the average 
housewife will order a few articles 
anyway from a grocery canvasser 
rather than turn him down complete-; 
ly; and that if the grocer gives satis
faction, he stands an excellent chance 
of securing repeat orders at his next 
call, and, more than that, larger or
ders. He was a pleasant, tactful 
young fellow, good looking and of 
good address; he sold good goods; 
and he knew enough to adapt his 
calls to the days suggested by his 
customers.

No, he didn’t make a fortune out 
of his canvassing. But his canvassing 
brought him lots of orders. It rep
resented the difference, in fact, be
tween fair sized business and prac
tically no business at all. When, a 
little later, the young man had a 
chance to buy into a more promising 
location, he had—despite the handicap 
of too much competition—been able 
to put by some money, keep in the 
good books of the wholesalers and 
jobbers, and was, in short, in an ex
cellent position to embark on a more 
pretentious venture. When he moved 
to his new location, he took a fair 
share of his old customers with him.

A clerk in a large grocery firm is 
another instance of successful can
vassing. Three days each week he 
was engaged in the shipping room of 
the store, routing the goods being 
sent out for delivery; the other three 
days he was sent out to call on a list 
of regular customers and to drum up 
business. Had he confined his atten
tion to just the regular customers he 
mightn’t have done much, but he used 
initiative and went after new pros
pects.

His work in the shipping room gave 
him a line on people who were mere
ly occasional buyers. Now, if a man 
is interested enough in a store to 
buy once, a little follow up work will 
make him in many instances a regular 
customer. The mail order houses 
know this; and act upon the knowl
edge. Retail merchants, in many in
stances know it, but they don’t always 
use the knowledge to advantage.

The clerk jotted down the names 
and addresses of such customers as 
he encountered them in routing the 
deliveries; and, when next on the or
der route, he made a practice of call
ing. The previous purchase gave him 
an opening; he knew his goods, and 
in a good many cases he secured the 
privilege of calling regularly for or
ders.

Jiere is where a canvasser can be 
made worth while for a store. As a 
rule, the canvasser is detailed to call 
upon the steady customers only. They 
are the people who will, in nine cases 
out of ten, come in or telephone their 
orders anyway. The people whom it 
pays to get after in this way are the
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people who have bought occasionally; 
and in too many instances they are 
never even approached.

Every merchant knows that sugges
tion is an important factor in sales
manship. Yet too often the outside 
salesman is a man who hasn’t develop
ed the valuable knack of suggesting 
things. Suggestion requires, to be
gin with, a knowledge of the goods. 
The outside salesman must know 
whether strawberries are in or not, 
what lines of fresh fish are included 
in this morning’s shipment, he must 
be able to suggest pickles and sauces 
to suit any taste, he must be able 
to tell the customer a good deal re
garding the new jelly powder which 
the store is demonstrating. And so 
on.

For instance, a store some time 
ago demonstrated soup and salad 
dressing. The outside canvasser took 
samples of these lines along with him 
on the order route and showed them 
to his customers. In one day’s work 
he secured orders for between three 
and four dozen cans of the prepared 
soup and more than that of the salad 
dressing.

His trip was valuable for more 
than the immediate orders; since he 
introduced to his customers goods for 
which there would probably be de
veloped a steady demand. He was 
building future business; and that is 
what the salesman, whether inside or 
outside the store, should always try 
to do.

Canvassing should be judicious, 
however. The salesman should not 
be limited to steady customers; nor. 
on the other hand, should he be allowed 
so wide a rarfge- of activity as to canvass 
the sort of people whose business no 
merchant wants—the dead beats, slow 
pays and fly by night variety of pur
chasers. A good policy is to give a 
clerk two half days a week, and let 
him make, say, twenty or twenty-five 
calls upon customers, incluuding a num
ber whose business doesn’t come to 
you as a matter of course. Give him 
a list of timely specialties to talk up, 
and see that he is thoroughly posted 
and train him in the idea of suggest
ing th’ngs besides the goods asked 
for.

One merchant adopts the plan of 
selecting a special line for each trip.
He talks this over with his order- 
taker, explaining to him the selling 
points of the article, and sends him 
out with instructions to push that 
special line. Of course, he takes 
whatever orders come, and he sug
gests goods that are not asked for; 
but this* one selected article is sug
gested to every customer, with a 
more or less detailed explanation of 
its particular value. A different ar
ticle is picked out for each trip. The 
results of this experiment are report
ed to have been very good.

The merchant’s canvassing policy— 
whether to canvass or not to canvass, 
whether to canvass steady customers 
only or to go out after new trade— 
must be adapted to his own particular 
circumstances. No one rule can be 
made to cover every business; for the 
simple reason that no two businesses 
are identical or surrounded by ident
ical conditions.
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John Rynberg, Veteran Grocer of the 
South End.

John Rynberg was born in Holland, 
Europe, February 12, 1861. His par
ents came to this country when he 
was 6 years old, locating in Grand 
Rapids. John attended the common 
schools until he was old enough to go 
to work, when he obtained employ
ment in the sash, door and blind fac
tory of Skinner, Ward & Brooks, 
which was then located on Mill street. 
He remained in the employ of this 
firm four years, when he was engaged 
to run a buzz planer for the Phoenix 
Furniture Co. He remained in this 
capacity twelve years, not only giving 
the company his best efforts during

Fair. He has no children by either 
marriage.

Mr. Rynberg is not. a member of 
any church or affiliated with any fra
ternity. He has no hobbies, except 
his store and his home. He has long 
specialized in window trimming, his 
taste running especially to the dis
play of eggs. For several years his 
windows have been a source of much 
interest and gratification to the resi
dents of the south end from March 
1 until May 1. He exhibits much taste 
in the planning and execution of 
these egg displays, two of which are 
shown on this page, together with a 
portrait of Mr. Rynberg standing in 
the doorway of his store. It will be 
noted that he succeeds in securing a

PAY UP WEEK.

Fifty Thousand Dollars Collected in 
Six Days.

Waukon, Iowa, April 1.—We insti
tuted Pay Up Week with a two-fold 
purpose in view. First, to develop a 
community habit of annual settlement. 
Second, to meet a rather aggravated 
case of over done credit. The Com
mercial Club in its work in the com
munity is continually asking for 
money, and it was thought that it 
might be of some assistance in bring
ing money into the till.

PAY UP WEEK. 
TICKET.

John Rynberg and His Easter Egg Display.

Another Novel Egg Display.

that long period of service, but con
tributing two fingers from his left 
hand as a token of his faithfulness.

March 20, 1887, Mr. Rynberg form
ed a copartnership with Martin Van- 
derveen and engaged in the grocery 
•business at 1159 South Division ave
nue, corner Hall street, under the 
style of Rynberg & Vanderveen. Two 
years later he purchased the interest 
of his partner and since that time he 
has continued the business alone. 
When he engaged in business he sub
scribed for the Michigan Tradesman 
and it has been his faithful friend and 
constant adviser ever since.

Mr. Rynberg was married Septem
ber 22, 1882, to Miss Jennie Albright. 
She died six years later and on March 
29, 1904, he married Miss Hattie B.

striking contrast by the separation of 
white and brown eggs.

Personally, Mr. Rynberg is a genial 
gentleman who has many friends 
among the trade. He has always been 
regarded as the soul of honor and 
would rather suffer the loss of his 
remaining fingers than do a dishonor
able act. His highest ambition is to 
ultimately acquire the corner he now 
occupies and replace it with a sub
stantial brick structure, in which hope 
his numerous friends, including the 
Michigan Tradesman, heartily join.

Now that there are no more poles 
to discover, why not send a few ex- 
plorer§ back to the old ones just to 
see if they have moved since last 
seen?

Finn............................
No..................

PAY UP WEEK 
Duplicate Ticket

Firm...........................
Name......................

N o........................

Tickets Given When Payments are 
Made No. 1.

was given the customer entitling him 
to a chance on the prize money. These 
tickets proved the means by which the 
contagion was carried. ‘I am going 
to get the big money” was the com
mon expression on the street as men 
showed the number of tickets they 
had. (No. 1.)
> At the close of the week the draw
ings were held and the prizes distributed.

Tlie books showed that about $50,- 
000 was paid in during the week that 
could be reached but there were quite 
a number ̂ of payments made on the 
general plan of settlement that we 
could not estimate. Over 2,000 per
sonal accounts were cleared off the 
ledgers and some of them were called 
bad accounts. Of course the larg
er number of accounts were small 
but some as high as $500 were paid.

Charles F. Pye,
• Sec’y. Commercial Club.

Tribute to the Memory of Rev. Staley.
Ludington, April 5.—The news of 

the death last Thursday of Rev. J. J. 
Staley, at Manistee, will be received 
with sadness by hundreds in all sec
tions of the country, including hosts 
of traveling men. Mr. Staley rose 
from the ranks of the working classes 
to a position of great influence in his

Settle Your Account and Win Prize Money.
,, Tt . begl™\nZ of the, year is an appropriate time for the settlement of t e affairs of the year that has gone and a clearing of the slate for the 
y5ar U° COme‘ T Waukon Commercial Club appreciates the business that has come to the town during the past year. In spite of war and un-‘ 
fortunate conditions the business compares favorably with other years bit 
an unusually large proportion of it is being carried on the books i f  the 
merchants, professional men and others.
„ A l l  1S pr<?P°®ed to make a special effort to settle these book accounts 
and the week of January 9 to 15 has been set aside and is known as “pay 
your account week. All members of the Club are urged to settle with th e i 
fellow townsmen and every one is asked to start the New Year right bv
owe gI„ST d e r '" ,d„ ° '  * « '« '" I “ * with merchants and others ,h g  they rh,K en£ouragf these payments the Waukon CommercialCluboOffers prizes for the week mentioned aggregating fifty dollars.
fra , 1, !h of the encIosed account a ticket will be presentedto you that will entitle you to a chance on the fifty dollar prizes!

No. 2
The first step was a personal visit 

to each of the business firms to de
termine the amount being carried and 
the number of personal accounts. 
Based upon this information we had 
printed slips, (No. 1) '“which were giv
en to each firm to send out with their 
regular statement of account. This 
was the first intimation that the peo
plê  had that such a move was on. 
This was followed up by a business
like appeal through the regular col
umns of the newspapers. Each of 
the _ following points were made the 
subject of above a quarter of a col- 
umn and were made as concrete as 
possible by illustrations.

J. Every man should once a year 
at least get his business bearings— 
whether farmer, merchant or house
wife. This is a good time to get 
straight with the world.

2. The abuse of credit is a factor 
in high prices. Do not growl about 
high prices when you are owing the 
men that must charge more to offset 
your negligence.

3. Business is an endless chain. 
Each link is bound to its neighbor. 
A cannot pay because of B’s neglect. 
Get out of the way.

4. Business development and the 
reign of prosperity are handicapped 
because of the abuse of credit. Put 
$200,000 into the business of Waukon 
and see what a change will come 
over affairs.

5. You expect to pay some time. 
Why not now and perhaps win a prize.

At the beginning of the week large 
display window cards were distribut
ed calling attention to the matter of 
annual settlement and also to the fact 
that $50 in gold was to be given away 
to those who paid accounts this week.

The members of our organization 
were the first to show their sincerity 
by settling. On settlement a ticket

community. Few traveling men who 
have made Manistee during the past 
twelve years have failed to meet this 
man among men. Hunters and fish
ermen from all sections have come in 
contact with him, for he was a hunter 
of note and a most enthusiastic fol
lower of Izaak Walton. He was ac
tive in ^very line of endeavor in the 
moral and physical upbuilding of the 
community in which he lived; in fact, 
his beautiful personality and influence 
were felt far beyond his immediate 
surroundings. The writer, who has 
had the honor of the acquaintance 
and friendship of Mr. Staley, happen
ed to be in Manistee at the time of 
his death. The city was cast in gloom. 
The sad news was silently passed 
from mouth to mouth. Nearly every
one spoke of his high qualifications 
and of some kind deed he had per
formed in the past. He had no preju
dices. While in name he was a Con
gregational minister, in fact he was 
everybody’s minister. The Jew, the 
Catholic and Gentile were alike to 
him and he held the respect and es
teem of each in turn. His universal 
good fellowship brought him in con
tact with many traveling men and to 
the casual observer he appeared to be 
one of them. He was an active al
though unostentatious, worker in all 
Masonic bodies and of the Mystic 
Shrine. He was also a member of 
the Knights of Pythias. He was as 
much a part of the business world of 
■Manistee as he was of the ministry 
and his passing will be a blow to that 
city. The world is better for his hav
ing lived in it. Column after column 
of interesting incidents and good 
deeds performed by him, could be 
written. The writer, on behalf of Mr. 
Staley s traveling men friends, extends 
to the bereaved widow heartfelt sym
pathy. James M. Goldstein.
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DRASTIC LEGISLATION.

Propose to Curtail Trading Stamps 
by Taxation.

Portland, Oregon, Apfil 2.—The 
referendum will be invoked by trad
ing stamp concerns next fall to se
cure the repeal of the recently pass
ed trading stamp and gift scheme 
law in Oregon, according to reports 
m retail circles, but the retailers ex
press confidence that the bill they 
put through at the last session of the 
Legislature will remain on the star- 
utes, despite efforts to dislodge it.

1 he. law was supported by the Ore- 
g<?9 iA etai , Merchants’ Association, 
which has thirty-seven city organiza- 
tions affiliated with it and 3,350 indi
vidual members. It is drastic, pro
viding a State tax of 5 per cent, for 
the privilege of using the trading 
stamp. This is in addition to the 
cost of the stamp privilege. The tax
of theCrfirent *S °n sross receiPts
.The law has aroused much discus- 

sion, favorable and otherwise but 
on the whole the retailers have ex
pressed themselves as well satisfied 
with its provisions.

One supporter of the trading stamp 
previously noted, is the Olds Wort- 
man & King Co., one of the largest 
department stores in the State, lo- 
cate d in  this city, which declares in 
Its advertisements that it will con
tinue to give the S'. & H. Green Trad- 
!?£ Stamps all purchases, al-
«lough the law cuts down its profits.
1 his is said to be the only large firm 
in the State which has come out bold
ly for the premiums. There are more 
than thirty days’ grace left before the 
law goes* into effect, but the Olds 
Wortman & King Co. is not expect
ed to change its attitude.

The tax _ the trading stamp com
panies ask is between 2]/2 and 4 per 
cent. The addition of the State tax 
ot 5 per cent, makes the giving of 
stamps almost prohibitive. A loop

hole in the law is being sought and 
one suggested is the redemption of 
the premiums in cash, making it a 
m o reg  ne profit-sharing scheme. 
Whether this would be forbidden bv 
the provisions of the law is not yet 
certain and it may be tried out in 
the courts.

The Attorney General is of the 
opinion that the law as it stands is 
constitution^ and expresses doubt 
that the trading stamp attorneys can 
shake its provisions in a test of its 
constitutionality.

Provisions of the Law.
The main features of the law are 

embodied in its first section, which 
reads as follows:

Section 1. Every person, firm 
and corporation who shall use and 
et f ry Person, firm and corporation 
who shall furnish to any other per
son, firm or corporation to use, in 
with or for the sale of any goods 
wares or merchandise in the State of 
Oregon, any stamps, coupons, tickets 
certificates, cards, or other similar de
vices, which shall entitle the pur
chaser receiving the same with any 
sale of goods, wares, or merchandise 
to procure from any person, firm or 
corporation 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 pay annually, on or be
fore the first day of March, to the 
Mate of Oregon an excise tax of 5 
per centum per annum upon the gross 
receipts of such person, firm or cor
poration received in this State. And 
tor the purpose of ascertaining the 
amount of the same, it shall be the 
duty of every such person, firm, and 
the president, secretary and treasurer 
of every such corporation, or such of 
them as reside in this State, or if 
none of said officers reside in this 
otate, then of the general manager or 
agent of such corporation having

general control, management or sup
ervision of its business within this 
state, to transmit to the State Treas- 
i?ier u n t ° r ,^e ôre the first day of each year, a statement under 
oath of the gross receipts of said 
person, firm or corporation, for busi
ness transacted within this State dur
ing the preceding year, ending De
cember 31 of said preceding year, and 
u iw  ■. Person» firm or corporation 

shall fail to make such statement, or 
to pay such tax for the period of thir
ty days from and after such statement 
is required by this act to be made 
or after such tax is due and payable 
as herein provided, the amount there
of, with the addition of 10 per cent 
thereon for such failure, shall be col- ' 
lected of such person, firm or corpo
ration for the use of the State, and 
the same is hereby declared to be and 
1S 1Pa<fe a debt due and owing from 
such person, firm or corporation, to 
the State of Oregon, and the Attor
ney General of the State, or the Dis- 
tflct Attorney °f the proper county, 
shall commence and prosecute to final 
determination in any court of com
petent jurisdiction, an action at law 
to collect the same; and it is hereby 
made the duty of the State Treas
urer to give notice to the Attorney 
General of such failure to file such 
statement, or to pay such license 
within ten days from and after the 
expiration of said thirty days herein
before mentioned.”

The penalty for violations is a fine 
of not less than $100, nor more than 
$1,000, or imprisonment for not less 
than thirty days nor more than six 
months.

maintain a regular office in the State 
and must give a bond of $20,000. The 
other law imposes a tax of 50 cents 
per thousand on trading stamps when 
given out to the public.

Dry Goods Merchants Organize For 
Protection.

Battle Creek, April 5.—Dry goods 
merchants from seven nearby cities 
gathered here recently and formed an 
organization for mutual protection 
and benefit. John C. Toeller, of Toel- 
jr-~*°lung, of Battle Creek, was elect

ed President. D. M. Christian of 
Uwosso wàs elected Vice-President 
and C. S. Drake, of Elkhart, Ind., 
Secretary. The meeting was held a* 
the invitation of Mr. Toeller. Thè 
other merchants present were C. W. 
Carpenter manager of the Gilmore 

Kalamazoo; G. R. Jackson, of 
the O. M. Smith store, Flint; A K 
Richey, of the Richey Co., of Dèwa- 
giac, William Brogan, of the Dancer- 
Rrogan store, Lansing, and C. S. 
Drake, of the H. B. Sykes Co., Elk
hart, Ind. There was a luncheon at 
noon and a dinner in the evening for 
the dry goods merchants.

The special purposes of the Asso
ciation are to secure protection 
against misbranded goods and to en
courage truthful advertising. Only 
one person or firm from each city may 
join the Association. The members 
must be retailers of dry goods ready 
to wear or kindred lines. They must 
have a reputation as being truthful 
advertisers.

Utah Against Trading Stamps.
Salt Lake City, April 3.—Two bills 

designed to discourage the giving out 
of trading stamps have been enacted 
by the Legislature of Utah.

One of these new laws provides 
that ' trading stamp companies must

Up to the Minute.
“How- useless girls are to-day. I 

don’t believe you know what needles 
are for.”

How absurd you are, grandma,"’ 
protested thé girl. “Of course I 
know what needles are for. They’re 
to make the graphophone play.”

New Customers
NT h e ^ l H ° m Sr.With *"" introduction of aew Product*. By an improved refining process

This product is 20 v e r ^ t  Corporation- has Produced the ideal illuminating Oil.inis product is 20 per cent more efficient than any other oil. It is called

Perfection Oil
^ ^ T itta d T o n  PERFECWON O l f ^ 8 a C t i °nS °f ^  competitor- The who builds

more profit. PERFECTI° N OIL enjoys a ^ ater volume of sales and insures for himself

PERFECTION OIL pleases the old customer and attracts new ones. The new oil burns 20 per

fitfhV hnger * nd I* ? !  20 Per C6nt m°re light than any other °a - »  develops a brilliant steady 
ght. burns absolutely without odor and does not char the wick. It is an ideal fuel for oil-
urning cook stoves and heaters, and is admirably adapted for use in incubators.

PE1 ™ ° D e a (ie™1m SUaranteedba Standar<10iI ComPan^ A m e ric a s  greatest service organ- ation. Dealers may recommend it with the knowledge that every one of the claims made

S Z T  SUbil Ct n the m0St scrutinizing tests • Our local disVibufingstation will furnish you with all necessary information upon request.

Standard Oil Company
An Indiana Corporation

CHICAGO
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Endeaver to Secure the House Clean- 
in Trade.

Housecleaning isn’t a matter of the 
day, week or month; it is a matter of 
weather. If the housewife finds the 
weather bright and warm, she starts 
to work. The hardware dealer should 
plan his house cleaning campaign ac- 

* cordingly and take note whether the 
sky is bright or lowering. With this 
proviso, that any selling campaign 
should be started a week or two in 
advance of the time when people will 
naturally commence to buy; on the 
old but shrewd principle that the early 
bird gets the worm and the earliest 
bird gets the fattest worm and a sec
ond helping.

There is, to a certain extent, an all 
the year round demand for the goods 
which are espcially salable at house 
cleaning time. The fact that at this 
particular season they are more than 
ordinary salable should, however, 
be no excuse for the hardware dealer 
letting up in the matter of pushful
ness and waiting for the business to 
come to him. An aggressive cam
paign, started as early as possible, 
means bigger business when the sea
son is at its height.

In this connection, an idea adopted 
by a good many merchants is worth 
trying, if you have not tried it already. - 
Give the particularly seasonable goods 
for the time being at least, a depart
ment of their own—and put them well 
in front. One hardware dealer at this 
particular season, toward the end of 
March and the beginning of April, de
voted a section of his store to a house 
cleaning department. A streamer is 
hung up bearing the significant words:

Clean Up. We’ll Help You.
In this department are prominently 

displayed the large variety of house 
cleaning essentials. The possibilties 
in th.s line are, indeed, larger than 
most purchaser imagine; they need to 
be shown the goods under their very 
eyes to be properly impressed with 
the opportunities in the labor saving 
line which the hardware stock offers. 
Brooms, brushes, pails, mops, carpet 
beaters, carpet stretchers, nails, tacks, 
tools of all kinds, polishes, paint spe
cialties—these, and a host of less fa
miliar lines can be profitably dis
played.

Incidentally, if you have never tried 
the experiment before, this is a good 
opportunity to put in a sales tables for 
the displaying of the smaller and

lower priced articles. Displayed on a 
table in the middle of the floor, with 
price tags and, if need be, show cards 
attached, the goods practically sell 
themselves; all the clerk has to do is 
to wrap them up and take the money. 
Of course, a good salesman who un
derstands his business won’t be con
tent with this; he will seize the op
portunity offered by one purchase to 
suggest other things.

It is good policy to feature a “lead
er” for the house cleaning department. 
For this purpose, naturally, a novelty 
should be suggested. By “novelty,” I 
mean some article which is not a rec
ognized staple. And this novelty 
should be demonstrated.

For this purpose, the vacuum clean
er is as good an article as any. It is 
still a comparatively new device. A 
demonstration will attract people to 
the store; at the same time it will 
help to sell, not merely the vacuum 
cleaners themselves, but various 
house cleaning incidentals. Polishes 
too, can be demonstrated; and floor 
finishes. A washing machine demon
stration may attract, or a demonstra
tion of aluminum goods; although the 
latter line is not necessarily connect
ed with house cleaning.

One merchant last year had a clerk 
demonstrate the vacuum sweeper in 
the display window. A manifestly 
dusty rug was laid every afternoon,
and the sweeper run over it; more dust 
was thrown on and taken up. Either 
the hand or the electric service can 
be featured in this way; the former, 
of course, has the wider opportunities 
for making sales, since electric cur
rent is not necessary to run it. A 
merchant who handles both conducted 
simultaneous demonstrations; the 
hand apparatus in the window and the 
electric vacuum cleaner inside the 
store.

The line to be demonstrated is, of 
course, a matter for the merchant’s 
own individual judgment to decide. 
Local conditions vary; the article 
which would appeal in one locality 
might fall flat’ as the saying is in 
another.

Window displays are good business; 
a demonstration window display is 
particularly pulling. Incidentally, use 
«how cards inviting the customer to 
step inside and secure further infor
mation. No window without show 
cards can be termed complete. Next 
to a live demonstration, a contrast 
display is most effective. This is an 
old device, indeed, but the merchant 
who can think up a new variation will 
find it worth the trouble.

The principle is this: An old tea 
kettle is made the center ot the dis

play. One half is brightly polished; 
the other half is left dull and discolor
ed. The contrast is a lesson in 
cleaning up;” the kettle can be made 

an effective center for a polish dis
play. Or, an old hit of flooring can 
be partly renovated with crack filler 
and floor finish; the finished floor, 
contrasting with the unfinished por
tion, is a pretty direct hint to the 
passer-by as to what a little -floor 
finish and a little crack filler and a 
little elbow grease will do to improve 
the appearnace of the floors in his 
own house. The ingenious merchant 
can think up numerous variations of 
the original idea. The article wdiich 
provides the contrast should, of 
course, be helped out by a showing 
of the goods which do the work, and 
by show cards which tell something 
of the process. Incidentally, let the 
show cards invite the passer-by to 
“Come in and learn all about it.”

In any event, window display is 
essential to a successful house clean
ing campaign, even if the more strik
ing features I have suggested are not 
utilized. A showing of the goods, 
backed up by show card suggestions, 
will do a lot to boom business.

Polishes, paints, enamels and simi
lar lines are all timely. In fact, any
thing that will make the old look new 
and the dirty look clean deserves to 
be pushed. The house cleaning cam
paign can be made in a way either a 
prelude or an accompaniment fo the 
big paint selling campaign of the 
spring. The ‘Clean Up” idea should 
be featured prominently; and with it. 
in connection with such devices a,s 
vacuum cleaners, washing machines 
and dustless mops, the mechant 
should, in his advertising, his show 
cards and his personal salesmanship 
play up the idea of spending money 
to save labor.

It may be worth while to rent vac

uum cleaners. Many hardware deal
ers do this. It is a preferable 
alternative to the “free trial;” 
and should be done, not for the sake 
of the immediate revenue, but with 
an eye single to the ultimate sale of 
the article. For this reason the rental 
price should not be made too low; or 
people will be encouraged to go on 
renting when the hardware dealer’s 
aim is, naturally, to- induce them to 
purchase outright. His selling strat
egy should be directed toward this 
end.

Printers’ ink can be used helpfully 
in this part of the spring campaign; 
both newspaper space and circular 
advertising are good, particularly if, 
in connection with the latter, the mer
chant uses a carefully selected mail
ing list. William Edward Park.

His Score.
What’s that piece of cord tied 

around your finger for?”
“My wife put it there to remind me 

to post a letter.”
“And did you post it?”
“No, she forgot to give it to me.”
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Came to Look and Remained to Buy 
W ritten  for the  Tradesm an.

Dressed very plainly, I went into 
the suit department of cfne of our 
best stores recently and stood look
ing enquiringly at each saleslady who 
happened to glance in my direction, 
carefully handling the coats on a rack 
near me the while.

Although I tried to make my man
ner as appealing as a dog asking for 
a bone, and the sales ladies were not 
especially busy, it was some little time 
before one of them advanced with 
hands on hips, .pulling herself up out 
of her corsets and asked me with 
brows raised to a slant of about forty 
degrees of indifference, “Wuz there 
something?”

“I would like a coat,” I replied, as 
modestly as I was dressed. Then, 
notwithstanding the fact that any 
sales person of ten days’ experience 
should have been able to take an in
ventory of my wardrobe at a glance, 
she asked with a bored expression, 
“How much do you want to pay?”

I told her not over $12 or $15 and 
she began laying out the coats. About 
this time she looked over my shoulder 
with a Hello, Jen, how do you feel 
this morning?” Then with an occa
sional “How do you like this?” and 
“This is about your size,” to me, she 
carried on a conversation with her 
friend abdut a party they had attend
ed the night before. It is needless 
to say I soon left.

I next visited the millinery depart
ment and began to examine the hats 
laid out on one of the tables, when a

voice at my elbow full of ginger and 
soft as violets asked, “Are you look
ing for a hat this morning?” And 
before I could answer she of the gin
ger and violets had picked up one and, 
holding it up critically, said, “This 
just came in from the workroom. Isn’t 
it a dear little mouse of a thing?” 
And I felt at once that she “had my 
number.”

It was a little street hat, genteel 
and modest, and the color “went” 
with my suit. But before I had gone 
further in my calculation, the little 
lady asked me if I didn’t want to try 
it on, and taking it for granted that 
I did, was already turning a chair 
for me before one of the large mir
rors. My own hat was deftly remov- 
ed and the little gray “mouse of a 
thing” was on my head adjusted to 
just the right angle, and Miss Ginger 
and Violets suggested that if I liked 
it she would have it “raised a bit right 
there. ' Then this hat was laid aside 
and one after another was brought out 
for my inspection. Some were plac
ed upon my head and quickly remov
ed and others, with a mirror in my 
hand, we examined from different an
gles, always with a suggestion as to 
the becomingness of the shape, size, 
color and style of the trim, and be
tween times we talked dress in gen
eral.

Almost before I knew it I had con
fided to my companion, for such she 
was in this instance, that I had 
thought to make my hat “do” for a 
while, as I felt the greater need of a 
coat. And this blessed sympathetic

T R A D E S M A N

bunch of human helpfulness brought 
out a piece of chiffon and lace and 
showed me how with a bit of velvet 
from my scrap bag, I could make me 
a very pretty neck piece that would 
touch up my suit. And as she re
minded me that “coats would be 
cheaper a little later,” I paid her $10 
and went away, happy in the posses
sion of the little gray hat and several 
points regarding true salesmanship.

The truth was, I had not intended 
to buy either hat or coat that morn
ing, but was just looking for a story.

I later found that these two sales ' 
ladies were receiving the same salary.

Rose Andrus.

The trade in eggs preserved by the 
freezing process is steadily increas
ing in spite of adverse newspaper 
comment and some rather serious 
setbacks in other ways. When this 
method of keeping eggs was first in
troduced, it was quite successful be
cause the pioneers were careful. This 
immediately influenced many packers 
to go into the business who did not 
know how to handle it and did not 
have the disposition nor skill to do 
the work as well and carefully as it 
should be done. The result was that 
much inferior stock was put on the 
market and some of it was seized and 
condemned by Boards of Health offi
cials. This caused unfavorable news
paper comment which had a tendency 
to discourage the business for a time. 
Afterward the Department of Agri
culture took up the details of the 
business, made some experiments and 
investigations and got out a very

good bulletin covering the subject. 
Now the business is handled as it 
should be in most cases and it is a 
very permanent part of the egg busi
ness and doubtless always will be.

A bill has passed both houses of 
the Minnesota Legislature requiring 
the advertiser or seller of eggs to 
make the purchaser aware of the fact 
that he is getting cold storage goods 
if this be the case. For violation of 
the law a fine of from $25 to $100 
has been provided. The measure is 
effective immediately.

Quotations on Local Stocka and Bonda 
Public Utilltlea.

Bid AakedAm. L ight & Trac. Co., Com. 314 
Am. Light & Trac. Co., Pfd. 107 
Am. Public U tilities, Pfd 63
Am. Public U tilities, Com. 29
Cit es Service Co., Com. 46
Cities Service Co., Pfd 54
C°mw;th P r. Ry. & Lt.,' Com. 51% 
Comw th Pr. Ry. & Lt., Pfd. 79%
Comw th  6% 5 year bond 98
Holland St. Louis Sugar 4%
Michigan Sugar eg
Pacific Gas & Elec. Co., Com. 42 
Tennessee Ry. Lt. & Pr., Com. 5 
Tennessee Ry. Lt. & Pr., Pfd 27 
United L ight & Rys„ Com. ' 44 
C n)ted Light & Rys., 2d Pfd. 66

H®]?* *  Rys-. 1st Pfd. 68 United Light 1st and Ref. 5% 
bonds go

_  , Industrial and Bank Shocks
Dennis Canadian Co. so ‘
Ru„r.n I t City Brewing Co. 50 
Globe K nitting  Works, Com.
Globe K nitting  W orks, Pfd 
G. R. Brewing Co.
Commercial Savings Bank 
Fourth N ational Bank 
G. R. N ational City Bank 
G. R. Savings Bank 
K ent S tate  Bank 
Old N ational Bank 
Peoples Savings Bank 
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46
68
70
85

90
60 

140 100 110
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Being fond of cocktails is a feather 
in no man’s cap.
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A letter has been received from 
B. G. Coryell, Cashier of the Farmers' 
Exchange Bank, of Chesaning, which 
he sent out to his friends in celebra
tion of his business birthday anniver
sary. He has spent forty years in 
the banking business, thirty-four of 
them having been spent in Chesaning. 
Mr. Coryell started his banking ca
reer with Ephraim Denison and Hor
ton Longyear, at Mason.

The project for a bank at East 
Lansing seems to have fallen through. 
A year ago this spring a number of 
East Lansing residents together with 
real estate dealers in that city discuss
ed a proposition for an East Lansing 
bank. It was pointed out that there 
was a convenience in a city bank, all 
banking business now being done in 
Lansing. Although the number of 
business houses at East Lansing have 
doubled and the town has increased in 
size, yet the plan seems to have been 
dropped entirely this spring.

usual position of formally opening 
the way to currency depreciation, then 
suppressing by law the usual indica
tions of such depreciation, and then 
appealing to its citizens to give up 
their gold for currency, on the ground 
that the currency is not depreciated.

History tells us that when govern
ments have tried to keep gold and to 
sustain the public credit by imposing 
severe penalties on bidding a prem
ium for gold, the final result has been 
disastrous. In the Terror days of the 
trench Revolution, punishment of 
death was prescribed for trafficking in 
Paper currency at a discount; but the 
paper currency nevertheless sank in 
real vaiue until it became worthless. 
Philip the Second of Spain inflicted 
confiscation on citizens caught ex
porting gold; but Spanish credit went 
nearly to wreck as a result.

The City Bank of Battle Creek is 
to construct an eight story building, 
to cost approximately $125,000 on the 
present site as soon as tenants move 
and the present three-story structure 
can be razed. The general contract 
was let to the S. B. Cole Construc
tion Co. Eighteen more contracts are 
to be let within the next month, cov
ering every branch of the work nec
essary in the contruction of such a 
large building.

The circular sent out broadcast by 
the German Ministry of the Interior, 
appealing urgently to the German 
people to exchange their gold for 
notes, attracted attention as a curiosi
ty m economic history. The language 
of its appeal was directed first, as was 
natural, to the sentiment of patriot
ism. But it also set forth emphatical- 
ly that to the private citizen, “paper 
money is a substitute of full value,” 
that gold can serve no purpose in his 
private possession, and, finally—the 
remark is very curious—that “every 
bank or postoffice will change the 
gold into paper without charge.”

That Germany’s currency is depre
ciated, the foreign exchanges prove. 
In Europe, it has gone so far that the 
Norwegian bankers are refusing to 
sell goods to Germany, except for 
gold or for Norwegian money. Mean
time, the Reichsbank's enormous gold 
reserve continues to accumulate For 
what purpose? The Berlin authori
ties answer—in order to maintain a 
33^ per cent, reserve of gold against 
a constantly increasing paper circu
lation. The purpose is sound; but the 
adoption, in order to achieve it, of 
measures which themselves tend to 
depreciate the currency, complicates 
everything.

, In future histories of the war, this 
proclamation will undoubtedly be con- 

. sidered in connéction, first, with the 
! Reichsbank's suspension of gold re- 
, demption of itjs notes, in August, and 

next in e<*nngction with the statue 
passed by the Bundesrath on Novem
ber 23, in which the buying or selling 
of German gold coin at a premium 

j was made punishable by a fine up to 
f, 5,000 marks, together with imprison- 
i tnent up to one year. The Berlin gov

ernment stands, therefore, in the un-

A member of one of our best known 
and most conservative banking houses 
remarked this week, “I am a bull on 
the situation.” It is only recently 
that such pronounced expressions 
have been heard. The banker quoted- 
did not mean that he looked for or 
desired an actual boom in the near 
future. What he did mean was that 
fundamental facts are not going to be 
adverse to a revival of general busi
ness, and that if the Nation’s indus
try does not by next fall show signs 
of a vigorous revival, the cause will 
be found in political rather than eco
nomic conditions.

There is a strong impression here, 
wholly non-partisan, that the indus
trial and financial situation is more 
in need of a political let-up than of 
anything else. Our merchants, manu
facturers and bankers are unable to 
view the war and its outcome with 
the apprehension, that characterized 
them several months ago. They be
lieve that our foreign trade will con
tinue very heavy for at least a year

after the ending of hostilities. They 
are not afraid that Europe will sell 
American securities at a rate that will 
inconvenience us. And they are not 
frightened by the suggestion that 
eventually^ the lessened purchasing 
power of Europe will be reflected in 
diminished exports from America.

There is a tendency here to trace 
some analogy between these times 
and those of twenty years ago. In 
1890, a vicious currency measure was

passed by Congress, the result being 
witnessed in the panic of 1893. For 
three years after 1893—three of the 
hardest years in our history—the cla
mor for new silver legislation was 
kept up, not alone by persons of small 
intelligence but by a good many of 
more than average intelligence. A 
large part of the hardship of those 
days was unnecessary, and when the 
people of the United States had suf
fered all they could or would, they 
announced to the world in no uncer-
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tain terms that hencforth every dol 
lar of American money could be con
sidered as good as a gold dollar. That 
is the meaning the world-put on the 
elections of 1896 and 1900.

For a number of years the Federal 
and State governments have been busy 
passing laws and creating facilities 
looking to the regulation of industry 
by Government. Rightly or wrongly 
there is a very strong feeling among 
business men of every political com
plexion that this movement has been 
carried far beyond the limits of rea
son or safety. From the start, this 
financial community has refused to 
hold the European war exclusively re
sponsible for the hard times witnessed 
in this country since last summer.

The hard times were approaching 
before the war was ever thought of. 
No one, of course, will deny that the 
war has been a disturbing factor; but 
there is a very general feeling to-day 
that since the mechanism of exchange 
has been put again in running order, 
other influences have been checking 
industrial revival. If, our financial in
terests contend, we could obtain some 
assurance that the country at large is 
tired of the policy it has been pur
suing with reference to “big business,’’ 
the favorable effect upon American 
industry would be immediate.

That portion of the American citi
zenry which trades in stocks—a much 
larger percentage than is commonly 
supposed—has indulged in the illus
ions of hope to a greater extent in 
the past week or ten days than for 
many years. The result is a stock 
market during the war in Europe 
which puts to shame many of our mar
kets previous to the opening of that 
war. It has been largely a matter 
of specialties but they have been only 
the leaders. Almost everything has 
gone up, and some of the least valu
able stocks have joined cordially in 
the movement. You cannot usually 
tell just why a stock market goes up 
at a given time. After you have ex
hausted all of the reasons for an ad
vance you still find that they are 
seemingly insufficient, or if sufficient 
that those reasons should have been 
just as operative at some other time. 
It is largely a matter of certain peo
ple with capital and skill deciding on 
the psychological moment. This time 
a possible cessation of the war in the 
near future is alleged as the great 
cause. It is safe to say that the re
sponsible men in the governments of 
the countries concerned have no defi
nite idea when the armies will lay 
down their weapons. Accordingly the 
person who has a straight tip from 
Wall street on the subject should not 
place too much reliance on it. Then 
there is a curious enigma involved in 
this question. Many of the stocks 
have gone up because the companies 
they represent are doing a large busi
ness for the belligerents. If then the 
war is going to cease soon, why don’t 
those stocks quit going up? It is cer
tain as anything can be that peace 
would be followed by instant decline in 
the orders for munitions of war. But

M I C H I G A N

it is foolish to ask for consistency 
in a speculative stock market. The 
great inflow of funds into this coun
try from abroad in the shape of ac
tual money and credits, and the con
sequent decline in interest rates, is 
one large element in the rise in se
curities. Then it should be borne in 
mind that many people in Europe 
must have concluded that the United 
States is a much safer place for their 
wealth than a European country. It 
is all very gratifying. Not only is 
our National vanity flattered by these 
conditions but we can exult in an av
erage state of mind in the United 
States pleasantly in contrast with the 
horrors following the announcement 
of the huge conflict in Europe. This 
revival is quite different from those 
that President Wilson and Secretary 
Redfield have created from time to 
time by their words of cheer, which 
have proved evanescent. The tonic 
given to the country by Wall street 
is healthful. One should not be sur
prised to find however within a period 
measured by days that prices have 
been carried up too rapidly.

As to the duration of the war, there 
are doubtless efforts on the part of 
all the combatants to find out one 
another’s state of mind and to sub
stitute bargaining for fighting. Also 
there are little signs that one of the 
Allies may break away from the triple 
entente or that Austria may swoon 
into the arms of a stronger power. 
There are also some signs of weak
ness on the part of Great Britain, with 
perhaps as many indications of 
strength on the part of Germany as 
ever. All these things are small by 
comparison with the great interests 
at stake, and the end is not in sight. 
The theory is tenable that the sol
diers of the various armies will re
fuse to pass through another winter 
in the trenches or under any condi
tions imposing upon them such hard
ships as they have suffered these past 
four months.—Economist.

Happy is the man who can forget 
all the mean things he knows about 
himself.
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THE SEED TRADE.

Some Changes Which Thirty Years 
Have Wrought.

Grand Rapids, April 1—You will 
remember I promised to tell you 
something about the growth and de- 
yelopment m the seed business after 
1 had been engaged in trade thirty 
years. Well, the time is up and I will 
try and give your readers a brief his
tory of what has transpired during 
the past thirty years. I cannot tell 
you why I chose the seed business 
l°!i i  “veIlhood- I must confess J 
had had no experience in the seed 
business prior to 1885. It is true my 
ancestors for generations back were 
agriculturists and perhaps this ac
counted in some way for it, for as 
a matter of fact, seed growing and 
agriculture are practically along the 
same lines. However, my early train
ing from the time I finished my edu
cation at the old Seymour school 
house in Paris township at the age 
°f ,14»,. bad been exclusively along 
trade lines except for a short period,
I worked on a farm in Allegan coun
ty, a little distance west of Dorr 
Center where I used to plow with a 
yoke of oxen. I began in a very 
small way in an old shack of a build
ing located on West Fulton street 
between Division and Commerce ave
nues in the spring of 1885. After a 
few months, I found the place where I 
was doing business inadequate and 
moved to North Division avenue, oc
cupying two stories in the old Wen- 
ham block. In 1890, I erected the 
five-story block adjoining the M a-. 
jectic Theater, which I occupied for 
nearly ten years, but as the business 
expanded, I found it necessary to eet 
down into the wholesale district 
where I could get railroad facilities 
tor loading and unloading heavy 
freight. The handling of seeds in the
T f r\°r the time wben1 established the Brown Seed Store 
was only a side line for grocery 
stores drug stores, etc. No one had 
thought of establishing an exclusive 
seed store and for many years, I had 
a complete monopoly of the trade.

wish take any particular 
credit to myself for the success of 
the seed business. The time had ar
rived when the community really de
manded such an enterprise and I 
simply made the best of the oppor- 
Í W  • U was not many years after 
1 b?d been engaged in the seed trade 
until 1 saw another opportunity, that 
ot the production of seeds.. Thou
sands of acres of hardwood timber 
lands m Northern Michigan were 

• gradually turned into fertile farms 
, Proved to be particularly 

adapted to seed culture. I then took 
on quite extensive contracts to grow 
seed peas and beans for several of 
the large seed dealers in other states. 
Michigan grown seeds soon became 
famous and the business I estab
lished in those days has gradually 
grown and expanded, so that to-day 
there is not a state in the Union that 
we do not supply with some seeds 
grown in Michigan. Furthermore, my 
concern now enjoys a very good trade 
with Canada and Europe. Grand 
Rapids was a city of only 66,000 in 
1885, so we have grown some, but 
we have only kept pace with the 
growing country around us. Many 
thousands of acres that were covered 
with timber thirty years ago are now 
good farms upon which seeds are re
quired each year, and as Grand Rapids 
is the natural gateway for North
western Michigan, it is only natural 
our business should grow with the 
country. Our export trade to Europe 

,n a, way, put us in close touch 
with seed growers in Holland, Den
mark, Germany, France and England
th?  ttUCÍ  Í e!ds as , are Imported to the United States from these coun
tries come to us direct from first 
hands, whose reputation has been es
tablished for generations. The seeds

we import from Europe are prin
cipally root seeds, such as table and 
sugar beet, mangle, turnip, parsnip 
Parsley> spinach, cauliflower and Dan
ish cabbage. Some varieties of French 
grown radish and celery, sweet herbs 
and many varieties of flower seeds. 
In addition to these garden and flower 
seeds, we import large quantities of 
dwarf essex rape and winter vetch 
seed. We have experienced very lit- 
tle trouble with shipments from 
abroad on account of the war, except 
such seeds as we import from Ger
many, which are principally sugar 
oeet, mangle, some sweet herbs, 
nower seeds and winter vetch. On 
the latter, there has been placed an 
embargo. Fortunately we, like some 
ot the other wholesale seed con
cerns in the United States, were car- 
rying liberal stock of such seeds that 
have long vitality, consequently we 
are not very much disturbed on ac
count of shortages, but able to fill all

wholly upon the honesty and ability 
of the grower to supply seeds that 
will grow and give satisfaction. For 
this very reason it takes many years 
ot hard and constant work to build 

a reputation, but, once established, 
the dealer as well as the farmer is 

ost sure to stay by the old concern 
as long as he is treated well, rather 
than experiment with those he is not 
acquainted with. It is a great source 
of pleasure to receive orders each 
year from those I supplied thirty 
years ago. It has always been my 
sole aim in the past to supply the 

seeds obtainable, realizing 
\! tin\e i**13:* my  very existence m the seed business depended upon 
it. Here is where the old Biblical 
phrase can be literally applied to my
i w ’ i W\ atfr°LVer a man soweth, that also shall he reap.” In order to
safeguard our customers’ interests, 
we have found it necessary to estab
lish in our warehouse, a laboratory

matured seeds unloaded on the unsus
pecting public under the present 
Michigan seed law which does not 
deal at all with the vitality of seeds, 
it we are going to have a law that 
will protect the farmer, why not put 
a stop to the sale of grass and other 
held seeds unless the vitality is up 
to a certain standard as well as the 
purity? Farmers should test the seed 
they buy unless they can depend upon 
the honesty of the merchant with 
whom they entrust their orders.

Alfred J. Brown.

