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If the Folks in the World Were as Good as the World
If the folks in the world were as good as the world what a wonderful world it would be!—
If the people would smile like the sun in the sky, if the people would laugh like the tree 
When it flutters its leaves, when it. nods to the breeze, when it puts on the splendor of Spring- 
If the people would follow the sun and the tree, then the world were a wonderful thing!

If the folks in the world were as good as the world what a world it would be for us all!—  
Were as glad as the Spring, as the Summer as warm, and as free as the generous Fall;
If the folks in the world, when the Winter had come, would as patiently wait for the May—  
If the folks in the world were as good as the world what a world it would be all the way!

Douglas Malloch.
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To an Old Tin Can
There’s a spring of sparkling water flowing out beneath the hill, 
Where the trees are tall and shady and the robins sport at will, 
As the breezes, soft and pleasant, in the summer’s sultry heat, 
Play about in cooling eddies where the light and shadows meet. 
On a stone within the Shadows sits a can of ancient tin,
With a band of rust about it, and a coat of rust within;
But there’s nothing God has given to appease the thirst of man 
Like a cooling draught of water from that Old Tin Gan.

You may sip the rarest vintage from the sunny soil of Spain, 
Quaff the purest ardent spirits malted from the golden grain,
Or consume a foaming tankard of the brewer’s purest mead; 
Drink the brandies of the orchard ’til your blood is warm indeed; 
You may praise with fitting ardor either French or native wine, 
And all the ancient product of the Moselle or the Rhine;
But there’s nothing more refreshing ever made since time began 
Then a cooling draught of water from that Old Tin Gan.

William Bauchop Wilson.

I

to to to to to to to to to to to to



Ceresota
Is the

Standard 
Spring Wheat 

Flour
We Sell It

JUDSON GROCER CO.
T h e Pure Foods House 

G R AND RAPIDS, MICHIGAN

Back a fte r another slice

H . L E O N A R D  &  S O N S
WHOLESALE COMMISSION AGENTS FOR

House Furnishings, China Ware, Glass andu Silverware 
Headquarters for Toys and Fancy Goods

Space Devoted to Samples—20,000 Square Feet 
GRAND RAPIDS, MICH.

Of course we want your order.
Of course we don’t expect it  unless we deserve it.
But it is our lo w  prices as printed in our catalogue that brings to us 

an ever increasing volume of business.
' W e are one of the few firms in business that dare to  print their 

prices and this is what makes buying by mail.safe or even possible, as you 
take no risk but can save m oney, time and very often freight charges.

Our catalogue iUustrates the lines for which we are the wholesale 
com m ission agents better than the goods could be shown to you in any 
other way unless you could come into bur store in person and see the mag
nificent assortment we are showing. If you have not our catalogue at 
hand, may we send it to you?

A POSTAL WILL BRING IT
Spring and summer goods are in daily demand and you can cer

tainly sell these lines to your customers with a profit as they must have 
these things in their homes.

Hanimocks 
Screen Doors 
Window Screens 
Oil and Gasoline 

Stoves
Lawn Mowers 
Go Carts and 

Baby Carriages 
Galvanized Iron Ware

Soda Glasses and
Sherbets 

Garden Hose 
Lawn Sprinklers 
Garden Tools 
Wire Screen Cloth 
Sulkeys and Children*!

W heel Goods 
Refrigerators

Vases and Show Jars 
Shelf Paper 
Paper Napkins 
Laundry Goods 
Fly Killers and Traps 
Japanese Lanterns 
Croquet Sets 
Lemonade Sets 
Stoneware

A  R e a l  N a p h t h a  S o a p  P o w d e r
For a limited time, subject to withdrawsd without advance notice, we offer

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

2 5  b o x e s  @ $ 2 .3 0 —5  b o x e s  F R E E
lO  «  @ 2 .3 0 - 2  b o x e s  F R E E
5  “  @ 2 .3 3 — L b o x  F R E E

' 2 H “  v i ;  @ 2 .4 0 —y2 b o x  F R E E
F.O .B . Buffalo: Freight prepaid to your R. R. Station in lot, of not less than 5 boxes. All orders at above prices 
must be for immediate delivery. Hus inducement is for NEW ORDERS ONLY—subject to withdrawal without notice.

Yours very truly. '

Deal No. 1501 
fU fE A L O tfi. Y.
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SUCCESSFUL SALESMEN.

Frank S. Ganiard, Supreme Counselor, 
U. C. T.

In the earlier days of organized effort 
among traveling men, neglect of strict 
business principles, led to their inevitable 
disruption and dissolution. The surviv
ing associations, avoiding the errors of 
their predecessors and conducted on 
businesslike lines and with wholesome 
respect for the law, continued to the 
time when their purposes were fulfilled 
or, having cause for uninterrupted use
fulness, are still in existence and pros
perous in numbers, in finances and in 
general influence, the influence of spec
ific organizations extending well beyond 
the lines actually represented. Their 
successes and consequent continuance 
are largely dependant upon the activities 
of their general officers and specifically 
in many instances upon the character, 
ability and exercised loyalty of their 
chief presiding officers. This notably 
has been and is exemplified in the case 
of the U. C. T., whose executives, from 
its inauguration, have been practical 
traveling men with practical business 
ideas that they have applied to the or
ganization’s interests in practical ways.

In its annual elections of officers the 
U. C. T. has always chosen for its presi
dents members representative in the best 
sense of the most approved phases and 
traditions of the fraternity. It con
tinued the unbroken line when at the an
nual meeting at Columbus last week it 
advanced Frank S. Ganiard from Junior 
Supreme Counselor to Supreme Coun
selor, thus placing in the most responsi
ble position within the gift of the or
ganization a man who is a thoroughly 
representative traveling man by both 
association and experience.

Frank S. Ganiard was born in Con
cord, Mich., Feb. 4, 1865. He is a son 
of Almond M. and Evelina C. Ganiard. 
He was of a family of seven children, 
four of whom are still living. He left 
school at the age of 15. His father’s 
sickness made it necessary for the chil
dren and. mother to work. He worked 
in a grocery store until he was 19 years 
of age and then went to Dakota for six 
months, where he worked in a general 
store at Groton, Brown county. He

then went back to Concord and engaged 
in business, but subsequently sold out 
and started traveling for Clark, Baker 
& Co., wholesale grocers, Jackson, Aug. 
1, 1887. He traveled for this concern 
two and one-half years, subsequently 
joining forces with W. J. Gould & Co., 
of Detroit, with whom he remained 
nine and one-half years. On the retire
ment of the Gould house from business 
—April 1, 1902—Mr. Ganiard engaged to 
represent C. Elliott & Co., of Detroit, 
with which house he remained until 
about a year ago, when he purchased 
a half interest in the retail grocery estab
lishment of Lamb & Spencer, at Ann 
Arbor. He recently disposed of his 
interest in this business and his plans 
for the future are not known to the 
Tradesman at this writing.

