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Good Yeast
Good Bread
Good Health

Sell Your Customers

FLEISCHMANN’S
YEAST

FRANKLIN
DAINTY LUMPS

Small Cubes of Sugar

Your customers like Franklin Dainty Lumps
bétter 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. a. jn jk iu @

EASY TO SELL

A. Real

MACAULEY SAID

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

USE THE BELL

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.

Quality Tea

There is no beverage more Healthful, Refreshing and
Invigorating than Tea.

No article of commerce more important in the selec-
tion than Tea.

Nothing more profitable to the Retail Grocer and noth-
ing in which more care should be taken in the purchasing.

We carry the largest and most select assortment in
Michigan.

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

We import direct from Japan, Ceylon and China.

We are distributing agents
for Tetley’ 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

Naphtha Soap Powder

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

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

25 boxes @H2.30-5 boxes FREE

10
5
2H

@ 2.30-2 boxes FREE
© 2.35—box
@ 2.40—HDbox

FREE
FREE

F.O. B. Buffalo* Freight prepaidto 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—subjectto withdrawal without notice.

.S

Deal No. 1501
BUFFALO, N. Y.

Yours very truly.
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PUSH SALE OF COTTON GOODS

While the panic threatened to the
South a few months ago through the
cutting out of a demand for their staple
product in foreign fields has been avert-
ed by the home people, the good effects
of this situation should not stop here.
There are millions of homes in which
there is a reaching out for the more
expensive materials, when plain cotton
goods would be an advantage both to
our growers and consumers. With the
delicate coloring processes and the im-
proved methods of finishing, there is no
question that a woman can look as nice-
ly in a cotton gown as in one of ex-
pensive silk. And the money which she
saves in this way can be more profit-
ably spent in some other needed product.

It is a glorious time to press the cot-
ton fabrics to their limit. You can do
it with a clear conscience, knowing that
you are offering fabrics which will not
only look well but will wear well. Be-
cause they cost comparatively little per
yard is not the least indication that they
are cheap—in the objectionable sense.
Your own family can aid materially in
helping to foster the saner notions on
dress. Let them substitute some of the
dainty voiles and mercerized goods for
the silks which those who must be more
economical can imitate only in the more
flimsy grades, and you will have a com-
munity dressing in better taste and more
in accordance with their means.

Dress is one of the great things which
lures to the temptation of extravagance.
With the specialties in cotton now in
vogue there is an excellent opportunity
to swing the pendulum back to living
within bounds. Specialize upon cotton
goods. Emphasize the beauty of the
best of them, their durability and, above
all, the fact that in no other way can
such desirable results be obtained for
so trifling a sum.

Will the French people still cling
to the rule of two children to a fam-
ily? Under that system, universally
applied, experts have estimated that
—qgiven the present rate of mortali-

ty—the entire existing population of
a district would be virtually extin-
guished in 125 years. For the first
fifteen years, the decline is hardly
noticeable, but after that it proceeds
rapidly. If the present low birth-
rate should continue unchanged, one
of two things must happen. Either a
gradual depopulation will take place,
or a steadily increasing influx of
foreigners will occur to make good
the losses among the natives. There
is, to be sure, the alternative of a
possible increase in the number of
children per family. That would
mean a change of habit, and of the
way in which French parents have
been accustomed to think of the best
conditions both for themselves and
for their children. But the whole
question of the birth-rate, and how
it reacts to changing circumstances,
is subject to great uncertainties. An
English lecturer on eugenics and war
has lately said that, under the stress
of falling population, it may come
to be thought as much a patriotic
duty to marry and have a large fam-
ily as it is to join the army. What is
certain is that the people of France
will be, after all, the moulders of
their own destiny, and can elect
race suicide or re-population, as
they choose.

Among the highly ingenious argu-
ments adduced to explain the persist-
ence of Italian neutrality is Italy’s re-

luctance to lose the rich American
tourist traffic.  Under ordinary cir-
cumstances, the next few weeks

would have seen the beginning of the
summer exodus to Europe. Since
none of the combatant nations is like-
ly to attract the vacation traveler,
Italy is described as in a position to
reap a rich harvest. That might be
the case if the government at Rome
would issue with every steamship
ticket a guarantee of six months’ neu-
trality. The temptation to see the
paintings in the Sistine Chapel and
Europe at war for one fare would
then be irresistible. As it is, only
the hardy male tourist will risk the
trip, and that in hope rather than
fear that Italy will enter the fray, and
so automatically make a war corres-
pondent out of every interned Ameri-
can. Actually, the great body of po-
tential tourists will stay at home.
America will be seen first, and a
large amount of vacation money will
go to swell the profits which Eu-
rope’s folly has forced upon this
country.

Joseph Bertram and Harley Edison
constitute the recently formed part-
nership of Bertram & Edison in the
meat business at 333 Bridge street.
Joseph Bertram has been in business
for several months at this address
individually.

INCREASING THE BEAN CROP.
According to the last census report,
only a single farm product grown in
Michigan, potatoes, yielded so much to
the acre as beans, the former being quot-
ed at $27.13 and the latter at $24.07.
Wheat only averaged a little over $20
per acre, with corn a couple dollars
less.  Yet only a trifle over a quarter
of the farms of the State are credited
with growing this legume. True, there
is an increase over previous reports;
but still it is evident that there is room
for a material increase. The labor in-
volved is less than that of growing corn,
and ground which will grow corn will
certainly grow a good crop of beans,
while the reverse does not hold good.

Here is a chance to press sales in a
way which will prove helpful to your
community; and no other salesmanship
is more profitable in the end. If the
people in your vicinity are liberal bean
growers, they can easily be induced to
increase the crop; for there is scarcely
a single crop which a better improver
of the soil. It builds up, like the clovers,
while the majority of crops tear down
There are varieties which you can well
afford to press to the front, rendering
the vyield still more profitable.

Be sure that your seed is not only
of strong vitality but free from weevil.
To offer this pest with the seed is al-
most a crime. If your seed has been
infested, treat it to the carbon bi-sul-
phide process, and be assured that you
are not bringing an enemy into the
neighborhood. Offer seed in variety,
and know in what points each excels.
If beans are wanted to plant with corn,
press the merits of the kidney wax. For
baking there is nothing richer in flavor
than the Horticultural. For early mar-
ket, the Lightning and Red Valentine
are favorites. In each place there are
some varieties which excel, and it is up
to you to know just what they are,
and not make the blunder of selling a
late shell bean when an early snap was
especially desired.

The manufacturing perfumers of
the United States, who have been
holding their annual meeting in New
York City, assure the ladies—and
some gentlemen—that the war will
not cause a scarcity of rouge, per-
fumes, soaps and other aids to beau-
ty. The president of the association
reported that American women are
beginning to understand that the at-
tractive and artistically decorated
packages sent from abroad contain
no better perfumes and other articles
than those manufactured at home.
The only difference the war has made
has been to cause the American man-
ufacturers to turn out their goods in
larger quantities.

French champagne merchants are
reported to be very anxious and wor-

ried about their business. Lack of
transportation has prevented them
from sending their goods to the Unit-
ed States and the champagne imports
here have fallen off 66 per cent, since
the war began. Under normal condi-
tions this country consumes on an
average of 3420,000 quarts of im-
ported champagne, valued at $4,700,-
000, according to customs statistics,
and about $16,500,000 from the con-
sumers’ standpoint. A falling off of
66 per cent, means that the French
merchants suffer a big- loss. The wine
crop of 1914 was <>re of the finest and
largest of recent vyears, but if the
agents can not ship it the crop is not
profitable.

When there were more Americans
abroad than the liners then available
could carry at the beginning of the
war the United States Government
lent a helping hand. Because of its
neutrality ltalian ships have been sail-
ing with more or less regularity, but
now orders have been issued that
these vessels must not leave port.
That is interpreted by many as mean-
ing that Italy may be about to en-
gage in war. In any event it is
thought possible in Washington that
it will be necessary for this Govern-
ment to take steps again to bring
home in its own ships those who can
not get here otherwise. If the ne-
cessity arises, this should have prompt
and favorable attention.

One of the few meritorious meas-
ures which managed to get through
the Legislature this year was the
statute fathered by the credit men of
the State, providing that chattel mort-
gages be filed with the register of
deeds at the county seat instead of
with the town clerk, as heretofore.
This will be of great advantage to
the wholesale dealer and manufac-
turer and will not work any particu-
lar hardship to anyone. This meas-
ure has been before the Legislature
in one form or another several times
before, but failed of enactment from
various causes.

William A. Bowles, who for some
time conducted a confectionery, ice
cream and cigar business at Green-
ville, has started in the same line at
1 Straight avenue. Mr. Bowles re-
cently returned to Grand Rapids from
the West, where he has been engag-
ed in business at several different lo-
cations.

The firm of F. Kamp & Son has
been formed to take over the busi-
ness formerly conducted by Henry
Kamp at Michigan avenue and Bridge
street. The firm is composed of
Henry Kamp and his father, Fred
Kamp.



UPPER PENINSULA.

Recent News From the Cloverland of
Michigan.

Sault Ste. Marie, May 3—In call-
ing at .De Tour last week for the first
time since the close of navigation
last year, we find the merchants have
put in a good winter and a large
amount of timber was cut by the na-
tives and is now ready for shipment,
and after the winter’s cut is market-
ed there will be much prosperity in
the hustling little village.

Watson & Bennett, proprietors of
one of the largest general stores at
De Tour, have made numerous im-
provements on their store during the
winter and are now ready for the
spring rush and increasing business.

De Tour, has increased his stock
since the removal of the post office,
which afforded him more room, and
is now devoting his entire time to the
grocery business, which is showing a
very satisfactory increase.

Jake Schup, general manager of the
W. H. Lewis Comﬁany’s store, has
given the store a thorough cleaning
and the large stock is neatly arrang-
ed. Jake reports a very satisfactory
increase in trade at De Tour since
the o]penm% of navigation. He is
one of the hard working kind who is
the first to open store in the morn-
ing and the last to close up at night,
but is watching the papers closely
to see when the next circus is due
at the Soo, as that seems to be_the
on(ljy chance for him to get a holiday
and he has made all arrangements for

circus  comes.
on baseball and
dotes on the cir-

a day_ off when the
Jake "is not much
other sports, but
cus.

James McDonald, the new postmas-
ter and senior member of the firm of
Goetz & McDonald, one of De Tour’s
leading stores, is considered one of
the busiest men in the village. When
the writer called on James he was
in the act of handling about a ton
of mail matter with his sleeves rolled
up and had no time to talk until that
duty was performed, after which he
was once more the same good natur-
ed S_unnt))/ Jim that he was previous
to his being appointed postmaster.
He is still wearing the same size hat,
but a different colored tie. His part-
ner, .George Goetz, is also one of
the busy kind, looking after the out-
side work and attending to his musi-
cal studies. He is one of the leading
members of the De Tour orchestra.

May Woods, deputy postmistress at
De Tour, is also one of the busy lot.
Although this is her first year in the
postoffice, she handles the mail with
such swiftness that it would make
one of the old-time deputies take no-
tice. Although not officially an-
nounced -it is expected that around
about the first of June will be the
last of May. If such is the case there
will be another big celebration in
store for her many friends which is
always customary on these occasions.

Dave De Mun, proprietor of the
De Tour Hotel for the past year, has
decided to sell out his interests and
move back to Standish, his former
home. Dave has made a success_ of
the De Tour Hotel, with the assist-
ance of his good wife, and they have
both made many friends during their
stay at De Tour who regret to learn
of their departure. Mr. De Mun will
be succeeded by Mr. Cocbean, for-
mer _proprietor of the Macklin Hotel
at Cedarville. Mr. Cochean closed
rp the hotel at Cedarville. April 30
and expects to take possession of the

Hotel De Tour May 1. He is an ex-
Eerlenced hotel keeper and well
nown by the traveling fraternit

who are pleased to note that he will
still be in the neighborhood.

It was indeed a pleasure to meet
Colonel Fish, known as the Goat
King of Arizona, who makes his head-
quarters at De Tour. The Colonel
is considered one of the best flutists
in musical circles, and while he is a
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member of the De ;Tour band he re-
ceived a very flattering offer of one
of our large cities to act as a. leader
in the band, and were it not for the
fact that he would have to leave De
Tour he would accept the flattering
opportunity. The Colonel is a man
with whom money matters are of
small consideration when compared
with the_healthy, balmy air which
?_?_rees with him so well at De Tour.

IS mammoth goat farms in Arizona
are bringing him in large dividends
and he_stated that the%/ have had the
best winter this year that_his goat in-
dustries have ever experienced.

Mrs. E. Homburg, proprietress of
the De Tour meat market, reports
a very satisfactory business during
the winter months and has made great

Munroe, former postmaster att)hr_eparations for increased business

is summer.

Jim McCarty, for the past ten years
the popular purser for the Arnold
Transportation Co., between Macki-
nac Island and the Soo, has resigned
his position on account of being ap-
Fomted _postmaster of Mackinac Is-
and. Jim made a pleasure trip to
the Soo last week, being, the first trip
of the season, breakmg in his succes-
sor, H. Montieth, of St. Ignace, who
it is expected will make a very pro-
ficient purser in his new vocation.
Jim has had to buy a new hat since

etting the appointment and now
ooks more like the Postmaster Gen-
eral than the former purser of the
Arnold Transportation Co. His many
friends were more than pleased to
know of his good fortune and wish
him every success, although he will
ebe greatly missed by the numerous
tourists who have been spending the
summer months along the St. Mary’s
River. .

Mose Yalomstein, one of the pro-
prietors of the Hub store, was pass-
ing around the cigars last week in
celebration of the “arrival of a new
daughter. Mose says he _wishes it
was a boy, but otherwise is perfect-
ly satisfied.

The National Pole and Tie Co. has
purchased 200 sheep and placed them
on its Whitney farm. here were
among the number forty pure bred
Hampshire ewes. H. W. Reade says
that the sheep came through the win-
ter in fine condition. The lambs are
now coming and the increase in the
flock will be about 80 per cent. The
company is encouraged over its farm-
|nP proposition, which shows that
Cloverland is an ideal sheep region.

Fair Bros., St. Ignace, the hustling
meat merchants, report a very satis-
factory business during the winter
and have been making numerous im-
provements in their market and are
now ready for the spring rush. The
Fairs are progressive meat men who
insist on handling only the best that
the_market affords. .

Clyde Hecox, of the Enterprise, St.
Ignace, is feeling very optimistic
over the future and predicts the best
of times for Cloverland as soon as
the war is ended, which he expects
will be in the near future.

The steamer Elva, of the Arnold
Transportation Co., plying between
the Soo and De Tour, resumed her
regular trips April 26 and daily ser-
vice is now being furnished as in pre-
vious years. Captain Stewart is on
deck again and- his cheerful smile has
lightened up the inhabitants along the
river who have been eagerly waiting
to shake hands with him on his first
trip, as_has always been their cus-
tom. j The steamér Islander, of the
same compan%, made her first trip
between Mackinac and the Soo on
April 29 and picked up a number of
traveling men at De Tour for Macki-
nac on her return trip, which was
made, in one of the severest North-
western gales. From all reports there
was one of the sickest bunches on
record on that eventful trip and some
of the traveling fraternity said that
while it was their first trip this sea-
son it certainly would be their last,
as they prefer walking around the
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LIQUIDATION SALE

The Sheldon
Dry Goods Company

The largest wholesale dry goods house of
COLUMBUS, OHIO

A Complete Wholesale Dry Goods Unit
Consisting of

Notions, Dry Goods, Hosiery
and Furnishing Goods
Has been bought by

Edson, Moore & Co., Detroit

1,400 cases of this merchandise, the
entire stock excepting six days sale
in Columbus, has been shipped to
Detroit and will be

Sold at Clearance Prices

at the warehouse of

Edson, Moore & Co.
Detroit

Sale Commences
Monday, May 10th

and continues during the week.

This is an exceptional opportunity for all Dry
Goods and Furnishing Goods Stores, Racket Stores,
Economy Basements, Five and Ten Cent Stores, Etc.

If you do not receive our circular mailed to-day,
wire for one at our expense.

All Merchants Invited

This announcement appears simultaneously in the Detroit Free Press, the Detroit News
The Grand Rapids Press. The Grand Rapids Herald. The Bay City Tribune. The Kalamazoo
Gazette. The Marquette Mining Journal and the Michigan Tradesman.
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shore rather than experience another
Northwestern gale.

Warren Bailey, one of Drummond’s
well-known lurbermen, has a large
force of men busily engaged repairing
his mill and getting_ready for the
*gn% season’s cut. There is ample
timber at the mill to keep it gomg
all summer which will help make goo
times in the hustling village of Drum-
mond.

Trout season 0fened up here as
expected on May 1 and our popular
sheriff, John Bone, in company with
Dr. Deadman and Sam Kirvin, being
three of the Soo’s champion fisher-
men, stayed up the night before so
as to be on the job at 1 a. m., so as
to pick out the large species before
the regular delegation arrived. They
started in at the rapids and the usual
results looked for were by no means
disappointing. The trio captured two
of the blg%e_st rainbow trout ever
hooked in this part of the country.
One of the trout weighed 20 pounds
and the other 18 pounds. They also
caught a third one which tipped the
scales at 5 pounds only. rom all
reports it took about an”hour to land
each of the large trout and, of course,
we believe what John Bone tells us,
as he would not stand for any of the
fish stories about him getting out un-
less they stood the test. It is under-
stood that Dr. Christofferson, with
Judge Runnels and others, are try-
ing to put one over on the trio, but
up to the present time they have
been unable to make a satisfactory
report.

The Cleveland Cliffs dock, at Pes-
que Island, Marquette, has started
operations for the season, the steamer
Frontenac making the first trip this
week and the rush is expected to
start about®June 1. Approximately
15000 tons will go forward in_the
Cleveland Cliffs three vessels. The
South Shore is receiving ore from
the Lake Superior and Queen mines
at a rate of about fifty carloads per
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day and_ the Oliver Iron Mining Co.
will begin shipping ore to Marquette
8°on- This Is making brisk times
for the iron country and the drum-
mers are flocking there so as to take
advantage of the prosperous oppor-
tunities.

John F. Moloney, Eroprietor of
Uakndge Park, opened the resort for
the season May 2. The steamer Juni-
ata, which was taken off last fall, has
undergone_great improvements dur-
|ng the winter. Her cabin has been
rebuilt, new flooring laid and a gen-
eral remodeling has taken place. She
has a brand new 65 horse power, six-
cylinder gas motor, which cost $1-
700, and the launch will now carry in
the neighborhood of seventy-five per-
sons, making twelve miles an hour
Oakridge is one_of the Sou’s popu-
lar resorts and with the improvements
and expenditures made by Mr. Mo-
loney it is deserving of much patron-
age ‘during the tourist season.

. Cloverland Igiains by the new ar-
rivals of E. L. Belden, and son
wealthy farmers at Dimondale, Ea-
ton county. They recently purchased
a half section of choice land near the
National Pole Co.’s. Whitney farms
and have moved their families, house-
hold goods, live stock, farm equip-
ment, etc. They have also purchased
a tract of cut-over land from the
National Pole Co. and will develop
the farm for general agricultural pur-
poses, but they intend to make a spe-
cialty of raising pure bred Hampshire
sheep. This is one of the results of
the Upper Peninsula Development
Bureau, which succeeded in locating
Mr. Belden by having_his attention
attracted to the possibilties of Clov-
erland. He once listened to an ad-
dress at Lansing by former Presi-
dent, Hon. A. T. Roberts. Previous
to this Mr. Belden had an idea that
the Upper Peninsula was a hopeless
Broposmon along agricultural lines,
ut Mr. Roberts’ address aroused
much interest among the farmers in

the Lower Peninsula and those that
were of the Missouri type were easily
Convinced, after making an investi-
gation, that Cloverland was all that it
was claimed to be and more.

The . supervisor  of Stambaugh
township has solved the problem of
maintaining good roads by putting the
men of poor families who have been
out of employment and depending up-
on the county for support to work
°n  * roads keeping them on the
payrolls and enabling’ them to earn
en,ou%w to support their families in
this manner.

The Pickford auto stage truck
commenced making its re?ular trips
April 27 and will” probably furnish
daily service until next winter. This
will” be good news to the traveling
fraternity’ who have been depending
%)r%n the auto stage to make Pick-

_Perc%/ Patterson, the Soo’s expert
piano tuner, returned last week from
a trip to Detroit in the interests cf
the National guard. Percy tells us
that they had a good time and much
business was transacted. Pfe was also
an eye witness to the Belle Isle
bridge fire, which he states was cer-
tainly a hot one.

The Fred W. Shaver shingle mill,
at St. Ignace, has be?un operations
again. large crew of men has been
busily engaged during the past few
weeks getting the mill in readiness
for the season’s operations.

William G. Tapert.

Newsy Notes I:C[om a Progressive
i

Owosso, May 3—This little bunch of

dope is to inform_you that we are still
on the map here in the pie belt.
. The column of smoke which was no-
ticed ascending in ethereal gyrations
skyward last Friday morning was not a
conflagration, but, to the consternation
of the neighbors, it was ascertained that
Fred Hanifan was beating a mattress.

J- D. Royce has started on his summer

You can safely recommend the constant use of

Dandelion Brand Butter Color

And you can depend on every sale to make a new customer—or hold an old one.

For over a quarter-century, nothing has equalled
“Dandelion Brand” in quality or excellence of coloring.

We guarantee that Dandelion Brand Butter Color is
PURELY VEGETABLE and that it meets the FULL
REQUIREMENTS OF ALL FOOD LAWS, STATE AND

national.

WELLS & RICHARDSON CO.
BURLINGTON, VERMONT
Manufacturers of Dandelion Brand Butter Color

Butter Gulor

The color with

the Ao/denshade

trip with a new line of Broadhead sam-
ples. After he left we went over and
ot our wheelbarrow, jack plane and
awn mower and brought them home.
Any one needing any tools may coirie
to our woodshed and help themselves
and we will go and get them when you
get through.

Maxted & Pentony, of New Haven
Center, have enlarged their grocery
business by putting a new grocery wa-
gon on the road.

Ed. Wilkinson, salesman and. driver
of the grocery wagon of DeMart Bros,
of Vernon, was severely injured inter-
n_aII?/ last week by being run over by
his loaded wagon when his horse became
frightened at an approaching automo-

Is 'n a very_critical condition.
Mrs. J. A. Dolan, wife of John Dolan,

- of the Dolan House, at Sheridan, passed

away last week, after several months’
illness. Mrs. Dolan was an exemplary
landlady and was highly esteemed by
the many commercial travelers who
were patrons of that hostelry.

W. L. Parker, a member of Owosso
Council, passed over the Great Divide
last Thursday morning, after several
months illness. Mr. Parker was an
active member in lodge work and will
be ?reatly missed. In his departure
we lose a brother who was interested
in the advancement of not only Owosso
Council but all commercial “travelers.
He was a good member, a grand broth-
er and one of God’s noblemen.
~ The Made-in-Owosso exhibition, held
in the old armory, was well attended and
something less” than 100 home town
manufactured articles were on exhibit.
The future of this undertaking has a
prosperous outlook.

Honest Groceryman.

Dick Tanis, who was formerly in
the grocery business on Cass ave-
nue, between Sycamore and Frank-
lin streets, has succeeded J. E. Mar-
tin at 111 North Front avenue.

Boosting a Good Thing Boosts Business
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ortHE BUSINESS WORLtfl

Movements of Merchants.

Chesaning—A. H Burk succeeds Cant-
well Bros, in the grocery business.

m Henderson—Peter Dellamater  suc-
ceeds Joseph Telfer in general trade.

Whitehall—G. Berg has leased his meat
market and fixtures to Halgren & Hall.

Alpena—The Cronin Co. has added
a line of hardware to its general stock.

Interlochen—J. C. Tillapaugh suc-
ceeds Charles Wyscocil in the meat
business.

Boyne City—Charles N. Spletz sue-*
ceeds James McNamee in the grocery
business.

Albion—The Union Steel Screen Co.
has changed its name to the Union Steel
Products Co.

East Jordan—Frank Green succeeds
Frank Phillips in the restaurant and
cigar business.

East Lake—Mrs. John Lovelette has
opened an ice cream parlor and con-
fectionery store.

Charlotte—Fire damaged the R. S.
Spencer hardware stock to the extent
of about $500 April 29.

Plainwell—H. E. Kirvan, formerly
of Marshall, has engaged in the
plumbing business here.

Eife Lake—L. S. Walter has sold his
grocery stock to Lew A. Gibbs, who
will continue the business.

Coleman—Charles Haley has pur-
chased the I. J. Bowland shoe stock
and has taken possession.

Albion—The National Spring & Wire
Co. will erect a new factory building
adjoining its present plant.

Perrinton—L. H. Richards, dealer in
general merchandise, is remodeling and
enlarging his store building.

Otsego—Charles and Fred Carroll
have-, engaged in the plumbing business
under the style of Carroll Bros.

Vassar—W. A- Spore, formerly en-
gaged in the grocery business at Port-
land/ has opened a bazaar store here.

Cedar—A. U. Slaybaugh has pur-
chased the Slaybaugh Center general
store and will continue the business.

Alpena—Thieves entered the Wil-
liam E. Hazell meat market, on Water
street, and robbed the cash drawer of
$10. .

Pierson'—E. E. Weed has sold his
general stock to Henry Forward, who
will continue the business at the same
location.

Maple Rapids—W. B. Casterline has
sold his stock of furniture to C. F.
Abbott, of Carson City, who has taken
possession.

Cheboygan—L.ites Bros, have open-
ed a branch confectionery store on
Main street under the management of
Peter Lites.

Trufant—Burglars entered the John
Madsen drug and jewelry store April

29 and carried away over $700 in jewel-
ry and watches.

Chesaning—A. Greenbaum & Co. have
opened a shoe store in the building
adjoining their clothing and men’s fur-
nishing goods store.

Coldwater—Dennis  Vanes has pur-
chased the Eben Butterworth grocery
stock and will continue the business
at the same location.

Traverse City—N. J. Paukett, for-
merly connected with the Oval Wood
Dish Co., has engaged in the grocery
business on Rose street.

Houghton—Edward C. Des Rochers
has sold his drug stock to L. A. Lun-
dahl, formerly of South Range, who
will continue the business.

Allegan—H. C. Maentz, who has
been engaged in the meat business
here since 1865, died recently as the
result of liver complications.

lonia—John Nern has purchased the
Neuman & Machol grocery stock and
will continue the business at the same
location in the Schmoltz block.

Traverse City—The Globe Depart-
ment Store is closing, out its stock
of furniture and will use the increas-
ed floor space for its other lines.

Kalamazoo—Burglars entered the J.
E. Peas grocery store, at 504 West
North street, May 1 and carried away
gl% contents of the cash drawer, about

Nashville—R. J. and H. W. Wade
have formed a copartnership and en-
gaged in the commission business under
the style of the Nashville Commission
House.

Henderson—E. E. Rim and Eugene
McGlockne have purchased the grain
elevator and will continue the business
under the management of Mr. Mc-
Glockne.

St. Louis—J. R. McDonald, of Mason,
and C. J. Rehle, of Williamston, have
formed a copartnership and will engage
in the furniture and undertaking busi-
ness about May 15.

Detroit—The Southland Coal Co. has
engaged in the coal and coke business
with an authorized capital stock of $10,-
000, all of which has been subscribed
and $5,000 paid in in cash.

Freeport—The Freeport Farmers’
Elevator Co. has been organized and
has taken over the elevator, grain and
fuel business of J. D. Cool & Sons and
will continue the business.

Nashville—Daniel Feighner, for a
number of years connected with J. Lentz
& Sons in the furniture and under-
taking business, will open undertaking
parlors under his own name May 10.

Albion—E, J. Otis has sold his gro-
cery stock to Harry and Frank Mc-
Auliffe, who will continue the business
at the same location, 404 South Superior
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street, under thé style of McAuliffe
Bros.

Rives Junction—John Van Horn has
purchased the interest of his partner,
G. W. Hazen, in the agricultural imple-
ment and hardware stock of Hazen &
Van Horn and will continue the busi-
ness under his own name.

Wallin—W. H. Smith has sold his
agricultural implement and general mer-
chandise stock to Olaf Baver & Co.,
who will take possession Mlay 18. Mr.
Smith will remove to Idaho and engage
in the cattle raising business.

Banfield—ElImer Tungate has sold
his interest in the E. Tungate & Son
stock of general merchandise to his
son, Chauncey, who will continue the
business under the style of Chaun-
cey Tungate’s General Store.

Collins—Bugbee & Eager lost their
store building and stock of general mer-
chandise and two car loads of agri-
cultural implements by fire April 30.
Elmer H. Jenks lost his store building
and general stock in the same fire.

Manistee—Peter Solsted & Co.
have sold their stock of groceries to
Zaborowski & Jorgensen, who will
add lines of shoes and men’s furnish-
ing goods and continue the business
at the same address, 347 River street.

Niles—The States Motor Sales Co.
has been organized to deal in motor
vehicles and their accessories, with
an authorized capital stock of $30,-
000, of which amount $15,000 has been
subscribed and $3,000 paid in in cash.

Croswell—E. P. Southwortf, who has
conducted a dry goods store here for the
past sixteen years, has sold his stock
to Charles S. Biller, of North Branch,
and Mr. Miller, of Bay City, and the
business will be continued under the
style of Miller & Biller.

Nashville—J. Lentz & Sons have sold
their furniture and undertaking stock
to W. J. Simeon, formerly engaged in
the same business at Laingsburg, who
will continue the business. Mr. Lentz
has been in business here continuously
for nearly fifty years.

Houghton—Isaac Miller, dealer in
clothing and dry goods, has merged
his business into a stock company
under the style of the Houghton De-
partment Store Co., with an authoriz-
ed capital stock of $30,000, all of
which has been subscribed and paid
in in property.

Detroit—Max May, dealer in mil-
linery and kindred articles, has merg-
ed his business into a stock company
under the style of the May Millin-
ery Stores, with an authorized capi-
tal stock of $15,000, all of which has
been subscribed, $500 paid in in cash
and $14,500 in property.

Calumet—The Savings Bank store
has applied to Judge O’Brien in the
Houghton Circuit Court for a restrain-
ing order against M. Weiss, who con-
ducts a store adjoining the Savings
Bank store, to compel him to remove a
sign over his door reading “Main En-
trance.” It is complained that the sign
is misleading, in that it might give cus-
tomers to understand the door it desig-
nates is the main entrance to the Sav-
ing Bank store, and it is contended it
tends to draw trade that otherwise
would go to the Savings Bank establish-
ment
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Detroit—Berdan & Co., Toledo’s
large wholesale grocery, tea and coffee
house, has opened a Detroit branch
from which a corps of employes will
serve the local market. Berdan & Co.
was founded in 1836 and has the dis-
tinction of remaining in the ownership
of the Berdan family exclusively from
the first. Although but sixty miles
separate Detroit from Toledo, the con-
cern has found the freight service be-
tween the two cities prevents the full
development of their business here, and
it is partly to overcome this disad-
vantage, and partly the tremendous
growth of this city, which has deter-
mined them to open a branch here. C.
J. Austin has been appointed Detroit
manager.

Manufacturing Matters.

Gobleville—The Gobleville Cream-
ery Co. has increased its capital stock
from $6,000 to $10,000.

Detroit—The New Standard Foun-
dry Co. has increased its capital stock
from $50,000 to $100,000.

Ogden Center—The Ogden Center
Cheese Co. has been organized with an
authorized capital stock of $2,000, of
which amount $1,090 has been sub-
scribed and $890 paid in in cash.

Saginaw—The Altman Candy Co. has
been organized to manufacture candy,
sugars, nuts, etc., with an authorized
capital stock of $2,000, all of which has
been subscribed and paid in in cash.

Saginaw—The Altman Candy Co. has
leased the manufacturing department of
the Valley Sweets Co. and will re-open
the factory May 10. The Valley Sweets
Co. will conduct an exclusive jobbing
business.

Big Rapids—The Model Co-Opera-
tive Creamery Association is making
many alterations and improvements
in its plant on East Maple street and
installing new machinery and a re-
frigerator.

Milan—The Lamkin-Allen Co. has
been organized to manufacture and deal
in feed, fuel, building material, etc., with
an authorized capital stock of $30,000,
all of which, has been subscribed and
paid in in property.

Detroit—E. R. McConnell, Incorporat-
ed, has engaged in the clothing manu-
facturing and tailoring business with an
authorized capital stock of $2,000, of
which amount $1,250 has been sub-
scribed and $750 paid in in cash.

Detroit—The Pyrene Company has
been organized to manufacture, buy,
sell and deal in fire extinguishers,
with an authorized capital stock of
$1,000, of which amount $500 has
been subscribed and $250 paid in in
cash.

Ann Arbor—The Eberbach & Son
Co. has been merged into a corpora-
tion to continue the manufacture and
sale of laboratory supplies, with an
authorized capital stock of $50,000, all
of which has been subscribed and paid
in in property.

Kalamazoo—The Crystal Candy
Co. has been organized to manufac-
ture candy, ice cream, and to deal in
candy, ice cream, fountain supplies,
etc., with an authorized capital stock
of $6,000, of which amount $3200
has been subscribed, $210 paid in in
cash and $1,490 in property.
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<3ROCEEY>*PRODUCE MARKET

Review of the Grand Rapids Produce
Market

Apples—The price
$2.25@j3.50 per bbl.

Asparagus—$150 per box of 2 doz.

Bananas—The price is steady at
$3.50 per hundred pounds. The price
per bunch is $1.25@2.

Beets—60c per bu. for old; 65c per
doz. for new.

Brussels Sprouts—20c per box.

Butter—The demand for all grades
of butter is absorbing the receipts
upon arrival and the market is steady
at unchanged prices. The consump-
tive demand is increasing consider-
ably and both this and the receipts
will probably increase as the season
advances. No immediate change is in
sight in the immediate future, but
later, as the supply becomes larger,
a decline may be expected. Fancy
creamery is quoted at 28"@29c in
tubs, 30c in prints. Local dealers
pay 23c for No. 1 dairy, 16c for pack,
ing stock.

Cabbage—$3.25 per bbl. for
from Texas.

Carrots—65c per doz.

Celery—$2 per case of 3 to 4 doz.
for Florida; 60c per bunch for Cali-
fornia.

Celery Cabbage — $2 per dozen
packages.

Cocoanuts—$4 per sack containing
100.

Eggs—The receipts of eggs are
large and the quality arriving is very
good. The consumptive demand is
normal and a considerable supply of
eggs is going into storage. The mar-
ket, however, has not been able to
avoid a decline of Ic per dozen dur-
ing the week. At the reduced price

ranges from

new

it is steady. Local dealers are pay-
ing 17”c.
Cranberries — Cape Cod Late

Howes are steady at $5 per bbl.

Cucumbers—$1.75 per dozen for hot
house.

Grape Fruit—$2.50@3.50 per box.

Green Onions—60c for Shallots; 15¢
for home grown.

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

Lemons—Californias and Verdellis,
$3.50@4.

Lettuce—Southern head, $2.25 per
bu.; hot house leaf, 8c per Ib.

Nuts—Almonds, 18c per Ib.; filberts
15c per Ib.; pecans, 15c per Ib.; wal-
nuts 19c for Grenoble and Califor-
nia, 17c for Naples.

Onions—Dealers quote red and yel-
low at $1 per 100 Ibs. and white at
$1.25; Spanish $1.50 per crate; Texas
Bermudas, $2.25 per crate for white
and $1.65 for yellow.

Oranges—Navels are steady at $3
@3.50.

Oyster Plant—30c per doz.

Peppers—60c per basket for South-
ern.

Pieplant—3c per Ib.; $1 per box.

Plants—Tomato and cabbage, 65c
per box of 200; pepper, 90c; flower-
ing plants, $1.25.

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

Potatoes—OId are in fair demand
at 38@40c per bu.; new Bermudas,
$2.50@3 per bu.; new Floridas, $2.50
per bu. or $6 per bbl.

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

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

Strawberries—24 pint crate Louis-
iana, $2.25.

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

Tomatoes—75c per 5 Ib. basket for
Southern.

Turnips—50c per bu. for old; 50c
per doz. for new.

Veal—Buyers pay 7@IlIc according
to quality.

The Grocery Market.

Sugar—Granulated has nominally
advanced 10 points, but refiners are
still accepting orders on the old ba-
sis. Back of the strength of the sit-
uation is the recent resumption of
buying by Europe at 350c for raws,
and a cent higher for refined, with
further enquiry in both branches of
the market. Refiners, facing the com-
petition of the United Kingdom, were
compelled to abandon their waiting
policy and to purchase for future re-
quirement, finding an additional stim-
ulus to activity in the operations of
speculators, who more than ever show
their hand, since the possibility of
covering commitments in the option
market is afforded. Thus, despite
the fact that raws are selling at over
a cent, above the normal figure for
this time of the year, any reaction
seems only the prelude to renewed
strength, and well informed circles
see no immediate indication of
change in this respect. Refiners, at
last, have succeeded in getting the
country to renew buying, and six to
eight weeks’ business is estimated to
have been taken on the advance. The
distributors and canners were waiting
for a decline, but concluded that dis-
cretion was the better part of valor,
and hence the rush to purchase at the
old basis of 5.90c lest refiners go firm
at 6c. The contracts now on the
books will keep the interests busy and
remove the danger of cutting of quo-
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tations because of the dullness, such
as was quietly reported the past week
in some out-of-town quarters. With
good consuming weather withdraw-
als, sugar should be active and melt-
ings may be expected to increase.

Coffee—Rio and Santos grades are
a fraction higher on account of firm
feeling in Brazil. As has been the
case for several weeks, good roast-
ing coffee commands a premium and
ordinary grades find their own mar-
ket. Milds are dull and in buyers’
favor. Mocha shows another slight
decline during the week and is very
quiet. Java is unchanged and dull.

Canned Fruits—Advices received
from the Coast of serious damage to
the growing crops by highwinds and
unusually cold weather for the sea-
son imparted a stronger tone to the
market without causing any material
change in quotations. Buying in all
lines is light and on the hand-to-
mouth order. Southern fruits are dull
but are not being urged. Gallon ap-
ples of State or other production ap-
pear to be getting little attention and
prices are nominal.

Canned Vegetables—In tomatoes
the trend of prices on spot stock ap-
pears to be upward. The consuming
demand is more active and jobbers
have been compelled to add to their
supplies by purchases from the pack-
ers. For spot Southern and West-
ern corn a fair business is being done
on small orders and the tone of the
market is firmer, although prices
show no quotable advance. String
beans of the 1915 crop are pretty well
cleaned up, according to all accounts,
and while prices show no material
advance the tone is strong and the
tendency of prices is toward a higher
market. Peas are in small compass
and the market shows a rising tend-
ency on spot stock.

Canned Fish—The run of sardines
in Maine at the end of last week was
fair for the season, Friday’s landing
aggregating 490 hogsheads, distribut-
ed among twelve packers. So far
all of the fish caught comes from the
Eastport district, mainly on the Can-
adian shore. Demand is light and
prices nominal, but the undertone is
firm.  Foreign sardines are offered
sparingly as supplies in the primary
market appear to be closely absorb-
ed. There is a steady, although not
active, demand and the market closed
firm on the basis of previous quota-
tions. Holders of salmon are trying
to unload, and in the East purchases
can be made at the same price as on
the Coast, which means that we are
relatively lower here by the amount
of freight, or about 7J*c per dozen.
The demand is not responding very
largely.

Dried Fruits—Press reports of se-
rious injury to the crop of Coast de-
ciduous fruits in the Santa Clara and
San Joaquin districts put the trade
on edge. All accounts heretofore
received have indicated record crops
but the press dispatches said that
overnight big wind storms and cold
weafther, with something like a bliz-
zard, had changed the outlook. Coast
factors, in wiring their correspond-
ents, generally took the stand that,
while much damage has been done to

growing crops, the injury is not as
great a? the first accounts indicated.

.None of the telegrams received here

made any mention of the frost injury.
Several speak of a heavy snowfall in
the mountains, which would mean
an advantage to crops as supplying
more water. Such definite advices as
have been received refer only to a
heavy wind persisting for several
days which has overturned some
trees, broken off branches and knock-
ed young fruit off the limbs. Peaches
apricots and pears, according to most
advices, have suffered most, but the
prune crop is said to have suffered
greatly. Telegrams say that much
snow has fallen in the mountain dis-
tricts within the past few days, but
this is accepted as advantageous as
insuring a better water supply in the
valleys. Reports of injury by frost
are not credited. Raisins seem to be
getting little attention from the local
distributing trade. Offerings of seed-
ed stock are moderate both on the
spot and for forward shipment, but
there seems to be little demand from
this quarter. Seedless varieties are
in limited supply, which is closely
controlled, and, while demand is on
the hand-to-mouth order the tone, of
the market is firm. Currants, ac-
cording to cable advices, are steady
in Greece but show an upward tend-
ency owing to the unusually large de-
mand from England for stock which,
according to report, is to be used in
the army. Spot prices are steady, but
the market is quiet. Both dates and
figs are dull, but the tone of the mar-
ket is steady.

Fruit Jars—Many jobbers have
withdrawn prices on jars. The big
manufacturers opened at 50c per gross
under 1914, which was said to have
been a year on a cost of making basis.
About March 1 manufacturers with-
drew the opening quotations and two
weeks ago one maker quoted at about
$1.25 a gross over those quotations
and 65 cents a gross higher for caps.
The makers are reported to have
quoted practically the same at Chi-
cago a week ago. Jobbers that want
to buy now have to place their or-
ders subject to re-opening prices.

Cheese—Stock of old are becoming
rapidly exhausted, both by consump-
tive and large export demands. The
export demand, in fact, is taking not
only old cheese, but new, and the
entire situation is firm on the present
basis. There will probably not be
much change in cheese until the make
increases, which will hardly be before
another month.

Provisions—All cuts of smoked
meats are steady at ruling prices,
with, however, an increased consump-
tive demand. Both pure and com-
pound lard are firm and unchanged.
Barreled pork, dried beef and can-
ned meats are in increased consump-
tive demand at unchanged prices.

Salt Fish—Mackeral shows no
change for the week and is in very
light demand at nominal prices. Cod,
hake and haddock dull, as is usual at
this season; prices are unchanged.

Vermontville — The Vermontville
Creamery Co. lost its plant by fire
May 1


mailto:2.50@3.50

THE GOLDEN WEST.

How It Looks to a Leading Michigan
Grocer.

Fresno, Cal., May 1—I promised
You when leaving for the West that

would write you and give the read-
the Tradesman my im-
of this extensive = coun-
with its_climate, re-
sources, etc. By way of explanatioi
let me say that | have not been to
every place, although | have been go-
ing every minute, but one finds the
West so large and its expanse so
great, its elevations so varied, its
rainfall and climate so different that
a short visit to the Golden West gives
hut an impression that may apply
locally and not be generally accurate.
However, | will describe conditions
as | have seen them, relying to a
great extent for general accuracy up-
on old friends whom | have met since
coming here and new ones with
whom | have come in contact and
whose opinions seem to be unbiased.

Leaving Chicago on the Burlington
Limited one has a fair opportunity
to study the country from the ob-
servation car, and from the time we
leave the Windy City we are carried
rapidly over the beautiful farming re-
gion of Northern Illinois and lowa,
where as far as the eye can reach
there is scarcely an elevation or ridge
more than is needed for actual drain-
age. Beautiful farm houses and their
surrounding buildings, well kept and
extensive fields that are not marred
by waste land of any description, a
soil that is extremely rich and whose
productiveness is testified to by evi-
dences of heavy crops, fine stock and
sumptuous farm homes—these, to-
gether with fine highways lined with
shade trees, winding rivers and rich
farming towns, make this country
beautiful to look upon and, as some
of the passengers told me, you could
shut your eyes and buy a farm at
fj'om one to two hundred dollars per
acre and get a bargain.

The astern part of Nebraska
might come under the same descrip-
tion, but as we cross the State the
aspect changes. The general condi-
tions of the countr?/ become worse,
the soil becomes light, the rivers
shallow, almost dry, and wind their
way through shifting beds of sand.
Great hills covered = with saﬁe
brush and arid vegetation take the
lace of the rich grain and pasture
ands. The only evidence of civiliza-
tion is a small "one-story house here
and there and herds of cattle varying
in size from a few to thousands, try-
ing to thrive on the scanty pasture.
This condition |m|5Jroves as_we ap-
proach “Denver. ry farming be-
comes in evidence, until we come to
the rich, productive and high priced
lands irrigated by the clear and tempt-
ing waters of the Rockies.

We spent several days at Denver,
which is a beautiful City with ex-
tensive parks and rich public build-
ings, large and extensive stores and
beautiful homes, many of which |
would like to describe, but will not
on account of space. Mrs. Lake and
I desiréd a day of mountain climbing,
so, selecting one clear morning, wé
took our lunch, went to Golden, in
the foot hills, selected the highest
one we could see within reach and,
after  traveling all forenoon up
gorges, over rocks, following paths
and ledges, we reached the top about
1 p. m_ From there the view was
beautiful. With our glass one could
see for about 100 miles in any direc-
tion. To the East we overlooked the
city of Denver, the foot hills and the
plains for miles dotted here and there
with a shining lake and its level sur-
face marked by long lines represent-
ing roads or Trivers. To the South
the snow covered summit of Pike’s
Peak shone in the noon day sun like
a great jagged bank of snow. To the
West and North were the Spanish
peaks. Mt. Gray, Mt. Long and others

ers, of
pressions
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appeared the same way, while be-
neath us were gorges half a mile
deep, whose sides were insurmount-
able. A storm hovered below us_in
one of the valleys and the reflection
of the sun on ‘the cloud tops was
beautiful. We sat down on the moun-
tain side where the sun had melted
the snow from the rocks and ate our
luncheon, after which we started back.
We found the trlp down as hard as
the climb and, after descending for
about three and a half hours, we
reached Golden and were surprised
to_learn we had walked about fifteen
miles. We did not travel that far
next day, however.

Leaving Denver we followed the
foot hills to Colorado Springs, which
is_a beautiful city, modern and clean
with wide streets and up-to-date busi-
ness places. We went through South
Cheyenne Canon to Seven Falls. In
this "beautiful canon, the finest | have
seen, the solid rock rises perpendicu-
larly for_over 1,000 feet and blends
its top with the sky above. "The rocks
are_of various colors and shapes, over
which a river descends in seven leaps
to the bottom, which is as level as
the floor. Manitou and the Garden of
the Gods are beautiful, but I will not
describe them here. )

From there we went to Canon City,
a beautiful city of about 8,000, sit-
uated at the entrance of the Royal
Gorge and spent a day with Miss
Blanche Clapp and Miss™ Isabel Pow-
ers of Grand Rapids. Our visit there
was delightful and we enjoyed it very
much. = We visited the State prison,
which is interesting. It is the prison
that sends its convicts out to work

upon the hi:ghways and, passing
through the Royal Gorge and the
mountains  beyond, we witnessed

many camps working upon the Lin-
coln” Highway at State expense, and
under State supervision. These con-
victs—eleven camps at present com-
prising 1,800 men—are placed on hon-
or and each camp is under an unarm-
ed guard who_always is_in direct wire
connection with the prison. In case
one escapes, which seldom happens,
the prison sends _guards to capture
him.” They are paid a small sum for
this service which goes to support
their families or is laid ug for them
when their term_expires. By this sys-
tem Colorado is constructing. many
miles of beautiful scenic highway
which is a temptation to the tourist
with the automobile and from which
Colorado is receiving thousands of
dollars revenue from the tourist.

In mentioning this | will ask why
we should not adopt the same policy
in Michigan? With beautiful drives
along our Great Lakes, through fine
orchards and farming lands, with a
delightful summer climate, good ho-
tels, reasonable living and nearness
to the great cities, it seems to me
that Michigan could add thousands
of dollars to her wealth and taxable
property, as well as open up to the
settler much fine and productive land
by taking a few lessons from Colo-
rado. The Governor of California has
just signed a bill that does the same
or California.

_ Leaving Canon City we had a beau-
tiful trlﬁ through the Royal Gorge,
along the Arkansas, through the
mountains over Tennessee pass, with
its elevation of two miles. The next
forenoon onlour descent into Utah
was about the same. Great mountains
covered with snow were to be seen
in ever?/ direction and from them we
suddenly emerged into the beautiful
and fertile valleg of Salt Lake. Salt
Lake City is a beautiful place, about
the size of Grand Rapids. We were
shown through the Mormon build-
ings, attended one of their services
and took a trip around the city, none
of which should be missed by the
sight seer. The Mormon church min-
gles with everything from business to
politics and they have made this arid
and desert valley a beauty spot. All
the streets of Salt Lake are 100 .feet
from curb to curb and are handsome
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and well kept. Their church store
employes 600 clerks and does $6,000,-
000 business annually.