Alfred J. Brown.

contracts in full quantity, with the 
very best quality. Many of the seeds 
that have been grown abroad, espe- 
CmJ y -u°l the American trade, can and will be grown in this country this 
coming summer, and there has al
ready been a demand created from 
Europe for American grown seeds for 
delivery after the harvest of the 1915 
crop, so that instead of our being 
such large importers of European 
grown seeds, we may be exporters to 
h-urope of the very same kinds of 

, seeds that we have been in the habit 
of importing. We have the soil and 
climate m the United States to pro
duce all kinds of seeds of the finest 
quality, and if the war continues in 
Furope, we shall, undoubtedly, make 
use of the opportunity we have right 
here at home. Why not? It is only 
because labor in Europe is cheap that 
we have not been able to compete 
The women and children in Europe 
do the most of the work. The seed 
business is a very peculiar business 
in one respect. In most lines of 
trade, .the customer can see and judge 
for himself that which he buys. Not 
so with seeds. The customer depends

for the express purpose of testing 
every lot of seeds we send out. Furth
ermore, we made hundreds of field 
trials so that we may know if the 
varieties are true to type. We do not 
depend upon the germinating tests 
and field trials of others, but test 
them for ourselves. Legislation has 
accomplished some good the past few 
years, if for nothing more than to 
wake up the farmer that used to take 
any old lot of seed handed him. Our 
Michigan seed law has, in a way, put 
a check upon the unscrupulous deal
ers who do not care how foul the 
seed is that he hands out to the un
suspecting farmer, but the law does 
not go far enough. If the farmer de
mands simon pure” clover and grass 
seed, our law makers will have to 
pass a law that will make it a mis- 
demeanor to let the noxious weeds 
grow on the farm. You cannot puri- 
ty. the water in the well by simply 
painting the pump. Get rid of the 
bad weeds on, the farm and we will 
have pure seeds. The purity of seeds 
is, of course^ most essential, but the 
germination is also of equal import
ance. There are tons of dead and im-

A Case of Mistaken Identity. 
While I was Governor of New 

York, a man came into the executive 
chamber at Albany one day when the 
room was quite full of people, with
out any introduction; there being for 
the moment a wait, he approached 
the desk and sat down by me.

He said, I want to lodge a com
plaint against the conduct of Auburn 

. prison.”
I looked at him and said, “When 

did you get out?”
He said, “Yesterday.”
“How long had you been in?”
“Two years.”
“What for?”
“Aiding an escape.”
“Were you guilty?”
“Yes.”
“What were you doing before 

that?”
“Well, I was out for a couple of 

years.”
Had you been in before?”

“Yes,”
“What was that for?”
“Burglary.”
“Were you guilty?”
“Yes.”
“How long had you been in?”
“Ten years.”
I said, “Have you spent twelve 

years out of the last fourteen in a 
state prison?”

He said, “Yes.”
“You got out yesterday and came 

here at once to lodge a complaint?” 
“Yes.”
“What is it?”
Then he went on and unfolded his 

particular complaint. When he got 
through and left me, I called for the 
gentleman who in an affable but en
tirely firm way is supposed to protect 
the executive, and I said, “How does 
it happen that a man who has just 
got out of state prison can walk right 
into the executive chamber and with
out any introduction come and sit 
with me when there is a roomful of 
people with appointments demanding 
an opportunity?”

“Why?” he said; “that man a con
vict? I though he was a member of 
the Legislature.

Charles E. Hughes.

Heap Candid.
The Chinese are not a race given 

to flattery.
A gentleman called at a Chinese 

laundry for his clothes. On receiv
ing the package he noticed some Chi
nese characters marked upon it. Be
ing curious, he asked, pointing to the 
lettering:

That is my name, I suppose?”
“No. ’Scliption,” was the China

man’s bland £eply. n i l ’ ol’ man, 
cross-eyed, no teet.’”
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A R evolu tion  in the A ccount R egister Business

The McCaskey Safe Register—OPEN
Minimum capacity 130 accounts-can be 

expanded to 330 accounts in one cabinet. Wait Until You Burn
accounts and business records are protected if you inst

UfOSKEVSAFE^,
j J P  IN CONNECTION W ITH

Tire MTaskeyAccount System
The most recent addition to

A jointless metal cabinet. 
Records, sales slips, paper 
money (U.S. Legal Tender), 
have not scorched within 
this cabinet in severe fire 
tests.

Let us show you how

The M cCaskey 
System

Protect Your Accounts
Before it is Too Late

More than 125,000 mer
chants are using

The McCaskey 

System

It saves them time, labor, 
worry and money by cut
ting out useless bookkeep
ing. With only one writing 
they obtain BETTER AND 
QUICKER results than under 
their old three to five writ
ing method.

will more than pay for it
self in your business in the 
course of a few months 
after it is installed and will 
continue to earn profits for 
you year after year.

The most recent addition to

CLOSED

The McCaskey Register Co
Alliance, Ohio

Incorporated Capital $3,000,000
BRANCHES in »ll Principal Cities: Dominion Register Company. Ltd 

Toronto, Canada, Manchester. England.
The Largest Manufacturers of Carbon Coated Satesbooks in the World 
Also Manufacture Single Carbon Salesbooks in all Known Varieties

Write for further 
ticulars.

representa-

coupon when
writing.

McCaskey Garvity Expansion 
Register housing

The McCaskey Register Co.. Alliance. Ohio.
Gentlemen:—I am interested 

or handling accounts and recordi 
further particulars about 

The McCaskey 
Safe hegister

Name.......................
Address....................
City and State.........
Business....................

The McCaskey System
This style holds a minimum of 

240 accounts and can be expand
ed to 440 accounts. Manufac
tured in various styles and sizes.

Other
Models

No. of Accounts

1
■

HBEHH
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DRY GOODS,
E^NCY GOODS ̂  NOTIONS

5  ^

Dry Goods Business Something That 
Must Be Learned.

Written for the Tradesman.
If a poor boy has an ambition to 

become a dry goods merchant, there 
is only one way for him to do it. 
That is to go into a store and work 
up. He may begin by running on er
rands, sweeping, and doing all kinds 
of odd jobs around the establishment. 
As opportunity offers he will develop 
into a salesman. Nlext, if he is ener
getic and has shown himself capable, 
he will become a buyer, or, if it is a" 
large concern, he may be promoted 
to some executive capacity.

All this will require quite a term 
of years. During this time our bright 
ambitious boy has “learned the busi
ness. ■ That is, he has become thor
oughly conversant with the goods he 
handles, is familiar with the policy 
and the methods of his employers, 
and understands the means that are 
being taken to hold and extend trade. 
It is all the better if our young as- > 
pirant has worked in several depart
ments, so that he has come to know 
the different lines, and has a general 
grasp of the whole situation.

If the boy is the right kind of boy, 
with a good head for business and a 
liking for dry goods, and the store 
is the right kind of store, then the 
course of training just described, in
expensive and commonplace as it is, 
will make a merchant of him, or| 
more strictly speaking, it will aid the 
boy in making a merchant of himself. 
The quality of the boy is more essen
tial than just the kind of store, be
cause much can be learned in any 
store that manages to hold its head 
above water and keep running; while 
the best store in the world can not 
make a real merchant out of the 
wrong sort of boy. Still the right 
boy will get on much better and have 
far less to unlearn if he has formed 
his business habits and gained his 
ideas under some man who is a mas
ter in the art of business.

But supposing it isn’t a boy that 
wants to become a dry goods mer
chant, but a man of twenty-five or 
thirty or thirty-five or even forty 
years. And supposing he isn’t poor 
in the sense of the boy who has noth
ing except his hands and his brain, 
but instead has some capital, a thou
sand dollars or two or several thou
sand, or even more. How shall this 
man, who is without previous experi
ence in this line, learn to be a dry 
goods merchant?

If he can bring himself to do it, 
he had best go at it in very much 
the same way as the boy, only he will 
pursue from choice a course which

the boy is compelled to take by neces
sity. Let the man, the same as the 
boy, go into a store, the best store 
he can get into—and learn. Let him 
work for low wages, or even for no 
wages if necessary, during the period 
of his apprenticeship. At first he can 
not earn much, and may co'nsole him- 
sqjf with the thought that in his pres
ent state of ignorance he could not 
earn any more if he were to attempt 
to go into business for himself, and 
by the latter course he would in all 
likelihood lose money for a time in
stead of gaining any.

The man ought to learn faster than 
the boy. He ought not to have to 
spend any time doing errands, and he 
should be able to bring to bear on his 
new work at least a part of the skill 
and judgment he has acquired in the 
years he has been doing other things 
If it is in him to be a dry goods man, 
bis progress should be rapid.

The course just outlined is not only 
safest but best. It has been observed 
that all the great merchants come 
by the salesman route.” In the dry 

goods business in particular there is 
so much to learn, that there is noth
ing for it but to begin at the begin
ning and buckle in. There is no royal 
road to success.

However, it is seldom that a grown 
man, with some capital at his dis
posal, is willing to begin just as a 
boy has to. On this unwillingness 
hangs many a tale of loss and woe.- 
Not unnaturally he objects to work
ing under a boss, and wants a posi
tion in keeping with his years and 
dignity. He prefers to start in io r 
himself.. He should be warned that 
most of the neophytes who do this 
drop considerable of their money be
fore they get their business on a suc
cessful footing, if they do not end in 
actual insolvency.

Sometimes as a practical compro
mise between taking the place of a 
learner and venturing forth in his 
own inexperience, it is suggested that 
the beginner buy an interest in some 
established business. This would be 
an excellent plan if there was any 
certainty of getting in with the right 
people. Often it is impossible for the 
beginner to tell whether the firm that 
offers to sell him stock is sincerely 
desirous for the infusion of new 
blood, so much talked of nowadays, 
or is simply needing same of the old 
money that sometimes can be gotten 
hold of along with the new blood.

Sometimes there is opportunity to 
enter into partnership with an experi
enced man, but this also has serious 
drawbacks. It involves all the pe
culiar difficulties and risks of a part-

nership; and the beginner, until he 
understands the business himself, is 
no competent judge of what kind of 
man he wants to go in with. When 
all is summed up, the man who does 
not know the dry goods business may 
best content himself' to be a learner 
for a year or more, before he invests 
a dollar.

It can not be made too emphatic 
that the dry goods business is not 
one to be entered into lightly and 
unadvisedly. It can not be picked 
up in a few weeks, even by a very 
apt mind. There is too much to it. 
The father who has means and wants 
to see his sons established, should 
not delude himself into believing that 
by furnishing the capital and setting 
them up in dry goods, he is really 
placing them on their feet. If they 
have served no apprenticeship, they 
are almost sure to meet in disaster.

Right here it may be said that the 
old merchant, however shrewd and 
successful, can not pass his knowledge 
down to his son, along with his other 
possessions. The young man who has 
no more serious concern than having 
a good time, can not step into Fath
er s shoes. The Hebrews have a way 
of bringing their sons up in business, 
training them to it almost from in
fancy. When the responsibility of 
managing the store falls upon the 
younger shoulders, they are not un
prepared. It would hardly be prac
ticable—perhaps it would not be al
together desirable—to pin Young 
America down quite so closely; but 
still American fathers may learn an
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important lesson from their Hebrew 
neighbors, and, to a certain extent, 
may do well to imitate them.

Fabrix.

One sure way to own a limousine 
and a set of pearl-inlaid golf sticks is 
to make your motto “It can be done 
and I ’ll do it,’ ’and hold to it twenty- 
four hours a day.

RECEIVERS SALE.
oi5 oti c? , is ,hereby given th a t the under- 
!*£ned Receivers in cause No. 2384 in the 
u  w f  w in “ penu  Court, of Indiana, en- 

m H> Reynolds vs. Reynolds- 
Company, a  corporation, pursuan t 

to the  order of said Court, will, between 
the hours of 10 o’clock A. M. and 5
19l5)Cat ̂ th '̂<at°n the 15tli day of APrtl. 
221 '’a nU e ?v.r °£m.S known as Nos.rv i an?  South Mam Street, in the
? / ty  of E lkhart, Indiana, offer for sale 
a t public auction to the highest bidder 

P®rs°nal property of said Reynolds- 
Jew ett Company, located in said store 
rooms, consisting of a  re ta il stock of
H n L S’ no ti°ns and o ther kindred a r ticles of merchandise, together w ith its 
store fu rn itu re  and fixtures and book ac
counts, notes and bills receivable.

T hat said property will be sold for 
cash, a t  not less than  tw o-th irds of its 
appraised value, as shown by the ap^ 
praisem ent on file in said cause. Said
a s^ ru ^ m T n ^  k® ?ffered and sold in bulk as a  running business or in lots, one lot
oneSoftl? L ° f the tStock of m erchandise; one of the accounts and bills receivable 
fo d  one of the store furniture  and fix-
the6 estetem ay b® in the best Interests of

JO HN I. LIVER,
FRED  D. KELLER, 

Receivers.
toraeys .r<3 B ' Zigler’ Jam es H - S tate, A t- 

24-31-7.

«tTRtMMED AND 
MED HATS for Ladies. Misses and 

Children, especially adapted to the general 
store trade. Trial order solicited.

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

Grand Rapids. Mich.

Why not secure a fashion
able petticoat which will fit 
you without alteration?

No other petticoat offers 
this feature. The

(Look for this label in the waistband)
has elastic gussets set in over 
the hips, which eliminates all 
fullness, and the patent fas
teners make the placket se
cure and flat.

A full line on display in our 
petticoat department.

“KLOSFIT” costs no more 
than ordinary petticoats.

Grand Rapids Dry Goods Co.
Distributors

Exclusively W holesale Grand Rapids, Michigan
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Defence of California By Native of 
Grand Rapids.

Oakland, Calif., April —Far be it 
from me to start or engage in any 
controversy on the points raised in 
your editorial comments on an arti- 
cle in your valued publication of 
March 17 but to drop the matter 
here would show a lack of perspec
tive a failure to grasp the larger 
view of possibilities relating to the 
expansion of trade which is the ob
ject of your paper.

We will not speak of the attitude 
ot the people of Michigan—let that 
take care of itself, as becomes a great 
people on questions of public policy.

Along above lines, then, firstly, 
California haa acted and is acting in 
a selfish spirit. Granted, but what 
commonwealth is not so acting in any 
great movement aifecting vitally the 
happiness and prosperity of its peo
ple. The city of San Francisco gave 
$5,000,000 and the State also contrib
uted $5 000,000 just as a starter to 
bring the canal celebration to its 
doors. This alone was a magnificent 
tribute to the enterprise of the people 

Secondly. The fact that the canal 
affords market for her products. 
Granted. Cheaper fruits, nuts, grains, 
lumber and oils help the consumer 
east of the mountains and benefit all alike.

Thirdly. The position of California 
on .National issues such as emigration, 
cheap labor and the like, to say noth
ing of Government policies, many of 
them yet in the experimental stage, 
such as the initiative and referendum, 
eight  ̂hour law, compensation act, 
state insurance and public ownership 
of public utilities. On these points 
there is too much legislation, but in 
every state too many laws are a curse 

.a benefit—and most are 
afflicted alike. As to the Japanese 
question, this is a National issue. The 
people here fear the cheap labor of 
the Asiatic, even as the people of the 
Eastern industrial centers' fear the 
cheap pauper labor from South, 
Europe. The trouble here is the Jap 
wants to own the land. So long as he 
rents or leases and the profits go to 
the owner, the system is all right; but 
Japs want the same rights that are 
guaranteed to the people of other na
tionalities who become citizens—and 
by his numbers alone has made large 
sections, notably the Sacramento dis
trict, look like transplanted sections 
of his own country. While he is in
dustrious, saving and usually modest, 
he is ambitious to , the last degree 
And it is here the American suffers. 
The low wage scale, cheap living and 
inferior living conditions all tend to 
make competition with the white 
labor standard impossible; and it was 
to improve this condition that Cali
fornia “went to the verge of war,” 
as you put it.

Fourthly. As to the commercial 
side of the problem of whether we as 
a State patronize the fair. California 
is rich, she is a spender. With her 
millions she buys autos—100,000 this 
year—furniture, machinery and the 
thousand things produced by the 
manufacturing plants of the East. We 
of Michigan sell, let California buy 
an interchange of commodities on a 
basis of advantage to both sides is 
the best possible condition. We talk 
of expanding our South American 
trade. California alone can and does 
consume more than we will ship in 
ten years to any Southern country. 
Thus a policy of trade getting that is 
profitable to Michigan—a manufac
turing State—with California as well 
as Washington and Oregon—agricul
tural States—must be the desirable 
thing. And while we can not all 
agree on all things, we must bear in 
mind that the problems of living con
ditions, labor and transportation are 
also the problems of the Nation at 
large, as well as those of the individ
ual state.

Finally, reader of the Tradesman, 
come out yourself and see the show.

Take in the matchless scenery, the 
superb climate, see the big trees and 
spend a day on the broad Pacific, and 
you will go home feeling that this 
great country, according to the im
mortal Webster, must forever endure 
on a basis of “United we stand, divid
ed we fall.” H. Arnold White.

AssociatedAim of the California 
Raisin Co.

San Francisco, .Calif., April l—,1 
notice in your issue of March 17 
an article that may be an editorial 
or . " “ »y .have been written by 
an individual. It seems to require 
an answer as it appears to be written 
purely and simply against our Asso
ciation, which is endeavoring by all 
honorable means, to obtain a reason
able return to the farmer producing 
the most beautiful product produced 
under California’s glorious sunshine —raisins.

You state that we are a trust under

Standard For Condensed Milk.
Washington, D. C„ April 5—Con

densed or evaporated milk should be 
made from the whole, fresh, clean 
milk produced by the complete milk- 
mg of healthy cows, and contain a 
definite amount of nutritive materials 
as indicated by milk fat and total 
solids according to a Food Inspec
tion Decision issued by the United 
Mates Department of Agriculture, 
the definition embodied in the de
cision will guide the officials of the 
Department in the enforcement of 
the Food and Drugs Acts. The pro
duct, to be in accordance with the 
definition, must contain not less than 
25 5-10 per cent, of total solids and 
not less than 7 8-10 per cent, of milk fat.

The total solids include all the sub
stances in the condensed or evapor
ated milk except moisture, and are, 
therefore, an index of the actual food 
value of the product. The depart-

A Little Brass Tag.*
All that is left of her wonderful son 

is a little brass tag;
All of her baby that shouldered a gun 

Is a little brass tag.
He that so proudly marched off in the line 
Clear-eyed and smiling and splendid and fine 
is home once again on the banks of the Rhine 

Just a little brass tag.

He with the eyes that v/ere kindly and blue '
Is a little brass tag;

He with the shoulder so square and so true 
Is a little brass tag.

He that stepped forward to follow the flag,
X° ™ith a sabre or march with a Krag 
Youll find now, with thousands, shipped home in a bag Just a little brass tag. ’

Oh, mother, the boy you’re hungry to see 
Is a little brass tag;

The end of your dreams of the man he would be 
Is a little brass tag;

Your beautiful visions of splendors have fled 
Your wonderful man of to-morrow lies dead-’
He went as a soldier, but comes home instead 

Just a little brass tag.
________________________Edgar A. Guest.

♦German arm y officers have shipped to Ber l i n- t v , „„ 
¡ K g  £ £  identification ta g . $ 3£ 2 ?  3

milk-light impair the <luality of the
The definition for condensed milk 

as embodied in the Food Inspection 
Decision is the same as the definition 
and standard recommended by a joint 
committee from certain State and Na
tional organizations having to do with 
the enforcement of laws relating to 
toods. The organizations represent
ed on the Joint Committee on Defini
tions and Standards are the American 
Association of Dairy, Food and Drug 
Officials, the Association of Official 
Agricultural Chemists, and the Unit- 
ea btetes Department of Agriculture.

The Joint Committee on Defini
tions and Standards is the outgrowth 
of a movement to increase the effi- 
C1Ci1 ̂  j ,tfie enforcement of State and Federal food laws by the adoption 
of uniform standards. The standard 
for condensed milk has already been 
adopted by a number of states. Ad- 
ditional legislation will be required 
in some states before it can be made 
3 i e,gal standard in those states.

The full text of the decision follows:
“Condensed milk, evaporated milk 

concentrated milk, is the product re- 
sulting from the evaporation of a con
siderable portion of the water from 
the whole, fresh, clean lacteal secre
tion obtained by the complete milk
ing of one or more healthy cows, 
properly fed and kept, excluding that 
obtained within fifteen days before 
and ten days after calving, and con
tains, all tolerances being allowed for, 
not less than 25.5 per cent, of total 
solids and not less than 7.8 per cent 
of milk fat.”

O aiiiiiiiiiiiiaiH iiiiiiiiiD ininiiiiiiaiiiiiiin iuaifH ninaniH nntiicoS M

the Sherman Act. The Legal Depart
ment of the United States has thor
oughly investigated our company and 
they find that we are not doing any
body any injury, but, on the other 
hand, that we are carrying out the 
underlying principle of the Govern
ment, which is to bring the producer 
and the consumer closer together, 
without increasing the cost to the 
consumer, and by so doing, enabling 
the producer to exist. In the past, 
the speculators and intervening par
ties between the producer and con
sumer have exacted 80 per cent. Any 
reasonable person will admit that is 
too much. It is matters of that char
acter we are trying to regulate and 
better conditions for everybody in
terested. For more than a month the 
speculators have been offering to sell 
raisins from the 1915 production, 
when not a leaf was on the vine— 
eight months before the raisins could 
be picked, and if that is not gambling,
I do not understand anything about 
business. That is one of the first 
principles the Associated Raisin Com
pany is endeavoring to eliminate.

As for the jobber and retailer, 
also, we are not going to disturb their 
relations, and are always considering 
their interests together with our own, 
but we will endeavor foremost of all, v 
to stop all speculation in the raisin 
product, and we are under the im
pression that the United States Gov
ernment will also be helpful in stop
ping all speculation in food products.

James Miadison, Manager, 
California Associated Raisin Co.

° fficiaJs are. °f the opinion that the fixing of a minimum below which 
neither the total solids nor milk fat 
may fall, a condensed milk of high 
nutritive value is insured. It is stated 
that no tolerances whatsoever below 
the quantities fixed in the decision 
will be permitted.

The definition also requires that 
the milk must be from cows properly' 
fed and kept, and is intended to pre
vent the sale of condensed milk made 
from milk from cows fed upon un- 
wholesame feeding stuffs, such as 
swill and brewery slop, or which 
have been kept under such insanitary 
or otherwise unfavorable conditions
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Text of Quo Warranto Proceeding in 
Supreme Court.

In order to prepare as brief a rec
ord for the Court as possible, to raise 
the legal questions involved in the 
above entitled cause, it is stipulated 
and agreed by and between counsel 
for the respective parties as follows:

t  That the allegations in respond
ent’s answer, insofar as expressly ad
mitted by the replication filed by re
lator, shall be treated as proven, the 
legal conclusions, however, to be 
drawn from such facts to be deter
mined by the Court.

2. That on or about Dec. 15, 1910, 
the said respondent, having thereto
fore solicited and entered into con
tracts with certain merchants of the 
city of Grand Rapids and other places 
to use respondent’s premium adver
tising system, including trading 
stamps used in connection therewith 
and redemption thereof, opened its 
office and premium parlor for the do
ing of business and the redemption 
of its trading stamps in the city of 
Grand Rapids, and on Dec. 17, 1910, 
issued a directory of the merchants 
in Michigan with whom it had con
tracts; such directory being attached 
to its trading stamp books issued and 
distributed from after that date; that 
from on or about the said 15th day 
of December, 1910, the said respond
ent has continuously been engaged in 
its trading stamp business in the city 
of Grand Rapids, State of Michigan, 
and in such business has entered into 
contracts with merchants, issued 
trading stamps, trading stamp books 
and directories and has from time to 
time redeemed with premiums the 
trading stamps so issued.

3. That on March 8, 1911, said 
respondent through its managers, 
agents and employes had entered into 
contracts with 144 merchants in 
Grand Rapids and other cities in the 
State of Michigan for the use of re
spondent’s advertising system, includ
ing the use of trading stamps used 
in connection therewith, and that the 
form of contract entered into with 
said merchants, is the same as Ex
hibit A attached to said answer.

4. That about Jan. 17, 1911, a let
ter was written by respondent, At
torney John Hall Jones, to the Sec
retary of State for instructions, and 
blanks for application of a foreign 
corporation to transact business in 
said State, and the same were for
warded by letter to said John Hall 
Jones, a copy of which letter is here
to attached and marked Exhibit “A”, 
and that in compliance with an ap
plication made on said blank so fur
nished by the Secretary of State, 
dated March 15, 1911, filed March 17, 
1911, a license was issued to said re
spondent to carry on its business in 
the said State of Michigan as a for
eign corporation; that the records of 
the office of the Secretary of State do 
not disclose any previous application 
by the respondent for admission to 
do business in the State as a foreign 
corporation, and respondent does not 
claim that any such application was 
made; that a copy of the application

of said respondent to the Secretary 
of State for admission to do business 
in said State as a foreign corporation 
is hereto attached and marked Ex
hibit HI*, and a copy of a letter en
closing certificate of authority to 
transact business in the State is here
to attached and marked Exhibit “I”, 
and a copy of the certificate of auth
ority to transact its business in said 
State is hereto attached, marked Ex
hibit “J”> and made a part of this 
stipulation. It is further stipulated 
that all the files and records, reports, 
etc., relating to the respondent in the 
office of the Secretary of State and 
all correspondence between respond
ent and the Secretary of State, and 
with the Attorney General relative to 
reports, agents, etc., may be treated 
as offered in evidence subject to ob
jection of materiality, relevancy, etc.

5. That thirteen additional con
tracts with merchants in such State, 
for use of respondent’s advertising 
system, including the use of its trad
ing stamps used in connection there
with, were entered into by respond
ent between March 18, 1911, and May 
1, 1911, making a total of 157 con
tracts with merchants on May 1, 1911, 
and each of said thirteen additional 
contracts were made on blank form 
of contract, same as Exhibit “B” at
tached to answer of respondent; and 
that it is provided therein, “that the 
same shall run for one year from the 
date of its execution, and shall there
after automatically renew itself for 
successive periods of equal duration, 
until terminated by either party giv
ing to the other written notice of in
tention to terminate the contract at 
the close of the then pending period. 
Such notice shall be given at least 
thirty days prior to the close of such 
period, and provided such notice be 
given by said company, it may there
after omit from its subsequently print
ed directory and advertisements the 
name of the subscriber; that several 
of said contracts so entered into have 
been, and are still in force since that 
date, no notice of the cancellation of 
the same having been given or re
ceived by either party thereto.”

6. That the total number of con
tracts made by merchants with re
spondent for the use of its advertis
ing system, and the trading stamps 
used in connection therewith, on Aug.
1> 1911> were 158; that only one addi
tional contract with merchants was 
entered into by respondent between 
May 1, 1911, and Aug. 1, 1911, and 
such contract was for the period of 
one year, with the same clause and 
automatically renewing itself as 
above stated.

7. That on Oct. 18, 1912, (the 
date of filing the petition in these 
quo warranto proceedings by Mir.

! Wykes, the Attorney General, against 
respondent), 443 merchants, doing 
business in the city of Grand Rapids, 
Detroit and other cities in the State 
of Michigan had entered into con
tracts with respondent, for the use 
of its premium advertising system, 
and for use of its stamps used in 
connection therewith, 392 of said con
tracts being for one year, all con
taining the automatic renewal clause 
from year to year, twenty-seven for

two years, thirteen for five years, and 
one for seven years; that on said 
Oct. 18, 1912, upwards of 350 of such 
contracts were in force and effect. 
Provided that relator denies that any 
of such contracts were or could be 
in legal force or effect, after the tak
ing of effect of said Act of May 1 
1911. ’

8. That on March 16, 1911, a bill 
was introduced in the Legislature 
(being the Act in question in this 
case) and the same was passed May 
1, 1911, and approved by the Governor 
on that date, and that said Act took 
effect Aug. 1, 1911.

9. That at the time of the enact
ment of the Act in question, other 
individuals, firms and corporations, 
both domestic and foreign, were en
gaged in the same business as re
spondent and conducting the same 
in a similar manner as shown by the 
exhibits enumerated on page 12 'of 
answer, filed with the clerk, to-wit:

Merchants Supply Company, Lans
ing, Mich., (Albert Meyers, Prop.), 

The C. A. Green Company (a for
eign corporation of Toledo, Ohio), 
doing business in Detroit and other 
places in Michigan,

People’s Legal Stamp Co., of De
troit, Mich., doing business at Detroit, 
Michigan,

The United Sales Corporation (a 
foreign corporation), doing business 
at Lansing, Detroit and other cities 
of Michigan,
and that other firms and individuals 
are now engaged in a similar busi
ness to that of respondent as follows: 

American Premium Stamp Com
pany, Detroit, Michigan, and other 
individuals and persons of Detroit, 
Michigan, and other places in such 
State, but that relator does not admit 
that individuals or unincorporated 
firms were engaged in similar busi
ness, except as specifically designat
ed by name in this paragraph.

10. That there dre individuals, 
firms and corporations engaged in 
manufacturing goods in the State of 
Michigan, which are packed and sold 
to retailers in packages, and by such 
retailers are sold in such packages 
to their customers; that in such pack
ages such manufacturers pack cou
pons, which with such packages be
come the property of such retailers, 
who, in turn, sell such coupons with 
such goods to their customers, and 
that such customers present said cou
pons to said manufacturers and re
ceive gifts, prizes, premiums or re
ward, upon such presentation, in ac
cordance with the terms of catalogues 
issued by said manufacturers, as set 
forth in paragraph “D” on page 13 
of Answer of respondent, to wit:

The Detroit Soap Company, De
troit, Michigan,

McKee-Scotten Co., Tobacco Cou
pons,

Bagley Tobacco Company, Tobacco 
Coupons, and others.

11- That there are and were in
dividuals and domestic corporations 
engaged in manufacturing goods in 
Mlichigan which are packed and sold 
to retailers in packages, and by such 
retailers are sold in packages to their 
customers; that in such packages, 
such manufacturers pack coupons,

which coupons are furnished to said 
manufacturers by other domestic or 
foreign corporations, with whom they 
enter into contracts for the use of 
their said coupons, and the redemp
tion thereof in merchandise, and 
which said packages become the 
property of such retailers who, in 
turn, sell such packages and coupons 
packed therein to their customers 
and which coupons are redeemed in 
merchandise, premiums or reward 
upon presentation to said corporation 
furnishing said coupons to said manu
facturer, and the customers of said 
merchants upon presentation thereof 
receives gifts, premiums or rewards 
in accordance with the terms of cata
logues issued by said corporation 
among others,

Hygenic Food Co. (Maple Flakes), 
Battle Creek, Michigan.

*2'.  That .other manufacturers in 
MJichigan print a coupon in their ad
vertising matter, such as circulars 
newspapers and magazines advertise
ments which they agree, upon collec
tion and presentation thereof, to re
deem in merchandise. Among other 
corporations so advertising by use of 
coupons is the Diamond Crystal Salt 
Company, of St. Clair, Michigan, 
which for a certain number of cou
pons advertised to give a salt cellar 
tree to the customers of merchants 
purchasing and using their brands of 
salt.

13. That foreign corporations en
gaged in manufacturing or packing 
goods in other states and selling the 
same in Michigan pack with said 
goods certain coupons furnished to 
them by other corporations, with 
whom they have entered into contract 
or the use of their coupons and the 

redemption thereof, in certain num
bers, and which goods and coupons 
packed therein are sold to retailers 
and became their property and, in 
turn, are sold by said retailers to 
their customers, and said customers 
upon presentation of said coupons to 
said .corporation w th whom said 
manufacturers have entered into con
tract, receive a premium or reward 
m accordance with catalogues issued 
by said corporations. Among other 
corporations so doing business in 
Michigan is Swift &. Company, of 
Chicago.

14. That after the passage of this 
Act a bill was filed by respondent 
in the United States Court asking 
tor an injunction to restrain the At
torney General of the State from en
forcing the provisions of said Act 
because of its claimed unconstitution- 
ality; that on the hearing for tem
porary injunction an order was made 
by the Court denying the prayer of 
complainant for preliminary injunc
tion on the ground, as stated by the 
Court in its opinion, to wit: “It does 
not appear that the Attorney General 
is charged with any duty to enforce 
Act No. 244 (being the Act in ques
tion), nor that he is threatening pres
ently to enforce it. In the light of 
the decision above referred to we are 
of the opinion that this suit must be 
held to be one brought in effect 
against the State of Michigan, to test 
the constitutionality of the Act nam
ed; and that in view of the doctrine
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enunciated in both Fitz vs. McGee, 
and Ex-Parte Young, quoted above, it 
would be improper to grant the mo
tion of complainant for preliminary 
injunction. For the reason stated, 
an order must- be entered denying the 
motion of complainant for preliminary 
injunction.” The record and files, in
cluding affidavits filed on motion for 
temporary injunction in the above 
mentioned proceedings in the United 
States Court, to restrain the Attorney 
General, are hereby made a part of 
this record in this proceeding, with 
the understanding that counsel for 
either party may refer to or print 
any part or all of the same.

15. On June ,22, 1912, pursuant to 
an arrangement, the Attorney Gen
eral and attorneys for the respondent, 
for the purpose of testing the consti
tutionality of the Act involved in the 
aforesaid injunction suit in the Fed
eral Court and in these quo warranto 
proceedings, H. J. Read, a merchant 
in the city of Detroit, who had en
tered into contract with the respond
ent and was giving as a discount to 
his cash customers and for the pur
pose of advertising his business the 
respondent s “S. & H.” stamps re
deemable in merchandise by respond
ent, was, upon complaint charging 
him with the violation of the afore
said Act, arrested and bound over to 
the Recorder's Court for trial.

On Sept. 25, 1912, at a session of 
said Recorder’s Court, Robert M. 
Toms, Assistant Prosecuting Attor
ney for Wayne county, appeared for 
the prosecution, and A. J. Groesbeck 
and F. T. Wolcott, for defendant. A 
jury was empaneled, but before being 
sworn a motion in writing to quash 
the information filed against the de
fendant was presented to the Court 
The grounds of said mot on being £  
substance that the Act under which 
said information was filed, to wit 
Act No. 244 of the Public Acts of 
1911 was unconstitutional and void in 
that it violates the Fourteenth 
Amendment of the Constitution of 
the United States and the Constitu
tion of the State of Michigan. The 
motion then specified in sub-para
graphs “A” to “F” of said motion 
the several particulars in which it 
was claimed that the Act was viola
tive of the provisions of the State and 
Federal Constitutions.

It appears from a transcript of the 
proceedings before the Court the 
following took place:

Mr. Groesbeck: Before the jury is 
sworn what disposition will your 
Honor make of the motion to quash?

The Court: Can’t you make your 
record of the testimony and let the 
motion to quash pend for the time 
being, so that we may have an argu
ment on the law later?

Mr. Groesbeck: Very well, your 
Honor, then we are satisfied with the 
jury.

Thereupon Francis A. Holt, the 
complaining witness, was examined 
by Mr; Toms, Assistant Prosecuting 
Attorney, and Mr. Read, the defend
ant, was sworn and examined by Mr. 
Groesbeck; also Mir. Munoz, manager 
of respondent’s business in Detroit, 
was sworn, examined and cross-ex
amined.

M I C H I G A N  T R A D E S M A N

At the close of the taking of the 
testimony and offering proofs, ex
hibits, etc., the following took place: 

Mr. Wolcott: At some time con
venient to the Court we would like 
to argue our motion.

The Court: I think it might be 
well to argue your motion to quash 
and then give counsel on the other 
side time to consider it and meet it. 
If you are ready to argue it I can 
take it up this afternoon at 2 o’clock.

Mt. Wolcott: I would say that 
I think the Attorney General would 
like to file a brief and be heard and 
we ought to give him notice in ad
vance.

The Court: Then we can take it 
up at some other time.

Thereafter correspondence was had 
relative to filing of briefs, etc.

Without any further communica
tion from counsel, on Oct. 1, 1912, 
counsel for the defendant received a 
letter dated Oct. 17, 1912, from Rob
ert M. Toms, Assistant Prosecuting 
Attorney, in which letter he states as 
follows: “The Judge took this mat
ter up with me the other day and it 
was our opinion that the constitu
tionality of the ‘Trading Stamp Act’ 
might as well be tested before the 
Supreme Court first hand, thus saving 
the necessity of arguing the matter 
before the Recorder’s Court and the 
Supreme Court. I assume that if the 
Judge refused to quash the informa
tion it was your intention to appeal 
the matter to the Supreme Court. But 
m order to get the opinion of the 
Supreme Court more quickly the 
Judge has quashed the information 
without argument. In the course of 
the next sixty days I shall file a pe
tition in the Supreme Court for a 
writ of mandamus to compel Judge 
Connolly to proceed with the trial, 
and on the hearing of that petition 
the whole question of the constitu
tionality of this Act can be thrashed 
out. This will save considerable time 
as well as the expense of getting out 
an extensive record in the case.

I have told Mr. Groesbeck of this 
plan and am writing the Attorney 
General to-day to the same effect.

Robert M. Toms, 
Assistant Prosecuting Attorney.”

An order was duly entered in the 
Recorder’s Court quashing said in
formation for the reasons stated in 
the motion and the proceeding dis
missed, also granting a stay of pro
ceedings for sixty days in which to 
file petition for mandamus in the 
Supreme Court.

That no petition was filed in the 
Supreme Court for the mandamus, as 
suggested in said letter, but thereafter 
a letter was received by counsel for 
respondent, dated Oct. 17, 1912, from 
Roger I. Wykes, who had been ap
pointed Attorney General to fill va
cancy in that office, stating that he 
thought quo warranto proceedings 
were necessary in order to raise the 
legal questions involved as to the 
validity of the Act as to corpora-C 
tions.

It is further stipulated and agreed 
that prior to the instituting of the 
criminal prosecution against Mr. 
Read, a merchant in Detroit, under 
contract with respondent and giving

out to his customers respondent’s S. 
& H. stamps redeemable by it in mer
chandise, to test the constitutionality 
of said Act, that the attorney for the 
respondent here and the then Attor
ney General called upon the Prose
cuting Attorney of Wayne county and 
stated that it was the desire of the 
respondent, as well as the Attorney 
General, that some action be taken 
in the courts that would speedily 
determine the constitutionality of the 
Act in question and thereupon it was 
agreed that the aforesaid Read should 
be arrested charged with violating 
said Act, and he was arrested and 
bound over to the Recorder’s Court 
for trial as hereinbefore set forth.

That on June 25, 1912, a copy of 
the complaint and warrant issued was 
sent by Frank T. Wolcott, one of the 
attorneys for defendant Read, to the 
then Attorney General, and which 
more fully appears by a copy of letter 
hereto attached and marked “Exhibit

That on Sept. 25, 1912, a letter was 
written by attorneys for defendant 
Read, to Roger I. Wykes, who had 
been appointed Attorney General to 
fill a vacancy enclosing a copy of the 
motion to quash the information filed 
m the Recorder’s Court, and notify
ing him of the trial of the case, the 
taking of testimony, and the fact that 
the Judge of the Recorder’s Court 
had taken under advisement the ques
tion of granting the motion to quash 
the information, a copy of which let
ter is hereto attached and marked 
“Exhibit E.”

That on Oct. 10, 1912, the attorney 
for Mr. Read wrote a letter to Roger 
I. Wykes, Attorney General, enclos
ing him a copy of the record in the 
Recorder’s Court, including the testi
mony and all the proceedings had, 
also enclosing a copy of the brief on 
behalf of the defendant, which was to 
be filed in the Recorder’s Ôôurt. A 
copy of said letter is hereto attached 
and marked "Exhibit F.”

That on Oct. 11, 1912, a letter was 
written by the attorney for defendant 
Read to Robert P. Toms, Assistant 
Prosecuting Attorney, Detroit, Mich

igan, notifying him of the fact that 
a copy of the brief of thé defendant 
had been mailed to Robert I. Wykes, 
Attorney General, and that he had
asked the Attorney General to fix the
date for the argument, so that 
Groesbeck could arrange with 
Court for a date. A copy of said let
ter is hereto attached and marked 
‘Exhibit C.”

It is further stipulated and agreed 
that in the proceedings in the Re
corder’s Court to test the validity of 
this act, the decision of Judge Con
nolly in said Court to quash the in
formation and holding said Act un- 
consitutional was filed before any ar
guments were made by counsel on 
either side and before briefs of coun
sel of either side had been filed or 
considered by the Court, and that 
said decision was filed under the cir
cumstances and conditions set forth 
in the letter of Robert P. Toms, As
sistant Prosecuting Attorney, to the 
attorneys for defendant Read, which 
letter is fully set forth on page 10

Mr.
the

of this stipulation of facts. It is de
nied by the relator and it is not 
claimed by respondent that said pro
ceedings in the Recorder’s Court is 
res adjudicata of any issue herein pre
sented.

That on Oct. 12, 1912, the said Rog
er I. Wykes, as Attorney General, 
brought an action against the re
spondent in this case in the Kent 
Circuit Court, by filing a declaration 
and service of same for the purpose 
of recovering penalties claimed to be 
due to the State from said respond
ent, because of failure to comply with 
the terms and conditions of Act No 
206 of the Public Acts of 1901, en
titled “An Act to Prescribe the 
lerms and Conditions Upon Which 
foreign Corporations may be Admit
ted to do Business in Michigan;” 
that said action is now at issue and 
pending in said Court.

On Oct. 18, 1912, information in 
quo warranto proceedings against the 
respondent was filed by Mr. Wykes, 
summons duly issued and served on 
respondent’s duly appointed resident 
agent under the provisions of the 
statute providing therefor, and ap
pearances duly entered for respond-' 
ent by A. J. Groesbeck, and answer 
thereafter filed and as well replica
tion thereto.

16. It is further stipulated and 
agreed that the exhibits referred to 
in the petition, answer and replica- 
îon to answer, and made part hereof, 

shall be treated as offered and re
ceived in evidence, subject to the ob
jection of materiality, competency 
etc., and that the same need not be 
printed in full in the record, but 
each of said exhibits shall be briefly 
described in the record, as agreed 
upon by counsel, and that upon the 
hearing of argument of said cause, 
all of such exhibits shall be pro
duced for the use of counsel and 
Court. Provided that copies or dup- 
icates thereof shall be furnished to 

the Attorney General. Should either 
party conceive that additional facts 
are essential to the proper presenta
tion of its case, then it shall notify 
the opposite party within ten days 
from the signing of this stipulation, 
whereupon proofs may be taken; the ’ 
party giving the notice and claiming 
the right shall have thirty days for 
its prima facie proofs, the oppositing 
party shall have a like period of 
thirty days and ten days shall be al
lowed for rebuttal testimony, pro
vided all testimony shall be taken in 
such manner as to conform to the 
rules of the Supreme Court and an 
issue shall be framed if necessary.

Not Exactly Pleased.
A Dutchman, returning from a 

hunting expedition, was met by a 
fnend, who, noting the flatness of 
his game-bag, said tauntingly:

Well, I see you’ve been hunting.’
The luckless hunter nodded.
“Did you shoot anything?” persist

ed the friend.
“Veil,” was the reply, “I shot mv 

dawg.
“Shot your dog?” asked the friend 

in^amazement. “Was he mad?”
“Veil, he vasn’t so tarn pleased,” re

torted the Dutchman.
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Egg Conditions As Seen By Large 
Operator.*

There are many things to consider 
and in this vast country they vary so 
much it is difficult to draw conclu
sions that are perfectly satisfactory.

Sentiment has much to do with 
conditions. We, in the East, know, 
or think we know, that the general 
business situation is not satisfactory 
even though we are told it is good 
by those whose knowledge is very 
limited.

Too much has been done to hamper 
the business man of the country, 
which is largely responsible for the 
stagnation that exists to-day. There 
is now a ray of light. The great 
men of the nation are realizing their 
mistake and are now advocating that 
business men should join with them 
in making laws and regulations. I 
believe in sending good, sound, busi
ness men to our legislatures. They 
will intelligently frame laws and reg
ulations and not burden the tax
payers to pay for the many commis
sions , which have proven of no ac
count, but a nice recreation for the 
members. We have too many spe
cialists. If our lawmakers were in
telligent you would find none so 
ignorant of the subject as is shown 
by McKellar in his bill at Washing
ton to govern cold storage. Think 
what this means—virtually the de
struction of the product and depriv
ing the people of their year-round 
source of food.

We make most of our trouble. 
Don’t forget this and then remember 
the motive I read on Charlie Pond’s 
desk at Keokuk, Iowa: "It will not 
always be this way." What is neces
sary in all ways of life—business 
man, farmer or laborer—is to con
serve. Your immense product, eggs, 
need the greatest attention. The 
most profitable thing on the farm is 
the hen, and the least attention is 
paid to her. Can you imagine what 
the result Would be if proper care was 
taken of the hen and the eggs? To 
a great extent shippers are respon
sible. Unjust and unwise competi
tion among shippers permits the 
storekeeper' or huckster to sell his 
eggs as they are, good or bad. If 
h e ’ does-noft take them the other 
merchant will. Suppose all refuse to 
buy any* but fresh-laid eggs. Then 
you strike the root. The farmer

.??nu?, itmeetln*  nilnois 
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would gather and properly care for 
them, knowing he could not sill un
less his eggs were good. The result 
would be an enormous increase in the 
produce and a reduction at once in 
the high cost of living. While the 
farmer would get less per dozen, the 
increase in quantity would balance 
this. Were this done it would relieve 
the commissionman or dealer of the 
many troubles he has. Surrounded 
by laws and regulations it is impos
sible for him to live a free man. He 
is liable to have in his possession 
eggs unfit for food, although he had 
no knowledge what the case contain
ed. One of our largest and most re
liable firms in New York had a lot 
of eggs in store. Upon examining 
them they found them not good in 
quality for their fine trade. They 
sent ten cases to an egg-breaking es
tablishment, constructed under the 
supervision of the United States De
partment of Agriculture, to obtain 
from them the actual loss. An in
spector saw them, forbade them to 
use them, and enquired where they 
came from. The inspector, who 
called upon the firm, asked how many 
cases there were in the lot, and for
bade the sale. He was asked if he 
would come to the store in the morn
ing and oversee the candling of the 
lot and destroy all that would not 
pass. All that would not pass were 
destroyed. The others were sold. 
The commission firm supposed this 
was the end, but a few weeks later 
they were summoned to court, the 
case was tried, the judge fined the 
party $500 and told him he was 
fortunate in not being sent to jail.