Mr. Ganiard became a charter member

F ran k  S. G aniard

of Jackson Council, No. 57, U. C. T., 
when it was organized May 1, 1894, and 
holds certificate No. 3,321. He was 
elected Secretary-Treasurer in MJarch, 
1898, and served four years. He was 
elected Grand Sentinel in Detroit in 
May, 1903, went through the chairs and 
was elected Grand Counselor at Sagi
naw in 1907, presiding at the meeting 
held in Battle Creek in 1908. He was 
a delegate to the Supreme Council meet
ing in 1907 and was elected Supreme 
Sentinel in 1911, thus becoming Su
preme Page in 1912, Supreme Conductor 
in 1913 and Supreme Junior Counselor 
in 1914.

Mr. Ganiard was presented with a 
beautiful gold medal, fully inscribed and 
set with a diamond, by the subordinate 
councils in the Michigan Grand Juris
diction at the Grand Council meeting 
in Bay City, 1912.

Mr. Ganiard was married to Metha 
M. Findley, of Concord, Dec. 20, 1889, 
and has two children, Florence I. and 
Donald F. He moved to Jackson in 
April, 1894. He has been on the session 
roll of the First Presbyterian church 
since 1899.

Mr. Ganiard believes it to be his duty 
to hold himself accountable to those 
in both the church and order of U. C. 
T. of America, who have expressed their 
confidence in him by placing him in 
offices of honor. He believes that life 
is not subscribing to a creed, but living 
up to the tenets of his faith and that 
with a full regard for the other man.

In every successful man’s career there 
stand out certain constructive character 
traits which, more than any other, have 
contributed, and continue to contribute, 
to his success. These traits are not in 
all instances alike. In one instance they 
may be great tenacity of purpose, coup
led with untiring energy and courage 
to persist in face of apparent failure; 
in another, geniality, ability to create 
friendship where another would cause 
enmity and gain respect and command 
a hearing where another would be look
ed upon with scorn or derision, and a 
host of other combinations, each one 
manifesting itself in the successful in
dividual, or in the individual who in
evitably succeeds, to such an extent as 
to overshadow all the other traits in 
him and counteract the ill effects of 
his errors and indiscretions.

In the case of Mr. Gainard these pre
eminent traits are as follows: A healthy 
restlessness, a genial disposition, steadi
ness and close attention to business, 
initiative, and the ability to deal with 
his customers in the new way—never 
losing sight of the human element that 
enters into the problem, getting things 
done by suggestion and example rather 
than by authoritative command, thereby 
getting them to work with him instead 
of against him.

te
Wedding Anniversary of Hilliards 

Merchant.
Mr. and Mrs. H. E. Parmelee, at 

Hilliards, entertained about forty ot 
their relatives and friends last Sat
urday, June 26, to commemorate the 
event of the twenty-fifth anniversary 
of their wedding.

Mr. Parmele is one of the pioneer 
merchants in that section of Michi
gan. His parents were early settlers, 
who came to Hilliards from Ohio 
fifty-seven years ago in October, 
when Michigan was largely a forest. 
The parents were impressed with the 
richness of the soil in that section 
and became substantial farmers.

Howard E. Parmelee was born on 
the homestead November 15, 1864. 
He began his business career at Hil
liards January 28, 1888, and was mar
ried to Marion Waterman, a popular 
teacher in the public schools, June 26, 
1890. Mr. Parmelee has been pros
perous in business. He has a kindly 
nature and is courteous and painstak
ing in his business. He is quiet and 
conservative. A man of rare judg
ment, he enjoys the confidence and

friendship of the people in his com
munity and the respect of the whole
salers and jobbers with whom de 
deals. Mr. Parmelee carries with 
him an atmosphere of dependability. 
He is the soul of honor, one of those 
men of whom it may be said that his 
word is as good as his bond.

Mr. and Mrs. Parmelee have two 
daughters, Ruth and Clara, who are 
popular with their friends. Both are 
graduates of the Allegan high school 
and the State Normal School at Kala
mazoo. Miss Ruth is now teaching 
physical training at Albion college 
and Miss Clara has a position in the 
Van Raalte school at Holland.

Mr. Parmelee is essentially a home 
person. He finds his greatest enjoy
ment in the society of his family. 
He likes out door sports, is fond of 
fishing and driving his automobile 
and regrets that he does not have 
more leisure to enjoy these pastimes.

Mr. Parmelee is a great admirer 
of thoroughbred stock. He is an en
thusiast on the subject of choice poul
try and raises some of the finest spe
cimen of White Wyandottes to be 
found in the State. He is broad mind
ed and well informed on the topics of 
the day. While in no sense a politi
cian he is deeply interested in all 
questions which tend to better gov
ernment and exerts his influence for 
good whenever he has an opportuni
ty.

He is a thorough merchant. He 
availed himself of the first opportuni
ty to be a reader of the Michigan 
Tradesman and has been a constant 
subscriber of that trade journal.

The Michigan Tradesman joins with 
the many friends in extending con
gratulations to Mr. and Mrs. How
ard E. Parmelee.

ta te
Will Retain the Office Without Salary.

F. D. Miller, of Battle Creek, has en
tered the employ of the Calumet Baking 
Powder Co., of Chicago, as a demon
strator. In a letter to the members of 
the Retail Grocers and General Mer
chants’ Association of Michigan, sent 
out under date of May 14, Mr. Miller 
stated that his salary as Secretary of the 
organization was discontinued May 1, 
but that he proposes to retain the office 
without salary in order to accomplish 
certain results which appear to him to 
be essential to the wellbeing of the 
organization.

^  fcl 1^
The Williams Optical Co. will be in

corporated soon with an authorized cap
ital stock of $5,000. The company is to 
succeed the individual operations of 
Oscar E. Williams. Those interested 
are O. E. Williams, Dr. J. W. Shanks 
and Max LeWick. The company will 
do a wholesale and retail business and 
will have its headquarters at 46 Monroe 
avenue.
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TH E JITNEY BUS.