From Salt Lake until we crossed
the Sierras into .California we fol-
lowed valleys almost as level as a
floor, which were flanked by low
ranges on either side. The only vege-
tation to be seen is cactus, sage bush
and the Spanish dagger. A hovel
here and there told where a settler
was striving for his existence. Our
train did not stop between Salt Lake
and Los Angeles, except for coal and
water, and our only excitement was
caused by a Mexican who rode the
trucks out of Salt Lake and at night
climbed upon the express car, cut out
the ventilator and ransacked or dump-
ed off what he desired. When the
expressman accidentally entered the
car near a watering place, the_ intrud-
er left it, followed by the train crew
and passengers, but made good his
escape in the cactus.
~ From the Sierras we descend rap-
idly into the orange groves of South-
ern California. The dislike you have
formed by the wasteful arid sand you
have passed is instantly removed by
the beauty of the surroundings. The
thriving cities are beautiful and unique
to the Easterner, as their lines of ar-
chitecture are along the old Moorish
or Spanish t)épe and the fragrance of
the orange blossoms and roses are
everywhere. A beautiful ride of two
hours through such a country brought
us to Los Angeles, a city of nearly
300,000 People and the ~commercial
center of Southern California. It is
a beautiful place and has stores more
in keeping with a place several times
its size. In fact, business is so great-
ly overdone and stores are so much
greater than necessary that the mer-

cantile business is a losing game.
The streets here are narrow and it is
hard to handle the crowds. We also

visited Long Beach, which is a beau-
tiful suburb on the ocean, and Pasa-
dena, the home of the wealthy, and it
is a sight to see the flowers here.
Roses cover the porches, house sides,
garages, fences and, in fact, grow
everywhere, not the low kind we have
East, but great climbing vines that
reach to the top of the second story
and are just covered with flowers of
various sizes and color and that bloom
throughout the year.

From Los Anglese we went to San
Diego, about 125 miles southeast.
The first half of the distance was
through the orange, walnut and al-
mond groves and the last half is al-
most a waste throu%h lack of water
for irrigation, but whose monotony is
broken by a ride along the shores of
the Pacific.  San Diego is a nice
place, located on a spacious harbor
of the same name. It has good and
substantial buildings, but it lacks the
beauty of its. Northern neighbors, al-
though its historical interest far sur-
passes them. It was here the early
missionaries established their  first
missions and most of the buildings
are standing to-day. Their history,
old paintings, etc, should not be over-
looked by the tourist, as they are ver
interesting. It was here that John
Fremont first raised the U. S. flag
and a monument marks the place
where it was raised.

. *The San Die%o exposition is now
in full swing, but the crowds are
small. | do not believe the attend-
ance reached 3,000 people the day we
were there. The grounds and build-
ings are beautiful and are of the old
Moorish architecture. ~ There are
spacious pillared courts and pergolas,

covered with tropical vegetation,
flowers, etc. The display is not full,
but it Is worth seeing. "Japan has a

full display, but it represents most
of the foreign display. California is
well represented by several buildings
filled with a fine display of its prod-
ucts. | would advise any Eastern
person visiting the Coast to take in
this_fair and it must be said in credit
to its management that no attempts
are made at hold-up on the grounds
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and even the hotels are reasonable
with rooms and meals. In fact, |

have seen no indications of hold-ups
here in any city we have yet visited.
We have not yet reached San Fran-
cisco and it is my impression where
such is the case ‘it is of one’s own
choice, as it certa(lnly is not neces-

sary.
We are now at Fresno, in the
Southern part of the San Joaquin

Valley. It is a thriving place of 40,-
000 people and the center of the rais-
in growing section. We have been

. out by auto in nearlly every direction
es

for about twenty miles or to the foot
hills and it is safe to sa¥ that from
60 to 75 per cent, of the land is cov-
ered with vineyards and the remain-
der with olive, peach, apricot and
orange groves. This valley is about
300 miles long and seventy-five wide
and is the best part of California |
have seen. It is practically all irri-
gated and they have ﬁlenty of water,
which is not true with_the remainder
of the West. The irrigation ditches
run everywhere and are from a foot
or two up to thirty or forty feet wide.
They have built this valley up from
an »arid condition without a tree to a
perfect garden, level as a floor and
covered with fruit so far as the eye
can reach. The full water supply as-
sures them of a never failing crop and
thy employ thousands of men and
their products find a market all over
the country. It is a wonderful tribute
to the hands of man.
. What seems_to me as the most se-
rious setback in the West is the way
real estate is boomed. You cannot
find a county, city or village but is
ready to flood you with its literature.
Every real estate office has its pet
schemes for floating lots or building
sites. If too far out for lots, the
boom half acre or acre tracts as small
suburban home sites. Land is hb%%
here and runs as expensive as $1,
to $1,500 per acre for orange groves
and as high as $600 to $700 for vine-
yards. Considering the low price of
oranges and the heav¥ investment, 1
cannot see how it can be made to pay.
Grapes yield about a ton of dried rai-
sins ;)er acre, which bring about $60
to $70 per ton. From this must be
deducted the pruning, _ cultivating,
picking, drying, water right and in-
vestment expenses, and the profit to
me would seem small. )
California is not a money loaning
State, although it contains many
wealthy men. The average rate here
on the best loans is 8 per cent, and
one man told me he could loan $1-
000,000 at that rate. He pointed out
one of the best business blocks that
could get a 5 per cent loan in Michi-
gan as carryln? $18,000 loan at 8 per
cent. Labor, foo, presents its prob-
lems and the unemployed are every-
where. People ask you on the street
for the price of a meal occasionally
and | would suggest that a man of
moderate means think twice before
coming West to live, but it is certain-
ly a fine place for a man of means.
John A. Lake.

Never Had ’Em.

Old Dick was a plantation darkey
He was rarely sick and he always
claimed that it was due to the way
he had lived. One day as he was
walking down the street a local mer-
chant, taking advantage of his ignor-
ance, accosted him thus:

“Dick, one of your best friends has
just told me that you have ancestors
of the worst sort.”

“Now, look heah, Cap’in Gawg, |
doan want to hurt nobody, but I jes
want to know what dat man was, wot
tol you, an’ | sho will go after him,
‘cause he done gone and ’suit me. Me
got ancestors? Why, Cap’in, that’s
as big a lie as was eber told; | neber
had nothing in my life but the mumps
and colic.”



Do you want to know that the merchandise you buy from your jobber
was bought by him with the greatest of care and is shipped to you only after
arigid inspection?

Do you want a prompt shipment of your orders and a feeling of securi-
ty that your order, when placed, will always receive a prompt and depend-
able shipment?

Do you want an accurate service from your jobber? This means ship-
ping exactly what you want, as you want it and when you want it, and
billing it to you on a carefully made and accurately checked invoice.

Do you want your order to contain just what you ordered, no more
and no less, so that you always may be able to know that your jobber will
ship you the goods ordered; and on the other hand will ship you no goods
that you do not order?

Do you want to know that the price at which your goods are billed
shall always be the right price and that you can absolutely depend upon us
at all times?

Do you want a co-operative service? This means doing business with
a house which stands shoulder to shoulder with you in fighting for all im-
proved methods and helpful legislation, and at the same time is actively
opposed to any of the different kinds of unfair competition which divert
trade into unnatural channels.

Do you want to buy from the jobber who is actively interested in the
development of Western Michigan?

This is the kind of service we are offering our customers and the reason
why we believe it is to our mutual advantage to do business together.

W orden G rocer Company

GRAND RAPIDS—KALAMAZOO
THE PROMPT SHIPPERS
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MORTGAGING THE FUTURE,

Among those in the class of 1903
at Hamilton College was one Arthur
Bullard, a young man who came out
of the West and who on leaving col-
lege continued his travels into pretty
much every clime, writing sometimes
under his own, and at other times un-
der fictitious names, but always inter-
estingly. Just now he is the Out-
look’s war correspondent and is sup-
plying an entertaining and instructive
séries under the general title “Busi-
ness and the War.” The generally
entertained opinion was that modern
warfare would be so expensive that
no nation could afford it, but Mr. Bul-
lard says that in Great Britain most
lines of business are going on unin-
terruptedly and that some of them
are particularly prosperous, despite
the fact that the war office has a mil-
lion new men under arms, a fact
which of itself has made a mammoth
demand for clothes and supplies. The
cost of the war is something prodig-
ious and is guessed at rather than
accurately estimated, if everything is
taken into account.

All countries engaged in the strug-
gle are borrowing and must keep on
borrowing until somebody surrend-
ers. It is as to this borrowing phase
of the business that Mr. Bullard
speaks at length in a recent article,
and the suggestion connected there-
with applies to bond issues every-
where. It will be conceded, of course
that the present generation has the
right to spend its own money as it
likes, just as a person, but when it
comes to spending the money of their
successors and, for that matter, for
people yet unborn, another question
arises. A man with limited income
borrows $10,000 to educate his chil-
dren and mortgages not only his
own, but their future to pay for it.
In such a case the children probably
would willingly contribute. On the
other hand, suppose the man borrow-
ed so heavily that the debt would be
a: burden not only on his children, but
on his children’s children, and so on
perhaps for two or three generations.
When it came to the second or third,
it is altogether probable there might
be some objection to payment. The
countries engaged in the European
war are mortgaging their -future far
in advance and it is an interesting
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question just how the active gener-
ation fifty years hence will regard
these obligations and at the rate they
are all borrowing, it will take that
time and more to make payment.

PROBLEMS OF THE FUTURE.

The recent more or less futile dis-
cussions of “peace terms” leave in
their train some controversy over
what would follow actual ending of
the war. Conjectures have been nu-
merous. One—the suggestion that Eu-
rope, in the event of an early termina-
tion of the war, may invade Ameri-
can commercial markets on a scale
of ruinous competition—is not tak-
en seriously. From correspondents
in England and France, word has
been received by business houses
here that, after the war, those coun-
tries will want from this country
more than ever in the way of manu-
factured goods. The feeling is that
it may be two years or more before
foreigners will be in position to ship
manufactured products freely to this
side.

There are those who contend that,
as a result of unsettled industrial
conditions abroad, supply of labor
might, at the ending of the war, ex-
ceed demand and lower wages fol-
low. If so, it is argued, Europe might
be able to market its products on this
side cheaper than American produc-
ers. But there is another side to
this argument. The high wages now
being paid for labor all over Europe
are a consequence of scarcity of la-
bor. Even if this condition should be
reversed—and the Kkilling of millions
of men in battle must be kept in
mind—experience has shown the dif-
ficulty of getting wages down again.
Heavy taxation is an inevitable bur-
den in all the nations involved in the
struggle, and that, economists say,
will ordinarily operate to prevent low
wages.

The dissatisfaction of both sides
with the arbitration award in the dis-
pute between the Western railroads
and their men will be accepted by the
public as evidence that the decision is
a tolerably fair one. The fact that
it is only for a year makes serious
opposition to it impracticable, and at
the same time allows a test to be
made of it that should be of aid in
settling the questions at issue more
permanently, if they are brought up
again in 1916. That it puts an added
burden upon the railroads is plain,
but their prompt acceptance of it,
qualified only by criticisms that for
the moment at least are academic, is
natural enough if it be considered
that the alternative might be a strike,
with a resulting loss beside which
the advance in pay now decreed
would be negligible. The important
thingf from the public’s point of view
is that there is to be peace instead
of war; if not the peace’of absolute
justice, which is rarely found in this
imperfect world, at all events the
peace of a nearer approach to that
ideal than prevailed before the award
was rendered. Incidentally, every de-
cision like this one confirms the
method by which it is reached; and
this in itself is a great gain.

TRADESMAN

ARBOR AND BIRD DAY.

This has been designated as May 7
for Michigan. Wisely are the two
days combined in one, for the pur-
pose of the two so blend together
that it is impossible to separate them.
A few days ago a prominent Pitts-
burglman gave several hundred trees
for free distribution among the boys
and girls of that city who would
promise to take care of them. They
were all Russian mulberries and were
given with the two-fold object of get-
ting the children interested in trees
and at the same time furnishing food
for the birds. The donor wisely rea-
soned that the lad or lassie who helps
to feed the birds will become suffi-
ciently interested in them to become
their special protector; that the les-
sons thus taught in helping the birds
for economic reasons will at the same

time render the young folks more
sympathetic and helpful.

Michigan long ago learned the
result of denuding its magnifi-
cent forests and is now slowly
replacing them. The shade tree
may be all sufficient to supply
the needs of your own door,

but somewhere in your town there is
a glorious chance to extend the work.
Nothing gives a place a more invit-
ing appearance than an abundance of
shade. Aside from the aesthetic point
of view, there is the practical one,
for it is a commercial axiom that
everything which conduces to com-
fort helps trade. We are L.st learn-
ing that it is safe to go a step fur-
ther and add that every beauty spot
we can add makes us, as well as our
neighbors, richer.

It costs little to plant a tree, yet
it will endure years after its patron
has passed over the river. It will
shelter songsters annually, and from
its branches will come a music much
richer than any ever uttered by the
caged bird. If you do not want to
plant a tree, at least make some boy
or girl happy by furnishing the tree
and letting them do the work.

JOIN MAIL ORDER FORCES.

One effect of the parcel post ex-
ploitation has been to encourage at
least one of the big “Five and Ten”
chains, the S. S. Kresge Company, to
engage in the mail order business as
well as the conduct of chains of low
priced department stores. This com-
pany has established mail order
branches at Detroit, Oklahoma City,
St. Paul, Minn., and Harrisburg, Pa.
In its catalogue the concern frankly
admits that the parcel post is the
opening for its new venture, saying:

“These new parcel post stores make
it possible for us to ship orders more
promptly and at lower parcel post
rates, especially to all points in the
Southwest, East and Southeast. In
many instances, parcel post charges
have been reduced more than one-
half.”

The catalogue contains 112 pages
and & fully illustrated, showing a
majority of the items listed, many of
the illustrations being in half-tone
from photographs of the articles. As
a lure to get the customer to make
large purchases, the company agrees
to send certain articles making up a
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shipment free of ’postage. With $2
worth of dry goods for instance, the
postage charges will be prepaid in ter-
ritory embracing most of the Middle
Central states. Orders of glassware,
tinware, stationery and kindred ar-
ticles will not be delivered free, how-
ever.

On an order amounting to $10, half
of which is dry goods, the Kresge
Company will vprepay all delivery
charges. In addition to this conces-
sion, the company also uses a prem-
ium bait to increase its list of cus-
tomers, offering a set of six teaspoons
to anyone ordering $1 worth of goods
and inducing three friends to order
the same amount, sending the $4 at
one time.

SHOW THE NEW GOODS.

When you get a new brand of a
well known commodity, or a novel kind
or goods, it is only justice to yourself
and to the patrons of your store to as-
sume that they will be interested in
seeing them. If a farmer buys a new
horse or piece of machinery, he expects
to show it to his neighbors, and this,
of course with no view to making a
personal sale. You have the right to
adopt the same course within certain
limits, dropping for the time your ca-
pacity as salesman, and becoming mere-
ly a displayer of goods.

If there are any disposed at first to
regard this as a bid for sales, they will
soon come to recognize it as a legiti-
mate one if it is carried on in a sane
manner. Of course, when you see some
one in a hurry it would not be wise
to ask him to wait for you to show
him something in which he has not pro-
fessed an interest. You would take that
as an insult if you were in his place.
But when he is evidently in a mood
to spend a few minutes with you, just
call.attention to some special line of
goods in which you fancy he may be-
come interested. State in what way
they are an advantage over the goods
previously kept in stock. Do not hint
a word about his buying. He
wlil take care of that part of the
matter. Use the same methods of the
farmer who is showing the new horse.
Point out the qualities to be praised,
and then shift to some other subject.

The plan has a two-fold advantage:
It calls attention in many instances to
articles for which there will be a de-
mand in the near future, even if not
made at the time. It also helps in ce-
menting the bond of friendship between
tradesman and patron. The latter will
appreciate your personal interest in his
entertainment. But be sure not to press
the subject until it cease to be an en-
tertainment. So long as there is evi-
dent interest on the part of the listener,
with an appreciation of the fact that
you are exercising descriptive powers
rather than those of the salesman, there .
is little danger that you will render
yourself a bore.

Some people have the idea that the
one who can talk loudest will win the
argument. Loud talk has no place ia
a store.

We would rather be held up by a
stranger than thrown down bv a
(friend.



WATCH THE LEAKS.

Many a merchant who is doing a big
business and yet wonders why he is not
making more money would receive con-
siderable enlightenment were he to
make a practice of watching -for the
little leaks which often eat up the big-
gest profits.

Particularly are these leaks noticeable
in the grocery department where many
lines handled are perishable. In some
instances the grocer is the victim of his
own carelessness. At other times, his
clerks are at fault. Now it is a matter
of carelessness in delivering; again
downright dishonesty may be the cause.
In any event, there is a big leak which
involves loss. The sooner such leaks
are discovered and stopped, the better
for the merchant concerned and for
business generally.

Of course, large losses are often in-
curred through poor buying, through not
allowing for shrinkage in fixing the sell-
ing price (this is often necessary with
goods handled at the provision counter)
and through goods spoiling. The cor-
rection of such losses is, however, a
matter of good management in the first
instance.

Carelessness in unpacking is some-
times to blame. An illustration was an
incident which an Eastern grocer noticed
a short time ago A shipment of sauces
had come in. The grocer fortunately
made it a practice to check up the goods
after unpacking Instead of two dozen
botltes, as called for by the invoice, he
found only twenty-three.

Naturally, he started to write a letter
to the jobber calling attention to the
oversight. Just then the old adage,
“Look before you leap,” occurred to him.
He went out to the stock room and
found that the lad who did the unpack-
ing had left the twenty-fourth bottle
in the sawdust. The results was a more
systematic arrangement for checking up
shipments received or unpacked. When
goods arrived the merchant or his bead
clerk secured the invoice and checked
over each item, making certain not mere-
ly that the proper number of cases had
been received, but that the exact count
of each article corresponded with the
figures in the invoice. At the same
time the prices were checked over to
see that they were correct; after which
the invoice was passed on to the book-
keeper who checked up the addition and
multiplication.

The process disclosed some curious
errors.  Shortages were occasionally
found, sufficient to justify precautions.
More than that, mistakes in arithmetic
were quite common. Goods were usu-
ally quoted at the correct price per
pound or dozen, but the sum total, se-
cured by multiplying quantity and price,
failed to come out right. Even mistakes
in addition were noticed now and then.
In some instances these errors advan-
taged the merchant rather than the
wholesalers, showing quite clearly that
carelessness was to blame and not in-
tent.

It is a good, sound policy to weigh or
count all goods delivered to the store.
The merchant himself has to be scrup-
ulously exact in the weight he gives his
customers; yet, unless he is on his guard,
he is not infrequently victimized. As

often as not there is no intent in the
matter; merely carelessness

For instance, a merchant who didnt
make a practice of weighing up became
suspicious regarding a lot of potatoes
which had just beeen delivered to hiip.
One bag struck his casual eye as rather
on the small side. Weighing it, he found
a shortage of eleven pounds. He was
inclined to give the grower the benefit
of the doubt, thinking the shortage must
have been made up on the other dozen
bags; but when he put them on the
scales he discovered a net shortage of
nearly forty pounds. Naturally, sparks
flew the minute the grocer got the pota-
to grower over the telephone. It was
the old, old case of the farmer “weighing
by eye.” After that the merchant took
no more chances. Everything brought
to his store was weighed or counted, as
the case might be.

Just as the merchant may lose on the
buying end through short weight, so,
too, he is apt to lose on the selling end
through giving too generous weight. A
man who buys a pound of coffee is en-
titled to an exact pound; but he is not
entitled to a little extra dab for good
measure. It is the young, untrained
clerk who is particularly apt to err in
this respect, and the error is one of
the head rather than of the heart. If he
is cutting cheese, for instance he cuts
a little over the half pound called for
and says: “Well, we’ll let it go at 9
cents”—the half pound price. Yet the
extra ounce he gives on a half pound
of cheese, if given to every customer,
eats a big hole in the cheese business.
Back of this openhanded way of .giving
good measure,” there is usually nothing
more harmful than an eager desire to
make friends for the store. The young
clerk does not appreciate what over-
weight amounts to or the loss it means
to his employer, nor does the customer
realize that the boy is giving him stuff
at a decidedly cut rate. Cheese, retail-
ing nominally at 18 cents a pound, but
giving nine ounces to the half pound,
figures out actually at 16 cents a pound
—a cut of approximately 11 per cent.
Make a cut like that on all the goods
you sell and in a mighty short time the
business will be bankrupt.

Employers will find it worth while to
train their clerks to look at the subject
from this angle. Nobody likes to be
mean; nobody likes to appear mean; but
there is no meanness involved in giving
the customer just what he pays for and
there is no necessity for giving him
more.

Touching on the matter of goods de-
livered, there are instances fortunately
not frequent of actual dishonesty. In
one instance the grocer’s own careless-
ness was at fault. He bought his bread
from a certain baker. Some dayT'he
would pay cash for what he took, others
he would have the driver charge it.
At the end of one month however, he
found that there was scarcely a day
in which he wasn’t charged with bread
delivered. The plain presumption was
that the driver pocketed the cash and
charged the bread. The baker, when the
matter was called to his attention, made
an allowance. After that the bread
business was handled on a more sys-
tematic basis and there was no re-
currence of the trouble.

It is just such little leaks, a few cents
here, a few more cents there, which go
a long way to make retailing unprofit-
able for the systematic merchant. Eter-
nal watchfulness of the little leaks is
a part at least of the price which the
retailer must pay for success in busi-
ness.

CONVERSATIONAL HEBREW.
Hebrew has never ceased to be
used by and among Jews, dispersed
all over the world, for ordinary con-
versation and communication, where-
ever and whenever they could not
use the respective vernaculars of their
native countries. It has ever served
as the liqua franca of the Jewish
diaspora, besides being the language
of Jewish theology, ritual, philoso-
phy, science, literature, law and in-
ternational commerce up to the time
of Jewish emancipation during the
middle of the past century. When
this modern emancipation threatened
to largely displace the time-honored
use of Hebrew, and in anticipation of
that event, leaders of Jewish thought,
chief among them Moses Mendelssohn
founded schools for the preservation
and development of the Hebrew
tongue along progressive lines. Un-
der the impetus given by Mendel-
ssohn, branches of his school soon
spread chiefly in Eastern Europe (Ga-
lacia, Poland, Russia, and Austria-
Hungary) where the Jewish popula-
tion was thickest and the emanci-
patory movement not so rapid as to
make the same destructive inroads
into traditional Judaism as it did in
Western Europe. Already about the
middle of the last century the use of
modernized Hebrew had sufficiently
advanced to produce quarterly,
monthly, and weekly periodicals, some
of which in due course became con-
verted into dailies. About the be-
ginning of the Jewish  Palestinian
colonization movement, in the early
eighties, Ben Yehuda, one of the
younger disciples of the modern He-
brew literary school in Russia, start-
ed the first Hebrew periodical in
Palestine. His importance in this di-
rection is at best, merely a local one,
and even in the United States the
publicity of Hebrew periodicals an-
tedates his. In New York City alone
there is now more and better mod-
ern Hebrew literature produced in .i
year than in Palestine in a decade.
The new Jewish farmers in Pales-
tine principally hailing from Eastern
Europe, and speaking the variegat-
ed jargons of their native Ghettos, it
was natural that Hebrew should be-
come the language of juvenile in-
struction in the Jewish colonies. But
even in this respect modern Hebrew
pedagogues in Russia and Poland, due
to the Zionistic propaganda, have
more systematically and substantial-
ly contributed towards Hebrew edu-
cation than the handful of teachers
in Palestine. Moreover, owing to
the precarious condition of the whole
Jewish Palestinian cause at present,
there are nowadays, in view of their
threatened forcible expatriation, bet-
ter prospects for the Jewish Pales-
tinian youth to preserve their Hebrew
education even in these United States
than in their doomed native land.

ENEMY TO THE HOUSE FLY.

War against the house fly is now
declared on, with the scientific fact in
mind that the progeny of a single pair
of flies, assuming that they all live, will
in the course of the summer occupy a
space of 14,000,000 cubic feet. But the
swat and collecting by the bushel are
now the minor methods of battle and
the main object is to prevent rather than
slay the millions.

Dr. L. O. Howard, U. S. Government
Entomologist, has been working for a
year to find a chemical which will de-
stroy the fly in its chief breeding place,
the horse stable, without injuring the
fertilizing elements, and now announces
that he has found it in the simple prod-
uct, borax. Three-fifths of a pound
sprinkled through every eight bushels as
it comes from the stable will render
the eggs deposited within it powerless
to hatch. The borax can be applied with
a common flour sifter and two or three
gallons of water sprinked over to
dissolve it.

Borax is one of the cheapest purifiers,
and if it is so valuable in this place,
it will prove equally helpful in all the
other breeding places of the pest. Now
is a most opportune time to make a
window display of your own supply.
“Fight the House Fly” will prove a
slogan that will attract attention. If
questions are asked, be ready to explain
the new use for the article. Note brief-
ly its advantages, as a cleanser, a clean-
er and a purifier. It is a well known
remedy for cuts and other wounds. It
helps to make hard water soft. It cleans
paint better than soap, and this without
injury to the paint. If it can help to
abate the fly nuisance, it is well worth
using freely about the drains. Even
though it should fall a little short of
the claims now made, you 'are certain
that it will serve a good purpose in
making a bit of somewhere cleaner and
more sanitary.

A contributor to the New York
Times asks why it is that when a sub-
way masculine neighbor sneezes he
never uses a pocket handkerchief. A
man has pockets enough to carry half
a dozen handkerchiefs, yet the con-
tributor has noticed again and again
that the masculine sneezer never
seems to have a handerchief handy,
while a woman, who has no pockets
and generally is clutching a handbag,
umbrella, muff, packages or carrying
a baby, always has her handkerchief
at hand and uses it when she sneezes.
The reason the man can not find his
handkerchief in a hurry may be be-
cause the pockets are so numerous
he forgets where his belongings are.

Reports from San Francisco are to
the effect that the officials of the
Panama exposition spend most of
their time damning Michigan because
she is not represented at the fair. A
mild-mannered Grand Rapids man
who visited the fair last week was
followed around the grounds for
two days by officers of the organiza-
tion and taunted and insulted every
time he stopped to examine any de-
partment. This may be a good way
to make friends for San Francisco
and California, but it does not happen
to be Michigan’s way.
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LOOKING BACKWARD.

Forty-five Years in the Retail Gro-
cery Trade.

As | look back over my forty-five
years in the grocery trade, how swift-
ly they have gone! What a vast army
of business houses have disappeared!
How different are the methods of
business!

In the early days there were no
salesmen calling upon the city gro-
cers, but bright and early in the morn-
ing the grocer would wend his way to
the wholesale house and place his or-
der. When he had completed his pur-
chases he sent his wagon after the
goods or hired a teamster to bring
them to his store.

The porter of the wholesale house
was an individual of some importance.
No “common carrier” was he. His
duty of delivering goods to the pur-
chaser ended when he placed the ar-
ticles upon the front door steps, leav-
ing to the buyer the problem of car-
rying out the goods and loading them
on the wagon. Those were the days
of the old-fashioned drays; two-wheel-
ed affairs, with two shafts extending
from the rear balancing the shaft in
which the horse was harnessed. What
miracles of loading were done with
them! Each driver took a special
pride in loading in such a manner that
they would safely carry.

There were no electric elevators,
but “falls"—a windlass with a rope
around it—and all hands were called
to pull on the ropes and “let her go”
as the sling with its load would be
pulled in at the proper floor.

Evolution of the Salesman.

No salesmen were on the street,
only *“collectors,” but really the be-
ginning of the vast army of sales-
men which we now see. There were
no telephones, no stenographers, type-
writing machines, adding machines or
billing machines. Everything was hand
work—old fashioned letter presses for
copying letters, bills carefully folded
and endorsed on the back, “name of
house,” “amount of bill,” “date of
purchase™—each month tied up with
string and carefully filed.

No converse was held with his
brother merchant; for he was a com-
petitor, and to visit his store was just
to see who his customers were. These
were the days of long credits. We
had customers who settled once a
year, and not always in cash, but fre-
quently with notes bearing no in-
terest. When the merchant needed
money the bank was farthest from his
thoughts. He went around among
his neighbors and exchanged checks.

Office System Revolutionized.

The telegraph, the telephone, the
steamship, the cable, the autocars, the
loose leaf system, the credit man, the
salesman, departmental buying, pack-
age goods, food laws, the great com-
mercial organizations, all emphasize
the changes. Higher business ideals,
a greater condensation of business
the quicker distribution of news and
the narrowing territory for business
all speak of a rapidly changing of af-
fairs brought about by the keen rival-
ry.
Possibly the greatest change from
the past is these association meetings.
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At first getting together to combat
the inroads upon our business, they
have broadened out upon the educa-
tional basis. Now are studied the
principles of credit, the systematizing
of business methods, stock sheets
which tell whether or not the partic-
ular item pays to carry in stock, sales-
men’s sheets to show whether it is
paying the house to keep him; credit
accounts to ascertain if the customer
costs too much to carry; the cost ac-
count—what it costs to do business.
A knowledge of all these things be-
comes vitally necessary in these days
of quick sales with small profits.
These associations have a wonderful
way in helping a merchant to solve
his problems and to lift him out of a
narrow view of conditions and give
him a healthful stimulus to manage
his own affairs.
The Passing of Olden Days.

The old days are gone. We who
were boys then have taken the place
of the departed and have seen the
grocery trade grow from the handling
of food in great bulk to package goods
—clean, attractive. Sanitary food laws
have swept the peas from the pepper,
the chicory from the coffee and the
strange leaves from the tea. No long-
er can an adulterant be used to cheap-
en the price without a statement of
the fact upon the label. No longer
can a package look like a pound or
a quart and not be truly so. Clean,
healthful food in honest packages is
the demand of the day. That hid-
den source of profit that helped to add
to the coffers of our forefathers is
gone. The keen eye of the State is
upon all of our actions.

These food laws, which to our hon-
or, we may say, have had the sup-
port of the merchant, have helped to
work a wonderful moral improve-
ment in trade conditions. Were the
old time merchant permitted to re-
turn and behold the new order of
things he would surely think that a
revolution in business had taken place.

Coming of New Factors.

In our larger cities we now have
the wholesale cash grocer, mail or-
der houses, chain stores and buying
exchanges—all contributing to make
the problems of business the harder
to solve. They are here to stay and
are successfully handled as a rule.
There is as much use railing at them
as the chatter of a cat gazing in the
sky at the flying birds. The time is
here to examine more closely their
methods of business. These things
impress me that we might learn from
them:

The value of short credits, of quick
“turnovers,” of specializing goods, of
quick settlements on the part of the
house itself. First, the value of short
credits. Their great mainstay is cash
sales. The point for us to take out of
this is not to allow customers to lean
upon us as if we were a banker. When
the terms of credit have expired col-
lect the bill. This is doing your re-
tail grocer a real good. Then the
lower prices at which we will be able
to sell goods will be compensated by
the shrinkage of the profit and loss
account.

Second, quick “turnovers.” These
stores teach us the value of quick
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“turnovers” of stock. Almost with-
out exception their purchases cover
their needs for a short period. Mer-
chandise held long in storage soon has
a way of destroying its profit and be-
coming an expense.

Third, specializing work. These
stores do this by use of their private
or special labels by which means they
control their profits. A staple article
might be sold upon close terms to at-
tract the buyer, but the hard push is
always upon the special label of the
house.

Fourth, quick settlements. No one
who sells the chain stores ever has
any trouble over payments. The ad-
vantages of the discount for cash is
always taken. These are the under-
lying principles of all successful
houses.

Using the Parcel Post.

The parcel post is not designed ex-
clusively for the mail order houses.
I know a number of up-to-date retail
grocers who are gathering consider-
able business from its use. If the
country retail grocer would realize its
advantages for him he would frequent-
ly send to his city jobber and have
him mail the special article wanted
and so keep his trade at home. | sus-
pect that the wholesale grocers are
not fully aware of the advantages of
the parcel post system or in making
its convenience known to the coun-
try grocer, and thus advertise our
own business as well as help the re-
tailer to maintain his more oarticular
trade.

These are the days of specializing.
The wholesale grocer can rarely to-
day reap an unusual profit on any
merchandise that he sells.

He is therefore, compelled to look
deeply into his cost of doing business,
use modern methods and push some
particular line in which he can stand
pre-eminent. The professions have
become specialized—the lawyer spe-
cializes, he is a criminal lawyer or ad-
miralty or consulting or civil—the
doctor is a specialist in eye, ear,
throat, children’s diseases, teeth, sur-
geon, consulting physician. Just so
it must become in the business life.

The wholesale grocer may look into
the future with confidence. His is the
great distribution of food ‘products
and at the cheapest cost of distribu-
tion. With his army of noble sales-
men he enters every city, village and
hamlet. These salesmen bring to the
retail grocer his food supplies. More
than that, they become his general
adviser, teach him how to display the
merchandise to best advantage and
reap a fair return upon the invest-
ment.

It would seem to me that the days
of foolish price cutting are passing
away. This is the reason that is back
of the fair trade bill. To allow a mer-
chant to take a special article of in-
trinsic value and which has a wide
demand due to its quality and the ad-
vertisement of the manufacturer and
make a football of it as to price in-
jures the article and robs the manu-
facturer of his fairly earned right of
a profitable demand for his goods.

Every merchant is entitled to a fair
return upon all his merchandise. Some
day the truth will dawn upon him
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that he is a fool to sell any article
for less than its share of the cost of
doing business. He will insist that
the manufacturer must establish a
selling price that will at least do this.
So we will face the future with a
cheerful optimism and do our best
to make our ideals real visions of
facts. James Hewitt.

Gabby Gleanings From Grand Rapids.

_Grand Rapids; May 3—A house di-
vided against itself" cannot _stand.

Grand Rapids Council held its reg-
ular meeting Saturday, May 1 Two
new candidates were initiated into the
order—George F. Ruthardt and Ar-
thur B. Gillett. Alvah  Loughery,
from Indianapolis Council was admit-
ted by transfer. Senior Counselor
C. F. Herrick appointed Walter N.
Burgess Chaplain. for the ensuing
year. The following committees were
also appointed: Legislative—Walter

. Lawton, W. K. Wilson and F. E
Scott;  Transportation—Walter  N.
Burgess, F. H. Starkey and Oscar
Levy; Church—Homer R. Bradfield,
chairman; Sick and Floral—A. F.
Rockwell, J. Harvey Mann and O.
W. Stark; Parade—Harry D. Hydorn,
captain; Uniform—John  Schumaker,
H. M. Mann and W. K. Wilson;
Pianist-——H. L. Benjamin; Property
Custodian—John Christianson. After
the preliminary business of the meet-
ing glans were discussed regarding
the Grand Council convention at
Lansing June 4 and 5, after which
the meeting adjourned to Saturday
night, May 29 to complete arrange-
ments for "the convention.

In regard_to tipping: Saturday,
April 24, Milford ball team went to
Holly and incidentally had dinner at
the Allendorf Hotel. "The dinner was
to be 50c a plate, and there were
eleven boys. Upon finishing the din-
ner, one of the boys asked the waiter
for the check. he v'aiter charged
him $6.50 instead of $550 and also
asked him for a 75c tip. Afterwards
the boy figured up the bill an
found he had been stung for a dollar,
but the man_a%ement refunded it. The
waiter admitted to the management
having asked for the tip and madc-
for his excuse that he was not paid
a living wage. It is high time we had
a law prohi |t|n|g tips.  Hotels would
then be compelled to pay iheir help
reasonable wages. The hotels surely
get enough from their guests. There
IS nothing received hv a guest ex-
cept what he is entitled to according
to the ratejie pays and a guest ought
not to feel cheap if he does not fip.
Speaking of tips, have you done your
wrt and diverted your tips to the

. & O. fund?

With over 200 jitney _busses in
Grand Rapids doing a thriving busi-
ness we still hear the echo, “For-
ward in the aisle please.”

The Benjamin Franklin, Saginaw’s
new and most modern hotel, opens
in June under the same management
as the Wenonah. A room with a
bath a dollar and a half.

The John W. Ladd Co., of Detroit,
manufacturer and jobber of a full line
of creamery equipment, dairy outfit-
tings, milking machines, efc., has
moved to 89 West Jefferson avenue
to its new and modern four-story fire
proof building at the corner of Ver-
mont avenue and Lafayette boule-
vard. This is the greatest concern
of its kind between Chicago and New
York. It is represented in Western
Michigan by J. Ellwanger, who
reports this is the best season the
house has ever enjoyed.

Wm. Allen has taken over the hotel
at Novi and is placing it in a cleanly
and sanitary condition. This place
will cater to the boys on the road as
well as to the auto trade. Novi is
on the Grand River road, the direct
route from Detroit to Grand Rapids
for autos.

C. A. Hopkins has bought the store
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of L. Seigel, Wixon. Mr. Hopkins
has been clerk in the store during
the past two years.

_Ira Kenaga, of White Lake, has sold
his store to Whitney & Son, who were
Ifgrggwerly in business at West High-

A. D. Jones, who has a fafm west
of Thomas, has a sign on one of his
barns “Sleepy Hollow.” On another
is a sign “Cyclone Path.” There
must have been something doing in
Sleepy Hollow at some time.

Heard in those wet counties that
went dry at the recent election: “We
will have to close up. Can’t run a
hotel without a bar.” But the best
hotels are in the dry towns.

The Four Leaf Clover Club met
Thursday afternoon at the home of
Mrs. A."T. Heinzelman, 709 Lake
Drive. The prize winners at cards
were Mrs. A. P. Anderson and Mrs.
H. E. Benjamin. Dalntﬁ refresh-
ments were served by the hostess and
the club_adjourned 'to meet in two
weeks with Mrs. Harry Hydorn, W.
Leonard road.

The Pantlind Hotel is progressing
very rapidly and will soon be com-

leted with” 550 rooms. This is the
argest hotel between Chicago and
Deftroit.

Mr. Hunter, proprietor of Hunter’s
Inn, at Scottville, has a motto card
tacked up in his hotel which reads as
follows: “If you spit on the floor at
home, spit on the floor here; we want
you to feel at home.” )

The Midnight Club will meet with
Mr. and_Mrs. J. A, Burr. 1135 Thomas
street, Saturday night. May 8.

For a leaky roof call on C. M. Lee,
Citiz. phone "31092. Mr. Lee says he
can remedy the defect with Reynolds
shingles.

G. K. Coffey, our official squirt, is
worthy of mention. He is the oldest
and most popular baking powder

salesman in Michigan. He has been
with the Crown Baking Powder Co.
nineteen years. Mr. Coffey says G

stand for Good and K. stands for
Coffey (Good Coffee) This is a case
wheré a good article is done up in a
large package.

There is something in a name—two

brothers bg the name of McWilliams,
both members of 131. One is H. G’
which he says stands for “High

Grade” and the other G. H. which he
claims stands for a “Grade Higher.”
A chance for an argument, but we’ll
settle it right _here. They’re both
“highest grade.”

Past Senior  Counselor F. E.
Beardslee was called to Detroit last
week on account of the death of his
father.

W. B. Cortright, at Nashville, has
moved his business across the street
to larger and better quarters.

. Lou Codman, traveling reEresenta-
tive for the Hannah & Lay Co.
Traverse City, suffered a stroke of
apoplexy last” week.

The U. C. T. baseball team looks
stronger than ever before and will go
to Lansing to defend the cup. In ad-
dition to the old players, ~we have
eight or ten new recCruits who will
hustle the veterans to hold their po-
sitions.

The Hotel Bryant, at Flint, is now
open to the public in full swing. It
has been completely remodeled since
it suffered a fire a year ago. It is og-
erated on the American plan for $2.50
to $3 per day; single meals, 50c. C.

H. BIiss, manager.

The  members of Grand Rapids
Council will parade in uniform at the
Lansing convention. The costume
will be the same as used at the Grand
Rapids convention in June, 1913, con-
sisting of soft white shirt and col-
lar, white felt hat, white duck trous-
ers, black four-in-hand tie, black belt
ana black shoes. Give your order for
same at Grombacher & Major before
May 15. John Shoemaker, 309 Ham-
ilton is chairman of the uniform com-
mittee.

Are you a subscriber to the Michi-
gan Tradesman? Do you know that
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the Tradesman is the most complete
trade journal published and that it
was the first trade journal to_give
the traveling fraternity recognition?
Furthermore, the Tradesman is the
only trade journal in the world which
has been published thirty-two con-

secutive years without ‘change of
ownership, editorship or business
management.

_H. B. Wilcox, who for the past
eight years has been traveling for
the Peck-Johnson Co., has resigned
and has accepted a position with the
Nelson Baker Co., of Detroit, phar-
maceuticals. Mr. Wilcox started out
with his new line. May 1 and will
have MIChI?aI_’] territory.

J. A. Poll is opening a shoe store
at 15 West Burton avenue.

T. M. Reed is preparing to open
a lunch counter in the Grand Rapids
and Kalamazoo Interurban station at
the foot of Lyon street.

John McElveine, hotel proprietor
at Vicksburg, passed away last week.

The Ottawa Beach Hoftel, at Otta-
wa Beach, has been doing some re-
modeling in the way of lowering the
dock, moving the 'bathhouse nearer
the water and building new sidewalks.
It exgects to open to the public
June 4.

The Grand Rapids Association of
Commerce is_showing great prosperi-
ty. _Elgh(tjy-elght new members were
received during April.

Last Monday morning a great many
of the regular® peddlers who travel
North had their fishing tackle with
them. We are sure there are not as
many trout in the brooks as there
were a week ago. Have you seen any
fish peddlers this week. )

According to the press, the closing
day of the Legislature at Lansing
was sure some school boy play, but
we are not complaining, so long as
the proposed passenger rate was side-

tracked.
Our good friend, E. G. Hamel,
reminded the writer last week that

clean-up day was soon here and en-
closed along with his news items
some corn plasters. Thank you, Mr.
Hamel, for the foot ease and news
|tgms. Same was greatly appreciat-
ed.

_The Damm family of world fame
bids fair to lose its renown by dis-
covery of the Hell family in the
town “of Farrell, built by the United
States Steel .Corporation. Members
of the Hell family are not averse to
using their name in a business way.
The head of the famil¥, Conrad Hell,
an ice cream manufacturer, has signs
reading, “Go to Hell for Ice Cream”
scatered throughout the city. Another
sign reads, “Ice Cream from Hell is
guaranteed pure and cooling.” Still
another bears the inscription, “Have
you been to Hell? It’s the coolest
place in town.” When a stranger en-

ters Main street he is startled by a
big billboard reading: “Hell is here;
don’t miss the place.” A block far-

ther down the street this sign is en-
countered: You will find everybody
there on _a hot day; Hell is always
open.” The big sign which, how-
ever, attracts most attention is in
front of Hell’s place of business. It
represents a young couple eating ice
cream and the younF woman _sayin
to her escort, “Hell for mine” al-
ways.

At the U. C. T. meeting May 1 the
writer tendered his resignation as
scribe on account of lack of time to
do justice to these columns. We wish
to take this opportunity to thank our
friends who have contributed to our
efforts in the past few weeks.

R- J. Ellwanger.

A Good Definition..
Charles,” said the teacher, “do you
know what the word ‘celerity’ means?”
Yesm, said Charles. “It’s some-
thing you put hot plates down with.”

It is a poor rule that won't work
our way.
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New Era

Assoclation

Wrote more new business in Michigan in 1914

than any Old Line, Fraternal or Mutual.

So says the preliminary report of the

Insurance Commissioner, just received.

We have selected twenty of the older

and
heads the list.

larger institutions and the New Era

Remember the New Era’s Home Office is

in Grand Rapids.

Founded here eighteen years ago, and is

entitled to a hearing on its record.
you give it?

Phone 5437. Bell Main 446 R.

Will

Taken from Insurance Conmmissioner’s
Preliminary Report for Year Ending

Decamber 31,1914

Michigan Business

NEW ERA ECLIPSES THEM ALL ON AMOUNT

WRITTEN FOR 1914

Policies issued during
1914

Policies in force

Dec. 31.1914
NAME No. AMOUNT No.

New Era Association........... .6,961 $7,238,000.00 23,226
Metropolitan ....ccoceevvneiennnn 6,094 5,058,040.00 28,789
Prudential ..o 3,407 3,417,440.00 17,927
Mutual Benefit ... 2,887 5,362,841.00 18,226
Michigan Mutual ... 2,507 3,543,699.22 9,332
Northwestern Mutual ... 2,500 5,764,740.00 27,128
Modern Woodmen of America .. 2,396 3,154,000.00 36,441
Gleaners ....vvnnnn 2,317 1,860,750.00 56,026
New York Mutual.............. 1,892 4,010,166.36 15,233
Equitable Assurance ... 1,744 2,558,181.00 9,815
Preferred ..o 1,732 1,959,112.00 5,234
Royal League ...vvvivevnnnne 1,694 1,526,250.00 14,402
Woodmen of the W orld 1,592 1,846,200.00 7,084
Brotherhood of American Yeoman 1,476 1,534,500.00 6,788
Sun Life e, 1,428 2,030,109.00 10,298
Massachusetts Mutual 1,233 2,204,221.00 16,559
John Hancock Mutual .eeeeenenn. 1,096 1,549,927.00 4,422
NeW YOrkK e 1,000 1,989,316.00 18,301
Independent Order of Foresters 873 692,047.00 13,913
New England Mutual........... 785 1,911,761.00 4,768
Maccabees ....ocvviveiiiieiees 43,709
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THE MEAT MARKET

Talks by the Butcher Philosopher.

The hot weather is not far away
these days. Given a month or two
more, and the mercury will begin to
attempt to break all altitude records,
bringing in its trail all the inconven-
iences which are to be met with at
that season of the year in the meat
market.

It is time for you butchers to get
right on the job in order to minimize
them as much as possible. We all
know that it is not an easy thing for
a butcher to keep his market in an
attractive and sanitary fashion in the
“dog days.” But he must not grudge
the time and trouble which it re-
quires, because the average consumer
these days is a fastidious individual
and shows her resentment at once by
transferring her trade if conditions do
not come up to what she considers
they should be. Nor should you wait
until the hot weather is upon you be-
fore getting busy. Then it is really
too late, for in the meantime you will
probably lose much valuable trade
through unwarranted neglect.

It is at this time that you should
go over your icebox carefully. If the
glass in it shquld be cracked or fit
loosely into the frames see that it is
replaced or repaired immediately. See
that the door fits snugly when it is
closed, without any .possible openings
between the door and the frame. |If
the waste pipe is not trapped attend
to this at once; or if you use a rub-
ber hose waste pipe let it end in a full
can or pail of water, emptying by the
overflow, and keeping the outlet con-
tinually below the surface of the
water.

These precautions are vitally nec-
essary. If the warm outer air finds
a ready means of entrance into the
interior of your box it will not only
raise the temperature to the conse-
quent detriment of the contents, but
it will also increase your expense to
a great degree at a time of the year
when decreased sales make every pen-
ny assume an added importance. Much
waste of ice always occurs in the meat
market which the butcher could ef-
fectually eliminate by making a close
inspection and paying for a few small
repairs.

The same precautions should be
taken with your, refrigerator show-
cases. Any refrigerating structure to
be effective and economical must nec-
essarily be absolutely air tight, be-
cause unless it fulfills this require-
ment it cannot perform its work ef-
ficiently. And an inefficient icebox is
worthless, for where it should create
savings its creates waste. '

Summer days also bring that worst
enemy of the butcher—the fly. The

latter is one of those gentlemen who
when they are given an inch always
take a mile. To-day they don’t
amount to much. A weak specimen
buzzes about the window and you say
spring is here. But that weak speci-
men grows into a multiude before the
cold days of fall come around, so by
swatting one now you do as good
work as if you spent all your time
during summer using the swatter.

Do away with any rubbish that may
have accumulated about your market,
especially if you are a country butch-
er. These are all potential breeding
places for them. Borax properly ap-
plied kills the eggs and rids you of
them once and for all, and, as we all
know, “an ounce of prevention is
worth a pound of cure.”