Let the farmer conserve and care 
for the hens and eggs and then we 
need have no fear of any country 
importing to us.

We are close to the season to store 
our surplus for future use. It has 
always seemed to me ridiculous that 
m the seasons of surplus the price 
should be advanced. Why is it done? 
Competition is more spite work than 
good judgment. This exists among 
shippers, dealers East and West, and 
includes the warehouses. Good busi
ness competition is all right and 
should exist.

Wby is the situation to-day, as I 
see it, uncertain? We hear that there 
is likely to be a large export on ac
count of the war. This may be true.
It is an unknown quantity. We know 
bad conditions exist in the large con
suming sections of the country. We 
know the production increases each 
year very much. Again we must not 
think that we are the only country 
that can supply other countries need- 
ing food products. Do you not know 
that we to-day are being supplied

with an enormous amount of meat 
from Argentina, coming by the ship
load, with butter and eggs from Den
mark, also eggs from China? Then 
stop a moment and think of Russia, 
the country that has such enormous 
supplies of surplus' of grain, eggs, 
etc. What will be the situation when 
the ice leaves their harbor, and shall 
the Dardanelles be opened that Rus
sia can ship her immense supply of 
grain? Already the bombardment of 
the forts has driven down the price of 
wheat. Russia can ship- her products 
to any country—England, France, 
Italy, even America. We know they 
have the supplies and we know that 
they can produce at less cost than we 
can. Ask ourselves what the result 
will be. And ask ourselves if -we 
should not be very conservative. 
Those of us old enough can well re
member what was the result of the 
Civil War. We had wheat at $3 per 
bushel, and for two years $2.85, but 
the end was ruin. Let us not specu
late too much on foreign outlet. Let 
us form our opinion in a conserva
tive manner. Remember that millions 
of people are being killed, millions 
made homeless, millions dependent. 
Does this mean prosperity? Gentle
men, we seem to live in times of 
general agitation, especially regard
ing our products. All possible seem
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to be attempting to destroy, rather 
than improve conditions. It depends 
upon us as men to do our duty. See 
that men capable to represent you 
are sent to your state legislatures 
and to Washington to enact laws.

Let us one and all work toward the 
betterment of our products. M<ay 
you in all your gatherings come to
gether, casting all differences aside, 
and side by side work for the best 
interests of the farmers, storekeepers, 
shippers and consumers.

In conclusion, leaving all the dark 
gloomy points there are I predict 
times will soon improve, and largely 
for this reason: Men are placed more 
upon their own foundations than 
formerly when it was so easy to re
ceive support from speculators. Man 
always is more conservative when he 
operates with his own money. My 
wish is for the welfare of all and 
that you may not forget to call upon 
the National Poultry, Butter and Egg 
Association at any time it can aid 
you. I am pleased to report most 
favorable conditions exist in the Na
tional arid look forward to its greater 
success. You now have young blood 
at the head. You have a business 
manager giving his entire time to its 
welfare. Freely give what sugges
tions you deem to be to the interests 
of all.

M ichigan  Beans and Potatoes
If you are in the market ask for prices.

Fanners Elevator & Produce Co. Bad Axe, MichBell Phone 14

Endorsed by the Railroads
not less than eleven inches square of'uatfonn thr*** ° f exce,8,or coyered witb paper) 

»  pawed. They have bee. Mad. teted ,„d „„„ “ “ “

J B l t t S j S y *“  C*“  arem packing, over the usual manner of distriblTtinff w L  “  a *reat saving in time
orate. This, combined with the practicallyab^oluteass^ ¿2? bottom of the
m each crate will pay for the packing), puts the egg Dackimr sitnatfnn ^r *a^aee, (one eM saved
to1is^e1S.eCOnOIIlyn0ttoU8e Exce,sior E«
odorless basswood « c e l s f ^ e v ^ y ^ ^ b n ^ t ^ r n ^ h Sjf 88 they are made fromquality of maniia paper, thus reducing their mo* cushion, enclosed in the best
3 . .  chances t ^ r y .  on 3 S % S £ $ £ S &  7 K % I Z S g ! X 2 £ S g .

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

Excelsior Wrapper Co. . . .  r _. „  . . .
Excelsior Wrapper Co. - * apids’ Mich-
Excelsior Wrapper Co. - 224 Wea, Kinrie S ,!  C h S T ^ i* '

Our Facilities are such that Promptness is our «lAg»*.
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Bankruptcy Matters in Southwestern 
Michigan.

St. Joseph, March 22—In the m atter
W tiJ^T n0“  C> W alter’„ bankrupt, H op! kms, Allegan county, ah  order was en
tered  by the  referee calling the first 

^  A lle y n  on April

M I C H I G A N  T R A D E S M A N

85.23
29.00
26.25

f°r. the purpose of proving claims, the 
*  a  trustee, the exam ination 

of the  bankrupt and  the transaction  of 
such o ther business as m ay properly 
come before the meeting.

*n uh e , m atte r  of the Kalamazoo Oil 
h a v in g  KaIalnazo°. the trustee™ V.1ln& Wed his supplemental final re- 
port and vouchers, an  order w as entered 
closing the estate  and discharging the trustee.
, MaJ ch 23—Fred c - Ehrm an, engaged 
m the re ta il liquor businses a t K ala- 
mazoo filed a  voluntary petition and he 
w as adjudged bankrupt and the m at- 

refered. to Referee Banyon. The 
schedules of the bankrupt show no as 
se ts except those claimed as 
and the following liabilities:
Bergin & Brady Co., Columbus 
John Schuyer & Co., Chicago 
D rueke-Lynch Co., Grand Rapids 
U llm an-Em stein Oo., Cleveland 
B u tto n  & Harvey, Kalamazoo ..
A lbert Ten Busschen, Kalamazoo 
Glenn M atthews, Kalamazoo . . . .
Robinson & Godwin, Kalamazoo .. 
Berheim D istilling Co., Louisville 
y a l ^ latz Brewing Co., Milwaukee 
Bieiffer Bros. Co., Kalam azoo . .
J. C. McKeering, Kalamazoo
c>. Solomon, Kalamazoo ...........
G arre tt and Co., Norfolk, Va 
Em pire S ta te  W ine Co., Penn

Tan, N. T .....................
Lewis Bros.,
Applegate & Sons, Louisville 
S trauss-P ritz  Co., Cincinnati
K aufm an Bros., Toledo ...........
Robinson & Aronheim, D etroit 
B. Cleenewerck and Son, K ala

mazoo

exempt

$ 50.00 
829.90 
40.71 
82.20
3.50 

20.90
6.60 
8.00 

162.50 
13.75 
7.25 

142.99
7.50 

29.10

„  . .........  31.50Kalamazoo .................  41.75
' 103.28 

77.00 
238.78 
325.31

George B. Carpenter Co., Chicago 
Case Brothers Cutlery Co., B rad

ford, Penn ................... ................
Casem ent H ardw are Co." Chicago 
Central Oil & Gas Stove Co.,

Gardner, M ass......................  lo 57
Chicago Rubber Co., Chicago . . . .  137 96
w ’ vr' Golbrok Co., Syracuse ___ 22 81

H- Compton Shear Co., N ew ark 9.11 
Cnbben & Sexton Co., Chicago ..  83 77 
Crescent Mfg. Co., Buffalo . . . . . .  150
D urham  Mfg. Co., Muncie .......... 58 67
Fulkerson Mfg. Co., Puxico, Mo. .. 21.60 
Geneva Cutlery Co., Geneva, N. Y 12 13 
Guder, Paeschke & P rey  Co.

Milwaukee ........................... 107 5fi
Gilbert B ennett Co., 59 ciark" St '

Chicago ....................... ” 284 62
G reat W estern Oil Co., Grand Rapids 2.75
WiirS'feu ° r? 0n £.°” Grand Rapids . .  100.00Munefelt Co., Cincinnati ...........  107 71
S ' B- Ives Co., New H aven ___!. 36.85
Keely Stove Co., Columbia, Penn. 113.12
Lawson Mfg. Co., Chicago .............  35 35
f . ' I^o aa rd  Co., Grand Rapids . . . .  9.45
Lisk Mfg. Co., Canadaigua, N. Y. 38.84
Lovell Mfg. Co., Erie, P a .................  102 87
Marks & H am m acher, 193-196

W est St., New York .................  3357
M erchants & Evans Co., 347 Shel-

don, Chicago ..............................  54 93 •
Michigan H ardw are Co., Grand Rpds 29.68
Morley Brothers, Saginaw .............  707.96
N ational Lead Co., Chicago ..
S e5 t .Pro<less stove Go., Cleveland N orthw estern Stove R epair Co

Chicago .....................
Ohio V arnish Co., C lev e la n d " ./..
Peck, Stow & Wilcox Co.,

Cleveland ........................  19 4r
E. W. Prentice Co., A drian .......... 194 32
Rancocas Mills, Trenton, N. J. 8 80
Republic M etal W are Co., Buffalo 65 30 
Rochester Stam ping Co., Rochester 36 00 
Saginaw Ladder Co., Saginaw 
Schm achtenberg Bros., New York

m eeting
day.

March

62.13
19.56
9.33

59.96

10.25
36.36

Ferdinand W estheim er Sons, Cin- 12‘40
cinnati .........................................  57 45

B- K. Block, New York City ___ 400.00
Ira  Johnson, Kalamazoo .................  25.00
W. L. W eller & Sons, Kalamazoo ..  25.50
Jam es Ornerà, Kalamazoo .............  10 00
Samuel Snell, Dowagiac ...............  18 00
Fred Rohrer, Three Rivers ...........  87’00
Stroh Brewing Co., D etroit ............ 6.00
A. E. Ramsdel, Kalamazoo ............ 5.00
Kalamazoo Taxi Co., Kaiamazoo ..  8 00
J. W. Ryder Coal Co., Kalamazoo 9Ì00
Dewing & Sons, Kalamazoo ..........  9.00
J. R. Jones Sons Co., Kalamazoo 5.00
A. E. Henwood, Kalamazoo .......... 3.50
E. A. Scott and Co., Kalamazoo 6 00

. 7.80
2,713.70

24.95
142.47
28.00
90.00
23.86

Leslie-Judge Co., New  York 
Tivoli Brewing Co., D etroit

i

$5,030.85
M arch 24—In the m a tte r  of Jam es 

Ingersoll Day, bankrupt, H am ilton tow n
ship, Van Buren county, the final m eet- 

of creditors w as held a t  the referee’s 
office and the tru stee ’s final report and 
account approved and allowed. P referred 
claims to the am ount of $1,738.55 were 
allowed and ordered paid. A first and 
final dividend of 2% per cenc. w as de
clared and ordered paid to unsecured 
creditors. Creditors having been direct
ed to show cause why a  certificate should 
no^ be made recommending the bank
rup t s discharge, and no cause having 
been shown, it w as determ ined th a t such 
certificate be made. I t  was fu rth er de
term ined th a t the trustee be not a u th 
orized to  interpose objections to the 
bankrupt’s discharge. The final order of 
distribution w as made and the  final 
m eeting of creditors adjourned w ithout day.

In the m atte r of R ichard Harvey, 
bankrupt, Kalamazoo, an order w as made 
caUing the first m eeting of creditors a t 
the  la tte r  place on April 6 for the p u r
pose of proving claims, the election of 

• a  trustee, the exam ination of the bank
ru p t and th e  transaction  of such other 
business as m ay properly come before 
the meeting.

In the  m a tte r  of the Spade M anufac
tu ring  Co., bankrupt, Kalamazoo, the in- 
ventory and report of appraisers was 
ffied showing asse ts of th e  appraised 
value of $5,646.29. Thereupon the trustee 
was authorized and directed to sell all 
the  property a t  public or private  sale.

An involuntary petition w as filed 
against John Van Male and Jam es C 
Van Male, and John Van Male & Son, 
a  copartnership, doing business a t K ala
mazoo, w here the alleged bankrupts 
prior to adjudication m ade an  offer of 
composition of 33% per cent, to their un 
secured creditors. An order w as entered 
£or » „sp ec ia l m eeting of creditors to 
be held on April 7 to pass on the offer 
of composition. The following a re  creditors:
mi. B. Stove Co., B attle  Creek ..$319.74 
The Adam s Co., Dubuque, Iowa 32.13 
Alabastine Co., Grand Rapids . . . .  6013 
Am erican W ater Motor Co.,

Columbus .................................... 7 50
A tlantic Refining Co., Cleveland 30OC 
E sta te  of P. D. Beckwith, Inc.,

Dowagiac ....................................  300.00
Billing & Spencer, H artford  .......... 15.83
W. Bingham Co., Cleveland .......... 187.99
Boydell Brothers, D etroit ........ 1108 O0
■William Brummelers Sons Co., ’

G rand Rapids ................   39 52
Buhl Sons Co., Detroit ...................... 486.88

78.80
8.44

20.00

Standart Bros., Detroit .................  203 67
S tar Expansion Bolt Co., Ñ  Y * "  
Standard Oil Co., Grand R apids’ "  
Ferguson Tin Plate Co., P ittsburg 
United States Register Co., B attle

Creek ........................................
Tramej* Swan Co., Seymour, Conn, 
van  Camp Hardware Co., In

dianapolis ...................  J OQ Afi
W adsworth Holland Co., C h in g o  61.05 
W arren A xe & Tool Co., W arren,

Penn.......... .......................... ,9 aa
W ehrle Co., N ewark, Ohio ........ 19 75
w u n  & Hown Mf&- Co., N. Y . .! 87Í63
W illiam Zummach, Milwaukee ..  34.67 
Frolich Glass Co., Detroit . 22 29
Eclipse Light Co., New Y ork . " "  782
Griffen Mfg. Co., Erie ...............  3134
Fred J. Stulp, Muskegon .........."  423
Kalam azoo Telegraph Press, K ala-

mazoo ig •in
Kalam azoo Gazette, Kalam azoo 
Kalam azoo Ice & Fuel Co.,

Kalam azoo ............................
N azareth Academ y, Kaiam azoo 
Miller Ryder & W interburn Co.,

Kalam azoo ..............................  13 50
Kalam azoo Glass Co., Kaiam azoo 5.
t S S S S t t  ,Co" Kalam azoo 13.65Charles G. Bard, Kalam azoo ........  260 20
Bond Supply Co., Kalam azoo . . . .  155 45
Edwards Chamberlin Co., K ala-

mazoo ......... . oro 09
Kalam azoo Loose L eaf Binder Co'

Kalam azoo ........ *’ 11 on
Kalam azoo Sled Co., k ¿ i¿m ¿¿¿¿’ 
M ichigan Enam eling W orks, K ala-

miazoo ................................
W illiam Shakespeare, Jr., C o .......

Kalam azoo ............... . ’’ ttnn 07
Star Paper Co., Kalam azoo .......... 51 20

B. Lakey, Kalam azoo ........ 2 45
A. & D. Sheet Metal Works,

Kalam azoo ............................  5 05
A. B. McDole, Kalam azoo . . . .  ' 4 91
Kalam azoo National Bank,

Kalam azoo ................................  4 «05 00
James Kent, Kalam azoo ...........  500 00
Goodale Co., Kalam azoo ........ 155 75
Kalam azoo Foundry & Machine Co

Kalam azoo .........  1S7 5>q
Peck, Stow & W ilcox Co.', ’ South-

5.70 lar.

37.06
7.22

ington, Conn. 14.34

The following are  the individual4’cred-
h v r th £ f Qnam aS i,V- , Van Male> scheduled the alleged bankrupt:
City Treasurer, Kalamazoo ..........$ 30 34
wn?ioty  & Loan Assn. 3,80o!ooW illiam Darling, Kalamazoo ........ 55.75
Hershfield Bros., Kalamazoo .......... 45 00

Sons Co., Kalamazoo 33.95 
Gilmore Brothers, Kalamazoo . . . .  22 87 
Kalamazoo H ack & Bus Co.,

Kalamazoo ....................................  20 00

. x $4,007.91, Assets.Stock in trade ...........  $7 977 Atz
Cash in bank ........... ! ! .................. 5 7 , 1
Machinery, tools, etc. '¿ ,20?! 16
Debts due on open accounts . .  2,28o!o5

„  _ $12,201.63
March 25—In the m atte r of Guy W  

Hagenback, form erly of B urr Oak, the 
first m eeting of creditors w as held a t  f 
Kalamazoo. An order was entered th a t '  
no trustee be appointed and th a t the
cla?medPt tv, ay °w.ed h.is exemptions as claimed, p i e  bankrupt w as sworn and
® â?™ned .b y t b e  referee w ithout a  re- 
fifteen days. th ® meetlngr adjourned for
J ” ® 6 m atte r of the H ickory Grove 

bankrupt, Kalanm zoo/ a 
thAClio\tmeetiinir of creditors w as held a t the la tte r  place and the  tru stee ’s first

„  , . . 25—In the m a tte r  of the Ross
jom ned i w  bankruPt - Otsego, t h e ‘a d - K " 6?  b ls t m eeting of creditors was 

a t Kalamazoo and the tru stee ’s ob
jection to the claim  of the Unifile Co 
considered. Certain preferred labor 
claims were allowed and the m eeting a d 
journed for fifteen days ®
bankrnn®t ™a t te r , o f. E rnest F. Johnson, 

business as the Johnson 
. ‘ectrlc Co., Kalamazoo, the first m eet
ing of creditors was held a t  the  la tte r  
place. Stephen H. W attles, the  cus- 

unaI limously elected trustee, his bond being fixed a t the sum of $500
E lias16?  TTnii??r1’ G®°r&e M artin and 

Holkst-ra ’ of Kalamazoo, were appointed appraisers. The bankrupt was 
sworn and examined by the referee w ith! 
out a  reporter and the m eeting was then 
adjourned for four weeks.
t>i^a£iCk 26—-Based upon the petition of
n l on9 ri nd , I ia-pJ da Dry Goods Co., the Grand Rapids Shoe & Rubber Co., and 
the  Jennings M anufacturing Co., Lee M 
Baasbottom . of Dowagiac, was adjudged 
bankrupt and the m atter referred to 
Referee Banyon, who entered an order 
^ c H n g  Hilding & Hilding attorneys 

*5? petitioning creditors, to preDare
p e a r in l  th a t pt£ schedules, it a P-
d fstri?f lo r i  Vh'e bankrupt had left the d istric t and his w hereabouts are  un-
e ? a tld ' th lhe bank.ruPt a t  one tim e op- erated the general store form erlv con

by Gunn & Co., a t  D ow agiL  but 
apout two m onths ago, a f te r  disrmsinc 
pla?eearly aU hiS property' left the latte? 
M^iarcb  27—In the m atter of John Van 
MA e i am^ nC' 7 an  Male> and John Van

KV S S T „ hlS'rtearllei 2
S e M ta i nf the speoM
7  ̂ fn l f  ?,redltors a t h is office April for the allowance of claims, the ex- 
am inations of the alleged bankrupts the 
preservation and conduct of their’ es? 
tates, and for the consideration of the 

p̂? er of composition to unse- cured creditors of 33% cents on the dol-

Some men never use kind words if 
there’s a club handy.

Make Out Your Bills
THE EASIEST WAY
, .  SUve Time and Errors, 

bend for Samples and Circular Free.
Barlow Bros., Grand Rapids, Mich

23
iow?d4 Th!T  ™  approved and al-The receiver’s final report and 
account was approved and allowed. The 

dled a  supplemental report show
ing ca,sh on hand of $4,400, whereuDon 
an order w as made allowing adm inis- 

5 fp®,nse? t ? the am ount of $1,000. A first dividend of 40 per cent was de-
claim s.and ordered Paid on all unsecured

In the  m atter of Thomas L. W illiams 
doing business as the W illiams Candy 
^ i" /» '7 a ânlaz00’ tbe first meeting of creriitors was held a t  the la tte r  place.

5lai ms were proved, whereupon an 
order w as made th a t no trustee be ap- 
pointed and th a t the bankrupt be al- 
&  h.ls exemptions as claimed. The 
th'«?k£/VPt w as.,sw orn and examined by the referee w ithout a  reporter and the 

was then  adjourned w ithout

W atson-Higgins Milling Co.
Merchant Millers

Grand Rapids Michigan

Satisfy and Multiply
Flour Trade with

“Purity Patent” Flour
Grand Rapid* G rab  k  M aim . Go. 

Grand Rapid*. Mich.

POTATO BAGS
New and second-hand, also bean bafa. flour 

bags. etc. Quick shipments our pride.
ROY BAKER

W m . Alden Smith Bldg. Grand Rapids, Mich.

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

Calves, Butter, Eggs and Country Produce. 
29 Wood bridge St. West 

DETROIT, MICH.

Rea & Witzig
PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

Live Poultry in excellent de
mand at market prices. Can 
handle large shipments to ad
vantage. Fresh Eggs in good de
mand at firm prices.

Fancy creamery butter and 
good dairy selling at full quota
tions. Common plenty and dull.

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

,you to the People’s Bank 
of Buffalo, all Commercial Agen
cies and to hundreds of shippers 
everywhere.

The Viflkemulder Company
Jobbers and Shippers of 

Everything in

Fruits and Produce

Grand Rapids, Mich.

BEANS
------------------ ------------ S 3 " -  in “>» to buy tona, cl»™

Both Phones 1217 MOSELEY BROTHERS
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Plea For the Retention of the Present 
System.*

The mortgage tax law which went 
into effect August 1st. 1911, imposed 
a specific or registry tax of 50 cents 
for each $100.00 of indebtedness. Th:s 
tax is paid when the mortgage is re
corded. The mortgage is then ex
empt from further taxation. It is a 
substitute for the general property tax 
on mortgages. The law has hardly 
been in operation long enough to give 
it a thorough test, although it is now 
proposed to change it.-

The Registry Tax may be consid
ered:

1. As a source of revenue.
2. As to its effect upon credit and 

industry.
The Property Tax.

The property tax upon mortgages 
has become an “irretrievable failure” 
wherever it has been tried even under 
the most drastic administration.

The primary reasons for this uni
versal failure are, first, the elusive 
character of this form of tangible 
property; second, the injustice of such 
a tax when it is enforced.

When a mortgage is assessed on 
an ad valorem basis, it is assessed at 
full value, notwithstanding the fact 
that other forms of property real and 
personal, are assessed at a part of full 
value or entirely escape. So that the 
mortgage is disproportionately taxed 
to the extent of a large part of the 
annual income thereon.

Again, the property tax on mort
gages is regarded as double taxation 
in its most obnoxious form. In each 
and every instance the property cov
ered by the mortgage is assessed at 
substantially full , cash value. It dis
courages investment loans and in
creases the borrower’s burden. For 
these and other obvious reasons emi
nent authorities on taxat'on have ad
vocated the exemption of real estate 
mortgages entirely from taxation, 
and the states are rapidly breaking 
away from the property tax on mort
gages, either exempting them from 
taxation or substituting other meth
ods.

Comparative Revenue.
In considering comparative revenue 

from the property tax and the record
ing tax thus far in Michigan, it will be 
interesting to note the diminishing 
assessed valuation of mortgages in the 
several counties of the state as shown 
by the following:

1901 1906 1911
$55,262,006 $48,144,334 $39,148,509

Diminishing assessed valuation is 
not the exception, but the invariable 
rule in every state where mortgages 
are assessed under the general prop
erty tax.

Taking the assessed valuation for 
1911, the last year that mortgages 
were assessed as other property, and 
assuming that this amount was taxed 
at the average property tax rate 
(which is obviously an uncertain and 
unreliable approximation) the tax re
ceived therefrom was approximately 
$810,000. Assessed valuation under

the ad valorem system would in all 
probability continue to diminish pro
portionately to the increase of wealth.

The amount collected from the spe
cific or register tax from August 1. 
1911, to June 3'0, 1914, was $1,686,- 
379.50, one-half of which went to the 
state. The aggregate value of the 
mortgages upon which this amount 
was paid is $337,275,000.

Result Encouraging.
It will thus be seen that this meth

od, if its permanency were assured, 
would be a continuing source of sub
stantial revenue equally and uniform
ly distributed from which none, 
whether resident or non-resident 
mortgagees would escape. Further
more, it is collected cheaply and with 
certainty, its collection not depending 
upon “the vigilance of the local asses-

because of its injustice and failure, 
and have either exempted mortgages 
entirely from taxation, or imposed in 
lieu of other taxes a small specific 
tax.

Maine
The legislature of the state of Maine 

in 1909, passed a law specifically ex
empting state and municipal bonds 
from taxation, and in 1911 passed a 
law exempting mortgages ori real es
tate from taxation.

New Hampshire.
In New Hampshire, loans on real 

estate bearing interest at five per cent, 
or less, are exempt from taxation.

New York.
The New York law is similar to 

that of Michigan. In fact, the Michi
gan law was modeled after it. The 
report of the State Board of Tax

are subject to local listing and taxa
tion.

In response to a letter of inquiry 
on this subject, the State Tax Com
missioner says:

“The chose in action law is taken 
advantage of by most individuals who 
pay on this class of property. The 

rate of taxation on choses in ac
tion has been successful in increasing 
the state’s revenue from this source, 
and results in a small assessment lo- 
cally in the taxing units. I might add 
that previous to 1890 very little of this 
class of property was taxed in Con
necticut.”

George Clapperton.

•Address delivered by George Clapper^ 
ton of Grand Rapids before the Legisla
tive Committee on Taxation, March 18,

sor or the conscience of the taxpayer.” 
This tax is in a sense additional to 

the property tax on the property cov
ered by the mortgage. It is not un
duly burdensome, and experience has 
shown that it is gradually being as
sumed by the mortgagor. This meth
od may perhaps be regarded as a com
promise with the judgment of most 
of the recognized authorities on taxa
tion that such property should be en
tirely free and exempt from taxation. 
It does not materially diminish the 
general benefits of exemption. There 
are, however, inequalities and discrim
inations incident to it, that can be 
modified, but not entirely eliminated.

Changes in Other States.
In this connection it may be inter

esting to glance at the experience of 
other states that have broken away 
from the property tax on mortgage 
securities. Generally speaking the 
property tax is and has been applied 
to mortgages in like manner as other 
property. The states referred to, 
however, have abandoned this method

Commissioners in 1912 contains the 
following comment upon its results: 

“The law in its present form has 
been in operation for six years, and 
most satisfactory results have been 
obtained. During the year from July 
1, 1911, to June 30, 1912, 120,483 mort
gages were recorded and 5,719 mort
gage statements were filed in the of
fices of the several recording officers, 
there being a considerable increase in 
the number of statements filed, while 
the number of mortgages recorded re
mains about the same as the preced
ing year. The gross amount of tax 
collected during the year ending June 
30, 1912, was $3,766,869.75, an increase 
of $136,777.10 over the year ending 
June 30, 1911. The total expense for 
administering the law for the year 
ending June 30, 1912, was $60,085.08, 
making the cost of collection but 1.59 
per cent of the total amount collect
ed, as compared with 1.62 for the pre
ceding year.”

Connecticut.
The state of Connecticut was one 

of the first states to substitute for the 
general property tax a small annual 
specific tax upon bonds, notes or other 
choses in action. All notes, bonds 
and securities not taxed in this way

Real estate mortgages, however, are 
excepted from the chose in action tax, 
and it is provided that money loaned 
on interest with an agreement that 
the borrower shall pay the taxes 
thereon and secured by a mortgage 
on real estate is exempt from taxation 
to an amount equal to the assessed 
value of the mortgaged land in the 
assessment list of the town where it 
is situated. But the excess of any 
such loan over such valuation is as
sessed and taxed in the town where 
the lender resides in the same man
ner as other money and interest. This, 
of course, practically exempts real es
tate mortgages entirely from taxa
tion.

Maryland.
Maryland several years ago substi

tuted a low specific tax upon various 
forms of credits for the property tax. 
This tax has been the subject of fa
vorable comment by students of tax
ation and many reports have cited 
this state as an example of a low 
rate producing more revenue than a 
higher rate by reason of the fact that 
a greater assessment is thereby ob
tained.

At the same time, real estate mort
gages are made entirely exempt from 
taxation by law, save in four counties 
of the state, where they are taxable 
for local purposes. The tax in these 
four count es amounts to 8 per Cent, 
of the interest covenanted to be paid. 
This discrimination works against the 
counties where mortgages are taxed 
and yields but a small amount of reve
nue.

The State Tax Commission com
menting upon this tax, say:

“It is the contention of many econ
omists that mortgages should not be 
taxed at all for the reason that in 
most cases the borrower pays the tax 
m the form of increased interest rate. • 
As a sure method of producing reve
nue, however, the mortgage record
ing tax which is in operation in New 
York and Michigan has much to rec
ommend it. This plan provides for a tax 
of 50 cents on each $100 or fraction 
thereof of the principal debt or ob
ligation, which is payable at the time 
of recording the mortgage, and no 
further tax is imposed. So that tax 
cannot by any possibility be evaded, 
and it has, therefore, the great merit 
of effectiveness. There is one feature 
of that which is causing considerable 
criticism, and that is that the Ion" 
term mortgages are taxed the same as 
short term mortgages. Many econo
mists believe that the tax should be 
so graded that the burden imposed 
upon a mortgage running for fifty 
years would be proportionately great
er than on the mortgage running five 
years.”

Minnesota.
The State Tax Commission of Min

nesota has for many years given in
telligent consideration to the subject
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of taxation, and upon its recommenda
tion, the Legislature has made import
ant changes in the old property tax  
system.

The Commission in its report for 
1910 called attention to the fact that 
the attempt to tax personal property 
called intangibles,” under the proper
ty tax had been abandoned in almost 
every European country, and that it 
had been pronounced impossible of 
enforcement with any reasonable ap
proach to equality or certainty by 
every tax commission :n our own 
country that had given special con
sideration to the subject, without ex
ception. It was observed that many 
students of taxation contended that 
such property should be exempt from 
taxation upon the ground that cred
its and securities generally represent
ed mere evidence of ownership or in
terest in tangible property, which was 
itself taxed, and therefore, resulted in 
double taxation. For more than fifty 
years, Minnesota has undertaken to 
tax this class of property with the 
same machinery and in the same 
manner as other personal property, 
the system being based upon the gen
eral property tax principle of uniform
ity and equality regardless of the na
ture and use of the property taxed. 
The result was that but a small por
tion of such property was ever reach
ed /or taxation. In view of the utter 
failure of the property tax as applied 
to the taxation of such property, the 
legislature in 1911, enacted a law, pro
b'd ng for the separate listing of 
money and certain classes of credits 
and imposed a flat tax rate of three

M I C H I G A N

mills on the dollars in lieu of all other 
taxes. This method has been contin
ued in thai state with satisfactory 
results.

In 1907, the state of Minnesota en
acted a law providing a “registry tax” 
on mortgages similar to that subse
quently enacted in Michigan, impos
ing a tax once for all' of 50 cents on 
each $100. In 1913, the law was 
amended reducing the amount of this 
tax to 15 cents upon each $100, and 
provided that if the maturity of the 
debt secured by the mortgage was fix
ed at a date more than five years 
after the date of the mortgage, the 
tax to be paid thereon should be at 
the rate of 25 cents for each $100. 
The purpose of this reduction, as we 
understand it, was to favor the bor
rower and offer to capital still further 
inducement for investment in real es
tate mortgages. We are informed 
that the positive effect of both these 
changes has been to attract loanable 
capital for mortgage investmnt, di
minish the rate of interest and ma
terially contribute to the increase 
and development of real property in 
the state.

North Dakota.
The State Tax Commission of 

North Dakota has suggested the sub
stitution of a real estate mortgage 
registration tax in place of a property 
tax in that state.

Oregon.
The Board of State Tax Commis

sioners of Oregon reports that if tax
ed at all, a mortgage registry tax sim
ilar to New York and Minnesota stat
utes, seems to be the only fa r and

absolutely effective system for real es
tate mortgages.

Wyoming.
In Wyoming, mortgages and the 

indebtedness thereby secured, are ex
empt from taxat on. The Governor 
of that state in his message in 1911, 
discussing the subject of taxation re
ferred to the universal sentiment 
against taxation of mortgages, and 
stated that it resulted in double tax
ation of the borrower, and tended to 
increase rates of interest and drive 
capital out of the state. The Commis
sioner of Taxation recommended that 
if any change were to be made in the 
law taxing mortgages, a plan be 
adopted similar to that existing in 
New York and Minnesota, namely, a 
recording fee in lieu of all other taxes.

California.
California after a conscientious and 

intelligent administration of the prop
erty tax upon real estate mortgages, 
extending over a period of thirty 
years including vain attempts to 
change it so as to make the mort
gagee pay the tax and relieve the bor
rower, the people decided that the 
property tax method applied to mort
gages was a failure and by the adop
tion of an amendment to the constitu
tion in 1910, by a two-to-one vote, 
real estate mortgages in California 
are altogether exempted from taxa
tion.

Nevada.
In Nevada real estate mortgages are 

considered as interests in the prop
erty affected and the assessment of 
real estate is taken as an assessment 
of the mortgage thereon. The taxes

are paid by the owner of the' real es
tate or the holder of the security as 
they may stipulate.

Utah.
In Utah there is a constitutional 

provision exempting mortgages upon 
both real and personal property from 
taxation.

Other states are seriously consider
ing the abandonment of the property 
tax on real estate mortgages, and ex
empting them entirely from taxation 
or imposing a registry tax in lieu of 
other taxes, and tax commissioners 
in their reports almost invariably rec
ommend either exemption or the reg
istry tax.

Experience.
Experience in our own and other 

states demonstrates that when a tax 
consumes a substantial part of the 
annual income from a mortgage se
curity, it will not voluntarily be list
ed for taxation, and that the holders 
of such elusive securities because of 
the excessive tax will be arrayed 
against the taxing authorities in cease
less conflict.

Real estate mortgages constitute a 
distinct and peculiar class of securi
ties. There is a marked economic 
d stinction between that class and 
other forms of credit. That class pos
sesses characteristic inherent qualities 
in the credit circulation of the busi
ness of the country which need not 
be here discussed. It is sufficient for 
our purpose to say in general that 
mortgages affect primarily a distinc
tive class of borrowers; that they rep
resent tangible property all of which 
is subject to maximum assessment
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and taxation. A property tax on 
mortgages is the easiest tax to shift

nue or in any other way this method 
would be a substantial improvementto the humble borrower. A maximum 

supply of money loanable on real es
tate mortgages and the utmost free- 

■ dom of competition therein are high
ly desirable. It is exceedingly im
portant as affects interest rates and 
the development and use of real prop
erty that home and foreign capital 
be attracted to this class of invest
ments by the utmost degree of en
couragement. The advantage to the 
borrower, particularly the home own
er, and the farm owner, of available 
credit is inestimable. Active mort
gage credit, abundantly supplied, 
builds homes, improves farms, con
tributes to material and social prog
ress.

The theory of the “registry tax” 
which I have called a compromise 
with absolute exemption is that it 
yields a substantial revenue without 
imposing a serious obstacle to free
dom of competition in real estate 
loans. It is not generally regarded as 
burdensome, and permanently estab
lished, would gradually be assumed 
by the mortgagor without materially 
sustaining the rate of interest fixed 
by supply, demand and competition, 
as compared with entire exemption.

When we go beyond that, however, 
we encounter serious objections and 
the force of the advantages of exemp
tion.

Specific Tax of $1.00.
House Bill No. 15, introduced by 

Representative Lewis proposes the 
substitution for the registry tax of an 
annual specific tax of $1.00 on each 
$100 of any mortgage “not heretofore 
recorded so long as it shall remain 
of record and undischarged,” and that 
mortgages hereafter executed “and 
not recorded” shall remain under the 
present ad valorem system of taxation. 
Obviously it involves the abandon
ment of the principle and purpose of 
the registry tax.

This proposed method may be re
garded as a sort of half-way house 
on the route that other states are fol
lowing. It would be subject to the 
objections, and also be subject to the 
evils incident to the general property 
tax upon real estate mortgages, and 
the result would be to a great extent, 
at least, the same. If the annual tax 
of $1.00 on each $100 were paid by 
the mortgagee, it would take one- 
sixth of his annual income thereon 
(on a 6 per cent, mortgage) notwith
standing the fact that the property 
covered by the mortgage would be 
subject to taxation at its full cash 
value. This effect would afford the 
strongest incentive to evasion, and 
the 'withdrawal of capital from such 
investments, or the imposition of the 
tax upon the borrower. The tax upon 
a reduced volume of loans would be 
largely shifted to the borrower, es
pecially to the borrowing home own
er and land owner for the rea
son that his power to avoid the shift
ing of the burden to his shoulders 
would be limited by his necessities. 
The borrower is the “ultimate con
sumer” of mortgage credit. This is 
a practical business proposition little 
affected by, sentiment or theory. It 
is doubtful whether in point of reve-

upon the general property tax and its 
results. This method would tend to 
increase the burdens of the borrower, 
to induce outside capital to stay out 
and inside capital to go out of the 
state. It seems to be framed from the 
sole standpoint of revenue without 
due regard to the incidence of mort
gage taxes or the)*- ultimate effect 
upon credit and induj>*~y.

Specific Tax o. 30 cents.
House Bill No. 205, introduced by 

Mr. William F. Jerome is less ob
jectionable from the standpoint of this 
discussion than the Lewis Bill, 
and may be supported by plaus
ible argument. Practically it may 
be regarded as an untried meth
od. It is similar to the Lewis bill 
with the exception that it substitutes 
a specific tax of 30 cents instead of 
$1.00 for each $100.. This also would 
be an abandonment of the principle 
and purpose of the registry tax.

It is a step further than the “Reg
istry tax ’ in compromise between ex
emption of mortgages from taxation 
and their taxation in like manner as 
other property. It introduces the 
problem of the balancing of advant
ages and disadvantages of exemption, 
and ignores the distinction recogniz
ed by most of the states that have 
recently changed their methods of 
taxing intangible securities, between 
credits secured by real estate mort
gages and other forms of securities 
and obligations. That is to say, states 
that have imposed a specific annual 
tax of 30 cents or 40 cents upon mon
eys, bonds, notes, and other choses 
in action, have specifically excepted 
the class called real estate mortgages, 
and either exempted them entirely or 
subjected them to a registry tax only.

It would seem from the reports of 
commissions that experience thus far 
has justified this exception for the 
reasons we have in a general way set 
forth. It may be contended, however, 
that these methods are still in a tran
sition stage. The positive tendency, 
however, seems to be toward exemp
tion of or a registry tax upon real es
tate mortgages.

i t  may be said that if the legisla
ture should hastily abandon the reg
istry tax method before it has had a 
fair trial upon its merits, the Jerome 
Bill would be preferable to the Lewis 
Bill or the general property tax. Pos
sibly experience might eventually 
demonstrate its advantages and merits 
over the registry tax. It would, how
ever, be simply taking an uncertain 
chance in a radical change. It would, 
at this time sacrifice the advantage 
of permanency of the present method 
so auspiciously inaugurated, which 
has so much in its favor, and appro
priate the assumed benefit of all doubt 
in favor of this hasty change.

Furthermore, it would leave the 
vast amount of mortgages recorded 
under the present law exempt from 
taxation as against mortgages “here
inafter recorded” subject to the an
nual tax.

The primary purpose of these spe
cific tax bills seems to be increased 
revenue over that of the registry tax, 
probably at the expense of the bor

rowers. Whether a permanent in
crease of revenue would thus be se
cured is, however, a matter of con
jecture. Be that as it may, do they 
not involve the sacrifice of the advant
ages derivable through the registry 
tax? These advantages accrue grad
ually. The natural timidity and appre
hension of loanable capital may be 
overcome only by confidence in the 
permanency of the relief from undue 
burden afforded by exemption or a 
registry tax. The acid test of the 
registry tax is permanence. It re
quires time to attract capital from 
within and without the state to an ad
vantageous field of investment, and to 
receive the full measure of benefit. 
As capital is thus attracted, the bene
fits to borrowers and to industry will 
increase, and incidentally the revenue 
from the registry tax will be increas
ed. Moreover, the borrower will 
derive the advantage of the use of 
increased available money and credit 
which will be utilized and transform
ed into tangible property assessible 
and taxable. The registry tax is no 
longer regarded as experimental when 
its permanency is assured. It is be
ing regarded with increased favor and 
its beneficent results are being dem
onstrated by continued experience. 
Shall Michigan abandon it now during 
a distinctive period of its industrial 
development?

• Graded Registry Tax.
In view of the recognized merits 

of the present method and the fact 
that conditions have as yet hardly 
become adjusted to it, would it not be

the part of wisdom to defer radical 
change until it might at least have a 
more thorough trial, and the state 
might obtain the benefit thereof, and 
of the continued experience of other 
states? Change should be evolution
ary and directed by wisdom and ex
perience.

Would it not be the part of wis
dom and sound judgment to continue 
the present method with perhaps a 
simple amendment grading the reg
istry tax according to the time of the 
maturity of the recorded mortgage; 
that is to say, retaining the present 
rate on mortgages maturing within 
five years, and increasing the registry 
tax on mortgages running for longer 
periods?

There is tucked away in section two 
of the registry tax law, an adroit little 
proviso exempting from its opera
tion mortgages held by building and 
loan associations. Is this discrimina
tion advisable from a revenue or any 
other standpoint?

What would be the effect of its 
elimination?

Little Lost.
A “cub” reporter on a New York 

newspaper was sent to Paterson to 
write the story of the murder of a 
rich manufacturer by thieves. He 
spread himself on the details and 
naively concluded his account with 
this sentence:

“Fortunately for the deceased, he 
had deposited all of his money in the 
bank the day before, so he lost prac
tically nothing but his life.”
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C o m m ù n i»  JJOUX W >  bau tie %e brush.
Additional Lettering the Card Writer 

May Do.
Written for the Tradesman.

The card writer is sure to be asked 
to undertake a great variety of odd 
jobs that are not strictly in his line. 
Among these may be mentioned let
tering on awnings, oil cloth, glass 
(with either gold leaf or paint), 
trunks, suit cases, automobiles, safes, 
refrigerators, all sorts of fancy and 
souvenir articles, besides making or
namental wall cards, pennants and 
banners. If the card writer is a per
son of mature years and his time is 
quite fully occupied with store work, 
he may better, as a rule, turn most 
of these tasks over to sign painters 
and other specialists in lettering. Un
less there is a considerable amount 
of work to be done that is all prac
tically alike, it will not pay to do the 
fussing and experimenting necessary 
to make a creditable job of your first 
attempt in any untried stunt. In 
your card writing you find that speed 
comes with practice along some one

to give here methods of doing not 
only the ‘Special Sale” window work, 
but a few other kinds of lettering 
outside of card writing. Those, which 
have a considerable commercial util
ity, and which at the same time are 
not very difficult, have been selected.

The beginner, in doing any of 
these, should not fail to get his color 
to working right before he begins on 
his job proper. This whether he is 
using oil paint, water colors, or Jap
an colors. Separate a small quantity, 
mix it as you think it should be, and 
try it out on some waste scrap of 
material. Let it dry and see whether 
it needs changing in any way. A lit
tle time spent thus in experimenting, 
often will save work and make for 
more pleasing results.

Special Sale Window Lettering.
This may be done in several ways. 

The one most used is this: Coat the 
outside of the windows with kal- 
somine. White or a light tint is gen
erally best for the purpose. If it is 
desired not to shut out too much of 
the light, coat just part way down

marks, use chamois skin gently. If 
the layout has been put on lightly, it 
will do no harm to leave it.

The method just given is simple 
and easy, the result is effective, and 
when no longer wanted, if water col
ors have been used for the lettering, 
the work can be readily loosened up 
by turning on the hose. However, 
it has two weak points. A driving 
rain or sleet may take it off prema
turely, and it offers a tempting sur
face for boys and girls to scratch on 
their names and all kinds of youth
ful wit and sentiment. So if left* for 
more than a few days, it is apt to 
look a little untidy on close inspec
tion. Still it will be observed that 
when the backing is put inside the 
glass to avoid these difficulties, the 
work loses somewhat in effectiveness.

Sometimes just the lettering is put 
outside the glass, and a backing, 
either of kalsomine or light-colored 
paper, is put inside. A beginner who 
is a little uncertain with his lettering 
and has to make some erasures, may 
find this method better adapted to

somine. Japan colors will not wash 
off like water colors, but still there 
need be no great difficulty in remov
ing them when desired. By the way, 
if you ever want to take paint that 
is very hard and dry off from glass, 
it is not necessary to buy an expen
sive paint remover. Miake a paste of 
concentrated lye and water and apply 
with a swab. In washing off, be care
ful to keep the hands from any con
tact with the lye.

For the quick window lettering, 
large plain letters of the alphabets 
recommended for muslin signs are 
most used. For the feature lines, 
heavy stemmed letters are best. Color 
contrasts should be strong. Bright 
red and black lettering with white or 
light ground is most often used, and 
is hard to excel. The style of com
position is usually striking. Some
times there is an obvious effort to 
make it even startling, but this hardly 
can be recommended as productive 
of best results.

I lately saw some effective window 
work which had been executed in a

ICE CREAM
line. The same is true of the other 
^ranches of lettering, 
j About the only places where the 
store card writer can with profit 
trench on the ground of the profes
sional sign painter are in making mus
lin signs, the processes of doing 
which were described in the issue of 
the Tradesman for March 3, and in 
doing Special Sale” or “Closing Out” 
lettering on windows.

However, circumstances vary. 
Some readers are located where there 
is no sign painter handy. Others may 
have leisure when they “wouldn’t be 
doing anything else.” To an ingen
ious boy, with perhaps a little artistic j 
bent, the making of a transparency, 
for instance, may be a profitable task, 
even though it takes him four times 
as Ions is it would if he were ac
customed to the work. During the 
formative years, whatever is done 
with hand and brain has an indirect 
and educational value, often far great
er than the direct result accom
plished.