How It Looks to a California) Mer
chant.

Long Beach, Calif., June 28—The jit
ney bus has attained, to the dignity of 
being considered a problem. A few 
short months ago the street car mag
nate was a haughty personage, resting 
securely on his franchises and the peo
ple’s_ necessities. Now, in places where 
the jitney has made its appearance, this 
same magnate is lying awake nights 
trying to devise means to check the en
croachments of his small but formid
able competitor.

This latest upstart in passenger trans
portation is gathering in multitudinous 
nickels that the street car companies 
want and have been accustomed to have. 
In consequence the magnate’s former 
plethoric income has been reduced 
alarmingly.

In view of the keen and widespread 
interest that is being manifested in all 
that pertains to the jitney, I will give 
some account of its operations here in 
my adopted home city, Long Beach, 
California.

Long Beach does not claim to be the 
birthplace of the jitney. That distinc
tion belongs, I believe, to Phoenix, 
Arizona. But Long Beach was the first 
city on the Coast to have 5 cent auto 
transportation. While the jitney bus is 
said to have taken its “effectual begin
ning* in Los Angeles in July, 1914, 
jitneys were running here in the March 
previous. Long before July a consider
able number had gone into jitney driv
ing, and their earnings were telling 
seriously on the receipts of the street 
car lines.

From the beginning, the jitney has 
been a great success in Long Beach. 
Indeed, without any exaggeration, it can 
be said that the jitney bus is here to 
be seen at its best—the meaning intend
ed being not an arrogant claim that no 
other city has so good, but rather that 
no other place has attained to better 
and safer and more satisfactory jitney 
service.

This success has not come by chance. 
Local circumstances have been espec
ially favorable to the rapid development 
of auto transportation and its steady 
continuance in public favor.

Of these auspicious conditions, the 
first is Southern California weather, 
which means no snow, ice nor sleet, and 
a light annual rainfall. Automobiling 
is here an all-the-year proposition, and 
it is practicable to carry passengers all 
through the winter in unheated vehicles.

During the two or three years pre
ceding the advent of the jitney, the city 
had made a phenomenally rapid growth. 
Street car facilities had not kept pace 
and in some sections were woefully in
adequate. The size, shape, and make-up 
of the city give a number of routes of 
convenient length for short drives, along 
which large numbers of passengers are 
to be picked up. The general lay of the 
land is quite level and the streets are 
either paved or oiled. Autos are abund
ant, while profitable employment is 
somewhat scarce.

Last but not least, as an indispensable 
factor in the success of the jitney in 
this city, it should be stated that the 
new occupation of jitney driving has 
here attracted a good number of high- 
class men—steady, intelligent and with 
a due sense of their responsibility. Most 
of those who have gone into it are good 
drivers, some are experts with a ma
chine. I do not hesitate to say that 
jitney driving averages better in Long 
Beach than private driving. The speed
ing and utter recklessness often to be 
seen on the part of drivers of private 
cars on outlying streets, are not observ
able with the jitneys.

However, not all the jitney men are 
as careful as they should be. The ex
ceptions are largely among the “kid” 
drivers—young fellows who have hardly 
arrived at years of judgment. The city 
permits the licensing of boys 16 
years old as drivers. While riot all the 
young drivers are reckless, nor all of 
the older ones careful, 'placing the re

quired age at 21 would make 
for safety. Twenty-five would be even 
better.

The jitneys here are subject to cer
tain ordinances and regulations as to 
number of passengers they may carry, 
speed, routes, etc. Offenders have not 
been dealt with at all strenuously. In
deed the general orderliness of the 
service has been due, not to efficiency on 
the part of the police, but rather to the 
high character of many of the drivers. 
Not all cities where the jitney has ap
peared have been so fortunate in this 
respect.
"  It can not be made too emphatic that 
jitney service will be good or poor 
largely according to the character of 
the men who engage in the business. 
A reckless or incompetent driver means 
faulty service and possible loss of hu
man life. Any city in issuing licenses 
should require sobriety and competence 
in handling a machine as prime qualifi
cations, and drivers who violate neces
sary regulations should be deprived of 
their licenses promptly.

The objection that it is unsafe often 
is urged against the jitney by its ene
mies. Here the showing as to safety 
has not been bad. The number of jit
neys in operation is at least sixty to 
seventy, sometimes more. During the 
somewhat more than fifteen months 
that they have been running, on an 
average of several thousand passengers 
have been carried each day. While ex
act figures are not obtainable, the total 
number doubtless closely approaches 
three millions. Only three fatalities 
have occurred with which jitneys had 
any connection. In one of these the 
jitney driver clearly was not at fault. 
In the case of the other two, which 
resulted from the collision of a jitney 
auto with a street car, exemption from 
responsibility was not so obvious. How
ever, the coroner’s jury exonerated the 
driver from blame, as also the motorman 
of the car. In minor jitney accidents, I 
believe there have been not even serious 
injuries.

To own and operate a jitney car in 
Long Beach, one must pay $2, the an
nual state fee for a chauffeur’s license; 
also the special state tax on automobiles, 
gauged _ according to horse power and 
amounting to $10 for the ordinary five- 
passenger car; also the regular ad 
valorem property tax, state, county and 
city; also a city license fee, $25 for a 
five-passenger car; also he must pay 
for liability insurance, giving protection 
up to $5,000 in case of injury to one 
passenger and to $10,000 in case of 
injury to two or more. This costs him 
$50 a year. And I understand that a 
new law goes into effect the first of 
next January,_ placing another annual 
state tax on jitney autos of $7 a seat. 
This will amount to $28 for a five- 
passenger car, the driver’s seat not being 
counted.

The street car lines in Long Beach 
are owned and operated by the Pacific 
Electric Railway Company, the wealthy 
corporation that owns the vast trolley 
system connecting hundreds of outlying 
cities and towns with Los Angeles. So 
the little jitneys have been in direct 
competition with one of the strongest 
and most ably managed aggregations of 
brains and capital to be found in the 
whole realm of Big Business.

Operating for so short a time and 
under the handicaps just noted, the jit
neys have given so good a service that 
were they to stop running it would be 
little short of a calamity to the city, and 
certainly a serious inconvenience to 
thousands of people.