Get your screen ready, too. Every
market should be thoroughly screen-
ed during the summer, because other
people may not be as careful as you
about preventing breeding, and flies
are not very much attached to their
birthplaces. They are great travelers,
or anyhow, seem to be, and you must
show them that they are not welcome.

Pay even more attention than you
do to the cleanliness of your market.
A piece of fat that falls into a corner
and is overlooked by your men will
fill your market with a heavy, stale
odor that wili rapidly drive people out
into the open.

If you are going to hold your trade
during the summer months your mar-
ket must be as sanitary and attractive
as you can make it, and all the time
and trouble you spend upon this ob-
ject will bring you dividends if intelli-
gently applied.—Butchers’ Advocate.

Drawing Chickens Properly.

The following method of drawing
chickens is recommended by experts
and may have a wrinkle or two that
is new to a good many butchers:

Cut the legs off well below the knee
joint. If the legs are cut above the
knee the flesh on the drumstick will
be pulled back from the end.

Cut the head off, leaving as much
of the neck as. possible, then push
the skin of the neck back and cut the
neck off quite close to the body. The
envelope of the remaining skin gives
the dressed bird a neater appearance.
The ,neck bones with the adherent
meat makes a valuable addition to the
giblets. The gullet and windpipe
are, of course, on the neck and must
be pulled away.

To remove the entrails, make an in-
cision about two and one-half inches
in length across the abdomen and as
close to the vent as possible. In
making this incision, be careful not
to penetrate the intestine. Slip the
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fingers in first, and gradually insert
the whole hand through the slit into
the body cavity. Work the viscera
loose from its attachments by slid-
ing the fingers over the inner surface
of the body walls. In this way, after
a little practice, the viscera can be
removed quickly and easily. The
lungs will almost invariably tear, leav-
ing shreds sticking to the back. These
and the kidneys of the chicken, which
are two long, dark red bodies lying
each side of the backbone and firmly
fastened, should be removed in pieces.
The rest of the viscera, including the
crop which lies far front and just un-
der the skin of the breast, when loos-
ened will come out in a mass through
the incision. The intestine is still at-
tached to the bird at the vent. To
separate it clearly, the tube should be
picked up just as close to the vent
as possible and its contents pushed
well back from the vent. Then cut
close around the vent, holding the in-
testine tightly between the fingers to
insure cleanliness. Run a stream of
water through the slit into the body
cavity in such wise that it flows out
through the vent and cleans the short
piece of intestine still remaining.
Then cut both vent and intestine
away, leaving a neat, round hole no
larger than is necessary.

To prepare the giblets, detach the
heart, gizzard and liver, taking great
care not to break the little green gall
bladder attached to the liver, which
contains a very bitter liquid which if
allowed to escape, will give a bitter
flavor to the giblets and gravy. This
gall bladder is so close to the liver
that some liver tissues must be cut
away to be on the safe side. The
color of a healthy chicken liver may
vary from yellow to dark red. To
prepare the gizzard, hold it with the
thin edge toward the palm of the
hand and make an incision the whole
length along the thick side, being
careful merely to cut through the
muscle, but not into the inner sack.
Then open the gizzard as you would
a pocketbook and remove the inner
sack which is full of gravel, if pos-
sible without breaking it.

Finally, wash the chicken and gib-
lets in clean, cold water, but do not
let the chicken soak in water, be-
cause the finest flavors of the meat
and much nutritive material are dis-
solved in the water.
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Handling Sheep Pelts.

As soon as the pelts are taken off
spread them out in a room that is
held as cool as possible without the
aid of refrigeration, and allow them
to cool off at least twelve hours be-
fore salting. This is especially nec-
essary when the animal slaughtered
has a heavy fleece; with shearlings
there is little or no necessity of tak-
ing this precaution.  Fleece skins
holds the animal heat, so that, when
put in a pack and salted, if they are
not properly cooled, they soon begin
to get warm and decompose, and as
soon as the wool slips, the leather of
the skin is ruined.

After the pelts have been spread out
and allowed to thoroughly chill, they
should be salted in piles not to ex-
ceed thirty inches high by putting
one skin on top of the other, flesh
side up, and using a fine-solar salt, care
being taken that they are thoroughly
salted around the heads and leggings.
After they have been in salt for a
week it is well, especially during the
warm months to overhaul them, shift-
ing the packs so when through, the
top pelts will be on bottom and vice
versa. After they have lain in salt for
two weeks they are ready for ship-
ment.

And the Cook is a Bear.

“Every one in our family is some
kind of animal,” said Jimmie to the
amazed preacher.

“Why, you shouldn’t say that!” the
good man exclaimed.

“Well,” said Jimmie, “mother’s a
dear, the baby is mother’s little lamb,
I'm the kid and dad’s the goat.”

MAAS BROTHERS
Wholesale Fish Dealers

Sea Foods and Lake Fish
of All Kinds

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

THE GRAND RAPIDS
VETERINARY COLLEGE

Offers a Three Years’ Course in Veterinary Science

Complylnt}; 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

PEACOCK BRAND

Ham, MILD CURED Bacon
All-Leaf LARD

For Sale by all LEADING GROCERS

MEAT RESIDUE FEEDS

for hogs, cattle and poultry at the FEED STORE

Hollywood Brand
Sliced DRIED BEEF & BACON in Glass Jars
At Meat Markets and Grocers

CUDAHY BROTHERS CO.

Cudahy, Wis.
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Get Away Absolutely From “Mem
ory” Charges.

Dont charge it. 1'm just going to
step across to the bank, and I'll be right
back in a mintue and pay you.”

So | went on waiting on another cus-
tomer.

A little while later my father, who
was in the store, said to me, “Did you
charge Mr. Jones for his meat?” |
answered that | had not, because Mr.
Jones was only going to the bank and
had said he would stop in and pay me
on his way home.

I’ll never forget his reply.

“You charge it anyway. Mr. Jones
may forget. The chances are ten to
one that he will. If he does forget, we
lose both the money and the meat.

“You are depending on Mr. Jones’

memory for the money that belongs to
us. We, have neither the meat, the
money, nor a record.

We cant rely on the memory of
some one else—nor even on our own
memories—Tor the safe-conduct of this
business.

Our goods are sold over this counter.
And | want the money, or a satisfactory
record, for every penny’s worth sold.
The only chance for loss on these ‘mem-
ory charges’ is the chance we take. No
one can lose but us. So after this you
‘charge it.”"

And after that | did charge it.

That was just one way in which we
lost money on credit sales in our store.
The incident, made my father think.

Some time later he called us all into
the office one evening, and there he told
us some things that opened our eyes
to the shipshod way we had been con-
ducting affairs in the store. It was
alarming the way money had been
thrown away by our loose methods and
carelessness.

“Well, boys,” he began, “I didn’t call
you in here for the purpose of criticis-
ing. We are just going to have a little
‘get-together’ meeting and talk over
some of the ways this store is losing
money.

I have been looking into things quite
a bit during the past week—more than
I ever did before—and | have found
that we are losing altogether too much
money on our credit business. Not on
bad accounts either, mind you, but in
other ways that cost money just as sure-
ly and a great deal more of it. I’ll tell
you of some things | have seen lately
that will explain what | mean.

“Last Friday, Mrs. A. came in with
an order. There were several cus-
tomers in the store at the time, and you
know she is always in a hurry anyway,
so the clerk worked quickly. He rushed
to get the goods, rushed to weigh them,
and rushed to wrap them up. And
when he had filled her order, he rushed
to serve another customer before charg-
ing Mrs. A. with her purchase. By the
time the second customer was supplied
he had forgotten Mrs. A.s charge en-
tirely. The store lost $1.74 worth of
merchandise because that clerk was in
too much of a hurry.

“On the same day, another of you
waited on a customer, and charged the
sale correctly. But after the charge was
made, the customer remembered that
she wanted a gallon of molasses. Now,
as you know, the molasses is kept in
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our storehouse. The customer’s pack-
ages were ready, so she went to the
storehouse with the clerk, and took the
molasses from there. The clerk came
in, started waiting on another customer,
and | can't find any charge on the books
for that molasses.

And that is not all. Saturday, of
cf course, is our busy day. A certain
clerk was waiting on Mrs. C. when Mr.
Blank came in, in a great hurry. After
apologizing to Mrs. C. the clerk allowed
her to wait while he sold Mr. Blank a
few articles, and then return and filled
the remainder of her order. She paid
cash, But Mr. Blank’s account does not
show that he bought anything at all on
Saturday.

“All the time while weighing and
wrapping an order last week, one of you
carried on an argument with the cus-
tomer about the war. After the order
had been filled, the discussion continued
until the customer reached the door.
When the clerk came back, another clerk
took up the customer’s side of the argu-
ment, and so it went on. No charge
was made for the merchandise that
customer bought.

“Several times this week we have fail-
ed to charge goods sold from the store-
house, such as gasoline, flour and feed.

“We have sold $8.64 worth of goods
in one week for which we have abso-
lutely nothing to show.

“Only on the sales | have watched we
have lost this amount. How many such
losses did | miss? What did they
amount to, and what did we lose alto-
gether? Do we lose this much every
week?

Now you men go back to your work
and think! Next week I’'m going to ask
you to tell me what you would do to
prevent such losses. Ask yourself—
‘How can we plug this leak?” Here is
$25 as a prize for the man who makes
the best suggestion in answer to that
question.”

At first we were too surprised to give
the question much intelligent thought.
But it wasn't long until, under the in-
centive of the $25 cash prize, all of
us began to get busy and study how we
could stop such losses.

From a mere selfish desire to win the
prize, our interest grew until we began
to take a genuine concern in the affairs
of the store.

Five employes gave in twenty-four
suggestions. These suggestions resulted
in a complete change in our system for
handling all kinds of store transactions.
The prize was won by the fourteen year
old boy who helped on the delivery
wagon.

After a thorough investigation of a
great many modern methods and ap-
pliances, we installed a system which
practically forced the making of a cor-
rect charge for every cent’s worth of
goods sold on credit.

Our new system showed the amount
outstanding on customers’ accounts at
all times so that accounts were kept
down to a reasonable limit. It was a
constant reminder to make collections
promptly. We found that because of
this much more cash was always avail-
able for discounting bills, and other
purposes.

We installed a new account file which
made the old, tedious posting from day-

book to ledger unnecessary. A great
deal of time was saved in this way. The
customers accounts were so accessible
that any one customer’s account could
be referred to at any time and the
amount of his bill seen at a glance.

We put a small cash register in the
storehouse. Everything sold from there
was registered on this machine. These
records were checked against the rec-
ords in the store, and we haven't lost
a penny since on goods sold from the
storehouse.

The results of our first little meet-
ing were so gratifying that they were
continued regularly. The clerk’s meet-
ings are held regularly each Monday
evening, and such subjects are taken
up as Stock display,” “Salesmanship,”
What goods to push,” “New methods

for utilizing waste,” etc. The exchange
of ideas- and the friendly, co-operative
spirit promoted in these meetings has
been worth many dollars to our business.

At the end of the first six months’
business following the installation of
our new methods, we took inventory.
You can imagine our astonishment and
satisfaction on learning that we had
done 60 per cent, more business than
during any previous six months in the
history of the store, and our net profits
were 3% per cent, greater than ever
before.

Don't lose any sleep over your in-
ability to devise new and unheard-of
advertising schemes. Use the tried
and proved plans and you will come
out all right.

ACQUIRE THE HABIT
“CITIZENS FIRST?”

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.

CITIZENS TELEPHONE COMPANY

JM 1
WHITE

HOUSE

ITS WORTH REMEMBERING THAT
Highest-grade Coffee, which

“WHITE HOUSE”

certainly is, and always properly aged and roasted
just right, contains in a proper proportion the ele-
ments essential to the true coffee-flavor and aroma
that have made it a distinctive brand the whole

country over.

IT'S THE KIND YOU OUGHT TO SUPPLY

In 1, 2 and 3-Ib. air tight tin cans only—whole, ground or pulverized. NEVER SOLD IN BULK

JUDSON GROCER CO.

Wholesale Distributors
GRAND RAPIDS, MICHIGAN
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Earl W. DelLano, Cashier of the
Allegan State Savings Bank, a young
man who by industry and varied abil-
ity has developed that institution into
one of the best known banking houses
in Western Michigan, was recently
offered a position with the Conti-
nental and Commercial Trust and
Savings Bank of Chicago, which
wishes him to open a new department
with which to manage the large
amount of publicity matter used by
such an institution, and after consid-
ering the proposition several weeks
Mr. DelLano has accepted. He will
begin work May 10, passing much of
every week for three months in Chi-
cago, returning home frequently in
order that his work as Cashier of the
Allegan Bank shall not be neglected.
Mr. DeLano has devoted much time
and study of late to advertising and
his services are widely sought in the
field of bank publicity.

The Jackson banks which maintain
a clearing house for exchanges of
checks have organized the Jackson
Clearing House Association and have
chosen as officers the following
bankers: President, C. M. Spinning;
Vice-President, F. H. Helmer, and
Secretary-Treasurer, W. S. Bullard.
These officers and A. C. Bloomfield
and P. B. Loomis are the clearing
house board.

Cornelius Gerber has been elected
President of the Grant State Bank to
fill the vacancy caused by the death
of the late Frank W. Squier. Mr.
Gerber has been interested as one
of the principal >stockholders and a
director of the Bank since its organ-
ization. He is well and favorably
known as a successful business man
with considerable financial responsi-
bility, whose past experience especial-
ly qualifies him for this responsible
position.

The Union Trust Co. and the Peo-
ples State Bank of Detroit, are spon-
sors for a corn-growing contest, in
which, together with the First and
Old Detroit National Bank, they will
distribute $300 in cash prizes. Each
institution will select ten counties
and give a premium of $10 to the
grower of the best yellow dent corn
in each county, the samples to be
exhibited at the State fair next autumn
and judged by the fair officials. Thus
thirty counties will be entered in
the contest. The age of the contest-
ants is limited to 21 years. The lat-
ter provision is for the purpose of
encouraging farming among the boys
and young men.
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George E. Lawson, of the People’s
State Bank, and W. T. Bradford, of
the Union Trust Co., are members
of the Michigan State Bankers’ As-
sociation Committee on Agriculture
which has devoted considerable time
and money to the development of
intensive farming and improvement
of conditions throughout the State.

The contest that has developed in
the American Bankers’ Association,
with National and state bankers lined
up on opposing sides, growing out of
the provision of the new Federal re-
serve act whereby the Federal reserve
board is empowered to authorize Na-
tional banks to do a trust business,
is expected to come to a climax at the
mid-year meeting of the executive
council and various committees of
the Association, which is being held
at Old Point Comfort, this week.
George E. Lawson, Vice-President of
the Peoples State Bank, is the De-
troit member of the council.

Section 11 of the Federal reserve
act reads: “The Federal reserve
board shall be authorized and em-
powered to grant by special permit
to National banks applying therefor,
when not in contravention of state
or local law, the right to act as trus-
tee, executor, administrator "or reg-
ister.'of stocks and bonds under such
rules and regulations as the said
board may prescribe.”

The trust company section of the
American Bankers’ Association is re-
solved that the right of National
banks to act as trustee, executor or
guardian must be contested in the
courts. It happens, however, that
by precedent a section of the Bankers
Association has no right to act in-
dependently for itself. All litigation
in which the Association is interest-
ed must be conducted in the name of
the Association. At the OIld Point
conference an effort will be made to
secure the approval of the executive
council for the test suit which the
trust company section desires to have
instituted.  National bankers  will
vigorously oppose the efforts to re-
strict their powers.

National bankers won the first ad-
vantage, in that a special committee
appointed to consider the question,
recommended that the American
Bankers’ Association refrain from at-
tacking the constitutionality of any
portion of the reserve act. The trust
company bankers contend that the
creation and management of trusts,
the administration of estates, and the
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The

Old National Bank

GRAND RAPIDS, MICH.

Our Savings Certificates of Deposit form an
exceedingly convenient and safe method of invest-

ing your surplus.

They are readily negotiable, being

transferable by endorsement and earn interest at the

rate of 3% % if left a year.

ri 1 w~h rubber tip and your advertlsmg card
r CI1C11 printed on it, until May 15th at

$18.50 PER 1,000

JOHN E. PENNINGTON & CO.

Service does not consist in the offering of specific information or ac-

commodation—rather in the constant willin
meet another’s needs—usual and unusual—sk

qness and the perfect ability to
Ifully. It is this sort of useful-

ness that is the mark of the service you receive at these banks.

Grand Rapids National City Bank

City Trust and Savings Bank
Grand Rapids, Michigan»

Fourth National Bank

Savings
Deposits

3

Per Cent
Interest Paid
on
Savings
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Compounded
Semi-Annually

Wm. H. Anderson,
President

JohnW Blodgett,
Vie. Pre.id.nt

L.Z Calhlkm
Cashier

J.C Asswtaﬁfcashler

United Commercial
States

Depositary Deposits

Per Cent
Interest Paid
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Certificates of
Deposit
Left
One Year

Capital Stock
and Surplus

$580,000
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acting of registrar of stock and bonds
relate exclusively to private rights,
and have nothing whatever to do with
the affairs of the Federal Govern-
ment. For Congress to attempt to
control or regulate such matters is
to invade the sovereignty of the state
assured by the tenth amendment;
they contend, also, that a state has
no authority to confer upon National
banks corporate powers not conferred
upon them by Congress.

Last week’s issue of The Outlook
contained an article by Frank M.
Davenport upon the progress and
present prosperity of Michigan. This
State is represented industrially in a
somewhat better light than others of
the eleven states visited by Mr. Dav-
enport in his search for signs of com-
mercial improvement.

Attorney Walter S. Powers has
been placed in charge of the Battle
Creek. Building & Loan Association,
in Battle Creek, as conservator. Mr.
Powers says that if all the mortgages
can be disposed of the institution may
be closed with the loss of scarcely a
dollar to the stockholders. By the
appointment of a conservator rather
than a receiver, thousands of dol-
lars will be saved for the investors.
Had a receivership been demanded,
it would have been necessary to dis-
pose of the mortgages held by the
Association, immediately. Forced
sales would have reduced the prices
materially. Such reductions necessar-
ily would have brought heavy losses
to the investors.

In Michigan business circles, as on
Wall street, the question is debated
nowadays, with curious variations of
opinion, whether the United States,
fianancially and industrially, stands to
benefit more by prolongation of the
European war or by its early termin-
ation. We are certainly finding, in
this part of the country, that the
war itself is having a very different
influence on our own business situa-
tion than any one could have imag-
ined, three or four months ago. To-
day, the stimulating effect of high
prices, both for grain and for war
materials, is spreading steadily to
other lines of trade.

There are many good business men
who now take the position that the
struggle in Europe is bound to be
long-continued, and that this fact, if
combined with a large wheat crop in
America this year (of which Europe
then would have to take at high prices
all the surplus we can spare), will of
itself have a highly beneficial effect
on business generally. Some of them
talk of an actual “business boom” as
a result of it. At all events, the im-
mense orders for war supplies are
creating better business in many
other industries. In particular, the
effect of this new trade is seen in
the buying of steel, and of all ma-
terials that enter into the making of
war material. There are orders out
for over 30,000,000 feet of lumber for
making boxes to be used in shipping
the ammunition; also orders for near-
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ly as many million feet of wagon
boards for use by the Allies.

All this must be set over against
the lately overwhelming conviction,
in Michigan business circles, that the
prospect of trade revival depended
on the outlook for European peace,
and that the ending of the war would
be the real signal for expansion to
begin. That idea is still very largely
held, but recent events have brought
a more general admission that 'the
exact effects of peace itself, on our
own situation, are a matter of con-
siderable guess-work. For one thing
the factories that have been rushed
to make war material for the fighting
nations will naturally have to return
to the legitimate industrial lines for
orders.

Those doing a domestic business
would look for more orders on a
peace basis, which are expected part-
ly to offset the loss from war orders.
But a readjustment would be neces-
sary, and as to how long it will take,
or how far-reaching it would be, no
two financiers or merchants will
agree.  Furthermore, it is believed
that, should peace come before this
year’s grain harvest is gathered, it
would help save a larger percentage
of foreign crops than would be pos-
sible if the fighting shoutd continue.
Europe will have to be helped out
with large supplies in any event, but
how much will be required in the six
or twelve months following peace or
continued warfare is merely a guess.

Had the Hill With Him.

Late on a dark night a Kansas farm-
er heard a beery voice from the road:

“I shay stranger, how much farther
doesh this hill go?”

“What’s eatin” youh?” replied the
farmer. “No hill around here.”

“There is too. Ive been driving
thish wagon uphill for an hour.”

The farmer went out with a light.

“Oh, you poor boob!” he said,
“where did you lose your hind
wheels?”

Ask for our Coupon Certificates of Deposit

Assets over $4,500,000

ITIR A |AyiPSAAVING/AANKA
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JF the so-called dry records of the Probate Courts
should be examined there would be found in the
past many tragedies, stories of looting of estates, ruin-
ous speculation with the belongings of women and
children and other betrayals of trust by individual ex-
ecutors. The modern Trust Company is changing all that
because of the fact that it is a financially responsible
agent and as a corporation lives forever and is especially
equipped to handle the affairs of estates economically
This Company has a record of 25 years of

and wisely.

successful operation.

Send for a booklet on Descent and Distribution of

Property and blank form of Will.

The Michigan Trust Go.

of Grand Rapids

We offer

High Grade
First Mortgage 6% Gold Bonds

Tax Exempt in Michigan

Detailed Information Furnished

Upon Request

fi rand RapidsTrustPompahy

Ottawa Ave. and Fountain St. Grand Rapids, Mich.

THE PREFERRED LIFE INSURANCE CO. OF AMERICA OFFERS

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

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

C. W. Mulholland, Local Manager
Fleischmann Company.

Charles W. Mulholland was born in
Cleveland, Ohio, March 28, 1852. His
father was of Scotch-Irish descent and
practiced medicine for sixty consecutive
years. His mother was a full blooded
Yankee. When he was 2 years old the
family moved to Peoria; two years later
they moved to Muscatine,lowa; two years
later they took up their residence in Mil-
waukee and two years later they located
at Detroit. He was 10 years old when
the family located in Tuscola, Tuscola
county, where they remained about
twelve years. At the age of 22 Mr.
Mulholland engaged in the grocery busi-
ness at Pine Grove, Pa. Two years later
he sold the stock and engaged in the
same line of business in Toledo. Three
years later he sold the stock in Toledo
and took the agency of the Fleischmann
Company in the Saginaw valley. He
was located in Saginaw, but covered all
of the cities and towns contiguous there-
to, including Bay City. After conducting

C. W. Mulholland.

this agency eleven years he resigned and
re-engaged in the grocery business at
Toledo. Two years later he sold the
stock and came to Grand Rapids where
he took the management of the Fleisch-
mann agency on the death of John
Smyth. He has continued in this posi-
tion twenty-two years, having made and
retained in the meantime the friendship
of every retail grocer and baker in the
Valley City.

Mr. Mulholland was married Sept. 3,
1872, to Miss Lila Owen, of Tuscola.
They have had one daughter who is
now a widow and the daughter and
grandson, 4 years of age, reside under
the parental roof at 1256 Logan street.

Mr. Mulholland is a member of the
National Union and the Knights of
Pythias, but he is not very active in
either organization. His only hobby is
his automobile. He attributes his suc-
cess to keeping continually at work. As
a token to his faithfulness to the
Fleischmann interests it may be stated
that he has taken only two vacations in
twenty-two years, amounting to four
weeks altogether. As a matter of fact,
he is entitled to an annual vacation and
could have it for the asking, but has
refrained from doing so rather than to
give his competitors any opportunity to
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make any inroads on the trade of his
territory as the result of his absence
from his post of duty. Like all the
employes of the Fleischmann Company,
Mr. Mulholland is exceptionally loyal
to his house and would make any sacri-
fice, within reason, rather than be com-
pelled to chronicle the loss of a single
customer.

Avoid Either Overbuying or Starving
the Stock.

Overbuying is surely overstocking,
while starving the stock to just the right
point is an art known to but few.

The housewife who plans just turkey
enough for a good Thanksgiving dinner
for her own family, and then has a few
more to dinner unexpectedly, so that
there is not quite enough, feels badly.
The ambitious retailer who is trying to
starve his stock, and loses sale after
sale of good profit paying shoes, be-
cause he has not bought enough, feels
much worse, and the chances are the
next season he is caught the other way
by overbuying.

The theoretical way of conducting a
shoe business is beautiful and absolutely
simple—all you have to do is to be a
good style picker and then pick just
enough. One successful theorist will
tell you not to buy any extreme sizes—a
that is, the very large or very small
ones, and then when the season opens
the first customer you have wants either
one or the other, and you havent got
them. What do you think they say
about your store? Another will tell you
that a line of shoes that is not worth
stocking in every size and width is not
worth stocking at all. What have you
got to say about that? Still another
will tell you that there is no more de-
mand for a staple line of shoes, and that
you must buy novelties only. What are
you going to do or say to the well-
poised woman who wants a medium
shaped shoe, and you can show her only
the narrow toe and the Louis heel?

When you complain that you have lost
business by following his theory, each
one of these theorists will tell you to
let the other fellow have that business,
you are better off without it. Well, that
may be all right, but if the other fellow
follows the same advice a whole lot
of people would have to go barefoot
uhtil there came along some bright man
who had sense enough to realize there
was a big chance for a real shoe store
to make money by catering to people
with big feet to those with small ones,
to those who want stylish shoes, and to
those who desire comfort. Just as sure
as his store was started and stocked
on these lines, just so sure would it
take a lot of customers from the dealer
who was starving his stock, or trim-
ming his lines too closely.

Of course, location enters largely into
the matter of the kind of shoes to buy,
and how to buy them. | have in mind
a store that hardly touches a staple or
commonsense style, the extremes in
styles only being shown. | know an-
other that deals entirely in conservative
and foot form shoes, and both houses
do a successful business. Then there
is a third in the same city that caters
to both the stylish customer and the
one who buys for comfort, and has a
magnificent business. So it seems that
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a man’s location should be the key or
guide to his buying, but on general
principles, | believe there is as much
money lost in underbuying or starving
your stock as there is in overbuying.
One sure thing, you cannot sell what you
do not buy. If you overbuy you can
dispose of the surplus, and if you go
at it in the right way, and at the right
time, the loss ought not be so serious.
I think one great trouble with the shoe
dealer to-day is that he does not take
his loss early enough, or he does not-
cut the price deep enough to move the
stock until the shoes he has to sell are
badly shop worn, or out of style. Take
the styles of this season for example.
In my judgment, the man who has a
stock of gaiter top boots of fancy com-
binations who does not hammer them,
or cut the price deep enough to move
them right now, cannot realize 50 cents
on the dollar for them next fall. Then
why not sell them instead of carrying
them over, and to do so cut the price
deep enough to move them.

Some one may say what is the use
then of carrying that kind of shoe at
all? My answer is, “Get profit enough
when the line is new as you are almost
sure to face a loss on some of them,
and by carrying them you get the repu-
tation of being up-to-date and having
the new things.”

I think most of us have about three
types of customers for whom we must
provide shoes. First, the breezy wide-
awake customer who always wants new
things, and in most cases is perfectly
willing to pay the price for them. (The
Faddist.)

Second, the one who wants more or
less style, but insists on comfort, and
who is of the larger class. (The Con-
servative.)

Third, the customer who wants com-
fort first, comfort last, and service all
the time. (The matter-of-fact kind.)

The buyfer for a department store
or for a store of his own, who is versa-
tile enough to grasp the demands of
these three types, and then keep the
assortment down for each to the lowest
point will not have a large surplus stock
for mark down sales, and will not lose
much business throughout the season.

Here are a few suggestions which
may help in selecting your stock:

Do not try to cover every size and
every width in every line you buy.
Select only a few lines having the full
run of sizes and widths, from 2y2 to 8
in women’s and 6 to 11 in men’s, and
make the selection of these lines cover
as large a range as you think your trade
demands. After you have them in
stock, do not be forever getting ahead
of your customer in wanting to change
them, for the nearer you keep them to
a standard, the fewer broken lines you
will have. There are still lots of people
who want fairly staple shoes.

In buying near novelties and extreme
novelties, there is no set rule except
possibly the one not to buy many ex-
treme sizes, either large or small in any
of them, and it is safe not to buy all
widths either, that is, in the most ex-
treme styles.

For instance, if | were to buy forty-
eight pairs of extreme novelties in shoes
to-day, instead of having that number
in one style, from A to D, | would
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rather buy 12A and 12C of one style,
and 12B and 12D of another style,
giving a larger variety of styles for the
customer with no more money invested
for myself, and a clever salesman would
hardly miss a sale with the combination.
This suggestion might not work well
in some places, and no doubt there are
some who would not agree with me as
to its being practical.

While on the subject of mark down
sales, | want to offer a suggestion in the
handling of stock which we have found
to work out well in our own business,
and which is of great advantage to the
merchant who is short of room. After
going through our stock, and selecting
every pair of shoes to be sold, we divide
them into lots (the fewer the better)
at whatever price we propose to sell
them. Then we give them a new serial
number by marking the same number on
each shoe of a pair, and place only one
shoe of a pair in the sale. The mate is
Pyt back in the store where the room
is not valuable, and arranged in numer-
ical order, under the care of a stock
boy who can instantly place his hand on
the mate to the one that has been sold
when the salesman calls for it. This
system allows a chance to display twice
the number of shoe, and where room is
at a premium this means much. It also
prevents the tangling and bunching up
of stock on tables as is the case where
they are tied together.

There are other schemes which we
use successfully, that tend to keep down
the stock at the close of the season,
and tend to facilitate their sale when
sale time comes. R. J. Healey.

Attack on the Parcel Post.

At the recent convention of the
National Carriers’ Association in New
York, a speaker made the following
attack on the parcel post:

“We well know that it is not econ-
omy to centralize the business of the
country in the hands of a few concerns
and thereby build up a monopoly of
the channels of distribution.

“This is what the parcel post is
doing, and”the oil, steel, or tobacco
trusts will soon be pygmies compared
with the mail order trusts with the
United States as chief partner and no
share in the profits. If the business
men of the country sit idly by, offer-
ing no criticism, no intervention, the
Postoffice Department will continue
this ruinous plan, irrespective of the
aggregate cost to the business inter-

ests of this Nation. A strong
protest by combined business,
banking, and industrial interests of

the United States should be present-
ed in some forcible, decided way to
the authorities at Washington.”

The Depths of Humility.

“When Dr. Creighton was Bishop
of London,” said the present Bishop
of London, “he rode on a train one
day with a small, meek curate. Dr.
Creighton, an ardent lover of tobacco,
soon took out his cigar case and with
a smile said:

““You don’t mind my smoking, |
suppose?”

“The meek curate bowed and an-
swered humbly: ‘Not if your Lord-
ship doesn’t mind my being sick.””
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A Revolution
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Ludwig Wintemitz, the Long-Time
Yeast Exploiter.

Nearly thirty-one years ago the writer
met a gentleman who was introduced
to him as the new agent of the Fer-
mentum Compressed Yeast Co., suc-
ceeding the late P. Spitz, who was the
pioneer in introducing compressed yeast
to the grocers and bakers of this city.
The newcomef was a handsome appear-
ing young fellow, but his English vo-
cabulary was so meager and his knowl-
edge of American methods was so lim-
ited that even the most casual observer
would note the fact that he was sadly
hampered at the inception of a business
career in competition with native Amer-
icans more favored in these respects.
Judging by the rapid manner in which
he has forged his way to the front,
however, the apparent disadvantages
under which he labored at the begin-
ning of his career served only to spur
him on to more energetic endeavor, for
in the short space of a dozen years he
rose from the position of local agent
in charge of a retail distributing point
to that of Superintendent of Agencies,
with full control of a hundred agencies
in as many cities and towns. His furth-
er advancement was gradual and sub-
stantial. The history of Mr. Winternitz’
life is best told in his own words:

“It was in the city of Prague, in
Bohemia, on April 29, 1854, that |
spoiled the full dozen and made my
appearance as No. 13, the last one
among the Winternitz and Spitz com-
*pany of boys and girls. My father was
a celebrated school teacher and, like
most all school teachers, not very rich.
I can not say much about my early
youth. My father died when | was only
Il years old, leaving us a good honest
name and the fortune of six gulden.
At the age of 13 | started my commer-
cial career as office boy in a grain es-
tablishment, remaining in it about three
years and attending an evening com-
mercial college, with good results. |
remember that | did not then have two
kinds of pie daily on my bill of fare—
was glad to get meat once or twice a
week. This | remark to show the com-
parison between the nourishment of the
young American and that of the aver-
age foreign youth. At ‘sweet 16’ | went
into the cotton and yarn business of
Ignatz Gerstel, of Prague, where | re-
mained for about fifteen years. | start-
ed as clerk and wound up as head book-
keeper and traveling representative of
the house. My dear mother stayed with
me as long as she lived. First she took
care of me and then | tried to make
her old age as happy as possible. She
died in 1883,

“In 1884 | gave up my good position
in Prague and followed a magnet which
drew me to America'. Very few knew
the real cause of my leaving Europe.
Mly employer was one of them, and, as
he was the only one who knew my
financial condition, he proposed to give
me 600 gulden to take with me He said,
*You may need that money. If you can,
pay it back in a year; if you can not
it won’t be much of a loss to me. | am
willing to help you any time.*

“On my way to America | learned a
little English, and the moment | stepped
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on Uncle Sam’s ground | had to under-
go the first examination. | had to make
a custom house affidavit and the officer
asked me to swear to it, so | uttered the
worst oath | had ever heard. The crowd
burst out laughing and an old lady said,
‘Poor greenhorn! He meant no harm.
He will be all right in a few years from
now.” | am still hunting after that
old lady. Want to ask her if | am
now ‘all right’

“A few days after that | visited my
friends at Chicago and was the hap-
piest man in the world— was near my
sweetheart. But when | asked the old
folks, pa and ma wanted to know how
the green cousin would make an honest
dollar. Well, for a few days | worked
in Chicago and then my half brother in
Grand Rapids, Mr. Spitz, got sick and
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ing a cup of coffee with him for early
breakfast! With the increase of our
yeast business the population of Grand
Rapids increased also, and we put out
one wagon after another. Well do |
remember when E. Bleyer, of the Paul
Bechtner Vinegar Co., came to me and
induced me to sell his vinegar. | started
at it and the second and third seasons
many carloads of Star brand vinegar
did I sell. Then came pickle and mus-
tard agencies, and finally I was lucky
enough to get the agency for the Wool-
son Spice Co.’s Lion coffee, and that |
mmede a success for them in Grand Rap-
ids is a certain fact.'

“But all this was nbt to be credited
to me alone, for in April, 1885, | mar-
ried my dear Clara (born Kadish). She
assisted me a great' deal in my busi-

Ludwig Winternitz.

| had to go there. For a while | felt
kind of lost, but that feeling did not last
long, as several Grand Rapids friends
came to my assistance. It seemed rath-
er strange to me when the late Moses
May told me to take a broom and sweep
my office and clean my windows.

“l will never forget those first im-
pressions of American life. Very soon
I got acquainted with the mode of
treating* and spent more money than
| earned introducing myself and Fer-
mentum to the trade. New opposition
came into market and that was life to
trade. They made it pretty lively for
me, but | learned to rise with the sun
and sometimes | beat the sun. How
often did | drive up and down Canal
street at 4:30 of a winter’s morning,
waiting until Tom Wasson opened his
bakery, so as to be the first one to sell
him hi§ half pound of Fermentum, tak-

ness. | used to call her my ‘living
dictionary,” for when | got stuck and
my Bohemian tongue wouldnt twist in
the right direction she would help me
out.

“The Fermentum Company called me
to Chicago in 1892 to act as traveling
agent and in June, 18%4, | was made
manager of the company. In 1895 |
returned to Grand Rapids to take the
management of the Michigan Spice Co.,
which was a position entirely to my
liking, because it enabled me to live
among friends | loved and the mer-
chants | knew so well. In August, 1896,
| attended the National convention of
the Elks at Cincinnati and naturally
called at the office of the Fleischmann
Company to pay my respects. To my
surprise the manager offered me the
position of Superintendent of Agencies
at a salary nearly double what I was
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receiving from the Michigan Spice Co.
To say the least, | was stunned. |
wanted to stay in Grand Rapids, the
city of my adoption and the place where
I had made my first stand in the New
World, but opportunity to earn and save
more money and, perhaps, be of greater
service in the larger field influenced me
to make the change. | have never had
occasion to regret my choice, although
my mind continually reverts to Grand
Rapids and reviews the many pleasant
days | spent in the beautiful city on
Grand River. My territory included tlfe
West and Northwest, including the won-
derful cities of Spokane, Seattle and
Portland and the principal cities of the
Canadian Northwest, in which | first
introduced Fleischmann’s yeast. When
I went with the house it had no trade
west of Denver. | developed business
in every city this side of Alaska, and
some time | suppose my successor will
be going there also.

.“In 1911 the old wagon began to
break down and on June 24, 1912, Presi-
dent Julius Fleischmann called me into
his private office, where the Executive
Board of the National Association of
Master Bakers were his guests, en route
from a meeting at Louisville, and pre-
sented me with a fine gold watch which
I am very proud of, as it bears this in-
scription: ‘To L. Winternitz, with sin-
cere appreciation of Julius Fleischmann.’
Not many men can boast of such high
honors- as were bestowed upon me—
the company gave me an honorable dis-
charge and a pension for life. My as-
sociates at the office presented me with
many tokens of esteem. Friends in the
trade gave me a banquet at St. Louis,
the Executive Committee of the Na-
tional Association of Master Bakers
gave me a beautiful present and | have
hundreds of letters from friends in the
trade who wished me well and expressed
the hope that | might live long to enjoy
the good things of this earth and the
rest and contentment which my pension
gave me.

“In November, 1912, | followed Mr.
Fleischmann’s suggestion and took a
trip around the world on the S. S.
Cleveland. * | enjoyed the life and rest
on the water so much that | remained
in Honolulu until the Cleveland went
to Frisco and back and then jointed the
boat on its return trip, which brought
me home to this country in July, 1913.
I made a good many friends on that
trip and have about 600 photos which
| took— enjoy displaying the photos
and talking about my trip. Since my
return | have spent my time visiting
friends and am now in Grand Rapids
among my old associates, happy to be
once more in ‘dear old Grand Rapids.’
I may leave for the Pacific coast before
long to visit the field I worked so suc-
cessfully and where the Fleischmann
Company has recently erected a large
yeast factory at Sumner, Wash., to take
care of its increased trade.

“l have few hobbies. | am an ama-
teur photographer—some of my friends
are kind enough to refer to me as an
expert—and enjoy making pictures for
my friends and the magazines. | am
also a lover of the piscatorial life and
am an active member of the Stoney
Lake tFishing Club, which owns a fine
summer home and forty acres of land

»1
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at Hackensack, Minn. My home in
Chicago was my greatest hobby, how-
ever, but my dear Clara died January
8, 1909, so | am now a wanderer, mak-
ing my home wherever night overtakes
me. My nominal headquarters are in
Chicago and | get my mail at the Illi-
nois Athletic Club. No married people
ever lived in greater harmony than
Clara and 1. We were one in mind and
one in heart and never permitted any
misunderstanding to cloud our happy
relations.

| paid my old employer in Prague the
600 gulden before the first year expired,

“l hold a membership in Grand Rap-
ids in several societies. Have been an
officer in Doric Lodge, F. & A. M. and
have gone up as high as the 32d degree.
| also owe allegiance to the Shrine and

E. O E., No. 48. | shall never for-
get what Grand Rapids was to me and
many yet make it my resting place.*"

The Tradesman can add little to Mr.
Winternitz’ modest recital'of the events
of his own life except to say that his
career in this country furnishes an ad-
mirable example of the effectiveness of
honesty of purpose and constant appli-
cation to business, properly combined.
Mr. Winternitz has a faculty of mak-
ing friends wherever he goes, and to
this faculty is due in no small degree
the remarkable success he has achieved.
Generous to a fault, loyal to friends and
employer, happy in disposition, enjoying
excellent health, looking into the future
with all thf enthusiasm of a boy of
16, Mr. Winternitz has every reason
to regard the coming years with com-
placency, believing that they will be
pregnant with even greater joys and
pleasures than the past has been.

Personal Letters a Factor.

An Ohio merchant uses personal
letters to inform his trade of mat-
ters in which he believes it will be in-
terested. This, too, is a service the
possibilties of which are rarely touch-
ed. Customers appreciate the per-
sonal letter. This merchant has a
Stenographer who writes each letter
personally. It is signed by the mer-
chant himself. It calls attention to
some line of merchandise on display
at the store.

Letters calling attention to special
showings of ready-to-wear or fab-
rics that are open to the in-
spection of certain customers, early,
are always appreciated. A prom-
inent Oriental rug house in Chi-
cago, a week or ten days before the
opening of its semi-annual clearance
sales, sends notices of the sale to all
its regular customers, announcing that
the showings will be ready for the
inspection of that trade for several
da3s before the public is admitted.

Full Speed Ahead.

Tomkins, the hustling business man,
had been ordered by his doctor to
stop work and take a real rest. He
went to Florida—not to a gilded pal-
ace, *but to a little coast town far
from the hurrying crowd. But he
couldnt stand it.

“Not those people,” he explained.
“Why, all they did was to go down
and sit on the river bank and watch
the turtles and say, ‘Gee, look at those
fellows go whizzing by!”
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Store Episode With Its Villainy and
Finale.

One day a lady came to us, accom-
panied by her aged mother, to enquire
about a suit. She asked the usual
questions about prices, number of fit-
tings, fabrics, styles, etc. Then we
asked for her card and later look-
ed into her statements a bit. This we
did because the lady said she had
just had a most unfortunate experi-
ence with “A” who, as you know, is a
high-class ladies’ tailor. We found
the standing of the prospective cus-
tomer to be quite satisfactory.

After the second fitting, the cus-
tomer said our suit was a great sat-
isfaction to her because it fitted so
well even with but two fittings. “Do
you know,” she said, ‘A’ required ten
fittings and, at that, the suit was such
a mess | had to send it back. | really
couldnt appear in it at all, it was such
a failure in fit and make.””

Just to make sure the order would
be O. K. in every way, we requested

The lady was compelled to accept
our suit which fitted her perfectly,”
maid “A” “and has paid for it, so we
are not at liberty to discuss her. She
did not have ten fittings, however. We
can’t let that go out.”

The trouble was now disclosed!
Having been forced to take and pay
for the A’ suit, she did not wish
to have ours, too, and so she bluffed
by an artifice that she hoped to suc-
ceed in, to justify her in canceling
her order with us.

After getting this information, ma-
dame passed into the fitting room
where the customer was restlessly
walking up and down, displaying a
suit with a bottom line of wildest
crookedness and a hunch on one hip
that was a joke. At one side sat
the aged mother, pale and distressed.
Madame said afterward that she al-
most gave up what she had deter-
mined to do, at sight of the older
woman, who was obviously begging
her daughter not to make a scene.

Kneeling beside the indignant dame
who was so displeased with our work
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the customer to come for a final try-
ing-on, for our satisfaction as well as
hers. On the appointed day our maid
helped the customer to put on the new
suit, as usual, and we expected her
to report that the lady was ready,
when to our surprise the maid rush-
ed into the office with her eyes bulg-
ing and her excitement so ungovern-
able that she could hardly speak.

“Oh, Mme. X!” she gasped, “Mrs.
Blank says her suit is a fright—that
it doesn’t fit and she won’t take it;
that nobody ought to expect her to
pay good money out for such a look-
ing piece of work—and, oh, Madame!
—I| may be wrong—but | do believe
she has something stuffed inside of
her corset on the hip—to make it
stick out uneven! The dress doesn't
fit—but it certainly doesn’t look nat-
ural to me, either.”

Quieting the excited girl, we decid-
ed on a course of action. Our busi-
ness manager called “A,” the ladies’
tailor of whom the customer had
spoken so slightly, and said, “This is
‘X.” We have a customer here who
proves to be very difficult to get on
with, and as she began her connec-
tion with us by running down her
connection with you, | thought Id
better ask what you found the way
to handle her. |Is is true that she
(Mrs. Blank) had ten fittings from
you and finally turned down a suit as
unfit to wear?”

and our service, madame said sooth-
ingly: Oh, how badly your skirt
looks. * * * No wonder you are
displeased, Mrs. Blank!” * * =
And before the customer realized
what had been done, madame slid
her hand up underneath the lady’s
corset and pulled out a nightdress
and a pair of knickers.

Not a word was spoken. It was as
if nothing had occurred. = Madame
handed the contraband garments to
the maid, telling her to have Mrs.
Blank’s things wrapped up for her.
The rest of the visit was peculiarly
silent and the two ladies left the shop
as speedily as they could.

We called up our attorney and re-
quested him to go to the hotel where
the ladies were stopping and to in-
form them that the suit would be
sent C. O. D, and if not paid for and
accepted, would be at once followed
by a subpoena to court.

The attorney had two entirely
meek women to deal with when he
called, and he reported to us that he
never felt so sorry for anybody as
for the mother, who looked deeply
mortified and humiliated through the
interview. This imposition upon the
older woman is the strongest memory
for 'us, too, in connection with the
unpleasant encounter with a very
well-developed case of trade bluffing.
—Woman’ Wear.

We Gall on
Your Customers

Throuﬁh the Magazines and
tell them how good
and useful is

Mapleine

The last word in flavors

Order from
Louia HUfer Co.
4 Dock St.. Chicago. Tit,

CRESCENT MFG. CO.
Seattle, Wash.
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Safety First
in Buying

SAFETY in Buying
means getting the goods
and the quantities of
goods YOU can sell at a
profit. It means know-
ing what to buy and
getting it at the right
price.

You can be safe in
buying when you buy
from “Our Drummer.”
If you haven’t the cur-
rent issue handy, write
for it.

Butler Brothers

Exclusive Wholesalers of
Geoeral Merchandise
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St. Louis  Minneapolis
Dallas
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Michigan Poultry, Butter and Egg Asso-
elation

President—H. L. Williams, Howell,
Vice-President—J. W. Lyons, Jackson.

Secretary and Treasurer—D. A. Bent-
ley, Saginaw.
Executive Committee—F. A. Johnson,

Frank P. Van Buren, Williams-

Detroit;
Chandler, Detroit.

ton; C. J.

Affidavit of Dr. H. W. Wiley on Egg
Albumen.

The deponent, Harvey W. Wiley,
residing at Washington, D. C., af-
firms that in his opinion the addition
of a minute quantity of egg albu-
men, in the proportion of about one
part to 600 parts of baking powder,
has for its sole purpose the decep-
tion of the purchaser who witnesses
comparative tests of baking powders,
not containing albumen in vitro. Or-
dinary baking powders not contain-
ing albumen when placed in a glass
and treated with water permit the re-
action to take place between the acid
element, whatever it may be, and the
basic element, which is in all cases bi-
carbonate of soda. The carbon dioxid
which is liberated in this reaction es-
capes freely from the baking powders
containing no albumen. On the other
band, in baking powders containing
egg albumen a film of the albumen
holds the bubbles of the carbon diox-
id, causing it to foam and fill the glass
with a more or less permanent bub-
ble. To the unscientific observer this
would indicate that the carbon dioxid
in the baking powder containing the
egg albumen is more abundant and
more serviceable than that in the
powders not containing the egg albu-
men.

On the other hand, the flour from
which the bread is made contains 12
per cent, of an albuminous substance
known as gluten, which serves exact-
ly the same purpose in the bread that
the minute proportion of egg albu-
men serves in vitro. The minute por-
tion of the albumen in the baking
powder could not add sensibly to the
entangling power of the gluten in the
flour, and hence a loaf made with a
baking powder containing no egg al-
bumen could be just as porous and
palatable, other things being equal,
as one made with a powder contain-
ing the egg albumen.

The increase in food value is so ex-
tremely small by the use of the egg
albumen in the baking powder as to
be entirely negligible from any eco-
nomic or physiological point of view.
It is true that egg albumen is a val-
uable food and eggs are often mixed
with flour in the making of products
suitable for table consumption. The
use of egg albumen to increase nu-
tritive value is unobjectionable, but
its use to deceive a customer in re-
gard to the character of a baking
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powder is highly unethical, and would
justify regarding such a baking pow-
der as adulterated in that it was pow-
dered, mixed, colored or stained in a
manner whereby inferiority was con-
cealed. It would be easily possible
to induce a customer to believe that
a baking powder yielding 7 per cent,
of leavening gas was much better
than another one vyielding 12 per
cent, by such an experiment as is
described above.