For these reasons it is deemed well

or part way up. Or a space, a circle 
or an oval maybe, can be left in the 
center of each large pane. With 
charcoal or colored crayon, now make 
the layout on this kalsomined sur
face. Then put on the lettering, using 
water colors and preparing them as 
you do for cardboard work, only per
haps using them a little thicker. If 
any difficulty is experienced in get
ting on the letters, would suggest 
trying a little of the color with a 
small amount of size added, the corn 
starch and borax size described in 
the muslin sign article already re
ferred to, or a little glue. If there 
is serious trouble, use Japan colors 
for the lettering, thinning with ben
zine. For this work do not add var
nish. The Japan colors will be found 
to work more easily, but as they are 
more expensive than the water colors 
and do not come off so readily, if a 
good effect can be obtained with the 
latter, it is best to use them. For 
this work you will need flat lettering 
brushes, the same as for muslin signs. 
If it is desired to take off the layout

his powers than the first. With this 
method, for getting on the layout, 
first go over the glass (on the out
side of course) with stale beer. If 
this is not readily obtainable, use 
acid vinegar instead, or cider vinegar 
in case the other can not be had. 
The object of the beer or vinegar 
is to give the glass a “tooth,” so that 
you can make the chalk marks of your 
layout stick on.

Another method is to put the let
tering on large sheets of paper or on 
strips of sign muslin. These are 
placed inside the glass.

Sometimes the lettering is done on 
the glass inside. In this case the 
chalk layout should be put on the 
outside, unless the windows are above 
the first story. For upper windows 
it will be easier to put it on the in
side, even though it must be done 
backward. When the lettering is in
side the glass, either paper or kal
somine may be used as backing. If 
it is to be the latter, then use Japan 
colors for the lettering, because the 
water colors will rub up in the kal-

way different from any of the meth
ods described above. The lettering 
in red and black Japan colors had 
been done on white sign muslin. The 
space outside the letters had been 
filled in with yellow, only leaving a 
border of white around each letter. 
This border served to keep the color 
contrast good and strong. A stripe 
of brown finished the margin of each 
piece. The work very evidently had 
been done by a professional sign 
painter and was an excellent job. 
The muslin thus lettered was stretch
ed over the upper portions of the 
windows on the outside. The panels 
beneath the windows were also cov
ered. The effect of all was quite 
striking and “something different.” 
Work done in this way might be 
used more than once. It would have 
the disadvantage of being more ex
pensive than that made directly on 
the glass or on paper. On a very 
wide front there might be some diffi
culty in fastening the long strips se
curely.
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To Letter on Oilcloth.
First rub the oilcloth, where the 

lettering is to go, with whiting and 
benzine or whiting and gasoline. This 
will take off some of the slippery 
smoothness and give a “tooth,” which 
will prevent the paint from “creeping” 
and make the surface much easier to 
letter on. If you can get the white 
oilcloth with the “flat” or dull sur
face, it will not need any preparation 
and will be found to take the letter
ing more easily than the glossy, even 
after the latter has been rubbed with 
whiting. Also, if the sign is to be 
read from quite a distance, the glis
tening of a glossy surface might de
tract from the legibility of the let
tering. Make the layout with char
coal or lead pencil. Use oil colors 
for the lettering. These can be 
bought in small tubes if you are do
ing only a little such work. For in
side work, a little quick-drying var
nish may be mixed in, and will make 
the oil paint dry more quickly. For 
outside work, would not use any var
nish unless a spar or exterior varnish. 
Whether with or without varnish, thin 
the paint with turpentine. Wherever 
turpentine is called for in lettering, 
use the genuine article, not any imi
tation.

The drying of the work may be 
hastened by Japan dryer, but it 
should be used only sparingly. Some
times it does not combine well with 
varnish, and causes a curdling of the 
mixture. Even if it does not make 
trouble in that way, too much is not 
good for the work. Lettering on oil
cloth for inside use sometimes is done 
with Japan colors; but unless for very 
much of a hurry-up job, would not 
recommend them for this purpose.

After the work is thoroughly dry, 
if the layout marks do not wash off 
readily with water, they can be re
moved by using a little piece of cloth 
wet in gasoline and held tightly over 
the finger. Care must be taken not 
to encroach on the margins of the 
letters, or you may spoil the clean 
sharp outlines that are so essential.

For large work on oilcloth use 
same brushes as for muslin signs. 
For very small work, the larger sizes 
of the red sables you used on card
board may be made to answer.

The beginner will find that to let
ter on oilcloth will take him much 
longer—perhaps several times as 
long—as to put the same matter on 
either cardboard or sign muslin. How
ever, for inside work that needs to be 
washed, or for outside work exposed 
to the weather, oilcloth is of course 
far more durable than the cardboard 
or the sign cloth.

To Letter on Canvas or Duck.
This is a pretty difficult thing to 

do, because the material resists tak
ing the paint. The beginner is ad
vised not to attempt awning lettering.
The result would likely be somewhat 
unsatisfactory. Inasmuch as what
ever inscription is placed on an awn
ing lasts a good while and occupies 
a very conspicuous place, it is best 
to have, it done by an expert profes
sional. If it is desired to letter a 
screen of duck that is hung part of 
the day over a too-sunny window,
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this is the way to do it: Use a< stiff 
brush—what is called a bristle fitch. 
For paint use Japan colors in which 
mix a little cheap furniture varnish. 
Or else make your own paint by mix
ing dry pigments in the cheap var
nish. Thin either with benzine or 
turpentine, as you find works best. 
If found to work as well and not 
spread the color any worse, the tur
pentine is better for this purpose. 
Benzine however is much used.

As so much paint is required on 
canvas or duck, there is likely to be 
some trouble from spreading. Some 
moisten the canvas slightly with a 
wet sponge to avoid this as much as 
possible. The spreading can hardly 
be entirely obviated; but after the 
work is dry and in use, it generally 
does not show badly.

A very simple layout is usually 
selected for canvas. By the way, be 
careful about using charcoal or cray
on at all heavily in putting on align
ment lines and skeleton letters. It 
may be impossible to get it off. Lead 
pencil used lightly is about as good 
as anything for the layout on canvas.

For use on wagons and wherever 
a cloth sign will see very hard serv
ice and much bad weather, one of

canvas is best. When the work is 
well done, it is not unsightly, but 
no one can give to lettering on can
vas the dash and smartness that be
long to that done on sign muslin.

To Make a Transparency.
Coat over one side of the piece of 

glass with stale beer or with vinegar. 
Make layout—not just skeleton let
ters, but full outline—with chalk on 
this side, which will be the front. 
Put the paint on the back. Use oil 
paint in which some varnish rs mixed. 
Thin with turpentine. Working on 
the other side of the glass from the 
layout, with a small brush “cut in” 
around each letter as shown in small 
illustration. Then fill in all outside 
space with a larger brush.

If the amateur finds difficulty in 
working neatly up to the chalk out
lines, he may have better success to 
use a layout prepared in this manner: 
On a piece of paper the exact size 
of the glass, make the layout or de
sign fully outlined. Do this “right 
side to,” the same as ordinary card 
work. Then with point of pencil, 
bearing on fairly hard, trace over the 
outlines of the letters. This will 
show on the wrong side, so that you 
can get an exact reversal of your 
copy. With this outlined in pencil

so that you can see it plainly, place 
under the glass, which by this method 
should be free from beer and chalk. 
It is well to gum the layout to the 
glass or otherwise fasten it firmly, as 
a little slipping will cause trouble. 
Now on the other side of the glass, 
“cut in” the letters and “fill in” the 
outside space. You have the glass 
on your desk, and while at work be 
careful to look directly down on the 
layout.

In using the transparency, the let
ters should be backed with tissue 
paper or ground glass to diffuse’ the 
light. When there are several words, 
one may be backed with red tissue 
paper, another with green, etc.

Ella M. Rogers.

Mr. Up-to-date
you should always

carry a stock of

M apleine
The last word in

K H flavors.
Order from

Louis Hilfer Co.
¡ M i l 4 Dock St.. Chicago. 111.

CRESCENT MFG. CO.
Seattle, Wash.

Trade
Stimulators
For
Price
Advertising

Our m o n t h l y  cata
logue of General Mer
chandise abounds with 
these.

Get acquainted with 
the Yellow Page Specials 
in each issue of “Our 
Drummer.” They will 
help you pull trade to 
your store.

Butler Brothers
Exclusive Wholesalers of 

General Merchandise

New York Chicago 
St. Louis Minneapolis 

Dallas

Quality Tea
There is no beverage more Healthful. Refreshing and 

Invigorating than Tea.

.. 4. ^ °  ^ ticle of commerce more important in the selection than Tea.
Nothing more profitable to the Retail Grocer and noth

ing m which more care should be taken in the purchasing.
. . .  v.'We carry the largest and most select assortment in 
Michigan.

Our Package Teas are packed specially for us in the 
original countries of growth and are never repacked by us 
Our grades are always maintained and selected for C u d  
Quality. *

We import direct from Japan, Ceylon and China.
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.

Judson Grocer Co. 
The Pure Foods House 

Grand Rapids, Michigan
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w o m a n 's  w o r l d

The Consolations of a Philosophic 
Spinster.

W H tten for the Tradesm an.
Mkss Louise— ‘Aunt Louise” as she 

is called in the families of her three 
married sisters—is a 'bright comely 
bachelor maid of thirty-nine summers, 
one of the people to whom the poet’s 
description the sweetest woman 
ever Fate, perverse, denied a house
hold mate,” aptly applies.

Just why she never has married 
none of her friends can tell—perhaps 
she herself would find it difficult to 
^ive the exact reason. She just 
hasn’t. She is not a man hater. Her 
state of mind is not that of the 
austere young woman who, when she 
knelt down by her bedside at night, 
began her expression of gratitude to 
her Maker with this rigid declaration 
of her convictions—“O Lord, I thank 
Thee that I am single.” She is not 
averse to matrimony. On the con
trary, she believes in it heartily as 
a great and beneficent institution 
and. one absolutely essential to the 
well-being of the race.

Often when she sees her friends 
and relatives in their homes with 
their children around them, she feels 
lonely at heart, and as she looks 
ahead into the future, the years seem 
to stretch ahead of her like a road 
that is bleak and dreary. At these 
times she has an original method of 
consoling herself. She thinks of her 
sisters’ husbands.

It should be explained that “Aunt 
Louise” is very much liked by her 
brothers-in-law, is a welcome guest 
in all of their homes, and a great fav
orite with the nephews and nieces. 
And whenever she has occasion to 
speak of the matter, she always says 
that her sisters have married un
usually well. “They have drawn lucky 
numbers in the matrimonial lottery,” 
she declares, and she sincerely be
lieves what she says. Should any one 
make the least criticism of her broth
ers-in-law, or cast the slightest asper
sion on their characters or conduct, 
she would instantly rise to their de* 
fense.

Moreover, she never questions with 
her sisters the quiet assumption, so 
precious to all married women, that 
their lot in life is infinitely preferable ; 
to that of the luckiest and happiest 
spinster in existence. She has had 
many a chuckle all by herself over 
the story of the wife who was taken 
to a hospital with a black eye and 
battered nose, the result of the bru
tality of a drunken husband. During 
her recovery this poor victim one day 
asked her very capable nurse—“Be 
ye married?” “No,” the nurse re
plied. The other looked at her pity

ingly a moment and exclaimed, “Gee, 
ain’t it fierce!” Miss Louise well un
derstands this customary attitude of 
the married woman’s mind, and she 
is careful not to disturb nor antag
onize it. But she has eyes and she 
can see the little annoying things that 
her sisters have to put up with. Hence 
her favorite method of self-consola
tion.

Mr. Henry Blanchard, the husband 
of her oldest sister, Emily, is a man 
who inherited considerable wealth 
and has added to his holdings by his 
own shrewdness and acumen. He is 
upright and conscientious, provides 
generously for his family, and is an 
especially kind and indulgent hus
band. “Henry is a model, a man out 
of ten thousand, and Em is a woman 
to be envied,” Miss Louise tells their 
acquaintances. But Henry, while not 
exactly an invalid, is a “confirmed 
grunt.”

It is his heart, and his lungs—or 
rather apprehensions that it may be 
his lungs—and his liver—always and 
always his liver. Of course he is 
dyspeptic, and every meal it is the 
same old story. Whether this or that 
will agree with him, whether he dare 
venture on a thin .slice of meat or a 
little raw fruit, and a tiresome and 
never - completed recital regarding 
things he has eaten in the past that 
did not agree with him and distressed 
him exceedingly.

Most of his friends have ceased to 
be alarmed over Mr. Blanchard’s con
dition. A door that creeks on its 
hinges never wears out,” they quote 
merrily. But of course his wife—and
a petted and adored wife at that_
must accept his ailments at his own 
estimate, and must have a never- 
failing store of sympathy for his 
(real or imaginary) sufferings. If 
quite low in spirits, Miss Louise has 
only to recall a few sentences of 
Brother Henry’s customary table con
versation, in order to feel very happy 
and perfectly content with her lot.

Alec McPherson, who married her 
sister Kate, is handsome, affable, a 
good mixer, and personally far the 
most popular man of Miss Louise’s 
three brothers-in-law. “A jolly good 
fellow and pleasant as a sunshiny 
day,” is the way Louise describes 
him. But he is extravagant in his 
tastes and habits, spends his money 
far too freely, and never has a dollar 
ahead. Miss Louise frequently uses 
her own earnings to “help Kate out,” 
for the latter is sadly pinched for 
money with which to buy clothes and 
even groceries. The spinster with her 
thrifty ideas knows that any such 
state of affairs would simply worry 
her to death. She sees that Kate

is aging prematurely, and she does 
not envy her her charming husband, 
who really means all right and is a 
a good man in every way except that 
he can not sacrifice present desires 
in order to make necessary provision 
for the future.

But the greatest consolation is 
John, Mr. John Wiseman, Amelia’s 
husband. He has rather extraordinary 
ability and is an exemplary, man so 
far as the great essentials are con
cerned. He stands very high in the 
community. Indeed no one who does 
not have to live with him can find a 
word of fault with John. But he is a 
despot. Not content with running 
his own affairs, he must boss every 
little thing about the house. He 
keeps so tight a hand on the purse 
strings that Amelia never feels free 
to buy so much as a pair of shoe 
laces without first obtaining the con
sent of her lord and master. Miss 
Louise well knows that she fierself 
never could stand for any such petty 
and altogether unnecessary tyranny.

Thus this philosophic spinster con
soles herself, for she wisely reflects 
that had she married, she would not 
have been likely to obtain a husband 
better than those of her sisters, and 
might have found herself yoked up 
with a man of far graver failings 
than are manifested by any one of 
her three excellent brothers-in-law. 
She never has occasion to go outside 
the family for means of consolation ; 
but if she did she easily could find 
additional material, in the husbands 
of her friends and acquaintances with 
whom she has no ties of blood.
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Since there are many spinsters in 
the world situated much like Mass 
Louise, her unique method of solace, 
simple, efficacious, and yet entirely 
harmless, is passed along for what 
it is worth. A side moral may be 
drawn by any husbands who may 
glance over this page, to the effect 
that if they are of the kind that 
makes" the observing bachelor woman 
well satisfied with the life which Fate 
has decreed for her, it would be well 
for them to mend some of their little 
ways.

In justice it must be said that 
many bachelor men find recompense 
for their solitary condition, and con
firmation of their purpose to remain 
single, by consideration of the obvious 
failings of the wives of their rela
tives and friends. Quillo.

Wurra! Wurra!
There is a cheerful Irishwoman on 

the East Side whose husband is a con
firmed hypochondriac.

“Good morning, Mrs. Clancy,” said 
a friend, as they met at market. “An’ 
how’s the family?”

“They’s all doin’ well,” said Mrs. 
Clancy, “with the exciption of me ould 
man. He’s been enjoyin’ poor health 
now for some tim*e; but this mornin’ 
he complained of feelin’ better.”

OFFICE O U TFITTER S
loosf lea f specia lists

The„ Co.
237-239 Pe«rl St. (ne«r the bridge) Grand Rapids, Mich.

WHY Michigan People should use 
~  Michigan Flour made from 

Michigan Wheat

I If excels all other flours in flavor.
2—It excels all other flours in color (whiteness.)
3 It excels all other flours for bread making.

excels all other flours for pastry making.
5—It requires less shortening and sweetening than any other flour.
6 It fills every household requirement.
7 Michigan merchants should sell, and Michigan people should buy

Michigan flour made from Michigan wheat for every reason 
that can be advanced from a reciprocity standpoint.

H
A C Q U I R E  T H E  H A B I T

C I T I Z E N S  F i P S T ”
Copper Metallic Long Distance Cir

cuits connect with over 200,000 Tele
phones in Michigan: Detroit, Lansing, 
Jackson, Holland, Muskegon, Ludington, 
Traverse City, Petoskey, Saginaw, Grand 
Rapids, and All Intermediate and Con
necting Points.

C I T I Z E N S  T E L E P H O N E  C O M P A N Y



April 7, 1915
M I C H  I G A N  T R A D E S M A N

THE MEAT MARKET

Freezing Sweetbreads.
This is a delicate piece of meat and 

practically the only one in the pack- 
ing house that improves by being im
mersed in water. The sweetbread 
should be cut out when the animal 
is stuck, thereby avoiding the dan
ger of it becoming bloody and dis
colored. After it has been washed and 
all the fat trimmed off it should be 
put in ice water in the cooler and 
there held overnight; the next day it 
is ready for shipment and should be 
packed in ice.

If sweetbreads are to be frozen they 
should be allowed to drain properly 
before being placed in the freezers. 
A low temperature is very necessary 
for the preservation of sweetbreads in 
order to have them come out in the 
best possible appearance. When froz
en quickly they retain, a bright clean 
appearance when thawed out. If they 
are frozen slowly they turn to a 
slate color when thawed out and have 
a very undesirable and unwholesome 
look, which materially operates 
against their being disposed of to ad
vantage.

As soon as shad make the market 
butchers should feature it, as they 
will find a large number of ready 
buyers. It is a good, profitable busi
ness and only needs to be gone after 
to get it. Are you alive to your op
portunities?

Western or range cattle yield a very 
small proportion of sweetbreads, they 
being undeveloped by the animal 
when living in its natural state. Cat
tle which have been fattened in feed 
lots yield the largest sweetbreads.

The Shad Season Nearly Here.
Fresh caught shad will soon be a 

feature of practically all fish depart
ments. And this leader among food 
fishes is surely welcome.

Shad is found all along the Atlantic 
Coast, from the Gulf of Mexico, clear 
up to Maine It is one of the really 
important fisheries, for although cod 
is larger and yields a greater value, 
it is confined only to one section and 
necessitates expensive equipment and 
lengthy trips for the fishermen. On 
the other hand, shad is ,a fish that is 
caught in the sea’s tributaries, close 
to land, and the rivers that run into 
it.

It reaches the seaboard market al
most immediately and those of the in
terior in a very short time. This 
means freshness and quality—two 
things to be desired above all others 
in the sale of fresh fish.

THE FINISH OF JOHN TRUSTEM, THE BUTCHER

a c S t “ ” " ”  sodaHv S  a " " ? •  \ ”b"rb“  ‘««n;And as they wer* Vll "y °f ?e,ry h,gh ren°wn;
Naught but the finest ! K re!; wltl?°Vt regard to price,mir tne finest of the fine their palates would suffice.

They telephoned1 him galore;
And when they gave a d in n erL  homes and gayly ordered more; 
Their orders we5  so V ™  fre(*untIy. th  ̂ case,e e so lavish tha* he wore a smiling face.
His busy wagons flew around delivering the

he money he was making only showed upon his books 

To them that marie £ & £ £ % £ $

He trusted them and Providence tVmYke^?"rigOY’some day

£ h" c o L ir ™ «  hiT payments ' S e ^ d l ' T  7  b° ° ^
For as his stylish customers mist keep a stylishVcale’ and Cr°°ks> 
They couldn’t pay their butcher, and of S r s t  he h'ad fail.
And so the common sheriff made a business call nno a..

And S m ^ S S A S S S T J I S  f  ̂To those who love give , E '  S  “ E ?  & ? , '
______ ‘ Butchers’ Advocate.

Dry Salted Meats
Get ready a barrelful of 100 de

gree pickle. Take the meats and 
drop them into the* pickle, take 
them out and put them into
a salt box and run a little salt 
over them. Then pile the cuts up, 
flanks up, sprinkle two ounces' fine 
saltpeter over the pile; shake a small 
handful over the top. In packing 
hams lay them left and right, in or
der to let the pickle run down the 
joint;  ̂then, in five days, overhaul 
them in a box. Always try to save 
the pickle that the hams make and use 
this pickle on the hams again; then 
rub them lightly with salt and lay 
them on a pile. In about ten days 
overhaul them again. If your tem
perature is steady at, say, from 36 to 
38 degrees, you can let them stay 
fifteen days. Use fine salt again when 
overhauling them. They are ready 
to pack any time after the twenty- 
fifth day, as they cure in shipment.

Care of Knives.
There is no reason why the grind

ing of his knives and cleavers should 
not be done by every butcher himself. 
In this way, better results are ob
tained, and the cost of the work re
duced. A grindstone and oilstone, 
which are necessary, do not cost very 
much, and knives when properly treat
ed last much longer. In grinding a 
butcher knife the grindstone should 
be kept wet, and the work carefully 
done. After the grinding is finished 
the oilstone should be used.

To Examine Butchers.
Creation of a sanitary commission 

to examine and license retail butch
ers is provided in a bill recently in
troduced in the Kansas State Legis
lature. The measure is in accordance 
with what the Retail Butchers’ As
sociation has recommended and pro- 
vdes for strict supervision and regu
lation of all the retail butcher shops 
in Kansas. It also calls for an ex
amination of all applicants for li
censes concerning their efficiency as 
meat cutters.

Greenish Oleo Oil.
There is no reason why oleo oil 

should show a green color if the 
proper seeding trucks are used and 
there is no moisture in the stock 
which would have the effect of a 
greenish cloudiness in the oil. Look 
up the work from the time the tal
low goes into the hasher, and look 
closely at the temperature, especial
ly the temperature at which it is tierc-

ed and the refrigeration it is put into. 
Certain grades of cattles will make a 
poor oil, but not a greenish one.

Tips should be outlawed in every 
meat market. They hurt the custom
er, the clerk and the master butcher. 
They result in favoritism being shown 
to the first, disregard of their duties 
by the second, and waste to the third. 
A clerk who becomes a confirmed tip 
hunter is a source of loss. He saves 
the best cuts for his own particular 
friends. The writer has seen a clerk 
of this type deliberately go back to 
the box and get a fresh loin of pork 
while there was lots of loin partially 
cut on the benches. Such procedure 
means a large number of odd pieces 
in the market and a full scrap box. 
If a clerk will not stop taking tips 
from your customers, discharge him, 
no matter how good a workman he 
may be, for he is an expensive propo
sition at any price.

When you hire a man, put him at 
what he is best fitted to accomplish. 
A good salesman and a good meat 
cutter are rarely found in one man 
Under these conditions there should 
be a division of labor in the market 

the man who is the best salesman 
should be given as much of the selling 
as possible; the man who is the good 
cutter as much of the cutting as pos
sible. In this way both of these 
equally important departments will 
be well taken care of and neither half 
bungled, as is often the case when 
each clerk tries to do everything.

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

Sea Foods and Lake Fish
of All Kinds

Citizens Phone 2124 B ell Phone M. 1378
1052 Ottaw a A ve ., N . W . Grand Rapids. Mich.

AS SURE AS THE 
SUN RISES

Voigt's
CRESCENT

FLOUR
Makes Best Bread 

and Pastry

% TANGLEFOOT 4*
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.
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FOLLOWING AN ORDER

As It Goes Through a Country Job
bers Store.

In these times of increased costs 
of doing business without increased 
profits—with increased competition 
that is pushing aside our friend the 
corner grocer—I invite you for “a 
walk through a country or interior 
wholesale grocery establishment, with 
an order sheet” containing an order, 
which one of our salesmen has work
ed hard to secure. The hope is that 
we may get an idea that will benefit 
Us in our own establishment, or a 
suggestion that may save labor, re
move temptation from our employes, 
correct a habit formed or possibly 
suggest a remedy that will lessen our 
work and thereby save us some items 
of our expense account.

Most of us pretty generally employ 
traveling salesmen. The careful, 
hardworking salesman who turns in 
profitable business is paid accordingly. 
The present day salesman is a dif
ferent fellow from what he was a few 
years ago. Much more is expected 
of him. He must not only be a sales
man, but a collector also; he must 
have the intelligence as well as the 
wisdom to accept the credit man’s 
viewpoint, even though the latter has 
never seen the salesman’s customer.

Such a salesman has a right to ex
pect that his orders will receive equal
ly intelligent handling when it gets 
to his house, and to feel that the ex
penses of his house are not crowding 
so hard that some day he must face 
a proposition of accepting a lower 
salary, because they are increasing; 
for, in the end, the high cost of do
ing business is going to worry all sales 
departments.

While we are walking through this 
store, please make a pencil or mental 
note of anything that interests you, 
for this is the purpose of this paper.
In this house we are going through, 
the first man to handle the order 
after it is turned in by the salesman 
is the credit man, who passes upon 
it for credit. I suppose few of us 
to-day allow orders to go through 
without some responsible person 
knowing something of the customer’s 
standing passing upon it. The saving 
here is enormous. If there is any 
place in the activities of a wholesale 
establishment where “an ounce of 
prevention is worth a pound of cure,” 
it’s in this particular stamp of the 
credit man. The nearer the cash 
basis plan we come the better we do 
our best work.

It’s here where your open accounts 
are going to show forty-five, seven
ty-live or one hundred and twenty 
days. If you act wisely here you 
will never hear a man say: “If you 
hadn’t been so easy and free with me 
in granting your credit I would not 
have been so lenient with my cus
tomers, and I consider it your fault 
that I failed.” I hope you have not 
lost sight of the importance of this 
mark on the order sheet. If you have, 
and still feel it is of little or of no 
importance, I fear you have lost what, 
to my mind, is the most important 
thing we will find in our walk.

The next move of the sheet is for
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the O. K.” of the sales manager, or 
stockman, who examines the order for 
correct naming of the brands, sizes, 
etc. A “case of salmon” is not suffi
cient. There are several brands and 
grades of salmon in stock. If the 
item is priced, is the price correct? 
The man familiar with your stock and 
prices quickly corrects the order im
proper interpretation in the shipping 
department. You are not then both
ered with the porter enquiring what 
is meant or what should be sent. Not 
to do this is a fearful waste of time. 
Why should orders be sent to the 
shipping room for interpretation by 
those who have no right to decide 
what the salesman had in mind.

The sheet is now passed to be num
bered, for in this house a specially

and must account for every order 
that has passed your desk.

The order sheet is now on its way 
to the shipping room, and 250 to 300 
orders have had the above atten
tion, taking not more than an hour's 
time, and this time distributed over 
the entire day’s work.

The sheet is now in the hands of 
the porter for filling. Let us follow 
h’m. He is a pretty useful, fellow, 
places his sheet in a holder, and after 
glancing it over, decides what floor 
he starts for .to get his items. This 
particular store has an elevator and 
each floor has several platform trucks 
narrow enough to pass through the 
aisles. All goods on the order are 
placed on the truck and taken to the 
elevator shaft (it being understood

THE BILL JONES STORE.
Bill Jones, as he was commonly called 
Was partially gray and nearly bald 
in stature he was tall and slim,
But listen! Bill Jones had the vim.
His age was sixty-five or more 
And for years with bis wife had kept a store, 
ineir stock was varied as one seldom sees 
Prom Battenberg lace to Schwietzer cheese.

Hoes, shovels and forks, dill pickles and prunes, 
l ea cups and saucers and silver spoons, 
iNo matter what you used or wore 
Could always be found at the Bill Jones store.
One day Bill’s wife took sick and died 
His faithful partner left his side 
No children had come to bless their home, 
bo the poor old man was left alone.

Sad and discouraged he struggled along,
But everything seemed to go dead wrong,
He lost his nerve, he lost his vim,
And the future sure looked dark to him.
He thought and pondered which was best 
To sell the store and take a rest,
Or plod along in the same old way 
And mourn his loss from day to day.
So Bill sold out and got the dough,
But in about three months or so 
From the day that he had made the sale 
Our good friend’s health began to fail.
And it was not very long before 
He knew his trials would soon be o’er,
One summer morn at the break of day 
With but a sigh Bill passed away.
His friends were legion far and wide 
And we laid him at rest by his partner’s side 
Their genial faces we’ll see no more 
But we’ll ever revere the Bill Jones store.

F. B. Russell.

ruled book is used, called a register. 
The ruling is for number, name, 
ledger, folio and amount, and as the 
sheets are numbered consecutively 
as they come in the name is placed 
opposite the same number in the reg
ister. Every order must go on the 
register before being sent out to the 
shipping department. By this plan all 
orders are accounted for. No order is 
worked on unless it has a number, 
hence the order cannot be misplaced 
or lost, either before or after ship
ment, without the office knowing it 
before the books are closed for the 
day. The sheet must come in filled 
or unfilled. If unfilled it takes a 
new number for the next day. When 
the day’s shipping is over you know

that all men are working on the same 
railroad as far as possible).

When the order is completed we 
find that opposite each item on the 
sheet is the mark of that particular 
porter, to fasten his responsibility. 
The sheet is then taken to the ship
ping clerk, when a shipping receipt is 
made out. In the meantime the trucks 
are brought to the shipping floor. 
When the shipper is ready the goods 
on these trucks are called to him, 
giving the names and contents of 
packages, and loaded direct to de
livery truck. The order sheet getting 
the signature or mark of the shipper 
makes the tracing complete. Thus 
goods are handled twice to complete 
filling.

The sheet is then passed to the
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office, where extensions and footings 
are made, then typed on a billhead. 
The sheet and bill are then passed 
to an examiner for comparison and 
examination for errors in extensions 
and footings. If correct, it is again 
lettered by the examiner and the bill 
put in an envelope ready for mail
ing.

The total of the order is then plac
ed opposite name and number on the 
register mentioned before, and from 
the register the amount is posted to 
the ledger to the customer’s account, 
with date and number given it with 
amount of the sale.

The register is added for the sales 
of the day, and the ledger clerk, who 
has placed a marker in each sheet 
where a charge has been entered in 
his ledger, quickly takes off the 
amount posted and a balance is made 
with the register. I w;sh to state 
that a trial balance is taken from this 
ledger each day and a final balance 
each month. In this way practically 
all errors are detected daily and no 
difficulty encountered for final bal
ance.

The next morning the profit on this 
order is extended and within a few 
hours the profit of the previous day’s 
business is known, as well as the pro
fit on each individual item. The 
sheet is then filed in a binder, numer
ically, and can be located in a mo
ment.

Thus we. find that the order has 
had individual attention, checked and 
rechecked to avoid errors and deliv
ery of the items to the grocer under 
the best thought and attention that 
the house is willing to provide 

In following this sheet through this 
country jobber’s store have we found 
anything to suggest the betterment 
of our own handling of orders? If we 
have, the time spent in recording our 
impressions will not have been spent 
in vain and one of the objects of our 
getting together accomplished. 

m Arjay Davies.

Men with swelled heads always have 
room for more brains.

1

A Safe Match
Means a Safe Home

Every responsible grocer wants to sell his cus
tomers matches which are nothing short of the 
safest and best made. Thereby he safeguards the 
homes of his community.

Any grocer who is not handling "SAFE HOME” 
matches, should take steps to do so at once. Ask 
any wholesale grocery salesman about them or 
drop a line to the manufacturer, who will have his 
salesman call and explain their superiority.

Every “SAFE HOME” match is non-poisonous 
strikes anywhere, is extra strong and sure, is 
chemically treated to prevent afterglow when 
blown out, and is inspected and labeled by The
iilldcrwriters^JLaboratories^Tiicoroorated. ■*

Made Only by

The Diamond Match 
Company

1



T H I R T Y - T W O  D I F F E R E N T  S T Y L E S

A r0 P

Martha 
Washington 
Comfort Shoes

4 7 0  Ladies Glazed Dondola 
Martha Washington, Patent Leather 
Tip Stay, Medium Wide Toe, Turn 
Sole. C-EE, 2^-8.

4 7 6  Ladies' Glazed Dongola 
Martha Washington, Plain Wide 
Toe, Common Sense Last,Turn Sole 
E-EE, 3-8.

No. 6 9 -Ladies’ Glazed Dongola 
Martha Washington, Patent Leather 
Tip Stay, High Cut, Medium Wide 
Toe, Turn Sole. D-EE, 3-8.

f I ^HE line of Martha Washing
ton Comfort Shoes has been 

greatly increased.
This premier line of Comfort 

Shoes now contains a handsome 
array of Buttons, Balsand Bluchers 
besides the former Side Gore num
bers—thirty=two different styles 
in all in regular heights and 
Oxfords.

Never before has such an opportunity for big busi
ness m Comfort Shoes been offered the shoe trade.

This new line has immediately taken on the mo
mentum gained by years of persistent advertising. The
K ^ th? ^ asliingLt()I1 is. the greatest special and the 
biggest seller in the entire shoe trade.

Martha Washington sales are doubling. Dealers 
^cognize the advantage of handling this line 

and the benefits to be derived from Martha Washington 
publicity, popularity and quality.

Order today to insure prompt deliveries.
Last minute orders will undoubtedly be 
delayed. Write for catalogue.

F. MAYER BOOT & SHOE CO.
MILWAUKEE, WISCONSIN

No. 468—Ladies’ Glazed Dongola 
Martha Washington, Four Straps 
and Beaded, Patent Leather Tip 
Medium ^Wide Toe, Turn Sole.

477—Ladies’ Glazed Dongola 
Martha Washington,Patent Leather 
Tip Stay, Medium Narrow Toe 
Rubber Heel, Turn Sole. D-EE* 
2^-8. ’

2®;tu74wLav?es Glazed Dongola Martha Washington, Lace, Patent 
Leather Tip, Wide Ankle, Turn 
Sole. EE, 3-9.

T7 Ladies’ Glazed Dongola 
Martha Washington, Blucher, Stock 
Tip, Rubber Heel, Medium Toe, 
Turn Sole. EE, 3-8.

JJ°* T5—Ladies’ Glazed Dongola 
Martha Washington, Button. Stock 
Tip, Medium Toe, Turn Sole. EE, 
3-8.

S 0- 1 ̂ N u rse s ’ Glazed Dongola 
Martha Washington, Bai, Stay
EE ’ 3-?UbbCr Hee1’ Tum SoIe’



Mutual Relations of Manufacturer and 
Retailer.

(Continued from last week.)
Every time we do anything for any 

reason which affects the purchasing 
power of the people, it eventually pro
duces hard times, and we feel it in our 
factories and retail stores. We are all 
one country! When they have a fail
ure of the. citrus crops in California, 
and take a loss of thirty million dol
lars; when the steel mills of Pitts
burgh are operating 40 or 50 per cent, 
of normal it isn’t enough for us to 
say, “We’re sorry; but we are glad 
it isn t ours, as we don’t live there,’’ 
because in every instance what is good 
for one section of the country is good 
for another, and what is bad for one 
section is fully as bad for some other.

Why Shoes Cost More.
The tendency of the times is sure

ly indicative that the price of shoes 
will advance. There was over three 
million dollars’ worth of leather ship
ped-from Boston to foreign countries 
in last November alone, as against 
three hundred thousand a year ago. 
Foreign orders received for men’s 
footwear are consuming large quanti
ties of materials, which will have a 
sympathetic effect, and prices will un
doubtedly continue to advance in in
creasing ratio. This was bound to 
happen, being simply a question of 
supply and demand, as in proportion 
to the increase in population there are 
less cattle, and the'usages of leather 
are increasing. The situation became 
acute when the war broke loose, and 
no one can foresee the end.

As a few illustrations, I will cite 
the following: A few months ago 
welting for a woman’s shoe cost 4J^c 
a yard; lately it was 5J4c, and the 
present asking price is 7 to i y 2c. At 
a yard to the pair, this means 2y2c 
a pair—and you can’t get away from 
it. Union sole leather is 43 to 44c a 
pound; five years ago it was 30 to 
32c. The outer sole on a woman’s 
shoe is costing approximately 2c a 
pair more than it did a few months 
ago. Flexible split innersoles can not 
be purchased, in the same quality and 
grades, for less than 2 to 3c a pair 
more than we paid for them last Aug
ust. Some tanners hav quit putting 
splits into innersoles, and are finish- 
iug, stuffing full of oil, blacking and 
shipping them across the water to 
make army shoes out of.

Everything you do and buy costs 
more, and unless business improves 
soon, the added cost of overhead will 
affect the price of shoes materially.

Give and Take Spirit Needed.
The problems of the shoe business, 

both retail and manufacturing, are 
many and varied. They need careful

consideration, and a give and take 
spirit on the part of.both retailer and 
manufacturer. Neither ought to ex
pect too much of the other. We are 
doing business largely on the basis of 
good faith in each other. Materials 
used come largely from the backs of 
animals, and there is no uniformity in 
them. They are not like a piece of 
cloth, of which you can buy thou
sands of yards and then get more if 
you want it. The business is done on 
altogether too close a margin of profit 
for both manufacturer and retailer.

There are many retailers who ap
parently do not know the cost of op
erating, and whether or not they are 
making a profit until they take inven
tory once a year. The bright ones 
have a system whereby they can tell 
their profit at least every month. The 
average shoe store makes a fair profit 
during three to four months each sea
son, but throws the great bulk of it 
away in clean-up sales. The cleverest 
retail man I know sets aside every 
month an expense reserve on sales of 
1 per cent. When he has his clear
ance sale he charges the loss against 
this reserve, so he knows where he 
is at all times, and is not confronted 
at the end of the season with such 
an enormous loss on his sale that it 
practically wipes out the profit of the 
preceding four or five months.

Price Really Cuts No Figure.
The retailer has it in his power 

to help the manufacturer get a little 
larger profit, to which he is entitled, 
and should receive, by buying a little5 
better grade of shoes. No retailer 
can sell shoes at $5 or $6 if he doesn’t 
buy them, in the first place, to sell at 
those prices. If his entire effort is 
along the line of buying something 
at a price,” regardless of what it 

may be, and he keeps on trying to re
tail shoes at $3, $3.50 and $4.00, he 
is making it harder and harder all' the 
time for his manufacturer to turn out 
dependable merchandise, and easier for 
h’s competitors, who are selling good 
merchandise at a fair price, to take 
his trade away.

In the final analysis, price really 
cuts no figure—that is forgotten, and 
quality remembered! Women are 
paying more attention to their foot
wear than ever before. Style costs 
money—and they evidently want it. 
Why not make a proper charge for 
it? Never before have you had such 
an opportunity to lift the average 
grade of merchandise you are selling 
Progress in Retail Shoe Business. 
There is hope for both the retail, 

and likewise the manufacturing, busi
ness. Retail business is slowly, but 
surely making progress. It is finding 
its head and getting into the hands of

P E O P L E  who want QUALITY w ill seek the store that offers
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. Hard Pan
Lines are Supreme

They are QUALITY lines that have become /ustly 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 thev 
talk BERTSCH and H. B. HARD PAN shoes that in every c a ll  
the service given by the shoes w ill ¡ustify 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.

M erit-M ade Shoes
Shoes w ith  the quality  th a t 
appeals, and th a t makes good 
in service.

To satisfy  the la test demands 
in women's footwear, consult 
pages 24 and 25 of our new 
catalogue, which will be sent 
on request if you have not 
y e t received it.

Prepare to-day for a profitable 
to-morrow.

H i r t h - K r a u s e  C o m p a n y
G r a n d  R a p i d s ,  M i c h i g a n



stronger, more intelligent men—men 
who are making a study of the prob
lems which confront them and who 
are better merchants,-so that in time 
matters are bound to adjust them
selves for the better, rather than the 
worse.

Let’s strive together to bring about 
more stability in our business! Let 
the retailers discourage as far as may 
be the introduction of so many new 
styles and patterns all the time, and 
particularly in the middle of a season. 
Let’s all see if we can’t ease off a bit 
and not try quite so hard to “keep up 
with Lizzie,” because when business 
in this country revives and the retail 
business improves, which, in turn, 
will affect the manufacturer, just so 
soon will this proposition of continu
ally changing styles begin to be cur
tailed. The factories will then have 
more to do, and so will the last mak
ers, the retailers will be busy, and we 
will all stop trying to get the other 
fellow’s trade away from him by buy
ing something new and getting it first!

William L. Ratcliffe.
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Boomlets From Bay City.
Bay City April 5.—The West Side 

merchants held their second annual 
opening last Tuesday evening and it 
was a great success. About 10,000 
people visited the stores and were de
lighted with the splendid display of 
seasonable goods. The West Side 
merchants are “live ones.”

A A. Forsyth, of our city, has be
gun the manufacture of fresh air cot
tages. They are intended for use in 
the treatment of lung and throat dis
eases and are also adapted to summer camps.
• Ti e bus germ is in evidence
m Bay City and, as a result of its 
works, a line of jitney busses will be 
operated by the Robinson-Daunt company.

The Bay City Board of Commerce 
has succeeded in securing subscrip- 
tions amounting to more than $33,000, 
which insures the bringing to Bay 
City of the plant of the Kuhlman 
Electric Co. The architects are al
ready preparing plans and specifica
tions for the new factory which will 
be occupied by this company.

F. R. Hathaway, general manager 
of the Michigan Sugar Co., in a lec
ture here recently, gave many inter
esting facts regarding the cultivation 
of sugar beets, which will be of great 
practical benefit to those who ate in
terested in this Michigan industry.

Our city gets another woodworking 
plant. The Bigelow-Cooper Co. has 
been incorporated with a capital of 
$150,000 and will erect planing mill 
and hardwood flooring plant.

At a meeting of the Grocers and 
Butchers Association, held last week, 
it was decided to purchase as many 
locally made products as possible.

C W. Taylor, Millington, has sold 
his interest in the Peoples Store to his 
partners, J. A. Payne and F. E. Quig
ley.
. E. J. VanSickland, Clifford, is clos
ing out his stock of shoes and dry 
goods, preparatory to retiring from 
business. *

S. K. Warner, Linden, has decided 
to sell his stock of general merchan
dise and devote his time to farming, 
in which he is heavily interested. One 
by one of our customers escape our 
clutches, but scorching* for another 
victim gives zest to the business game.

The value of the chloride of potash 
and chlorate of soda which is man
ufactured annually in Bay City sur
passes the $500,000 mark. The chem
ical concern which madees the two 
produces over 30,000 hardwood bar
rels in which to ship the products.

Pub. Com.

Some Advantages of Municipal Own
ership.

Cleveland, Ohio, April 5.—After 
reading the article by Paul Leake on 
Municipal Ownership in your issue 
of March 31, I cannot refrain from 
comment on the many misleading 
statements contained therein. Mr. 
Leake must not have been aware that 
the Michigan Tradesman’s circulation 
is not confined to Michigan alone but, 
belying its name, I note that it cir
culates largely in several other states 
among them Ohio, else I scarcely be
lieve he would have written as he did 
He singles out Cleveland particularly 
as being a city oppressed by municipal 
ownership. We must admit that mu
nicipal ownership has gained favor 
here. In the beginning it was used 
merely as a club to hold over the 
heads of several public utilities, main
ly the Illuminating Co., whose rates 
tor electric light are way too high 
as evidenced by the large dividends 
which that company pays its stock
holders. Municipal light is sold 3c 
per kilowatt for residence use, which 
rate is about one-half that of the 
Illuminating Co. Regardless of what 
Mr Leake may say about the paper 
profits and actual deficits of municipal 
light, the returns are considered very 
satisfactory by Cleveland people, as 
shown by the re-election of Mayor 
Baker, whose campaign was based on 
the promise of the extension of mu
nicipal light. The Cleveland Com
mon Council has protested against 
the high rates of the Illuminating Co. 
before the Utilities Commission. The 
next step in protest of this nature is 
to take a physical valuation of the 
property of the utility to determine a 
fair rate. This valuation was soon 
be?un under the supervision of the 
Utilities Commission. Not long after, 
however, a new Legislature came into 
being, which gave ear to the pleadings 
° f a . str,ong electric light lobby and 
cut the force working- on the various 
valuations in half. This means that 
the valuation will not be completed 
u ?,e,veral years. In the meantime 

the Illuminating Co. will continue to 
receive its exorbitant rates unless the 
municipal light plant is sufficiently en
larged to bring about a reduction in 
rates through competition. However, 
there is some talk of buying the II- 
luminating Co. outright. Several couti- 
cilmen who have not relished the re
cent actions of the electric light lobby 
to delay an equitable adjustment of 
rates have this plan under consideration.
. Mr. Leake deplores the appropria

tion of $97,000 for confectionery 
stands in Cleveland parks. He fails 
to mention that these same stands re
turned a handsome profit on the out
lay last year, besides guaranteeing to 
the citizens the cleanliness of the ar
ticles sold. He deplores the extrava
gance of $13,575 3c municipal dance 
halls, but he fails to mention that for 
every dollar expended considerably 
rnore than a dollar came in through 
these dance halls. ,

There are drawbacks to municipal 
ownership in the United States. Here, 
as elsewhere, it furnishes many po
litical jobs. Civil service is being ex- 
tended to take care of this, however. 
With all its faults, Cleveland people 
consider it distinctively worth while, 
as evidenced by the continued support 
they have given candidates pledged 
to municipal ownership. The people 
ot Cleveland do not believe in Mr 
Leake s dismal croakings. I should 
not be surprised if the city soon took 
over the Illuminating Co. in its en
tirety, for Cleveland has already 3c 
car fares, 3c dance halls, 3c light in 
some sections and we find it good. g 
. We are proud of Cleveland’s reputa

tion as a city of civic righteousness— 
as the city on a hill.

L. H. Boynton.

The “HARVESTER”
A Rubber Sole Work Shoe

Be sure to  get th is shoe into your stock very  
soon for spring.

I t will make you business and show 
you a good profit.

Brown Duck w ith 
Gusset

H eavy G ray Rubber 
Sole and Heel

Makes a great shoe for m any kinds of hard work. 

Price is $1.35, less 5% 30 days.

Hood Tennis Lines
are full of these modern ideas that create 

business.

G ta d  JfepidsShoe & Rubber io.
The Michigan People Grand Rapids

“The man who does to-day is al
ways far in the lead of the man who 
promises to do to-morrow.”

Late Spring Sellers
No. 2486

Sand Shade Cloth Top 
Patent Vamp 

Goodyear Welt

No. 2479—Same in Button

Price $2.25

No. 2486

These boots will be in great demand all 
through the spring and early  summer months. 
We have them. Order now.