The strong point of the jitney is its 
acceptable service. The people like it. 
That it should be popular on streets 
remote from a car line is not surprising, 
but why three out of four persons will 
give the jitney the preference when 
there is an equal choice—why a jitney 
can run along just ahead of a street 
car, and, to the chagrin of conductor 
and motorman, “snipe” most of the 
waiting passengers, is not so easily ex
plained. The greater ease of getting 
in and out, the fact that the jitney will

stop in the middle * of a block to let 
off or take on, the not having to wait 
so long, the quicker transit, the ease and 
exhilaration of auto riding—these all 
are assigned as reasons. There is an
other, the personal element it may be 
called, which is, I think, a powerful 
factor in jitney success.

In this the jitneys are strong at a 
point where the street cars are weak. 
This article is not a tirade against cap
ital and capitalists. But the warmest 
defender of the rights. of money must 
acknowledge that the general attitude 
and management of street car com
panies has not been such as to make 
the public particularly grateful for the 
mighty service which the street cars 
render, nor to cause that same public to 
be at all reluctant to take up with some 
other kind of transportation. When 
the Grand Rapids Street Railway Com
pany a year ago placed an advertisement 
in the Tradesman warning parents of 
the danger of allowing their children to 
play in the streets along the car tracks, 
this act of kindness and humanity, com
ing from a traction corporation, struck 
one as very much out of the ordinary.

The jitneys have been quick to see. 
and press their advantage in the human 
element. Most street car conductors 
are polite enough in a perfunctory way 
—doubtless they do as well as the nature 
of their duties permits—but a jitney 
driver who understands his business can 
put it all over the best street car con
ductor on earth in the way of courtesy. 
The driver’s patrons are his guests, for 
whom he can not do enough. Passen
gers on a jitney are almost always good- 
natured and sociable. I have known a 
man holding another weighing 180 
pounds on his lap to declare that the 
other was not heavy in the least. Men 
give up their seats to women in a way 
that convinces one that chivalry is not 
dead.

You receive a pleasant greeting and a 
cordial “good night.” from the driver, 
and on a jitney as in few other places 
you are made to feel that your patron
age is appreciated. You have the satis
faction of knowing that your money 
goes, not into the insensate maw of 
a soulless corporation, but to satiscy 
the human needs of the jitney man and 
his family, to buy food and fuel and 
shoes for little feet. And as to the 
value you receive in return, it would be 
hard to find a more striking illustration 
of the possibilities of a 5-cent .expendi
ture, than a good jitney ride along the 
ocean front of one of our beach cities, 
with the Pacific in full few. It is a 
nickel raised to the tenth power.

Ella M. Rogers.
^

The Western coast of South Ameri
ca is evidently appreciative of the 
closer relation which the Panama Ca
nal gives it with the Eastern ports 
of the United States. One vessel 
which recently left New York for the 
West ports of South America car
ried a half-million pounds of calcium 
carbide, 300,000 gallons of petroleum;
100.000 gallons of gasoline and naph
tha; 350,000 pounds of caustic soda;
10.000 bags of cement; $100,000 worth 
of iron and steel material and sup
plies; $40,000 worth of machinery of 
various sorts and large quantities of 
dry goods,r groceries and miscellan
eous manufactures.

UPPER PENINSULA.

Recent News From the Cloverland of 
Michigan.

Sault Ste. Marie, June 28.—James 
Joseph Moloney, son of Mr. and Mrs. 
John F. Moloney, Sr., and one of the 
best known young men in the city, 
died at his residence last Sunday of 
heart failure. Mr. Moloney was 36 
years of age and leaves a widow and 
the following brothers and sisters to 
mourn his loss: Mrs. Joseph Stef
fens, Mrs.'B. G. McCarthy and Miss 
Catherine Moloney, of this city, and 
Miss Marguerite Moloney, of St. Paul, 
John Francis Moloney of Detroit, 
and Leo D. of the Soo. The family 
have the sympathy of their many 
friend®.

The city play grounds were opened 
last week. Director Koyle, having 
all the apparatus in readiness started 
the ball rolling. The grounds are 
fully equipped, so that the children 
will have a paradise alley to while 
away the time during vacation period. 
Much interest is being taken in the 
play grounds here and thé business 
men are also interested to see that 
the affairs are carried on successful
ly-

An amusing incident occurred in 
the Canadian Soo last week, at the re
cruiting station, when a Scotchman 
who had decided to go to the front, 
entered the station and asked to be 
registered. “But, my friend,” said the 
sergeant, “I can’t enlist you. You 
have only one eye.” “That dinna 
matter,” responded the Scotchman, 
“Ye hev ta shut one eye when ya’ 
shootin’ onyway.”

Our worthy Mayor is certainly up- 
to date and is considered one of the 
busy men on the jobs, as he has tak
en steps to close the city offices Satur
day afternoon, so that all the patrons 
will be obliged to discontinue their 
Saturday afternoon visits in the city 
offices-. It is understood that these 
instructions will be effective until the 
first snow and it is hoped that there 
will be no . premature snowstorms 
meanwhile.

Our popular sheriff, John H. Bone, 
has no time for a vacation this year, 
as he has been taking more trips this 
year than any of the other officials 
and is now in New York City after 
the Rev. Harper Reed, of Blind River, 
Ont., who is charged with passing 
between $1,000 and $2,000 worthless 
checks on local merchants and is be
ing held in New York by the local 
authorities. Mr. Bone will stop at 
Lansing, where he will have Governor 
Ferris *sign the requisition papers, 
and also in Albany, New York, for 
Governor Whitman to authorize same. 
Rev. Reed evidently was what they 
call one of’ the wolves in sheep’s 
clothing.

The many friends of Joseph Maltas, 
one of our popular young druggists, 
were surprised when the announce
ment reached the Soo that Joe had 
been united in marriage to Miss Ca
milla Winslow of Flint. The couple 
are now on their honeymoon trip, 
taking in Detroit and other Southern 
Michigan cities before returning to 
the Soo, where they expect to make 
their future home. The newlyweds 
are receiving the hearty congratula
tions of the entire community.

Clyde says, “There are only two 
places where holding hands really 
counts—in a poker game and during 
a wedding ceremony.”

Mr. Rapin, of Engadine, is putting

Your shipments of POULTRY, CALVES, PORK, BUTTER, EGGS, FRUITS 
and PRODUCE receive personal attention and sell for highest 

market prices when consigned to

N A U M A N N  COMMISSION COM PANY
Eastern Market, Detroit, Mich.