New Kind of Grocery Store Appears
in California.

J. R. Newberry, the California gro-
cer, is out with a brand new adapta-
tion of the idea of cutting down ser-
vice costs in the grocery trade. He
is converting his Riverside grocery
store—the last one left of his old
chain—into a “cafeteria grocery.” His
plan is to operate along practically
the same lines as cafeteria restaurants
are conducted. Railings will be built
into the store, and as the customer
enters she will pick up a basket ar-
ranged for her convenience. Then
she will pass down the aisles and
help herself to whatever she wants,
arriving at the end of her journey
in front of the cashier’s window,
where her purchases will be checked
up and she will pay over the spot
cash. Every article in the stock will
be plainly marked, so that the pur-
chaser will have to ask no questions.
For several years Mr. Newberry has
been liquidating his business and now
has his grocery interests down to the
one Riverside establishment, which
carries a stock of perhaps $8,000 or
$10,000. At one time he operated a
near-wholesale grocery house and a
string of more than thirty retail
stores all over Southern California,
including two large downtown estab-
lishments in Los Angeles. These
chains flopped from a high-class cred-
it to a cash and no delivery basis five
years ago and the change was not
successful.  Since that time he has
been selling his stores as rapidly as
possible and the one at Riverside
alone remains.

Stones in Egg Cases.

Henneberger & Herold, of this city,
received a consignment of fifty-six
cases of eggs last week from E. E.
Ellis, of Cuzco, Ind., in which one case
was filled with stones, except the top
layers, which contained eggs enough
to make the case look natural when
opened. The receivers suppose the ship-
per was imposed upon by some supplier.
It is an illustration of the carelessness
with which eggs are handled by some
shippers. We have seen butter tubs
containing rocks under a layer of butter,
but never before egg cases loaded in
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this manner although in the summer
time many cases are shipped here con-
taining rots and spots which might as
well be stones as far as value is con-
cerned. There will come a time when
egg shippers will know both what they
are buying and what they are shipping
—whether as to stones or rots and spots.
—New York Produce Review.

Export Type Wanted.
Cheese manufacturers should make a
special effort this spring to produce.a
close made, firm bodied cheese. The
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fresh cheese market is supported at the
present full values wholly by the export
demand, and export buyers are very par-
ticular in their selection. Weak bodied,
soft made, open and pin holey fresh
makes are only salable under present
trade conditions at material concessions
from the prices demanded for firm made
cheese or export type and it looks now
as if the increased value of a firm made
cheese will more than make up for the
smaller yield realized—New York Pro-
duce Review.

We are sellers and buyers

CLOVER, TIMOTHY SEED, MEDIUM
Mammoth, Alsyke, Alfalfa, Red Top, Orchard Grass

All kinds Field Seeds and Beans.
MOSELEY BROTHERS

Both Phones 1217

Call or write
Grand Rapids, Mich.

Endorsed by the Railroads

The Official Classification Committee of the Transcontinental Railroads has issued the
following order, effective Feb. 1. requiring the use of a dividing board in egg cases- “except
that when an excelsior packing mat or cushion (made of excelsior covered with paper)
not less than eleven inches square, of uniform thickness and weighing not less than 23i
ounces ts used, dividing board will not be required next to eggs at top.”

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

illustration shows very plainl
once be seen’that w
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just how Excelsior Egg Case Cushions are
that when they are used there isa greatsaving in time
°f. distributing loose excelsior at top and bottom of the
h e Practically absolute assurance against hreakage (one egg saved

smedt
*pea<* crate will pay for the packing), puts the egg packing situation into a place where it is

to iLTtoem.eCOn°my
.P*?* may h? used repeated|

with ordinariiy careful handlin

"Se ExCelsior EM Case Cushion and a very distincTeconomy

. as they are made from

odori*baM woodexcetsior. even)fy distributed throughout the cushion, enclosed in the bert

manl,a
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the chances necessary. on other met|

aper-thus reducipg their cost to a minimuffi. You really can’t afford to take
tsh Hgv}s o{packing. Letus gllve you prljc)és and sampFe ?

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

Excelsior Wrapper Co. -
Excelsior Wrapper Co. - -
Excelsior Wrapper Co. -

- Grand Rapids, Mich.
. Sheboygan, Wis.
224 West Kinzie St., Chicago, 111

Our Facilities are such that Promptness is our slogan.

The Vinkemulder Company

Jobbers and Shippers of
Everything in

Fruits and Produce

Grand Rapids, Mich.
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Legal Proceedings Necessary.

George E. Cutler, of this city, re-
ceived three cars of storage packed
eggs from a Western shipper last week,
one of which was handled under con-
ditions that proved exasperating be-
cause of the manifest injustice of the
railroad procedure in handling the mat-
ter of breakage. This car had been
sold to arrive at 22j4c and upon casual
inspection of the samples brought to
store was passed by the buyer as ac-
ceptable; further examination of the
sample however, showed that there was
breakage in the eggs and the buyer
refused to accept the stock even though
Mr. Cutler offered to put it in perfect
condition. The line agent was called in
and was fully convinced that the cases
contained serious concealed breakage
but the line positively refused to per-
mit any inspection of the cases remain-
ing on dock except four cases on which
an allowance was made of four and
one-half dozen broken, one and one-half
dozen cracked six dozen stained and
one and one-half dozen short. Mr.
Cutler was obliged therefore to accept
the delivery of the whole car without
any chance of an amicable settlement of
the loss and had to repack 187 cases
out of the 300 first grade eggs in the
car, many of which were very seriously
broken and evidently through shock in
transit. Moreover the sale of the car
was cancelled and beside the loss in
breakage there was loss in the labor
of repacking and sale.

It is a manifest injustice that pay-
ment for such palpable damage and loss
should not be collectible except through
the cost of suits at law. It would seem
that the arbitrary rule governing such
cases should become null and void when
the Cummins law becomes effective, al-
though it may be that even the prohibi-
tion of any limitation of liability will
not compel carriers to pay their debts
without suit—New York Produce Re-
view.

Community Circles Recommended by
the Government

Washington, D. C, April 30—A co-
operative plan to reduce the enormous
waste now caused by the careless mar-
keting of eggs is outlined in Farmer’s
Bulletin 656, * The Community Egg Cir-
cle, 'which has just been published by
the U. S. DeJ)artment of Agriculture
It is estimated that under the present
haphazard methods of gathering and
marketing eggs, nearly 8 per cent, of the
country s output is a total loss. Since
the annual production of poultry and
eggs in the United States is valued at
more than $600,000,000—a sum equal to
the value of the hay or wheat crop—
the_iméjortance of reducing this loss is
obvious.

The individual farmer too often re-
§\r.ds his eggs as a mere bﬁfprodu_ct, to
which it is hardly worth his while to
devote himself seriously; in consequence
he is inclined both to neglect his poultry
and to gather his eggs whenever he hap-
pens to have a spare moment or two.
In consequence the output of his poultry
%/ard is not only small to_begin with

ut a large proportion of it has begun
to spoil before it reaches the hands of
the country merchants. They usually
buy the eggs on “case count,” paying the
same price for good, bad and indifferent.
The large markets, however, do not pay
the same price and reject many alto-
gether; in consequence the l[_Jrru_:e per egg
to the farmer is made sufficiently low
to provide a safe margin and_to cover
the loss on eggs of poor quality.

These conditions have been so firmly
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established by Ionq_ usage that the in-
dividual can do little to alter them
unaided. Community co-operation, how-
ever, can quickly raise the standard of
the eggs shipped from any one neigh-
borhood, and with the standard_the
price. The fancy trade is quite willing
to pa)é more for a guaranteed article
and the extra cost of producing the
guaranteed article is more in pains than
in cash.

The plan outlined in the bulletin al-
ready mentioned calls for the organiza-
tion "of a community egg circle, which
should include as soon as possible
enough members to warrant the em-
ployment of a manager. Each member
agrees to gather his eggs daily and in
hot weather twice a day, to keep them
in a cold tF})Iace, and to deliver none that
is more than seven days old. No eggs
are to be washed and the male bird is
to be kept away from the flock, except
during the mating season.

The manager of the circle inspects,
rades, and markets as a whole the de-
iveries the members make to him. Pay-
ment is made to the members in propor-
tion to the number of eggs to each
grade that they deliver and the pre-
vailing market prices, less their_propor-
tion of the necessary expenses. The bul-
letin also gives suggestions for con-
venient receipt forms which will enable
the members to check up their payments
with their deliveries.

Such a system will enable the circle
to make arrangements for the delivery
of regular supplies to the best and most
discriminating class of trade.

Plea for Ford and His Car.

Traverse City, April 27—l have
been a reader of your paper for about
twenty-five years. Sometimes | have
been a little”slow about paying for it,
but | have always paid up before it
was outlawed. 1 have always liked
the paper, but once in a while you
have put in some things that | did

not like. | have been thinking that |
would write r¥0u what | thought of an
article which was published in the

September 2 issue, where you say:

‘Certain Grand Rapids men who
have hitherto figured as theorists rath-
er than practical business men are
ur([:un_g Henry Ford to interest him-
self in. Grand Rapids industries. In
the opinion of the Tradesman such a
consummation would be a calamity.
Grand Rapids has always been known
as headquarters for the manufacture
of high grade goods. Mr. Ford’s rep-
utation Is based on his ability to sell
junk at a fancy price. If we wish
to change Grand Rapids from a city
of high ideas and good goods to
something cheap and shoddy, we can
do it in no easier way than by invit-
ing Mr. Ford to become a factor in
our comfnunity.”

Now, that kind of talk doesn’t sound
very well to me or to anyone else
who takes the paper home and looks
at it as a family TJoaper. It doesn’t
sound as comlrég rom a man who
should be looked up to_by the young-
er members of the family. In Tfact, it
sounds as if it was writfen by a man
in Germany, who spells his name with
a large K.

I don’t know that there is such a
man as Mr. Ford only as | see his
name in the papers once in a while,
and the car that you intimate is a
bunch of junk, I know from observa-
tion for the last three or four years
will give from three to four times
more service for the money than any
of the heavy or medium weight cars.

Of course, we will all have to ad-
mit_ that a heavy car will ride much
easier than a light one. | do not own
a car, nor do | expect to own one
until some of the people whom | see
Ft1;omg by in their automobiles who

ave owed me money from ten to
forty ){ears, will step”in and pay up.
Then 1 could have several—and then
some.

Another thing in favor of the light
machine is the wear and tear on the
roads. A few years ago we had one

of the prettiest and best roads in the
Mate al on% the bay between Bower’s
this c‘Yy.

.Harbor an i

Then the heavy auto came along
and cut it full of ruts, followed by
iiC keavy auto trucks which cut it
all to pieces, so to-day it would make
a ﬁerson seasick to go over it with
a horse and buggy.

What’s more, the little ford seems
to make good when called upon. |
have in mind a traveling man who
was making across country in a med-
ium weight machine and ran into a

iece of new made road just south of

turgis. He_stripped the gears on
the transmission of his car, which lett
him stuck on the level road, with

lenty of broken stone all around him.

hen”along came a bunch of junk in
the shape of a ford, with a good na-
tured driver, who _hitched onto his -
car and took him into town. ]

The result was the agent traded his
auto for a ford and iS now making
the bumps and trying to be happy. <

T. D. McManus.

Satisfy and Multiply
Floor Trade with
“Purity Patent” Flour

Grand Rapids Grain & Milling Co.
Grand Rapids. Mich.

POTATO BAGS

New and second-hand, also bean bags, flour
hags. etc. Quick shipments our pride.
ROY BAKER
Wm. Alden Smith Bldg. Grand Rapids, Mich.

Geo. L. Collins & Co.

Wholesale Live and Dressed Poultry,
Calves, Butter, Eggs and Country Produce.

W Woodbridge St. West
DETROIT, MICH.

Merchants’ National Service Co.
National City Bank Bldg., Chicago

SALES SPECIALISTS

Advertising Experts Store System Auditors
Business Adjusters Resident Buyers
Stocks Bought and Sold

Vhke Out Your Bills

THE EASIEST WAY

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

Barlow Bros., Grand Rapids, Mich.

W atson-Higgins Milling Co.
Merchant Millers

Grand Rapids Michigan

AS SURE AS THE
SUN RISES

Voigt's
CRESCENT
FLOUR

Makes Best Bread
and Pastry

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
tqood dairy selling”at full quota-
ions.  Common Pplenty and dull.

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

Refer you to the People's Bank
of Buffalo, all Commercial Agen-
ciesand to hundreds of shippers
everywhere.

Michigan Beans and Potatoes

If you are in the market ask for prices.

Bell Phone 14

Farmers Elevator & Produce Co.

Bad Axe, Mich

Yo TANGLEFOOT *

The Non-Poisonous Fly Destroyer

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

delivery

wagons

$47.00, $48.00, $50.00, $55.00, $60.00, $70.00,
$75.00, $85.00, $90 00

Our line of delivery wagons are built extra strong and give good satisfaction

SHERWOOD HALL CO., LTD.

30-32 lonia Avenue

Grand Rapids, Mich.
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Striking Method of Illustrating a
Show Card.
Written for the Tradesman.

Something in the way of an illus-
tration often is needed on a show
card. Pictorial effects are produced
in various ways. The use of cut-outs
and pictures entire, culled from illus-
trated periodicals or from any other
available sources was explained in a
former article. The making of sim-
ple sketches of suitable character,
either with pen or pencil or more
likely with the brush, will doubtless
be resorted to by every one who has
a little gift in the way of drawing
and painting. There is still another
way of supplementing the printed
message by something that appeals
more strongly to the eye than words.
By this last method we place on the
show card the article itself (what-
ever it is that is being advertised.)
This is "going one better” than any
sort of a picture. It appeals to the
intense popular liking for realism, and
when well carried out is bound to
make a taking and effective card.

While the use of the article itself
on show cards is naturally limited to
such items as are not of great size
or weight and are otherwise suited
to this form of display, a large num-
ber will be found to which this meth-
od of advertising is admirably adapt-
ed. A hand bag, purse, bottle of
perfume, baby’s bonnet, box of fancy
stationery, box of chocolates, a pretty
handkerchief, a bathing cap, a man’s
hat, a shirt, a necktie—any one of
these items may be made the fea-
ture of a striking and attractive card.
A large number of other articles will
suggest themselves. A cleverly ar-
ranged card advertising a certain pop-
ular kind of low priced watch, had
fastened to it the lower front por-
tion of a boy’s vest, in the watch
pocket of which was the watch, a
showy fob being of course attached.

Just the manner of treatment will
vary with the nature of the article
and the taste and ingenuity of the
card writer. Sometimes, as in the
case of a bottle of perfume or a box
of chocolates, a space of proper size
is cut out of the card and the article
set in. Some articles like the baby
socks seen in the illustration, may be
fastened to the card by a few stitches,
others by means of thumb tacks or
push pins.

When it is desired to use a light-
colored article on a white or light
card, then putting in a background,
either with the air brush or with brush
and water colors, will aid in bringing
the item out distinctly and giving a
“lifelike” appearance. On tinted card-
board a little air brush shading with
darker color of proper tone will im-
part a smart effect. However, back-
grounds and shading, while they help

the appearance of the work, are not
absolutely necessary if care is taken
always to use a card that furnishes
a proper color contrast to the article.

It will be understood that when
this method of illustration is made
use of, the card, which should be at
least fairly good sized, should be de-
voted exclusively to the one article,
and this should be something which it
is desirable to bring into consider-
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the proper tint, which is a true straw
color. A yellow leaning toward mus-
tard or orange is not so good heré.
The heads should be touched up with
white, and a little shadow beneath
each will add to the good effect. It
will be found that painting these
leaves and heads is very easily done
by the veriest amateur. A stunt of
this kind is far simpler than good let-
tering.
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able prominence. It is a method
which is excellent when employed
fittingly, but which, like any other
novelty, would lose its force and ef-
fectiveness if used' unsuitably or to
excess.

A Design for a Straw Hat Card.

The illustration needs but little
explanation. It is good worked out with
the following color scheme: A green
card, the word “Straws” in a light
yellow, or more strictly straw color,
the remainder of the lettering in
white. A black shading will be good
with both the straw-colored lettering
and the white. The leaves, stems and
heads should all be done in the same
shade as ’Straws.” Take care to get
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Just how to use the idea will read-
ily be grasped from the black and
white illustration, although the full
attractiveness of this design can be
brought out only in colors.

Should some hat manufacturer
come along and say that the kind of
straw pictured is not such as is used
in hats; or some critically realistic
botanist assert that the exact coun-
terpart of the plant here represented
is not to be found in the whole wide
realm of Nature, it may be necessary
to explain that a certain latitude must
always be allowed to art.

To Draw an Oval or Ellipse.

Every one knows how to draw a
circle of any desired size, either by

the use of compasses or with string
and pencil. How to draw a perfect
oval is not so generally understood.
The word oval, strictly speaking,
means shaped like an egg; that is
larger at one end than the other; but
here we use it in the popular sense
of a perfectly symmetrical elliptical
figure.

Determine first on the proportions,
the long diameter and the short diam-
eter, or the major and the minor axes
as they are called in mathematics.
The proportions used in the diagrams
are seven and four. To make an oval
like this (only larger of course), first
draw a horizontal line A. B., seven
inches long. Intersect this in the
middle by a line four inches long,
drawn exactly at right angles to A
B. and half above and half below.
Take half of the long diameter—in
this case three and a half inches—and
find the point on the line E. B. that
is just this distance from D. This
may be done by compasses, string
and pencil, or by careful measurement
with a ruler. We indicate it as F. In
the same way find the like point,
which we call G, on the line A E. In-
sert a tack firmly at each of the three
points D, F and G. Pass a string
around the three tacks and tie a knot
in it, so that the tied portion or loop
as we will call the tied portion, forms
an accurate measure of the distance
G. F. D. Take out the tack at D,
leaving those at F and G, and leaving
the string, which is now somewhat
loose on them, around those tacks.
Insert pencil, draw the loop out, and
with pencil upright trace all around,
the loop being held to the required
curve at every point by the tacks at
Gand F. -

Any desired proportions may be
taken, according to the fancy of the

.card writer or the place where the

oval is to be used. When there is
little difference between the two di-
ameters, the oval will approach a cir-
cle; when there is a great difference,
the oval will be long and narrow.
The work should be carefully done
and a string used that has practically
no stretch in it. A fine wire might
be better if great exactness is desir-
ed, but a firm twine will answer for
ordinary purposes. As will readily be
seen, the principle of construction is
infallible; so, if variation from per-
fect symmetry is noticed, it is due
to a stretchy string or to some fault
in manipulation.

When an oval is wanted on a show
card, tack holes and pencil marks
would generally be a blemish to the
work. For this reason it usually is
better to construct the oval first on
some old card or on a piece of stiff
paper. Then cut it out, lay it on the
good card and trace around with
charcoal, chalk or pencil. This out-
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line may then be followed with a
brush to make a line or band of any
desired width around the oval. The
air brush may be used effectively in
connection with ovals and circles,
either by leaving the figure covered

raWsS

and shading around it, or by cover-
ing the outside space and shading the
oval or circle. Also, the figure may
be cut from cardboard and mounted
on another card of contrasting color.
Ella M. Rogers.

tradesman
CONSIDERATIONS OF PEACE.

*Some Vital Points Involved in Final
Settlement.

The world is longing for peace.
The terrible struggle in Europe is
bringing some of the combatants near
to the point of exhaustion. All of
them are groaning under the fearful
burden of war pressure and loss. Is
the day of peace near at hand, or
must the awful carnage continue,
the rivers of blood still run, until
hope is gone and a Europe of de-
struction be the result of man’s ambi-
tions, the dream of imperialism wak-
en to a reality of chaos? We be-
lieve the struggle is nearing an end:
Therefore, considerations of peace are
in order.

The interdependence of all nations is
a principleithat every statesman rec-
ognizes. If one nation—Germany,
for instance—feels itself unjustly op-
pressed by the other nations, that
feeling will surely work itself out in
some manner disastrous to the other
nations. It may take some years for
this result to become plain, just as
it has taken forty years for France
to seize her opportunity of revenge
upon Germany for the loss of Alsace
and Lorraine. But, granted that the
spirit of revenge is deep-seated and
has a basis in reason, that revenge
will surely bear bitter fruit.

Therefore, it would seem the part
of sanity and reason to eliminate all
spirit of retaliation when considera-
tions of peace are in order. Certain-
ly, such a time has not yet arrived,
and will not arrive until Germany
sues for peace. Every absolutely im-
partial man who views the situation
from the standpoint of human broth-
erhood fully realizes that German
imperialism and militarism must be
crushed and broken for the lasting
good of the German people and in
order to ensure the safety of other
nations. Without her army and
navy as a menace to Europe there
would be no danger of. German ambi-
tions. It is perfectly right for her to
maintain her commercial supremacy
if she can. There should be no hin-
drance of any nation in winning a place
in sun, moon, or stars by virtue of
industry, skill and perseverance in
art, literature or manufacture. It is
only when physical force is brought
to bear and the infamous theory that
might is right put into practice that
objection can be taken. This is just
what Germany has undertaken to do
with her army and navy. Therefore
her army and navy must be reduced
and they must be controlled by the
victors in the war, for a time at least,
until she proves herself wise enough
and considerate enough of others’
rights to have full control of them
restored to her.

It should be remembered that the
present German Empire is but young;
her growth has been phenomenal; her
tremendous increase in army and
navy has been one of the wonders of
the present age; her commercial ex-
pansion has been equally marvelous.
All this has been a little too much
for her equilibrium, and quite natural-
ly she has developed an undue sense
of her own importance. We have

seen many a young man successful in
intellectual attainments or in business
matters show the same weakness for
a time; prosperity has temporarily
dimmed his vision. But the wiser
counsels of his friends have prevail-
ed, and in future years he has devel-
oped into a very useful and worthy
citizen.

Should Germany pay a heavy
money indemnity to Russia, France
and England? Decidedly no. Bel-
gium should be reimbursed, so far as
money can make good her terrible
loss, for Belgium is crushed and,
without help, it is doubtful if she can
_rise again. All the money for her
rehabilitation should come from Ger-
man alone, because Germany is solely
to blame for the wanton destruction
of Belgium homes and the murder
of Belgian people. But when this
war is over Germany will be reduced
to such a condition of prostration
that adequate indemnity to Russia,
France and England would be im-
possible for many years. Further-
more, such an added burden would
dishearten her people and inspire
feelings of hatred and desires for re-
venge that would be like a slumber-
ing volcano, sure to break out later
and entail further disaster.

The fact that Germany imposed a
heavy indemnity on France, in addi?
tion to depriving her of Alsace and
Lorraine, is no reason for the con-
tinuance of such a custom, which
would not have been resorted to by
any truly civilized nation. The mon-
ey indemnity wrung from France in
1871 has cost Germany a hundred
times as much as she received, be-
cause the feeling of resentment which
it inspired in the hearts of every
Frenchman made it necessary for
Germany to erect, equip and main-
tain expensive fortifications along
the French frontier and create and
maintain a gigantic army to serve as
a menace to France. But for this
wrong act on the part of Germany
the present war would never have
occurred. The nations of the world
are slowly learning that the teach-
ings of the Galilean are sound. One
of these teachings applicable to the
policy of England, France and Rus-
sia toward Germany in the event of
Rer defeat is found in Matthew 5:43-
48. Frank Stowell.

The Logic of It.

The Yale freshman year was prov-
ing very expensive to father, so father
decided to have a “heart-to-heart”
talk with Johnny, home for the week
end.

“Now, son,” said he gravely, but af-
fectionately, “your mother and | are
spending just as little as we possibly
can. | get up in the morning at half-
past six and | work until after five.
But, son, the money just won’t go
round at the rate that your expenses
are running. Now, | ask you, as one
man to another, what do you think we
had better do?”

For a moment Johnny’s head was
buried in thought—and then he re-
plied:

“Well, father, | dont see any way
out but for you to work nights.”
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Hardware Association.

Michigan Retail
Strong, Battle

Coresident—Frank E.
inélllce-Presment—Fred F. Ireland. Beld-

Scott, Marine

NSecretary—Arthur J.
Treasurer—W illiam Moore, Detroit.

May Hints for the Hardware Dealer.
W ritten for the Tradesman.

With the arrival of May, the hard-
ware dealer’s preparations for han-
dling spring business should be com-
plete in every detail, and spring busi-
ness itself should be well under way.
The advantage of thorough prepara-
tion beforehand will now be proven
by actual results. The merchant who,
the first week in May, has in his
mind’s eye a clear vision of his pro-
gramme right through the month and
on into June, will find it far easier to
handle the regular business of the
store, or even those perplexing prob-
lems which spring up quite unexpect-
edly in the best regulated businesses.

Right now_the merchant has an ex-
cellent opportunity to appeal to fem-
inine trade. In the old days the hard-
ware store was purely a man’s store—
and looked it; but the hardware deal-
er of to-day caters to the housewives
and has much in his stock that should
prove attractive to them.  Of the
goods that are now in season, a large
proportion have an especial appeal
to women folks; and their appeal
should be used to draw women folks
to the store.

Thus, house cleaning lines are still
timely. It is easy to put together a
house cleaning display. Almost any
sort of house cleaning display right
now will pull some business.

But why not give your house clean-
ing display an especial attractiveness
by playing up what it means to the
housewife—the woman?

Make the dominant note of your
display the fact that you handle labor
saving devices. Tell the housewife,
through your window talks,' that you
can cut her labor in half and produce
better results. “We save you drudg-
ery” is the line of talk to use. And
emphasize, in your advertising and
elsewhere, the fact that modern labor
saving appliances will cut the drudg-
ery of house cleaning in half.

It is worth while to show in your
window an array, say, of dustless
mops, or vacuum sweepers. It is even
more worth while to use show cards
to call attention to them. But it is
best to sit right down and visualize
for yourself what labor saving de-
vices mean to the hard working
housewife — less drudgery, better
health, better looks, more time for
pleasure and recreation, more happi-
ness all around.

Then make that vision the keynote

Michigan

of your appeal. A woman is not half
as much interested in the article you
are selling as she is in what it will
do for her. Results count more than
anything else in this world. Remem-
bering that, play up the results your
goods will help her to secure
—play them up in your advertis-
es» your window display, your cir-
c#_lar letters, your personal salesman-
ship.

You may even find it good business
to step a little beyond your ordinary
selling methods and make a particu-
lar appeal to the busy housewives
along this line. Good results have
been secured from the use of-circu-
lar letters, sent to a carefully selected
list of regular and occasional custom-
ers and prospects; circular letters tell-
ing just what your store can do to
make housework less a drudgery and
more a joy. With these circular let-
ters, imitation typewritten and per-
sonally signed, you can enclose with-
out extra postage a little booklet or
circular regarding, say, a vacuum
sweeper, a dustless mop, aluminum
ware, or any one of a score of new
things—including electrical devices.

Back of this, you can make a strong
appeal to women by keeping a bright,
clean store. Most hardware stores
nowadays answer this description.
Then, too, the small wares counter
will appeal strongly to women. You
can add immensely to the atractive-
ness of your store if you have the
space by providing a rest room or a
cool cosy corner” with a few chairs
and benches, and plenty of ice water
and drinking cups.  (Incidentally,
have the collapsible individual drink-
ing cups prominently displayed on a
convenient counter.)  Later in the
summer, if you haven’t enough floor
space inside, you can clean up a cor-
ner of your back yard, put in a few
flowers, put up an awning, and pro-
vide benches. Merchants have done
that—particularly merchants  who
want to cater to country trade—and
they have found it good business.

If you have space for a rest room
—if you are convinced such an inno-
vation is worth a trial—now is the
time to get it under way. When it
is ready, advertise it, particularly with
your country customers.

T"ie hardware lines which it is sea-
sonable to push in May are numer-
ous. The paint campaign should now
be in full swing and will continue ac-
tive until well into the summer. The
average hardware dealer will have
made his plans weeks ago; in their
execution he should bear always in
mind the vital importance of keeping
persistently after each individual
prospect. If Jones has looked at
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color cards and talked indefinitely of
paint, has promised to <think it over
and has failed to come back—go after
him. Go after him personally. Have
a look at his house and recommend
color combinations suitable to the
surroundings. Give him a volunteer
estimate on the amount of paint need-
ed; get in touch with reputable mas-
ter painters if you favor that plan
and give him a figure on the whole
job. A Kalamazoo hardware and
paint firm does a lot of business just
that way, figuring on the entire job
and turning the work over to paint-
ers on whom it can rely. The re-
sult is uniformly good work and a
high reputation for the brand of paint
handled.

A spring gardening display in early
May will still be in order; although
much of the planting is done by this
time, there is still a great deal of
cultivating to do, and the need of ade-
quate tools should be strongly im-
pressed on amateur gardeners. The
sporting goods department is also
booming, and the hardware merchant
will find it timely to cater to the de-
votees of the various open air games.

Toward the close of the month,
the hardware dealer will naturally be
looking forward to his June wedding
present campaign. Wedding pres-
ents, kitchen showers and household
equipment generally will be salable
in June; and—as always, anticipating
rather, than waiting for the demand—
the merchant will probably find it ad-
visable to make his first display along
these lines before the month of May
is out.

Hot weather, too, means a ready
sale for refrigerators, fly screens, ice
cream freezers, oil stoves, fireless
cookers, electric cooking and house-
hold devices, and similar hot weather
lines. The wide-awake hardware
dealer will reach out for this busi-
ness early, knowing that the average
customer takes time to decide on his
purchases and needs quite a bit of
preliminary “educating” through win-
dow displays, newspaper advertising
and otherwise, before he can be
brought to the buying point.

William Edward Park.

We think rather too much about
the trade of the rich man and his fam-
ily. Most of .the money spent in
your store and mine is that of the
comparatively poor.

An Apt lllustration.

A Swede was being examined in a
case in.a Minnesota town where the
defendant was accused of breaking a
plate-glass window with a large stone.
He was pressed to tell how big the
stone was, but could not explain.

“What it as big as my fist?” asked
the nervous judge, who had taken
over the examination from the law-
yers in the hope of getting some re-
sults.

It ban bigger,” the Swede replied.
“Was it as big as my two fists?”
“It ban bigger.”

“Was it as big as my head?”

It ban about as long, but not so
thick! replied the Swede amid the ¢
laughter of the court.

Too Much Trouble.

George W. Coleman, head of the
Ford Hall Forum, told the following
story at a recent dinner of the Pil-
grim Publicity Association:

“A farmer had twenty employes on
his farm, and as none of them was
as energetic as the farmer thought
he should be, he hit upon a plan which
he believed would cure them of their
lazy habits.

Men, he said one morning, ‘I
have a nice easy job for the laziest man
on the farm. Will the laziest man
step forward?’ Instantly nineteen
of the men stepped forward.

““Why don’t you step to the front
with the rest?” enquired the farmer
of the remaining one.

“'Eoo much trouble,” came the re-

ply.
REYNOLDS SHINGLES
Guaranteed for 10
years
H. M. Reynolds
ESTABLISHED 1868",

Asphalt Shingle Co.

Grand Rapids, Mich.

The Ventilation of School Rooms
Is a State Law Requirement

Fo_rayears the heating and ventilation as

applied to school houses has been one of our

special features.

nWj to get in touch with School

matter W* may send them descriptive
A, record of o%er_ 300 rooms ought to be

evidence of our ability.

, Steam an Y_\Iater Heating with everything

in a material line. o *
Correspondence solicited.

THE WEATHERLY CO.
218 Pearl Street Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

«at

157-159 Monroe Ave.

151 to 161 Louis N. W.

Grand Rapics, Mich
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Some Reasons Why It Pays For

Itself.
Written for the Tradesman.

The question: “What is there in it
for me?” has proven in many an in-
stance the reef on which a local mer-
cantile organization has gone to
wreck. The merchant who holds off
from joining the local association does
so on the plea that while it undoubt-
edly has its social value, he is too
busy to spare the time; and, beyond
that, “What is there in it for me?
What do | get financially in return
for the $2 or $ or $10 membership
fee?”

If there were no financial returns
whatever, the local association would
be well worth while. But there are
indisputable financial advantages. The
association can be made and often is
made to pay substantial dividends, if
not in money actually earned, at least
in money saved that might be lost
and in money found that actually
had been lost.

Most merchants are familiar with
what is colloquially known as “charit-
able graft.” Every sporting organiza-
tion has canvassers who go up and
down Main street, selling tickets to
ball games and cricket and football
matches. The merchant can’t possible
attend, isn’t expected to attend, but
he is expected to buy a couple of
tickets—representing 50 cents or $1
outlay. Every one of a multitude of
church organizations, mission circles,
hospital aids and the like, makes its
periodic calls on the retailer. He may
not be a member of that particular
church, but his money is just as good
as the member’s money. Every rural
school district solicits prizes for its
picnics or insists on selling “adver-
tising space” in a concert programme
with a possible circulation of fifty
copies. These calls are not invita-
tions to help a worthy cause, but pos-
itive demands, backed by tacit threats,
that if not acceded to, the callers will
“use their influence” to the merchant’s
detriment.

You’re on Main street, and easy for
the canvasser to reach. You can’t
get away. So you pay, pay, pay—and
the total runs up a huge sum. It isn’t
charity in most instances; rather, it
is positive blackmail.

In one town | know of the mer-
chants formed an association. The
first resolution they passed was, that
no member would purchase tickets,
sign subscription lists or otherwise
contribute to religious or charitable
causes or to sporting or other organ-
izations of any kind at his place of
business or during business hours. If
the individual wanted to volunteer his
support anonymously, well and good
—if the ticket seller or other solici-
tor wanted to call at his home before
or after business hours, well and
good. But, during business hours,
business as usual, and nothing but
business.

That resolution, backed by an asso-
ciation which represented 90 per cent,
of the merchants, killed the charitable
graft in its infancy. To go up and
down main street soliciting is easy;
to search through every part of the
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city, making one call in two or three
blocks, is tedious. The resolution put
charity where it ought to be put, on
a purely voluntary basis. The asso-
ciation’s signed membership repre-
sented approximately 85 per cent, of
the town merchants, but the resolu-
tion was carried out to the letter by
fully 99 per cent. There was not a
member who did not save his annual
fee many times over in this one item
alone.

A local association provides, also, a
means of united action for the supres-
sion of illegitimate advertising. One
association under this head classified
school concert programmes,- theater
programmes, hotel blotters and a good
many similar media which, in the ex-
perience of that particular town, had
been found unprofitable. Further-
more, the association can investigate
new advertising schemes. In many
places the agent for an ingenious
“scheme,” when he starts to canvass,
is referred to the advertising commit-
tee of the association. He has to
show his credentials, prove the stand-
ing of the firm he represents, show a
bunch of hard-headed business men
that his plan is likely to prove a busi-
ness-getter—and then he can go ahead.
A safeguard of this sort will save the
retailer, who hasnt time to investi-
gate, a lot of needless regrets.

Credits and collections can also be
handjed to advantage by the local as-
sociation.

Credit supervision comes first. In
fact, with an adequate system of credit
supervision, bad debts and the conse-
quent necessity of collection can be
reduced to a minimum. The local
merchants pool their information. The
data thus secured is kept in the pos-
session of the association secretary,
and revised from time to time as new
information is available. The mem-
ber who wishes a definite report on
any individual has merely to telephone
the secretary, who looks the man up
in his card index and can say definite-
ly whether he is good, and for how
much.

An added phase of credit supervis-
ion is the fixing of a definite limit
to credits, and the arranging of terms
of settlements. The great trouble
with most credit business is, not that
it is done at all, but that it is handled
unsystematically. There is no clear-
cut understanding between merchant
and customer as to how long an ac-
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count is to be carried, how often set-
tlements are to be made, or what is
the limit which an account may run.
An association representing 85 or 90
per cent, of the merchants of any town
can fix the terms of credit, just as
the wholesale houses do. Not mere-
ly the merchants, but the customers
will benefit in the long run through
the inculcation of more systematic
business methods.

Another phase of the financial work
of the association is the collection of
overdue accounts. This may be un-
dertaken in various ways. Some as-
sociations—particularly those affiliat-
ed with state or National associations
—have a definite system of collection
letters, one following another, and
each a little stronger. These are
drafted by experts who know the busi-
ness of saying all that is necessary
without saying too much.

The association represents, to the
delinquent customer, a powerful force.
So long as he can dodge from one
merchant to another he has a pretty
wide field in which to operate. When,
however, he is confronted with a de-
mand for payment, not from his in-
dividual creditor, but from an organ-
ization representing every merchant
in town, he sits up and takes notice.
The collection letter from the Mer-
chants” Association receives a degree
of attention which the debtor rarely
gives to the merchant’s dunner, or
even to the lawyer’s letter.

Here and there the scheme has been
tried of appointing an official collec:
tor for the association. Slow pay ac-
counts are turned in to the secretary
who lists them, and hands them over
to the collector who goes after them
personally. Often the collector is
placed on salary, the salary being cov-
ered by a membership fee in the col-
lection department, which is distinct
from the association membership, al-
though no merchant can be a mem-
ber of the collection service without
first joining the association. In some
instances the fee is fixed at $10 a year;
in a small place with a membership
of 120 this would give a collec-
tor sufficient to justify him in devot-
ing the larger part of his time to the
work. Or, a sliding scale of fees may
be adopted, based on the size of the
business. The money collected is ap-
portioned among the creditors at reg-
ular intervals.

Experience shows that this system

is fairly effective; in some instances
outlawed accounts have actually been.
realized upon. It is not as good as
an effective system of credit rating,
for the simple reason that no cure is
quite so good as prevention. But
the money thus collected is money
found. The great trouble is that mer-
chants expect too much; far from
rejoicing that 10 or 15 per cent, of
the face value of their worthless ac-
counts have been collected, they com-
plain because the collector fails to se-
cure the entire amount. Neverthe-
less, the scheme has its good points
although as a rule merchants consider
the outlay out of all proportion to
the returns.

Along the lines indicated, any local
association can do a lot for the mer-
chant in a purely financial way.

William Edward Park.

Business Feelers.

What might be termed business
antennae or feelers are the lines of
bright red radiating from a Los An-
geles store window. They are paint-
ed on the sidewalk in front of the
store and extend to the edge of the
curb. Each of these lines of red
leads to a paper of the same shade
inside the glass, apparently forming
a continuation of it.  Each paper
strip in turn leads to some object
marked at a bargain price. The nov-
elty of the plan seems likely to at-
tract many passers-by who are
prompted by curiosity to see what is
at the end of each line.

It is so much easier to tell what
ought to be done than it is to do it

CHICAGO
BOATS

Graham & Morton
Line

Every Night

EtM ERteM ISTRIBBTOB.S Fop

IMRE

THE FIRST AND FOREMOST
BUILDERS OF COMPUTING SCALES

GENERAL SALES OFFICE
326 W. MADISON ST. CHICAGO

ALWAYS OPEN TERRITORY TO FIRST CLASS SALESMEN
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He Can Regain His Hold on Local
Trade.

The first mail order house in this
country was established in Chicago
in 1872 by A. Montgomery Ward,
then a young man who had worked
for some years as a salesman in Chi-
cago retail stores and had traveled
a little for a wholesale house.

During the latter part of the 60’s
and early 70s there grew up a strong
organization among American farm-
ers known as the Patrons of Hus-
bandry. The locals of this organiza-
tion were called granges. Montgom-
ery Ward caught the idea of offering
to act as an agent for a number of
these country granges  scattered
through the Middle West and to buy
for them in the Chicago market.
Gradually he worked up a good sized
business of this kind, but the buying
features of the granges did not prove
generally satisfactory to the farmers,
and Montgomery Ward shifted his
business as buying agent for granges
to that of individuals. In course of
time he began to carry a stock of his
own from which orders were filled,
and so arose the first consumers’ mail
order house.

In 1882 Montgomery Ward incor-
porated his business in Illinois. In
1913 the concern was reincorporated
in New York. There is said to be
over 1,200 mail order concerns in the
United States now.

Chief of the present day mail order
houses is Sears, Roebuck & Co. R.
S. Sears, the founder of this concern
began as a station agent in the latter
80’s and early 90c up in a Minnesota
town. One day a watch was received
at his office to be delivered c. o. d.
The customer could not be found and
Sears notified the shippers.  The
watch concern wrote back asking him
to sell the watch to someone else. He
did so at a profit of $2. Then the
watch company suggested that he sell
more watches for them in the same
way, which he did, and very success-
fully. He found the watch business
so satisfactory that he gave up his
job as station agent in 1892 and went
to Minneapolis and started a mail or-
der watch and jewelry concern. In
1895 this concern was moved to Chi-

cago.
Sears continued in the business
down to 1906. In that year he drop-

ped out and Julius Rosenwald, a for-
mer employe, became President, but
the name of Sears was retained. Since
1906 the business has grown by leaps
and bounds. In 1913 the total sales
exceeded $95,000,000 and in 1914 they
exceeded $100,000,000. Sears, Roebuck
& Co. is now the largest retail con-
cern in the world, measured by its
sales.

Montgomery Ward’s sales now
amount to nearly $50,000,000. An-
other concern in New York, the Na-
tional Cloak & Suit Company, has
sales that probably reach $15,000,000.
Several other concerns have sales ex-
ceeding $1,000,000. The total mail or-
der business in the country exclusive
of mail order sales by regular stores
is estimated at from $250,000,000 to
$500,000,000, about 4 per cent, of the
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total business transacted through all
classes of retail stores. But in coun-
try districts, it seems safe to say that
mail order business averages 8 to 10
per cent, of the total.

It is commonly asserted that the
big mail order houses succeed over
the regular local, small town dealers
for three reasons.

1 It is taken for granted that the
expense of retailing through the mail
order method is less than over the
counter in regular stores.

2. The advertising and salesman-
ship of the mail order houses are in
many cases much more efficient than
in regular small town stores.

3. The great mail order houses
have very much stronger buying pow-
er than most small town retailers. Be-
cause it underbuys, it is urged, it can
undersell the regular dealers.

Let us examine each of these points.
First, what is the cost of doing busi-
ness in the mail order houses, and
how does it compare with the costs of
doing business through the regular
channels of trade? Is the mail order

WHY
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we have considered no net profits at
all, just expense. In the case of
Sears, Roebuck & Co., the net profits
amounted to 10 per cent, of their sales
during 1914.

If no other consideration but ex-
pense is allowed to enter our com-
parison, it may be shown that the
mail order method of distribution is
not an economical one, for the bulk
of goods handled by mail order
houses can be, and is, handled through
the regular channels of distribution;
the jobbers and retailers, on a mar-
gin of 30 per cent, of what the con-
sumer pays. In expense distribution,
the mail order house has no superior
advantage over the regular retailer.

Second, it may be admitted that
the large mail order houses are using
superior methods of advertising and
salesmanship. Their advertising is
scientific because it does just what is
wanted of it. The correspondence de-
partments are in charge of wonder-
fully efficient letter writers. The
wonder is that they do not get more
business than they do.

Michigan People should use
Michigan Flour made from

Michigan Wheat

1 It excels all other flours in flavor.
2 It excels all other flours in color (whiteness.)
3 It excels all other flours for bread making.

4—
5
6—

It excels all other flours for pastry making.
It requires less shortening and sweetening than any other flour.
It fills every household requirement.

~ 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.

method of distribution really an
economy over the regular method?
Let us see.

In testimony given before the Par-
cel Post Sub-Committee of the Post-
offices and Post Roads in the House
of Representatives, Wm. C. Thorne,
Vice-President of Montgomery Ward
& Company, stated that the costs of
doing business in mail order concerns
range from 16 to 25 per cent, of sales.

In figures collected by the writer
from seven of the largest concerns,
the range was found to be from 16
to 26 per cent, or an average of 21
per cent, of the sales.

If one takes 21 per cent, as the av-
erage or normal cost of doing busi-
ness by the mail order method, one
must add other items of expense; the
expense of sending the letter and
money order, the interest on the
money during the wait for the goods
and the transportation charges.

It jis reported that the average or-
der received by Sears, Roebuck & Co.
during 1914 was $6. It may be safe
to estimate that this average trans-
portation and other expenses indicat-
ed above amount to about 60 cents,
or at least 10 per cent, of the order.
Adding this to the mail order house
cost of doing business, an average
of 21 per cent, raises the cost to 31
per cent, of sales. In these figures

Most small town retail stores and
their salespeople are far behind in ex-
pressing the idea of service. Insofar
as this defect is due to ignorance or
laziness, the trade deserves to be lost,
for the time has come when every
retailer and retail salesperson should
be trained for his work. We must
learn how to make our stores and our
service fit the public and must get
over the idea that the public will in
some way fit itself to our stores.
There is only one remedy for this
sort of competition in which the mad
order houses exce’s, and that is to
beat them. The natural advantages
are on the side of the regular retail-
er.

Third, the buying power of the mail
order houses is undoubted. They do
get prices in many lines of merchan-
dise that permit them to undersell
regular dealers even after loading on
their expense and a generous profit.
The only remedy seems to be for the
retailers to get together and demand,
through buying associations or other-
wise, prices as good as those given
the mail order houses.

In lesser ways the retailer can re-
fuse to handle the goods upon which
he is unable to meet the competition
of the mail order houses. He can
push price-protected goods. He can
help to get price maintenance legaliz-

ed and recognized in the courts. Per-
haps he can eventually get legal ac-
tion against unfair price discrimina-
tions in the same way that small ship-
pers obtained relief from the railroads
through the enactment of the Inter-
state  Commerce act. The buying
power of the mail order house is the
one point at which the small retailer
is unable to compete' successfully
working by hipself.

Finally, 1 am inclined to think the
mail order house business will not
continue to grow in the future as
it has in the past.

The social conditions of this coun-
try have helped the mail order houses
considerably. Mail order trade is
largely country trade. The country
dweller in this country has been will-
ing to give his trade to mail order
houses because he has had little or
no interest in his nearest town. The
American farmer lives as no other
farmer in the older civilized coun-
tries. In this country he lives out in
the country on his farm all by him-
self. His lonely life makes an inde-
pendent individualist out of him. The
farmer in European countries lives in
villages and he goes out on the land
only to work, not to live.

The German, French or Austrian
farmer lives in his village, perhaps
next door to the shopkeeper, the me-
chanic or the burgomaster. His in-
terests are village interests. He gets
together with the retailers on mat-
ters of religion, education, politics
and health, and he also gets into in-
timate contact with the retailers on
matters of trade. You can’t do a mail
order business that amounts to any-
thing with farmers who live that way.

In America it is different. Here
the farmers have had no interest in
the city schools, churches or politics;
and it is not surprising that a mail
order catalogue should exert just as
big a trade pull as the village mer-
chant. Having no interest in the vil-
lage, it has been easy for him to con-
clude to send to the mail order house.
It has been as easy and in some cases
easier to f5rm trading relations with
the distant house.

Now, this condition seems to be
passing away. The second and third
generation of farmers want to enjoy
more social fife than the pioneers en-
joyed. They are coming into town
for social purposes, for schooling, and
other reasons, and a better feeling be-
tween town and country is the result.
Under equal conditions, the farmer is
not likely to send his money away to
distant merchants if he realizes that
he has interests in his home town.

Do not fear the mail order house
competition unless you are inefficient.
Get your salespeople educated, and
look to your buying. To survive, you
must meet mail order competition un-
der equal conditions. Finally, get the
country people interested in your
town, your schools, your churches
your literary societies and your civic
problems. When they get together
with you on these things they won’t
desert you when it comes to trade.

Paul H. Neystrom.

But you are not expected to love
your neighbor as he loves himself.



May 5, 1916

MICHIGAN TRADESMAN

Let Your
Husband Know

That it is just as important for you to have good materials for baking as
it is for him to have good materials for his work.

Results count in household work as in business and best results
come from the use of best materials.

Your greatest efficiency comes from the combination of your effort
and skill with material best adapted to your use.

LY WHIT

TheFlour the Best Cooks Use”

Is made with special regard to the needs of women who do home baking,
whether it be bread, cake, pastry or any of the various other things
which require flour for a foundation.

It has a record of thirty years’ continuous, satisfactory service
which should inspire confidence in the uniformity of its quality.

There is a great advantage in selecting a brand of flour and using
it steadily because then you become familiar with the best method of
handling it.

Many families are proud to state that they have used Lily White
thirty years. We are naturally proud to think Lily White is worthy
of their loyalty.

Valley City Milling Co.

Grand Rapids, Mich.

This Is a reproduction of one of the advertisements appearing In the dally papers, all of which help the retailer to sell Lily White Flour.
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Earning or Economizing—Which is
Better?
Written for the Tradesman.