Rindge, Kalmbach, Logie Company
“Makers of Shoes that Wear’ Grand Rapids, Mich.
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Clothing Merchants Must Face Facts 
in Rising Costs.

Government statistics show that the 
total percentage of expenses to sales 
for a retail clothing establishment is 
23.27J including:
^ ent ............................................ 3.04
Salaries .................. ....................  9 49
Advertising ................................  3 16
Heat and Light .........................  62
Delivery ........................................... .
Supplies ........................................... .
Insurance and Taxes ...............  i .07
General Expenses ......................  2.31
Depreciation and Shrinkage ....2.16 
Bad Debts ....... ...............................

Compared with this dry goods 
store’s percentage for the same items 
is listed at 23.05 per cent.; grocery 
at 17.91 per cent.; vehicle store, 17.44 
per cent.; variety store, 17.76 per cent.; 
hardware store, 20.41 per cent.; drug 
store, 24.65 per cent.; furniture store, 
26.51 per cent.; jewelry store, 26.81 
per cent.; jewelry department, 22.9; 
wholesale jewelry store, 18.2 per cent.; 
shoe store, 23.22 per cent.

What it costs to sell the goods: 
Readjustments are taking place in 
policies and methods of distributing 
goods. In certain directions the 
wholesaler sees his importance dimin
ishing. Just as evident is the tend
ency on the part of the metropolitan 
merchant to make his own goods. 
And in another field some retailers 
think they are losing out against the 
chain store or direct selling.

Every owner and manager realizes 
these conditions. The wholesaler 
gets small-lot orders, the manufactur
er with private brands confronts sub
stitution and price-cutting, and the re
tailer struggles with style changes, 
The problem is broader than busi
ness. It touches the pocketbook of 
the individual consumer. It is inter
woven with standards of living and 
the economic development of the 
United States.

The one big, tangible fact under
lying all this unrest in distribution is 
rising costs. Everyone knew costs 
were rising. Many had records with
in their own concerns which helped 
them hold down their costs. But few 
could see these standards in compari
son with other owners and managers 
in the same and different lines. Now 
that a group of such standards has for 
the first time been brought together, 
salaries and wages show as the high
est single items in every line cover
ed by an investigation which has tab
ulated the actual costs in nearly one 
thousand retail establishments. Nat
urally, therefore, examination of this 
item of help, as compared with rea
sonable averages, has been fruitful of

savings and increased sales effective
ness in many stores.

Losses of supplies and stock worth 
$439.34 from each clerk’s routine work 
were recently discovered by John I. 
Bellaire after he had carefully tabulat
ed a year’s leaks in his store at 
Blaney, Michigan. By re-weighing 
typical sales without warning, and es
tablishing the most economical stand
ards for the use of supplies, he found 
that an eighteen-dollar-a-week man 
was destroying profits equal to 45 
per cent, of his wages.

Investigations recently made among 
retailers in four states show that they 
are using, either consciously or un
consciously, common methods in 
working out this responsibility for 
getting more profit out of their sales
men. Men employing thousands, and 
men paying off only one or two on 
Saturday night agree that to secure 
the best results from a salesman he 
needs to be given the right attitude 
toward three fundamental conditions. 
These merchants expressed their ideas 
in different words, but the underly
ing thoughts always centered on the 
same three conditions.

The first condition, giving the 
salesman an idea of what is going on 
in the store, was strongly emphasiz
ed by one of four brothers who have 
made an Indiana store pay well for 
over half a century. “I take every
body in the store into my confidence 
in regard to sales and profits,” he 
says. “Of course, I only do it in a 
general way, but I go far enough to 
make each one understand that I want 
to make a manager of him some day.
I tell them about the store policy 
and in that way stir their ambition.
I also tell him about the advertising 
and ways to meet mail order compe
tition. Every human being has a de
sire to accomplish something, and I 
make use of that desire. My clerks 
are just naturally careful when I ex
plain the effect losses will have on 
their own wages, if carried too far, 
and demonstrate that I am ready to 
overlook mistakes not of the heart.
If I make changes, I talk over the 
conditions with them.”

That clerks must understand their 
responsibility is the second condition 
declared to be fundamental. The 
third of the conditions found helpful 
in making clerks worth more pre
scribes that they be materially inter
ested in the store’s profits. This is 
usually done by giving them some of 
the profits in forms other than wages, 
such as bonuses, percentages and com
missions, or a direct share of the net 
profits. An Iowa shoe store has cut '
1.7 per cent, off the cost of dome

business by paying the salesmen $10 
a week and a commission of 5 to 10 
per cent, on their sales, instead of 
$15 to $25 a week as straight wages. 
A Minnesota dealer raises the wages 
of his men arbitrarily until they have 
been with him five years, and after 
that he gives them 1 per cent, of their 
sales. He has the veterans out to 
his home on Christmas day to get 
their percentage checks. One of the 
largest stores in Boston divides half 
the net profits among the employes, 
and Frank M. Low is working out the 
same plan in his shop at Portland, 
Maine.

Getting the most out of clerks, after 
the three fundamentals of store 
knowledge, responsibility and prdfit 
have been cared for, becomes large
ly a matter of fair dealing. The can
vass of retailers in several states 
showed that they consider it wjse 
carefully to avoid any appearance of 
paternalism.- They tell their employes 
that they are glad to hire them and 
want them to be glad to take the 
work. They use every opportunity to 
encourage clerks to hand in sugges
tions or come to an executive with 
complaints. They avoid discouraging 
employes, or reprimanding them be
fore others. Eighty-six of these mer
chants stated that they prefer, when 
possible, to mold their men instead 
of hiring them “ready-made,” because 
previous experience may have been 
secured from one or another of the 
generous proportion of retailers who 
fail. Without an exception they fa
miliarize themselves closely with the 
work they expect their employes to 
do; treat their selling force with the 
consideration they themselves would 
desire from superiors; and make the 
work of the cheapest employes large
ly routine.

Is it possible to figure what percent
age of his sales a clerk should cost, 
handled according to these success
ful methods? Not unless individual 
methods are carefully considered. For 
instance, a shoe salesman is known to 
have sold $30,000 worth of shoes a 
year at a very expensive location in 
New York. Yet two men and a boy 
sell at the rate of $149,000 a year, 
one-half on charge accounts, in a little 
“woods store.” But it took them from 
fourteen to sixteen hours a day. An
other country store keeping open un- 
ail 8 o’clock at night sells $65,000 
worth of stock a year, with one girl
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to help the owner, while it requires 
six men to handle trade worth $120,- 
000 in a neighboring city. A thous
and miles from the city where these 
six men work, two men are selling 
within $5,000 of their record at a sales 
expense of only 5.5 per cent. There
fore, it is impossible to say that a cer
tain silR salesman should be paid, let 
us say, 7 per cent, of his sales. But 
it is possible to fix general averages 
for the selling expenses in various 
lines and to find for comparison the 
cost of handling a yard of silk in any 
particular store. It is possible to 
show that the most meager salary 
may be the most expensive one on 
the payroll and that the salesman who 
is paid heaviest in proportion to sales 
is doing the most to guard the store’s 
reputation, watch its stock and pre- 
serve neatness. A New England de
partment store owner paid until last 
year only $35 a week to a buyer in 
charge of an investment of $35,000. 
At the suggestion of a shoe manufac
turer he hired a man worth the $50 
he asked. The sales increased 16.5 
per cent.

When the relation of wages to the 
sales volume becomes abnormal, care
ful retailers investigate for causes and 
attempt to secure normal conditions. 
Since the profitable salesman markets 
both his services and the stock, re
ductions in the proportion of his sales 
taken by pay are possible either 
through these two values which he 
sells, or the two equivalents of money
used by him in making any trade_
time and supplies. The retailer there
fore who finds it necessary to reduce 
the amount of his sales taken by the 
payroll, watches goods, time, supplies 
and services.

Time and supplies are probably the 
most important of the equivalents for 
money handled by employes.—Wheel
er Sammons in System.

The High Rent Problem Is Solved.
Tfi£ Glasgow Woolen Mills moved 

out of town. Why? Because their 
rent was so high. The same salesmen 
and tailors moved upstairs and save 
$2,000 a year in rent. Just a few extra 
steps will give this saving to our cus
tomers.

Come in and see our woolens and get 
our prices. Glasgow Tailoring Co.
54 Monroe Avenue. _Adv.

u STYLES THAT SELL”
SOFT

&
STIFF HATS

THE
NEWLAND

HAT

STRAW GOODS 
&

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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Some of the Effects of War in 
Michigan.

Written for the Tradesman.
While the war in, Europe affects 

Michigan profoundly, as it does every 
other state and every land under the 
sun, the industrial situation is relieved 
here and there by a ray of light 
across the gloom. For example, take 
potash, a necessary element as a fer
tilizer of soils, required in making all 
soft soaps, in producing chrome tan 
leathers and used in many other 
ways. The world has been a helpless 
babe at the feet of Germany and her 
potash mines for many years and 
now that we must look elsewhere for 
this valuable mineral, what is the re
sult? Our chemists and manufactur
ers are getting busy and have already 
found a number of ways to extract 
potash from salt formations, from 
alunite and even from seaweed. Mich
igan manufacturers also will add to 
the available supply of “Made in 
America Potash” by use of wood 
ashes, so that muriate of potash, 
which has already soared from $40 
to $120 per ton, may soon be halted 
in its flight to prohibitive heights.

A factory is being built at Menom
inee and the firm has contracted for 
all the wood ashes made by the mills 
of Menominee and Marinette. The 
ashes will be placed in large vats and 
leached, the liquor being concentrat
ed and when in a molten state poured 
into forms to cool. It is put up in 
barrels weighing about 800 pounds 
each and will be sold principally in 
the East to chemical manufacturers. 
The ashes left after the potash is re
moved are still valuable for fertilizing 
purposes since they contain a high- 
percentage of lime. Thus a waste 
product of comparatively little value 

a produce that has not been of any 
use at all until recent years—will now 
be turned into money. The lumber
men of Cadillac, Bay City Ludington 
and other sawmill points of the State 
are watching the results at Menominee 
with interest and the new industry is 
likely to spread to all places where 
wood ashes are produced in any quan
tity.

The Hoover Steel Ball Co., of Ann 
Arbor, started operations two years 
ago with sixty men employed and 
now has 230 persons on the pay roll. 
Last fall th.e business was increased 
one-half and now a building, 60 x 256 
feet is in course of erection to take 
care of business that has heretofore 
gone to Germany. The ball that is 
being made is superior to the German 
product, so that the Michigan con
cern will hold its trade even though 
the war should end to-morrow.

The Crary Machine Works, of Ben
ton Harbor, recently shipped to 
Akron, Ohio, a machine of special de
sign to be used in the manufacture 
of rubber sponges. For years Rus
sia has held the secret process for 
making this class of goods, but with 
the coming of war her industries have 
been paralyzed. The Akron manufac
turers have formulated prescriptions 
and have made sponges of their own, 
but a machine was needed to crush 
them after they came from the bake 
ovens. Mr. Cfary, the Michigan man
ufacturer, was consulted and the re-
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suit is the “Americanization” o'f the 
rubber sponge industry,. The flat 
rubber sponges pass in on the revolv
ing apron of the crushing machine 
and go through heavy rollers that 
break up the air cells, rendering the 
product ready for trimming and the 
market. The Benton Harbor man 
worked almost night and day for five 
weeks to perfect the machine, which 
promises to revolutionize the rubber 
sponge industry of this country.

Bay City will profit as a direct re
sult of the European war, construc
tion being under way there for a $60,- 
000 plant to manufacture acetone, a 
product that heretofore we have been 
getting from Germany. The industry 
will be operated in connection with 
the wood alcohol plant there, the 
acetone being made from acetate of 
lime, one of the by-products in mak
ing wood alcohol. The chemical 
plants at Mancekma, Cadillac and 
other points are also running over
time in producing acetone for ship
ment to England, France, Italy and 
Russia.

The Ypsilanti Reed Furniture Co., 
at Ionia, has installed machines of 
special type for cutting rattan, a raw 
material that comes from the orient, 
largely from the port of Singapore.’ 
Rattan is long, trailing vine of the 
palm family, growing in dense, damp 
forests so thick that the sun’s rays 
cannot enter. This vine creeps or 
trails often for a distance of 600 feet, 
supported by trees and bushes. Na
tives in preparing same for market 
strip off the leaves by pulling the 
plant through a notch made in a tree. 
This raw material has been going to 
Germany for cutting and now that 
the war has stopped this industry the 
manufacturers in this country have 
been scrambling to get hold of the 
available supply. At the Michigan 
factory the machines first take off the 
cane—the outside—which is used in 
chairs, indeed in beds, case-goods and 
almost everywhere in furniture lines, 
and then the reed is cut and prepared 
for use largely in what are called 
summer goods. The new industry 
promises to be very successful and 
no doubt will be so well established 
by the time the war closes that 
Germany will have lost to this coun
try another source of profit.

The growing of willows in this 
country is being taken up seriously 
now, also the manufacture of fibre 
goods. Twisted Manila paper enters 
largely into the furniture that is being 
turned out in this State and this in
dustry is being stimulated by the 
interference with shipments of for
eign products.

So the blackness of the war horror 
is relieved here and there by these 
industrial gleams. Thrown on our 
own resources, we are proving equal 
to the occasion. Almond Griffen.
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Open an Account With Your 
Refrigerator

_  Dr ¡ T  T  Keep B°°ks °"  íour refrigéralo,! The result mar amase 
.n  ,h .B“ h0l  " V  % ”rl"g iB ¡“  eunsumpUon—charge It úp with 
all the perishable products which it allowed t .  spoil oc d e te rio re  l„ q„ .T t,

— * *  Check up and see where

McCray Refrigerators
because their s u p e rio rity "h iw b e e n ^ e m ^  s™res «hroughout the country
•"“vides for a constant, rapid c i r c u E  ofcold dry 2  *  / h e i r  construction
off through the water sealed drain pipe. A “ extensive fV *8 and,  odors are ca" ie d
Grocers Display Refrigerators are ready for your selection ^  ?!y« s ,and Sl*e* of McCray
will design a refrigerator exactly to meet your needs. C,l° n ° f  ° Ur S,aff of expert draughtsmen

W rite for C ata logu e
No. 69—For Grocers. No. 6 1 -F o r  Meat Markets. No. 9 2 -F o r  Residences.

No. 5 0 -F o r  Hotels and Restaurants.

McCray Refrigerator Company
775 Lake Street ,, „ ?  ,  JKendallville, Indiana

For Salesroom in Your City See Your Local Telephone Book
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He Knew How Himself.
Some of our business men have 

become so rabid on the subject of 
efficiency that they call to mind the 
individual who, finding his book-keep
er engaged in kissing his stenographer 
thundered out, “Young man you 
made three unnecessary motions in 
kissing that young woman.”

What is the Biggest Asset of YOUR Store?
Your service? Your stock? Your advertising? Your location? 

Your store fixtures and front?

advertising*and nextyear we curtailed our
W h ic h  : e r y r d y e a r i n o u r t o w n - y e t w e 914wa s n o t

~  .  —  -nd a

,«0  r «  WILMARTH SHOWCASE CO.
1542 Jefferson Ave. Grand Rapids, Michigan

CHICAGO: 2S3 W est Jackson Blvd. 
ST. LOUIS: 1118 Washington Ave. 
MINNEAPOLIS: 27 N. Fourth St.

NEW YORK: 20 West 30th St. 
BOSTON: 21 Columbia St. 
PITTSBURG: Hoose Bldg.

DES MOINES: Shops Bldg. 
HELENA: Horsky Blk.
SAN FRANCISCO; 576 Mission St

M a d e  In G ran d R a p id s
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BANKRUPTCY MATTERS.
Proceedings in the Western District 

of Michigan.
Grand Rapids, March 24— In the m atter 

of Holland Rod Co., bankrupt, Holland, 
the referee has called a  special meeting 
of creditors to consider and pass upon 
the first report and account of the tru s
tee on April 6. The report shows the 
following: Total receipts, including
amount turned over by  the receiver, a c
counts receivable collected by the trustee 
and from the sale o f the assets, $1,280.15; 
disbursements as follows: adm inistration 
expenses, $70.60; trustee’s statutory com
missions paid to the trustee, $62; total 
$132.60 and a  balance on hand of $1,147.55. 
Distribution in this m atter has been 
withheld on account of litigation in the 
state courts relative to liability of 
alleged purchasers of the assets w ith 
reference to certain of the creditors. 
A  first dividend w ill be paid a t the 
special meeting.

M arch 26— In the m atter of Oliver J. 
Morse, bankrupt, Shelby, the special 
m eeting for the sale of the remainder 
of the assets w as held this date. No 
cause to the contrary being shown, the 
balance of the assets were sold to the 
W alter A. Wood M owing &  Reaping M a
chine Co. for the sum of $206. The a s
sets have now all been converted into 
cash and the final report and account of 
the trustee is expected within a  few  
days. There w ill be a  further dividend 
to general creditors in this matter.

March 30— Charles W. Burdick, con
ducting a  grocery and m eat m arket in 
Grand Rapids, has this day filed a  vol
untary petition in bankruptcy, adjudica
tion has been made and the m atter re
ferred to Referee W icks, who has also 
been appointed as receiver. George S'. 
Norcross is in charge as custodian for 
the receiver. The first m eeting of cred
itors has been called for April 12, a t 
which time creditors may appear, elect 
a  trustee, prove their claim s and transact 
such other and further business as m ay 
properly come before the meeting. An 
offer for the assets has been made and 
an order to show cause as to sale of 
the assets has been made returnable at 
the date of the first m eeting of cred
itors. Appraisers have been appointed 
and the inventory and appraisal filed, 
which show the following: Fixtures, ap
praised valuation, $507.70; stock, ap
praised valuation, $241.50; accounts re
ceivable, appraised valuation, $455.16. 
The schedules reveal the following as 
creditors:

Secured.
A. J. Barnes, Grand Rapids ..........$450.00
Chris. Hondelink, Grand Rapids,, 

assignm ent of the bankrup t’s
righ t to exem ptions .................  250.00

W. L. Burdick, Grand Rapids . .  162.00 
Jam es Benton, Grand Rapids . . . .  48.00 

Unsecured.
Dr. T. Gordon, Grand Rapids . . . .  $ 25.00
P ete r Vullings, Grand Rapids ____ 15.00
B arnes Shoe Co., Grand Rapids . .  6.00
Fletcher Drug Co., Grand Rapids 9.00 
South End M ercantile Co., Grand

Rapids .........    4.50
Campau P a rk  Hotel, Grand Rapids 35.00 
Mrs. H erm an Reese, Grand Rapids 85.00 
Mrs. Wm. De Younge, D etroit . .  85.00
P. F. Roman, Grand Rapids ............  65.80
Reed & Cheney Co., Grand Rapids 1.80 
Vanden B erg Cigar Co., Grand

Rapids ..............   3,93
Valley City Milling Co., Grand

Rapids ............................................ 22.15
W inter & Stryker, Grand Rapids 2.40
Wolf, Sayer & Heller, Chicago 2.90
W ashburn-Crosby Co., Grand Rpds. 7.10
W ykes Co., Grand Rapids .......... 7.11
Blue Valley Cream ery Co.,

Grand Rapids ............................  1.48
Sulzberger & Sons, Chicago ........ 49.83
Barnes Packing Co., Grand Rapids 54.60 
Consumers Ice Co., Grand Rapids 21.00
John Doan, Grand Rapids .......... 2.25
Dennison Coffee Co., Chicago . . . .  6.00
Dierdorf Cigar Co., Grand Rapids 4.25
F erris Coffee Co., Grand Rapids . .  2.65
Ellis & B ashara, Grand Rapids . .  8.41
G. R. Gas L ight Co............................. 3.48
G. R. Muskegon Pow er Co.................  3.12
Gilles Coffee Co., New York ___ 6.00
Jenison Mills, Jenison .....................  20.02
Johnson Bros., Grand Rapids . . . .  6.20
H. J. Heinz Co., Grand Rapids . .  10.55
Huyge, Backus & Reid, Grand Rpds 3.50 
Thom asm a Bros., Grand Rapids . .  5.07
N ational Biscuit Co., Grand Rapids 42.00 
H ekm an Biscuit Co., Grand Rapids 4.76 
Jennings Mfg. Co., Grand Rapids 3.45
K ent Cream ery Co., Grand Rapids 11.28 
K elly  Ice Cream  Co., Grand Rapids 18.90 
Mills Paper Co., Grand Rapids . .  6.44
N ational Grocer Co., Grand Rapids 46.65 
Putnam  Candy Co., Grand Rapids 14.54 
Reid, Murdock &  Co., Chicago . .  98.85

In  the m atter of the De W itt-P otter 
Co., bankrupt. Grand Rapids, a  special 
m eeting of creditors w as held this date. 
The first report and account of the tru s
tee, showing total receipts of $1,723.57, 
disbursement of $143.56 and a  balance on 
hand of $1,580.01, w as considered and the 
same appearing proper for allowance and 
there being no objection thereto w as ap
proved and allowed. It appearing that 
because of the uncertainty o f  further 
assets coming into this estate by reason 
of litigation pending, and of the expense 
of such litigation that it  would not be 
w ise to declare a  dividend a t this time,

it w as accordingly ordered that none be 
paid. There are suits pending in the 
state  courts attem pting to recover assets 
alleged to have been transferred as a  
preference. It is expected the tria l of 
the suits w ill be brought on within a 
month or two.

M arch 31— In the m atter of George B. 
Farm er &  Son, bankrupts, Lake City, 
the special m eeting called for th ia  day 
w as held. The first report and account 
of the trustee showing total receipts of 
$1,968.79, disbursements for * adm inistra
tion expenses, $74.13 and a  balance on 
hand of $1,894.66 w as considered and the 
same appearing proper for allowance and 
there being no objection thereto, w as ap
proved and allowed. A  preferred chattel 
m ortgage claim of $833.91 w as approved 
and allowed and paym ent thereof direct
ed. The bankrupt’s exemptions in cash 
were allowed at $162 each. A  first d ivi
dend of 5 per cent, to the general cred
itors wias declared and ordered paid. 
There will be a  further dividend in this 
matter.

April 1— In the m atter of Edward E. 
Hulbert, bankrupt, Grand Rapids, the 
final meeting called for this date w as 
held. The final report and account of the 
trustee, showing total receipts of $197.55, 
disbursement of $9.90 and a  balance on 
han dof $187.65 w as considered and the 
same appearing proper for allowance and 
there being no objection thereto w as ap
proved and allowed. F irst and final d ivi
dend of 17 per cent, w as declared and 
ordered paid to general creditors in this 
matter.

In the m atter of Holland M anufactur
ing Co., bankrupt, Holland, a  special 
hearing w as this day held to consider 
the rights of m ortgage creditors to the 
assets of the estate. The contention 
of the m ortgagees is that the real estate 
m ortgages cover all the m achinery and 
tools in the building on the real estate, 
whether movable or immovable. The 
trustee denies this to be the case, alleg
ing that the m ortgages were not re
corded as chattel mortgages. The m at
ter w as submitted, testim ony taken and 
briefs of counsel for the trustee and 
m ortgagees to be filed. Upon the out
come of the m atter depends to a  large 
extent the dividend which will go to 
general creditors.

April 2— Ih the m atter of M artin -B. 
Wilber, bankrupt, Mecosta, form erly 
conducting a  furniture store a t that 
place, the first m eeting of creditors w as 
held this date. Claims were allowed. 
K irk  E. W icks, receiver, made verbal 
report which w as approved and the re
ceiver discharged. Creditors failing to 
elect, the referee appointed John K irvan, 
of Mecosta, as trustee of the estate. The 
assets of this estate are small and the 
dividend, if any, to general creditors w ill 
be a  very sm all one.

In the m atter of Shelby Home F u r
nishers, bankrupt, Shelby, the special 
m eeting called for this date w as held. 
The first report and account of the tru s
tee, showing total receipts of $896.87 and 
disbursement for administration expenses, 
preferred claims and bankrupts’ exem p
tions paid in cash, $457.91 and a  bal
ance on hand of $438.96, w as consid
ered and the same appearing proper for 
allowance and there being no objection 
thereto w as approved and allowed. A  
first dividend of 5 per cent, w as de
clared and ordered paid to general cred
itors in the matter.

April 5— In the m atter of John S. K am - 
hout, bankrupt, Holland, form erly con
ducting a  saloon a t that place, the first 
m eeting of creditors w as held this date. 
Claim s were allowed. B y  vote of cred
itors Nicholas Hofsteen, of Holland, w as 
elected trustee. The assets are sm all it 
is understood and it is not probable that 
any m aterial dividend will be paid to 
creditors.

St. Joseph.
St. Joseph, March 29— In the m atter of 

James G. Hanover, bankrupt, Buchanan, 
the first m eeting of creditors w as held 
at St. Joseph. No claims were proved 
and allowed, whereupon an order w as 
made that no trustee be appointed and 
that the bankrupt be allowed his ex
emptions as claimed. The bankrupt w as 
sworn and examined by the referee w ith
out a  reporter, and the m eeting then 
adjourned w ithout day.

March 30— In the m atter of Fred Ehr- 
man, bankrupt, Kalam azoo, an order 
w as entered calling the first m eeting of 
creditors at the latter place on April 12, 
for the purpose of proving claims, the 
election of a  trustee, the examination 
of the bankrupt and the transaction of 
such other business as m ay properly come 
before the meeting.
• March 31— In the m atter of Lee N. 
Ransbottom, bankrupt, Dowagiac, sched
ules were filed by the petitioning cred
itors, showing the following liabilities.

Creditors secured by trust mortgage.
Arm our &  Co., Chicago ..................$267.07
A. Abragam son & Bros., Chicago 57.20 
Am erican Salesbook Co., Buffalo 35.02
Arnold Bros., Chicago .....................  62.12
B ear Mfg. Co., N ew  York .............  187.80
Buffalo Shirt Co., Buffalo .............. 28.80
W!m. Barentsen, Benton Harbor 43.42
Berdan & Co., Toledo .....................  54.45
Chicago Rubber Co., Chicago __  63.15
Cudahy Bros., Cudahy, W is.............. 7.70
A lbert Croll Co., Chicago .................. ,32.41

Chipman, Harwood Co., Boston . .  90.61
D urst & Rubin, New York .............  25.60
Dusten Shoe Co., Boston .............  57.92
Edson, Moore & Co., D etroit ___7,998.09
Endicott, Johnson Co., Endicott,
„  N. Y................................................ 383.04
G reenhut Cloak Co., Cleveland . .  465.07
H arry  Graff, Chicago .......................  60.00
S. Gleneby, New York ...................  22.50
W. M. H oyt Co., Chicago ................ 788.83
Hoge, Montgomery Co., F rankfort,

K y......................................................  36.00
Im perial Mdse. Co., Perry, Ohio 471.84 
Jennings Mfg. Co., Grand Rapids 7.94
F. W. Jam es Co., Toledo, O. . . . .  54.20 
Gowans & Sons, Buffalo, N. Y. . .  63.67
Corl, K nott & Co., Grand Rapids 1,010.66 
Kim m ell-Rogers Millinery Co.,

Grand Rapids ............................  19.10
Lee Bros. & Co., Dowagiac . . . .  1,010.66
O. Loupee, Vandalia, Mich............  12.88
Madison Dress Co., New York . .  245.32 
M arshall Field & Co., Chicago . .  329.28
Wm. F. Mayo & Co., Boston ___ 286.75
Morris & Co., Chicago ...................  382.46
Michigan City Candy Co., Michigan

City .................................................  12.12
M anhattan  Linoleum Co., N. Y. 25.04 
Eye & W ait Carpet Co., Auburn,

N. Y.................................................. 127.01
Nusebaum -Grossm an Co., Cleveland 122.41
N onatuck Silk Co., Chicago .......... 87.70
Perfection Mfg. Co., Chicago ___120.00
Norwalk Bros., Chicago .................  188.00
Perfection Biscuit Co., F o rt

W ayne ...........................................  15.13
Pidgeon Millinery Co., F t. W ayne Q9.81 
Royal W orcester Corset Co.,

Chicago .......................................... 10.60
Rich & France. Saginaw .............  147.35
Saginaw Beef Co., Saginaw .......... 82.62
S ta r P aper Co.. Kalamazoo .......... 15.60
Steele-W edles Co., Chicago .......... 92.16
Edw ard Strain, B attle  Creek . . . .
B. S teurn & Co., New York .......  25.70
Stern, Heinem an Co., New York . .  72.00
Sulberger & Sons Co., New York 89.65 
Spring Lake Ice Co., Dowagiac 96.00 
Spool Cotton Co., New York . . . .  81.53 
United S*hirt & Collar Co., T roy ' 38.08
M. Uhlman & Co., Chicago ........ 45.90
United Talking Machine Co.,

Chicago .........................................  293.14
V ette & Sunker, Chicago ...............  16.01
W orden Grocer Co., Kalam azoo ..  218.86 
W onder H einem an H a t Co., Chicago 64.80
W insted Silk Co., Chicago .............  10.08
W estern Stoneware Co., Monmouth,

111.......................................................  9.74
W yenberg Shoe Co., Milwaukee . .  40.96 
Ferd, W erner & Sons, Philadelphia 166.28 
W elch Mfg. Co., Grand Rapids ..  56.40 
W eingarten Bros., New York . . . .  46.12
Zweig Bros., Cleveland ...................  272.40

Unsecured Claims.
M. Uhlman & Co., Chicago ..........$ 45.55
Perfection Biscuit Co., F t. W ayne 72.74
L ittle Bros., Kalamazoo .................  45.38
W orden Grocer Co., Kalamazoo 1,103.46
Berdan & Co., Toledo ...................  572.57
W. M. H oyt Co., Chicago .............  559.54
S tar P aper Co., Kalamazoo .......... 34.49
Peck Milling & Coal Co., Cassopolis 253.64
G. H. Hammond Co., Chicago . . . .  77.76
Saginaw Beef Co., Saginaw .......... 351.28
Edson, Moore & Co., D etroit ___491.94
V ette & Zunker, Chicago .............  122.13
United Shirt & Collar Co., D etroit 9.90
H. F. C. Dovenmuehle & Son,

Chicago .......................................... 169.05
W onder-H einem an H a t Co.,

Chicago ........................................  36.00
Seinsheim er Bros. Co., Chicago . .  159.70 
Falk, F eierstein  & Co., Cleveland 160.00
Friedm an & Co., Chicago .............. 61.50
W insted Silk Co., Chicago .......... 134.34
B utler Bros., Chicago ....................... 420.14
J. V. Farw ell Co., Chicago .............. 501.73
H. Schman & Bro., Chicago .......... 120.50
J. F. Jelke & Co., Chicago .......... 55.44
D. B. F isk  & Co., Chicago .............. 6.50
Lunn, Sweet Show Co., Auburn,

N. Y................................................ 118.80
Jung  Shoe Co., Sheboygan, Wis. 155.40 
A. Sitron & Co., F ranklin  St.,

Chicago ...................................   377.50
Grand Rapids Dry Goods Co.,

Grand Rapids ............................  492.96
Strouse, E isendrath  & Co., Chicago 393.35 
N ational Biscuit Co., Grand Rapids 19.24
Miller H adley Co., Toledo .......... 560.62
Buffalo Shirt Co., Buffalo .............  41.25
O. W. Richardson & Co., Chicago 72.15
F. T. Simmons & Co., Chicago ____ 134.02
Hogue-M ontgomery Co., Frankfort.

Mich...............................................
Am erican Slicing Machine Co.,

Chicago ...................................... 115.00
May M anton P a tte rn  Co., N. Y. . .  19.70
A lbert Croll & Co., New York . . . .  49.69
Cruikshank Bros. Co., P ittsbu rg  ..  29.60
Kidd, D ater & Price Co., Benton

H arbor ........................................ 245.94
A tlas Oil Co., Cleveland .................  4.00
Sheahan. Kohn & Co., Chicago . .  116.75
Crown Merc. Co., Chicago .......... 245.80
Edam ay Apron Co., No. Chicago -.. ■ 37.73
M. Alahuler Co., W aukegan .......... 110.50
/Reid. Murdock & Co., Chicago ___ 36.53
Excel Shirt Co., Cleveland .............  16.50
E. Honig, New York ......................... 41.03
Rich Shoe Co., Milwaukee .......... 280.00
Shoningar-H einshaeim er Mfg. Co.,

Chicago ........................................ 167.00
Independent Packing Co., Chicago 81.46 
M arshall Field & Co., Chicago ..  94.78 
Jennings Mfg. Co., Grand Rapids 16.03
F. Lewald & Co., Chicago ................153.14
W. F. Mayo Co., Boston .................  368.20
Gage, Downs Co., Chicago .............. 98.63
N ovelty Mfg. Co., Patterson , N. J. 32.50
Steele, Wfedeles Co., Chicago ___ 15.33
Stone Bros., Chicago .....................  110.08
Frem ont Suspender Co., Frem ont,

Ohio ................................ ............... 14.00

Ireland Bros., Johnstown, Ohio 38.88 
Guthman, Carpenter & Telling,

Chicago ........................................ 339.47
F razer & Co., New York ...............  53.85
Fledman, Armon &  Co., Philadel-
„  Phi^ ...............................................  138.70
R. O. Sm ith & Sons, Chicago ___ 244.95
Grand Rapids Shoe &  Rubber Co.,

Grand Rapids ....................... 104 40
Toledo Scale Co., Toledo ...............  2!95
Kalam azoo Oyster Co., Kalam azoo 6.00
C. L. Applegrath Co., Baltimore . .  32.95 
INottingham Lake W orks, N. Y. 567.90 
Hanselman Candy Co., Kalam azoo 52.23
Lamn & Co., Chicago .......................  107 00
Richmond H osiery Co., Chattanooga 173llX
H enry Horner Co., Chicago .......... 418 71
N. E. Broomhower Co., N. Y .......... 59 43
Bremen Broom Co., South Bremen,
D .. ...................................  55.00Robert Cleeland’s Sons, P h ila

delphia .........................................  55.97
Schuler, K lingel & Co., South Bend 
Elkhart Color Mfg. Co., E lkhart 3.00 
Nye & W ait Kilm arnock Co.,

Auburn, N. Y ................................  116.92
Sprague, W arner & Co., Chicago . .  7 80
South Bend Grocery Co., So. Bend 80A2 
Colby Milling Co., Dowagiac . . . .  220.85
Pioneer Mfg. Co., Cleveland .......... 6 25
Woolson Spice Co., Toledo .......... 23!oo

$13,634.48
April 1— In the m atter of H. A. Fisher 

Co., a corporation bankrupt, Kalamazoo, 
the trustee filed his final report and 
account showing cas hon hand of $1,654- 
.72. The referee entered an order for 
the final meeting of creditors to be held 
at his office April 19, for the purpose 
of passing upon the trustee’s final re
port and account, the declaration and 
payment of a dividend, the paym ent of 
adm inistration expenses and to take ac
tion upon the sale of the rem aining a s
sets of the estate.

April 2— In the m atter of Larson C 
W alter, bankrupt, Hopkins, the first 
m eeting of creditors w as held a t A lle
gan. No claims were proved, whereupon 
an order w as made determ ining the 
bankrupt’s exemptions .as claimed, and 
that no trustee should be appointed. The 
bankrupt w as sworn and examined by the 
referee without a  reporter and the m eet
ing adjourned without day.

April 3— In the m atters of M. Henry 
Lane, Frank B. Lay, Sr., Spade Mnfg. 
Co. and Tiffany Decorating Co., bank
rupts, Kalam azoo, adjourned first cred
itors’ m eetings were held at the referee’s 
office and certain unsecured claim s a l
lowed, and the meetings further ad
journed for three weeks.

In the m atter of Lee N. Ransbottom, 
bankrupt, Dowagiac, an order w as en
tered by the referee calling the first 
m eeting of creditors a t his office for the 
purpose of proving claims, the election 
of a trustee, the examination of the 
bankrupt and the transaction of such 
other business as m ay come before the 
meeting.

An Inconsiderate Woman.
Jones was one of those men who 

grumble at everything and everybody. 
He was once attacked by inflamma
tory rheumatism, and was carefully 
nursed by his wife, who was very de
voted to him, in spite of his fault-find
ing disposition. His suffering caused 
her to burst into tears somet:mes as 
she sat by his bedside.

One day a friend came in and ask
ed him how he was getting on.

“Badly, badly,” he exclaimed; “and 
it’s all my wife’s fault.”

“Is it possible?” asked the friend, 
in surprise.

“Yes. The doctor told me that hu
midity was bad for me, and there that 
woman sits and cries, just to make it 
moist in the room.”

Where It Happened.
During an Easter dinner a young 

Frenchman was seated next to a fine 
looking young woman who was wear
ing a gown which displayed her beau
tiful arms. “I came near not being 
here to-night,” she said. “I was vac
cinated a few days ago and it gives 
me considerable annoyance.”

The young foreigner gazed at the 
white arms of the speaker “Is that 
so?” he replied. “Where were you 
vaccinated?”

The girl smiled demurely and 
said: “In Boston.”
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Secret of Success in the Grocery Busi

ness.
There is no royal road leading to 

the getting and the holding of any line 
of trade, much less a grocer’s. Hard 
work and concentrated thought are 
absolutely necessary for the getting 
and holding of the grocery trade.

We hear a great deal these days 
about “efficiency,” and the grocer who 
would not be efficient has small, if 
any, chance for success.

Certainly, there can be no more dig
nified or important business than the 
manufacturing or selling of food, for 
what we eat, we are.

A grocer’s stock should be select
ed with a view of pleasing the class 
of trade which he wishes to get and 
hold, and after a careful selection has 
been made, it is best to maintain the 
brands, as long as they are satisfac
tory. Of course, this does not mean 
to never make a change, but it does 
mean not to buy indiscriminately of 
every salesman who happens to be a 
good fellow.

An all-important factor in the get
ting and holding of the grocery trade 
is in the organization of the sales 
force, for your business is but the 
lengthened shadow of yourself, its 
personality, the reflection of your 
own. Train your employes to work 
together. Each should know that he 
is jyith the house for its good; that 
every word he utters, every courtesy 
he extends a customer molds that 
customer’s opinion of your store. Only 
then will your organization build cor
rect personality.

The proprietor of a grocery busi
ness employing five or more persons 
should do very little, if any, clerking 
or waiting on trade himself. Suffice 
for him to do the buying, financing, 
advertising, and.if he runs a credit 
business, the extension of credits.

Have you ever visited a fellow mer
chant and found him so busy waiting 
on trade that he hardly had time to 
speak to you? True, he may have 
been waiting on as many customers 
as any two clerks in his store, but in 
so doing he shows a lack of his true 
relation to the business in doing the 
work of a $12 per week clerk. He 
thus misses the bigger things that will 
help him to grow to be a better mer
chant.

Each customer should be recogniz
ed and spoken to as soon as he enters 
the store. Then, if he has to wait for 
a clerk he will usually do so much 
more cheerfully than if his presence 
had been totally ignored.

Often some clerk is more zealous to 
make a sale than to please the cus
tomer, but the clerk who appreciates 
the value of a satisfied customer will 
hesitate to do this, as it is a larger 
part of his business to build up and 
hold trade. Above all things, have the 
customer pleased when he leaves the 
store, then you may expect him back.

Use Care With Children.
A clerk in waiting on children 

should be, if anything, more particular 
than in waiting on grown persons.

Clerks should avoid slangy, boister
ous and impatient talk. Learn cus
tomer’s peculiarities and respect them 
in your talk. Accept the customers'

pronunciation of goods when there is 
a chance of giving offense by correct
ing it. Avoid combating prejudice, and 
attempting to reform the people with 
whom you do business.

Clerks should never be allowed to 
congregate to visit or discuss anything 
but business during business hours. 
No matter what work the clerk may 
be engaged in, unless already waiting 
on some one, he should at all times 
be alert to the entrance of a custom
er and start forward immediately.

The telephone in these days is in
dispensable in cities in getting and 
holding grocery trade. In taking tele
phone orders, after giving firm name, 
you should first get the party’s name 
and address. After carefully tak-
ing the order, and reading it
back for verification, endeavor to
sell her some seasonable article,
or some article that will combine with 

# what she has ordered. If the customer 
is not explicit enough in every detail 
of her order, the order-taker should 
ask enough questions to understand 
exactly what the customer wishes, as 
it will save many vexations later.

Delivery Service Important.
Another important factor in the get

ting and holding of grocery trade, is 
a well organized delivery service. The 
routing and time of deliveries leav
ing your store should be made known 
to your customers. Knowing this 
they will get into the habit of order
ing their goods at stated times in the 
day. There are times when it may be 
advisable to make a special delivery of 
some article in order to please a cus
tomer, but a grocer’s own judgment 
must protect him from being impos
ed upon in his manner.

In extending credit every customer 
should have a credit limit, and we 
have found that the best way to get 
at this matter is to have the appli
cant for credit fill out a card on which 
he answers some pertinent questions 
(where employed, what wages he re
ceives, the amount of credit he will 
want at one time, when he is paid, 
when he expects to pay, etc.; signing 
his name in full at the bottom of the 
card). It is poor policy to allow any 
customer to exceed his credit limit, 
and why should they not have a credit 
limit? All we merchants have a cred
it limit at our bank, and at our whole
saler’s, and they are not slow to in
form us if we get across the line.

One reason for limiting credit is if a 
customer makes too large a bill with 
you he is apt to avoid your store, and 
neither pay up nor give you any more 
business.

“Want” book for Stock.
Every grocer should keep a “want 

book” and an “enquiry book’ ’accessi
ble to every clerk, and each employe 
should be taught to make a notation 
of items of stock that need to be re
plenished, and not wait until the ar
ticle is sold out before doing so. All 
enquiries for goods not carried should 
be noted in the “enquiry book,” and 
in case these goods are stocked later 
the party making the enquiry can be 
notified that you now have the article 
enquired for. This will please the cus
tomer to know that you have given 
him some special attention.

The grocery buyer should check 
over the “enquiry book” and the 
“want book” each day.

A grocery store should be kept so 
clean and so attractive that it cannot 
fail to cause favorable comment. 
Goods in the show windows should be 
neatly arranged, and a window dis
play is only half as effective when 
price cards are omitted. The use of 
tobacco by the store force should be 
strictly prohibited during bus'ness 
hours. No clerk should be employed 
who is known to be in a poor state 
of health, or who is dissipated, and it 
should be considered as much of an 
offense to expectorate on the floor 
of the grocery store as it would be in 
a home. William Van Meter.

Fruit growers and shippers are 
showing much greater interest in the 
subject of the pre-cooling of fruit be
fore shipment. Pre-cooling has also 
been applied to the shipping of early 
vegetables from southern points to 
good advantage. Some of these 
products, like lettuce, for instance, 
are quite perishable in their nature 
and with all such quick cooling be
fore shipping works a great saving 
from actual loss to say nothing of 
the improved quality of the product 
when received at northern markets.

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 
designed for rapid and accurate 
work.

In short our plant will repre
sent the best in everything that 
pertains to the production of 
H arn ess a n d  C o llars , and a cor
dial invitation to inspect i t  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. Ionia Ave. and Bartlett St. 

2 blocks south of Union Depot
Grand Rapids, Mich.

New and Used

Cash Registers
Our Prices Will Interest You

Grand Rapids Merchandise & Fixture Co.
803-805 Monroe Ave. foot of 6th St. Bridge Grand Rapids, Mich.

TH E  F IR S T  AND FO REM O ST  
B U I L D E R S  O F  C O M P U T I N G  S C A L E S

GENERAL SALES OFFICE
3 2 6  W. M ADISON S T . CH ICA G O

A LW A YS  O P E N  T E R R IT O R Y  T O  F IR 8 T  C LA S S  S A L E S M E N
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Inherent Weaknesses In Old Hotel 
Law Remedied.

Lansing, April 5—Your kind favor 
of March 30 relative to the amend
ment to the hotel law is received*

In reply I wish to say that the 
substitute for the present hotel law, 
a copy of which I am enclosing, does 
not change the requirements in the 
least, it is only to put the law in a 
workable condition. As you will see 
by comparing the new bill with the 
old law, it places the matter under 
the supervision of the Commissioner 
of Labor, authorizing him to appoint 
a Hotel Inspector and provides for 
the salary and traveling expenses of 
such Inspector to be paid out of the 
general fund. This seemed to have 
been entirely overlooked in Act No. 
188.

This amended bill is perfectly satis
factory to the State Hotel Men’s As
sociation, having been endorsed by 
them, it is also recommended by the 
Legislative Committee of the United 
Commercial Travelers, so there 
should be no objection to its enact
ment.

I wish to again thank you for the 
interest you are taking in this matter 
and as a member of the Legislative 
Committee of the United Commercial 
Travelers would appreciate a boost in 
the Tradesman in the interest of this 
bill.

As you understand, what has been 
done in the past year and a half along 
these lines has been without any 
extra compensation. Your humble 
servant has acted as Hotel Inspector 
in connection with his duties as Chief 
Clerk of the _ Department of Labor 
without additional compensation so 
as to give a head to the department, 
and what expenses have been made 
have been at the expense of the ap
propriation of the Department of 
Labor. For that reason there has 
been very little done for the past six 
or seven months except through the 
mail. If we had a man who was 
giving this matter his entire attention, 
whose expenses and salary were paid 
out of the general fund, he could be 
sent out on complaints besides mak
ing his annual inspection and could

be more thorough in carrying out the 
provisions of the law.

James F. Hammell. 
The full tqxt of the bill referred 

to by Mr. Hammell is as follows: 
Sec. 1. Every building or struc

ture kept, used or maintained as, or 
held out to the public to be an inn, 
hotel or public lodging house, shall, 
for the purpose of this act, be defined 
as a hotel, and wherever the word 
“hotel” shall occur in this act it shall 
be construed- to mean every such 
structure as is described in this sec
tion.