Reference: Members of
Peoples State Bank The Michigan Poultry. Butter and Egg

_  °,r  ' Shippers Association.
The Trade Generally Detroit Produce Exchange.
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up a building near his residence which 
will be occupied as a grocery store. 
There is always room for one more 
at Engadine, which is rapidly getting 
to the front.

Mrs. L. A. Patterson has decided to 
name her house at Engadinje the Com
mercial Inn and will make a specialty 
of catering to the travelng men. It 
is near the railroad station and new
ly furnished throughout and from all 
accounts the menus will be about 
what will catch the traveling frater
nity, something like what mother 
used to make. This will give Enga
dine three good hotels.

The hustling town of Brimley, 
twelve miles from the Soo, entertain
ed the grangers at a picnic last Sat
urday, but as they overlooked mak
ing arrangements for the weather man 
he thought it advisable to give them 
plenty of water on account of Brim- 
ley being dry, which spoiled much 
of the pleasure that was anticipated 
otherwise.

The charity ball at Gould City last 
week was a pronounced success, the 
proceeds going toward sending a sick 
lady to a special hospital.

Mr. Moore, the stage driver at Gil
christ, has substituted an auto on 
the route and from all accounts will 
be able to avoid the telephone poles 
and trees along the road until he be
comes more familiar with the han
dling of the fiery steed.

Fred Cooper, of Curtis, is building 
camps to commence operations in the 
near future.

From all accounts almost every 
small town within sixty miles of the 
Soo is going to have a Fourth of July 
celebration on a large scale and were 
it not for the fact that the Fourth 
of July committee here has secured 
a circus ̂ for that day, the numerous 
small town would, undoubtedly, have 
a larger home staying, but the com
mittee here has everything in readi
ness for the big celebration on the 
Fifth, and the elaborate evening fire

works have arrived. Last year part 
of the shipment went astray which 
proved somewhat of a handicap in* 
presenting the display that had been 
arranged for. The day fire works 
are also another big feature which 
has been arranged and will be dis
played on July 3. on which day the 
Soo merchants have arranged for 
special doings as a business day. Sun 
Bros, circus has volunteered to donate 
the use of its band for the parade on 
Monday, July 5 and, if we are not dis
appointed by the weather man, the 
Soo will have the largest crowd on 
July 3, 4, and 5 of any time in its his
tory.

W. E. Raub, the popular traveling 
salesman for the National Grocer 
Company, will not have to wait for 
the late trains, hereafter, as he has 
invested in a new fordington and will 
be able to raise the dust along the 
country roads in his territory. Will 
is an expert chauffeur and a careful 
driver.

The steamer Northland made her 
first trip to Mackinac Island last Fri
day, which afforded the islanders much 
pleasure in seeing this familiar mon
arch on her regular summer trips, 
which will help swell the crowds at 
the popular resort.

Wm. Moher, son of J. H. Moher, 
one of our popular meat dealers, died 
this week. The young man had been 
in ill health for the past year and 
had been away most of the time seek
ing relief. The deceased had many 
friends who are pained to learn of 
his demise and the family have the 
sympathy of their many friends.

Thomas Chandler, President of the 
Edison Sault Electric Company and 
one of the Soo’s most popular and 
well known young men, was united 
in marriage to Miss Ethel Anderson, 
of Evanston, 111., last week at the 
home of the bride. The wedding 
ceremony took place at the First 
Congregational church of Evanston, 
the officiating clergyman being the

bride’s grandfather. The groom was 
attended by R. T. White, of this city. 
After an extended wedding tour the 
young couple will take up their resi
dence in this city about August 1.

Pickford reports the latest bear 
story, which seemed to be getting 
numerous around Polly Wog Flats. 
They have taken several of Roy 
Smith’s young pigs and some of Pick- 
ford’s young men decided that enough 
was too much and armed themselves 
with their sturdy rifles and evidently 
were successful in sighting the old 
bruin without losing much time, 
and as they were all crack shots the 
bullets took immediate effect, but 
after taking careful observation of the 
big game, they discovered that the 
bear was Wm. Ball’s large dog, who 
was satisfied to be killed for a sheep 
instead of a lamb.

“Lots of people who complain that 
they don’t get all they deserve should 
really congratulate themselves.”

The supervisors of Chippewa coun
ty voted to deed the fair grounds to 
the Chippewa Agricultural Society, 
which will enable the society to bond 
the grounds and put up a suitable 
exhibition building, which is expected 
to be completed in time for the fall 
fair. The new building will be a 
credit to the Association and the en
tire county.

J. Dion, formerly in the meat busi
ness here, being proprietor of the 
Royal meat market, but who left for 
Canada a few months ago, has return
ed to this city and taken the manage
ment of the meat department of A. 
Pare, in the east end. Mr. Dion will 
be pleased to see his many friends at 
his new location.

“If you feel that you must swat 
something, swat the fly. The fly has 
no friends and doesn't even know 
how to be neutral.”

William G. Tapert. 
^

Deliver us from the man who loss- 
ens up only when tight.

Trade Slack.
Business was slack, but Clarence 

Baker, the barber, hearing a custom
er’s footsteps, immediately busied 
himself with the razor strop.

His spirits dropped, however, when 
informed that the man wanted noth
ing more than to have his hair trim
med.

“Shave yourself, don’t you, sir,” he 
enquired, as he snipped the hair round 
the customer’s ears.

“Yes. How did you know that?”
“No barber would turn out a job 

like that in these hard days. Besides, 
we might as well shut up shop if 
everybody shaved themselves.”

“Perhaps,” murmured the customer 
indifferently, adjusting the towel 
around his neck.

Baker snipped and cut in silence, 
but after a few moments broke out 
again in an aggrieved tone of voice:

“You’re in business, ain’t you, sir? 
Well, suppose no barbers ever bought 
anything of you, how would you like 
it?”

“Shouldn’t mind,” answered the 
customer, off-handedly. “I sell mouth- 
organs!”

The barber finished hurriedly and 
in silence.

Correctly Described.
An Italian was doing his best to 

buy a colander. The clerk showed 
him two or three kinds of pans, but 
the puzzled foreigner shook his head. 
At last he got an idea:

“You give me this-a kind,” he said, 
“water go ahead, macaroni stop.”

u

Build Up the Confidence of Your Customers
Reliable*products do it—products that prove dependable to the consumer.