Whether to stay at home and econ-
omize or “to get out and hustle”™—
this is a problem that confronts a very
large class. It may be called the pe-
culiar problem of that great number
of married women whose husbands
earn enough to support the family in
a way, but are not able to provide a
really satisfactory and adequate in-
come. In our typical case we will
suppose the woman is not only a wife
but a mother as well, the children
being not babies in arms, but still
young enough to require oversight
and training. Shall a wife so situat-
ed stay at home and by rigorous econ-
omy stretch out the meager income
to its utmost capacity in procuring
food, clothing and meeting other un-
avoidable expenses, or shall she put
her shoulder to the wheel in a more

direct manner, and supplement her
husband’s earning’s by her own?
The incentives which spur her to

the latter course are strong and com-
pelling. In the first place she has so
many wants. A few pieces of new
furniture would make the home so
much more inviting and comfortable.
The rugs are becoming badly worn,
in fact she hardly sees how she can
get along without a new one for the
living room. The kitchen needs paint-
ing, while two or three of the other
rooms require repapering or tinting.
Many pieces of her china and glass-
ware have been chipped or broken
outright. How can she ever manage
to replace them, when every cent in
her husband’s pay envelope has to be
used for the necessities of life. Her
clothes, even her best ones, are be-
coming worn and shabby. She would
so much like a new suit and a pair of
good gloves and a stylish pretty hat.
And always she is ambitious that her
children shall have things like other
people’s children have, be dressed well
and provided with a little spending
money, so that, as they grow up they
can have a part in the social life of
their school companions, and enjoy
whatever is going. Very likely she
also craves for them special educa-
tional advantages.

It seems to- the woman situated as
we have described that even a few
dollars a week would go a long way in
procuring comforts and little luxuries
which she covets—would do much in
transforming the plain prose of bare
existence into the poetry of real liv-
ing.

She may not be able to get well
paid work—what offers may be hard,
irksome, disagreeable; but still it
promises relief from the miseries of

long-continued  straitened  circum-
stances. The temptation is strong to
find a place in some store or factory
or office and go to work.

The motives uppermost in the wom-
an’s mind will commonly be those
just spoken of or very similar to
those. But back of all individual mo-
tives andd reasonings there are two
tendencies that are drawing women
of the class described into the ranks
of paid workers—tendencies so strong
as to be all but irresistible. One
of these is the woman movement—
the widespread unrest among women
and dissatisfaction with the hampered
lot of their mothers and grandmoth-
ers—an unrest and dissatisfaction that
have taken definite form in agitations
for political, legal and industrial
rights, and in the entrance of the
more aggressive of the sex into call-
ings that a generation or two ago
were followed by men only. Un-
questionably this movement has hpd
its effect on all but ultra-conserva-
tives. Many women who are in no
sense agitators, and who would be
the last to take up any unusual or
mannish occupation, still are possess-
ed by an almost overpowering desire
“to get out and do something.”

The other tendency which sends
women out of the home and into the
factories is the gradual but sure dy-
ing out of household manufactures of
almost all kinds. Machine processes
and the economic advantages of do-
ing things on a large scale have tak-
en away from the women of the pres-
ent time much of the labor that busied
the hands and brains of their mothers
and grandmothers. The good dames
of the first half of the nineteenth cen-
tury spun yarn and wove cloth for
their households.  Spinning machin-
ery, power looms and perfected knit-
ting machines have done away with
those old occupations. It would be
absurd for the modern woman to
make cloth or boil soap. She can buy
cheaper.

Even sewing and cooking are fast
following the lead of other domestic
industries and are being done more
and more in great factories. Women
of moderate means now buy much of
their own and their children’s clothing
ready-made. It does not seem worth
while to spend a day’s time or more
to make a common shirt waist, when
you can purchase one for 20 or 25
cents more than the price of the
material. Go into a factory where the
work has been reduced to a system,
and a dozen complete waists or skirts
or aprons are made with fewer hours
of labor than it takes the individual
sewer to make one, and the reason
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for the supremacy of the ready-made
garment becomes apparent.

Many foods now are sold ready-
prepared or in form that they require
only a few minutes heating up. The
number and sale of such is increas-
ing constantly. Light housekeeping
as we know it at the present time
would have been an utter impossibili-
ty seventy-five years ago. It is now
not only a possibility, but an establish-
ed fact with great number of families.
A wife and mother can now get up
the meals and keep her household go-
ing with far less labor on her part
than would have been absolutely nec-
essary two generations ago.

True, most women are just as busy
as ever. The matron in well-to-do
circumstances takes up church and
club and charitable work. To carry
out all our up-to-the-minute ideas
about sanitation and cleanliness, to
swat flies and Kill germs—all this re-
quires time and labor. The care and
training of children are by many made
much more elaborate processes than
formerly. Social duties are more ex-
acting. So no one’s time hangs heavy
on her hands. But the woman whose
special problem we are considering
does not take upon herself many du-
ties of a public and social nature. She
hasn’t the means to carry on these
activities. And if she will reduce her
housework and family cares to the
very lowest possible terms, it is prac-
ticable for her to fill a position or “hold
down some job” that requires seven
or eight or possibly nine hours a day,
provided of course that she has health
and strength. Shall she do it?

If she is energetic and anxious to
get ahead, she is quite likely to try it,
and having made the trial to continue
to earn for a term of years. Nor can
any one have the heart to blame her
for thus seeking to better her family
and herself.

To a woman of ambition and spirit
it is not an inspiring task to stay at
home and pinch and scrimp and patch
and mend and make over, and rack
her brain to make each nickel buy a
dime’s worth of value. Then every
one likes to see some tangible results
of their labor, even if only a few
dollars in a pay envelope and these
must be quickly expended. And every
woman, no matter how good and gen-
erous a husband she may be blessed
with, likes some money she can call
her own. Altogether it is not to be
wondered at that so many wives and
mothers decide to enter the lists of
paid workers. Do they really gain
by so doing?

Certainly not the full amount of
their earnings, because unavoidably
the woman who works outside her
home takes on an expensive way
of living and becomes hasty and care-
less in expenditures.

Here is Mrs. Landers. She has
three children. Her husband is not
very competent and she tries to help
out by working in a laundry. Being
strong and quite skillful she receives
$9 a week. But is she really that $9
ahead? By no means. The family
live largely on canned goods and bak-
ery bread, pies, cakes and cookies.
The cost of each item is small, often
so trifling that the argument that i
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doesnt pay to bake and cook when
you can buy the ready-prepared, looks
plausible. But almost all the ready-
to-eat goods are expensive when con-
sidered as food materials. For some
reason or other the factory processes
seem to add relatively more'to the
cost of foods than to the cost of at
least many items of clothing. At any
rate the woman who is a shrewd, care-
ful buyer and cooks and bakes eco-
nomically can provision her family on
far less than is spent by the delicates-
sen patrons. When you think what it
means to feed five people on costly
things instead of cheap, you see why
the Landers’ grocery bills are so enor-
mous. But Mrs. Landers can not take
the time for long processes of cook-
ing. She must get up each meal in
a few minutes.

She is always in too much of a hur-
ry to go over the clothing each week
and put the various articles in repair.
Stockings and underwear are worn
with holes in them until they become
too disreputable, and then they are cast
aside and new garments are bought
and put on. Not only clothing but
everything about the house goes to
pieces very fast. Mrs. Landers never
feels that she can take an hour to sit
down quietly and plan expenditures
and study how she may lay out her
money to the best advantage. A thing
is never bought until it is needed.
Then one of the children is dispatch-
ed to a store post haste to get it, and
no attempt is? made to secure the best
possible value.

Under this system or lack of sys-
tem, it is not surprising that Mrs.

Hart Brand Canned Foo
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Landers finds she does not have mon-
ey for new furniture and little lux-
uries which she hoped to be able to
get. It seems to take everything just
to live. Put if they can only just
make ends meet when she earns, how
would they ever get along were she
to stop, she reasons.

The Landers girls and boy are
growing up without *the slightest
knowledge of economy and frugality.
They don’t know the meaning of the
words. It is only to be expected that
they will follow in the parental foot-
steps and always live from hand to
mouth.

Worst of all, in her life of unceas-
ing strain and hurry, their mother
lacks the mental poise and serenity of
spirit necessary to give her children
the care and training they need. For
every woman situated as she is, the
financial gain of going out to earn
is elusive and never so great as it
appears, while her power for good in
her home is necessarily crippled. Still
it is hard to resist a tendency that is
in the very air. Quillo.

“Not Like Us.”

Mrs. Anderson’s husband is Scotch.
Mrs. Anderson is an American wom-
an and she has in her employ as black
a cook as ever descended from Ham.
One day the cook said to her mistress:

“Yo’ husband ain’t no ’Merican, is
he?”

“Oh, no, Phoebe; he is a Scotch-
man,” replied Mrs. Anderson.

“Well,” said the cook, “I could see
he wasn't like us, missus.”

How to Make Advertisements Pay
Dividends.

kAdvertising is the conveying of
ideas and impressions. A very good
definition, although slightly deceiving,
as it makes seemingly easy a task
which is really quite difficult. The
mere act of conveying wouldn’t be
hard work, were it not for the fact
that we must consider just how our
message will be received; what ef-
fect our arguments will have on those
to whom they are directed.

Advertising copy to be effective
must be readable. It must tell a story.
And there’s no article so common-
place as to lack basis for an inter-
esting text. To be sure, it is some-
times necessary that the writer ‘use
his imagination more or less to inject
life into an apparently dead subject
—something by no means easy for
the inexperienced advertisement writer
but intelligent and persistent work
will bring marked development along
this line.

Manifestly, the first essential to
successful — advertisement writing is
having something to say. Material
must first be gathered—good, live ma-
terial that will arrest attention and
hold the reader. The dealer who is
really interested, and always alert to
improve his advertising will get plenty
of ideas—often times from the most
unexpected sources. And he should
never allow one to get away; for it
may not come back. A note book
should be ever handy and ideas jot-
ted down as they come up. They can
then be considered at a later date, and
their availability determined.

ASK YOUR JOBBER FOR

HIGHEST

QUALITY

Do lots of reading. In the large
daily papers and popular magazines
you should be able to get some ex-
cellent advertising suggestions. You’ll
find here the handiwork of experts
—advertisements that tell stories, and
mighty interesting ones, too. Note
carefully the varied assortment of
appeals that are used. When you find
one that gets right up under your
vest and sets you thinking, study it
with special care; see what there is
about it that is so action-compelling.
Ascertain this, and youve gained a
very important point—one that should
be of inestimable value in your own
advertising. F. L. Edman.

Selfish Men.

Representative Martin B. Madden,
in an address in favor of woman suf-
frage, said, in Washington:

“It seems to me that the men who
oppose suffrage are selfish. They
want to have the best of everything
without paying for it. They remind
me of the clerk.

“A clerk and a lawyer were on the
way downtown on the trolley the
other morning, when the lawyer look-
ed up from his paper and said:

“*My that’s a pretty girl over there
in the corner.’

“The clerk looked up from his paper
in his turn. Then he smiled.

“‘l know her,” he said. ‘I know
her well.’

“*‘Holy smoke man,” said the law-
yer, ‘if you know her, why don’t you
go over and sit with her?’

“‘ will,” the clerk answered, ‘as
soon as she pays her fare.””

S
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Observations Regarding the Selling

of Women’s Suits.
Written for the Tradesman.

A cloak and suit department al-
ways is an interesting place to go.
Here the struggle of selling and buy-
ing, at least as seen in retail busi-
ness, seems to reach its culmination.
On the one hand is the merchant or
manager with his force*of salespeo-
ple and a stock that must be moved
in its proper season. To carry over
or even to have on hand when the
best time for selling is past, any con-
siderable portion of the goods bought,
means heavy loss. The pressure and
urgency of this fact can be felt in the
very atmosphere, and it spurs every
helper who prizes his or her position
to utmost effort. It is a fine art to
be able to control and partially con-
ceal this unavoidable anxiety, so
that it may not repel customers.

On the other hand, and with a wide-
ly different mental attitude, is the cus-
tomer, or rather, strictly speaking,
thé “prospect,” who comes in to ex-
amine the lines, and by so doing at
once arouses the hope of making a
sale. She feels also a heavy weight
of responsibility. She wants to buy,
but she fears she may not buy aright.
Have not her friends sometimes been
“let down,” paying good money for
garments of shoddy material and un-
becoming styles?

Of course there are all kinds of
customers and not every one takes
it quite so seriously. There is an
occasional woman, and she is the joy
of the suit seller’s heart, who buys a
suit much as she would buy a box
of matches or a paper of pins. She
comes in, tries on a few, maybe not
more than two or three, sees some-
thing that strikes her fancy, and pays
for it, not taking the time and trouble
to consider carefully style, fit, color
or quality. If she happens to be flush in
funds she gives as little heed to the
price. If such a one buys a suit fre-
quently, say every spring and fall,
she is indeed a comfort and a delight
to the store she favors with her pat-
ronage. Merchants are only human
and this is the kind of a customer
they want. Unfortunately she is rare.

Another sort is the fashionable
woman who purchases many suits
and expensive ones, perhaps vibrating
between the better grades of the
ready-made and her tailor. She is
apt to be very fastidious, she wants
a large variety to select from, and is
exacting in her requirements as to
fit, style, material, shade of color,
etc. Her patronage, if she is wealthy,
is much sought after, but she certainly
makes managers and salespeople earn
their money.

There are women of both the types
mentioned. But by far and away the
greater part of all suits handled must
be sold to what we may call the av-
erage customer, the woman who can
not buy a new suit every season, who
must purchase for service as well as
for style and beauty, and who can
pay only a very moderate price. Such
as she make up the great body of
customers to whom most stores must
look for patronage. Accordingly, to
get her point of view, to known how
to cater to her wants and sell her
goods that will be pleasing and sat-
isfactory — that is the great suit de-
partment problem, if the store is one
that depends mainly on middle-class
patronage.

This typical customer commonly
wears a suit two seasons. It is the
piece de resistance of her whole ward-
robe. She dons it to go to church, to
go shopping, to travel in, perhaps for
making calls. How important it is
to her that it should be just right in
every particular. The anxiety and ap-
prehension with which she approaches
the task of making a selection are
not to be wondered at.

If she is a person of taste she will
want her suit to be one that is cut on
lines correct for her figure, modish
but not extreme in style, made of
good serviceable material, with sub-
stantial linings, handsome buttons,
etc., and of a becoming color. All
this for an amount of money which,
while it looks large to her since it is
all she possibly can afford to pay,
still is small when compared with the
prices that are asked for the highest
grades of such garments. To secure
these merits in proper variety of kinds
and sizes, and so as to retail at prices
the average customer can pay—this
is the task of the buyer. It is by
no means an easy one.

The selling of suits presents some
peculiar temptations. Owing to the
necessity for moving the goods, the
unscrupulous salesperson is likely to
try to convince the customer that
“this little suit is just the thing,”
when it isnt the thing at all, and
when there is nothing that is just suit-
able in stock.

Or a customer weak of will or lack-
ing in judgment and experience may
be persuaded to take a suit that is
altogether too large or is otherwise
ill-fitting, being assured that those de-
fects can all be remedied in the alter-
ation department. Such breaches of
honesty and sound business policy
usually reflect a dishonest and short-
sighted management.

The possibilties of alteration are
sadly overworked in some quarters,
particularly toward the end of the
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season, when sizes are broken. A
department that values its reputation
for reliability never recommends a
change that it cannot make good on,
and confines its alterations to the nar-
row limits which are their proper
field. It does not attempt to reduce
a forty-two coat to fit a thirty-six
figure.

Alterations should be made by a
skillful tailor or tailoress—not by an
amateur dressmaker. All the style
and smartness of an elegant suit may
be spoiled by a botch job in making
some little necessary change in col-
lar or sleeves.

Another peculiar temptation of the
suit department is to reduce a price
in order to make a sale. Even an oc-
casional yielding to this makes a rep-
utation for so doing and causes no
end of damaging consequences.

It requires great tact and patience
to sell suits. Owing to the import-
ance of the purchase, it is only to be
expected that the customer often will
take a long time to come to a de-
cision, that she will want to see what
is being offered at other places, and
compare prices and values. Many do
not dare to rely on their own judg-
ment, but must bring their friends
with them, or have a suit under con-
sideration sent to the house so that
_die folks may see it. It frequently
is a case of pleasing not one person
but several.

And there must be a great deal of
showing of goods and trying on, only
a portion of which materializes in ac-
tual sales.

The suit saleswoman should be thor-

oughly posted as to materials and
styles. Then she will be able to talk
convincingly as to what is the cor-
rect, thing to buy and why some fab-
rics will give better service than
others. The man or woman who
knows is valuable in the suit depart-
ment as elsewhere, provided the
knowledge is put forth persuasively
and never in a way to offend.

It is also a strong point to be able
to carry the stock well in mind, so
that when an idea is gotten of what
the customer is wanting, the garments
that would be most likely to fill the
requirements may be quickly turned
to. It is never wise to show a pros-
pective purchaser too many suits, nor
such as are in no way adapted to her
wants, for the result is confusion of
mind which militates against focus-
ing attention on one or two desirable
styles.

It is harder work to sell suits than
to sell most dry goods lines. It re-
quires a higher and more forceful or-
der of mind than is needed to dis-
pense notions and staple piece goods.
It is a field where genuine salesman-
ship is essential. But there is a pleas-
ure in consummating each hard-won
sale, and the sales aggregated make up
the manager’s satisfaction at the close
of a successful season. For the cus-
tomer it may be said that she remem-
bers with gratitude the store where

she buys a pleasing and satis-
factory suit. Fabrix.
What competition does to your

trade depends more upon what you
do than what the other fellows do.
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COLLECTING OLD ACCOUNTS.

Getting the Money and Keeping the
Customer.

If there is one phase of the retail
business that calls into play an un-
eusual amount of ingenuity, resource-
fulness and diplomacy, it is the han-
dling of collections. This is an un-
desirable task, and for this reason, is
often neglected, with the result that in
atl incredibly short time a surprisingly
large amount of capital is tied up in
book accounts—capital that could be
most profitably used toward the up-
building of the business.

At a recent meeting of retail mer-
chants the question of handling col-
lections came up, and the discussion
which ensued disclosed some aston-
ishing facts. Some small merchants
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It is manifestly impossible to hit
on a definite plan for collecting all
outstanding accounts without losing
a single patron. Some are sure to
take offense, even when approached
in the most diplomatic manner, but
there are a number of dealers who
have worked out very satisfactory
systems.

Ways of Presenting Old Accounts.

Merchants differ somewhat as to
the best way to present an overdue
account. It is a very delicate propo-
sition at best, and the plan of action
most apt to be successful depends
largely on the dealer himself. He must
use his own judgment. If he is an
especially brilliant talker, then a per-
sonal interview is obviously the log-
ical method of procedure; otherwise
he had best trust to the letter.

“FOLLOW UP” LETTERS THAT BRING IN THE CASH.

No. 1 .
The first letter calls attention in a courteous manner to the ac-

count due:
Mr. John Doe, Doetown, Mo.

Doetown, April 10, 1915.

My Dear Sir.—Reference to our books shows that your account

of $----is slightly overdue.

Just an oversight on your part, of course.

forget.

We’re all liable to

Any time within the next ten days is soon enough.
Thanking you for past favors, we are,

No. 2.
Those who fail to respond to the first letter receive this com-

munication :
Mr. John Doe, Doetown, Mo. Doeotown, Mo., April —, 1915
My Dear Sir:—Your account with us, amounting to $ still

remains unsettled.

Your failure to pay raises no question in our mind as to your good

intentions.

We presume it has in some way escaped your notice;

otherwise, it would have been settled ere this, we are sure.

Of course, you do not wish an account of yours to run along in
this way, and we, too, are anxious to straighten this out on our books,
so we trust the matter will have your usual prompt attention.

No. 3.
The next to the final summons is couched in the following per-

emptory demand for settlement:
Mr. John Doe, Doetown, Mo.

Doetown, Mo., May 15, 1915.

My Dear Sir:—We are considerably surprised to note that your
account, amounting to $-----, is still unpaid.

We dislike to believe that you are trying to avoid paying this
account but are at a loss to understand why our two previous let-

ters have not been answered.

Our strict policy regarding credits must be adhered to.

Your

account is long past due, and, unless you pay all, or part of it within
ten days, we shall be obliged to take measures to enforce settlement.

May we hear from you?

actually had as much as $5,0001 tied up
in book accounts. Awful negligence,
to be sure. What a burden for any
retailer to carry, especially when he
must compete with larger stores,
mail order houses and other direct-to-
customer concerns who always get
cash in advance.
Making Collections.

“How can | get the money and keep
the customer?” That’s the question
that is agitating a large percentage
of dealers in all lines. A few of the
more venturesome have tried the “all
cash basis” with varying degrees of
success and failure, but it is really
unnecessary to take such a specula-
tive step if the dealer will only play
reasonably safe in extending credit
and then devote a fair amount of time
to properly taking care of collections.

Collection by letter is my system,”
says one progressive merchant. I
follow up all accounts closely, never
allowing a debt to grow cold. The
longer you let a man put off paying,
the harder it is to get the money, for
to the debtor it is very much like
paying for a dead horse.

“There are all kinds of credit buy-
ers. A mere hint that the account is
overdue is sufficient to get action
from some, while others must be
pushed, others scared, and still others
must be forced. When a dealer is
obliged to force a man to pay, he can-
not reasonably expect any more of
his patronage; but does he want it?
Isnt it good riddance of bad rubbish?
So, when dealing with a professional
debt-dodger, it is unnecessary to
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worry about hurting his feelings; he
hasnt any.
Follow Up Letters.

“My first letter is not the least bit
severe, merely calling attention, in a
very courteous manner, to the fact
that the account is past due.”

The three letters shown herewith
are sent at intervals in the order they
are numbered. This dealer says that
they serve the purpose admirably.
Rounding up the “Hopeless Ones.”

“One would naturally assume that
those who still failed to respond
might well be considered hopeless,
but there is still another weapon
which brings many of these ‘hopeless
ones’ to time in a hurry. We have
what we call a ‘Final Notice Before
Suit.” This is a legal-looking com-
munication, gotten up in a manner to
throw a scarce into the recipient. It
contains a good sprinkling of such
words as plaintiff, defendant and other
legal words and phrases. The air of
finality it bears has a decided tendency
to hasten action.”

The plan of having a special credit
man to look after all credits and col-
lections has found favor with some
retail firms. Such an individual must,
of course, be well acquainted with the
people of his community and thor-
oughly posted as to their respective
credit standings. Such work is usually
turned over to a member of the firm,
or to a responsible salesman, and all
rr\cgquests for credit are referred to

im.

Understanding as to Settlement.

“I never sell a bill of goods on cred-
it without having a definite under-
standing as to when settlement is to
be made,” says an Indiana retailer,
“and | never fail to call attention to
the account as soon as it is due. |
mail notices, and those who fail to
respond | see personally, if possible.
I do not hesitate to call a man up by
telephone if |1 can conveniently reach
him in no other way.

“I am known all over my part of the
State as a first class collector, and |
can truthfully say that | lose very
few customers by being strict in this
regard. All receive the same treat-

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

CORL, KNOTT & CO,, Ltd.
Corner Commerce Ave. and Island St.
Grand Rapids, Mich.

ment—rich and poor alike. Everyone
knows what to expect if they allow
their account to become delinquent,
and, as a result, I am not imposed on
as are a great many other merchants.
I might say right here that the well-
to-do people are not always the best-
pay customers. Never allow an ac-
count to run merely because you con-
sider a man good for the amount.
Many of those ‘good’ accounts turn
out much harder to collect than some
of those which dont look so good.”
—F. L. Edman in Shoe Retailer.

AWNINGS

Our specialty is AWNINGS FOR STORES AND
RESIDENCES. We make common pull-up, chain
and cog-gear roller awnings.

Tents, Horse and Wagon Covers, Hammock
Couches. Catalogue on application.

CHAS. A. COYE, INC.
Campau Ave. and Louis St. ~ Grand Rapids, Mich.

A Safe Match

Means a Safe Home

Every responsible grocer wants to sell his cus-
tomers matches which are nothing short of the
safestand 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 atonce. 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
Underwriters” Laboratories. Incorporated.  “ *

Made Only by

The Diamond Match
Company

New Spring Fabrics

Your customers expect you to have a
good assortment of wash goods at this season

of the year.

If your stock needs replenishing, we can
supply you promptly.
We are showing the largest and best variety in the

history of our business.
colored.

All the new weaves in white and

PAUL STEKETEE & SONS

Wholesale Dry Goods

Grand Rapids, Mich.
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Some Things the Grocer Can Do in
May.
WVitten for the Tradesman.

The business man of to-day does
not wait for his competitor to lead
the procession. This is true in con-
nection with summer lines in the gro-
cery department. The wide awake
merchant realizes that to capture the
cream of any class of trade, he must
start his advertising a little ahead of
the season.

Thus, the grocer toward the middle
of May will find it advantageous to
play up such lines as lime juice, lem-
onade powder, mineral waters, camp
coffee, cooked meats, prepared break-
fast foods, fancy biscuits, canned
goods and all the wide range of sim-
ilar lines so welcome in the really
hot weather when the housewife ap-
preciates anything which renders the
preparation of the meals a quick and
easy process.

These are essentially summer lines.
Nevertheless, they are timely in that
they facilitate the making of “hurry
up” meals in the house cleaning sea-
son when the housewife is busy with
her annual tearing ' up.  Although
many housewives started to tear up
as far back as early March, some of
these are not through yet; and there
are a good many who have yet to
commence operations. Those not yet
through the throes of house cleaning,
and those who have yet to begin,
will appreciate the grocer’s sugges-
tions regarding easily prepared meals.

Incidentally there is business still o
be done in house cleaning goods—
soaps, cleansers, brushes, mops and
brooms. Right now is a good time
for a follow-up display of these lines.
With this display (if the merchant
has a double window) might be link-
ed up a display of canned and prepar-
ed foods suitable for “quick lunch”
purposes. Make the themes of these
displays “Easy House Cleaning“ (em-
phasize the importance of proper
modern equipment) and “Easy Meals”
(emphasize the facilities and wide
variety afforded by ready-cooked
foods).

Window display is, of course, the
one most effective medium of ap-
pealing to the locality trade; and the
window displays in May should be of
timely goods. Coincidentally, the gro-
cer’s newspaper space should be de-
voted to goods that are eminently
in season and particularly to the
goods which, while in season now,
will in a few months be out of sea-
son again. Such goods should be
pushed out rather than carried over
for another year.

With the approach of warmer weath-
er, the lighter cereals will come
rapidly into demand. It is worth
while remembering that the housewife
feels the first hot spell in May much
more than she does the steady heat
of summer. We can accustom our-
selves to anything; it is the change
we notice. Hence, the psychological
moment to appeal to her— to effect-
ively introduce hot weather lines—is
the moment when the change first
becomes noticeable.

In most homes the stock of pre-
serves put up last summer—probably
a much smaller stock than usual, ow-
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ing to the high prices of sugar—uwill
by this time be completely exhaust-
ed or narrowed to one or two mo-
notonous lines. For this reason, can-
ned fruits, jams and marmalades, the
season for which opened up in April,
can now be pushed to excellent ad-
vantage. Coincidentally, the first pre-
serving is in order. Pineapples are
coming in and in recent years the
practice in Northern latitudes of pre-
serving pineapples for winter use has
been growing. So, too, orange mar-
malade is in order and fresh rhubarb
is also used for marmalade purposes.
The pushing of the sale of fruit for
these purposes will enable the gro-
cer to handle larger shipments to
better advantage; it will also give him
an opening for the sale of bottles,
jars, sugar and other preserving in-
cidentals. This trade just now is not
as important as it will be later; but
here, as elsewhere, the axiom that it
pays to be first in the field holds good.

There will naturally be a good de-
mand for fresh fruits for table pur-
poses; so, too, early vegetables and
greens will have a ready sale. A good
combination window is one of seeds
and early garden truck. “Grow Your
Own for the Summer” is a timely
slogan. The gardening season is well
under way, but there will be a good
sale for seeds for some weeks to
come and the grocer should display
his stock prominently where the pur-
chaser can readily make a selection.

Incidentally, a word or two of sug-
gestion, as, “Why not try salsify?”
or “Have you ever grown kohl-rabi?”
will help to introduce and popularize
seeds (for which the demand nor-
mally is small. The customer to whom
such vegetables are a novelty this
year will, if he does well with them,
become a very steady purchaser year
after year; and, although the individ-
ual sales are very small, anything
that gets a customer into the habit
of coming regularly to your store is
well worth while.

In this connection, there will be
a ready sale for garden plants and
flowers—such as tomatoes, cabbages,
cauliflowers and peppers on the one
hand, and asters, pansies, geraniums
and others for decorative purposes.
These are usually handled on a com-
mission basis for the florists or truck
gardeners who live on the outskirts
of town. They help to brighten up
the windows and work well into
timely displays. As a rule the grocer
is not called upon to make any in-
vestment, beyond his shop room and
window space; the plants (particu-
larly the flowers) are replenished
daily, and a fair commission is al-
lowed for handling them. It will be
worth while to carry and feature and
introduce to customers lines (such,
for instance, as pepper plants) for
which there is usually a comparatively
small sale. It costs nothing extra to
stock these lines, and they can be sold
if the salespeople take the trouble to
suggest them to customers. Similar-
ly; with flowers; don't be satisfied to
handle a few old stand-bys. Try to
introduce new things. Get into touch
with your florist, find out what he
has, learn what they’re good for; and,
if you don’t carry everything, be able
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at least to make suggestions to cus-
tomers as to what to plant for any
given decorative purpose, and to add:
“We’ll order at once and sent it on
the next delivery.” One enterprising
grocer does a big business every year
selling roses, clematis and shrubs, yet
he never has a plant of them inside
his store. But he knows just what to
plant, and where and how to plant
it, and he is always glad to make
suggestions to his customers—and
they’re common sense suggestions,
too.

This is a good time to lay your
lines with a view to securing a steady
supply of fresh eggs and good quali-
ty butter throughout the hot weather.
The merchant who has these things to
sell the year round attracts trade
from his less fortunate competitor;
and to be sure of a steady supply he
must make arrangements well before-
hand. It does not pay to put off this
important duty until the last moment.
Find out what your regular egg and
butter patrons intend doing this sum-
mer, and know exactly where you
stand in regard to a supply of these
lines.

Do you know that right now a good
many housewives are wondering what
to do for pie filling. The preserves
are exhausted. Fresh fruits suitable
for the purpose are not yet in. Here
is a good opening for sensible sug-
gestions. For instance, you can push
canned fruits, preserves and jams, the
latter particularly for tarts. Then,
this will give you an opening for the
sale of dried fruits, to which many
Egrocers pay little attention. Fin-
ally, custard-powders and similar lines
may suggest possibilities. One gro-
cer talks over these topics with his
wife. She has a great collection of
pie recipes; and he makes it a prac-
tice to bulletin a fresh “filling” in his
window every morning. Very few
women pass without reading the
recipe. Such a feature gives a store
a touch of individuality, helps to at-
tract attention, and brings business.

A timely line to handle is bakery
products. These, like flowers, can be
had on a commission basis. They
are delivered fresh every day and un-
sold goods are usually taken back;
although the grocer who selects ju-
diciously usually cleans out his en-
tire stock. The margin of profit on
an individual sale may be small; but,
like most specialties, bakery prod-
ucts help to attract trade. They are
a particularly good line for the cor-
ner store, where there is no bakery
within easy reach.

“Brighten up” will be the grocer’s
watchword. The store windows
should be kept clean and displays fre-
quently changed; the interior arrange-
ments should be altered and season-
able goods brought to the front.
Perishable goods need watching, with
warm weather coming on; the refrig-
erator must be looked to. Then, too,
there is the ever present fly to guard
against and to Swat.

William Edward Park.

Don’t stop with being honest with
your customers and with your fellow
business men, employes or employer;
be honest with yourself as well.
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An Indictment of Parcel Post.

E. B. Penny, a merchant of Bry-
son, Neb., in a letter to the Omaha
Trade Exhibit, pays his respects to
the parcel post business of the Post-
office Department. His remarks are
to the point and merchants will agree
with these words:

“l have put in nearly thirty years
on the job of retailing and | firmly
believe fully one-half of the country
stores will be forced out of business
unless there is a radical change in the
mail order buying.

This little postoffice (Fullerton),
serving not to exceed 4,000 people, re-
ceived and delivered 1,231 packages
the first two weeks of October. Esti-
mate express at 300 packages, and it
8fives over one psckEg'e for every three
people during two weeks.

“From what | can learn the parcel
post is losing nearly 50 per cent on
its service, which would mean the
Govrnment is diretly subsidizing the
mail order business for millions every
month.

The.parcel post business was merg-
ed with the two-cent letter postage so
the Government would not be requir-
ed to make a showing on the parcel
post business by itself. | believe a
showing should be demanded so the
country could at least know how
much subsidy the Government is pay-
ing to a few mail-order houses in a
country that will not stand for one
dollar subsidy to build up a merchant
marine flying the American flag.

“Every ruling of the Postoffice De-
partment has been for the benefit of
the mail order houses, including the
numbering of the rural delivery
boxes so the mail order catalogues
would not go astray, requiring the
postmasters to check up and correct
mail order lists, the C. O. D. feature
and numerous other items.

“l have always been a believer in
the mutual interests of the jobber and
the retail merchant, but do not think
either one is making any practical ef-
fort such as they should to combat
the mail order business, and am sat-
isfied that tjie situation means combi-
nations of the retail merchants to find
some method for meeting mail order
competition.

“l believe a strongly organized uni-
versal demand to know just how much
loss is being entailed by the parcel
post should be made.

"The efforts of the Government of-
ficials to make the postoffice appear
as of benefit to the farmer in selling
his products direct to the city is one
of the biggest jokes of the season.”

Still Hanging Around.

“When Miss Sweetleigh refused
Jack, he went out in the front yard,
tied a rope around his neck and swung
from the limb of a tree.”

“What did she have to say to that?”

“Nothing. But when her father dis-
covered the dead body, he said: ‘Great
Scott! That fellow is still hanging
around here, | see.””

A Verse For To-day.
To-day is the time for laughter,
To-morrow the time for tears,
W hatever may come hereafter,
W hatever of woe with years,
To-day is the time to borrow
The best that the gods can give.
We can sorrow, if need be, to-morrow.
But to-day is the time to live.

X
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CATALOGUE COMPETITION.

The Catalogue House Patron and His
Ideas.
W ritten for the Tradesman.
Second Paper.

“What’s the use in paying the mer-
chants a big profit, when we can send
away and save so much money?”

Did you ever hear that line of talk,
Mr. Merchant? Of course you have.
What did you say in return? No
doubt you said: “Now, why do you
send away for your groceries and
dry goods? You know the catalogue
house never helps you when your
cow dies; the catalogue house never
comes and pays any taxes into our
town and the catalogue house never
supports your church, etc.; therefore,
you should buy all of your goods of
your home merchants.”

I've heard it dozens of times. Just
for a minute, Mr. Merchant, please
jump out of your skin and into the
catalogue house patron’s skin. Listen
to this line of talk and tell me hon-
estly what you think about it any-
way:

You may say, “Yes that’s true, |
should buy more at home,” or “I’ll
try and do better next time,” etc., but
what do you really think? Why, only
one thing, of course—*What do | care
if they don’t pay taxes here?
What do | care if they dont
help fix up my roads? | think
I can buy goods at a lower
price of them and | am spending my
own money and | shall just keep right
on spending it where | darn please,
and don’t you forget it either, Mr.
Merchant.”

Mail order customers will rarely
say this out loud for obvious reasons,
but | have gained this information
after questioning them, so that | know
the most of them care little what
Ir_easons the merchant gives along this
ine.

Mail Ordering a Habit.

Now here is one way to go against
this line of talk. It works, too, be-
cause I've tried it. You will find by
careful observation that many—yes, a
majority—of the mail order customers
buy that way from force of habit.
When they ask you why they should
pay you more than they do the cat-
alogue house, say to them: “Mr.
Jones, | don’t expect you to pay me
a cent more than you do the cata-
logue house. You usually come in
here and buy one pound of coffee, one
pound of rice and a half pound of tea.
Now | want you to bring me down
the very next mail order that you
make out; don’t frame one up on me,
but make out a regular order for just
the items you need—just as you have
been doing. Put down ttie prices and
add it up as you generally do. Bring
along your catalogue from which you
took your order as a matter of fair-
ness and let me fill the order.”

Now, the customer will say: “You
cant do it, Mr. Merchant.” They al-
ways say this. 1°ve heard them many
times. They are sincere in their be-
lief, too, that you cannot do it. But
here is where you are making or los-
ing a customer, perhaps for life. You
must convince the customer that you
can do it. Show him that you will

MICHIGAN

give him the goods at once—that he
will not have to wait for days for
them; that your goods are as good in
quality and perhaps better. Be post-
ed on a few of the “leader prices” of
the catalogue house, flash them on
your customer and tell him that you
can meet these prices if he will only
give you a cash and quantity order,
the same as he has been giving to the
mail order house. Keep right after
this customer. Find out when he will
send away and see that you get this
order and, when you get it, do not
fail to fill it at the prices named. This
is very important. Fill the order
whether you make or lose. You won'’t
lose more than a few cents, if any-
thing, and | am absolutely certain
that you will make money on this or-
der in eight cases out of ten. This
initial order is not the point of profit,
however. You are breaking up the
habit of this customer of buying from
the mail order house. Now, you
know the quantities you have sup-
plied this customer with and you
ought to know about when he will
be in the market for another order.
Keep right after him and get the next
order. Tell him that you appreciate
this business; that it makes you a
small margin and that you are giving
him the goods with no delay. In nine
cases out of ten, after you have filled
two or three orders, he will become
attached to your brands of goods; he
will like to trade with you and the
first thing you know he will come
down and buy one can of coffee or
one pound of starch, saying he is not
quite ready for a complete list. Give
him good, close prices and the first
thing you know you will have a per-
manent customer out of this casual
buyer and old-fime mail order cus-
tomer.

This is one hold you have on the
mail order customer which the mail
order house itself does not have. They
cannot talk straight at the heart of
their customers. This is a big lev-
erage and you cannot afford not to
take advantage of it. It is not what
you make in dollars or cents on the
first few orders this customer gives
to you; it is the goods you will sell
him later on that will repay you many
times over for your trouble in the
filling of the first few orders.

After you have gotten him away
from the catalogue plan, if you han-
dle him correctly, he will be your
best friend and plug for you; he
may even tell you of other neighbors
of his who are prospective custom-
ers of yours. Get after them the
same way and if you will keep ever-
lastingly at this one line of work, in
the course of a few years you will
make the picking for the catalogue
P;)use mighty slim around your locali-

This is only one way of striking at
them and | am going to tell you of a
few more next time that may sur-
prise you; not that you will be sur-
prised at the plan, but rather because
of the brands of goods being sold by
reputable manufacturers to these mail
order houses and to you at the same
time, but I preseume at different
prices.
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They Think You a Robber.

Some of the catalogue houses ed-
ucate their customers into thinking
that the merchants are highwaymen.
For instance, look into your catalogue
and you will find something like this:
“Ladies’ Fine Patent Leather Shoe
(follows with full description) Price
$1.98. Regular Retail Price $4.” Now,
who says this is the regular retail
price? Why, the man who wrote the
advertisement for the catalogue house.
He likely was born back on the farm;
he knows that some farmers dislike
to pay a big profit and he knows that
this will catch the eye of the farmer
quicker than any other one thing. The
farmer looks at the catalogue, sees
the price and believes the whole story
when as like as not he can buy the
shoe fdr $2 to $2.50 at retail in any
shoe store.
Merchants Must Secure Legislation.

Merchants must get together on
this point and have laws passed in
every state that will compel the cata-
logue houses to write honest copy. It
should be as much a misdemeanor to
say the retail price of an article is
$3 when it is only $250 as it is to
say that a garment is all wool when
it is one-half cotton. Why not take
this side of the question up with your
State Representative the very next
time you see him and secure his as-
sistance in getting laws passed that
will force catalogue houses, and reg-
ular merchants as well, to write ab-
solutely no copy that is not true in
every detail? This will make it much
easier for the merchant who is try-
ing to play fair and, believe me, it
is a thing that is bound to come
sooner or later. L. A Packer.

Don’t Advertise Without a Plan.

Is it better for your business of
living to overeat one day and then
go without food for two days? Or
to eat moderately every days? It’s
the constant, regular nourishment that
keeps you going without breakdowns.

Likewise it’s the constant’ regular,
sticking advertising that’s the best
nourishment for your business. Plan
to keep yourself before your custom-
ers and prospective customers all the
time.

Statistics show that it is safe to
appropriate from 1 to 3 per cent, of
your total year’s business to advertise
a retail store. Use the last year’s to-
tal for figuring this year’s appropria-
tion. With your increase of business
this year the amount to spend in sales
effort next year increases.

And do not spend your whole ap-
propriation in one month and let the
public forget you for the next eleven.
Keep at it. Plan for a little extra
spurt every so often, yes. But in
between times don’t let your sales ef-
forts lag.

You know it’s the constant drop,
drop, drop of water that will wear
a hole in the rock. It’s the constant,
persistent sales effort that wears a
hole in the other fellow’s business.

Advertising is simply sales effort.
Decide on a plan and stick to it.

If a man K= ;ws more than his wife
it is up to \ ,n to keep her in ignor-
ance of the fact.

Michigan Falls in Line.

The Michigan State butter brand
bill, has been enacted by the Legis-
lature of that State and signed by the
Governor. It becomes effective nine-
ty days after the adjournment of the
Legislature. In brief the new law
provides for a commission of three
members, who are given power to
make specifications, rules and regula-
tions for the application and use of
the brand, provide for the copyright-
ing of the brand, and the licensing
of those granted the use of the brand.
The law thus throws upon the State
Brand Commission, which is compos-
ed of the Dairy Commissioner, and
the presidents of the State Dairy-
men’s Association and State Butter-
makers Association, the full burden
of working out a practical plan of
operation, and this may prove to be
a wise policy, since experience with
such legislation is very limited in
this country and initial provisions
may thus be quickly modified and
corrected as experience dictates with-
out awaiting legislative action.

We congratulate the dairy indus-
try of Michigan on this new evidence
of a real desire to encourage the pro-
duction of high grade, pure butter
produced in sanitary creameries, by
furnishing a distinguishing mark
whereby such butter can be recog-
nized on the markets. Mwe realize
well enough that the practical appli-
cation of the State brand idea will
present some difficulties, but in spite
of this it will if intelligently develop-
ed prove of material assistance in the
advancement of the more progressive
dairy interests of Michigan or any
other state, and will exert no small
influence in increasing the make of
high grade butter, made from pas-
teurized cream -in clean, sanitary
creameries.—New York Produce Re-
view.

Not So Crazy as He Looked.

The good clergyman was minister-
ing to the inmates of a private luna-
tic asylum and he was especially
warned against an exceedingly cross-
grained, recently arrived patient.
Nothing daunted, however, the rever-
end gentleman entered the little room
where the man was confined and be-
gan conversation with him.

“Is it true,” enquired the crazy man,
“that Queen Elizabeth has recently
married the Sultan of Turkey?”

“Quite true,” replied the visitor,

“And it is also true, | suppose,”
went on the demented one, “that
Theodore Roosevelt has been elected
President of the United States for
thirty-second time?”

“Quite true,” said the clergyman
fervently.

“Ah,” said the madman, rubbing his
hands with glee, “and pray what may
you be?”

‘l‘l? Oh, | am a minister of the Gos-
pel.”

“Well,” said the man reflectively,
“you look like a minister of the
Church and you may be one, but you
are about the biggest blankety-blank-
ety liar | ever met.”

It sometimes happens that one’s
past is an ever present menace.



How Small Dealers Should Play the
“Style Game.”

| feel that the retailer has too little
nerve and displays too little courage
in his novelty buying.

I do not believe it makes a tre-
mendous amount of difference in any
locality, whether it is New York or
a town of seventy-five hundred, ex-
actly what is the big seller in any
men’s line, or what any man thinks is
going to be a big seller.

Every retailer has his own peculiar
problem to face, and can face it, and
in a sense he can face it to-day prac-
tically as well as he can in a month,
or six weeks hence, that is, as regards
his early fall buying.

The decision that the retailer has
to make at this minute, no matter
what his locality, in a sense, is, are
we going to have lace or button boots
for women in the fall? | believe it
is most likely that we are going to
have lace boots again next fall.

His next decision, in a sense, has to
do with whether he wants side, rear,
or front lace boots. This settled, he
can arrange his buying. He does not
need to wait until he finds out whether
sand, or blue, or gray, or whether
some brand new color is going to be
touted from Paris as the latest style
for fall.

| believe that any retailer, and more
particularly the dealer in the smaller
city or town, rather than the dealers
in the big cities, controls the shoe
sentiment of his people; and provid-
ed he spaces out and plans to-day a
good snappy line of pretty shoes, bear
ing in mind one thing particularly,—
selecting colors which are good, safe
neutral, or contrast colors—that he
will be all right.

I do not believe it makes a particle
of difference to-day whether we are
going to have some very peculiar or
delicate shades of color in vogue in
the fall, in the large city shops, be-
cause the country at large will not
buy them.

The plan | want to outline and
suggest is this: If the manufacturer
will encourage the retailer not to
over-buy, and instruct his salesmen
not to over-sell his customer, or send
in large orders, but rather to encour-
age the retailer to make a selection
of smaller lots, we will all be greatly
benefited. If the manufacturer were
to encourage a dealer to take a cer-
tain size group, and select not one
style, but six or eight styles, ordering
a few pairs of each, it would be an
encouragement for the dealer to buy,
and at the same time help the manu-
facturer.

Take, for instance, the general prop-
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osition of lace boots; we run our
sizes from 4 on the Albert, down to
27, on Charlie, for instance, and so
on, whichever is the group or size se-
lection the average retailer makes.
On that group, have the dealer place
a preliminary fall order for lace boots.
If you let him give you an order of
sixty-four pairs, one pair of each size,
on his whole group, he will drop dead

because he does not know, but if
you were to ask him, or select for
him a group of styles of whole tops,
Or vamp overs, or quarters overs, or
anything else you feel is reasonably
suitable, and make in that group a
selection of colors, as to tops, he will
have a good fall showing, and quickly
determine himself, on receipt of hise
goods what is or is not going to be
ood, without risk, or forcing a big
ot on any one.

| notice that manufacturers, are
afraid to encourage small-lot buying;
| think they are wrong. They do
not need to be afraid to encourage
small-lot buying if they will encour-
age the retailer to get a decent profit
on what he buys from them and make
their price accordingly. It is all right
to have a basic price if you do not
frighten the retailer to death by sud-
denly jumping him, but showing him
his fancies at a price which is fair
to you, made in small quantities,
everyone will be benefited by it.

Just to repeat what | said before,
a large number of pairs, or sizes, a
complete style group, ordered in six
or eight different combinations, is a
safe thing for any retailer to do.

The argument particularly for the
small retailer is this: His trade is
limited; the number of people buying
any one thing will be limited, and
will stand out like a house on fire if
he tries to sell all of one kind to his
local trade.

One of our customers told me the
reason he did not .buy fancy boots
from us was that he had to buy twen-
ty-four or thirty-six pairs, and he
asked me what the effect would be. |
was sitting on a hotel piazza at the
time and looking across the street
at the post office when he asked me
what the effect would be if all his
twenty-four or thirty-six pairs of
patent leather, gray topped boots
came down to catch the mail, say at
11 oclock in the day time!- | encour-
aged him to buy six or eight differ-
ent styles in his whole group, and so
you will get his business, and you
will make him safe, and you won't
have this panic happening throughout
the country of dealers waiting to place
their fall orders. Do not sell him the
things that he cannot dispose of, and
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NEW and SEASONABLE

NUMBERS FOR WHICH YOUR
TRADE WILL BE ASKING

Cupid Mary Janes

HH No. 446—Wos. G Top. Patent V s
|V|I|Ital’y Boots ° ey Top, Tatent Yamp
No. 389—M isses’same 12J4-2.....coocvcrvvrnnins
No. 610—Child’s same 854-12.........c.cccccovvuennee.

McKay Sewed

No. 346—Black Cloth Top. Patent
Vamp, Lace. .. $1.75 No.
No. 376—Black Cloth Top, Patent
Vamp, Button...........