Sec. 2. Every hotel that is more 
than two stories high shall be equip
ped with an iron fire escape on the 
outside of the building to be accord
ing to specifications approved by the 
Commissioner of Labor, except that 
fire-proof buildings may have inside 
fire escapes placed in a well, shaft or 
opening which shall be built of fire
proof material and shut off from the 
remainder of the building by fire
proof, tight doors. The way of egress 
to such fire escape shall at all times 
be kept free and clear of all obstruc
tion of any and every nature, and 
such way of egress shall at all times 
be kept unlocked. There shall be 
posted and maintained in a conspicu
ous place in each hall and each guest 
room, except the halls and rooms on 
the ground floor, of such hotel, a 
printed notice in characters not less 
than two inches high calling atten
tion to and directing the way to such 
fire escape.

Sec. 3. Each and every hotel shall 
be provided with at least one suffi
cient chemical fire extinguisher for 
every twenty-five hundred square feet 
or less of floor area, which such ex
tinguisher or extinguishers shall be 
placed in a convenient location in a 
public hallway outside of the sleeping 
rooms, and shall always be in condi
tion for use.

Sec. 4. Every hotel that is not 
over two stories in height and is not 
provided with such fire escape as is 
described in section 2 hereof, shall 
provide in every bedroom or sleeping 
apartment on the second floor a ma- 
nila rope at least of an inch in 
diameter and knotted every 18 inches, 
and of sufficient strength to sustain 
a weight and strain of at least 500 
pounds, and of sufficient length to 
reach the ground. Such rope shall be 
securely fastened to the joists or 
studdings of the building as near the 
windows as practicable, and shall be 
kept coiled in plain sight at all times, 
nor shall such rope be covered by 
curtains or other obstruction. Every 
such hotel shall provide and maintain 
in a conspicuous place in every bed
room or sleeping apartment above 
the ground floor, a printed notice 
calling attention to such rope and 
giving directions for its use.

Sec. 5. Every hotel shall be well 
drained and maintained according to 
established sanitary principles; shall 
be kept clean and in a sanitary condi
tion and free from effluvia arising 
from any sewer, drain, privy or other 
source within the control of the own
er, manager, agent or other person in 
charge; shall be provided with water 
closets or privies properly screened 
for the separate use of males and fe
males, which water closets or privies

shall be disinfected as often as may 
be necessary to keep them at all times 
in a sanitary condition.

Sec. 6. Every hotel shall have and 
provide all toilet rooms, bath rooms 
and sleeping rooms with individual 
textile towels. Every hotel shall 
have and provide all beds with sheets, 
not less than ninety inches in length. 
Such beds shall also be provided with 
sufficient number of regulation size 
blankets or quilts that are kept in a 
sanitary condition.

Sec. 7. Every owner, manager, 
agent or person in charge of a hotel, 
who shall fail to comply with any of 
the provisions of this act, shall be 
deemed guilty of a misdemeanor, and 
shall be fined not less than $25 nor 
more than $50, or shall be imprisoned 
in the county jail for not less than 
30 days nor more than 60 days, or 
both, and every day that such a hotel 
is carried on in violation of this act 
shall contitute a separate offense.

Sec. 8. The Commissioner of La
bor shall appoint a Hotel Inspector 
who shall perform the duties of his 
office under the supervision of 'the 
said Commissioner of Labor. The, 
Inspector provided for in this act 
shall receive a salary of $1,500 per 
gnnum for his services and in addi
tion thereto shall be paid necessary 
traveling expenses when making such 
inspection at other than the domicile 
of said inspector, to be paid out of 
the general fund not otherwise ap
propriated upon vouchers approved by 
the Commissioner of Labor and pre
sented to the Auditor General.

Sec. 9. The Commissioner of 
Labor shall procure for said Inspec
tor such stationery, printing and oth
er things necessary for his official 
use as may be required therefor under 
this act.

Sec. 10. It shall be the duty of 
the Inspector to see that all of the 
provisions of this act are complied 
with, and said Inspector shall per
sonally inspect at least once each 
year and at such other times as in 
his best judgment the occasion de
mands as defined by this act.

Sec. 11. Said Hotel Inspector is 
hereby granted police power to enter 
any hotel at reasonable hours to de
termine whether the provisions of 
this act are being complied with.

Sec. 12. If said Hotel Inspector 
shall wilfully certify falsely regard
ing any hotel inspected by him, he 
shall on conviction thereof be fined 
not less than $50 nor to exceed $100, 
and may be imprisoned not to exceed 
90 days in the county jail, or both, 
at the discretion of the court, and 
upon conviction- shall be forever dis
qualified to hold said office.

Sec. 13. Any owner, manager, 
agent or person in charge of a hotel, 
who shall obstruct or hinder an in
spector in the proper discharge of his 
duties under this'act, shall be guilty 
of a misdemeanor and upon convic
tion thereof, shall be fined not less 
than $25 nor more than $50, or shall 
be imprisoned in the county jail not 
less than 30 days nor more than 60 
days, or both.

Sec. 14. It shall be the duty of the 
inspector, upon ascertaining by in
spection or otherwise, that any hotel 
is being carried on contrary to the 
provisions of this act, to make com
plaint and cause the arrest of the 
person so violating the same; and it 
shall be the duty of the prosecuting 
attorney in such cases to prepare all 
necessary papers and conduct such 
prosecutions.

All acts and parts of acts contra
vening this act are hereby repealed.

Being a Brother.
Family relations are extremely 

close—that is their nature. Boys 
brought up under the same roof-tree 
have a thorough knowledge of each 
other. Brotherhood is, therefore, a 
very practical relationship. There is

rarely anything sentimental about it. 
It is difficult to tell a man anything 
new about his brother— he under
stands him perhaps as well as any one 
on earth ever will. Yet, in spite of 
this, the idea of brotherhood, as ap
plied to all men, is usually thought of 
as lofty and impractical, exposing its 
votaries to all sorts of losses and be
trayals.

But why? The relation of brother
hood, in its every-day form, does not 
lead to loss, but to gain. The vast 
majority of men trust their own 
brothers, and do not lose by it. And 
the reason they trust them is because 
of their acquaintance with them. They 
know that their brothers are honest 
and reliable. They know all their 
faults; but the virtues are there, and 
can be depended on.

In other words, most men, to those 
who know them longest and closest, 
from earliest childhood, are to be 
trusted. Brothers can depend on 
brothers.

The vast majority of human beings, 
if taken as brothers, repay the tak
ing. Those who have most deeply 
tried the experiment of universal 
brotherhood have testified to this 
most strongly. Hearty faith in others 
calls out hearty liking. Francis of 
Assisi found all men truly his broth
ers. So did Francis Xavier, so did 
Abraham Lincoln, and David Living
stone, and Charles Kingsley, and 
Phillips Brooks, and Arnold Toynbee, 
and Leo Tolstoy, each in his own 
way. To-day the world has a quick
ening feeling of fraternity.

The man who draws back from 
brotherhood does it because he is 
afraid of his fellow men. He may 
be afraid of them in two ways, but 
neither one will bear the test of moral 
analysis. A man may shrink from 
treating his fellow men as brothers 
because he is afraid they will take 
away his possessions and make de
mands upon him that he does not 
want to meet. That position is plain
ly a-selfish one, and may, further, be 
based on an inner suspicion that his 
possessions are not his own fair share 
The real saint is irresistably drawn 
toward brotherhood by his conviction 
that most people are better than he is.

Brotherhood is an adventure per
haps but an adventure into certain
ty. No one loses by being a 
brother. The loss is with those who 
never try to live out the meaning of 
one of the largest words of the soul 
—fraternity.—Outlook.

The feminine knocker may be im
prudent in some things, but you will 
notice this about her—she never goes 
anywhere without her raps.

* 4
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Honks From Auto City Council.
Lansing, April 5.—Two more prom

inent residents of Howell became 
members of our Council last Saturday 
night and a special meeting will be 
held Saturday, April 17, for others.

The Phelps Hotel, at Greenville, is 
one of the several Michigan hotels 
which are providing their guests wilh 
homelike necessities. Each room is 
provided with a small supply of but
tons, needles and thread, which are 
ofttimes much needed.

Several travelers are wishing that 
the hotel at Middleton might be as 
it was one year ago at this time.

The Alma State Bank has broken 
ground for its new building, which 
will be located just west of the 
Wright House.

Some of Lansing’s industries are un
able to keep up with their orders and 
are advertising in other cities for ex
pert machinists.

C. C. Chamberlin is again lined up 
with the sales force of the Perry 
Barker Candy Co. and will represent 
them in the Northern part of the 
State. Claude has had a wide experi
ence in sweet goods and there is 
nothing but success in store for a pop
ular man with a popular line.

A. D. Olin, one of Lansing’s gro
cers, succeeded in getting a $1 sub
scription from L. L. Colton for the 
Good Roads Association. Either Mr. 
Olin is in possession of some secret 
which the rest of us would like to get 
or Loren limbered up in anticipation 
of covering his territory with a ford 
car.

The traveling public will, no doubt, 
be pleased to learn that Mrs. C. P. 
Neff, wife of the P. M. agent at Breck- 
enridge, has taken over the manage
ment* of the hotel in that prosperous 
village. This energetic and painstak- 
ing lady has spent a full week with 
several assistants in renovating the 
rooms and new bedding has been 
provided. The register shows a very 
liberal patronage by residents and we 
predict a prosperous future for the 
enterprising manager. This hostelry 
will hereafter be known as the Way- 
side Inn. H. D. Bullen.

Retail Grocers Demand a Square 
Deal.

Grand Rapids, April 6.—The regu
lar meeting of the Retail Grocers’ As
sociation was called to order at 8 
o’clock, with President Wood in the 
chair. W. J. Michle again appeared 
and presented to the Association the 
facts concerning the law on weights 
and measures, also the proposed trans
fer of the office of the State Dairy 
and Food Commission to the State 
Agricultural College. This, of course, 
is resented by the Association, as ii 
hardly seems fair that men of mature 
years and of many years of practical 
business experience should be subject 
to the dictates of college students.

In the matter of correct weights 
the members of the Association em- 
practically demand that the consum
ing public be given a square deal and 
that the consumer no longer be de
ceived in the exact number of pounds 
required to make a peck or bushel.

The unfairness of the proposition 
appears in the fact that the members 
of the Association have all been no
tified in regard to the exact meaning 
of the law and as members of the 
Association are complying with same, 
while, on the other hand, those who 
are not members seems to be at lib
erty to do as they please. Inasmuch 
as the members of the Association 
have willingly and gladly complied 
with the law, they now demand that 
all others, willing or not willing, be 
compelled to comply with the law. 
This includes farmers as well as mer
chants. The retail grocers have tak
en a decided stand on this question 
and the law must now be enforced or 
an explanation why must be forth
coming.

A resolution was adopted by the 
Association as opposing the propos

ed transfer of the State Dairy • and 
Food Department to the Agricultural 
College. Mr. Mickle called attention 
to what seems to be a technical point 
in the law, in regard to the word 
“knowingly.” The law as found on 
the statutes reads that “if one know
ingly fails to give correct weight” he 
is guilty. Therefore it was proposed 
by Mr. Mickle that he would furnish 
to the Association a list of correct 
weights and measures for the Associa
tion to mail to every grocer in the 
city, thus making it impossible for 
any violator to be shielded by the 
word “knowingly.” A motion to ac
cept the proposition was supported 
and carried.

A report of the Advertising Com
mittee on the subject of co-operative 
advertising was made. This report 
was accepted and the committee in
structed to proceed at once to carry 
out the advertising plans as present
ed.

At this time the business session of 
the meeting was brought to a close 
and the remainder of the evening turn
ed over to the Libby, McNeill & Lib
by Co. The entertainment furnished 
by this company was a decided suc
cess and a rising vote of thanks was 
extended and an invitation to come 
again was given.

Just before the close of the meet
ing a statement of the office was made 
and collections made in the past week 
were paid by checks to members of 
the Association to the amount of 
$172.67. It is the custom of the As
sociation t<> pay to their members on 
each meeting night money due them 
in collections. This, of course, is an 
incentive for the members to be pres
ent at each meeting.

Wm. P. Workman, Sec’y.
No more comprehensive discussion of 

the trading stamp humbug has ever been 
printed than the article on the sixth 
page of this week’s issue of the Michi
gan Tradesman. This analysis was pre
pared by the attorney, of the National 
Retail Dry Goods Association, which 
kindly consented to permit the Trades
man to reproduce it in its columns. It is 
by all means the best exposition of the 
subject that has ever been presented to 
the mercantile world, either from a legal, 
logical, ethical or mercantile standpoint, 
and it will long be regarded as the 
standard authority on the trading stamp 
propaganda. Every reader of the 
Tradesman should preserve the treatise 
as a text book on one of the most 
perplexing problems which confront the 
retail dealer.

Michigan dry goods merchants are 
considerably aroused by the bill before 
the Legislature designed to have all silk, 
cotton and woolen goods marked with 
the percentage of these materials they 
contain. Merchants say that they cannot 
give a guarantee of the composition of 
goods, as they are entirely dependent on 
the manufacturer in this respect. If 
the proposed law passes, they would 
have to stand the penalty, if the law is 
violated. No opposition is offered to a 
proposition that would penalize fraudu
lent intent. The Legislature will be 
asked to grant a hearing on the measure. 
The merchants believe they can present 
arguments to prove the absurdity of 
such legislation.

Concentrated lye has made many a 
soapmaker rich, but concentrated lie 
in business has made many a man 
poor.

To believe that a task is impossi
ble is to make it so.

Money in Sight for Trading Stamp 
Test.

From present indications there will 
be no default in securing ample funds 
to conduct the test case on the trad
ing stamp law in the Michigan Su
preme Court. As an adverse decis
ion against the trading stamp com
panies in the Michigan tribunal will 
probably be followed by an appeal to 
the United States Supreme Court, it 
will do not harm if there is a surplus 
on hand to provide for that contest 
also. Sperry & Hutchinson have an
nounced that they will not give up 
until they have taken the case to 
the court of last resort and, as they 
have plenty of paid attorneys who are 
ready and willing to undertake a con
troversy of this kind, there is every 
probability that the final appeal will 
be resorted to.

Up to date the following contribu
tions have been received by Presi
dent Trankla, either in the shape of 
cash or positive guarantees by respon
sible persons:

Detroit ..................................$400
Grand Rapids ..................  200
Bay C ity ................................ 100
Battle Creek .........................  100
Ann A rbor............................  30
Petoskey ..............................  25
Tecumseh ............................. 5
Three $1 subscriptions ........  3
The Michigan Retail Hardware As

sociation has been asked to contri
bute $200 and will probably acquiesce 
in the suggestion.

John A. Lake, chairman of the Leg
islative Committee of the Retail Gro
cers and General Merchants’ Asso
ciation of Michigan, was in the city 
Monday and departed in the evening 
for California, but before leaving he 
planned the campaign for securing the 
money with such thoroughness and at
tention to detail that there will prob
ably be no hitch in the proceedings.

Some of the trading stamp com
panies are making herculean efforts 
to prevent the raising of the fund by 
threats of retaliation, but their threats 
have met with little attention and no 
visible effect.

Mr. Babst Changes From Biscuits to 
Sugar.

Earl D. Babst, First Vice-President 
and a member of the Board of Directors 
of the National Biscuit Co., resigned 
to become Vice-President of the Ameri
can Sugar Refining Company.

Earl D. Babst was born at Crestline, 
Ohio, on July 6, 1870. He was gradu
ated from the University of Michigan 
in 1893 with the degree of Ph.B. and 
in 1894 with the degree of LI..B. He 
practiced law in Detroit from 1894 until 
1902. In 1898, soon after the National 
Biscuit Company was formed, Mr. 
Babst took charge of part of its litiga
tion and general counsel work. He ad
ministered these duties from Detroit 
until 1902 when he removed to Chicago 
to become a member of the law firm in 
Green, Peters and Babst.

In 1906 he removed to New York, 
succeeding his firm as General Counsel 
to the National Biscuit Company. On 
February 9, 1915 he was made First 
Vice-President and a Director.

His many friends in the National Bis

cuit Company wish him the best, of suc
cess in his new position.

Mr. Babst is best known to Grand 
Rapids people through his marriage to 
Miss Uhl, sister of David E. Uhl.

Trading Stamp Situation in Penn
sylvania.

A bill has been introduced in the 
Pennsylvania House of Representa
tives designed to regulate the sale of 
trading stamps and to provide penal
ties for disobedience of its provisions. 
In this act trading stamps are de
fined as including stamps, coupons, 
tickets, cards, certificates and other 
similar devices given with a sale or 
bailment of merchandise. The bill 
provides that a license of one thou
sand dollars shall be secured for each 
county in which trading stamps are 
sold.

The passage of this bill would so 
affect the trading stamp and profit 
sharing coupon companies that they 
are making every effort toward its 
defeat, and it has been stated that 
unless definite action is taken by the 
merchants of Pennsylvania, there is 
little chance of placing the bill upon 
the statute books. Various local as
sociations and organizations are co
operating, with a view to business in
terests, in a vigorous endeavor to 
secure the enactment of this bill, 
which, if successfully passed, may be 
copied in many other states.

Two New Members of the Tradesman 
Family.

The Tradesman welcomes two new 
regular news correspondents this week 
—R. j. Ellwanger, who has been desig
nated as official scribe for Grand Rapids 
Council for the ensuing year by Senior 
Counselor Herrick, and Arthur B. Corn- 
well, of Saginaw, who will undertake 
to put Saginaw on the map, the same 
as Goldstein has done for Detroit, Ta- 
pert for the Soo, Bullen for Lansing, 
etc.

Both gentlemen are exceedingly well 
equipped to discharge the duties de
volving upon them in this connection 
and will, undoubtedly, score notable 
successes in their respective fields.

There is no reason why lightning 
shouldn’t strike twice in the same 
place—if it can find the place.

When a wise chap sees an oppor
tunity he seizes it.

l i i i i e l  llr e s lm l
Broadway at 29*!* Si. |

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

A H igh-Class Hotel 
with Moderate Rates. 

Exceptionally Accessible |
i  SOO Rooms— Reasonable Restaurant Charges |  

R A T E S :
i  Single Room s with R unning W ater 

$ 1 .0 0  to  $ 2 .0 0
1 Single R oom s with Tub o r Show er B ath  = 

$ 1 .5 0  to  $ 5 .0 0
1 Double R oom s with R unning W ater 

$ 2 .0 0  to  $ 4 .0 0
= Double R oom s w ith T ub o r  Show er B ath  § 

$ 3 .0 0  to  $ 6 .0 0
UNDER SAME MANAGEMENT AS 
COPLEY-PLAZA HOTEL, BOSTON 

|  E D W A R D  C . F O G G , M anagin g  D irecto r  § 
s R O Y  L . B R O W N , R esid en t M an ager  1



Michigan Board of Pharmacy. 
President—E. T. Boden, Bay City. 
Secretary—E. E. Faulkner, Delton. 
T reasurer—Charles S. Koon, Muskegon. 
O ther Members — Will E. Collins, 

Owosso; Leonard A. Seltzer, Detroit.
N ext Meeting—Press Hall, Grand R ap

ids, March 16, 17 and 18.

Michigan State Pharmaceutical Asso
ciation.

President—G rant Stevens, Detroit. 
Secretary—D. D. Alton, Frem ont. 
T reasurer—Ed. C. Varnum, Jonesville. 
N ext Annual Meeting—Grand Rapids, 

Ju n e  9, 10 and 11.

Michigan Pharmaceutical Travelers’ As
sociation.

President—John J. Dooley, Grand R ap
ids.

Secretary and T reasurer—W . R. Law - 
ton, Grand Rapids.

Grand Rapids Drug Club. 
President—W m. C. Kirchgessner. 
V ice-President—E. D. De L a M ater. 
Secretary and  T reasurer—W m. H. 

Tibbs.
Executive Committee—Wm. Quigley 

C hairm an; H enry  Riechel, Theron Forbes’

Short Treatise on the Family Drug
gist.

There is no general description for 
druggists—they have to be divided 
into classes—perhaps varieties is a 
better term. This is a slight attempt 
to aid those who want to be able to 
know “When is a druggist not a drug
gist?”

There is no special order maintain
ed in the following classification; just 
penned down offhand, as it were:

1. The “druggist proper” is one 
who can write after his name “Ph. G.” 
or “Ph.Ch.;” this gives him the privi
lege of working fourteen to sixteen 
hours a day (nights and Sundays in
cluded without extra cost); the “drug
gist proper” can sell anything in the 
world, provided he gets the customer 
to put his (the customer’s) name in 
a “Poison Book”—writing paper and 
soap don’t have to be signed for.

2. The “errand-boy druggist” is 
one who has such “a good ear” for 
music that he would rather play base
ball in the back yard for two hours 
than play “The Barkeeper’s Friend” on 
the dispensing sink for two minutes.

3. The “genuine, hall-marked drug
gist” may be distinguished by the fol
lowing tests: He must know what 
will cure whooping cough and rheum
atism; the “24k.” druggist can also 
explain, so people will believe him, 
why 10,000 units of Anti-toxin does 
not sell for 50 cents, “seeing it’s such a 
small vial inside.” This “hall-mark
ed druggist” can also find, in a few 
minutes, a prescription got “last win
ter some time”—but which was really 
got when the enquirer’s first baby 
was born, four years ago this July 20.

4. The “salesman” druggist, in ad
dition to knowing the dose of F. Bel
ladonna for a cow, must also be able 
to say “We don’t keep whisky” in 
such a way that the town “drunk” will 
believe him (after the saloons have

closed for the night); the “salesman” 
druggist must be able to repeat the 
price of picture postcards 763 times 
a day without having to take chloral 
every other evening before he closes 
the store.

5. An “apprentice” druggist is a 
boy, sixteen years young, who cleans 
the glycerine tank regularly—every 
ten months; and who can also thor
oughly “dust out” a drug store seven
ty-five feet long and forty feet wide 
—with show cases—in five minutes. 
The apprentice druggist must also be 
capable of spending half an hour each 
time he goes to the cellar for a half
gallon bottle.

6. The “proprietor” druggist is one 
who possesses the knack of leaving 
six different boxes of face powder on 
the selling case each time he waits on 
a face-powder customer; this also ap
plies to other commodities. The “pro
prietor” druggist generally (if he does 
any work at all) starts to dress a show 
case fifteen minutes before closing 
time, and finishes dressing it in two 
two weeks—with the assistance of 
the whole staff; he also tries to wait 
on seven customers at once—the cus
tomers do the waiting.

This includes the varieties of drug
gists generally found in the average 
drug store—except the drug store cat; 
and it is distinguished by loafing 
around the radiators or in the sun
shine, as the case may be, while the 
staff kill the mice with strychnine or 
limburger cheese.

W. Howard McLaughlin.

Planning For the June Convention of 
Druggists.

Grand Rapids, April 5.—The thirty- 
third annual convention of the Michi
gan State Pharmaceutical Association 
will be held in Grand Rapids, Wed
nesday, Thursday and Friday, June 
9, 10 and 11, inclusive. With the 
above announcement to the druggists 
of Michigan, we bid you “Welcome to 
our city of Grand Rapids,” to enjoy 
the benefits and the pleasures as well. 
You will meet your brother druggist 
there; probably you will have not met 
him since the last meeting. This you 
both will enjoy. It will also be pleas
ing to our travelers’ organization to 
see and greet you at your big Asso
ciation meeting this year. We have 
reasons to believe that we will have 
the largest meeting of Michigan drug
gists in Grand Rapids to attend this 
convention in the history of your or
ganization and to this end we wish 
to assure you in advance of a splen
did programme of entertainment for 
yourselves and your ladies. Never 
before have we equaled this coming 
entertainment, which the travelers and 
the Grand Rapids druggists have 
worked so hard to make a success.

Most of the druggists of this State 
know something of the entertainment 
they have received in the past and 
will honor us with their presence on 
this occasion. Three days of fun and

with the fun and frolic.
The Michigan State Pharmaceutical 

Association has very largely increas
ed its .membership and the officers, 
by their untiring efforts and good 
work, will ensure a large attendance 
at this meeting. Every druggist in 
the State, whether a member of the 
Association or not, is invited to be 
with us. If you are not a member 
now, you will be some time, as your 
interests are identical.

In conclusion, we ask you to come 
and bring the ladies, as we have care
fully planned for them also.

Walter S. Lawton.
Sec’y. Mich. Pharm. Travelers Ass’n.
Gabby Gleanings From Grand Rapids.

Grand Rapids, April 5.—Ye scribe is 
taking his first lesson in gathering and 
writing a few items for the U. C. T. 
columns in the Michigan Tradesman. 
Any co-operation of any of the boys 
will be greatly appreciated in his ef
forts to make Gabby Gleanings in
teresting to its readers.

The regular meeting of the Grand 
Rapids Council was held Saturday, 
April 3, and the newly elected offi
cers were installed to their respective 
stations as follows:

Past Senior Counselor — Fred 
Beardslee.

Senior Counselor—C. F. Herrick. 
Junior Counselor—A. N.' Borden. 
Secretary and Treasurer—A. F. 

Rockwell.
Conductor—E. J. MacMillan.
Page—W. E. Sawyer.
Executive Committee (two years)— 

C. F. Lawton and H. P. Wilcox.
The following candidates were ini

tiated into the mysteries of the or
der of the United Commercial Trav
elers:

Henry B. Zuiderhoek.
George H. Annable.
Wm. E. Besancon.
The annual meeting of the A. M. 

O. B. will be held at K. of C. hall 
April 10 at 1 p. m. The members 
and their ladies will banquet at the 
Livingston Cafe at 6:30, after which 
they will return to K. of C. hall and 
devote their time to dancing and other 
entertainments.

Don’t forget the $2 which must 
be paid before April 24. Better pay 
it to-day and then forget. Mail to 
A. F. Rockwell, Sec’y., 1422 Wealthy 
street.

The Michigan State Pharmaceutical 
Association holds its thirty-third an
nual convention here June 9, 10 and 11. 
Elaborate plans have been made for 
the event. It is expected that ap
proximately 1,000 druggists from all 
over the State will be in attendance. 
The Michigan Pharmaceutical Trav
elers Association, of which John J. 
Dooley is President and W. S’. Law- 
ton is Secretary, is planning the en
tertainments.

It has been reported that H. P. 
Wilcox traded some pills for a new 
hat last week.

Frank C. Mooney, who has been 
traveling in the Minnesota territory 
for the past few years for Swift & 
Co. has again returned to travel on 
Michigan soil. Welcome to our city, 
Frank.

Wallace Wendell, better known as 
Wally, with the Pittsburg Plate Glass 
Co., is recovering from an operation 
and we hope to see him out on the 
beat again within a few weeks.

Mrs. Wm. Sawyer entertained the 
Four Leaf Clover Club at her home, 
711 Kellogg street. Mrs. A. T. Hein- 
zelman won first prize, Mrs. H. I.. 
Benjamin second and Mrs. John Ol- 
ney consolation. Dainty refreshments 
were served by the hostess. The L'ub 
will meet April 15 with Mrs. E. 
Scott.

Several of our best U. C. T. mem
bers were seen on Monroe avenue 
Saturday afternoon seemingly very 
much excited. Upon being question 
regarding their troubles one replied 
that an Easter party had been plan

ned to go to a farmer’s maple sugar 
camp to cook eggs in his sap pan, 
but were unable to find a full col
lection of eggs from all barn yard 
fowls. They were informed that the 
supply of Blue Goose Eggs were pro
duced at Marquette only.

A. N. Borden, secretary of the dance 
committee, wishes to make his final 
report at the next regular meeting and 
requests those who still owe for their 
dance^ tickets to remit at once.

Mrs. C. F. Herrick and son have 
been reported ill. Calls from any of 
the ladies will be very much appre
ciated.

W. P. Drake reports wife and baby 
doing fine.

Our new Secretary, A. F. Rockwell 
says, What shall we do with this? 
Hydorn says, “File it.”

A little tip to our brother, George 
Clark: When you take your friends 
out for a joy ride, take them around 
the city first instead of in the “rhu
barbs” and get stuck in the mud.

Ed Wykkel has accented a position 
with the Bour Coffee Co., of Toledo, 
to take effect April 1.

Take notice of the change of time 
on the G. R. & I., which took effect 
April 4.

The Elston Hotel, at Charlevoix, 
suffered a $50,000 fire last week.

The W. B. Hayden Sons Co., at 
Cassopolis, conduct an up-to-date 
hardware store and have installed a 
new harness and shoe repairing de
partment.

Several of the ladies of the Four 
Leaf Clover Club comprised a theater 
party at the Majestic Saturday night, 
April 3.

W. A. Lovelace has accepted a new 
position with the Grand Rapids Show 
Case Co. His headquarters will be 
at Charleston. W. Va. He will travel 
in Virginia, West Virginia and Mary
land. ,

Mr. and Mrs. A. P. Anderson en
tertained Wm. Anderson, the form
er’s brother, of Greenville, and Miss 
Hester Jensen, of Sheridan, last week. 
They were married at the home of 
the bride April 1.

Several of the boys of 131 remem
bered Gov. W. N. Ferris with Easter 
post cards and also a telegram en
titled “Why Does a Hen Lay an 
Egg?”

C. M. Baker, of Clarksvill e, has pur
chased the old creamery building at 
Luther and will open and operate an 
up-to-date creamery.

The, Midnight Club will meet with 
Mr. and Mrs. Harry Wood, on East 
Franklin street Saturday night, April 
10.

Have you made your hotel reserva
tion at I ansing for the U. C. T. con
vention, June 4 and 5. Remember, the 
early bird catches the worm.

How about our baseball team? It 
is high time that they go South to 
their training camp.

Now is the time to hustle for new 
members, as we have only one more 
meeting before the Grand Counsel 
meeting at Lansing. Now, all to
gether, let’s do our best. Grand Rap
ids knows how.

Why not cut down on these late 
hours at our regular meetings? It 
has been suggested to make every al
ternate meeting a ceremonial session 
and th odd meeting between a busi
ness and social session 

C. F. Lawton expects to spend the 
week end in Chicago. We are won
dering what the attraction is. Some 
one says there is a “lady in the case.” 

Mail your news items to 1351 Logan 
street or telephone Citizens 35151. 
They will be greatly appreciated.

R. J. Ellwanger.
Scintillant Splinters From the Sagi- 

naws.
Saginaw, April 5.—The work on 

the six-story, reinforced concrete, 
fireproof cold storage, which is being 
built by the Saginaw Beef Co. for its 
requirements and those of the Corn- 
well Beef Co., including space enough 
for a public cold storage is progress-
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ing in fine shape. The excavating is 
completed and driving the piles for the 
foundation is well under way. This 
building, when complete, will be a 
great addition to the many valuable 
establishments in Saginaw from the 
fact that Saginaw, from a geographi
cal standpoint, seems to be well fitted 
for a cold storage. The public, as 
well as the industries of the city who 
are able' to use a cold storage, will 
find this a very valuable asset to their 
business.

W. E. Hall, of Owosso, who has 
been doing a large business there on 
the credit system, now intends to 
bring his store on strictly cash basis 
on and after to-day. Mr. Hall has 
the confidence of his trade and we 
knô w that he will enjoy a prosperous 
business.

We have heard through Captain Rob
erts, who is Swift & C o .’s head soap 
man for Michigan, that Walter Frost, 
the popular salesman who used to 
travel for the Saginaw Beef Co., is 
out in Spokane, Washington, selling 
soap for Swift & Co. Mr. Frost had 
to go West some time ago on ac
count of ill health and his many 
friends will be glad to hear that he is 
now having big success.

Randall & Sons, of Bancroft, the 
popular merchants of that town, 
whose store building and stock were 
burned about five weeks ago, have 
resumed business and are doing a 
larger volume of business than ever.

Miller Bros., of Alma, who are pro
gressive merchants of that town, have 
opened up another store. This store 
is going to be a cash grocery, which 
they are conducting for the benefit of 
the trade who wants to pay cash and 
get the benefit therefrom.

P. E. Hayner, of Perry, the well- 
liked business man of that town, is 
now jn his new building. He has part 
of his building fitted up into a bak
ery. Mr. Hayner is serving meals, 
and by the length of time some of 
the salesmen spend eating in there,

his meals must be way up above the 
average. v

Simon Hagedorn, the Michigan 
Creamery Co.’s buttermaker, recent
ly received a letter from Mason City, 
Iowa, signed by Secretary Martin H. 
Meyer, of the National Creamery 
Buttermakers’ Association, which 
reads as follows: “Dear Mr. Hage
dorn—You are entitled to the State 
prize consisting of either a silver 
watch or a silver cup. Please make 
your choice and write me at once so 
that I can notify the jeweler to send 
your selection. You win this prize 
with a score of 94.”

Arthur B. Cornwell.

AWNINGS

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

Tents, Horse and W agon Covers, Hammock 
Couches. Catalogue on application.

CHAS. A. COYE, INC.
Campaii Ave. and Louis St. Grand Rapids, Mich

THE GRAND RAPIDS 
VETERINARY COLLEGE

Offers a Three Years’ Course in Veterinary Science 
Complying 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

1 9  1 5

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.

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day ot issue.

Acids
Acetic .................  6 @ 8
Boric ...............  10 0  15
Carbolic .............  1 2001 25
Citric ................... 68 @ 75
M uriatic ............ l%@ 5
N itric .................  5%@ 10
Oxalic ...............  23 @ 30
Sulphuric .......... 1% @ 5
T artaric ............ 53 @ 55

Ammonia
W ater, 26 deg. . .  6%@ 10 
W ater, 18 deg. . .  4%@ »
W ater, 14 deg. . .  3%@ 6
Carbonate . . . .  13 @ 16
Chloride .........  10 @ 25

Balsams
Copaiba .............. 75@1 00
F ir  (Canada) . .  1 5001 75 
Fir (Oregon) . .  400 60
Peru .................  3 50@3 75
Tolu ....................... 75 @1 00

Berries
Cubeb .............. 85 @ 90
Fish ...................  15 @ 20
Juniper .............  10 @ 15
Prickley Ash . . .  @ 5 0

Barks
Cassia (ordinary) 25 @ 30 
Cassia (Saigon) 65@ 75
Elm (powd. 35c) 30@ 35
Sassafras (pow. 30c) @ 25
Soap Cut (powd.

35c .....................  23@ 25

E xtracts
Licorice ...............  27 @ 30
Licorice powdered 30@ 35 

Flowers
Arnica .................  30@ 40
Chamomile (Ger.) 550 60 
Chamomile (Rom) 55 @ 60

Qums
Acacia, 1st ........  50@ 60
Acacia, 2nd ....... 45 0  50
Acacia, 3d ............40@ 45
Acacia, Sorts . .  20 @ 25
Acacia, powdered 30@ 40
Aloes (Barb. Pow) 22@ 25 
Aloes (Cape Pow) 20@ 25
Aloes (Soc. Pow.) 40@ 50
Asafoetida ...........  60@ 75
Asafoetida, Powd.

Pure .............  @1 00
U. S. P. Powd. @1 25

Camphor .............  56@ 60
Guaiac . . . » .......... 40@ 45
Guaiac, powdered 50@ 55
Kino .....................  70@ 75
Kino, powdered 75@ 80 

0  40
@ 50powdered

.............  9 30@9 50
powd. 11 00@11 25 
gran. 11 50012 00
.................  28@ 35
Bleached 30 @ 35

Myrrh 
Myrrh,
Opium 
Opium,
Opium,
Shellac 
Shellac,
T ragacanth

No. 1 .............  2 25@2 50
T ragacanth  pow 1 25@1 50 
Turpentine .......... 10@ 15

Leaves
Buchu .............. 2 25 @2 50
Buchu, powd. 2 50@2 76
Sage, bulk .......... 280 35
Sage, %s loose ..35@ 
Sage, powdered 30 @
Senna, Alex ........ 30@
Senna, T inn..........  20@
Senna Tinn powd 25 @
Uva Ursi ............. 18@

40
35
35
30
30
20

Oils
Almonds, B itter,

true  ...............  6 50@7 00
Almonds, B itter, 

artificial . . . .  1 50@1 75 
Almouds, Sweet,

true  ................ 1 25@1 60
Almouds, Sweet,

Im itation .......... 50@ 60
Amber, crude . .  25 @ 30
Amber, rectified 400 50
Anise .................  2 00@2 25
Bergam ont . . . .  4 25@4 50
Cajeput .............  1 35@1 60
Cassia .............. 1 7502 00
Castor, bbis. and

cans ...............  12%@ 15
Cedar Leaf . . .  90@1 00
Citronella ........  1 00@1 10
Cloves .............. 1 60@1 75
Cocoanut .......... 200 26
Cod L iv e r .......... 1 75 @2 00
Cotton Seed . . . .  8501 00
Croton .............. 2 0002 25
Cupbebs ..........  4 2504 60
Eigeron .............. 2 0002 25
Eucalyptus . . . .  1 0001 20 
Hemlock, pure . .  @1 00
Juniper B erries 2 0002 IS 
Juniper Wood . .  700 90
Lard, ex tra  .......... 80@ 90
Lard, No. 1 ........  65 @ 75
L aven 'r Flowers @6 00 
Lavender, G ar’n  1 2501 40
Lemon ...............  2 0002 25
Linseed, boiled, bbl. @ 63 
Linseed, bid, less 680 72 
Linseed, raw, bbl. @ 62 
Linseed, raw , less 67 @ 71

1 55@1 65

M ustard, true  ..9  00@9 50 
M ustard, artifi’l 3 25@3 50
Neatsfoot ............ 650 75
Olive, pure . . . .  2 60@3 50 
Olive, Malaga,

yellow .........
Olive, Malaga,

green .............  1 50@1 60
Orange Sweet . .  2 2502 50
Organum, pure 0 2  50 
Origanum, com’l @ 75
Pennyroyal .......... @2 75
Pepperm int . . . .  .2 50@2 75 
Rose, pure . .  14 50@16 00 
Rosemary Flows 1 50@1 75 
Sandalwood, E.

1........................... 6 50@6 75
Sassafras, true @1 10 
Sassafras, artifi’l @ 60
Spearm int ........ 3 25@3 50
Siperm.................. 90@1 00
Tansy .............. 4 00@4 25
Tar, USP .......... 300 40
Turpentine, bbls. @ 50 
Turpentine, less 57@ 62 
W intergreen, true @5 00 
W intergreen, sw eet

birch .............  3 00@3 25
W intergreen, a r t  1 75(5)2 00 
W ormseed . . . .  3 50@4 ofl 
Wormwood . .  ..4  00@4 25

Potassium
B icarbonate . . . . .  25@ 30
Bichrom ate ........ 200 25
Bromide ...........  95@1 05
Carbonate ...........  28@ 35
Chlorate, xtal and

powdered .......... 52@ 55
Chlorate, granu lar 570 60
Cyanide ...............  25@ 40
Iodide .................  @3 77
P erm anaganate . .  65 @ 70 
Prussiate , yellow 53@ 55 
P russiate , red . . . .  90@1 00 
Sulphate .............  200 25

Rsots
Alkanet .................  30@ 35
Blood, powdered 20@ 25
Calamus .............  40@ 70
Elecampane, pwd. 15@ 2U 
Gentian, powd. 15@ 25 
Ginger, Atrican,

powdered ........ 150 20
Ginger, Jam aica 22@ 25 
Ginger, Jam aica, 

powdered . . . .  220 28
Goldenseal pow. 6 50@7 00 
Ipecac, powd. . .  @3 50
Licorice .............. 18@ 20
Licorice, powd. 12@ 15
Orris, powdered 30@ 35 
Poke, powdered 200 25
Rhubarb .............. 7501 00
Rhubarb, powd. 7501 25 
Rosinweed, powd. 250 3v 
Sarsaparilla, Hond.

ground ............
Sarsaparilla Mexican,

ground ...............  30@
Squills ................... 20@
Squills, powdered 400 
Tumeric, powd.
Valerian, powd.

Seeds
Anise ...............  20@ 25
Anise, powdered @ 25
Bird, Is .................... 0  12
C a n a ry .................  120 16
Caraway ............ 150 20
Cardamon ........ 2 00@2 25
Celery (powd. 40) 30@ 35
Coriander .......... 100 18
Dill .....................  200 25
Fennell .................  40@ 45
F lax  .....................  5@ 10
Flax, ground . . . .  5 0  10
Foenugreek, pow. 8 0  10
Hemp ......................  0 10
Lobelia .................... 0 60
M ustard, yellow 160 20 
M ustard, black 160 20 
M ustard, powd. 200 25
Poppy .................  150 20
Q u in ce .................  1 00@1 25

0  65
35
35
60
15
30

12@
250

Rape
Sabadilla .......... @
Sabadilla, powd. 0  
Sunflower .............  150
Worm
W orm

American
Levant

20 0
760

Tinctures
Aconite .............
Aloes .................
Arnica .................
Asafoetida ........
Belladonna . . . .
Benzoin .............
Benzoin Compo’d
Bucbu .................
Can tharadles . . . .
Capsicum ..........
Cardamon ..........
Cardamon, Comp.
Catechu .............
Cinchona ..........
Colchicum ........
Cubebs ...............
Digitalis ............
Gentian ............
Ginger ...............
Guaiac ...............
Guaiac Ammon.
Iodine ...............
Iodine, Colorless

0  76 
0  65
0  76
01 Si 
01  66 
01 00 
01 00

SI  50 
1 80 
0  90

SI  5 0  
1 00 
0  60 

0 1  06 
0  76 
0 1  20

8 8  
0  96 
0 1  06 
et so 
@2 00 
@2 00

Ipecac ...............
Iron, clo..............
Kino .....................
Myrrh .................
Nux Vomica ....
Opium ...............
Opium, Capmh.
Opium, Deodorz’d 
Rhubarb ...........

Paints
Lead, red dry . .  7 @
Lead, w hite dry 7 @ 
Lead, white oil 7 5  
Ochre, yellow bbl. 1 @ 
Ochre yellow less 2 @
P u tty  .................  2%@
Red Venet n bbL 1 0  
Red Venet’n less 2 & 
Vermillion, Eng. 1 2501 50 
Vermillion, Amer. 150  20
W hiting, bbl. . .  1 1- 1O0 1 M
W hiting .............  20  *
L. H. P. Prepd 1 2501 86

0  75 
0  60 
0  80
0 1  05
0  70
0 2  76
0  90
0 2  76 
0  70

8
8
8

1%5
5

1%5

Insecticides
Arsenic .................
Blue Vitrol, bbl.
Blue Vitrol, less 
Bordeaux Mix Pst 
Hellebore, White

powdered .......... 15 @
Insect Powder . .  25 @ 
Lead A rsenate . .  80
Lime and STulphur 

Solution, g a l... 160 
Paris Green . .  15140

100 15 
@ 6%  

7@ 10 
8 0  16

20
4016
2620

Miscellaneous

Acetanalid ........ 2 0002 60
Alum ......................... 6@ 8
Alum, powdered and

ground .............. 7 0  10
Bismuth, Subni-

tra te  .............  2 0703 00
Borax x tal or

powdered ___ 6 0  12
C antharades po 2 000 7 00
Calomel .............  1 29(8)1 34
Capsicum .......... 3o@ 35
Carmine .............  4 250 4 50
Cassia Buds . . . .  © 40
Cloves .............  300 36
Chalk Prepared 6 0  814 
Chalk Precipitated 70  10 
Chloroform . . . .  37@ 43
Chloral H ydrate 1 0001 20
Cocaine .............  4 600 4 90
Cocoa B utter . .  550 05 
Corks, list, less 70% 
Copperas, bbls. . .  @ oi 
Copperas, less . .  2@ 5
Copperas, powd. 40  6
Corrosive Sublm. 1 2501 35 
Cream T a rta r  . . . .  360 40
Cuttlebone ........ 35© 40
Dextrine ............ 7 0  10
Dover’s Powder . 0 2  60
Emery, all Nos. 6 0  10 
Emery, powdered 5 0  8
Epsom Salts, bbls © 2
Epsom Salts, less 3 0  5
f£ k ° t  ..............    2 0002 25
Ergot, powdered 2 7508 00
Flake W hite .......... 150  20
Formaldehyde lb. 100  15
Gambler ............ jo@ i§
Gelatine .................  <o@ 50
Glassware, full cases 80% 
Glassware, less 70 & 10%

1)45
15
15
25
20
35
60

Glauber Salts bbL 
Glauber Salts less 2 $
Glue, brown ........  il@
Glue, brown grd. 100 
Glue, w hite . . . .  15@
Glue, white grd. 150
Glycerine .......... 24% @
Hops .....................  450
Indigo ...............  1 7502 00
Iodine .............  4 6604 80
Iodoform .......... 5 2005 80
Lead A cetate . . . .  150  20
Lycopdium . . . .  1 5001 75
Mace .....................  850 90
Mace, powdered 9501 00
Menthol .............  3 500 3 75
Menthol .......... 3 750 4 00
Morphine .......... 5 6505 90
Nux Vomica . . . .
Nux Vomica pow 
Pepper, black pow 
Pepper, w hite . . .
Pitch, Burgundy
Quassia .............  10
Quinine, all brds 30 
Rochelle Salts 
Saccharine . . . .  3 2503 75
Salt P e te r ............ 12@ 16
Seidlitz M ixture 25@ 
Soap, green . . . .  150 
Soap, m ott castile 120 
Soap, white castile

case .....................  0 6  75
Soap, w hite castile 

less, per bar . . .  0
Soda Ash ..........  1%@
Soda Bicarbonate 1 % 0
Soda, Sal .......... 1 0
Spirits Camphor 0  
Sulphur roll . . . .  2%@
Sulphur Subl.......... 3@
Tam arinds .......... 15@
T arta r  Em etic . . . .  @
Turpentine Venice 400 
Vanilla Ex. pure 1 0001 50 
W itch Hazel . . .  6601 00
Zinc Sulphate . . .  7 0  10

30
211
15

75
5
5
4

75
5620

60
50
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled 
at market prices at date of purchase.