D A N D E L IO N  B R A N D ” B U T T E R  COLOR
has held the confidence of dairymen and housewives for 

more than a quarter-century.
Its rich, golden shade makes butter more palatable—and more profitable.
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L i f e *

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

REQUIREMENTS OF ALL FOOD LAWS, STA TE A N D  
N ATIO NAL.

WELLS A RICHARDSON CO.
BU RLIN G TO N , VERM O NT

Manufacturers of Dandelion Brand Butter Color
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Movements of Merchants.
Metamora—'Charles Dludley has en

gaged in the meat business.
Niles—The Forler Grocery Co. has 

engaged in business on Main street.
Eaton Rapids—E. D. Corbin has en

gaged in the grocery business on East 
street.

Middleville—H. B. McGrath suc
ceeds O. M. Chandler in the restaurant 
business.

Manistee—Ben Wolff has opened a 
jewelry store and repair shop at 69 
Maple street.

Corunna—Benjamin Grant will open 
a bazaar store in the Bacon block 
about July 7.

Owosso—The Young-Randolph Seed 
Co. is erecting a seed warehouse on 
Corunna avenue.

Marquette—G. T. Beyers has opened 
a meat market at the corner of Third 
and Bluff streets.

Portland—Mose Plant has sold his 
meat stock at Ionia and engaged m 
a similar business here.

Jackson—The Velvet Ice Cream Co. 
has removed to its new plant at 112 
East Washington street.

Muskegon—The Muskegon Tent & 
Awning Co. has changed its name to 
the Bailey Tent & Awning Co.

Lake Odessa—O. A. Lapo has sold 
his grocery and crockery stock to J.
H. Griffen, who has taken possession.

Greenville—C. T. Burdick has sold 
his grocery stock to J. L. Kraft, re
cently of Lawton, who has taken pos
session.

Hart—P. Carlton has taken over 
the confectionery and news stock of
C. E. Rounds and will continue the 
business.

Freeport—Miller & Rensch, hardware 
dealers, have sold their stock to Bert 
Phillips, who will continue the busi
ness at the same location.

Oakfield Center—N. O. Hodge has 
sold his stock of general merchandise 
and store building to Mr. Longworthy, 
who has taken possession.

Hancock—Edward N. Cote has sold 
his drug stock to C. A. Wilkinson, who 
will continue the business under the 
style of the Central pharmacy.

Manistee—The Noud Lumber Co. has 
taken over the James W. Duncan stock 
of coal, wood and building material and 
will consolidate it with its own.

Cassopolis—Trustee Reshore has 
sold the Elmer E. Stamp & Co. stock 
of groceries to . Ray Chambers, of 
Wayne, who has taken possession.

Durand—'George W. Beck, druggist, 
died at the Sanitarium, at Battle 
Creek, June 19, following a nervous 
breakdown of several weeks duration.

Muskegon—E. H. Medema has pur
chased the grocery stock of Sikkenga 
Bros, and will continue the business

at the same location, 50 Mason street.
Houghton—The Houghton Depart

ment Store Co. has been incorporated 
and taken over the general stock of
I. Miller and will continue the busi
ness.

Peck—David Thompson, recently of 
Croswell, has purchased the drug stock 
of the Griffith B. Cornell estate and 
will continue the business at the same 
location.

Jackson—Thieves entered the Ber- 
gey-Klaasse Co. department store 
June 27, and robbed the safe of $150, 
overlooking a roll of bills amounting 
to $50.

Howard City—L. Barber & Co., whole
sale produce, butter and egg dealers of 
Edmore, have purchased the Rudell 
skimming station and will open a branch 
plant here.

Detroit—The Westlawn Hardware 
Co. has been organized with an au
thorized capital stock of $5,000, all of 
which has been subscribed and $1,500 
paid in in cash.

Negaunee—Jacob and John Arneth 
have formed a copartnership under the 
style of Arneth Bros, and purchased the
J. E. O’Donoghue drug stock, taking 
possession July 1.

Potterville—S. R. Cook has sold a 
half interest in his stock of general 
merchandise to his brother, J. C. Cook, 
and the business will be continued under 
the style of S. R. Cook & Bro.

Saginaw—John E. C. Haack, who 
has conducted a jewelry store here 
since 1876, died at St. Mary’s hospital, 
June 22, of heart disease, following 
an illness of but a few days.

Marquette—Lewis Lewinstein, pro
prietor of the Central meat market, 
was married to Miss Helen Leit, June 
27, at the home of William Lewin
stein, 1714 Presque Isle avenue.

Allegan—Ben Oppenheim, of Kala
mazoo, has leased a store building op
posite the Sherman House and will oc
cupy it with a stock of general mer
chandise and millinery goods August 1.

Stanton—Archer & Wiedenhoeft, 
dealers in general merchandise, have 
dissolved partnership and the business 
will be continued by Harry Wiedenhoeft, 
who has taken over the interest of his 
partner.

Detroit—The American Grocer Co. 
has been organized with an authorized 
Capital stock of $20,000, of which 
amount $10,500 has been subscribed, 
$4,701.87 paid in in cash and $5,798.13 
in property.

Port Huron—T. G. Stacey, formerly 
engaged in the meat business at Al
pena, has opened a meat market liere 
under the style of T. G. Stacey & Son, 
having admitted to partnership, his son, 
Percy S. Stacey.

South Range—Marco- Landini has 
sold his stock of confectionery and 
soft drinks to Eli Morin, who will 
continue the business at the same lo
cation under the management of Miss 
Mary Morin.

Alpena—T. G. Stacey, who has con
ducted a meat market here for the past 
forty-four years, has sold his stock to 
Waiter Gabrysiak, who will continue 
the business at the same location on 
Second avenue.

Kalamazoo-—The site of the new pa
per mill which is to be erected by 
John King, and capitalized at about 
$350,000, has been selected. It is on 
the Anderson property, east of the 
Hawthorn paper mills.

Kalamazoo—C. P. Bidlack, who has 
conducted a drug store at 110 Portage 
street for the past twelve years, has 
leased and remodeled the store build
ing at 126 West Main street and will 
occupy it with his stock July 1.

Cadillac—The Cadillac Plumbing &, 
Heating Co. has merged its business into 
a stock company under the same style, 
with an authorized capital stock of 
$9,000, all of which has been subscribed, 
$275 paid in in cash and $8,725 in prop
erty.

Coldwater—Ray Stettler has pur
chased a large tract of land at Crys
tal Beach which he has fixed up as 
picnic grounds and erected a store 
building which he will ocupy the en
tire year with a stock of groceries and 
staple notions.