445—Wos. White Sea Island Top. Patent
Vamp, 254-6
2.00 No. 388—Misses’ same 1254-2..
No. 609—Child's same 854-12

ji 40
1.25
1.15

IN STOCK No. Patent

FOR
PROMPT SHIPMENT

241—Wos. Gray Cloth Top.

Vamp, Lace Boot, 254-6
No. 242—Misses' same 1254-2........ .
No. 594—Child’s same 854-12 ........ccccecvvvrrninnnnne

HEROLD-BERTSCH SHOE CO.
Mfrs. Serviceable Footwear GRAND RAPIDS, MICH.

A BIG SELLER

For Your Farm Trade
Light
Comfortable

Serviceable

No. 805654

Made of high grade chrome stock treated by a
special tannage, making the best leather for shoes to
be worn on the farm.

Price $2.30

Rindge, Kalmbach, Logie Company
“Makers of Shoes that Wear” Grand Rapids, Mich.
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do not sell him case-lots of stuff he
is going to gamble on.

Generally speaking, fancy shoes are
going to be in vogue for fall. Within
reason, lace shoes are going to exceed
button shoes; the type of heel and toe
depends on the locality in which they
are to be sold. All we can do is to
generalize, but it is possible that solid
color, rather than combinations, are
going to be used. A. J. Hart.

Quantity Prices and Privilege.

The strongest claim the founders
of this Government had on public
favor was their guaranty of equal
rights to all and special privileges to
none. This proposition appealed fa-
vorably to those who had been ac-
customed to carry the aristocracy of
Europe on their shoulders and million
of them came to us. This guaranty
was made good until mechanical pow-
er was applied to the production and
distribution of goods, and the great
corporation began to take the place of
the individual, not only in private af-
fairs, but in Governmental affairs as
well.

Our state legislatures devoted most
of their time in removing obstacles
that individuals enterprises might put
in the way of the big corporations
while Congress protected them from
the competition of the outside world.
With the advantages of abundant cap-
ital and Government aid, the corpo-
rations quickly absorbed individual
enterprise, ancf then began to absorb
one another, until to-day we are fur-
ther away from the practical applica-
tion of equal rights than any other
civilized country in the world. About
the only occupation a man can enter
here is to be a servant, a farmer or a
retail merchant. The big interests
are making it about as hard for the
retail merchant to succeed as it will
be for the proverbial camel to go
through the eye of the needle

The mail order houses sell but a
small percentage of the goods used
in the country, and yet through them
the farmer gets his goods more cheap-
ly than the country merchant does.
Quantity price and free deals by the
manufacturer to those few favorites
in the retail business are doing to the
retail merchant of the country what
rebates and subsidies did to the inde-
pendent packer, miner and manufac-
turer. They are gradually putting
them out of business. | see nothing
to prevent an enormous increase in
mail order distribution in the future
unless the manufacturers place their
goods on a basis of equal price to all.
If the mail order houses are to have
the advantage that they have had in
the past in the buying of goods, and
in addition to that the aid of Uncle
Sam in delivering under parcel post,
the future looks gloomy to me.

The retail merchant and small busi-
ness man have always been the great-
est sufferers in strikes and labor trou-
bles. He generally gives the whole
community credit, and when their pay
stops by strike or lock-out, he can-
not collect. The retail merchant al-
ways stands for law and order and
through him generally peace is restor-
ed. | could never understand why
the big interests should discriminate

MICHIGAN

against him as they do, unless, like
our politicians, they have gone mad
and are bringing about their own de-
struction.

The history of the world proves
that just as soon as the middle class
is reduced to servitude, the destruc-
tion of the masters quickly follows.
Last fall’s election brought about the
destruction politically of a lot of our
once popular idols in politics, sim-
ply because they betrayed the people,
and | predict a day of retribution for
the manufacturers who are betraying
the retail merchants with free deals
and quantity prices. | am firmly in
favor of a Federal law compelling
those who do an interstate business
to sell at the same price to all pur-
chasers, freight considered, and all
state laws to conform with it.

John W. Lux.

Hardship of Catalogue Operations.

E. S. Gill, Secretary of the We-
natchee, Wash., Business Men’s As-
sociation, wails aloud over the effect
of the big mail order houses in de-
stroying the prosperity of the small
villages of his country, in a letter to
the National Grocers’ Bulletin of the
National Retail Grocers’ Association.
After commenting on the recent mel-
on-cutting of a $20,000,000 stock divi-
dend by Sears, Roebuck & Co., he
says:
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cerns do not contribute one cent of
taxes to Chelan county, they do not
help to build highways, school houses,
court houses, jails, pay salaries of
county officials or contribute in any
way to the upbuilding of the com-
munity nor the civic betterment. With
}hem it is all ‘tails | win, heads you
ose.’

“There has been too much patron-
izing of mail order stores by the peo-
ple of North Central Washington. As
said above, it is one of the causes of
financial depression here to-day. Lo-
cal business men are continually giv-
ing of their means to better conditions
for all. Organizations like the Com-
mercial Club, that are working for the
upbuilding of the community receive
the largest part of their income from
the local business men. Churches, so-
cieties, charitable organizations and
all enterprises having for their ob-
ject the bettering of conditions, look
to the local business men as their
chief means of support. And it is
from this source they receive it.”

Is it any less dishonest to help
yourself to a nickel’s worth of goods
twenty times a month than to a dol-
lar’s worth at one time?

“One of the causes for hard times HONORBftT
in this valley just now is the fact .
that hundreds of our people have been SHOES/
sending their ready cash to this con-
cern for goods, while they have ‘stood
off’ the local dealers. These con-

“Ment-Viece”
Hy-Cuts
Stock No.
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Our Chrome Soles are waterproof and of extra wearing quality.

HIRTH-KRAUSE COMPANY

Hide to Shoe Tanners and Shoe Manufacturers
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Make No Mistake

Keep in Touch with
Headquarters

Here is one of the
smoothest and
cleanest

Ventilated Oxfords

ever shown anywhere

Men’s Price
$2.00 per pair
Less 5in 30 days

Here’s Another World
Beater

Ven's White Duck
Oxford

Leather Sole

Price 95¢c per pair
Less 5%0in 30 days
Our store is full of these

seasonable up-to-tomorrow
ideas.

Get in touch with us

We carry the largest
line of
Tennis goods in
Michigan

Grand Rapids Shoe &
Rubber Go.
The Michigan People
Grand Rapids



An Investment Which Pays Generous
Dividends.

I am a retail clothier in a Central
Western city. My store is not the largest
men’s wear establishment in town, but it
is probably the most progressive. | have
always placed a high valuation on the
good-will and friendship of the public,
and much of whatever success | have
achieved may justly be attributed to the
many little original things | have done
at different times to increase my pop-
ularity as a clothier among the people
of this city, all of whom | consider pros-
pective customers. Like all other mer-
chants, | use the daily newspapers and
my store windows to advertise my goods,
but | do not stop at that. My methods
are not sensational, but | like to have
people talk about me, my goods and my
store, and | never hesitate to take ad-
vantage of any opportunity that presents
itself to do something that would tend
to produce this result. Complimentary
word-of-mouth publicity has always ap-
pealed to me as being a very powerful
and effective means of creating new
business for a merchant, and seldom,
indeed, do | fail to put into practice
any idea or plan that would induce my
customers to speak favorably of my
store to their friends.

Here is a little scheme which | have
found successful in advertising my busi-
ness, and which other merchants may
adopt if they care to. Whenever | read
a report in the local newspapers of an
accident that has occurred here in town
in which a man has been injured, per-
haps temporarily incapacitated, 1 make
a note of this man’s name and address
and write him the following personal
letter:

“Dear Sir:

“l am very sorry to hear of your
misfortune, and sincerely trust that you
will soon have completely recovered.

“Are you a patron of my store? |
always like to take care of my cus-
tomers, and if you were wearing a suit
of my clothes at the time of the acci-
dent, please let me know, and | shall
gladly refund the money you paid for it.

“This transaction will involve no obli-
gation whatever on your part. Await-
ing your reply, | am, with best wishes.

Yours very truly.”

Of course, | do not send this letter
to everyone who is injured in this big
city, nor do | publicly announce the fact
that | send it to anyone. | try to use
discretion in the matter and select only
those cases which | believe to merit
such treatment. If the information con-
tained in the newspaper report of the
accident and in my store records of
customers is not sufficient upon which to
determine this matter, | do a little in-
vestigating myself, or have one of my

right-hand men do it for me, before the
letter is sent out. If the injured man
happens to be a bank president, even
though he is a good patron of my store,
I would not, of course, make such a
proposition to him, but if he happens
to be a man whose family depends on
him, and who has become, as a result
of the accident, temporarily unfitted for
work, naturally his would be an ap-
plicable case.

If the injured man informs me that
he is a patron of my store, and that
at the time of the accident he was wear-
ing one of my suits, for which he paid,
say, $20 | immediately send him a check
for that amount, estimating that the
direct and indirect returns which | will
get will more than justify this expendi-
ture. If, however, the man who has
received this letter does not happen to
be a customer of mine he will probably
regret it and perhaps determine right
then and there that my store is a good
one to patronize. | know of two or
three instances where the poor injured
fellow has deliberately lied about it
declaring that he was one of my cus-
tomers and wore a suit of my clothes
or an overcoat at the time of the acci-
dent, when as a matter of fact my ac-
counts showed no record of his ever
having bought a thing in my store, but
| treated these cases just like the others,
accepting the statements of these men
without any argument whatever, and
sent each a check for the amount he
said his clothes cost. This money was
not wasted, because these fellows, and
some of their friends, have since be-
come regular customers of my store,
and probably repaid me in trade over
and over again for having allowed my
offer to be abused. In nine cases out
of ten, if the man who has been in an
accident is not a customer of mine, and
was not wearing at the time a suit of
clothes bought at my store, he will come
right out and say so, but my offer makes
its appeal, just the same.

About a year ago a young man who
buys nearly everything he wears at my
store was hit by an automobile while
crossing the street and laid up for near-
ly a month. | saw a report of the acci-
dent in one of our local newspapers,
wrote the young man a letter something
like the one quoted elsewhere in this
article (excepting that | did not ask
him if he was a patron of my store,
because | knew he was) received his
reply stating that he was wearing a $30
suit of my clothes when the accident
occurred, and sent him a check for that
amount. It is impossible to estimate
the new business that young man has
helped to create for my store since that
time. He has never ceased telling his
friends about my “kindness” in refund-

ing him the money he paid for a suit
that, as he expresses it, “was hardly
scratched” in the accident. He is a liv-
ing advertisement for my store.

But this is merely one illustration out
of possibly a score or more of a similar
character. Of course, accidents do not
happen very frequently, even in a big
town like this, and when a man is struck
by a street car or automobile or receives
an injury in some other way, it does not
always develop that he is a customer
of mine. | consider the money | spend
this way well invested.—Correspondence
Apparel Gazette.

Buy It Now.

Say,

Do you remember when you were
a kid,

How they used to tell you

About throwing a pebble
pond,

And how it made a ripple

That went on, and on, and on, and
on,

Until it reached the distant shore,

Or something like that?

And when you got big enough

You went to the minstrel show

And saw the end man

And the middle man

Show how a quarter of a dollar

Paid off ten dollars’ worth of debts

In about five minutes,

By passing from Tambo to Bones,

And from Bones to Rastus,

And from Rastus to Ephriam,

And from Ephriam to Lijah,

And so on around the half circle?

And then, when you were sent up

To college,

The high-brow Professor

Tried to explain the same thing?

You remember?

Well,

This is no talk on Political Econ-
omy

Or anything like that;

It’s just a gentle hint

To the effect that Right Now

Is a good time for you

To start a little ripple of your own,

A good time

To start your dollars

Moving round the circle.

Pay off your debts.

Buy what you need,

And buy it now.

Get things started.

Put money in circulation.

That’s good sense,

And patriotism,

into a

And good business.

Every ripple in the pond,
No matter how small,
Helps break the stagnation.
Get busy

And make a splash.

“Buy it now,”

And get your money back.

Poor Burglar.

A burglar got into my house about
3 o’clock this morning when | was
on my way home from the club,” said
Jones.

“Did he
Brown.

“l should say he did get some-
thing,” replied Jones.  “The poor
devil is in the hospital. My wife
thought it was me.”

OFFICE OUTFITTERS

LOOSE LEAF SPECIALISTS

get anything?” asked

237-239 Pearl St. (new the bridge) Grand Rapids, Mich.

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

ertains to the production of

arness and Collars, and a cor-
dial invitation to inspect itis ex-
tended to all friends and patrons.

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

Brown & Sehler Co.

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

Grand Rapids, Mich.

"STYLES THAT SELL”

SOFT THE STRAW GOODS
& NEWLAND &
STIFF HATS HAT CAPS

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

Newland Hat Company

168 Jefferson Avenue

Detroit, Michigan
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PERSONALITY AND PRICES.

Mutual Relations They Sustain in

Successful Merchandising.
W ritten for the Tradesman.

| saw an advertisement in a news-
paper the other day relating to the
good qualities of a new typewriter
lately put upon the market.

The advertisement was a very tak-
ing one and yet it lacked something
to make it go, the same lack that so
many advertisements in the maga-
zines are cursed with—no selling
price given.

What would you think of a store
which filled its front window with
many handsome gowns, lingerie and
the like, with a simple notice, “Please
come in and get prices.” Would that
attract you? It would some of course,
but the main body of the passers
would move on, perhaps remarking,
“how pretty,” but giving no further
thought to the articles on display.

Per contra, if the articles were
marked in plain figures, some would
exclaim on the cheapness of the
goods, and at least two would go in
to purchase where one ventured be-
fore. The observer would simply
know before entering the store if he
or she was able to make the purchase.
In the one case those entering would
go in to buy, while in the other they
would go in to ask “how much?” and
might go away disappointed.

I am an advocate of quoting prices.

So many otherwise well worded
advertisements in the magazines are,
because not giving prices, so disap-
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pointing. Now, refering to the type-
writer in question. | had thought
some of testing a new machine. | saw
the advertisement, but in order to
know what | must pay to obtain it |
must of necessity enter into a corres-
pondence with the advertiser. Life
is too short for anything of that kind.
Had the price been given it might
have attracted me to buy.

I have seen dozens of these busi-
ness advertisements which disgust me
because they expect you to write to
find out prices. Very seldom do |
enquire. If the man who has some-
thing to sell is too reticent to take
the public into his confidence so far
as to give the price of his article he
certainly isn’t deserving of patron-
age.

Patronize the man who openly and
above board gives the price of an ar-
ticle he has to sell. As the boy said
on a certain occasion, “Why don’t
you say so then, not have it picked out
of you?” It is the same with the
merchant. If you would succeed
make prices that attract, and see that
the public know what those prices
are, without having to use a crowbar
to pry them out of you.

Take the public into your confi-
dence; in no other way can you get
on the right side of the people and
get them coming your way. Be care-
ful to have one price to all, showing
no partiality whatever. Treat every-
body alike; even the smallest child
should be met with the same genial
smile you have for your best lady
customers.

Regular Customers
From Occasional Buyers

As a dealer you are interested primarily in increasing sales and larger profits.
buyer whom you convert into a regular customer is a stride toward greater success for your

°f yOUr stock dePends y°UT ability to catch new trade and hold it.
PERFECTION OIL, the most efficient illuminating oil obtainable, attracts new business for

the dealer who handles it and occasions “repeat” orders.

Perfection Oil Pleases Customers
By a new refining processthe STANDARD OIL COMPANY -an Indiana Corporation-has been

enabled to produce PERFECTION OIL.

CCal
light than any other oil.

It has met with instant success.

USe **  a *clean” oil; because it burns 20 per cent longer and gives 20 per cent more
It burns without odor and without charring the wick.
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While it is necessary to quote
prices, it is also necessary to have a
personality to your store, something
not exactly like the general run of
establishments. The day has gone
by when the lazy clerk can lay stretch-
ed out on the counter, reading a dime
thriller, while a customer who hap-
pens in is greeted with a lazy yawn
and an enquiry if he or she wants any-
thing.

It looks better to be on the alert
all the time. There is no room for
a lazy man behind the counter of an
up-to-date store. That sort was long
since relegated to the dump-heap of
useless things.

Can a clerk talk too much? De-
cidedly yes. He can moreover be too
patronizing. The loud-voiced, boist-
erous fellow has gone out. Low,
pleasant speech, with a plain regard
for the feelings of the customer, mark
the modern goods dispenser. Dont
be a back number, a has-been. Be
neither a curled darling nor a big,
throaty patronizing monstrosity.

Be courteous. Listen to any story
the customer has to tell, and if he
brings back an article, being dissat-
isfied with it, plainly make the ex-
change with all the pleasure you ex-
perienced in making the first sale.
Satisfied customers are what you want
yet at the same time it is not neces-
sary to become a humble and efficient
door-mat for people to wipe their
shoes on. Being the latter is almost
as undesirable as flaunting your in-
dependenc in a loud way before the
public.

While the business is in a small
way, the proprietor should be on hand
all the time, showing himself to the
customers, greeting and waiting on
them in a most friendly manner. His
personality will count for good or
evil right from the start.

When the store outgrows the one
man management, see to it that the
mantle of genial personality falls up-
on the clerks, especially upon the chief
one, that he may continue in the way
the proprietor has gone. Personali-
ty counts for much more than most
people seem to think. This is mani-
fested in the fact that some one clerk
often wins a large clientage to his em-
ployer’s store because of the geniality
that makes the women like to trade
with Johnny Clarke.

Be approachable, quote prices, treat
the people square and you will have
fufilled the main requirements that
go to make up a successful merchant.
There are other, minor things that
the ready young merchant will call
to mind, and which he will keep to

the fore. The main requirements,
however, for business success, are
the ones | have mentioned.

Old Timer.

Very Helpful.

Several members of a woman’s club
were chatting with a little daughter
of their hostess.

“l suppose you are a great help to
your mamma,” said one.

“Oh, yes,” replied the little miss,
“and so is Ethel; but it is my turn
to count the spoons to-day after the
company is gone.

Every occasional

It pleases the cus-

It is adapted

admirably for use in oil-burning cook stoves and heaters, and is an ideal fuel for incubators.

A Service Organization

Perfection oil is all that is claimed for it.

Dealers may recommend it with perfect confidence in

its merits. NIt is a guaranteed product of STANDARD OIL COMPANY—the most perfect
consumers’ service organization in America. Establish a PERFECTION trade in your local-

Iy before your competitor seizes the opportunity. For further information address any dis-
tributing station of the

Standard Oil Company

An Indiana Corporation

CHICAGO



38

The Traveler Who Tears Down Rep-
utations.

The man who tears down repu-
tations always gets most of the
dirt himself.

Some one has said: “There are but
two kinds of young men, those that
are good, and those that are no good.”

This scarcely applies to salesmen,
for there are many kinds in between.

To#which class do you belong?

We have the Knocker, the Order-
taker, the Wheelbarrow, the Sky-
rocket, the Fussy or Over-anxious,
the Quick-tempered, the Know-it-all,
the Old-Timer, and a few others with
accompaniments not altogether in the
nature of selling-assets.

In the whole category of men who
sell things, the one whom the novice
should strive to imitate is the well-
rounded, strictly  up-to-the-minute
business-getter.  Such a one is at
once ambassador, minister plenipo-
tentiary, and promoter of his house.

The salesman who is worthy of his
profession is not only the ambassa-
dor of his house, he is in reality the
house itself, when he is out in the
field. His every word and action
should be clothed with a dignity suit-
able to the work with which he is
intrusted.

In the* natural course of business
events, it is generally found that large
institutions which employ many trav-
elers are able to secure the services
of enough really capable ones to
make the general average good. If
this were not so, and they were oblig-
ed to draw their entire selling strength
from the list of misfits mentioned
above, they would very shortly find a
padlock on the front door and the
sheriff in charge.

When one government sends an
ambassador to another, a man is se-
lected for the mission who has stood
h'gh in the community, and who is
endowed with peculiar ability to per-
form the duties. If a mistake is made,
and he is found to be lacking in the
necessary qualifications, such as tact,
honesty, or loyalty to duty, he is
promptly recalled and his place filled
by another. Or, if he lacks ability
only, he may wake up some morn-
ing to find that he has been relegated
to some unimportant post in an out-
of-the-way country.

But to return to salesmen. Begin-
ning with the Knocker and taking
them in order, we find them an in-
teresting and heterogeneous group.

The Knocker is the most obnoxious
type, and is branded at once as the
most useless. He can sacrcely be
rated as an asset in the selling staff,
unless we take him in the inventory
at a discount of 90 per cent: The
remaining 10 per cent, might be real-
ized upon as a job lot, to be sold out
in the first clearance sale that comes
along.

The editor of “The Philistine” says:
“Knocking is criticism and with criti-
cism there is no advancement.”

In making that statement he cer-
tainly was not speaking of salesmen,
or he would have said, “Knocking is
robbery, and the thief is a parasite.”

The knocking salesman should not
pray, with the Pharisee, “O Lord,

MICHIGAN

make other men as we are,” but rath-
er* “Let Us see ourselves as others
see us.” If the latter prayer were
granted, they would take the shortest
cut possible to the nearest oculist to
have their eyes fitted with long-dis-
tance, clear-seeing glasses to replace
their blue goggles of doubt, hate, and
suspicion.

The Knocker reminds me in some
of his phases of the story of the man
down in the spring branch trying to
clear the water so that he could get
a pure drink. He was doing all he
could to filter the water, when some
friends called out to him: “Stranger,
come up a little higher and run that
hog out of the spring, and it will
clear itself.”

No trouble then. The hardest work
a man ever undertakes in this world
it to try to lift himself up while try-
ing to pull his brother down. It is
like trying to pull yourself out of
quick-sand; the more you try to work
free from it, the deeper you sink.
There is no such thing as boosting
yourself by knocking some one else.

Did you ever look at yourself from
head to foot—look at yourself as a
salesman?

Did you ever wake up in the morn-
ing and shut your eyes and lie still
and say: “Well, suppose every sales-
man in the house were just like me,
what sort of a house would we have?

“Suppose every salesman in our
house knocked as much as | knock,
what sort of a house would we have?
Suppose every salesman in the house
worked as little as | work, how long
before the whole thing would go into
bankruptcy?”

It is well now and then to get a
square, honest look at yourself.

What sort of a salesman are you?

A salesman’s tongue has a great
deal to do with his salesmanship; or,
rather, a salesman’s salesmanship has
a great deal to do with his tongue.

The Knocker’s tongue is full of
deadly poison. , It is sharp-edged and
treacherous as an ever-ready stiletto.

Sit beside the victim of the Knock-
er. ,Put your ear to his heart, and
you can hear a steady drip, drip, drip,
as of blood from a gaping wound.

“What did that?” you say. His re-
ply is: “An unkind tongue wound it
there.”

The meanest man on earth is the
one who will wound a man’s charac-
ter with his tongue.

The Knocker is no respecter of per-
sons; he knocks the credit man,
knocks the buyer, knock the sales-
manager, knocks his fellow-travelers;
in fact, he knocks everything and
everybody in the place from office
boy to president. He even knocks his
own interests. Every one but the
Knocker himself knows that “the dog
that yrill carry a bone will fetch a
bone;” but as a temporary mischief
maker he causes “Maud,” the mule of
comic newspaper fame, to appear to
have creeping paralysis when com-
pared with him as to their relative
kicking merits.

Knocking is a habit and a bad one.
Dont acquire it. If you do, some
day you will give yourself a knock-
out blow. Remember the old say-
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ing, The man who attends to his
own business has not time to attend
to the business of others.

Now, recollect, if you are a sales-
man and love your house, everything
you cannot help, everything you
would have warded off if you could,
everything you would have conquer-
ed if you could, everything in the
salesman’s life except dishonesty—
and knocking is a form of dishonesty
—works for good; and no power
on earth can make this negative qual-
ity work for anybody’y good, be-
cause dishonesty is the reversal, the
throwing out of gear, of the ma-
chinery of our nature.

When we begin to undermine the
honest efforts of others, we reverse
the machinery of our nature and run
it backwards. You can no more do
good work for your house when you
reverse the machinery of your nature
than you can make a lawn-mower cut
grass when you run it backwards.
One is as impossible as the other.
All things work for your good when
you are running in harmony with your
house and in line with your house.

When you walk up to a piano and
touch a key, and that key is out of
tune and out of harmony, it is out
of harmony not only with the rest
of the keys of the piano, but with
everything in the universe that is in
harmony with them. But when the
piano tuner walks up to the piano
and opens it, and takes out his in-
struments and work away at that par-
ticular string, he restores the har-
mony that was lost. And success
lies in getting into harmony with
your house. Then everything moves
along harmoniously, adjusting and
setting the rules of the house to mu-
sic. Is it not so?

When your firm bids you do this
or that, the command should im-
mediately touch a respopsive chord
in your nature in sympathy with the
work in hand, and then you are in
harmony, which makes easy of ac-
complishment the most difficult task.
Your house wills it, and they will do
their part to make your daily efforts
conduce to your final success.

When you are tempted to believe
that your house is going straight to
perdition, and that you are the only
man on the premises who can save
it, think of the incident that occured
in 1864 in the administration of Ab-

*

raham Lincoln as President of the
United States. The political aspect
of the whole country was that of a
seething, boiling Niagara. Some gen-
tlemen from the West were excited
about the commissions or omissions
of the Administration. President
Lincoln heard them patiently, and
then replied: “Gentlemen, suppose all
the property you were worth was
gold, and you hgd put it in the hands
of Blondin to carry across the Niagara
River on a rope; would you shake the
cable or keep shouting out to him,
‘Blondin, stand up a little straighter!”
‘Blondin, stoop a little more!” ‘Go
a little faster!” ‘Blondin, lean a little
to the south!” “‘Blondin, lean a little
more to the north?” No; you would
hold your breath, as well as your
tongue, and keep your hand off until
he was safe over. The Government
is carrying an immense weight. Un-
told treasures are in our hands. Keep
silence, and we’ll get you safe across.’

Knocking or “kicking” salesmen
classify themselves as among the re-
form forces.

Inasmuch as their object seems to
be the immediate reformation of the
entire business world, they are hope-
lessly beyond argument, and there-
fore the best course for a sensible
salesman to pursue with regard to
them is to leave them alone, and let
them kick. They don’t suggest anj
remedies, but they just kick, and there
are always a few of the weaker sort
standing around to give them encour-
agement and assistance.

To reform the whole earth and
make it over different is a job that
only the saints can tackle.

Your house has enough to take up
all its attention with things.that are
happening every day, without both-
ering about things that can’t be
mended or with things that are going
to happen some time in the future,
except, perhaps, to ask your resigna-
tion if you can’t break the habit of
knocking.

What you have to do is to take care
of the things that are within the
sphere of your duty, and you will
have no time to bother about things
that do not concern you. That’s
what your house is doing, and what
the men are doing who head the sales
list in your house.

The Knocker is bad enough, but his
friends who stand around in foolish

Up-to-date Fixtures

Are Business Builders

Our Goods Merit Your Attention
Your Used Fixtures Taken in Exchange

Grand Rapids Store Fixture Co.

Will be in our new location. No. 7 lonia Ave. North
after May 1st, 1915

Grand Rapids, Mich.
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little cliques encouraging him are no
better. He at least has the courage
of his convictions, such as they are,
while those others stay around in
the dark and act as cat’s paw to pull
his chestnuts out of the fire.

The Knocker is of the least ac-
count in the entire group of negative
salesmen. The others try to amount
to something in their own way, but
he has been mean ever since he was
born.

In reviewing them all, I want you
to understand—if you are a Knocker
—that you are worse than a hundred
of the poorest salesmen put together.

The most stupid Knocker of the en-
tire kicking class is the one who seems
to take peculiar delight in running
down his competitors.

There is no surer help to the ef-
forts of a salesman than that which
comes through speaking well of his
rivals in business whenever opportuni-
ty presents itself, and that not mere-
ly in the sense implied by the witty
preacher who said, while seeking a
goodly collection from a large audi-
ence, “In order to get a good collec-
tion nowadays an audience must be
assured beyond a reasonable doubt
that it will get back two dollars for
every one put in the box.” Kindness
for kindness’ sake alone is its own
reward.

When | was about to make my first
trip on the road, my employer came
to me and saijl: “lI hope you can sell
Mr. —— at If you succeed in
getting a bill there, we will give you
a long credit mark. As yet no man
calling from our house has been able
to interest him.”

On my arrival there, |1 was given
a cold reception. Quite naturally, |
was anxious to .land an order, as can
well be imagined; but like the rest,
| failed, and was greatly crestfallen
over my defeat.

I kept on drumming that customer,
determined that | would get him
sooner or later. About the time of
my fourth visit he surprised me by
saying: “l need some goods to-day.
If you have what | want, you'll get
a good order.”

When he had finished looking
through my sample line, he turned to
me_with, “Do you know why | am
giving you a trial?”

I told him | supposed it was be-
cause | had happened along when
he was out of goods.

“Well,” said he, “that is only part
of the reason. The first time you
called at my place you asked me' what
house | traded with mostly, and you
spoke so highly of them that | made
up my mind you would give me a
square deal if you had a chance.”

| sold that man goods until he re-
tired from business ten years later,
and he was one of the best friends
I had.

President Roosevelt, in his last
message to Congress said: “Science
in business is advanced as never be-
fore. No.one of us can make the
world move on very far, but it moves
at all only when each one of a very
large number does his duty. Our
duty is not in doing what we think
is best, or what is best for ourselves,

MICHIGAN

but in doing what is best for the
common good of all.”

There are people who believe that
criticism and fault-finding are indica-
tive of wisdom, and that the man
who performs his daily task quietly
and without murmur is lacking in the
substantial qualities of mind. To be
disparaged is the penalty Brilliance
must ever pay to Dullness.

A psychologist tells us: “In each
human being there are four person-
alities, namely; first, John as he is
known to himself; second, John as
he is known to his friends; third, John
as he is known to his enemies; fourth,
the real John, who is known only to
his Maker, and on whom every deed
of the other Johns leaves its impress
for good or evil. Those who love us
see us at our best, and only by striv-
ing the soul grows stronger.”

However perfect a piece of mechan-
ism may be, it must be kept well oil-
ed, in order that it may perform its
functions properly. In the same man-
ner the house and its salesmen must
fit together and work harmoniously;
yet none the less there will occasion-
ally be found external and internal
causes which create friction or clog
the wheels.

The “petty dust” of daily business
life is more than apt to upset the
mental machinery, and the best lubri-
cants is to be found in tact combined
w:th humor. A kind word or a
thoughtful silence, which sometimes is
better than speech, a boost in place
of a knock, each has its place in
keeping the wheels of commerce
running smoothly along the road-
way of business life.  So, that,
after all, the conclusion of the
whole matter may be found in
the old rule, “Do unto others as you
would have others do unto you.”

Boost, brother,  boost! Don’t
knock. W. D. Moody.

Copyrighted, 1907.

Advertise With Care as to Location.
W ritten for the Tradesman.

At this time of the year we find
the agriculturist, the horticulturist
and others busy preparing suitable
places to plant trees, shrubs, plants
and seeds. A great deal of attention
is paid to properly prepare the place
for the object to be planted. Whether
the plant is to bring forth fruit or
flowers, shade or for ornamental pur-
poses, the main object is to get re-
sults, and location and surrounding
conditions play a most important part
in securing these results.

Is it not just as important in plant-
ing advertising? The man who ad-
vertises is looking for fruit where he
pays out good money for this purpose.
When | speak of planting advertising,
| have especially in mind the out-
door advertising, which at this time
of the year is receiving much atten-
tion. In order to make myself plain,
let me briefly state what | have seen
in going from place to place, espe-
cially in rural districts.

A hardware dealer sent out a man
to put up a large poster showing a
good make of barn door hanger he
was handling. In one place the man
“planted” his advertising on the door
of a shed used by many farmers ia
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which to feed their teams while trad-
ing at the mill and stores. The pos-
ter was designed to show the advant-
ages of a good door hanger. The
door on which he placed his poster
was hung on hinges made from a few
pieces of harness trace spiked on, the
door kept open or shut by means of
an old railroad tie set against it.

In another town a hardware mer-
chant placed several posters show-
ing the same article. He also plac-
ed his advertising on the door of the
public shed for horses. This merchant
however, took the old strap hinges off
the door and replaced them with a
set of door hangers such as were
shown on the poster. He saw to it
that the hangers were put on right and
also placed a good fastener on the
door, which was a part of the outfit.

Farmers come and go in both cases
but the one goes and perhaps looks
at the poster and forgets about it,
while the other looks at the article
on the door, then at the picture and
sees the name of the dealer and in
many cases starts out to see the hard-
ware man. He wants to know more
about the hanger that he had occas-
ion to try out for himself. The fact
that the dealer has enough confidence
in the article to place one on the door
where this class of customers cannot
fail to see it appeals to him and he
does not forget it, even if he does
not immediately purchase a set.

In both cases the location was ideal
but the one thought only of loca-
tion, while the other had an eye for
fruit and was willing to invest a little
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to make the planted advertising pro-
ductive.

Two shoe merchants in a certain
town put out advertising posters
through the country. One of them
chose mostly bridges and four cor-
ners and other places where the farm-
er is very often occupied with his
team and has no time to read or no-
tice posters, while the other chose to
plant his advertising by the cool and
shady drinking troughs where the
teams would stop and while the horses
were drinking the driver has ample
time to note the poster. Or else he
would place his advertising beside the
road on the upgrade where the driver
would be apt to drive slower and not
have to watch his team so closely.

These are only a few instances, but
| believe it is of the greatest import-
ance to place your advertising in such
places as will be productive of the
results you desire.

If it pays at all to advertise—and it
does—it certainly pays to do it with
a little thought of the location and
surroundings. L. A. De Witte.

Mr. Squeegee says:

-Diamond TIres
keep you going a
long time in the
right direction.

Put on Diamonds

You can get them from
our distributors
SHERWOOD HALL CO., LTD.

Grand Rapids, Mich.
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Here is the plain statement of a merchant handling ready-to-wear apparel and furnishing goods
in a city of 25,000 (name and address on file at our office):

"In 1913 we invested 13.500 in new Wilmarth fixtures

The next year we curtailed our

advertising and clerk hire just the amount we had spent for the new fixtures. 1914was not
a very good year in our town, yet we netted 20% more profit in 1919 than in 1913.”

Which goes to prove that every dollar spent for Wilmarth equipment was worth a dollar and a

half spent in advertising or in extra stock,

Ovt Designing Department will give you the benefit of the cumulative experience of
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Possibilities in Salesmanship.

One of the most valuable money-
making qualities which any man or
woman can possess is that of sales-
manship. To be a good salesman or
saleswoman means to be in demand
by, and among, the world’s workers.
A good salesman is rarely or never
out of a job” and the better ones
are constantly sought for at higher
and still higher compensation.

“Salesmanship” is a very broad
term. The silk-tiled drummer for a
boot and shoe house, the insurance
agent and manager, the great banker
and broker whose business it is to
dispose of millions of dollars’ worth
of stocks and bonds—all these are
“salesmen,” trafficking in one kind of
goods or another—all form a part of
the world’s great system of organiz-
ed barter.

To the successful salesman starting
in the humbler ranks of this system
all'things are possible. In the insur-
ance business, for example, the good
local agent is supposed to be able to
train others, and he becomes a local
manager. The good local manager
in time becomes a state or district
manager, and, if he develops organ-
izing ability, control of some large
department of the business or of a
general office of the company is in
sight Somewhere along his upward
line in promotion he is able to con-
tract for his services to such good ef-
fect that, instead of gaining a mere
salary, he commands a contingent
compensation larger than the salaries
of many of his superior officials. It
is his salesmanship that brings about
these results, and he gradually builds
up a connection that makes him a
power in the field—makes rival com-
panies anxious to secure .his ser-
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any price. Only
a short time ago two companies
actually went to law about an
agent who transferred his con-
nection from one to the other,
his original employers holding that he
had no right to do so, as he was under
contract (at a $50,000 salary.)

A good training in salesmanship is
well worth acquiring. The qualities
needed are courtesy, tact, resource,
reserve power, facility of expression,
honesty (for permanent success), a
firm and unshakable confidence in
one s self, a thorough knowledge of,
and confidence in, the goods which
one is selling, and ability to close.
True cordiality of manner must be re-
inforced Dby intelligence and by a
ready command of information in reT
gard to matters near at hand. It will
be instantly seen that all these quali-
ties make the man as well as the
salesman—they will bring success in
any career, when coupled with sin-
cerity and high-mindedness.

The foundation for such a training
can hardly be laid too early. The boy
who uses his spare time in school, in
vacation season, or out of business
hours, for acquiring the art of sales-
manship. will gain power to climb in
the world that cannot be obtained so
quickly by any other means. The
very fact that he is meeting people
regularly, brushing against their op-
position, and finally winning them
over to his point of view, brings to
him a feeling of self-confidence, a
mental and physical poise, that com-
mands the quick attention of employ-
ers, on the lookout, as they always
are, to discover and develop ability.

Orison Swett Marden.

vices at almost

“Your Collection Department is Too
Insistent.”

“Mr. Blank, we have to get our money
in promptly in order to sell goods at
the margin of profit that we do, and in
order to sell them as cheaply as we do.
When you find a house that doesn’t in-
sist upon payments right on the dot
when they are promised, you will find a
house that will take it out of you in
other ways. That’s as true as two and
two make four.

“A firm like ours could of course con-
tinue to stay in business if this account
of yours were definitely deferred; it
would not perhaps ruin us if a large
number of accounts were treated in the
same manner. But if we allow you un-
usual allowances of time in which to
settle, we would have to extend the
same courtesy to every one of our cus-
tomers.

*You must see that all our customers
have to be treated on a basis of equality.
There can be no discrimination in the
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way of sending better goods to one than
to another at the same price, and by
the same reasoning we cant give one
special privileges as to settlement which
the others do not share.

“When our collection department asks
for a remittance it is only asking what
the rules require. You know, Mr.
Blank, when you go to lodge that it is
necessary in order to get a seat in the
lodge room that you have your pass-
word. It doesn’t make any difference
who you are or how many favors you
have done the lodge, or anything of the
kind. It is simply a rule that you must
do a certain thing, and you do it or
stay out. Nor do you have any hard
feeling toward the lodge if you cant
get in. It is just so with a debt, isnt
it? The organization is simply asking
for the pass-word.

Mr. Blank, really you have been too
long in the business ever to think that
a statement from the house is a reflec-
tion on your ability to pay. You know
that among your customers you have
lots of old farmers out in the country
that are worth a great deal of money
and who just simply want you to carry
them on that account. They’re good;
you know it. But that isnt cash in
hand. Our organization is no different
from yours—we only want to be used
in the matter of collections just as you
want your customers to use you.

“When there is occasion for a re-
minder from our collection department
it may be inferred that your customers
haven't been paying up promptly, may
it not? Now you are in close touch
with your customers—in far closer touch
than we can be with ours—and all you
have to do is to put out a number of
bills and make your delinquents pay us.

“Do you realize, Mr. Blank, that one
of the reasons why our house—why
any house—gets after their collections
is because back balances show undesir-
able conditions? Not that we are afraid
we will lose the money, but rather that
it is a poor trade condition against
which we are fighting. Leaving the
chance for losing the money entirely out
of the question, see what chance there
is for misunderstanding over some
trifling collections. We esteem your
good will too highly to jeopardize it
by having it on our delinquent list.

“If our collection department sends
you a reminder it is for the best of
reasons. We dont want any back col-
lections as a matter of business prin-
ciple, and we don’t want your name on
that list—if we have it—as a matter of
justice to you.* q. M

Quick Work" Over The Phone.

In the line of goods that my house
handles we have about six active
competitors. | received a telegram
about eight months ago to go at once
to the town of J— and try to close
a large contract. To finish out the
ten words of the telegram the house
had added the consoling words “Com-
petitors ahead of you.”,

I got into the town late in the
evening and found out from the hotel
man what the situation was. Five
competing salesmen were there, and
were watching each other and keep-
ing close track of the man who had
the say about the contract. Some
of them were with him all the time.

Chances to me looked pretty slim for
my getting a contract with him, as
some of the men had been there days
taking him out to lunch, to the thea-
ter, and making good fellows of them-
selves in every way. | had never seen
the buyer, but the hotel man told me
that he was a shrewd yet fair man.
My next step was to assure myself
as to whether he knew the various
lines, and after gome trouble | found
out that he did, having been buyer
for a house in Milwaukee that handled
our line as well as our competitors.

I blocked out my plan in short or-
der. | ascertained from the secre-
tary of the compaany what they
wanted, and made out a conditional
order. To the order | attached a
list of prices on everything else that
might be needed. 1 then stepped to
the telephone and called up the buy-
er.

Mr. Blank,” | said, “I represent
the* firm of H— Bros. & M— You
know our house; you know our line.
Now what is of interest to you is
price alone. You dont want to
spend a minute more time with me
than you can help. | have made up
a list of exactly what you want with
the price list, and am sending it to
you by messenger before | leave the
city: | could stay here a week and
drum you for your order, but that
would cost my house just exactly $50.
Prices speak for themselves. 1 have
deducted $50, my expenses for the
week, from the bill in case you wish
to place your business with us.” He
had not said a word meanwhile, so |

said; “You get my message all right,
do you?” He answered, “Yes,” and
| said “Good-bye,” and that closed
my interview.

| left town that afternoon, and the
next day the order with some minor
changes was forwarded to the house.
The beauty of it was that my cus-
tomer got the benefit of the $50 con-
cession that | had made.
D. W. Lewis.

A man never shares the self-esteem
of his neighbor.

HOTEL CODY

EUROPEAN
GRAND RAPIDS, MICH

Rates$1 and up. ~ $1.50 and up bath.
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| “An Hotel Where Guests are Made |
to Feel at Home”

A High-Class Hotel
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|  Exceptionally Accessible

| 500 Rooms— Reasonable RestaurantCharges |
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Single Rooms with Running Water i
$1.00 to $2.00 1

Single Rooms with Tub or Shower Bath |
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Double Rooms with Running Water i
$2.00 to $4.00 * |

Double Rooms with Tub or Shower Bath
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=EDWARD C. FOGG, Managing Director |
| ROY L. BROWN,Resident Manager 5
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Scintillant Splinters From the Sagi-
naws.

Saginaw, May 4—Tom Graham of
New York, who is connected with the
United Profit Sharing Coupon Co.,
gave a talk Saturday at the salesmen’s
meeting, of the Saginaw Beef Co. Mr.
Graham %ave a very good talk ex-
plalnln%_t e advantages of this cou-
pon. is first remark was that he
Is_opposed to trading stamps. He
said they put a fixed tax upon the re-
tail dealers and that the retailers
were right in opposing what_is
known as the trading stamp. The
united profit _sharln% coupons are
bought and paid for by the manufac-
turers and that the ~manufacturers
making the same product were not
given the privilege of packing the
coupons_with their goods. For in-
stance, Swift & Company are packing
the united profit sharing coupons in
their soaps, and so Ionﬁ as they con-
tinue to do so, no other brands of
soap will have these coupons. He
made the statement that 50 to 60 per
cent, of the retailers’ profitable busi-
ness was lost to mail order houses
who issue premiums with their goods.
There have been tests made in many
of the states by disinterested parties
who have been appointed by soap
and coffee manufacturers to find out
what per cent, of the business they
were losing, and the average loss of
these tests to the retailer amounted
from 40 to 70 per cent. He said these
figures were certified and obtainable
at any time, He said the idea of the
united profit sharing cougon was to
bring this lost business back to the
retailer. He also stated that all the
manufacturers who use the coupon do
not decrease the quality of their prod-
uct or raise the price. This being
due to the fact that the advertising
departments of these concerns pay
for the coupons instead of investing
more money in bill board and mag-
azine advertising. There was an ar-
gument brought up that these cou-
pons were saved by the customers
and were sent away for premiums
and that the merchant was losing the
sale of the articles which were pro-
cured by the coupons. He answered
this argument by stating that in the
first place, most of the articles called
for by the customer were in the na-
ture of luxuries and probably would
never have been bought if the cus-
tomer had to pay his hard cash for
such articles. esides this, he stated
that_ when a customer went into the
retailer’s store and purchased a prod-
uct containing the united profit shar-
|ng1 coupons, he was giving the re-
tailer 100 per cent, of his money and
as the coupons the customer receives
are worth 8 per cent, for redemption
of premiums, the merchant is only
losing 8 per cent, whereas, if this sale
had been given to some mail order
house such as Larkins, who give

remiums with their goods, the re-
ailer is losing an average of 52 per
cent, of his profitable business. He
said, Which do you think the retail-
er would rather do, lose 52 per cent,
or 8 per cent.? Mr. Graham gave
many other good points which all
seemed very logical. He was a very
interesting “and~ convincing speaker.

Mr, Cain, Swift’s advertisiﬂg man,
was in Saginaw Saturday. He gave
a talk to the salesmen of the Sagi-
naw Beef Co.

C. C. Cox, Swift & Compang’s soap
salesman, of Detroit, was in Saginaw
Saturday and attended the salesmen’s
meeting of the Saginaw Beef Co.

F. R Rose, of Ovid, has sold his

stock of groceries to George Lewis,
formerly "of Bridgeville. = Mr. Rose
expects” to remain in Ovid for this
summer at least.

The, new Franklin Hotel, in Sagi-
naw, is nearing._ completition. They
expect to have it opened by the first
day of June. Ever?/ room will have
running hot and cold water, the cold
water being procured from a deep
well so the guests will be able to get
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a drink of cold gure water without
oing to the trouble of having a bell
oy bring it up _in a pitcher. Most
of "the rooms will be equipped with
baths and a large number of them
will also have shower baths. The
have secured an option on the ad-
joining building, so that if the need
arises, they will be in a position to
enlarge the present hotel.

Geo. Gauss is now running two up-
to-date meat markets, one at the
Hayden market and the new one in
half of J. B. Nauer’s grocery store,
at 230 North Warren.

Jenks & Co., of Collins, have mov-
ed their stock of goods to Belding,
where they will continue in business.

Our customers and friends at Col-
lins, Hillman and Brutus, who suf-
fered heavy losses from the targe
fires, have our sympathy and our best
wishes to see them soon established
in business again.

Arthur B. Cornwell.

Boomlets From Bay City.

Bay City, May 1—The Young Cattle
& Packing Co., of this city, has recently
urchased 120 acres of the Aplin farm.
ast year Mr. Young acquired from
these people the south 120 acres of the
tract. This last purchase gives the com-
pany a total of nearly 1,000 acres which
will be cultivated to provide rations
for the large number of hogs and cattle
which are to be fattened on the prog-
erty. In its extensive hog pens the
company has this spring the largest
number” of hogs and little pigs ever
brought together in one place in this
section of the State. At present there
are about 1,200 of them, while it is
Blanned next year to have at least 1,000
rood sows doing their share toward
keeping up the meat supply of the
country Mr. Young has also a herd
of several hundred head of cattle on
the ranch. The new plant, when com-
pleted, will represent an outlay of
$1,000,000 and will give Bay City the
Iar?est packing plant in the State and
will furnish a market for the large num-
ber of hogs and cattle which heretofore
have Ig)assed through Bay City to Detroit
and Buffalo stock yards.

The Board of Commissioners of the
Michigan Farm for Epileptics, at Wah-
amega, Tuscola county, named Pratt,

ickel & Campbell, local architects, to
draw up plans and specifications for the
new $200,000 hospital buildings to be
erected this summer. R. E. Bickel is to
be supervising architect.

Local Masonic lodges are making ar-
rangements for entertaining the Grand
Lodge, F. & A. M, May 25 and 26.
At this meeting George L. Lusk, of this
city, will be elevated to the office of
Grand Master.

The new plant for the Kuhlman Elec-
tric Co., which will be erected in this
city, will be read)é for the installation
of the machinery by July 1 at the very
latest. The various contracts were
awarded Friday afternoon.  Henry
Weber, of this city, was given the con-
tract for the erection of the building,
which will be of brick, 52 by 225 feet In
size.

Jule T. Boilore, a prominent meat
dealer of Alpena, spent Saturday and
Sunday in Bay City.

A. E. Starks, one of the leading gro-
cers of Onaway, is %lvmg his ~ store
building a general over aulln? Amon
other improvements is a new front wit
fine display windows When completed
he will have one of the most up-to-date
grocery stores north of Bay City.

Bay City Consistory and co-ordinate
bodies, A."A. S. R., will hold a_reunion
at the Masonic Temple, Bay City, May
11, 12 and 13.