ADVANCED DECLINED
Wheat Hearts

Evaporated Apples 
Package Currants 
Green Peas

Split Peas

Index to Markets
By Columns

Col
A

Ammonia ................. 1
Axle Grease ............. 1

B
Baked Beans .......... 1

.B a th  Brick ........... 1
Bluing ......................... 1
B reakfast Food . . . . 1
Brooms ....................... 1
Brushes ..................... . .  1
B utter Color ............ 1

C
Candles ..................... 1
Canned Goods ........ . 1-2
Carbon Oils ............. 2
Catsup ....................... 2
Cheese ............ .......... 3
Chewing Gum .......... . .  3
Chicory ..................... 3
Chocolate ................... 3
Clothes Lines ........ 3
Cocoa ......................... 3
Cocoanut ................... 3
Coffee ......................... 3
Confections ............... 4
Cracked W heat — 5
Crackers ................... . 5, 6
Cream T a rta r  .......... 6

D
Dried F ru its  ............. 6

F
Farinaceous Goods , 6
Fishing Tackle ........ 6
Flavoring E x trac ts  . 7
Flour and Feed . . . . 7
F ru it J a rs  ................. 7

G
Gelatine ..................... 7
Grain Bags ............... 7

H
H erbs .......................... 7
Hides and P e l t s ........ . .  8
H orse Radish ........... 8

J
Jelly ............................. 8
Jelly  Glasses ............. 8

M
Macaroni .................... 8
Mapleine ..................... 8
Meats, Canned ......... 9
Mince M eat ............. 8
Molasses ..................... 8
M ustard ..................... 8

N
N uts ............................. 4

O
Olives ........................... 8

P
Pickles ......................... 8
Pipes ........................... 8
Playing Cards ......... 8
Potash .......................... 8
Provisions ................... 8

R
Rice .............................. 9
Rolled Oats ............... . 9

S
Salad Dressing ........ 9
Saleratus ..................... 9
Sal Soda ..................... 9
Salt ........................... . • 9
Salt Fish ..................... 9
Seeds .......................... 10
Shoe Blacking .......... . 10
Snuff ............................ 10
Soda ................; ............. 10
Spices ........................... 10
Starch ..........' 10
Syrups  ............. ........... io

Table Sauces . . . . . . . .  10
Tea ................................  io
Tobacco . . ’. . . .  11, 12, 13 
Twine . . . • . ............ .... 13

Vinegar ........................... 13
W

W icking ......................... 13
Woodenware . . . . . . . . .  13
Wrapping P a p e r ......... 14

Y
Yeast Cake ............... 14

AMMONIA
Doz.

12 oz. ovals, 2 doz. box 75
AXLE GREASE 

F razer’s.
lib . wood boxes, 4 doz. 3 00 
lib . tin  boxes, 3 doz. 2 35 
3%lb. tin  boxes, 2 dz. 4 25 
101b. pails, per doz. ..6  00 
15tb. pails, per doz. ..7  20 
251b. pails, per doz. ..12 00

BAKED BEANS 
No. 1, per doz. . .  45@ 90
No. 2, per doz. . .  75@1 40 
No. 3, per doz. . .  85@1 75

BATH BRICK 
English ......................... 95

BLUING
Jennings’.

Condensed P earl Bluing 
Small C P  Bluing, doz. 45 
Large C P  Bluing, doz. 75

Folger’s.
Summer Sky, 3 dz. cs. 1 20 
Summer Sky, 10 dz bbl 4 00

BREAKFAST FOODS
Apetizo, B iscuits ___  3 00
B ear Pood, Pettijohns 2 13 
Cracked W heat, 24-2 2 80 
Cream of Rye, 24-2 . .  3 00 
Quaker Puffed Rice . .  4 25 
Quaker Puffed W heat 3 10 
Quaker B rkfst Biscuit 1 90 
Q uaker Corn Flakes 1 75 
Victor Corn Flakes . .  2 20 
W ashington Crisps . .  1 85 
W heat H earts . . . . . . .  2 05
W heatena ..................... 4 50
E vapor’ed Sugar Corn 90
Farinose, 24-2 .............  2 70
Grape N uts ................... 2 70
Grape Sugar F lakes . 2 50 
Sugar Corn Flakes . .  2 50 
H ardy  W heat Food . .  2 25
Holland R usk ..............   3 20
Krinkle Corn Flakes 2 00
Mapl-Corn F l a k e s ___2 80
Minn. W heat Cereal 3 75 
Ralston W heat Food 4 50 
Ralston W ht Food 10c 2 25
Roman Meal ...............  2 30
Saxon W heat Food . .  2 75 
Shred W heat B iscuit 3 60
Triscuit, 18 ................... 1 80
Pillsbury’s Best Cer’l 4 25 
Post Toasties, T-2 . .  2 50 
Post Toasties, T-3 . .  2 70 
Post Tavern  Porridge 2 80

BROOMS
Fancy Parlor, 25 lb. 4 25 
Parlor, 5 String, 25 lb. 4 00 
S tandard Parlor, 23 lb. 3 50
Common, 23 lb ................3 25
Special, 23 lb................  2 75
W arehouse, 33 lb. . . .  4 25 
Common W hisk . . . .  l  00 
Fancy W hisk ...............  l  25

BRUSHES
Scrub

Solid Back, 8 in .......  75
Solid Back, 11 in........  95
Pointed Ends .............. 85

Stove
No. 3 ..............................  90
No. 2 .............................  i  25
No. 1 ..... .......................  i  75

Shoe
No. 3 .............................  i  00
No. 7 ............................  i  30
No. 4 ............................. l  70
No. 3 .......................   1 90

BUTTER COLOR 
Dandelion, 25c size . .  2 00 

CANDLES
Paraffine, 6s  ...............  7
Paraffine, 12s .............. 7%
W icking ....................... 20

CANNED GOODS 
Apples

3 lb. S tandards . .  @ 85
Gallon .................  @2 50

Blackberries
2 It);- ............ 1 50@1 90
Standard gallons @5 00

Beans
Baked ...................  85@1 30
Red Kidney . . . .  75@ 95
String ...............  1 00@1 75
W ax .....................  75@1 25

Blueberries
S tandard  .....................  l  80
Gallon .........  7 25

Raspberries Standard .......... @
Salmon

W arrens, 1 lb. Tall . .  2 30 
W arrens, 1 lb. p la t  . .  2 45
Red A la s k a ----  l  70@1 75
Med Red A laska 1 40@1 45 
Pink Alaska . . . .  @i 20 

Sardines
Domestic, %s ............ 3 90
Domestic, y4 M ustard 3 75 
Domestic, % M ustard 3 25
French, 14s .......... 7@14
French, %s ............ 13 @23

Sauer Kraut
No. 3, cans .............. 90
No. 10, cans .............. 2 40

Shrimps

@16% 
@16% 
@16% 
i t  15

Clams
L ittle Neck, lib . . .  @1 00 
L ittle Neck, 21b. . .  @1 50 

Clam Bouillon
B urnham ’s % p t..........2 25
B urnham ’s p ts ............  3 75
Burnham ’s q ts.............. 7 50

Corn
F air .....................  65@ 70
Good ................. . 90@1 00
Fancy ...................  @1 30

French Peas 
Monbadon (N atural)

per doz.......................  1 75
Gooseberries

No. 2, F a ir  . . . . . . . . . .  l  50
No. 2, Fancy .......... 2 35

Hominy
S tandard .....................  85

Lobster
y* ib................................ 1 85
% lb ................................  3 15

Mackerel
M ustard, l ib .......................  1 80
M ustard, 21b .......................  2 80
Soused, l% lb .....................  l  60
Soused, 21b.........................  2 75
Tomato, lb ..........................  1 50
Tomato, 21b.......................  2 80

Mushrooms
Buttons, %s ___ @ 15
Buttons, I s .......... @ 30
Hotels. Is  .......... @ 20

Oysters
Cove, 1 lb. .......... @ 85
Cove, 21b .................  @1 60
■ Plums
Flum s .................  90 @1 35

Pears in Syrup 
No. 3 cans, per doz. ..1  50 

Peas
M arrow fat .......... 90@1 00
E arly  June  ----  1 10@1 25
E arly  June  siftd  1 45 @1 55

Peaches
P.ie .....................  1 °«@1 25No. 10 size can pie @3 25
_ . .  PineappleG rated .............. 1 75@2 10
Sliced ...............  95@2 60
_  Pumpkin

........................... 80
Fancy ........................... 1 00
Gallon ......................... 2 40

F a ir
Good

Succotash

StrawberriesStandard ...............
Fancy .....................

Good . 
Fancy 
No. 10

Tomatoes

CARBON OILS 
Barrels

Engine ............... 16 @22
Black, w inter . . 8  @10

CATSU P
Snider’s p in ts .......... 2 35
Snider’s % pints . . . .  l  35

CHEESE
Acme ...................
Carson City . . . .
Brick ...................
Leiden .................
L im burger .......... __
Pineapple .......... 40 @60
Edam ......................  @85
Sap Sago ..............  @22
Swiss, domestic @20

CHEWING GUM 
Adams Black Jack  . . . .  62
Adams Sappota ............ 59
Beem an’s Pepsin .......... 62
Beechnut ......................... 62
Chiclets ..........................  1 33
Colgan Violet Chips . .  65
Colgan M int Chips ___ 65
Dentyne ........................... 62
Doublemint .....................  64
F lag  Spruce .................  69
Juicy  F ru it .....................  59
Red Robin .....................  62
Spearm int, W rigleys . .  64 
Spearm int, 5 box ja rs  3 20 
Spearm int, 3 box ja rs  1 92
T runk Spruce .................  59
Y ucatan ........................... 62
Zeno ................................  64

CHOCOLATE 
W alter B aker & Co.

Germ an’s Sweet ............ 22
Prem ium  ......................... 32
Caracas ........................... 28

W alter M. Lowney Co.
Prem ium , %s .................  29
Prem ium , %s .............. 29

CLOTHES LINE
P er doz.

No. 40 Twisted Cotton 95 
No. 50 Twisted Cotton 1 30 
No. 60 Tw isted Cotton 1 70 
No. 80 Twisted Cotton 2 00 
No. 50 Braided Cotton 1 00 
No. 60 Braided Cotton 1 25 
No. 60 Braided Cotton 1 85 
No. 80 Braided Cotton 2 25 
No. 50 Sash Cord . . . .  1 75 
No. 60 Sash Cord . . . .  2 00
No. 60 Ju te  ...................  90
No. 72 Ju te  .................  1 10
No. 60 Sisal ...............  1 00

Galvanized W ire 
No. 20, each 100ft. long 1 90 
No. 19, each 100ft. long 2 10 
No. 20, each 100ft. long 1 00 
No. 19, each 100ft. long 2 10

COCOA
B aker’s .........................  37
Cleveland .........................  41
Colonial, %s .................  35
Colonial, %s .................  33
Epps ................................  42
H ershey’s, %s ...............  30
H ershey’s, %s .............. 28
H uyler ..............................  36
Lowney, %s .................  34
Lowney, %s ...................  34
Lowney, %s ...................  33
Lowney, 51b. cans . . . .  33
Van Houten, %s ........  12
Van Houten, %s ........  18
Van Houten, %s ........  36
Van Houten, Is  .............  65
W an-E ta  ......................... 36
Webb .............................. ’ 33
Wilber, %s .....................  33
Wilber, %s .....................  32

COCOANUT
Dunham ’s per' lb.

%s, 51b. case . . , .........  30
%s, 51b. case . . . .........  29
%s 15 lb. case . ........ 29
%s, 15 lb. case ...........  28
Is, 151b. case . . . ........ 27
%s & %s 151b. case 28
Scalloped Gems ........ 10
%s & %s pails . ........ 16
Bulk, pails ........ ........ 13
Bulk, barrels . . . ........ 12
B aker’s Brazil Shredded 
10 5c pkgs., per case 2 60 
26 10c pkgs., per case 2 60 
16 10c and 33 5c pkgs., 

per case .................  2 60
C O F F E E S  RO ASTED  

Rio
Common ................... . .  19

1 45 F air ............................ . 19%
2 50 Choice .......................... 20

Fancy ......................... . 21
90 Peaberry ................... . 23

1 20 Santos
>1 40 Common ................... . 20

F air ............................ . 20%
95 

2 25
Choice ....................... . 21
Fancy ......................... . 23
Peaberry  ................... . 23

90 
1 20 
2 90

Maracaibo
F air ............................ . 24
Choice ......................... . 25

Mexican
Choice ....................... . 25
Fancy ......................... . 26

8.9 Guatemala
13.5 F air ............................ . 25
19.9 Fancy ........................ . 28
13 Java

Private  Growth . . . .  26@30
Mandling .................  31 @35
Aukola .....................  30@32

Mocha
Short Bean .............  25@27
Long Bean .............. 24@25
H. L. O. G..............

Bogota
Fair ........................... 24
Fancy ..................... 26
Exchange Market, Steady 
Spot Market, Strong 

Package
New York Basis

Arbuckle ..................... 17 00
McLaughlin’s XXXX 

McLaughlin’s X X X X  
package coffee is sold to 
retailers only. Mail all or
ders direct to W. F. Mc
Laughlin & Co., Chicago,

Extracts
Holland, % gro. bxs. 95
Felix, % gross .......... l  15
Hummel’s foil, % gro. 85 
Hummel’s tin, % gro. 1 43 

CONFECTIONERY 
Stick Candy Pails

Horehound .................  9
Standard ..........................9
Standard, small ........ 10
Twist, small .............  10
_ , CasesJumbo ........................... git
Jumbo, small .................10
Big Stick .....................  9%
Boston Sugar Stick . .  14 

Mixed Candy
t> . . PailsBroken .........................  8%
Cut Loaf .....................  10
French Cream ............ 10
Fancy .........................
Grocers ......................... 7
Kindergarten .............. 12
Leader .........................  19
Majestic ..-.................  10
Monarch .......................  10
Novelty .........................  u
Paris Creams .............. 11
Premio Creams ........  14
Royal ........................... 1
Special ........................... 10
Valley Creams .......... 13
X L O ..................   7%

Specialties
Palls

Auto Kisses (baskets) 13
Autumn Leaves .......... 13
Bonnie Butter Bites . .  17 
Butter Cream Corn . .  15
Caramel Dice .............. 13
Cocoanut K r a u t..........
Cocoanut Waffles . . . .  14
Coffy Toffy ................ 14
Dainty Mints 7 lb. tin 16
Empire Fudge ............  14
Fudge, Pineapple . . . .  14
Fudge, Walnut ........  14
Fudge, Filbert ..........  14
Fudge, Choco. Peanut 13 
Fudge, Honey Moon . .  14 
Fudge, Toasted Cocoa-

nut ............................. 14
Fudge, Cherry ..........  14
Fudge, Cocoanut . . . .  14 
Honeycomb Candy . .  16
Iced Maroons .............. 14
Iced G e m s..................... 15
Iced Orange Jellies . . .  13 
Italian Bon Bons . . . .  13
Lozenges, Pep...............  11
Lozenges. Pink ........  11
Manchus .......................  14
Molasses Kisses, 19

lb. box .....................  18
Nut Butter P u ffs* .... 14 
Pecans, Ex. Large @14

Chocolates
Pails

Assorted Choc..................16
Amazon Caramels . . .  16
Champion ...................  12
Choc. Chips, Eureka ..19
Climax ......................... 14
Eclipse, Assorted . . . .  14
Ideal Chocolates ........  14
Klondike Chocolates 18
Nabobs ......................... 18
Nibble Sticks .............. 25
Nut Wafers .............. 18
Ocoro Choc. Caramels 17
Peanut C lu sters...........29
Q u in tette ........................16
Regina ......................... 11
Star Chocolates ........ 13
Superior Choc, (light) 19 

Pop Corn Goods 
W ithout prizes. 

Cracker Jack with
coupon .....................  3 25

Pop Corn Goods with Prizes 
Giggles, 5c pkg. cs. 3 50
Oh My 100s ...............  3 50
Cracker Jack, with Prize 
Pop Corn Balls, with rib

bon, 200 in cs per cs. 1 49 
Cough Drops

boxes
Putnam Menthol . . .  1 00
Smith Bros. . . . . . . . .  1 25

NUTS—Whole
lbs.

Almonds, Tarragona 22
Almonds, California 

soft shell Drake . .  @22 
Brazils . . . . . . . . . .  12@13
F ilb erts.................
Cal. No. 1 S. S. . .  @22
Walnuts, Naples ..18@19 
Walnuts, Grenoble 17@18 
Table nuts, fancy 14@16 
Pecans, Large . . .  @18
Pecans, Be. Large @14

Shelled
No. 1 Spanish Shelled

Peanuts .......... 6 %@ 6%
Ex. Lg. Va. Shelled

Peanuts ........ 10%@11
Pecan H alves ........ @ 55
W alnut H alves . . . .  @ 40  
Filbert M eats . . . .  @38 
A licante Almonds @65 
Jordan Almonds . .

Peanuts 
Fancy H  P  Suns

g a w  ..................... 5%@ 6 %

S L - t .™ :  S £ §
CR A CK E R S

National Biscuit Company
Brands

In-er-Seal Trade Mark 
Goods

Baronet B iscuit , .^ f f  i°oo
F lake W afers ........ 1 00
Cameo Biscuit . 1  50 
Cheese Sandwich 1 00  
Chocolate W afers . . .  1 oo 
Excelsior B utters . . . .  l  oo
Fig Newton ...............  1 00
Five « ’Clock Tea B et l  00 
Ginger Snaps N B C . .  1 00 
Graham Crackers Red

Label, 10c size . . . .  l  00
K aiser Jumbles .......... 1  00
Lemon Snaps ........  59
O ysterettes ...............** 59
Premium Sodas ........" 1 00
Royal Toast ...............  1 00
Saratoga Flakes . . . .  1 50 
Social Tea Biscuit . .  1 00
u.needa B iscuit ..........  50
(Jneeda Ginger W afer 1 00 
Vanilla W afers . . . .  1 00 
W ater Thin B iscuit . .  1 00 
Zu Zu Ginger Snaps 50 
Zw ieback ...................  j  99

Other Package Goods 
Barnum ’s Anim als . .  60
Soda Crackers N B C

Fam ily Package . . .  2 50 
Fruit Cake .................  3 99

Bulk Goods
Cans and boxes

Anim als .......................  19
A tlantics Also Asstd. 12 
A  vena F ru it Cakes . .  12 
Bonnie Doon Cookies 10
Bonnie Lassies ..........  19
Cameo Biscuit ..........  25
Cecelia B iscuit ..........  16
Cheese Tid B its  . . . .  20 
Chocolate B ar (cans) 18 
Chocolate Drops . . . .  is  
Choc. Honey Fingers 16 
Choc. Mint W afers . .  14 
Circle Cookies . . . . . .  12
Cracknels ............... . ,  20
Cream  Fingers ..........  14
Cocoanut T affy  B ar . .  13 
Cocoanut Drops . . . .  12 
Cocoanut Macaroons . 18 
Cocont Honey Fingers 12 
Cocont Honey Jumbles 12 
Coffee Cakes Iced . .  12 
Dinner P ail Mixed . .  8 %
Fam ily Cookies ........  8 %
Fig Cakes A sstd ..........12
Fireside Peanut Jumb 10 
Fluted Cocont. B a r . . 1 1  
Frosted Cream s . . . .  8 % 
Frosted Ginger Cook. 8 % 
Frosted Raisin Sqs. . .  10
Ginger Drops .............. 13
Ginger Gems Plain  . .  8 % 
Ginger Gems, Iced . .  9 % 
Graham Crackers . . . .  8 
Ginger Snaps Fam ily . 8 % 
Ginger Snaps Round . .  8 
Harlequin Jumbles . .  12
Hobnob Cookies ........  12
Household Cookies . .  10 
Household Cooks. Iced 11 
Hippodrome B ar . . . .  12 
Honey Fingers A ss’t  12
Honey Flakes .......... 14
Honey Jumbles ........ 12
Imperials .....................  8 %
Jubilee Mixed ............ 10
K aiser Jumbles ........  12
Lady Fingers Sponge 30 
Leap Year Jumbles . .  20 
Lemon Biscuit Square 9
Lemon W afers ..........  18
Lem ona ......................... 8%
Lorna Doon .................  18
Mace Cakes .................  8
Mary Ann .................  10
M andalay .....................  10
Marshmallow Pecans 20
Medora .......................  8
Mol. Frt. Cookie, Iced 11 
N B C Honey Cakes . .  12 
Oatmeal Crackers . . .  8
Orange Gems .............  8 %
Oreo Biscuit .............. 25
Penny A s s o r te d ..........10
Peanut Gems ............ 9
Picnic Mixed . . . . . . . .  12
Pineapple Cakes . . . .  17
Raisin Cookies .......... 12
Raisin Gems .............. 11
R everes A sstd..............  15



Saltlnes ....................... 13
Seafoam ....................... 18
Snaparoons ................. J5
Spiced Jumbles, Iced 10
Sugar F ingers ............ 12
Sugar Crimp ............. 10
Sultana F ru it Biscuit 16
Sw eethearts ............... 25
Vera Lemon Drops . .
Vanilla W afers .......... 20

Butter
Boxes

Excelsior B utters . . . .  9 
NBC Square B utters 7
Seymour Bound .......... 7

Soda
NBC Sodas .................  7
Prem ium  Sodas .......... 8
Select Sodas .............  10
Saratoga Flakes . . . .  13
Saltlnes .......................  13

Oyster
NBC Picnic Oysters . .  7
Gem Oysters .............. 7
Shell ............................. 8%

Sugar W afer Specialties
Adora ........................... 1 00
Nabisco .......................  1 00
Nabisco .......................  1 75
Festino  .......................  1 50
Festino .......................  2 50
Lorna Doone .............  1 00

Above quotations of N a
tional Biscuit Co., subject 
to change w ithout notice.

CREAM TARTAR 
B arrels or Drum s . . . .  38
Boxes ..............................  39
Square Cans .................  41
Fancy Caddies ............ 46

DRIED FRUITS 
Apples

E vapor’ed Choice blk 7% 
E vapor’ed Fancy pkg. 

Apricots
California ...............  11@14

Citron
Corsican ....................... 16%

C urrants
Im ported, 1 lb. pkg. ..  8% 
Imported, bulk .......... 8%

Peaches
Muirs—Choice, 251b.
Muirs—Fancy, 251b.
Fancy, Peeled, 251b. ..12 

Peel
Lemon, American . . .  12% 
Orange, American . . .  12% 

Raisins
Cluster, 20 cartons ..2  25 
Loose Muscatels, 4 Cr. 7% 
Loose Muscatels, 3 Cr. 7% 
L. M. Seeded, 1 lb. 8%@9%

California Prunes 
90-100 251b. boxes ..@ 7 %  
B0- 90 251b. boxes . . @ 8% 
70- 80 25ib. boxes ..@  9% 
60- 70 251b. boxes ..@ 9 %  
50- 60 251b. boxes ..@10% 
40- 50 251b. boxes ..@11

6%
7%

Poles
Bamboo, 14 ft., per doz. 55 
Bamboo, 16 ft., per doz. 60 
Bamboo. 18 ft., per doz. 80
FLAVORING EXTRACTS 

Jennings D C Brand
E x trac t Lemon Terpenless 
E x trac t Vanilla Mexican 
Both a t  the sam e price. 

No. 1, F  box % oz. . .  85 
No. 2, F  box, 1% oz. 1 20 
No. 4, F  box, 2% oz. 2 25 
No. 3, 2% oz. Taper 2 00 
No. 2, 1% oz. f l a t ___1 75

FLOUR AND FEED 
Grand Rapids Grain & 

Milling Co.
W inter W heat

P urity  P a ten t . ........ 7 50
Matchless ...................  7 30
Fancy Spring ............ 7 so
W izard Graham  ........  7 10
W izard, Gran. Meal . .  4 90 
W izard Buckw’t  cwt. 3 60
Rye ................................  7 60

Valley City Milling Co.
Lily W hite .................  7 75
Light Loaf .................  7 25
Graham  ......................... 3 49
G ranena H ealth  . . . .  3 50
Gran, Meal .............. 2 00
Bolted Med .................  190

Voigt Milling Co. 
Voigt’s Crescent . . . .  7 75
Voigt’s Royal .......... 8 15
Voigt’s Flouroigt . . . .  7 75 
Voigt’s Hygienic G ra

ham  ......................... 6 70
W atson - Higgins Milling Co. 
Perfection Buckwheat

Flour .......................  6 20
Perfection Flour . . . .  7 85
Tip Top Flour .......... 7 35
Golden Sheaf Flour . .  6 95 
M arshalls B est Flour 8 20 

Worden Grocer Co.
Quaker, paper ...........  7 50
Quaker, cloth ............ 7 60

K ansas Hard W heat 
Voigt Milling Co.

Calla Lily ..................... 7 75
Worden Grocer Co. 

American Eagle, %s 8 00 
American Eagle, %s 7 90 
American Eagle, %s 7 80 

Spring W heat 
Roy Baker

Mazeppa .....................  7 90 '
Golden Horn, bakers 7 80
W isconsin Rye .......... 6 50
Bohemian Rye .......... 7 10

Judson Grocer Co.
Ceresota, %s .............  8 10
Ceresota, %s .............. 8 20
Ceresota, %s .............. 8 30

Voigt Milling Co.
Columbian .................  8 00

W orden Grocer Co. 
Wingold, %s cloth . .  8 50

Calfskin, green, No. 1 15 
Calfskin, green, No. 2 13% 
Calfskin, cured, No. 1 16 
Calfskin, cured, No. 2 14% 

Pelts
Old Wool .............  60@1 25
Lam bs .................  15@ 25
Shearlings .......... 10@ 20

Tallow
No. 1 ...................  @ 6
No. 2 .................  @ 4

Wool
Unwashed, med. @24
Unwashed, fine . .  @20

HORSE RADISH 
P er doz..............................  90

Jelly
5tb. pails, per doz. ..2  30 

151b. pails, per pail . .  65
301b. pails, per pail ..1  25 

JELLY  g l a s s e s
% pt. in bbls., per doz. 15 
% pt. in bbls., per doz. 16 
8 oz. capped in bbls.,

per doz...........................  18
MAPLEINE

2 oz. bottles, per doz. 4 00 
1 oz. bottles, per doz. 2 25 
% oz. bottles, per doz. 1 10 

MINCE MEAT
P er case .....................  2 85

MOLASSES 
New Orleans

Fancy Open K ettle . . .  42
Choice ............................  35
Good ................................  22
F a ir  ................................  20

H alf barrels 2c ex tra  
Red Hen, No. 2% . . . 1  75
Red Hen, No. 5 ..........1 75
Red Hen, No. 10 . . . . 1  65 

MUSTARD
% lb. 6 lb. box .......... 16

OLIVES
Bulk, 1 gal. kegs 1 00@1 10 
Bulk, 2 gal. kegs 95@1 05 
Bulk, 5 gal. kegs 9P@1 00
Stuffed, 5 oz..................  90
Stuffed, 8 oz.................  1 25
Stuffed, 14 oz................... 2 25
P itted  (not stuffed)

14 oz............................. 2 25
Manzanilla, 8 oz............ 90
Lunch, 10 oz....................1 35
Lunch, 16 oz....................2 25
Queen, Mammoth, 19

oz.................................  4 25
Queen, Mammoth, 28

oz..................................  5 75
Olive Chow, 2 doz. cs.

per doz......................  2 25
PICKLES

Medium
Barrels, 1,200 count . .  7 50 
Half bbls., 600 count 4 25
5 gallon kegs .............  1 90

Small
B arrels ......................... 9 50
Half barrels .............  5 25
5 gallon kegs .............  2 25

2 50

Sausages
Bologna .............  10% @11
Liver ...................  9%@10
Frankfort ........ 12 @12%
Pork .................  u  @12
Veal ............................  i i
Tongue ......................... 11
Headcheese ...............  10

Beef
Boneless ........ 20 00@20 50
Rump, new ..  24 50@25 00 

Pig’s Feet
% bbls............................ 1 05
% bbls., 40 lbs............. 2 10
% bbls., .......................  4 25
1 bbl................................  8 50

T ripe
Kits, 15 lbs...................  90
% bbls., 40 lbs............. 1 60
% bbls., 80 lbs..............3 00

Casings
Hogs, per % ...............  35
Beef, rounds, se t . .  24@25 
Beef, middles, se t . .  80 @85 
Sheep, per bundle . . . .  85

Uncolored B utterlne
Solid Dairy ___ 12%@16%
Country Rolls . .  13 @19% 

Canned Meats 
Corned beef, 2 lb. . .  4 70 
Corned beef, 1 lb. . .  2 50
Roast beef, 2 lb..........4 70
Roast beef, 1 lb. ..
Potted Meat, Ham

Flavor, %s ........
Potted Meat, Ham

Flavor, %s ........
Deviled Meat, Ham

Flavor, %s .............. 48
Deviled Meat. Ham

Flavor, %s ........
Potted Tongue, %s . .  
Potted Tongue, %s . .  90

RICE
Fancy .......................7 @7%
Japan  Style ........ 5 @6%
Broken .................  3% @4 V4

ROLLED OATS 
Rolled Avenna, bbls. 7 00 
Steel Cu, 100 lb. sks. 3 70
Monarch, bbls..............  6 75
Monarch, 90 lb. sks. 3 25 
Quaker, 18 Regular . .  1 45 
Quaker, 20 Fam ily . .  4 80

SALAD DRESSING
Columbia, % p t.............2 25
Columbia, 1 p int ___ 4 00
Durkee’s. large 1 doz. 4 50 
Durkee’s, small, 2 doz. 5 25 
Snider’s, large, 1 doz. 2 35 
Snider's small. 2 doz. 1 35 

SALERATUS 
Packed 60 lbs. in box. 

Arm and H am m er . .  3 00 
W yandotte, 100 %s . .  3 00 

SAL SODA
Granulated, bbls.............  80
Granulated, 100 tbs. cs. 90 
Granulated, 36 pkgs. . .  1 25

SALT

90

90
48

Wingold, %s cloth . . 8 40 Gherkins Common Grades
Wingold, %s cloth . . 8 30 B arrels ....................... 13 00 100 3 lb. .sacks .......... 2 60

Beans Wingold, %s paper . . 8 35 H alf barrels ............... 6 25 70 4 1b. sacks .......... 2 40
California Lim as . . . . 7 Wingold, %s paper . . 8 30 5 gallon kegs ............. 2 50 60 5 Tb. sacks .......... 2 40
Med. H and Picked .. 3 25 Meal Sweet Small 28 10 Tb. sacks .......... 2 25
Brown Holland ........ 3 20 Bolted ....................... B arrels ........... 56 Tb. sacks ............. 40

Farina Golden G ranulated . . 4 90 H alf barrels ............. 8 50 28 lb. sacks ............. 20
25 1 Tb. packages . . . . 1 50 Wheat 5 gallon kegs ............ 3 20 Warsaw
Bulk, per 100 rb. . . . 4 50 New Red ................... . 1 50 PIPES 56 lb. sacks ................., 26

Original Holland Rusk New W hite ............... . 1 45 Clay, No. 216, per box 1 75 28 in. dairy in drill bags 20
Packed 12 rolls to container Clay, T. D. full count 60 Solar Rock
3 containers (40) rolls 3 20 Michigan carlots . . . .. 60 Cob .............................. 90 56 lb. sacks .................

Hominy 
Pearl, 100 lb. sack . .  2 25 
Maccaronl and Vermicelli 

Domestic, 10 lb. box .. 60
Imported, 25 lb. box ..2  50 

Pearl Barley
Chester ......................... 3 75
Portage .......................  5 00

Peas
Green, W isconsin, bu. 2 90 
Green, Scotch, bu. . .  3 25
Split, tb.......................... 7

Sago
E ast India ..................... 5
German, sacks .................  5
German, broken pkg. 

Tapioca
Flake, 100 lb. sacks ..  5
Pearl, 100 tb. sacks . .  5
Pearl, 36 pkgs...............  2 25
Minute, 36 pkgs..........2 75

FISHING TACKLE
% to  1 in......................  6
1% to  2 in ........................ 7
1% to 2 In........................  9
1%, to 2 in ......................  11
2 in ..................................  15
3 in ...................... ...........  20

Cotton Lines
No. 1, 10 feet ............... 5
No. 2, 15 feet ............... 7
No. 3, 15 feet ...............  9
No. 4, 15 feet .............  10
No. 5, 15 feet .............  11
No. 6, 15 feet .............  12
No. 7, 15 feet .............. 15
No. 8, 15 feet . . . . . . . .  18
No. 9, 15 feet ............ 20

Linen Lines
Small ............... ...............  20
Medium ..........1............... 26
Large ............................... 34

Less than  carlots . . . .  62
Corn

Carlots ..........................  78
Less than  carlots . . . .  80

Hay
Carlots .......................  12 00
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. 6 25 
Mason, can tops, gro. 1 15 

G E L A T IN E
Cox’s, 1 doz. large . .  1 45 
Cox’s, 1 doz. sm all . .  90
Knox’s Sparkling, doz. 1 25 
Knox’s Sparkling, gr. 14 00 
Knox’s Acidu’d doz. . .  1 25 
Nelson’s ....................... 1 50
Oxford ............... ........ 75
Plymouth Rock, Phos. 1 25
Plym outh Rock, P lain 90

GRAIN BAGS
Broad Gauge .. .......... IS
Amoskeag ........ .......... 19

Herbs
Sage ................... .......... 15
Hops ................. .......... 15
Laurel Leaves . .......... 15
Senna Leaves .. .......... 25

HIDES AN D  P E L T S  
Hides

PLAYIN G  CARDS  
No. 90, S team boat . . . .  75
No. 15, Rival assorted 1 25 
No. 20, Rover, enam ’d 1 50
No. 572, Special ............1 75
No. 98 Golf, Satin  fin. 2 00
No. 808, B ic y c le ..........2 00
No. 632 Tourn’t  w hist 2 25 

POTASH
B abbitt’s, 2 doz.......... 1 75

PROVISIONS 
Barreled Pork 

Clear Back . .  21 00@22 00 
Short Cut Clr 19 00@20 00
Bean .............  16 00 @17 00
Brisket, Clear 27 00@28 00
Pig ...........................
Clear Fam ily .......... 26 00

Dry Salt Meats
S P  Bellies ___ 14% @15

Lard
Pure in tierces . 11% @12 
Compound L ard ,8%@ 9 
80 lb. tubs . . . . a d v a n c e ..% 
60 lb. tubs .. . .a d v a n c e  % 
50 lb. tubs ....a d v a n c e  % 
20 tb. pails ...ad v an ce  % 
10 tb. pails ...ad v an ce  % 
5 lb. pails ...ad v an ce  1 
8 tb pails ...ad v an ce  1 

Smoked Meats 
Hams, 14-16 lb. 14%@15 
Ham s, 16-18 tb. 14 @14% 
Ham s, 18-20 lb. 13%@14 
Ham, dried beef

se ts .................  29 @30
California H am s 9%@ 9% 
Picnic Boiled

Green, No. 1 . . . . . . . .  13 H am s ............ . 19%@20 100 lbs.Green, No. 2 ___ . . . .  12 Boiled H am s . . 22 @23 40 lbs.Cured, No. 1 ___ ----  15 Minced H am  . . 12 @12% 10Cured, No. 2 . . . . . . . .  14 Bacon ............. . 16 @22 8 Ibs.

Common
Granulated, F ine . . . .  1 10
Medium, Fine ...........  1 15

SALT FISH 
Cod

Large, whole . . . .  @ 8
Small, whole _ @ 7%
Strips or bricks . .  9@13 
Pollock .................  @ 5%

Smoked Salmon 
Strips ........................... 9

Halibut
Strips ..............................  18
Chunks .......................  19

Holland Herring 
Y. M. wh. hoop bbls.
Y. M. wh. hoop % bbls.
Y. M. wh. hoop kegs 
Y. M. wh. hoop Milchers

kegs .........................
Standard, bbls........... 11 75
Standard, % bbls............6 13
Standard, kegs . . . .  80

Trout
No. 1, 100 tbs...................  7 50
No. 1, 40 tbs.................... 2 25
No. 1 10 lbs.................... 90
No. 1, 2 lbs..................  75

Mackerel
Mess, 100 lbs.................15 00
Mess, 40 tbs.......................  6 50
Mess, 10 tbs.................  1 70
Mess, 8 tbs................. 1 46
No. 1, 100 lbs................ 14 00
No. 1, 40 lbs......................... 6 10
No. 1, 10 lbs.................  1 60

Lake Herring
...................... 4 25
.................  2 10
...............  62
...............  64

SEEDS
Anise ............................  20
Canary, Sm yrna . . . .  8%
Caraway .................... 15
Cardomon, M alabar 1 20
Celery ..........................  45
Hemp, R ussian .......... 5
Mixed Bird ...............  9
M ustard, white .......... 12
Poppy ......................... 16
Rape ............................. 10

SHOE BLACKING 
Handy Box, large 3 dz. 3 50 
Handy Box, sm all . .  1 26 
Bixby’s Royal Polish 85 
Miller’s  Crown Polish 85 

SNUFF
Scotch, in bladders . . . .  37
Maccaboy, in ja rs  ........  35
French Rapple in ja rs  . .  43 

SODA
B o x e s- ............................. 5%
Kegs, English ............ 4%

SPICES 
Whole Spices 

Allspice. Jam aica ..9@10 
Allspice, lg Garden @11 
Cloves, Zanzibar . .  @22 
Cassia, Canton . .  14 @15 
Cassia, 5c pkg. dz. @25 
Ginger, African . .  @ 9% 
Ginger, Cochin . . .  @14% 
Mace, Penang . . . .  @70
Mixed, No. 1 ........  @17
Mixed, No. 2 . . . . . .  @16
Mixed, 5c pkgs. dz. @45 
Nutmegs, 70-180 . .  @30 
Nutmegs, 105-110 ..@25 
Nutm egs, 105-110 . .  @25 
Pepper, Black . . . .  @15
Pepper, W hite . . . .  @25
Pepper, Cayenne . .  @22 
Paprika, H ungarian 

Pure Ground In Bulk 
Allspice, Jam aica . .  @15 
Cloves. Zanzibar . .  @28 
Cassia, Canton . . . .  @22
Ginger, African . . .  @18 
Mace, Penang . . . .  @75
N utm egs .................  @35
Pepper, Black .......... i s
Pepper, W hite ___ @32
Pepper, Cayenne . .  @24 
Paprika, H ungarian @45 

STARCH 
Corn

Kingsford, 40 lbs..........7%
Muzzy, 20 lib . pkgs. . .  5% 

Kingsford
Silver Gloss, 40 lib . . .  7% 
Muzzy, 40 lib . pkgs. . . 5  

Gloss
Argo, 24 5c pkgs......... 90
Silver Gloss, 16 3Ibs. . . 6% 
Silver Gloss, 12 61bs. 8% 

Muzzy
48 lib . packages .......... 5
16 3tb. packages . . .»  4%
12 61b. packages .......... 6
501b. boxes ............ 314

SYRUPS........
_ Corn
B arrsls • • • • • • • • •» ,, .  28
H alf barrels ...................... 30
Blue Karo, No. 1%,........

4 doz......................  3 45
Blue Karo, No. 2, 2 1 95
Blue Karo, No. 2% 2

doz................................  g 35
Blue Karo, No. 5, 1 dz. 2 30 
Blue Karo, No. 10, u,

doz.................. ............ 2 20
Red Karo, No. 1% 4

doz.......................... 3 80
Red Karo, No. 2 ,2 dz. 2 30 
Red Karo, No. 2%, 2dz. 2 75 
Red Karo, No. 5, 1 dz. 2 70 
Red Karo, No. 10 %

doz- ............................  2 60
Pure Cane

F air ..............................  16
Good ..............................  20
Choice ......................... 25

Folger’S Grape Punch 
Quarts, doz. case . .  6 00 

TABLE SAUCES
Halford, large .......... 3 75
Halford, sm all .......... 2 25

T E A
Uncolored Japan

«tedium .................  20® 25
Choice ..................... 28 @33
Fancy .....................  36@45
Basket-fired Med’m 28@30 
Basket-fired, Choice 35@37 
Basket-fired, Fancy 38@45
No. 1 Nibs ..............30@32
Siftings, bulk ........ 9@10
Siftings, 1 tb. pkgs. 12@14 

Gunpowder
Moyune, Medium . ,28@33 
Moyune, Choice . .  .35@40 
Moyune, Fancy . . .  50@60 
P ing Suey, Medium 25@30 
P ing Suey, Choice 35@40 
Ping Suey, Fancy ..46@50 

Young Hyson
Choice .....................  28@30
Fancy ..................... 45 @65

Oolong
Formosa, Medium ..25(928 
Formosa, Choice ..32@35 
Formosa, Fancy ...56@69 

English Breakfast 
Congou, Medium ...25@30
Congou, Choice ___30@35
Congou, Fancy .........40@«0
Congou, Ex. Fancy 60@80 

Ceylon
Pekoe, Medium ...,28@ 30 
T > . P p Ito a , nhofpA .
Flowery O. P. Fancy 40060

TOBACCO
Bkw Cut« 0* ............     1 44
Bugle. 10 01 .................  3 84
Bugle, 10c .................  11 00
Ban Patch, 8 and 16 os. 32 
Ban Patch, 4 ox. . . . .  11 62
Ban Patch, 2 os..........6 76
Fast Mail, 16 0». . . . .  7 80
Hiawatha, 16 oz..........  60
Hiawatha, 5c ___ k in
MO U n it ,  s  OS. . . . .  i o n  
No Limit, 16 os. * 3 go 
Qjlbwa, 8 and 16 oz. 8 ®oQfibwa, 1 0 c ........  n
ojibwa, 6c *}
Petoskey Chief, 7 oz. 2 00 

Chief. 14 oz. 4 00
R ^ CBenndi«H0°,ney’ 50 “ 78 
Red Ben. 8 foil ..W ”  1 ™ 
Sterling, L A D  6c 5 7«
IwM» /Smk a’ can,8ter 9 46 0W06t Cuba, 5c e e e e g
Sweet Cuba, lOc . . . 9« 
Sweet Cuba, 1 n>. tin 4 so
i ZZl S “6?’ *  n>- ion 2 n I"«®* Bur ey, 5c LAD 5 76 
Swoet Burley, 8 os. . .  2 45 
Sweet Burley, 16 os 4 90

S i r »  j «
3?*®1» 95c cans .......... 2 49
Uncle Daniel, l  n>. . .  60 
Uncle Daniel, 1 os. . .  5 22

Plug
Am. Navy, 16 oz............ 31
Apple, 10 lb. butt . . 36
Drummond Nat. Lear.'i

and 5 lb................ gn
Drummond Nat. Leaf

per dos.............. u.
Battle Ax ..........
Bracer, 6 and 12 lb'. V. JO
niffv.P?urL 6 -and 16 lh- 32 Boot Jack, 2 n>. . . .  un

^ach. per doz. . .  96Bullion. 16 0«................  gg
CT max Golden Twins Is 
Cl max, 14% oz. .7. \\
Climax, 7 oz. . .  ¿7
Days* Work, 7 A 14 lb 3« 
Creme de Menthe, lb. «2 
Derby, 5 n>. boxes . . . .  28
* Bros.. 4 tb.................  gg
Four Roses, 10c .......... 90
ou t Edge, 2 t b , s o  
S®H £°P®> « A 12 tb. 58
2 °  «  HOP®* 4 A 8 tb...  68
G. O. P., 12 A 24 lb. .. 40 
wangrer Twist, 6 lb. . .  4b 
® T- 10 R>- *  21 lb. 36 Horse Shoe. 6 A 12 tb. 43 
Honey Dip Twist, 6&10 45 
Jolly Tar, 5 A 8 !b. .. 4o
i ’ 27* 5 *  & 11 lb.........  40J. T., 6% A 11 R>.......  35
Keystone Twist, 6 lb. 45
Kismet, 6 lb..........  48
Maple Dip, 20 oz. 2»
Merry Widow, 12 lb. . .  32 
Nobby Spun Roll 6 A 3 58
Parrot, 12 lb..................  32
Patterson’s Nat. Leaf 93 
Peachey, 6-12 A 24 lb. 41
Picnic Twist, 5 lb.........  45
Piper Heldslck, 4 & 7 Tb. 69 
Piper Heldslck, per do*. 96 
Polo, 3 doz., per doz. 48
Redlcut, 1% os..............  38
Scrapple, 2 A 4 doz. .. 48
Sherry Cobbler, 8 oz. . .  32
Spear Head, 12 os.........  44
Spear Head. 14% oz. . 44 
Spear Head, 7 o*. . . .  47 
Sq. Deal, 7, 14 A 28 tb. 30 
Star, 6, 12 A 24 lb. . .  43 
Standard Navy, 7%, 15

A 80 lb........................ 34
Ten Penny, (  A 12 lb. 35 
Town Talk, 14 os. . . .  31 
Tankee Girl, 12 A 24 lb. 31 

Scrap
All Red, | c ................... 6 76
Am. Union Scrap . . . .  5 40
Bag Pipe, 5c .............. 5 88
Cutlas, 2% os...............  26
Globe Scrap, 2 os. .. 30
Happy Thought, 2 oz. 30 
Honey Comb Scrap, 5c 5 76 
Honest Scrap, 5c . . . .  1 55 
Mail Pouch, 4 doz. 5c 2 00
Old Songs, 5c .............  5 76
Old Times, % gro. . .  5 50 
Polar Bear, 5c, % gro. 5 76 
Red Band, 5c % gro. 5 76 
Red Man Scrap, 6c . .  1 42
Scrapple, 5c pkgs.......... 48
Sure Shot, 5c 1-6 gro. 6 76 
Tankee Girl Scrap 2os. 6 76 
Pan Handle Scn> %gr. 5 76 
Peachy Scrap, 5c . . . .  5 76 
Union Workman, 2% 6 00

Smoking
All Leaf, 2% A 7 oz. ..  30
BB, 3% oz.................... 6 00
BB, 7 os.........................12 00
BB, 14 oz. ....................24 00
Bagdad, 10c tins . . . .11 52
Badger, 3 os. ................ 5 04
Badger, 7 oz...................11 52
Banner, 5c . . . ' . .........  6 76
Banner, 20c ............... 1 60
Banner, 40c ............... 3 20
Belwood, Mixture. 10c 94
Big Chief, S% os. . . . . 6  00 
Big Chief, 16 oa. . .  . .  M



46
M * c  H I  G A N  T R A D E S M A N

SPECIAL PRICE CURRENT 15 17
12 13 14

Smoking
bull Durham, 5c . . . . 5 85
bull Durnam, 10c . . . . .11 52
Bull Durham, 15c . . 17 28
Bull Durham, 8 oz. . . 3 60
Bull Durham, 16 oz. ... 6 72
Buck Horn, 5c .......... 5 76
Buck Horn, 10c .......... 11 52
B ria r Pipe, 5c ............ 5 76
B riar Pipe, 10c . . . . 11 62
Black Swan, 5c ........ 5 76
Black Swan, 14 oz. . . 3 50
Bob White, 5c .......... 6 00
Brotherhood, 6c ........ 6 06
Brotherhood, 10c . . . . 11 10
Brotherhood, 16 oz. . 6 05
Carnival, 6c ............. 5 70
Carnival, % oz.......... 39
Carnival, 16 oz.......... 40
Cigar CUp'g, Johnson 30
Cigar Clip’g, Seymour 30
Identity, 8 & 16 oz. . . 30
Darby Cigar Cuttings 4 50
Continental Cubes, 10c 9G
Corn Cake, 14 oz.......... 2 55
Corn Cake, 7 oz.......... 1 45
Corn Cake, 5c ............ 5 76
Cream, 60c p a i l s ........ 4 70
Cuban Star, 5c foil .. 5 76
Cuban Star, 16 oz. pis a 72
Chips, 10c ................... 10 30
Dills Best, 1% oz........  79
Dills Best, 8% oz........  77
Dills Best, 16 oz........  73
Dixie Kid, 6c ............  48
Duke’s Mixture, 5c ..5  76 
Duke’s  Mixture, 10c ..11 62 
Duke’s  Cameo, 5c . . . . 6  76
Drum, 6c ..................... 5 76
F. F. A.. 4 oz................ 5 04
F. F. A.. 7 oz.............. 11 52
Fashion, 6c ...............  6 00
Fashion. 16 oz................ 5 28
Five Bros., 5c .......... 5 76
Five Bros., 10c .......... 10 53
Five cent cut Plug ..  29
F O B 10c ....................11 62
Four Roses, 10c ........  96
Full Dress, 1% oz. . .  72
Glad Hand. 5c ..........  48
Gold Block, 10c ..........12 00
Gold Star, 50c pall . .  4 60 
Gall & Ax. Navy, 5c 5 76
Growler, 6c ................ 42
Growler, 10c ..........
Growler, 20c ..........
Giant, 6c ...............
Giant, 40c 
Hand Made, 2% oz.
Hazel Nut, 5c . . . .
Honey Dew, 10c . .
Hunting, 6 c .............
I X L, 6c .....................  6 10
l  X L. in palls ..........  3 90
Just Suits, 5 c ..............  6 00
Just Suits, 10c ...........12 00
Kiln Dried, 25c .......... 2 45
King Bird, 7 oz.............. 2 16
King Bird, 10c ..........11 52
King Bird, 5c ...............5 76
La Turka, 6c ...........  5 76
Little Giant, 1 lb.......... 28
Lucky Strike, luc . . . .  96
I.e Redo, 3 oz..............10 80
Le Redo, 8 & 16 oz. 38

Pilot, 7 oz. doz.......... i  05
Soldier Boy, 1 lb......... 4 75
Sweet Caporal, 1 oz. 60
Sweet Lotus, 5 c ..........5 70
Sweet Lotus, 10c . . . . 11  62 
Sweet Lotus, per dz. 4 60 
Sweet Rose, 2% oz. . .  30 
Sweet Tip Top, 5c . .  50 
Sweet Tip Top, 10c . .  1 00 
Sweet Tips, % gro.,.10 08
Sun Cured, 10c ............ 98
Summer Time, 5c . . .  6 76 
Summer Time, 7 oz.. .  1 65 
Summer Time, 14 oz. 3 50
Standard, 5c foil ____ 5 76
Standard, 10c paper 8 64 
Seal N. G. 1% cut plug 70 
Seal N. C. 1% Gran. 63 
Three Feathers, 1 oz. 48 
Three Feathers, 10c .1* a a 
Three Feathers and 

Pipe combination . .  2 25 
Tom & Jerry, 14 oz. 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 5 76
Tuxedo, 1 oz. bags . .  48
Tuxedo, 2 oz. tins . . .  96
Tuxedo, 20c ..................1 90
Tuxedo, 80c tins . . . .  7 45
Twin Oaks, 10c . .  . .  96
Union Leader, 50c . . .  5 10 
Union Leader, 25c . .  2 60 
Union Leader, 10c ..11 52 
Union Leader, 5c . . . .  6 00 
Union Workman, 1% 5 76
Uncle Sam, 10c ........ 10 98
Uncle Sam, 8 oz..........2 25
U. S. Marine, 5c . . .  5 76 
Van Bibber, 2 oz. tin 88 
Velvet, 6c pouch . . . .  48
Velvet, 10c tin ............ 96
Velvet, 8 oz. tin . . . .  3 84 
Velvet, 16 oz. can . . .  7 68 
Velvet, combination cs 5 75
War Path, 5c .......... 6 00
War Path, 20c .......... 1 60
Wave Line, 3 oz..........  40
Wave Line, T6 oz.........  40
Way up, 2% oz.......... 5 75
Way up, 16 oz. pails . .  31
Wild Fruit, 5c .......... 5 76
Wild Fruit, 10c ........ 11 62
Yum Yum, 5c .......... 5 76
Yum Yum. 10c .......... 11 62
Yum Yum, 1 Tb., doz. 4 60

. 1
94
85 TW IN E U niversal . 7.