Ann Arbor—Vernon J. McCrumb, 
East‘University avenue and Vaughan 
street, is building a three-story brick 
store double the width of his former 
store. When no longer needed the 
store will be removed to another 
street and remodeled as a dwelling 
flat.

Detroit—B. J. Doolittle is now in 
charge of the women’s custom shoe 
department of R. H. Fyfe & Co. Mr. 
Doolittle came to Detroit from Cleve
land, where he was connected -with a 
leading shoe store in that city. He 
is also well known in the trade in 
Buffalo, where he was once a member 
of the sales-staff of the Emerson 
store.

Manufacturing Matters.
Lowell—The King Milling Co. 

has increased its capital stock from $50,- 
000 to $75,000.

Detroit—The Bower Roller Bearing 
Co. has increased its capital stock from 
$225,000 to $300,000.

Detroit—The Craig-Thomas Elec
tric Co. has been organized to man
ufacture and deal in electrical sup
plies with an authorized capital stock 
of $2,000, of which amount $1,000 has 
been subscribed and paid in in cash.

Detroit—The Pathephone Company 
of Detroit has been organized to man
ufacture, deal in and repair phono
graphs, records, musical instruments, 
etc., with an authorized capital stock 
of $5,000, all of which has been sub
scribed and paid in in cash.

Detroit—The Invisible Wall Bed Co. 
has been organized to manufacture and 
sell all kinds of beds, bed springs, mat
tresses, eté., with an authorized capital 
stock of $50,000, of which amount $30,- 
000 has been subscribed, $3,000 paid, in 
in cask and $27,poo in property.

Holland—The Komforter Kotton 
Company has been organized to man
ufacture and sell cotton, cotton felt 
and the products thereof, with an au
thorized capital stock of $10,000, all 
of which has been subscribed, $500 
paid in in cash and $9,500 in property.

Detroit—The Concrete Road Equip
ment Co. has been organized to man
ufacture and deal in material and 
equipment^ for roads, streets, etc., 
with an authorized capital stock of 
$5,000, all of which has been sub
scribed, $300 paid in in cash and $4,- 
700 in property.

^  h i h  h
The Grocers apid Butchers Consoli

date.
The grocers and butchers came to

gether like two big brothers at a 
meeting of the officers of the two As
sociations, held Tuesday night in the 
office of the Retail Grocers’ Associa
tion, 537 Houseman building.’

The Retail Grocers’ Association and 
the Master Butchers’ Association, the 
two organizations being in nearly the 
same line of business and dealing with 
the same class of trade, find 4heir in
terests are practically equal. The 
policy of consolidation meets the ap
proval of all. By the union of the 
two organizations, one strong organ
ization will be crystallized. The re
organization will involve considerable 
detail, inasmuch as it will be neces
sary for a new name to be adopted 
and new by-laws created and adopted. 
By agreement, old names will be 
dropped and a new one chosen. The 
new name will probably be the Grand 
Rapids Retail Grocers and Meat Deal
ers’ Protective Association.

A committee of six—James Polly, 
Otto Rauser and J. A. Mohardt, rep
resenting the meat dealers, and W. A. 
Wood, L. O. Barber and Wm. P. 
Workman, representing the grocers, 
were designated to prepare new by
laws for the organization.

The election of officers will take 
place Tuesday night, July 27, at 
which time an elaborate banquet jsvill 
be served at the whist club rooms at 
71-73 Division avenue, south. The 
banquet will be served at 7 o’clock, 
the grocers and mea.t dealers to come 
direct from their places of business. 

Wm. P. Workman, Sec’y. 
te  te  i s

That even the Kaiser reads the 
newspapers is evidenced by the fact 
that the German government has re
cently put the Socialist paper Vur- 
waerts of Berlin out of business. The 
reason for this summary proceeding 
was that it published a full page ar
ticle appealing for peace. It appears 
that there is such a sentiment there, 
and a very strong one, and the re
ports are to the effect that it is grow
ing. The number of Socialists in 
Germany is very large and is reported 
as constantly increasing. Its follow
ers and advocates believe the time is 
not far distant when it can secure 
some influential voice In the manage
ment of the government. The sus
pension of the paper by imperial de
cree is not calculated to make the peo
ple feel any more friendly, but on 
the contrary will anger them and 
make them even more pronounced 
than before In their opinions.

S¡|
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Review of the Grand Rapids Produce 
Market.

Apples—Roman Beauties and Wine- 
saps command $2.75 per box.

Asparagus—65c per doz.
Bananas—Medium, $1.25 ; Jumbo,

$1.75; Extra Jumbo, $2; Extreme Ex
tra Jumbo, $2.25.

Beets—30c per doz. for home grown.
Butter—There is a heavier produc

tion of butter and a tendency toward 
lower prices in other markets, al
though at the present writing this 
tendency has not yet appeared in this 
market. It will doubtless come, how
ever, and when it does, a decline oi 
j£@lc will be probable. Thç current 
make of butter, both as to quantity 
and quality, is running very good and 
considerable butter is going into stor
age on a basis of from l@2c higher 
than a year ago. The consumptive de
mand for butter is very fair. Fancy 
creamery is quoted at 26@27c in tubs, 
27@28c ih prints. Local dealers pay 
20c for No. 1 dairy, 17c for packing 
stock.

Cabbage—$1.25 per 100 lb. crate or 
lj^c per lb.

Cantaloupes—California Rockyfords 
are now in ample supp’y, commanding 
$2.50 for standards and $2 for ponys.

Carrots—25c per doz.
Celery—25c per bunch for home 

grown.
Cherries—$1.50 per 16 qt. crate for 

sweet and $1.25 for sour. The crop of 
all varieties is heavy.

Cocoanuts—$4 per sack containing 100.
Cucumbers—50c per dozen for hot" 

house.
Eggs—Paying prices have receded 

y2c during the past week, although 
good eggs free from heat are bringing 
full prices. The storage season is 
over and the trade are now depend
ing entirely upon the consumptive de
mand. More eggs were stored this 
year than last, although the price was 
about the same. Local dealers pay 
16s.