From 160 saloons in 1907 to 115 in
1915 is the record of Bay City, the latter
being five fewer than last year.
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cream for Vassold Bros., Bay. Clt%/,
which keeps Herb. busy. Wishing fo
keep posted on what is going on around
the State in a business Way, he decided
to subscribe for the Michigan Trades-
man, which, of course, was the only
thing to do.

Charles Tanner, of Alpena, a mem-
ber of Bay Council, who has been suf-
fering for some time with rheumatism,
has gone to Mt. Clemens to take baths.
Charlie, you have our sympathy, the
writer had a similar expefience. =

The_first jitney bus in Bay City will
make its appearance on the streets next
Monday, when D. F. Cook wil start an
auto bus in service from the corner of
Center and Washington avenues to_the
Astor House, in South Bay City. The
{ltne will_meet all incoming trains on
he D, B C. & W. at the Center avenue
crossing, and also carry passengers to
and from the ball park when the Beavers
are at home. W. T. Ballamy.

Business Better in Copper Country.

Calumet, May 3—Merchants. of
Calumet and Laurium are confident
that the present year will be one of
the best, in a business way, that the
district has_"ever known.” Improve-
ment of business and industrial condi-
tions generally all over the country,
the resumption of work in more mines
the return to the former high wage
scale and taking of several "hundréd
more men to work_have all been re-
sponsible for bringing about this op-
timistic feeling.

Local business men_ report that
last Saturday they enjoyed the best
“pay-day” business théy have known
in yearS. Local wagé earners, al-
though they have not yet had a pay-
day at the ‘increased scale, seem will-
ing to_discount the future somewhat
In"their purchases. ]

Former _copper country residents
are returning to the district in large
numbers, many of them expert min-
ers and artisans. and nearly all of
them are obtaining work. There is
good demand amang the various min-
ing companies, it is said, for the skill-
ed workman and the companies _are
glvmg preference to the American

orn or men who have resided in this
country long enough to become fully
naturalized American citizens.

. It is also stated that places_are be-
ing made in the mines, mills and
shops for the young men and that
mdre attention is being given to this
idea, that of employing the youn
men and keeping them at homé wit
congenial employment, by some of
Fc])?e mining companies than ever be-

As the result of the returning to
Calumet and vicinity  of many form-
er residents of the district there is a

ood demand for homes and where

ere were many vacant houses or
flats throu%h the winter months, near-
ly all of them are now being rented.
In the Tamarack location man¥| of
the company-owned houses that have
been unoccupied are now being rent-
ed. The Tamarack has taken on
about 300 men, it is stated, and will
take on more gradually until its force
is increased considerably more.

It is also stated that there has been
some picking up in the realty busi-
ness of late”and that several trans-
fers of property have been made.

Jackson Grocers to Eat and Talk.

Jackson, May 3—On Wednesday
evening, May 5, the Jackson Retail
Grocers’ Association  will have a
meeting which promises to be one of
the most interesting of the year. Spe-
cial invitations have been printed and
are being sent to each member of the
Association, in fact each grocer will
receive several invitations by way of

E. Dou%her'%/, of AuGres, has recently reminders.
e Spr

purchased the Sproule store buildin
and stocked it with a first-class line o
groceries, fresh and salt meats.

H. A. Proulx is one of the busy
dealers in AuGres. He not only con-
ducts an up-to-date grocery, but buys

At 7:15 o’clock a supper will be
served, so the grocers need not ﬁo
home after closing their stores. The
feed will be a substantial and a good
one. The speaker of the evening will
be Secretary Paul A. Leidy, of the
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Chamber of Commerce, and he will
speak of several interesting things.
Many important business matters will
comé up for discussion and votes.
The wholesalers of the city are
the attendance committee for the
next meeting and they are leaving no
stone unturned to have a big attend-
ance._ The eighteen wholesalers have
Promlsed to be present in a body and
he down town merchants have all
said they would make a special ef-
fort, to be present. The local Asso-
ciation has been growing in a won-
derful _manner, starting a year agfo
the officers decided to inject new life
into the organization and they have
accomplished their purpose. ~ Meet-
ings used to bring out some ten gro-
cers and now they attract about |TR/.
The membership s getting larger. At
the-meeting next week there will be
%EFSII call of members as well as offi-

In_and Around Little Traverse Bay.

Petoskey, May 3—Geo. F. Madison,
of Grand Rapids, _represe_ntin% Libby,
McNeill & Libby, is making Petoskey
and surrounding towns this week. He
reports business good.

A. Smith, of Smith & Lake, is suf-
fering with a bad cold.

M. F. Quaintance, R. T. Logan,
Asmus Peterson and E. C. Kortenhoff
spent the week end as guests of D. H.

alsh at the Walsh Lodge on Oden
Island. If reports are true, a good time
was had by all. Mr. Kortenhoff bears
the reputation of being one of Petoskey’s
most able fishermen as well as a star
candy salesman, but it has also develop-
ed that he is a first-class manicurist.

Several prizes have been offered for
the largest trout caught this season.
The honor goes to R. T. Logan. We
do not say how much the fish weighed,
but we do know that Bob's basket would
not hold him.

Herb Hamill lost several fine blooded
ducks and geese from his farm on the
Clarion road. With the aid of the
sheriff and a shot gun the goods were
returned.

The thriving little town of Brutus
was visited last week by a very bad
fire, caused, supposedly, by a tramp
sleeping in a vacant*building. The large
store of L. A. Maxfield was a complete
loss, as were also five dwellings. Only
by the heroic work of the citizens was
the store of L. B. Burtch & Co. saved.
Mr. Maxfield’s loss is about $10,000,
with only a small amount of insurance.

Herbert Agans.

Death of Leadir:lg Langston Mer-

chant.

Langston, May 3—2Fred D. Briggs,
for many years one of the leading
merchants of this place, died recently
at Dr. Kelsey’s sanitarium, Lake-
view, from gangrene. He had been
an inmate of the institution for about
one week. Lack of circulation was
%lv_en as the contributing cause. Fred

riggs was benevolent by nature and
had hosts of friends. He was born
in Handy, lemlgstc_m county, April
7, 1861. " Most of his life was spent
in Langston, and as a young man he
attended the Greenvile high school,
where he made many friends. For
about five years he was in the employ
of R. F. Sprague_as book-keeper, dur-
ing the log-running days. He served
the village and township in nearly
every official capacity, as supervisor
several terms, clerk and treasurer,
and in the later years as postmaster,
also secretary and treasurer of the
school board. He was a stockholder
in the Commercial _ State Bank of
Greenville. Mr. Briggs was a char-
ter member of the Knights of Mac-
cabees, also a Modern Woodman and
grénember of Ancient Order of Glean-

Henry Idema, President of the
Kent State Bank, is at Mt. Clemens
for a couple of weeks, taking the
baths and otherwise recuperating.



iDRUGS DRUGGIST&SUNDRIES

Michigan Board of Pharmacy.
President—E. T. Boden, Bay City.
Secretary—E. E. Faulkner, Delton.
Treasurer—Charles S. Koon, Muskegon
Other Members — Will E. Collins,

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

Michigan Asso-

State Pharmaceutical

ciation.

President—Grant Stevens, Detroit.

Secretary—D. D. Alton, Fremont.

Treasurer—Ed. C. Varnum, Jonesville.

Next Annual Meeting—Grand Rapids,
June 9, 10 and 11.

Michigan Pharmaceutical Travelers’ As-
) sociation.

,dPresment—John J. Dooley, Grand Rap-

ids.

and  Treasurer—W. S Law-

Secretar
Rapids.

ton, Gran

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

T_ggcretary and Treasurer—Wm. H.
ibbs.

Executive Committee—Wm. Quigley
Chairman; Henry Rlechel, Theron Forbes”’

Things to Push in May.

In some sections baseball outfits
will be in high favor, likewise fishing
tackle with juvenile customers, which
may pave the way to a more profit-
able acquaintance. The possibilties
of moving days range all the way
from wall-paper, wall-paper cleaning
compounds, and furniture polish to
liniment, and court plaster.  Give
your customers reasons for buying.
The earliness of the season will often
suggest to the resourceful advertiser
the lines that will go best. The
spring season is good for pushing
perfumes, stationery, post-cards—but
it shouldn’t be necessary to mention
dyes. This month the stores handling
paints, varnishes and glass should get
busy brushing up their stock and in-
forming their customers of their fa-
cilities and pleasure in filling orders.
Here are some products which may
be exploited in spring:

1 Postcards—prescriptions.

2. Hot water bottles—clearing
sale.

3. Codliver oil emulsions.

4. Perfumes and toilet waters.

5. Dyes—linseed meal.

6. Cough balsam lozenges.

7. Confectionery — talcum pow-
ders.

8. A good malt extract.

9. Seeds—sarasparilla —disinfect-
ants.

10. Stationery—bathroom supplies.

11. Liniment, corn salve, and oint-
ment.
12. Furniture polish and stains.

13 Preparation of your own manu-
facture.

14. The soda fountain.

15. A good tonic—walking sticks.

16. Wallpaper, paints and glass.

17. Toilet soap—everything for
baby.

18. Fountain pens and writing ma-
terials.

nm ninij

19. Flavoring extracts — spring
medicine.

20. Sponges and chamois skins.

21. Tooth paste—free samples giv-
en.

22. Massage and  complexion
creams.

23. Fancy hand-painted china.
24. Insect destroyers.
25. Brushes—perfumes—cigars.

26. Razors, cutlery and shaving
brushes.

27. A good hair tonic.

28. Camphor balls and disinfect-
ants.

29. Metal polish—whisk brooms.

30. Straw hat cleaner—condition
powders.

Druggist Scores on Park Improve-
ment.

D. D. Alton, the Fremont druggist,
who is one of the 'City Commission-
ers of his home town, has long cher-
ished an ambition to see the city park
improved. At the last meeting of
the Commission he succeeded in se-
curing an appropriation of $500 for
this purpose and the appointment pf
a committee of five to initiate the
work. On being appointed three of
the five members of the committee
each contributed $100 to the fund, so
that the committee will have $800 to
expend this season. In future years
Mr. Alton will probably look back
upon this effort as one of the most
praiseworthy acts of his life.

Compound Elixir of Hexamethylena-

mine.
Hexamethylenamine
Lithium Citrate
Asparagus
Cinnamon, Saigon
Saw Palmetto Berries

Sflntcil .. ... A
Cardamom, hulled .............. 2 dr.
S 0Z.

Sugar
Diluted alcohol, enough to make 8 pt.

Percolate the vegetable drugs in
the usual manner to obtain 25 fluid-
ounces of percolate; in this dissolve
the hexamethylenamine, lihium citrate,
?‘?d sugar. After standing one week,
ilter.

Glycerin and Starch Jelly.

Powdered Starch .................. 4drs
Glycerin ..o, 20zs
Distilled Water .............. 2 0ZS.
Solution of Cochineal............. 5dps.
Oil of Lavender.......n. 3dps.

Mix the starch, glycerin and water,
and heat until a jelly is formed, stir-
ring constantly. Remove from the
source of heat, and when cold mix in
the color and perfume well. Keep in
well-corked bottles.

Cogent Criticisms From Michigan’s
. Metropolis. ]

Detroit, May 3—Learn one thing
each week about Detroit: A Detroit
factory last year furnished 10 per
cent, ‘of all the paint used on the
freight cars in America.

Cadillac Council holds its regular
monthly meeting Saturday night, Meg/
8, at its hall in Elks temple. U. C.
T. members who are in Detroit on
%ng]% date are cordially invited to at-

Some people’s idea of honor is nev-
er to do anything dishonest—but hire
someone else to do it for them.

F. Rosecrans, of Tecumseh, pio-
neer dry goods merchant, was in De-
troit on a business trip last week.

That Detroit is_hot_suffering from
a business depression is illustrated by
the fact that nearly all of the auto-
mobile factories afe running _night
and. dzazy.' BetWeéh: Match “j2 and
April the Packard Motor Car Co.
added 1,600 men tti its iti;' force.
1. _C. Gordon, d% ?\%o s and fur-
nishing goods, 1275 Mack avenue,
has remadeled the interior of his
store and had a new and up-to-date
front installed.

The time will come to every human
being when it must pe known how
well "he can bear to die.—Johnson.

Alfred Smith and Oliver Glennie
have opened an exclusive men’s fur-
nishing goods store in the Peter
Smith ~ building under the style of
Smith & Glennie. Mr. Glennie, be-
fore engaging in business, was man-
ager of the hat department for the
J. L. Hudson Co. Both young men
have many friends in the city who
will be pleased to see them succeed
in their new venture.

F. L. Jacobs & Co. have let con-
tracts for a two-stozrg brick addition
to their factory at 451 Guoin street.
The Jacobs Co. manufactures parts
and does general automobile work.

Two news notes garnered during
the past week: “15000 people at-
tended the races in England/” “Over
2,000 Canadians killed at the front.”

Frederick A. Harris has resigned
as sales manager for the Hupp Motor
Car Co. and has been succeeded by
Lee Anderson, well known to the
automobile trade. .

E. J. Willis, who conducts a tailor
shop at 1283 Grand River avenue, has
sold the building which he owned
and occupied to Henry Killinger. Mr.
Willis has leased the store_and will
continue to occupy It as a tailor shop.

Most of us Wpuld_glve every cent
we own to be rich—G. Young of A
Krolik & Co.

R. Holland, general merchant of
Inkster, was a Detroit business visitor
last week.

In writing the biography of C. C.
Starkweather, which_appeared in the
last issue of the Tradesman, we
omittéd to state—according to Mich-
ael Howarn—that our subject had
received many flattering offers to act
as advance agent for the Seven
Sutherland Sisters. No wonder the
top of his_head glows with pride.

J. D. Kingshury, representative of
the Grand Union Tea Co., of New
York, has been elected Vice-Presi-
dent of the company. Mr. Kingsbury
has lived in Detroit for the past twen-
t% years and has been connected with
the company for thirty years, while
his hosts of friends in this city will
hear of his promotion with pleasure,
they regret that the new duties will
cause his removal to New York,
where he will make his Jiome.

George H. Gifford, of Willow, was
a business visitor in Detroit last
week.

Current events cast their shadows
all about them.

John R. Wood’s Michigan Railway
Guide for May has been issued. Mr.
Wood, who has been publishing

uides for over thirty years, says that
the May guide is one of thé most

complete he has ever issued. Which
means that it must be some book, be-
cause with the possible exception of

the humor page, all issues =~ always
Fs)etrged to be up-to-date and com-
At the next meeting _of Detroit

Council an innovation "will be offer-
ed to the members. The work will
be carried on by veteran members
who have been “through the chairs,
many of them a great™ many years
ago.” They will_also carry on thé ini-
tiatory work. The Council holds its
regular meeting Saturday, May 15.
The following is the list of ex-officers
who will [§Jart|0|pate: Senior  Coun-
selor, H. D. Murray; Junior Counsel-
or M. Wohlgemuth; Past Counselor,
John A urra&/; Conductor, 1.
Marks: Page, S. Rindskoff; Sentinel,
tll_érwﬂllams; Chaplain, Fred J. Mou-

One might be inclined to think that
the German army contained man
traveling men. They are now shoot-
mg gas at their adversaries.

. N. Krolik, of A. Krolik & Co,,
has returned from a trip to the Pan-
ama exposition. )

. L. Higer, Port Huron clothier, was
in Detroit on business last week.

D. Scheyer, department manager
for A. Krolik & Co., returned from
a trip to New York last week.

. H. Harwood, of Grand Rapids, was
in Detroit last week covering the ter-
ritory for William Drueke, who is
ill. "For a substitute. Mr. Harwood
did nicely and acted like a man who
had been”in the city before. He neith-
er shied at ‘many street cars
and automobiles, nor” bought any
Jewelry from strangers. ]

. F-J. Joly, dry goods and furnish-
ing goods dealef at 805 McGraw ave-
nue, has remodeled and redecorated
his_ store throughout, giving the in-
teffor the look of a new store.

Buckets of joy at the Ruda home!
Like a man tr_eao!m%| on e[gg shells
and all bills paid is Harry Ruda, the
lively little dry goods merchant at
634 Hastings street. All this display
of inflated chest and unconfined joy
is over the arrival at Harry’s home
of a healthy 7 pound boy ‘on April
10. All hands, including mother,
father, baby and nurse, are doing well.

We must not lose track of the fact
that the war, according to Kitchener,
opened last Saturday. ]

S. H. Humphrey, manufacturing
manager of the Hupp Motor Car Co.
and prominently identified with many
leading automobile manufactories, has
been appointed manager of the works

of the Chalmers lplant. .
You cannot tell by looking at a
merchant’s automobile how ™ much

money he owes on his stock.

Ben{amln Siegel, proprietor of the
largest ladies’ ready-to-wear store in
Michigan, will make his fourth an-
nual gift to the children of the_ pub-
lic schools next Friday. It will be
in the form of 400,000 trees, of the
hardiest varieties, including Michigan
grown apple trees, maples and elms.
Selling & May, formerly among De-
troit’s leading clothiers, “will build a
three-story building on the triangle
corner between Randolph street and
Library avenue, on the north side of
Bates street. The main floor will con-
tain five stores. The second and
third floors will be used for _light
manufacturing, a portion of which; it
is understood, has been leased.

‘The Goodfellows Club, composed
of members of the firm and em-
ﬁloyes of Gregory, Mayer & Thom,
as” been organized and held its first
annual banquet at Log Cabin Inn last
Saturday evening. = Wm. Gregg,
President of the Club, acted as toast-
master. Entertainment was furnish-
ed by several of the salesmen who
possess ability in that line. Speeches
were made by members of the firm.
Frank Stevens and J. W. Shoettle,
members of the sales force, are Vice-
President and Secretary, respective:-
ly. The new organization = should
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prove a great benefit to both the  j Bielfield, dry goods merchant at
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Kino i, 700 75 Poke, powdered 200 25 Copperas' less 20 5
Kino, powdered 750 80 Rhubarb ........ 7501 00  Ggpperas. powd 20 6
MYIN iy & B0, Rbubarh  Powd. 20t & Cofosive Sublm. 1 2501 35
rrh, powdere ' Rosinweed, powd. v '
gpy_ium p ...... q 119036%2? g(SJ Sarsaparilla,onnd. o 8Let?lrgbgnaertar gg% 218
ium, powd. round_ o . 0 h
Opium: gran. 1150012 0o Sarsaparilla Mexican, Bextrine . o, L
Shellac s 280 35 _ground .. - 300036 Rt 2 "Nos.  s@ 10
. Shellac, ‘Bieached 300 35 Squills o20@ 35 Emery. all Mos. 8@ 10
Walrus SOda Fountalns Tragacanth Squills, ‘powdered 400 80 7O s “GEs @ 2
Tumeric, powd. 120 15 p '
No. 1 .. - Valerian, powd. 250 30 EPsom Salts, less 30 5
Hectric Carborators Tragacant e ErSor, bowderea 2 7503 00
nc Turpentine Seeds Flake White v 150" 20
lore M A w0 g gamgdenves e s
Buchu ... nise, 0 ina
Bi | Gelatine ... 50@@ 60
(MGE )ers Buchu, pow c'{,ﬁ’é, S 2% 12 CGlassware, Fiii cases 8%
Sage, bulk . y Gl less 70 & 10%
Sage. %s N Caraway 50 20 assware, less 10%
d Glauber Salts bbl. @ 1%
Sage, powdered 30@ 35 Cardamon 002 25
: Glauber Salts less 20 0
Senna, Alex . 0@ 3 gelgryd(pow 00 ig Glue, brown ... 110 15
Gl C Hold Senna, Tinn..... 27@ 30 D?ﬁ'an er gg 25 Glue, brown grd.” 100 15
asses ups olders Senna Tinn powd 32@ 35 F i 00 4 Glue, white ... 150 25
S Dish p Soda C Uva Ural . 8@ 20 c{et - 50 10 glue, white grd. 21350 <
poons ishers aper Soda Cups _ Flax v 3010 Glycerine §
Oils Foenuggreek, pow. 80 10 1OBS -
Squeezers Shakers, Etc. Almonds, Bitter, &7 00 L ciehia : 7§ 10 jodine
Almonds, Bitter, Mustard, yeliow 160 20 Loeda%fo,&ngetéi 2998 gg
artificial _.... 1 50@1 75 Mustard, black 160 20 veopdium 1 6001 75
Almouds, Sweet, X o Mustard, powd. igg gg Ao 850 90
true .. 1 25@1 5
Coca Cola, Cherry Smash Almouds. " Sivect, 50@ L, g 10001 25 IECE, P° 3 2003 75
Amber, oruds" 209 50 Sabadiiia o & Menthol 3 7504 00
H ’ PN i Morphine 5 6505 90
Root Beer, Grapefruitola Amber, rectified 400 50 gapadila powd. 0 40 Nux"Vomici . @ 16
Nise ... 2 0002 25 Sunflower ... i
f Nux Vomica pow 0 20
B t 4 25@4 50 Worm American 200 25
Syrups and Flavors caldsment 13300 6 worm Levani . @@ @ hepper, black pow @ 30
Ciassia 17 ; Pitch, Burgund @ is
Castor, Tinctures 1. Burgundy
cans Aconite o 75 Simng, i Bids 300 4
- Chironelia 7501 00 Arniea @ % Rochelle salts ... 260,30
(]’a'rs’ St(x)|s a’d |ab|es Cloves. .. T175@2 00 Asafoetida @fss gapoharine ... 32503 &
Cocoanut . 2@ 26 Belladonna 65 Seidlitz Mixture 250 30
Cod Liver.. 17502 00 Benzoin 1 00 Soap, green . 150 20
Cotton Seed .... 85@1 00 Benzoin Compo’d 00 Soap, mott castile 120 15
Croton . 20002 25 Buchu .. SRR 50 Soap, white c&stUe
E_upbebs é %%Cg)g gg gant_haradles (()@1 88 [oF: LI ©6 75
igeron apsicum . Snap, white i-Hstile
H H Eucalyptus .... 100@1 20 Cardamon ... 150 less, per bar ... 0 75
Hazeltine & Perkins Drug Co. Hemlock, pure .. @1 00 Cardamon, Comp. 82 00 Soda Apsh ........... 1V90 5
Grand Rapids. Mich ﬂun!per \l?ve”:jes 2 9%%')2 gg %atechhu 0 60 Soda Bicarbonate 1% 5
ran apias, ivlicn. uniper 00 inchona @1 0& Soda, Sal ... | 4
P Lard, extra Colchicum 0 75 ehifrfts Camphor R
Lard, No. 1 . Cubebs .. @1 20 Sulphur roll .... 2%@ 5
Laven’r Flowe @ Digitalis 0 80 Sulphur Subl......30 5
Lavender, Gar’n 12501 Gentian 0 75 Tamarinds .. 150 20
Lemon ... 2 0002 Ginger 0. 9 Tartar Emetic .... 0 60
Linseed, boiled, bbl. 67 Gualac 05 Turpentine Venice 400 50
I p
Linseed, bid. less 72@ 76 Guaiac 80 Vanilla' Ex. pure 1 0001 50
Linseed, raw, 66 lodine 2 00 Witch Hazel ... 6501 00
Linseed, raw, less 710 75 lodine, Colorles @2 00 Zzinc Sulphate ... 70 10
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MICHIGAN TRADES

GROCERY PRICE CURRENT

These Quotations are carefully corrected weekly, within six hours of mailing, CHEESE
and are intended to be correct at time of going to press. Prices, however, are  Acme ... @16 Fair A1 Shelled
liable to change at any time, and country merchants will have their orders filled gs,fggn City - @1 o EanCy 8 N eanute o Sl
at market prices at date of purchase. Leiden " @15 Spot Market, Strong o0Y Ex, Lg. Va. Shelled
Pilr?;aurgljeer 40 66@18 Package Pecan Halves™ e
ADVANCED DECLINED Edam | 0% New York™Basis Walnut Halves
Flour Sap Sag'b" . - @18 Arbl\ljlcclf_lgu hiin's X X % Filbert Meats
Mackerel Split Peas Swiss. domestic <920 McLaughlin’s © X X x x  fylicante Almonds @65
CHEWING GUM package %offee is sold to J0rdan Almonds
Adams Black Jack .... 62 retailers only. Mail all or-
Peanuts

59 ders direct to W. F. Mec- Fancy H P Suns

Adams Sappota 2
E 62 Laughlin & Co. Chicago,

Beeman’s Pepsin
Checiat " Extract
iclets .. . xtracts ; S
Colgan Violet Chips .. 65 Holland, % gro. bxs. 95 HRoi* b ijviir@ »
Colgan Mint Chips .... 65 Felix, % 115 w10

gross ... Law) ...
62 Hummel’s foil, % gro. 85 oasted

Index to Markets Dentyne
Hummel’s tin, % gro. 1 43
By Columns Doublemint . 64 ) g9
AMMONIA Clams Eul?cgy SFprEJUI%e. ' gg CS(%iNcEEé:;—AgyNERYPaiIs NationaFRB/-\iscclﬁiEthsiompany
1 | doz. bok%% Little Neck,'lib. .. @100 Red Robin 62 Horehound .. 9 Brands
A Col. 0z. ovals, 2 doz. DOX 75 | jttle Neck, 21b. .. @1 50 gpearmmt %Nl;lgleys “ % gtanéﬁarg ..... i 9 | Seal Trade Mark
) pearmint, ox jars tandard, sma 10 n-er-Seal Trade Mar
Ammonia 1 AX'—FE GREASE Burnhacnlra;n %Bgtzlllon o5 Spearmint, 3 box }ars 192 Twist, small Goods
Axle Grease 1 razer’s, Burnham’ pts. .. Trunk Spruce 59 T
lib. wood boxes, 4 doz. 3 00 urnham’s pts. . 375 yycatan 62 Jumbo Baronet B|scun .. Tff i*o00

B lib. tin boxes, 3 doz. 2 35 . Burnham’s gts. ... 760 zenp Lt el Jumbo. small Flake W afers .. M
Baked Beans 1 3%lb. tin boxes, 2 dz. 4 25 Corn zeno - o JBuirgboﬁcskmall Cameo BISCUIt ''''''' 13
Bliing 1ok 1 Balie per dor 9 % Aaly - : Walter SaKer & co.  Boston Sugar Stick . 14 Eheese Sandwich 1 g0

............. . 0 . , o

Breakfast Food 1 251b. pails, per doz. ..12 00 lg:ancy German’s Sweet . 22 Mixed Candy . E:gecl\losllgtf ngﬁgigs 110000
Erooms ! BAKED BEANS French Peas Rremium 32 Broken . | B9 H1G NEWIOD Lo 1
Butter Col 7 No. 1, per doz. .. 46@ 90 Monbadon (Natural) Cut Loaf . 10 tlve Oclock Tea BPt 1

or No. 2. per doz. .. 75@J 40 per do . 175 Pr\e/\r/nailutemr Nol/. Lowney Co.29 French Cream 10 gln er Snaps NBC .. 1 00
Candles 1 No. 8, per doz. 851 75 150 Premium’, O%Ss 29 g?ggé’rs """ 7 rLaabaeT %Orcacslfggs .R.edl 00
Canned” Goods 12 English 25N Prick o No 2, Fancy . 235 CLOTHES LINE Kindergarten i Kaiser Jgnfggges 100

Homin . Per doz. - -
Catsup 2 BLUING Standard ... Y 85 No. 40 Twisted Cotton 95 Majestic YY. 10 Qysterettes ... Y.y IS
Cheese ... 3 Jennings’. Lobster No. 50 Twisted Cotton 130 Monarch 10 Royal Toast oo 1 1108
Chewing Gum 3 Condensed Pearl Bluin No. 60 Twisted Cotton 1 70 Novelty Satatoga Flakes ™" s
Chicor 3 Small C P Bluing, doz. 45 No. 80 Twisted Cotton 2 00 Paris Creams 11 RIS gTe i:,,es Wl 50
glhot%o ateL_ g Large C P Bluing, doz. 75 Mackerel l,:‘lo. 50 Braided Cotton 1 00 Eremllo Creams ... 14 Uheoda Balscuftcu' - ‘5‘3
othes Li ackere . i oya ISCUIt o
Cocon .. 3 Folgers. Mustard, 11D .. 180 No & Braided Cotton 18 Special Uneeda Ginger Wafer 1 00
S Sky° 3 dz. e otton 1 85 pecia
Cocoanut 3 Summer Sky, 3 120 Mustard, 21b. 28 No. 80 Braided Cotton 2 25 Valley Creams 13 Vanilla_Waters ... 100
Coffee ... 3 Summer Sky, 10 dz bbl 4 00 Shused, 1%Ib 160 No. 50 Sash Cord .... 175 X Lyo 79 Water Thin Biscuit .. 100
<C;°nf§°g°”vf/h g breakfast foods -ls—glrﬁggd 2|%b : fgg “O- 88 JSatsh Cord .... 2 88 Specialties %uwébuac(@mger Snaps- i %0
racke eat Apetizo, Biscuits .. 300 : 0. ute .. 90 SEEEETES 0 STIREGRR e
Crackers ... 6, 6 B Tomato, 21b.. .~ 28 No. 72 Jute 110 s
Cream Tartar .6 Csaicrkgt?o\(}\lhigttt“ggnzs %ég ushrooms No. 60 Sisal 100 ﬁmﬂmﬁrlsls_eesa (ebaskets) fé B Other’ Pick_agel Goods
Cream of Rye, 24-2 .. 3 00 Buttons, Mps"TOs 15 i i B Butter Bites .. aruum’s Animals .. 50

D 4 Galvanized Wire onnie Butter Bites .. 17 Sod
Dried Fruits ... 6 Suaker Puffed Rice .. 425 Eu{tclms I Is g 32 No. 20, each 100ft. long 1 90 Butter Cream Corn .. 15 ob;ml(lira%kerlf NBC » 50

uaker Puffed Wheat 3 45 otels. Is @ 20 Caramel Dice .13 y rackage ...

F Suaker Brkfst Biscuit 1 90 Ovyst NG %8 each 1ot ‘828 280 Cocoanut Kraui Fruit Cake ... 300
Eiasr}i?sgegrlgikl(goods 6 Quaker Com_Flakes 175 cove, 1 Ib. YSIS @ 75 No. 19, each 100ft long 2 10 Copoanut Waffles 14 Bulk Goods
Flavoring Extracts ... 7 Washington Crisps .. 185 Cove, 2 Ib.F;I @1 40 ,; Dainty Mints 776 Tin 16 Animats 218 and boxes
Fioft Sars T2 7 Wheatena g0 Blums ' 900135 Cleveland s Eidoer pmesppis T 14 Atlantics Alss Assid. 12

Evapor’ed Sugar Corn_ 90 Pears In Syrup Colonial,  %s 35 Fudge, Walnut .. Avena Fruit Cakes .. 12
_ Farinose, 24-2 270 No. 3 cans, per doz. ..1 50 Colonial, %s 33 Fudge, Filbert .. *Bonnie Doon Cookies 10
gelatmeB ; ggggg gtljésar i 22;8 Peas Ei%’?ssheys%s g(z) Eugge, ﬁhoco Peanut 13 Bonnie Lassies
rain ags - .
¢ Sugar Corn Flakes .. 250 II\EAaarrlg/omJlmte """" ?0@% 2 Hersney's, %s 28 Fﬂdggl ngse%dMS%goa-M ggr:neei:)a BBllséf:ldlllt e ﬁg

H Hardy Wheat Food .. 225 Egarly June siftd 145@1 55 UYIET oo 36 nut 14 Cheese Tid Bits .... 20
Herbs 7 Holland Rusk ... 320 Lowney, % s 34 Fudge, Cherry 14 Chocolate Bar (cans) 18
Hides and Pelts.. g Krinkle Corn Flakes 1 75 Peaches Lowney, %s 34 Fudge, Cocoanut .... 14 Chocolate Drops .... 18
Horse Radish g Mapl-Corn Flakes .... 280 Bie ... | co@1 25 Lowney, %s 33 Honeycomb Candy .. 16 Choc. Hone ingers 16

Minn. W heat Cereal 3 75 No. 10 size can pie @3 25 Lowney, 5tb. cans . 33 Iced ‘Maroons . . 14 Choc. Mint W afers 14
Ralston Wheat Food 4 60 Van Houten, %s 12 |ced Gems Circle Cookies T
selly 8 Ralston Wht Food 10c 2 25 o . . Pineapple Van Houten, 9%s 18 ced Orange Jellies .. 13  Cracknels 20
Jelly Glasses 8 Roman Meal ... 2 30 Slr'aed K210 van Houten, %s 36 Italian Bon Bons ... 13 Cream Fingers 14

M Saxon Wheat Food .. 2 90 iced - : 95@2 60 van Houten, Is 65 Lozenges, Pep Cocoanut Taffy Bar .. 13
M acaroni .8 _Srplrsecdm\tlvll%at Biscuit fg(o) ) Pumpkin Weabnb»Eta gg Lozenges, Pink Cocoanut Dro{)s 12
Maptleln% p 8  Ppilisbury’s Best Cerll 4 25 53‘53 80 wilber, "%s 33 Mg?acsggg Kisses 107" Cocoanut Macaroons . 18
Mirce Moar: 9 Post Toasties, T-2 .. 250 Fancy Wilber, %s BOX e 13 Cocont Honey Jumbies 12
M olasset ; Bost Joasties T2 L300 No o cocoAnyT Nor Butier Bifie T 3 Eoffes” SaRe feen '™ B

aspberries unham’s . ' : - o

Mustard N ¢ BROOMS Standar(ﬁ ..... b @ %es, D51b.hcas,e seans Cr)l(ocolzrtgse Eéilrlmle; %aol(l)kll\élsmed 88:/{1
Fancy Parlor, 25 Ib. 425 %s, 51b. case i Fig Cakes Asstd. 12
NUES s 4 Pparlor, 5 String, 25 lb. 4 00 Salmon %s 15 th. case Assorted Choc...... 6 Fireside Peanut Jumb 10

0 Standard Parlor, 23 Ib. 3 50 Ywarrens, 1 1b.-Tall .. 230 o4 f5 |b. case Amazon Caramels Fluted Cocont. Bar .11
OliVeS ¢ Common, 23 Ib 3 25 warrens, | Ib. Flat .. 245 s "151b. case ... Champion .eeoueereerroen Frosted Creams .... 8%

Special, 23 Ib.. 275 Nd R SSA?T140@1 i %S & %s 151b. case 28 Choc. Chips, Eureka 19 Frosted Ginger Cook. 8%

p Warehouse, 33 Ib. ... 425 50 Ael K aska @ 55 Scalloped Gems .10 ClMaX o 14 Frosted Raisin Sgs. .. 10
Pickles g Common Whisk .... I 00 n aska ... @1 20 %s & %s pails . Eclipse, Assorted .... 14 Ginger Drops ... 13
Pipes ... g Fancy Whisk ... 125 . Sardines Bulk, pails Ideal Chocolates .... 14 Ginger Gems Plain .. 8%
Playing Cards 8 BRUSHES Bgmg:::rﬁ: l?/A)SM ...... e ggg EuLk, arrgels s dldzd hl%n[#ke Chocolates 18 8|n er Gémsklced 9%
Potash . 8 Ic, % Mustar aker’s razi redde abobs .is raham Crackers .... 8
Provisions. : 8 Solid Back Sg”ilnb ;5 Domestic, % Mustard 3 25 10 5c pkgs., per case 2 60 Nibble Sticks 25 Glnger Snaps Famllljy 8%

Solid Back. 11 in. 53 French, %s ... 7@14 26 10c pkgs., per case 2 60 Nut Wafers 18 Gln? Snaps Roun 8

R Pointed Ends 85 French, %s ... 13@23 16 10c and 33 5¢ pkgs., Ocoro Choc. Caramels 17 Harlequin Jumbles 12
Ric g POIREE ERES . Sauer Kraut Per Case .o 260 Peanut Clusters ... 20 Hobnob Cookies ... 12
Rolled Oats g Stove No. 3, cans . Quintette 16 Household Cookies .. 10

hlg. g No. 10, cans .. K COFFEEGR_ROASTED g{teagrlnéh ...... i i?{ m)pusegold COBOkS Iced ﬁ
: io Chocolates podrome Bar ..
giléa(rjanl?sreaflng g No. 1 . Dunbar, ISS "dfgzps | a5 Eglrrrrmon 190/ Superior Choc, (light) 19 Honey Fingers Ass’t 12
Sal Soda 9 No. 3 Shoe Dunbar, [%s doz........ Choice %(9) ’ Wp hCorn Goods ':rgﬂg .;:J%kflses ig
gg“ Fish™ g No. 7 Fair Succotash Fancy . 21 Cracker chukt evrltzhes Imperials ... 8%
2oeds o 1o No. 4. o . 38 Peaberry . 23 coupon .. . Jubilee Mixed
Shoe_ Blacking o No-d ' ancy "1 25@1 40 Santos pop °r”§5° K tzes 1y Fingers Sponge 30
Snuff ... 10 BUTTER COLOR . . g%v'es ¢ pkg. cs. 350
Dandelion, 25c size .. 2 00 trawberries s 20% 0N MY 1008 s 350 Leap Year Jumbles .. 20
Soda 10 standard"" 9  Choice 21 Cracker Jack with Prize Lemon Biscuit Square 9
Spices 10 CANDLES F y
Starch 10 Paraffine, 6s 7 ancy 225 Fancy . 23 Pop Corn Balls, with rib- Lemon Wafers 18
Syrups 10 Paraffine, 12s - B Peaberry .. . 23 bon, 200 in cs per cs. 1 40 ||:8m0na ......... 8%
Wicking ood go ) Maracaibo Cough Drops orna boon 18
T CANNED  GOODS ancy 120 Fair 24 Boxes Mace Cakes 8
10 Apples No. 10 2 90 Choice 25 gutntﬁmB Menthol ... 1 00 M:%aﬁ;n %8
10 3 Ib Standards . 85 Mexican mi FOS e . 125 A
ig NO. 10 v e 2 50 CARBBON IO“‘S EhOice NUTS—Whole Maelasohrr;allow 23
Blackberries o Darrels ancy - o Mol. Frt. Cook ie, Ice
Perfection ) Ibs. ol. Frt. Cookie, lced 11
) St d ..... dN ........ 1 1 50@1 90 D. S. Gasoline 13!?) i Guatemala Almonds, Tarragona 22 NBC Honey Cakes .. 12
Vinegar 13 andar 0. 10 @6 25  Gis Machine .. 199 FEair . 25 Almonds, California Oatmeal Crackers ... 8
eans Deodor'd Nap’a 13+ Fancy .28 soft shell Drake 22 Orange Gems . 8%
L aked 85@1 30 Cylind @349 Java Brazils .......... 12813 Oreo  Biscuit... . 26
Wicking 13 ylinder .. . 29 @34% !
Wood Red Kidney .. 76@ 95 Engine .. L 16 @22 Private Growth .... 26@30 Filberts Penny Assorted .10
oodenware 13 String Black, winter .. 8 @10 Mandling N Cal. No. 1S.S. .. @22 Peanut Gems .9
Wrapping Paper 14 Wax . Aukola ... Walnuts, Naples ..18@19 Picnic Mixed .. .12

v Blueberries 2 CATSUP M Walnuts, Grenoble 17@18 Pineapple Cakes .17
Feast Cake 14 Standard . 1 80 Snider’s pints 2 35 Short Bean Table nuts, fancy 14@|6 Raisin Cookies .12

---------------- No, 10 725 Zhider’s % pints 1 38 Long Bean Pecans, Large L. @13 Raisin Gems . H

P H. I* O. Pecans, Ex. Large @14 Reveres Asstd.... 15
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Saltines
Seafoam
Snaparoons
Spiced Jumbles
Sugar Fingers ..
Sugar Crimp
Sultana Fruit Biscuit %
Sweethearts

Vera Lemon Drops

|é'éd 10
12

Vanilla Wafers ... 20
Butter

Boxes

Excelsmr Butters .. »

NBC Square (Ij?,utters 7

7

Seymour Roun

Soda
NBC Sodas
Premium Sodas
Select Sodas ...
Saratoga Flakes
Saltines

Oyster
NBC Picnic Oysters 7
Shenltl Oysters 7

8%
Sugar Wafer Specraltles
Adora 100
Nabisco
Nabisco
Festino
Festino

Above quota
tional Biscuit Co. subject
to change without notice.

CREAM TARTAR

Barrels or Drums 38
Boxes ... 39
Square Cans . 41
Fancy Caddies 46

DRIED FRUITS
Apples

pple
Evapored Ch0|ce blk 7%
Evapor’ed Fancy pkg.

Apricots
California ... 9@12
Citron
Corsican ... 16%
Currants
Imported, 1 Ib. pkg 8%
Imported, bulk .. 8%
Peaches
Muirs—Choice, 251b. .. 6%
Muirs—Fancy, 25Th. .. 7%
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 Ib. 8%@9%

Callfornla Prunes
90-100 251b. boxes ..@ 7%

80- 90 251b. boxes @ 8%
70- 80 251b. boxes .,@ 8%
60- 70 251b. boxes ..@ 9%
50- 60 251b. boxes ,.@ 9%
40- 50 251b. boxes ..@10%
FARINACEOUS GOODS
Beans
California Lim as 7
Med. Hand Picked .. 3 25
Brown Holland 32
Farina
1 Ib. packages 170
Bulk per 100 tb. 4 50

Orlglnal Holland Rusk
Packed 12 rolls to container
3 containers (40) rolls 3 20

Hominy
Pearl, 100 Ib. sack 2 50
Maccaronl and Vermicelli

Domestic, 10 Ib. box ..
Imported, 25 tb. box ..2.50

Pearl Barley

Chester
Portage
Peas
Green, Wisconsin, bu. 2 90
Green, Scotch, bu. .. 325
Split, 1D, 6%
. Sago
East India ... 5
German, sacks ... 5
German, broken pkg.
apioca
Flake, 100 tb. sacks ..5%
Pearl, 100 Ib. sacks .. 5%
Pearl, 36£ 11;( ................. 225
Minute, 36p 275

FISHING TACKLE
% to 1 in..
1% to 2 '|n
1% to 2 in..
1% to 2 in..
2 in.
3 in.

Cotton Lines

No. 1, 10 feet
No. 2, 15 feet
No. 3, 15 feet
No. 4, 15 feet
No. 5, 15 feet
No. 6, 15 feet
No. 7, 15 feet .
No. 8, 15 feet .
No. 9, 15 feet

Linen Llnes

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

FLAVORING EXTRACTS
Jennings D C_Brand
Extract Lemon Terpenless
Extract Vanilla Mexican
Both at the same price.
No. 1, F box % oz. .. 8
No. 2, F box, 1% oz. 120
No. 4, F box, 2% o0z. 225
No. 3, 2% oz. Taper 200
No. 2, 1% oz. fiat__ 175

FLOUR AND FEED
Grand Ralplds Grain &
lin

W inter Wheat

Purity Patent
Fancy Spring

Wizard Graham ... 7 20
W izard, Gran. Meal .. 4 90
leard Buckw’t cwt. 3(()58

Rye .
Valley City Mllllng C;)

Lily White 90
Light Loaf 7 40
Graham .. 3 40

350

Granena Health
Gran. Meal ..
Bolted Med

Voigt Milling Co.

Voigt’s Crescent 7 90
Voigt's Royal ... 40
Voigt’s Flouroigt 7 90
V0|gts Hygienic Gra- 6 85

Watson_-ng'glns Mllllng Co
Perfection Flour ... 75
Tip Top Flour ... 7 25
Golden Sheaf Flour .. 6 85
Marshalls Best Flour 8 20
Worden Grocer Co.
Quaker, paper ... 7
Quaker, cloth ..
Kansas Hard Wheat
Voigt Milling Co.
Calla Lily
Worden Grocer Co.

American Eagle, %s 8 50
American Eagle, %s 8 40
American Eagle, %s 8 30
Spring W heat
Roy Baker
Mazeppa ... 10
Golden Horn, bakers 8 00
W isconsin Rye ........ 6 45
Bohemian Rye ... 6 90

Judson Grocer Co.

Ceresota, %s ... 8 60
Ceresota, %'s < 8 70
Ceresota, %s 8 90
Voigt Milling Co
Columbian .. 8 25
Worden Grocer Co
Wingold, %s cloth 9 00
Wingold, %s cloth 8 90
Wingold, %s cloth 8 80
Wingold, %s paper .. 8 85
Wingold, %s paper 8 80
Meal
Bolted ..o 4 70
Golden Granulated 4 90
W heat
New Red 151
New W hite 146
Oats
Michigan carlots .... 60
Less than carlots .... 62
Corn
Carlots e 83
Less than carlots .... 85
Hay
Carlots .cieiieie 12 00
Less than carlots ... 14 00
Feed
Street Car Feed __ 33 00
No. 1 Corn & Oat Fd 33 00
Cracked Corn ... 32 00
Coarse Corn Meal .. 32 00
FRUIT JARS
Mason, pts., per gro. 4 10
Mason, qts., per gro. 450
Mason, % gal. per gro. 7 00
Mason, can tops, gro. 150
GELATINE
Cox’s, 1 doz. large .. 145
Cox’s, 1 doz. small .. 90

Knox’s Sparkllng, doz. 1 25
Knox’s Sparkling, gr. 14 00
Knox’s Acidu’d doz. .. 1 25

Minute, 2 qts., doz. ..1 10
Minute, 2 qts., 3 doz. 325
Nelson’s . | 50
Oxford . 75
Plymouth 125
Plymouth Rock Plaln 90
GRAIN BAGS
Broad Gauge 1S
Amoskeag . 19
Herbs
Sage 15
Hops .. 15
Laurel Leaves 15
Senna Leaves 25
HIDES lﬁ‘l\(ljD PELTS
Green, No0.1 ... 13
Green, No. 2 12
Cured, No. 1 16
Cured, No. 2 14

MICHIGAN
8

Calfskin, green, No. 115
Calfskin, green, No. 213%
Calfskin, cured, No. 116
Calfskin, cured, No. 2 14%
Pelts
Old Wool ... 60@1 25
mbs ... 15 25
Shearllngs i0 20
No. 5
No. 2 84
Wool
Unwashed, med. @24
Unwashed, fine @20

J—IORSE RADISH
0z....

Per
o Jelly
51b. pails, pef doz. ..2 30
151b. pails, per pail .. 65
301b. pails, per pail ..1 25
JELLY GLASSES
% pt. | ., per doz. 15
% pt. per doz. 16
8 o0z. n bbls.,
per doZ..cenioneennn. 18
EINE
2 0z. bottles, per doz. 4 00
1 oz. bottles, per doz. 2 25

% o0z. bottles, per doz. 1 10
MINCE MEAT

Per case ... 85
MOLASSES
New Orleans
Fancy Open Kettle ... 42
Choice.... . 35
Good 22
Fair 20

Half barrels 2c extra
Red Hen, No. 2% ...1 75
Red Hen, No. 5
Red Hen, No. 10’

MUSTARD
Ib. box

LIVES

kegs 1 00@1 10
Bulk, 2 gal. kegs 95@1 05
Bulk, 5 gal. kegs 90@1 00
Stuffed, 5 0Z.omrociriiiis 90
Stuffed, 8 oz.
Stuffed, 14 oz
Plﬂed (not stuffed)

% Ib. 6

]
Bulk, 1 gal.

Manzanilla, 8 oz.
Lunch, 10 oz.