5 76 Cotton, 3 ply .......... . .  20 Window Cleaners
. 3 72 Cotton, 4 ply .......... . .  20 12 in..............

50 Jute , 2 p ly ............... 14 14 in..............
5 76 Hemp, 6 ply ............ . .  13 16 in. . . .

.12 00 Flax, medium ........ . .  24
38 Wool, 1 Tb. bales . . 10% Wood Bowls

Myrtle Navy, 10c . . . .1 1  52
Myrtle Navy, 5c ........ 5 76
Maryland Club, 5c . . .  50
Mayflower, 5c ............ 5 76
Mayflower, 10c .......... 96
Mayflower, 20c .......... 1 92
Nigger H air, 6c ........ 6 00
Nigger H air, 10c . . . .1 0  70
Nigger Head, 6c ........ 5 40
Nigger Head, 10c ...1 0  56
Noon Hour,. 5c ..........  48
Old Colony, 1-12 gro. 11 52
Old Mill, 5c ...............  5 76
Old English Crve l%oz. 96
Old Crop, 6c ............  5 76
Old Crop, 25c ........... 20
P S.. 8 oz. 30 lb. cs. 19 
P. S.. 8 oz., per gro. 5 70
P at H and, 1 oz.......  63
P atterson Seal, 1% oz. 48 
Patterson Seal, 3 oz. . .  96 
P atterson Seal, 16 oz. 5 00
Peerless,
Peerless,

6c
10c cloth . .1 1  52

Peerless, 10c paper ..10 80
Peerless, 20c ................2 04
Peerless, 40c ............   4 08
Plaza, 2 gro. case . . . . 5  76
Plow Boy, 6c ............ 5 76
Plow Boy, 10c .......... 11 40
Plow Boy, 14 oz................... 4 70
Pedro, loc ...................11 93
Pride of Virginia, 1% 77
Pilot, 6c .....................  5 76
Pilot, 14 oz. doz.............2 10
Prince Albert, 5c ___ 48
Prince Albert, 10c . . . .  96
Prince Albert, 8 oz. . .  3 84 
Prince Albert, 16 oz. 7 44 
Queen Quality, 5c . .  48
Rob Roy,- 5c foil ___ 5 76
Rob Roy, 10c gross ..10 52
Rob Roy, 25c doz......... 2 10
Rob Roy, 50c doz. . . .  4 10 
8. A M., 5c gross . . . .  5 76 
& *  M., 14 oz., doz. . .  3 20 
Soldier Boy, 6c gross 5 76 
Soldier Boy, 10c .. . .1 0  60

VINEG AR  
W hite W ine, 40 grain  8% 
W hite W ine, 80 grain  11% 
W hite W ine, 100 grain  13 
Oakland Vinegar & Pickle 

Co.’s Brands
H ighland apple cider 18 
Oakland apple cider . .  13 
S tate Seal sugar . . . .  11 % 
Oakland w hite picklg 10 

Packages free.
W iCKING

No. 0, per gross . . . .  30
No. 1, per gross ........40
No. 2, per gross ........50
No. 3, per gross ........ 75

W O O D EN W AR E
Baskets

Bushels .......................  l  00
Bushels, wide band ..  1 15
M arket ...........................  40
Splint, large ...............  4 00
Splint, medium .......... 3 60
Splint, sm all .............. 3 00
Willow, Clothes, large 8 75 
Willow, Clothes, sm all 7 25 
Willow, Clothes, m e'm  8 00

Butter Plates 
Ovals

% lb., 250 in crate  . . . .  35 
% lb., 260 In crate  . . . .  35
1 lb., 260 in c r a t e ..........40
2 lb., 250 In c r a t e ..........50
3 lb., 250 in c r a t e ........ 70
5 lb., 250 In c r a t e ........ 90

W ire End
1 lb.. 250 i n 'c r a t e ........ 35
2 lb., 250 in c r a t e ........ 45
3 lb., 250 In c ra te  ...........55
5 lb>, 20 in crate  .............66

Churns
Barrel, 5 gal., each . .  2 4C 
Barrel, 10 gal., each ..2  56

Faucets
Cork lined, 3 in..................70
Cork lined, 9 in...........  80
Cork lined, 10 in .... 90

Mop Sticks
T rojan spring .............  90
Eclipse paten t spring 85
No. 1 common .............. so
No. 2 pat. brush holder 85
Ideal No. 7 ....................  35
121b. cotton mop heads 1 80

Pails
2-hoop S tandard __2 00
2- hoop S tandard . . . .  2 25
3- w ire Cable ...... .................... 2 30
Fibre ............................  2 40

Toothpicks
Birch, 100 packages . .  2 00 
Meal ............................. 85

T raps
Mouse, wood, 2 holes . .  22 
Mouse, wood, 4 holes . .  45 
10 qt. Galvanized . . . .  1 55 
12 qt. Galvanized . . . .  1 70 
14 qt. Galvanized . . . .  1 90 
Mouse, wood, 6 holes . .  70 
Mouse, tin, 5 holes . . . .  65
Rat, wood .....................  go
Rat, spring  ...................  75

Tubs
20-in. Standard, No. 1 8 00 
18-In. Standard, No. 2 7 00 
16-in. Standard, No. 3 6 00 
20-in. Cable, No. 1 . .  8 00 
18-in. Cable, No. 2 ..  7 00 
16-in. Cable, No. 3 . .  6 00
No. 1 F ibre ...............16 50
No. 2 Fibre .............. 15 00
No. 3 Fibre .............. 13 50
Large Galvanized . .  6 25
Medium Galvanized . .  5 50 
Small Galvanized . . .  4 75

W ashboards
Banner, Globe ............ 2 60
Brass, Single .............  3 50
Glass, Single .............  3 40
Single Acme ............  3 15
Double Peerless .......  4 50
Single Peerless .......... 3 50
N orthern Queen . . . .  3 60
Double Duplex .......... 3 25
Good Enough .......... 3 40

1 65
1 85 .
2 30

13 in. B u tter ...............  1 75
15 in. B u tter .............. 2 50
17 in. B u tte r .............  4 75
19 in. B u t t e r ...............  7 50

W RAPPING P APER
Common Straw  ..........2
Fibre Manila, w hite . .  3 
F ibre Manila, colored 4
No. 1 Manila .............. 4
Cream M anila .............. 3
Butchers’ Manila . . . .  2% 
W ax B utter, short c’n t 10 
W ax B utter, full c’n t 15

12W ax B utter, rolls
Y E A S T  C A K E

Magic, 3 doz................ 1 15
Sunlight. 3 doz............. 1 00
Sunlight, 1% doz..........  50
Yeast Foam, 3 doz. . . 1  15 
Yeast Foam, 1% doz. 85

YOURS T R U L Y  LINES  
Pork and Beans 2 70@3 60 
Condensed Soup 
Salad Dressing 
Apple B u tter ..
Catsup .............  2 70@6 75
Macaroni ........ l  70@2 35
Spioes .............  40@ 85
H erbs ...................  @ 75

A X L E  G R EA SE

3 25@3 60 
3 80 @4 50 

@3 80

«MICA ,
GREAg

> m. CO#***

Clothes Pins 
Round Head

4% inch, 5 gross ............ 65
Cartons, 20 2% doz. bxs 70 

Egg C rates and Fillers 
H um pty Dumpty, 12 dz. 20
No. 1 complete .............. 40
No. 2, complete .............. 28
Case No. 2, fillers, 15

se ts  ......................... 1 36
Case, medium, 12 sets 1 15

1 lb. boxes, per gross 8 70 
3 lb. boxes, per gross 22 70

C H A R C O A L
Csr lots or local shipments, 

bulk or sacked in paper or jute. 
Poultry and stock charcoal.

M. O. DEWEY CO.. Jackson, Mich.

BAKING POW D ER  
K. C.

Doz.
10 oz., 4 doz. In case 85
15 oz. 4 doz. in case 1 25
20 oz., 3 doz. in case 1 60
25 oz., 4 doz. in case 2 00
50 oz., 2 doz. plain top 4 00 
50 oz. 2 aoz screw top 4 20 
80 oz., 1 doz. plain top 6 50 
80 oz., 1 doz. screw top 6 75 

B arrel Deal No. 2 
8 doz. each 10, 15 and

25 oz.............. ..........32 80
W ith 4 dozen 10 oz. free 

B arrel Deal No. 2 
6 doz. each, 10, 16 and

25 oz........................ 24 60
W ith 3 dozen 10 oz. free

H alf-B arrel Deal No. 3 
4 doz. each, 10, 15 and

25 oz........................ 16 40
W ith 2 doz. 10 oz. free 
All cases sold F. O. B. 

Jobbing point.
All barrels and half

barrels sold F. O. B. Chi
cago.

Royal

10c size .. 90
%Ib cans 1 35 
6 oz cans 1 90 
%lb cans 2 50 
%lb cans 3 75 
lib  cans 4 80 
31b cans 13 00 
51b cans 21 50

CIGARS
Johnson Cigar Co.’s Brand 
Dutch M asters Club 70 09 
Dutch M asters, Inv. 70 00 
D utch M asters, Pan. 70 00 
Dutch M aster Grande 68 00 
L ittle Dutch M asters

(300 lots) .............  10 00
Gee Ja y  (300 lots) ..10 00
El P ortana ..................33 00
9. C. W ..........................32 00
W orden Grocer Co. Brands 

Canadian Club
Londres, 50s, wood . ...3 5
Londres, 25s tins .......... 35
Londres, 300 lots ...........10

C O F F E E
O LD M A STER  C O F F E E

Roasteo
D w innell-W right Brande

LB . IN F '

VHITEHOOSf

W hite House, 1 lb
W hite House, 2 lb ...............
Excelsior, Blend, 1 lb.........
Excelsior, Blend, 2 lb..........
Tip Top Bland, 1 lb. . . . ”
Royal Blend .......................
Royal H igh Grade ..........
Superior Blend ...................
Boston Combination . . .

D istributed by Judson 
Grocer Co., Grand Rapids; 
Lee & Cady, D etroit; Lee 
& Cady, Kalamazoo; Lee 
& Cady, Saginaw; Bay 
City Grocer Company, Bay 
City; Brown, Davis & 
W arner, Jackson; Gods- 
mark, Durand & Co., B a t
tle Creek; Fielbach Co., 
Toledo. ’

Old M aster Coffee 
San M arto Coffee

Royal Garden Tea, pkgs. 40 
T H E  BOUR CO - 

TO LED O , OHIO.

80 A P
L autz Bros.’ t t  Co.

Acme, 70 bars ..........3 05
Acme, 100 cakes, 5c sz 3 75
Acorn, 120 cakes ___2 40
Cotton Oil, 100 cakes 6 00 
Cream Borax, 100 cks 3 90 
Circus, 100 cakes 5c sz 3 75 
Climax, 100 oval cakes 3 05 
Gloss, 100 cakes, 5c sz 3 75 
Big M aster, 100 blocks 3 90 
N aphtha, 100 cakes . .  3 90 
Saratoga, 120 cakes . ,  2 40

Proctor & Gamble Co.
Lenox ..........................  3 20
Ivory, 6 oz............. 4 00
ivory, 10 oz .............  6 75
Star ........... '. ................  3 35

Swift & Company
Sw ift’s Pride .............  3 15
W hite Laundry .......... 3 75
Wool, 6 oz. bars . . . .  4 00 
Wool, 10 oz. bars . . . .  6 65

Tradesm an Co.’s Brand
Black Hawk, one box 2 50 
Black Hawk, five bxs 2 40 
Black Hawk, ten  bxs 2 25

A. B. W risley
Good Cheer .................  4 00
Old Country ...............  2 40

Scouring
Sapolio, gross lots . .  9 50 
Sapolio, half gro. lots 4 85 
Sapolio, single boxes 2 40
Sapolio, hand .............  2 40
Scourine, 50 cakes ..  1 80 
Scourine, 100 cakes ..  3 50

Soap Compounds
Johnson’s Fine, 48 2 3 25
Johnson’s XXX 100 5c 4 00
Rub-No-More ...........  3 85
Nine O’clock .............. 3 50

W ashing Powder«
Armour’s .....................  3 70
B abbitt’s 1776 .............  3 75
Gold Dust, 24 large 4 30 
Gold Dust, 100 small 3 85
Kirkoline, 24 41b..........2 80
Lautz N aphtha, 60s . .  2 40 
Lautz N aphtha, 100s 3 75
Pearline ....................... 3 75
Roseine ....................... 3 90
Snow Boy, 60 5c . . . .  2 40 
Snow Boy, 100 5c . . . .  3 75 
Snow Boy, 24 pkgs.,

Fam ily Size .............  3 75
Snow Boy, 20 pkgs.,

L aundry Size .......... 4 00
Swift’s Pride, 2 4 s ____ 3 55
Swift’s Pride, 100s . .  3 65 
Wisdom .....................  3 30

ITcmN] 
■ENDES I

FITZPATRICK BROTHERS’ SOAP CHIPS
White City (Dish Washing) ..................... «...........
Tip Top (C auB tic)..................... .......... ............”
No. 1 Laundry Dry.......................................
Palm Pure Soap Dry....................... ..................................

BBLS. 
.210 lbs. 
.250 lbs. 
.225 lbs. 
.300 lbs.

T he only
5c

C le a n se r
Guaranteed to 
. equal the 
beet 16c kinde

66 - CANS • $2.66

. .3c per lb.
• 4c per lb.
• 5J(c per lb. 
■ 6% c  per lb

P U T N A M ’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

GRAND RAPIDS

National Candy Co., Inc.

Putnam Factory
MICHIGAN

FOOTE & JENKS’ COLEMAN’S — b r a n d , 

Terpen eless Lemon and High Class Vanilla
Insist on getting Coleman’s Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS, Jackson, Mich.

t
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BU SIN ESS-W A N TS DEPARTM ENT
A d v e r t i s e m e n t s  in se r ted  u n d e r  th is  head  for  tw o  r e n t s  a w ord  th e  first inser t ion  and  one c en t  a w ord  for  each  su b se q u e n t  

c o n t in u o u s  in ser t ion .  No c i tan te  less th a n  25 r e n t s .  C ash  m u s t  a c c o m p a n y  all orders .

BUSINESS CHANCES.
For Sale— Sunset lodge. A  tw enty-tw o 

room house furnished for summer hotel, 
with bath, gasoline lighting system, 
spring w ater piped to both upper and 
lower floors. Situated on shore of W al
loon Lake, eight miles south of Pe- 
toskey on G. R. & I. railroad. If in
terested, w rite W. H. Ransom, Walloon
Lake, Michigan._______  9

W anted— A  300-400 Kirkwood account 
system. State best price. W . J. Carl,
Muskegon Heights, Michigan.______ 10

For Sale— Rexall store doing $25 day. 
Eastm an agency; competition small. In
voice $3,500. A  money maker. Drugs 
and groceries. Address Beaver, care
Michigan Tradesman.______ 11

For Sale— Fine new boarding and room
ing house; built and arranged especially 
for the business. Good location. F u r
nished complete; fine condition. Also 
grocery business; good established trade. 
For full description and price address 
P. C. Northouse, Grand Haven, Mich.
_____________  ,_____ 12

For S'ale— Studebaker delivery car. 
Cost $900; panel top; first-class condi
tion. H ave no use for it. $400. Address 
No. 13, care Michigan Tradesman. 13 

W anted— A retail business in any good 
location at from $15,000 to $35,000, in 
exchange for very desirable and central
ly located Portland income property. 
Price, $35,000. Gross yearly rental in
come, $3,200. No cash required. W ill 
give time on any difference in price. 
Address, Dana Poulsen, 307 Eleventh
street, Portland, Oregon.__________ 15

For Sale— Live, growing department 
store. Principal stock is dry goods, 
ladies’ and gent’s furnishings and shoes. 
Brand new stock. Located in one of the 
best* growing towns of the famous Santa 
Clara Co. Population 3,000. On main 
line of Southern Pacific, between San 
Francisco and Los Angeles. Largest and 
best paying business of this kind in 
town. Address Box 38, Gilroy, California.

_____ 16
Wanted— To hear from owner of good 

general merchandise store for sale. State 
price, particulars. D. F. Bush, Minne-
apolis, Minnesota.____________  17

Merchandise Sales Conductor. For clos
ing out entirely or reducing stocks,' get
Flood, Dexter, Michigan.__________ 18

Hotel— Owner of only first-class hotel 
in good live town of 1,500, 80 miles from 
Chicago, three railroads. B est possible 
location. Lot, 100 by 200 feet. Good 
fram e building on stone foundation. Thir
ty  guests rooms, steam heat and electric 
light. H ave bought farm , w ant to move 
on farm. This is a  good paying prop
erty. You will need $7,500 cash, or can 
pay all cash. Address N ew  Gilman
Hotel, Gilman, 111,_______________19

For Sale— Fully equipped creamery In 
a good territory. Reason for selling, 
owners are unable to operate on account 
of other business. W ill sell at a sacri
fice. Located about 40 miles south of 
Grand Rapids. Address 20, care Michi-
gan Tradesman._________  20

For Sale or Exchange— Photograph 
gallery in good town. Frames, moldings 
and am ateur supplies in connection. W ill 
sell stock w ith or without building or 
exchange for drug or dry goods store. 
Good place to make money. C. E. Groves, 
Edmore, Michigan. 21

For Sale— Five thousand dollar stock 
men’s and boys’ clothing, shoes and fur
nishings. N early new; well assorted. 
This stock can be bought at seventy-five 
cents on dollar. Small payment down. 
Balance on time. Located in good small 
town; low expense and money maker. E.
Bishop, Byron, Michigan. _________ 22

W anted— Second-hand safe 3 x  3% or 
one size larger. Carey safe preferred. 
Address 23, care Tradesman. 23

For Sale— Small stock of undertaking 
goods, including hearse; good opening 
*or young man with little capital. A d
dress, George Fraser, Rosebush, Mich.
_______________________________24

For Sale— Stock of groceries and men’s 
furnishings in live c ity  of Owosso, Mich. 
Reason for selling have other interests 
requiring m y attention. M. C. Lathrop, 
118 South W ashington street, Owosso, 
Michigan._____  4

For Sale— Old established hardware 
business in city  of 6,000 In the best 
wheat county of North Dakota. Stock 
consists of builders’ hardware, stoves and 
paints. January inventory between $8,000 
and $9,000, a ll clean and salable. No 
farm  machinery. Three to five years' 
lease of brick block at low rental. E x 
ceptional opportunity for one or two 
young men. Owner wishes to retire on 
account of health and age. Address C. 
A. H. Mandan, North Dakota. 6

Mr. Clerk—A chance to go Into business 
for yourself. H ere’s  an opportunity to 
secure a  business w ith  splendid possi
bilities by m oderate investm ent. Dry 
goods and m en’s furnishings stock in 
best location in Southern Michigan for 
neighborhood store. W ithin one block of 
famous B attle Creek Sanitarium  on main 
s tree t in m idst of prosperous section. Am 
retiring. To make quick sale will make 
bargain price $1,600. Low rent—3-year 
lease. Investigate quick. Address Paul 
E. Gros, 36 W ashington avenue, B attle 
Creek, Michigan._________ 5

WHO. WANTS ME next on my new 
special sale plan? I furnish everyhing 
—signs, banners, pennants, circulars, 
s tring  tickets, cambric or muslin for 
decoration, price cards, show cards all 
finished w ith air-b rush ; also new adver
tising display cuts, gongs for feature 
selling, stereopticon m achines w ith  films 
for outdoor evening advertising and an 
experienced decorator and card w riter to 
assist me. We prepare your store. You 
m anage your own sale. Don’t  employ 
some sales company a t 10 per cent, and 
then pay ex tra  for your preparation. My 
charges are w ithin reason and you will 
be satisfied, for I  have exceptional ref
erences and wholesale house recommend
ations. W rite me w hat you w ant done, 
giving size of your city, store and stock 
and I will tell you w hat can be done. 
W. G. Montgomery, H otel Ste. Claire, 
Detroit. Michigan._______ 7

For Sale—G reat opportunity to buy 
stock of general m erchandise in live 
town of 1,600, E astern  Michigan. Must 
be sold. Sickness. Address 986, care 
Tradesm an._ 936

For Sale—M eat m arket located between 
two No. 1 grocery stores in center of 
best residence d istric t in city. Address 
No. 981, care Michigan Tradesm an.
______________________ _________  981

For Siale Cheap—New six room cot
tage a t  W a-W a-Tum  Beach, Mackinaw 
City, Michigan. Furnished. Term s easy. 
W rite L. D. Johnson, 349 Lake avenue,
B attle Creek, Michigan. ____________978

For Sale—Bakery a t  Aurora, 111. W rite
I. Ochsenschlager. ____  953

Notice—M erchandise stocks w anted for 
well improved farm s. W e have business 
blocks, flats and apartm en t houses to 
exchange for farm s. Explain fully in 
first le tte r w hat you have to offer. E x 
changing properties is our specialty. 
Isenbarger R ealty  Co., 14 Union T rust
Bldg., Indianapolis, Ind.___________ 956

For Sale—Complete stock up-to-date, 
groceries, notions, sporting goods, etc. 
Take $10,000 to $12,000 to  handle the deal. 
Established 37 years. Brick store build
ing 26 x 80; brick w arehouse 20x 40. Will 
sell or ren t buildings. Reason for selling, 
have got enough and w ant to retire. 
County sea t town. 800 Inhabitants, elec
tric  light and w ater works. H. J. H am p-
son, Centrevllle, Michigan._________ 960

F or Sale—Good clean, live corner drug 
storé, doing good business in city  of 
40,000. Invoice $4,000. Will discount for 
cash. Address No. 962, care Michigan 
Tradesm an. 962

FOR SALE
A long-established departm ent store 

which has always been a  money maker. 
Reason for selling, owner is retiring. 
Building for sale or rent. Will divide 
and remodel to su it tenant. Stock will 
be sold In p arts  or as a  whole.

H. B. LARSON. MANISTEE, MICH.

For Sale—Only harness shop in town 
of 5,000 in N ortheast K ansas; easy term s. 
Davis Realty Co., Horton, Kansas. 2 

For Lease—B est location in a  live 
town of 1,500 w ith surrounding territo ry  
tribu tary  to 10,000 people to draw from, 
a  fine store building 22 by 50 and base
ment. F iné location for drug or jewelry 
store. Brick building. Fixtures. Also 
electric lighted. Rent, $200 per year 
For fu rther particu lars address No. 992,
care Michigan Tradesm an._________ 992

For Sale—A t a  bargain a  good gen
eral m erchandise store doing a  good 
business, (m ostly country trade), and a  
cream  station—gives a  nice profit. Good 
reasons for selling. H. F. Brucks, Olpe, 
Kansas. ggg

For Sale—Tw o-burner nine-light gaso
line light plant, late model, seven s ta 
tion airline cash-carrier; also small stock 
dry goods, shoes, groceries, in sm all W is
consin town; tw o-story brick building 
for sale or rent; these are bargains. 
Investigate. Box 84, Reedsburg, Wis.
________________________________  994

80 acres partly  improved land to trade 
for merchandise. Let us hear w hat you 
have. H arry  Gover, Loomis, Mich.

989

For Sale—A t 15 per cent, discount for 
cash only, one 562 class N ational Cash 
Register w ith the ex tra  keys, produce 
In and produce exchange, in A -l condi
tion. P. I. Hendrickson, Northwood, la.
_______________ ___________  995

For Sale—Stock of general merchandise 
in one of the best sm all towns In Central 
Michigan. Size of stock $8,000. E stab 
lished th irty  years. Double store In good 
condition. Will lease same. H. P. F itz 
patrick, A dm inistrator, Middleton, Mich
_______________________________  . -997

For Sale—Grocers computing scale, for 
less than  one-quarter first cost. Used 
only a short tim e; will guarantee to pass 
inspection. Time given to responsible 
person. Address, 988, care Tradesman.
_______________________ 988

For Sale—Stock of groceries, crockery 
tin, enameled ware, ten-cent and o ther 
good lines; best location, town of 700, 
Southern 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 Tradesm an.
________________________ 990

For Sale—N orthern hardw are, 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 ren t; best location in the city. 
A ra re  opportunity for the  righ t man. 
Reasons for selling, death of owner and 
wish to dispose of business a t  once. F 01 
particulars, w rite or see Mrs. F. B.
Clark, Petoskey, Michigan. _____ 991

For Sale or Exchange—For stock of 
general merchandise, clothing, shoes or 
hardw are, 160 acres heavy Virgin tim ber 
m Ashland county and 600 acres good 
farm ing or dairy land in Eau Claire 
county, W isconsin; level, well w atered 
2,° stP„n„e> -Xery fertile soil; no w aste land! Box 383, Eveleth, Minn,_______  998

Cash for your business or property. I 
bring buyers and sellers together. No 
m atter where located, if you w ant to  buy 
sell or exchange any kind of business 
or property, w rite me. Established 1881. 
John B. W right, successor to F rank  P, 
Cleveland, Real E sta te  E xpert, 1261 
Adams Express Bldg.. Chicago. 111. 326 

Move your dead stock. F or closing out 
or reducing stocks, get in touch with 
us. M erchant’s Auction Co., Reedsburg 
W isconsin. 963

Tor Sale—Nine Coleman s tree t lamps. 
A bargain. Address, Village Clerk, W al- 
dron, Michigan.____  951

F or Sale—Southw estern Michigan; a 
$2,600 drug stock and fixtures; will sell 
cheap: im m ediate possession. Address
Dr. Onontiyoh, Plainwell, Mich. 935

For Sale—No! I peddling wagon to 
carry  a  general line of goods a t a  bar- 
gain. Tony Fox, Fowler, Mich. 936

H otel DeHaas, a  thirty-five room brick 
hotel, fifteen other rooms available, on 
m ain corner in Frem ont, a  live growing 
town of 2,500 in the fru it belt of W est
ern Michigan; th is is a  money maker, as 
it is the only first-class hotel here; cost 
$30,000; will sell for $15,000; easy term s; 
will not ren t; reason, age. No license 
and four sub-rentals. Address Dr. N.
DeHaas, Frem ont, Michigan._______ 946

Will pay cash for any kind of merchan- 
dise or any am ount of It if cheap enough. 
Harold Goldstrom, 65 Sm ith Ave., Detroit, 
Michigan. ________________  738

For Sale—Drug store, In beautful 
Southern Michigan city of 6,000. This Is 
an excellent opportunity. Good trade 
and full prices. Owner m ust change
climate. Address No. 948, care T rades
man;_________________________   948

We buy and sell second-hand store 
fixtures. Grand Rapids M erchandise &
Fixtures Co.. 803 Monroe Ave._____ 204

Stocks W anted—If you are  desirous of 
selling your stock, tell me about It. I 
m ay be able to dispose of It quickly. 
My service free to both buyer and seller. 
E. Kruisenga, 17-23 Ionia Ave., Grand 
Rapids, Michigan._______ 870

Look H ere M erchants! You can col
lect all your old, "given up” accounts, 
yourself, by our new plan. Enclose stam p 
for sample and full Information. Pekin
Book Co., Detroit, Michigan._______903

I pay cash for stocks or part stocks 
of merchandise. M ust be cheap. H.
Kaufer, Milwaukee, Wis,__________  925

Hates Opened—W. L. Slocum, safe ex- 
pert and locksmith. 97 Monroe A,ve., 
Grand Rapids. Mich._______________ 104

W e pay CASH for m erchandise stock 
and fixtures. Grand Rapids Merchandise 
& F ixtures Co.. 803 Monroe Ave. 203

F or Sale or Rent—Three story brick
building and basem ent, 22 x 84. central 
location in village of 2,000. Address No. 
950, care Tradesm an. 950

FOR SALE
Stock of Men’s. Ladies’ and Children's 

Shoes, including fixtures, centrally located in 
nicest city in Michigan having 6,000 popula
tion. Stock will inventory about $3.000. Will 
make liberal discount for cash.

Jacob Summers. Charlotte. Mich.
For S'ale—Several good second-hand 

soda fountains which a re  now in opera
tion and owned by parties who wish to 
install our 1915 W alrus outfits. Hazel- 
tine & Perkins Drug Co. A. W. Olds, 
Salesman. 9̂ 4

Merchants Please Taxe Notice! We 
have clients of grocery stocks, general 
stocks, dry goods stocks, hardware stocks, 
drug stocks. W e 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, 540 House- 
man Bldg., Grand Rapids, Mich. *5» 

Large catalogue Farms and Business 
Chances, or $50 selling proposition free. 
Hardee. Traverse City. Michigan . 519

W anted—I w ant to buy a shoe stock 
for spot cash. P rice must be low. Ad- 
dress “H artzeli,’’ care Tradesman. 907

PRINTING.
1,000 le tte r  heads $1.50. 5,000 $5.

Copper Journal. Hancock. Mich. 917
HELP WANTED.

W anted—A first-class, all around sa les
m an who understands the clothing, shoe 
and furnishing goods business from A. 
to Z. M ust be a  good window trim m er 
and w rite his own cards. Good wages 
and steady position. None but a  first- 
class m an need apply. Address A. Lowen- 
berg. B attle Creek, Michigan.________3

W anted—Salesman for cotton piece 
goods and domestic departm ent in b a r
gain basem ent store. Must be thorough
ly experienced, energetic hustler, capable 
to take charge of departm ent. Salary 
$75 per month, and one per cent, com
mission on sales. H art-A lbin Co., Bil- 
lings, Montana._________ 996

W anted—Clothing Salesman—To open 
an office and solicit orders for Merchant 
Tailoring. Full sample equipm ent is 
free. S ta rt 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! Full 
details will be supplied on request and 
I can call and talk  It over If you are  
interested. E. L. Moon, General Agent, 
Columbus, Ohio. 707

SITUATIONS WANTED.
Position—Young man 27 years old, with 

six years’ experience in retail hardw are 
business. No bad habits and strictly  
sober. Can furnish best of reference 
Address E arl R. Fennig, 319 E ast W ayne 
St., Celina, Ohio.________________  14

Lady with practical business experience 
in large city w ants position in general 
store In small town as clerk, cashier or 
stenographer. W ork, care Tradesm an. 
_____________________________________ 1

W anted—Position as m anager of gro
cery or general stock by a  m an of 
wide business experience. Address, W. 
A. Spore, Alma, Michigan. 967
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While prohibition is being more or 
less discussed in this country as a 
state and National issue, and now and 
then a state adopts it, it is being 
brought to pass in Europe summarily 
and without any submission to a vote 
of the people, and indeed without the 
people having anything to say about 
it one way or the other. In Russia the 
authorities simply issued a decree say
ing that vodka and such intoxicating 
beverages were prohibited, both as to 
manufacture and sale, and that was 
the end of it. This was done as a 
military measure, on the theory that 
the country could put up a better and 
more efficient defense with absolutely 
sober men, than it could when some 
of them were more or less befuddled 
by drink. Then, too, as an economic 
measure it prevented the expenditure 
of money for what some might call 
a useless and indeed unfortunate pur
pose. That is possible in Russia, but, 
of course, it would not be possible in 
the United States.

Now the subject of prohibition is 
being seriously discussed in England 
and Lloyd George and other eminent 
authorities are in favor of it. The 
members of the Shipbuilding Employ
ers’ Federation are unanimously in 
favor of it, saying that the drinking 
habit seriously interferes with their 
work. Concrete instances are given 
where serious delays have been oc
casioned because the men, instead of 
being at work, were carousing and 
drinking in saloons, and repairs on ar
mored cruisers took twice as long as 
would otherwise have been necessary.
It is made to appear that public opin
ion throughout England is gradually 
and, indeed, perhaps, rapidly coming 
to the conclusion that there must be 
temporary prohibition enforced in the 
interests of the general good and wel
fare. The argument of facts and cir
cumstances is always more forceful 
and convincing than any of the theo
retical sort which can be advanced. 
Should the drinking places in England 
be closed during the war it wo- Id un
doubtedly result in the conservation 
of energy and money. A good part 
of the population would rebel at first, 
anyhow, but perhaps after acquiring 
habits of temperance they would be so 
well satisfied as to agree to its being 
made permanent. The English situa
tion in this matter is decidedly inter
esting.

PLAYING FOR PUBLIC OPINION 
Evidently public opinion is one of 

the stakes which both sides are play
ing for in the European war. Each 
desires to make it appear that its own 
losses are small and the others large. 
For example, one set of reports gath
ered from Greece and other points 
within news range of the conflict ate 
to the effect that the Allies have in
flicted very considerable damage upon 
the forts along the Dardanelles and 
are advancing slowly, but steadily. 
On the other hand, the reports sent 
out from Constantinople say that the 
Turkish loss is “infinitesimal.” where
as, the damage inflicted upon the in
vading fleet has been terrible. In
telligent readers who pay for their 
papers have both versions and can

take their choice. It is very much 
like the procedure of American poli
ticians; when a stiff contest is being 
waged a great deal of attention is 
paid to make it appear that this or 
that side is winning and the other 
just as certainly losing.

A great deal of time, attention and 
trouble are devoted to promulgating 
these ideas and inducing the public 
to accept them. In war as in politics, 
this is simply playing upon one of the 
frailties of human nature. It is a 
pretty well established truism that 
nothing succeeds like, success. If the 
general impression can be produced 
that this or that man is reasonably 
sure to succeed at the polls, it is a 
great help in accomplishing his am
bition, because a lot of people are 
constantly looking for the band wag
on and anxious to clamber aboard. 
It is very common for politicians to 
bolster up public opinion by bets dis
played on bulletin boards for no other 
ourpose than to carry the idea thar 
those willing to wager their money 
think thus or so. If in this war it 
can be made to appear that this side 
or that is winning and so the more 
liable eventually to succeed, it helps 
by giving encouragement on the one 
side and discouragement on the other, 
and it is all reckoned well worth 
while. As a matter of fact, of course, 
it has nothing whatever to do with 
the actual situation and yet human 
nature is so constituted the world 
over that this phase and feature are 
really worth taking into account.

IN CITY AND COUNTRY.
There is an erroneous idea which 

obtains very generally to the effect 
that there is a great deal more cor
ruption per capita in large cities than 
in small ones and some are simple 
enough to believe that towns and vil
lages are practically free from it. 
Nothing could be further from the fact 
That there is more corruption in large 
cities than in small ones is true in 
the same sense that there are more 
redheaded girls and more drug 
stores in large cities than in small 
ones. The proportion is just about 
the same because human nature runs 
evenly throughout the country. There 
is more talk about it in the large cities 
because the aggregate is greater and 
because there are more newspapers to 
hunt up the faults and bring them 
to public notice. Per hundred or per 
thousand of population there is just 
as much political chicanery in one 
place as another and there is just as 
much need for preaching the gospel 
of reform and for the activity of the 
vigilance committee.

This idea that wickedness is confin
ed for the most part to the cities and 
that the bigger, the worse, is not 
borne out by the facts, although, of 
course, the facts in the smaller places 
do not get the publicity of the larger 
ones. Take, for example, Terre Haute 
which just now is being watched be
cause of its election frauds, as bad as 
anything which ever happened in the 
most Tammanyized section of the me
tropolis. Terre Haute at the last cen
sus had 58,500 population, big enough, 
however, to have won doubtful dis
tinction for the enormi ty and the gen

eral extent of election frauds practic
ed there. There have been some evi
dences of it brought to the at
tention of the courts right in Utica. 
Towns that are decidedly rural in 
Herkimer county have furnished ex
amples where offenses brought 'to 
light by investigators have shown a 
lamentable lack of civic virtue. It will 
be recalled that not so very long ago 
Adams county in Ohio, which never 
had been much heard of before, sprang 
into publicity because of widespread 
briberies. Small cities and villages 
of all sizes come in from time to time 
for their share of unpleasant notoriety 
in this connection and on this ac
count. It follows, then, that when the 
country points its finger to the city as 
the seat and center of political wick
edness and corruption, the very act 
suggests that reform, like charity, 
should begin at home.

Manufacturing Matters. 
Detroit-—The Oakland Knitting Co. 

has increased its capital stock from 
$5,000 to $15,000.

Detroit—The East Side Creamery 
Co. has increased its capital stock 
from $20,000 to $40,000.

Detroit—The Michigan Steel Cast
ing Co. has increased its capital stock 
from $90,000 to $210,000.

Comstock—The Comstock Auto
matic Pump Co. has been incorporat
ed with an authorized capital stock 
of $5,000, all of which has been sub
scribed and $2,000 paid in in cash.

Detroit—The Newark Trunk and 
Paste Manufacturing Co. has been in
corporated with an authorized capital 
stock of $5,000, of which amount $2,- 
500 has been subscribed, $1,100 paid in 
in cash and $1,400 in property.

Bay City—The Bigelow-Cooper Co., 
manufacturer and dealer in lumber and 
other wood products, has been incor
porated with an authorized capital 
stock of $150,000, all of which has 
been subscribed and $30,000 paid in 
in cash.

Alma—The Republic Motor Truck 
Co. is 125 trucks behind in orders. 
During March over 100 trucks were 
turned out. Plans for April call for 
the production of 200 trucks. The 
number of employes has been dou
bled since January 1.

Escanaba—The Delta Rack Manu
facturing Co. has been incorporated 
with an authorized capital stock of 
$15,000, of which amount $10,000 has 
been subscribed and paid in in cash. 
The corporation will engage in the 
manufacture of rug racks.

Hillman—.Walter Ferrel, for the 
past four years manager of the Hill
man Creamery Co. plant, has resign
ed and will be succeeded by Milo 
Blanchard. Mr. Ferrel will engage in 
the creamery business at Blooming- 
dale under his own name.

Detroit—.The Reiss, Ball & Co. has 
been incorporated with an authoriz
ed capital stock of $5,000, of which 
amount $3,000 has been subscribed 
and paid in in cash. This corpora
tion will manufacture and deal in ve
hicle bodies, parts, metal work, etc.

Lansing—The Michigan Brass & 
Glass Co., manufacturer of brass and 
glass fixtures, has been merged into a 
corporation under the same style, with

an authorized capital stock of $10;000, 
of which amount $5,400 has been sub
scribed and $1,000 paid in in proper
ty.

St. Joseph—The Twin-City Boiler 
Works, which was destroyed by fire 
about a week ago, will be rehabili
tated in the ,old Ireland plant, in Ben
ton Harbor, the management having 
purchased the property. It is planned 
to erect a modern structure to replace 
the old building now on the site.

Saginaw—The Nelson Bros. Co., 
makers of gas engines, pump jacks 
and feed grinders, will build two ad
ditions, 90 x 150 feet each to its plant, 
because of the heavy influx of orders. 
The company is three years old. The 
number of employes is to be increas
ed to 250 as soon as more factory 
space is available.

Bay City—The Kuhlman Electric 
Co., of Elkhart, Ind., will locate in 
Bay City. It manufactures electric 
transformers. Removal to this city 
was brought about through the ef
forts of the Bay City Board of Trade 
and contracts between the company 
and the Commonwealth Power Co.

Eaton Rapids—The Island City 
Pickle Co. is seriously considering the 
establishment of a canning factory in 
connection with its salting station and 
kraut manufacturing industry. If a 
sufficient number of farmers can be 
interested in the matter of growing 
the products, it is reasonably .certain 
that the canning business may be 
added to Eaton Rapids’ industrial 
propositions.

Orleans is a little town on Cape 
Cod, but it is acquiring wealthy resi
dents. Orleans has a tax rate of $3 
on a thousand and already sixteen 
wealthy Bay State men and women 
have taken up their legal residence 
there. The low tax rate is the lure 
and it is said that many of the appli
cants have leased places in the town 
and are occupying them. These peo
ple have left the large cities in Massa
chusetts, where they were paying 
heavy taxes and they will fare better 
in Orleans until that town, too, tries 
to get all the money it can out of 
those who have coins of the realm.

_______ BUSINESS CH AN CES .
$2,000 buys 320 acre farm  Clare County 

Michigan; clear title ; actual value $4,80o! 
Geo. W. Allen, Boscobel, Wis. 25

5,000 tw enty, pound bond le tte r  heads 
$7.50. Satisfaction guaranteed. Send 
sample. Eugene Carter, Grass Lake 
Michigan._____ 26

Fine Bakery Business—Place well fur- 
nished; good building; large brick oven; 
two wagons. Large stock pans; dough 
mixer. Baking 25 barrels flour a  week 
$1,000 down, balance monthly. B. Clark 
Mason City, Iowa.___________, 27

H E L P  W A N TED .
W anted—Two experienced shoe sales - 

men. M ust be fam iliar w ith  and have 
trade  in the respective territories. One 
to cover Southern Michigan and one to 
cover te rrito ry  contiguous to Detroit. 
S tate  experience had and am ount of 
goods form erly sold on territories. Mich- 
igan Shoe Co., D etroit, Mich.________28
________POSITION W A N TED .

W!anted—Position by »advertising man 
Can w rite good, strong, business getting  
copy for any line. Sign w riter and poster 
pain ter of ability. W rite  good show
cards. Can earn  more than  my salary 
for any concern having use for adver
tising  man. Can furnish good references. 
W ill H. Griffin, Ad-man, D etroit, Mich
_____________________________  29

Position w anted as clerk in a  g ro cery  
five years experience; m arried. Good
window trim m er and salesm an. Address 
30, care Tradesm an. 30
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