Lunch, 16 oz.
Queen Mammot
.................................... 25
Queen Mammoth, 28
...................................... 75
Ollve Chow, 2 doz. cs.
per dozZ..eirninne 25
PICKLES
Medium
Barrels, 1,200 count .. 7 50
Half bbls., 600 count 4 25
5 gallon kegs ... 90
Small
Barrels
Half barrels
5 gallon kegs
Gherkins
Barrels ... .. 13
Half barrels
5 gallon kegs
Sweet Small
Barrels 00
Half barrels 8 50
5 gallon kegs 320

PIPES
Clay, No. 216, per box 1 75

Clay, T. D. full count ~ 60
Cob 90
PLAYING CARDS
No. 90, Steamboat .... 75
No. 15, Rival assorted 1 25

No. 20, Rover enam’d

. p

No. 98 Golf, Satin fin. 2 OO

No. 808, Blcycle 0

No. 632 Tourn’t whist 2 25
POTASH

Babbitt’s, 2 doz........ 175

PROVISIONS
Barreled Pork
Clear Back .. 21 00@22 00
Short Cut Clr 19 00@20 00

Be 17 00
%rlsket 27 00@28 00

26 00
Meats
14%@15

r
Pure in tierces . 11% @12,
Compound Lard ,8%@ 9
80 Tb. tubs ....advance..%
60 Ib. tubs advance %
50 lb. tubs Tadvance %
20 Ib. pails ...advance %
10 Ib. pails ...advance %
5 Ib. pails ...advance 1
8 Ib pails ...advance 1
Smoked Meats
14-16 1b. 14%@15
16-18 Ib. 14 @14%
18-20 Ib. 13% @14
dried beef

Clear

Hams,
Hams,
Hams,
Ham,
sets
California Hams
Plcnlc Bmled

29 @30
9%@ 9%

Ham 19% %20
Boiled Ha 22 23
Minced Ham 12 @12%
Bacon ... 14 022

TRADESMAN

9

Sausages
Bologna .. . 10% @11
Llv«r 9% @14
Frankfort 12 @12%
11018
Tongue u
Headcheese 10
Boneless .. 20 00@20 60
Rump, new 24 50@25 00
Pig’s Feet
% bbls .. 105
% bbls., 40 Ibs. 2 10
% bbls 425
1 bb . 850
. ripe
Kits, 15 Ibs
% bbls., 40 Ibs.
% bbls., 80 Ibs.
Casings
Hogs, per % ... 35
Beef, rounds, set 24@25
Beef, middles,set 80@85
Sheep per bundle .... 8
Uncolored Butterlne
Solid Dairy - 12%@16%
Country Rolls 13 @19%
Canned Meats
Corned beef, 2 Ib. .. 470
Corned beef 1 1b. 2 50
Roast beef, Ib.
Roast beef, .
Potted Meat, Ham
Flavor, S ... 48
Potted Meat. Ham
Flavor, %S ... 90
Deviled Meat, Ham
Flavor, %s ... 48
Deviled Meat. Ham
Flavor, %S .o 90
Potted Tongue %s .. 48
Potted Tongue, %s .. 90
RICE
Fancy LT @7%
Japan Style 5 @5%
Broken v 3% @40
ROLLED OATS
Rolled Avenna, bbls. 7 25
Steel Cu, 100 Ib. sks. 3 70
Monarch, bbls.......... 6 75
Monarch, 90 Ib. sks. 3 25
uaker, 18 Regular .. 1 45
uaker, 20 Family 4 80
SALAD DRESSING
Columbia, % pt........ 225
Columbia, 1 pint 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 Ibs. in box.

Arm and Hammer 3 00
Wyandotte 100 %s 3 00
AL SODA
Granulated bbls....cccoeeee. 80
Granulated, 100 Ibs. cs. 90
Granulated, 36 pkgs. .. 125
SALT
Common Grades
100 3 |b.sacks 260
70 4 Ib.sacks 240
60 5 Ib.sacks 240
28 10 Ib.sacks 225
56 Ib. sacks . 40
28 Ib. sacks 20
W arsa
56 Th. sacks ... 26
28 Ib. dairy in drill bags 20
Solar Rock
56 1b. SaCKS i 26
Common
Granulated, Fine 110
Medium, Fine ... 1 15
SALT FISH
Cod
Large, whole @ 8
Small, whole @7%
Strlps or bricks 9%15
Pollock v 5%
Strips
Strips 18
Chunks 19

Holland Herrmg
. M. wh. hoop bbls
Y. M. wh. hoop % bbls
Y. M. wh. hoop ?
Y. kM wh. hoop M1 chers

egs
Standard,
Standard,
Standard, kegs ... 80
No.
No.
No.
No.
Mess, 100 Ibs 15 50
Mess, 40 lbs 6 75
Mess, 10 Ibs 17
Mess, 8 Ibs.. 150
No. 1, 100 Ibs.. 14 50
No. 1, 40 Ibs. 630
No. ,l, 10 Ibs

Lake Herring

100 Ibs. . .. 400

. SEEDS

Anise 20
8%

Caraway ... 15

Cardomon, Malabar 1 20

Celery e 45

Hemp, Russian 5

Mixed Bird .. 9

Mustard, white’ 12

. 1«

19

SHOE BLACKING

Handy Box, large 3 dz. 3 50
Handy Box small
Bixby’s Royal Polish 85
Miller's Crown Eollsh 85
Scotch, in bladders s 37
Maccaboy, in jars ... 35
French apple in jars .. 43

SODA
Boxes ... - 5%
Kegs, English ... 4%

SPICES

Whole Spices

Allspice, Jamaica.. .-9@10
Allspice, Ig Garden @11
Cloves, Zanzibar @22
Cassia, Canton .. 14@15
Cassia, 5c pkg. dz. @25
Glnger, African a
Ginger, Cochin
Mace, Penang

Mixed, No. 1
Mixed, No. 2 .
Mixed, 5c pkgs dz.
Nutmegs 70-180 ..
Nutmegs, 105-110
Nutmegs, 105-110 ..
Pepper, Black ....
Pepper, White _
Pepper, Cayenne
Paprika, Hungarian
Pure Ground in Bulk
Allspice, Jamaica .. @16
Cloves. Zanzibar a
Cassia, Canton
Ginger, African
Mace, Penang
Nutmegs
Pepper,
Pepper,
Pepper,
Paprika,

Cayenne .
Hungarian @45
STARCH

Co
Kingsford, 40 Ibs ........... 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 31lbs. ..6%
Silver Gloss, 12 6lbs. 8%

48 lib. packageg
16 31b. packages
12 61b. packages
501b. boxes

SYRUPS ""

arrels
alf barrels
e[lj(aro No. 1%,

3
Red Karo. No. 2 ,2 dz. 2 30
Red Karo, No. 2%,
Red Karo, No. 5, 1dz. 2 70
Red Karo, No. 10 %

Fair
Good
Choice
Folger’s Grape Punch
Quarts, doz. case .. 6 00
TABLE SAUCES
Halford, large 375
Halford, small
TEA
‘Unoolored Japan
Medium . 20@25
Choice 28@33
Fancy .. 36@45
Basket-fired Med’m 28@30

Basket-fired Choice 35@37
Basket-fired Fancy 38
No. 1 Nibs .

Siftings, bulk . 9@10
Siftings, 1 Ib. pkgs. 12@14
Gunpowder
Moyune, Medium .. 28@33
Moyune, Choice .. 35@40
Moyune, Fancy 50 @60
Ping S*uey, Medium 25@30

Ping Suey, Choice 35@40
Ping Suey Fancy  45@50
Young Hyson

Choice 28@30
Fancy

Oolong
Formosa, Medium .. 25@28
Formosa, Choice .. 32@35
Formosa, Fancy .. 50@60

Engllsh Breakfast

Congou, Medium .. 25@30

Congou, Choice ... 30@35

Congou, Fancy .. 40@60

Congou, Ex. Fancy 6D@S0
Ceylon

Pekoe, Medium 28@30

Dr. Pekoe, Choice .. 30@35
Flowery O, P. Fancy 40@50

1

TOBACCO

; iocoz;

Ssaw «hi
0ASS NS 1%

Hiawatha, 5« '.......

May Flower fe -1 ®A9
No L. K e8’0z °2- ? 33
No Limit, 16 oz....... 133
Ojibwa, 8 and ifi'A"™ 3 60
Ojibwa ioc 16 o0z- 40
Ojibwal! 5C ... 10

11
Fetoskey Chijef” ?"'™ ~ 85
Fetoskey Chief’ 1a 0z' ~ 90

alBeriB g/ jit

sferlinl*’L8 & °d 1™
Sweet Cuba ,0D.7?c 5 76
Sweet Cuba, £ Ster ? I3
Sweet Cuba, i0e ”” 5

Sweet Cuba i t~'Us 75
Sweet Cuba’u n!' 4 50
gweet Burle "SAthT) \ LI
weet )}, 3 76
SWeet Burlev 1 e 2 45
Sweet Mist % i ™
Sweet Mist, 8 o f 7 1? I®
Telegram, b5c . 1 1?2
Tiger 376
Tiger, 25¢c ¢ ¢fAS' 1 22
Uncle Daniel, 1 n>* * 2 »2
Uncle Daniel! 1 oz! ” S jj

N b B 3%

AiQn
Appie,
andTm Nat Leaf 2

Battle Ax

facer, 6 and 12 'lb"."." In
iff Four, 6 and 16 tb
Boot Jack, 2 Ib. ... 7 9«
BifHodacks ger doz. .0 9@
Climax Golden Twins’

C max, 14% oz. ... If

Climax, 7 oz
Day’s Work, 7 14 «l

5 Bros., 4 Ib “ o fl
Four Roses, loc. 0A
Edges, 2 Ib. 50

B°Pe, 6 and 12 Ib 58
Go'd Rope 4 and 8 Ib i
u-F., 12 and 24 Ib 40
Granger Twist, 6
., 10 and 21 m 2«

Horse Shoe, 6 and 12 Ib 43
Honejy Dlp Twist, 5 43
5 and s'lb".” 40
and 11 tb. .. 49
Kentucky Navy, 12 tb 37

Ke stone Twist 6 n. 45
Kismet, 6 Ib....... 40
Maple Dlp, 20 oz. 28

Merry Widow, 12 Ib " 32
S S . W ™8*81j
garss.is a

cnic Twist, 5 Ib. . 45
Piper Heidsieck, 4 & 7 n>69

Bfigr 3 eqtyleckePend: 2@
Redicuf, 1% 0Z.........
Scrapplé, 2 and 4 d
Sherry Cobbler, 8 o0z. 32
Spear Head, 12 oz. . 44
Spear Head, 14% oz. .! 44
Spear Head, 7 oz. 47
gq DeaI 7, 14 & 28 Th. 30
tar, 12 and 24 Ib. 43
Standard Navy, 7%, 15
and 30 Ib...ic. 34
Ten Penny 6 and 12 Ib. 35
Town Talk, 1. oz ........... 31
Yankee Girl, 12 & 24 Ib. 31
Scrap
All Red, 5C .ovvvinnn 5 76
Am Union Scrap 5 40
? Plpe 5¢ .. 5 88
fas, 2% oz. . 26
Globe Scrap 2 0z. ... 30
Happy Thought 2 oz. 30

Honey Comb Scrap 5c
Honest Scrap, 5c ....
Mail Pouch, 4 doz. 5c
Old Songs, 5c
Old Times, % gro.
Polar Bear, 5¢c, % gro.
Red Band, 5c % gro.

ged Mlan Scrapk, 5¢ .. ﬁg
crapple s. ..
Sureppshot p /g gro. 76

Yankee Girl Scrap Zoz

Pan Handle Scr

Peachey Scrap,

Union Workman 2%

Smoking

& 7 oz. 30
. 6

%gr

mmwu‘\u‘\ p—-o-ro-rmm,\)pm
~
o

All Leaf, 2%

Badger,
Badger,
Banner,
Banner,

Big Chief, 2% oz.
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BAKING POWDER
. C

16

Roasted

17

Proctor & Gamble Co.

12 13 14 Dwinnell-Wright Brands L .
o ] Doz enox oa
) . 10 0s., 4 doz. incase 85 IVOTrY, 6 0Z..coommunnn. 7% 4
Smoking Pilot, 7 oz. dos. .... 105 Faucets 15 oz. 4 doz. incase 125
Big Chief, 16 oz..... 30 Soldier Boy, 11b. ...* 475 . lined 3 in 20 oz, 3 doz. Incase 160 Jg
Sweet Caporal, | oz. 60 LS i 25 0z., 4 doz. incase 200
Bull Durham, 5¢ ___ 585 Cork lined, 9 in. |
h 11 52 Sweet Lotus, 5cC ... 6 76 Cork lined. 10 in 50 oz., 2 doz. plain top 4 00 Swift & Company
Bull Durham, 10c Sweet Lotus, 10c ....11 62 ' : 50 0z. 2 doz screw top 4 20 WHITE HOUSf
Bull Durham, 15¢c 17 28 Sweet Lotus, per dz. 4 60 Mop Sticks 80 oz., 1 doz. plain top 6 60 Swift’s Pride ... » 1K
Bull Durham, 8 oz. 3 60 SWeet Rose, 2>4 oz. .. 30 Trojan Spring ... g9 800z, 1doz. screw top 675 White Laundry "3 7k
Sweet Tip Top, 5c .. 50 gcfipss patent spring 85 Barrel Deal No. 2 Wool, 6 0z. bars ..*7 4 00
Bull Durham, 16 0z. .. 6 72 Sweet Tip Top, 10c .. 100 N¢ 1" common gy 8 doz. each 10, 15 and Wool 10 0z. bars .... 6 66
Buck Horn, 5c¢c ... 576 Sweet Tips, % gro...10 08 No. 2 pat. brush holder 86 25 0Z. e 32 80 ! ’
Buck Horn, 10c 152 8un CUfeglmlocg ------------ 6 28 Ideal NO. 7 v g With % dozen 10,92, free Tradesman Co.’s Brand
Briar Pipe, 5¢ ...... 576 Jummer & € .- 121b. cotton mop heads 1 30 arref Deal NoO. ,
Summer Time, 7 0z... 165 6 doz. each, 10, 15 and zJa 2 awk’ one bo* 2 50
Briar Pipe, 10c 11 52 Summer Time, 14 oz. 3 50 Palls 25 0Z. oo 4 60 ?a SawE» five pxs 2 40
Black Swan, 5c 576 Standard, 5c foil 576 .hoop Standard 2 00 With 3 dozen 10 oz. free Bfack Hawk, ten bxs 2 25
EI%CkWShWtan 514 oz. 350 gtar;dNard,C 11003 pa;taerl 8 % 2. hoop —Standard dH alengri]rrello Dleal Ndo 3
0 ite, 5¢C eal N. C. 1% cut plug R i 0z. €ac an ;
Brotherhood, 5¢ ... .. Seal N. C. 1% Gran. = 63 Sjpo  WIre Cable 230t Joz, ®ach, 10, 16 an 6 40 A B. Wrisley
Brotherhood, 10c .... Three Feathers, 1 oz. 48 W|th 2 doz. 10 oz. free Good Cheer .. 4 m
Brotherhood, 16 oz, 505 Three Feathers, 10c .IX Vi Teethplcks All cages sold F. O. . Old Country 2 40
Carnival, 5¢ ... 570 Three Feathers and Birch, 100 packages 2 00 Jobbing point. White House, 1 Ib............
Carnival, % 39 Pipe combination .. 2 25 [deal 85 All “barrels and half- white House, Scouring
Carnival, 16 40 Tom & Jerry, 14 os. 3 60 barrels sold F. O. B. Chi- E Isi Blend. 1 1b
Cigar Clip’g, Johnson 30 Tom & Jerry, 7 oz. ..1 80 Traps cago. xcelsior, Blend, - Sapolio, gross lots .. 9 50
Cigar Clip’g, Seymour 30 Tom & Jerry, 8 oz. .. 76 Mouse, wood, 2 holes Royal Excelsior, Blend, 2 Ib.. OaP0||Jax half gro lots 4 85
Identity, 3 and 16 oz. 30 Trout Line, Gc -6 90 Mouse, wood, 4 holes Tip Top Bland, 1 Ib oapol singl& boxes 2 40
Darby "Cigar_Cuttings 4 50 Trout Line, 10c ......11 00 1g qt. 'Galvanized . 10¢ size 9 Royal Blend Sapolio, hand ... 2 40
Continental Cubes, ioc 90 Turkish. Patrol, 2-9 576 71 qt. Galvanized X fcourme 50 cakes 1 s0
Corn Cake, 14 oz....... Tuxedo, 1 oz. bags .. 48 14 qt. Galvanized %tb cans 135 Royal High Grade Scourine, 100 cakes .. 3 50
ggm (C:§|k<§v ECOZ- o ;ﬂigﬂg' %082' tins 1 88 Mouse, wood, holes, 6 0z cans 1 90 Superior Blend ...
: ' g Mouse, tin, 5 %!b cans 2 50 d
Cream, 50c pails....4 70 Tuxedo, 80c tins 745 Rat, wood D/Olb i BODSti[s)tnribS?ergbmg“?njudson Soap C_ompoun s
Cuban Star, 5c foil .. 6 76 Twin Oaks 10c .. .. 9% Rat, spring 0 cans G o Gran¥i Rapids: Johnson’s Fine, 48 2 3 25
Cuban Star, 16 oz. pIS 0 72 Union Leader, 50¢ ... 5 10 lib cans 4 80 2rocer &o. 5 PL Johnson’s XXX 100 5¢c 4 00
Chips, 10c .10 30 Union Leader, 25¢ .. 2 60 Tubs 31b cans 13 00 8? Cga Cad | etroit; Lee Rub-No-More 3
Dills Bsst, 79 Union Leader, 10c .11 52 29.|n. Standard, No. 1 8 00 51b cans 21 50 gac}j/' g;’?ﬁ;vﬂ’/o Bge Nine O’Clock
Dills Best, 77 Union Leader, 5c o 800 18-In. Standard, No. 2 7 00 City Grgcer Cgmpany Ba¥
A BKe-Sdt B UnOe deerkmen %5 & 38-In. Standard, No. 3 6 00 CIGARS City; Brown, Davis & Washing Powden
v d0c in. Cable, No. . : : ,
Duke's Mixture, 5¢ .5 76 Uncle Sam, 8 oz 225 1g.in. Cable, No. 2 | 700 Johnson Cigar Co.’s Brand w:r’k”egurgggkg’"éo Gods  Armour’s ... 370
Duke’s Mixture, 10c ..11 a2 U. S. Marine, 5¢ ... 576 1g6.|n. Cable, No. 3 .. 6 00 Dutch Masters Club 70 00 0 Creek risibaoy o Babbitt’s 1776 .>.7.7."* 3 75
Duke’s Cameo, 5c 6 76 Van Bibber, 2 oz tin 8 No. 1 Fibre .16 50 Dutch Masters, Inv. 70 00 Iel a5 1 . Gold Dust, 24 large 2 30
Drum, 5¢ Velvet, 6¢c pouch 48 No. 2 Fibre .15 00 Dutch Masters, Pan. 70 00 Gold Dust, 100 small 3 g5
P.P. A, 40z Velvet, 10C tin. ... 9% No. 3 Fibre .13 50 Dutch Master Grande 68 00 Kirkoline, 24 41b........ ot
P. P A. 7 O velvet, 8 oz, tin 84 Large Galvani 6 25 Little Dutch Masters ) 24 4lb.... 2
PUhlon, 5c . Velvet, 16 oz, can ... 68 Medium Galvanized 5 50 (300 os% _______________ 00 Lautz Naphtha, 60s .. 2 40
Fashion, 16 oz Velvet, combination ¢s 75 gmall Galvanized 475 Gee Jay (300 lots) ..10 00 Lautz Naphtha, 100s 3 75
Five Bros., W ar Path 6C 00 El Portana 00 Pearline
Five Bros., War Path, 20c 60 W ashboards c. W a 375
Five cent cut Pl Wave L_|ne, 3 o0 40 Banner, Globe . 260 Roseine 3 90
'F__’ o R1OC . \\;VVave Llnez,u/ls 0z 40 Brass, Slnglle . 350 Worden Grocer Co. Brands Snow Boy, 60 6C .... 240
our Roses, ay up, 0 Glass, Single 340 i
Full Dress, 1% ay up. 16 oz P Single Ande 3 1e Canadian Club Snow Boy, 100 6kc e 375
Glad Hand. 5c ruit Double Peerless 450 Londres, 60s, wood ....35 S”FOW ‘?Oyé 24 pkgs
Gold Block, 10c ... Fruit, Single Peerless 3 50 Londres, 25s tins amily”Size 375
Gold Star, 60c pail .. 4 60 Vum Turn, Northern ueen 360 Londres, 300 lots Royal Garden Tea, pkgs. 40 Snow Boy, 20 pkgs
Q
Gail 4 Ax. Navy, 5c 576 Yum Yum. Double Duplex 325 THE BOUR CO- Laundry Size . 400
growler 3oc g Yum Yum 0 Good Enough & O EE TOLEDO, OHIO Swift’s Pride, 24s .... 3 65
Crowler 206 TWINE Universal .. 350 OLD MASfTBR COFFEE ’ . Swift's Pride, 100s .. 3 <5
Giant, 5c . Cotton, 3 ply 20 Window Cleaners SOAP Wisdom ..o, 380
ﬁlandt MAO% ?uottetoni glyply %2 in. 165 Lautz Bros.” 4 Co.
an aae. , in... 185 Acme, 70 bars ... 3 05
Hazel Nut, 5c Hlem p..6 ply %ﬁ in.. . 230 Acme, 100 cakes,'sc sz 3 76 __ The Only
Honey Dew, 10c Flax = medium g Acorn, 120 cakes .... 2 40
:—Ig(ntll_ng, 6C . Wool, 1 Ib. bales" 10% Wood Bowls Cotton Oil, 100 cakes 6 00 puam | 5¢
, 6C ... 13 in. Butter... Cream Borax 100 cks 3 90
I X L, in palls VINEGAR 15 in. Butter . Circus, 100 cakes 5¢ sz 3 75 Cl
Just Suits, 5¢ ... White Wine, 40 grain 8% 17 In. Butter Climax, 100 oval cakes 3 05 eanser
Just Suits, 10c W hite Wine, 80 grain 11% 19 in. Butter.. . Gloss, 100 cakes, 5¢ sz 3 75 Guaranteed tm
25¢ W hite Wine, 100 grain 13 y '
Klin - Dried, g WRAPPING PAPER Big Master, 100 blocks 3 90
King Bird, 7 oz Oakland Vlnegar & Pickle Old M aster Coffee Naphtha, 100 cakes 3 90
King Bird, 10c Co.’s Brands Common Straw ... San Marto Coffee Saratoga, 120 cakes .. 2 40
E(lngTBer 550 Higf(rl]lar:jd aplple g'd” 18 Elgre IKl/lamlla whllte g 2 30 - CANS -82.01
a Turka, 5C .. akland apple cider .. 13 ibre. Manila, colore
Htue Ciant, 1 ib: State %“PE”a’rr o No 1 Manila 4 FITZPATRICK BROTHERS’ SOAP CHIPS .
ucky otrike, 10c Oakland white pic ream Manila .
Le Redo, 3 0S...co. Packages freep ¢ Butchers’ Manila 2% White City (Dish zNashlng) ee¢210 Iba........ 3c per Ib.
Le Redo 8 & 16 oz, Wax Butter, short ¢'nt 10 b Tap, & austic) ee-250 IbS a¢ per Ib.
Myrtlle hlavy, 10c WICKING Wax gutter fu” c'nt ig llglI 1P un%ry B wvass Ibs 5i(c per ib
yrtle Navy, 5¢C ... No. 0, per gross 30 ax Butter, rolls alm Pure Soa r ) :
Maryland (Hub Y No. 1, ;?er ggross 40 P y *-300 Ibs 6)&0 per Ib
No. 2, per gross 50 YEAST CAKE
No. 3, per gross 75 Magic, 3 doz... 15
il 'COLEMANS
WOODENWARE Sunlight, 1% doz...... 50 FOOTE & JENKS — brands
ngger II_‘-Ialgj : 2] Baskets Yeas{ Foam, 3(yd0§. .1 %g -
igger Hea [ east Foam,. 1% doz. . ”
Nigger Head, 106710 55 BUSNEIS v 108 Terpeneless LEIIIOﬂ and High Class Vanl a
Noon_ Hour, 1§12 ........... L8 Bushels, wide band . 115 youRs TRULY LINES
olony, gro. " Pork and Beans 2 70@3 60 “ <to< « -a «Fe«-*1,
Splint, large :
ol Engnsh c"i'\}'é"'|'6/i;bzs % Spiint. medjurm Condensed Soup 3 25@3 60 FOOTE & JENKS, Jackson, Mich.
olg rop, 5¢ .. 558 \%ﬁllllnt Srcnlaltlh e 8375 Salad Dressing 3 80@4 50
Old_Crop, 25¢ flow, & othes, Apple Butter 3 80
P. S., 8POZ 30 ib.cs. 19 Willow, Clothes, small 7 25 Cgtpsu 5 70@@6 75
P. S. 0s., per gro. 570 Willow, Clothes, me’'m 8 00 P
Pat Hand 1 0Surrrrrnes 63 Butter Plates Macaroni 1 70@2 35 ’
Patterson Steal, 1% oz. 438 | Spices 40® 85 P U T N A M S
Patterson geal 6%2.50 % Ib. 250 et g5 Herbs e
atterson Seal o0z. 6 Ib. in crate :
Peeriess, 5 ... 576 % Ib,, 250 in crate 35 AXLE GREASE Double A
Peerless, 100 cioth™".11 52 1 Ib.,"260 in crate .. g;)
II;’eerless l%c paper ..1% 882 % Ig %gg in cra%e .
eerless, . . " in crate 70
peeriesy 465 coiihy SRIEDR O D & Bitter Sweet Chocolates
aza, 2 gro. case Wire End
Plow Boy, 5c ... . 576 . - . . .
Plow Bao¥, Joe 14 Jib- Sl B The Highest in Quality Greatest in Demand
ow S0y, 0z 1 3 Ib., 250 in crate .. . . .
Eer?gg'o}"\c,ir 11 % 5 1b., 20 in crate 65 If you are not supplied a postal card will bring them
Pilot, 6c 5 76 Churns Packed in five pound boxes
Pilot, 14 Oz 10 Barrel, 5 gal., each .. 2 4C
Prince Albert: b - & Barrel, 107gal., each .2 65 1 |b. boxes, per gross 8 70 Vanilla, Pineapple, Orange, Lemon, Raspberry,
rince er C ... ; 3 Ib. boxes, per gross 22 70
Prince Albert, 8 oz. '3_ 8 Clothes Pins Walnut or Assorted.
Prince élbelrtt l% 0z. 7 33 hROlmd Head
ueen Quality, 6¢c . 4% inch, 5 gross ... 65 Made b
ob Roy, 5¢c Toil .... 576 Cartons, 20 2% doz. bxs 70 y
Rob Roy, 10c I’OSS .10 52 'Egg Crates and Fillers i
Egb %%y’ 265060 fos..... 241010 Hurg%ty Dumpty’ 2 s 20 CHARCOAL National Candy Co., Inc.
Y, - o complete .. -..40 Car lots or local shipments, P F
%4 i‘((” 154C0%roai)s. g ;_g ggsezNgon;p!‘eiltFers" i6 .28 bulk or sacked in paper or jute. utn al I l aCtO ry
Soldier "Boy, '8¢ gross 878 Sets ..l Poultry and stock charcoal. GRAND RAPIDS ICHIGAN
Bop, Me ,..,10 58 Ossa, medluss. 12 sets 1 16 MO. DBEAEY QQ. Jadkson Mch M
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BUSINESS-WANTS DEPARTMENT

Advertisements ,,ser,,,| un.lcr this hea,l for two rents , word the dm
No charge jess than 20 cents.

BUSINESS CHANCES.

Sale—Stock of dry goods, boots,
roceries. Doing a cash busi-
ness. Stock in_ A1l condition. Will in-
ventory about $4,000. Good town and
future” prospects the best. ~This is an
opportunity for one wishing such a
stock. For particulars write P. H. Co,,
c-0 Tradesman Company. 105
WHO WANTS MONTGOMERY next
to raise money quickly? To-day my
business advice on special selling is en-
dorsed by merchants everywhere. You
furnish the stock; 1| furnish the crowd
through the most complete successful
and inexpensive method. Write to-day.
. G. Montgomery, Hotel Charlevoix,
Detroit, Michigan. 107
For Sale—The ready made department
and piece goods department in leading
department store in city of 5000. Low
rental. Great opportunity to right party.
Address 109, care Tradesman. 109
For Sale—Ladies’ and childrens’ shoe
department in leading department store
located in a _town of over 4500. Refer-
ences required. Address 110, care
Tradesman. 110
We pay CASH for merchandise stock
and fixtures. Grand Rapids Store Fix-
ture Co., 7 North lonia Ave. 203
Stocks Wanted—If you are desirous of
selling your stock, tell me about it. |
may be able to dispose of it quickly.
My service free to both buyer and seller.
E. Kruisenga, 44-54 Ellsworth Ave.,
Grand Rapids, Michigan. 870
For Sale or Trade—Milk and ice cream

For
shoes and

plant in good Indiana city of 6,000 pop-
ulation. Fully equipped, "including five
ton ice machine, auto truck, etc. Will

make net profit of over $4,000 per year.
For particulars address D. S., hen
Bldg., Indianapolis, Ind. 82
For Sale—Two 25-light Pilot acetylene
gas generators. Absolutely new and in

original crates. Will be sold at_a de-
cided sacrifice. Address H. H. Toman,
Cherokee, lowa. 94

On account of failing health | offer my
hardware, tinning, plumbing and heating
business for sale. Here is a good op-
portunity for the right man to embark

In the "business with a trade already
established. Address A. M. Parmenter
Hardware Company, Knoxville, Illinois.

95

For Sale—On account of illness, only

millinery shop in village of 1,000; no
city for ten miles. Good trade; new
room with living rooms in back. Good

opening to add other lines of business.
Reasonable price if sold soon. B. John-

son, North Cherry St., Hartford City,
Indiana. 98
For Sale—No Trade—Clean stock of

dry goods and

. ?roceries, small town, good
territory; estab

ished twelve years. Have

ood trade. Stock and fixtures about
6,000. Can be reduced. Good reasons
for selling. Address No. 98, care Tra%gs-
man

For Sale—Clean stock of general mer-

chandise. Good trade. Low expenses in
country town. Address No. 99, care
Tradesman. 99

For Sale—Variety stock and store; or
will rent store. E. Warren, Colon,
Michigan. 100

For Sale—Quick, for cash. Hi this
busy city of 6,000 population, bankrupt

stock of ladies’ ready-to-wear goods and
millinery; inventori/] about $1,700. This
firm has been in business in Dowagiac
for ten years and has a well established

trade. For further particulars write
Don B. ReShore, Trustee, Dowagiac,
Michigan. 101
80 acres rich unimproved land Clare
county, Michigan, only $5 acre. Geo. W.
Allen, Boscobel, Wisconsin. 102

ADVERTISING INSTRUCTION.
Michigan merchants and clerks write
Costs

your own advertisements better. (

nothing to try. Full course designed
especially for™ retailers. Sample lesson
free. Commercial copy service, 1466
Central Station, St. Louis, Mo. 106
W anted—Stock of merchandise, must
be good clean stock, well located, will

an_reaso_na_ble price.
eslie, Michigan.

Have Improved Farm to trade
stock merchandise. College town
people. One mile from Gooding, lIdaho.
Only first-class considered. G. C. Os-
bom, Gooding, Idaho. 93

C. J. Chapman,
92

for
2,000

Wanted—To hear from owner of good
general merchandise store for sale. tate
price, particulars. D. F. Bush, Minne-
apolis, Minnesota. . 17

For Sale or Exchange—Good retail
lumber and coal yard.Address Box 102,
Otter Lake, Michigan. 86

continuous insertion.

restaurant with rooms
Address No. 373,
. 7

For Sale—One
above,_in town of 2,500.
care Tradesman.

For Sale—Fifteen-room house  fur-
nished, electric lights; furnace heat; on
G. . & I. railroad. Reason for selling,
death  of Rﬂrgpr_letor. Address Box 164,
Levering, ichigan. 72

Exceptional opportunity In South
American syndicate store_  proposition,

$1,800 yearly” executive position goes with
$5,000 ‘investment. Jesse B. Akers, Ard-
more, Okla. 62
For Sale—General merchandise busi-
ness. Established 27 years. Always
made money. Located in good farming
section in prosperous town of 1,500 in
Southern Michigan. Stock in first-class

shape. Will sell or lease the fine new
two-story building. Will accept farm
or house and lot in part payment. Great

opportunity. Apply now to No. 63, care
I\/Fi%higan %radegr?]g,n. 63

For Sale—General stock located In
small town. Established four _years.
Man with $500 cash can deal with us.

First National Bank, Boyne City, Mich
64

For Sale—Have the best meat market
m the state; in country town of 600.
For further information write 161 Hague
avenue, Detroit, Michigan. 6!

For_ Sale—dean stock %eneral mer-
chandise, thriving city 50,000 population
Eastern Michigan. Location best in out-
skirts of the “city; owner has acquired
comfortable competence in past thirteen

years. Experienced business man can
step in and do equally as well. About
$10,000 will swing deal. Will rent or

sell building. Opportunities of this sort
ﬁqreemscarce. Address No. 67, care Tra%gs»

Wanted—Clean stock of general mer-
chandise in a good town “in Southern
Micni an. Address A. L. “oung, Albion,
Mic |gan. 55

For Sale—Grocery and bakery stock.
In business here fourteen years; always
made money. Iliness of wife reason for
selling.  Will bear closest investigation.
Address No. 33, care Tradesman. 33

For Sale—Soda fountain complete with
three steel soda tanks, one of them new.
A bargain to party needing an outfit.
Address Cutler-Lauster Drug Co., 310 W
Main street, lonia, Michigan.

. Merchandise Sales Conductor. For clos-
ing out_entirely or reducing stocks, get
- g

Flood, Dexter, "Michigan.
For Sale—Fully equipped creamerY_ in
a good territory. Reason for selling,

owners are unable to operate on account
of other business. Will 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 amateur supplies in connection. Will
sell stock with or without building or
exchange for drug or dry Cgoods store.
Good place to make money. . E. Groves,
Edmore, Michigan.____ *il

Safes Opened—W. L. Slocum, safe ex-
ert and Jlocksmith. 97 Monroe Ave.
rand Rapids, Michigan. 104
MERCHANDISE SALES CONDUCTORS.
Stocks reduced or closed out entirely
RX' oldest established sales company in
ichigan. We conduct more sales for
merchants of Michigan than_all other
sales conductors combined. The Greene
Sales Co., Jackson, Michigan. 91

Six latest improved Butterick pattern

cabinets of twenty drawers each. Fine
oak finish. Just "like new. Cost $240
Will sell six cabinets for $100. Shawaker

Lace  Company,
Columbus, Ohio.
Wanted—Stock of merchandise In ex-
change for valuable Virginia truck farm
or clear income property. W. Gar-
rett, Norfolk, Va. 85

For Sale—Thriving _tailoring business.
Established 19 ?/ear_s in city 50,000 popu-
Best [ocation. Stock invoices
Account owner’s death will sell
for $2,000 cash. Clara Schmidt, Admin-
istratrix, 604 Kansas Avenue, Topeka
Kansas. 87
~Mail Order Business—For Sale—Estab-
lished; $2,000 required; big opportunit
worth_ $5000. Address Modern Special-
ties, Racine, WIs. 79

Valuable coal
cheap, cash at once.
clear brick stores. J.
Missouri.

For Sale—$2,000 stock of shoes. About
half men’s, quarter ladies’ and balance
boys’, misses” and children’s. | need the
room for other lines. Liberal discount
for cash. Address No. 88, care Trades-
man. 88

112 S. High Street,
34

mine North Missouri
Might accept good
A. Young, Mglfn,

insertion and one rent . word for each subsequent
Cash must accompany all orders.

For Sale—Great opportunity to buy

ftock ?flgoeonerEal tmerc'\i}lang_ise InMIivet PRINTING.
own ot LoW, =astern Micnhigan. us 1,000 letter heads $1.50. 6,000 $5.
be sold. Sickness. Address 986, care : i '
Tradesman: 999 Copper Journal, Hancock, Mich. 917
For Sale—Good clean, live carner dru HELP WANTED.
.store, doing good business in city o i i
>A40000. Invoice $4,000. Will discount for Wanted — Registered pharmacist for
Acash. Address No. 962. care Michigan drug and eneral merchandise work.
iTradesman. 932 Room and board and salary. Address
For Sale—Stock of groceries in good NO- 108 care Tradesman. 108
farming town. Might consider small We have some excellent open territory
farm in exchange. Address No. 39, care  for good live agents, able to finance
Tradesman. 39 thergselves,h to h_artldle ouAr line of Chlgn
We handle collections, adjustments ~grace cash -registers. —american  Las
and freight claims. Thirty years’ ex- i%%lster Mfg. Company, Saginaw, Mggh-
erl_enc;.d_ (%oodt réfereDnceks 3§ur8|shted.l gan.
oise ustmen 0. Desk 33, Centra Salesmen—Every Ford owner is in-
National Bank Bldg., St. Louis, Me. 40 terested in our %uick_and easy method
Move your dead stock. For closing out of changing clincher tires on Ford cars.
or reducing stocks, get in touch ‘with  Salesmen wanted. Address J. P. Tire
w._ Merchant’s Auction Co., Reeds%gég. Tool Co., York, Nebr. 83
ISEONSIT o W anted—A first-class, all around sales-
For Sale—Southwestern Michigan; a man who understands the clothing, shoe
$2,600 drug stock and fixtures; will sell and_ furnishing goods business from A.
cheag; Immediate possession. Address to Z. Must be a good window trimmer
Dr, Onontlyoh, Plainwell, Mich. 935 ang vs{rltg his _ot\_/vn ca'(‘ds. g;ogd V\%@gets
. and stea osition. one but a first-
For Sale—Drug store, in beautful  2[)CoSATY RO apply. Address A. Lowen-

Southern Michigan city of 6,000. This is perg Battle Creek,” Michigan, 3

an excellent opportunity. Good trade i
and full prices.” Owner must change Wanted—Clothing Salesman—To open
climate. Address No. 948, care Trades- an office and solicit orders for Merchant
man 948 Tailoring. Full sample equipment is
| pay cash for stocks or part stocks free. Start now and get into business
of merchandise. Must be cheap. H. on your own hook.” We build to-order
Kaufer, Milwaukee, Wis. 925 the best clothes in America. If you have
| ! o faith in your ability to do things, you
Merchants Please Take Notice! We aye the fellow we are looking for! Full

have clients of grocery stocks, general  getajls will be supplied on request and

stocks, dry goods stocks, hardware stocks, | “can call and taik it over if you are
drug stocks. We have on our list also a  jnterested. E. L. Moon, General Agent
few good farms to exchange for such  columbus. Ohio. ' -}707 ’
stocks. Also city property. "If you wish !

to sell or exchange your business write POSITION WANTED.

us. G. R. Business Exchange, 540 House-
man Bldg., Grand Rapids, “Mich. 859 Position Wanted—By good dry goods
We buy and sell second-hand store man. Capable, honest and industrious;
fixtures. “Grand Rapids Store Fixture good salesman, buyer and ad writer.
Co., 7 North lonia Ave. 204 Had long extperleémce in Iadlest’ reagy-fto-
_ i ; " wear, carpets, raperies, etc. refer
N o B Adiomatie,, Stale fown of 500 o 100BS) Conural or South:
Regular price $140.° $100 takes it for a &M ichigan. ress No. o care
qui%k_ sa?le_. “Gover  Mercantile Co.,, 1radesman. 103
Loomis, Michigan. 89 WTanted—By energetic middle aged
W anted—Stock of clothing, shoes or man of business experience executive
general stock. Give location and price. ability, a position as manager of cloth-
Fort Pierre, ing or general store, with privilege of
77

Address Ralph W. Johnson,
South Dakota. _

quking interest. Best of reference.
4, [
If you want cash for

Po-
sition care Tradesman. I

all or part of

our stock of merchandise, write Ralph Al road man and canvasser now trav-
. Johnson, Fort Pierre, So. Dakota. eling in upper part of lower peninsula
68 wants a change iIn line. Address 48, care

Tradesman. 48

Shoes—We are stock buyers of all kind
of shoes, large or small, parts of or any
kind of merchandise. Largest prices
paid. Write at once. Perry Mercantile

Co., 524 Gratiot Avenue, Detroit, Mich. Fine business loca-
74

tion; corner store, 50x
100 ft.; first floor and
basement at Adrian,
Michigan. Address D.B.
Morgan, Adrian, Michi-
gan.

Cash for your business or property. |
bring buyers and sellers together.” No
matter where located, if you want to _buy,
sell or exchange any Kind of business
or progert\x/, write me. Established 1881.
John B. right, successor to Frank P.
Cleveland, Real Estate. Expert, 1261
Adams Express Big., Chicago, 111. 326

Wi ill pay cash for any kind of merchan-
dise or any amount of it if cheap enough.
Harold Goldstrom, 65 Smith Ave., Detroit,
Michigan.___~ = 733

Wanted—I want to buy a shoe stock
for spot cash. Price must be low. Ad-
dress “Hartzell,” care Tradesman. 907

HE chances are that you want something

more than printing when you wanta job of

printing—ideas, possibly, or suggestions
for them; a plan as likely as possible to be the
best, because comprising the latest and the
best; an execution of the plan as you want it
and when you want it. This is the service that
we talk about but little, but invariably give.

Tradesman Company :: Grand Rapids
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Henry Rose's Lecture on Washing,
ton.

The Tradesman does not often go
out of its way to recommend a lec-
ture of any kind, but it deems it a
duty to its readers to urge them to
attend the illustrated lecture which
will be delivered at Powers opera
house Thursday evening by Henry
M. Rose, Assistant Secretary of the
United States Senate. Mr. Rose has,
probably, the most remarkable deliv-
ery of any man in the world. Al-
though he speaks in subdued tones,
his voice has a wonderful carrying
power which enables him to be dis-
tinctly heard and definitely under-
stood by everyone in his audience, no
matter how greatly impaired his hear-
ing may be. To this remarkable gift
is, probably, due Mr. Rose’s election
to his present office for life by the
unanimous vote of the -United States
Senate.

The Nation’s beautiful capital is
an inspiring and entertaining subject
for a lecture and no man is better
prepared than Mr. Rose to properly
present it from the platform. Mr.
Rose is clearly and distinctly well
within that class of lecturers at the
head bf which are Stoddard, Howe,
Elmendorf and Wendell, and has the
advantage of all of them in the selec-
tion of a subject that is so near and
dear to the American heart. The lec-
ture is historical, educational, patriot-
ic and fascinating. The audience is
shown its own possessions, about
which it knows much too little, in a
manner to thoroughly arouse its in-
terest and to enkindle the desire that
its Capital City should become not
only the lofty ideal of a great and
growing country, but also the grand-
est and most beautiful capital in.the
world.

The vivid pictures presented are
the finest obtainable of Washington,
its great public structures, its splen-
did parks and open spaces, its erected
and projected monuments, statuary,
memorial fountains, trees, flowers and
art objects, that have yet been pre-
sented in a lecture of this character.

Dollar Day PFov_es Successful in

onia.
lonia, May 5—Dollar Day_ is a
thing of the past, and the majority of

the ‘merchants on Main street “say
without fear of contradiction that
other Dollar Days will be held in
lonia and that the one just passed
was the %reatest_ success, speakin
from the standpoint of the total vol-
ume of trade, and not from the stand-
Fomt of any individual business, that
he city has ever witnessed. Chau-
tauqua da)&s_, circus days and da¥s of
a similar kind bring People to 1onia
with the intention “of_ attending the
Chautauqua or attending the circus.
Still they are good days. And yet
lonia was visited Wednesday by a
crowd of people who eXceeded
in numbers any circus crowd or
any Chautauqua, and this great
thfough of people were ere
with “the  sole intention of vis-
iting lonia stores, meeting lonia
merchants and buying lonia goods.

_ The crowds were here. Advertis-
ing had brought them. It was the
best advertised* single event ever
pulled off in the cify. People were
in lonia from every nook and cor-
ner of lonia county and many from
adjoining counties.” Montcalm_ con-
tributed © many, ¢ Lowell residents
bought lonia goods, people from over

MICHIGAN

in Barry and Eaton and Clinton
counties’ were here and they were
buyln(% goods from lonia merchants.
This Tact on itself bears witness to
the success of Dollar Day. This
movement which was' worked out by
the various committees who were
named by Mayor Green was aimed to

TRADE M AN

Jackson—The *Jackson Vitrified
Brick & Stone Co. has been organized
to manufacture and sell vitified brick
and stone work, lattice work, chim-
neys, etc., with an authorized capital
stock of $10,000, of which amount $5,-

HENRY M. ROSE,
Assistant Secretary of the United States
Senate.

produce a single result. It was in-
augurated for the purpose of getting
the outside people into lonia to make
them acquainted with lonia stores
and lonja goods and to start them in
the lonia buying habit. The crowds
were here and they bought lonia
goods in large quantities. ey went
away, for the most part, we believe,
perfectly well satisfied that lonia
merchants lived UID to their advertise-
ments, and greatly pleased with the
treatment they received in lonia
stores. They also went home with a
bettgr idea “of the quality of lonia
goodas. - .
It is_true that certain lines of busi-
ness did not feel the impulse of the
day. The people who were here in
swarms came for the purpose of pur-
chasing of certain articles. Clothing,
boots ‘and shoes, dry goods, house
furnishinhg, wall papér, novelties and
oods of that character sold heavily.
Other lines such as groceries, meats,
jewelry, etc., had average days. There
IS not”a merchant who believes that
his business fell below its normal
amount as it_is bound to do on a cir-
cus day, while there are a few_who
claim that they did but an ordinary
day’s business and felt no special buy-
mgl movement in their lines.
owever, the concensus_of opinion
along the street is that Dollar Day
was a huge success, that two of them
a year would be money well spent
and that while every merchant and
every business did not dispose of ex-
tra,quantities of goods, that the gen-
eral effect was greatly beneficial ‘and
that the people who™ came to lonia
Dollar Day to buy carpets, or cloth,
or shpes, will come some other day
ﬁﬂgsorder from the retailers in other

Manufacturing Matters.

Detroit—The M. S. Products Co. has
engaged in business, to manufacture and
deal in chemicals, chemical compounds
and proprietary articles, with an author-
ized capital stock of $2,000, of which
amount $1,000 has been subscribed and
$500 paid in in cash.

500 has been subscribed, $1,050 paid
in in cash and $2,000 in property.
Detroit—The Detroit Stamping Co.

May 5, 1915

has been organized to manufacture
dies, sheet metal stampings and to
do general machine work, with an
authorized capital stock of $10,000, all
of which has been subscribed and $5,-
000 paid in in cash.

Detroit—The Colwell-Ideal Corpo-
ration has been organized to manu-
facture, buy and sell plumbing and
heating supplies, with an authorized
capital stock pf $150,000, of which
amount $95,000 has been subscribed
and paid in in property.

Butter, Eggs Poultry, Beans and Po-
tatoes at Buffalo.

Buffalo, May 5—Creamery butter,
fresh, 25@30c; dairy, ZZ%DZYC; poor to
common, all kinds,” 17@20c.

Cheese—(Dull, new fancly 15@15Mc;
new choice, 14J4@15c; he d fancy 1sli

16C.

Eggs—Choice fresh, 19@20c.

Poultry (live)—Cox, 12@13c; fowls
17@18c; geese, 12@13c; turkeys, 15G)
18c.; chicks, 16@18c; ducks, 17@18c.

Beans—Medium, new, $3.35; pea,
$3.85; Red Kidney, $3.40@3.50; White
Kidney, $3.50; Marrow, $3.75@3.90.

Potatoes—35@40c per bu.

ea & Witzig.

Earl C. Adams, who has been em-
ployed as a carpenter in this city
for several years, has started in the
grocery and confectionery business
at 727 Butterworth street.

BUSINESS CHANCES.

Tailoring Business—Cheap, in good
town. Address Brown the tailor, Bangor,
Michigan. 112

For Sale—A $4,000 stock of 5 and 10c

oods, well assorted, on one of the best
usiness streets of Chicago. Can be used
with basement for a department store.

Long lease. Address D. Jacobson, c-o

John V. Farwell Company, Chicago, 111
113

Thomson & McKinnon
BROKERS

No. 3, The Rookery
Chicago, Il

Fletcher American Bank Bldg.

Indianapolis, Ind.

MEMBERS:
New York Stock Exchange
New York Cotton Exchange
Chicago Board of Trade
Chicago Stock Exchange

Beg to announce that they have opened a
branch house under the management of
Mr. Fred G. Fisher, at 123 Ottawa avenue,
N. W., in the former location of the Grand
Rapids Trust Company, for the trans-
action of brokerage business in STOCKS,
BONDS. GRAIN. COTTON, PROVI-
SIONS AND COFFEE.

Direct Private Wires to All

Phones:

Financial Centers

Bell, Main 218: Citizens 8063

123 Ottawa Ave., N. W.
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Advertising
of

B/Mm cB swoer
Is constantly making business for thousands of
dealers, who, by selling and recommending K C
are gaining the everlasting gratitude of the house-
wife who appreciates the better value to be had
In this brand.

YOU profit by this advertising, Mr. Grocer,

In the larger margin of profit for yourself—and
your customer profits in the guaranteed satisfaction you offer.
It will pay you—you will get your value from this advertising