Garlic—20c per lb.
Gooseberries—$1.25 per 16 qt. crate
Grape Fruit—$5 per box.
Green Onions—Silver Skins, 15c per 

doz. ; Evergreens, 12c per doz.
Honey—18c per lb. for white clover 

and 16c for dark.
Lemons—Californias, $3.75@4.50 per 

box. The tendency is upward,.
Limes—$1.25 per 100.
Lettuce—Home grown head, 75c per 

bu. ; leaf, 50c per bu.
Nuts—Almonds, 18c per lb.; filberts 

13c per lb. ; pecans, 15c per lb. ; wal
nuts, 18c for Grenoble and California, 
17c for Naples.

Onions—-Texas, Bermudas, $1 per 
crate for yellow. Fancy California

white stock commands $1.50 per crate
Parsley—30c per doz.
Oranges—Valencies have advanced to 

$4.25@$4.50.
Peas—Home grown are in ample sup

ply at $1.50 per bu.
Peppers—40c per basket for Southern.
Pieplant—75c per bu.
Pineapples—Floridas are now in com

mand of the market on the following 
basis: 36s, $2.85; 30s, $3; 24s, $3.25.

Plants—Tomato and cabbage, 65c per 
box of 200 ; pepper and aster, 90c ; pansy 
and egg plant, $1 ; geranium, $1.15 ; 
salvia, $1.25.

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

Potatoes—Virginia Cobblers are $2 
per bbl. Red Texas stock commands 
60c per bu.

Radishes—10c for round and 15c for 
long.

Strawberries—The crop is nearly all 
harvested. Last lots find a ready mar
ket at $1.50@1.60 per 16 qt. crate.

String Beans—$1.25 per hamper.
Tomatoes—Home grown hot house 

command 90c per 8 lb. basket; Texas 
fetch 80c per 4 basket crate and $1.20 
per 6 basket crate.

Turnips—25c per doz.
Wax Beans—$2.50 per hamper and 

$1.25 per bu.
Watermelons—$3.50 per bbl. contain

ing 8 to 10.
te  i s

Guy W. Rouse, President Worden 
Grocer Company, is now able to leave 
the hospital occasionally and will 
probably spend a couple of weeks at 
some health resort before returning 
to his desk.

te  ^  s* s i
Louis Hohoff, formerly engaged in the 

hotel business in Chicago, has purchased 
a half interest in the firm of J. De 
Groot & Co., 401 Jefferson avenue, 
manufacturing a kitchen cleanser, 

te  ta  te
W. Frederick Blake, of the tea de

partment of the Judson Grocer Com
pany, will be compelled to take an 
enforced rest for a month on accouni 
of a minor stomach trouble, 

t a s t a t e
Edward Winchester (Worden Gro

cer Company) is making an automo
bile tour through Canada as far as 
Toronto. He is accompanied by his 
wife and daughter.

te  te  im
E. J. Bates has sold his grocery 

stock at 841 Division avenue, south, 
to L. Baqaszak, formerly engaged 
in the hardware business on Michi
gan avenue.

S t a t a t a
The school census at Lansing 

shows a gain of 407 pupils over the 
previous year.

The Grocery Market.
Sugar—The sure-to-come advance in 

prices has not yet materialized, but it is 
“on the way'* and will surely be in 
evidence as soon as the fruit season 
and the hot weather season are fairly 
launched. The consumptive demand for 
refined sugar is beginning to be good 
as the fruit season opens. Raw sugar 
is unchanged and quiet.

Tea—Low grades are still very high, 
relatively, and will probably continue 
to be. The trade appear to be generally 
of the opinion that the New York de
cision published a week or two ago, 
allowing artificially colored green teas 
to enter the country, will not help the 
tea business in the United States. It 
appears to be believed that as soon as 
the trade generally know that green 
teas are artificially colored they will 
stop handling them, because they will 
be afraid to encounter trouble under 
the American food laws. If this feeling 
is correct it will give green teas a black 
eye in this country from which they 
will never recover. Prices have not 
changed during the week and the con
sumptive demand is fair.

Coffee—The market has shown no 
particular pnprovemepjt during the 
week. Spot coffees are steady, espe
cially the better grades of roasting 
coffees. Speculative coffee is rather 
weaker. Mild grades are unchang
ed and quiet.

Canned Fruits—Apples are un
changed and dull. Spot California 
canned goods are not wanted, al
though prices are entirely in buyer’s 
favor. The coming crops are report
ed to be large, and with plenty of 
supplies in sight the buyers figure that 
they need be in no hurry to enlarge 
the supplies they have on hand.

Canned Vegetables—Tomatoes are 
held firm, buying being mostly in 
small lots for immediate delivery. 
Dealings in futures attract little inter
est. Corn is moving in a dull mar
ket, with fancy grades showing the 
most activity. Western reports say 
that this season’s pack is estimated 
to be rather small in size owing to 
the poor weather conditions which 
have existed during the spring. A 
rather weak market seems to be exist
ing in peas, and there is no more than 
a normal interest being taken in this 
line. The jobbers find themselves 
fairly well supplied with the stocks 
which they need and do not appear 
anxious to increase what they have on 
hand by purchasing goods at the 
prices quoted.

Canned Fish—The mark of $1.50 
for Alaska red salmon," which was 
made at the first of last week, does 
not seem to be considered favorably 
by the jobbers here, for they refuse 
to buy readily at that price. With 
supplies on hand which appear to be 
sufficient to tide them over for a while 
and satisfy their immediate demands 
they are waiting for the holders to 
grow tired of the laxity in the trade 
and come down to the old mark of 
$1.45. The trade at present, as a re
sult of this attitude, is slackening and 
ofily a moderate business is being 
done. Dealing upon the basis of the 
prices made by the Columbia River 
packers is of moderate volume, except

in halves, which appear to be suffer
ing in the trade from too high a 
quotation. The price made was $1.25, 
whereas most buyers feel that they 
are unwilling to go above $1.15. Do
mestic sardines are low and compara
tively weak, with the demand very 
low. Imported sardines are exactly 
where they have been for some time, 
the feeling being very firm. The sup
ply of French sardines is practically 
reduced to nothing.

Dried Fruits—California prunes are 
becoming very scarce on the local 
spot market and Oregons are even 
more closely cleaned up. Small size 
Californias are almost impossible to 
buy here, and the business is being 
done in the medium sizes for the most 
part. Toward the close of the week 
it was reported that the export busi
ness with Europe was declining. In
ability to have the steamship com
panies guarantee space was given as 
one reason for the slackening of or
ders from abroad. Peaches and ap
ricots are dull and unchanged. Prices 
are still very low. Nineteen hun
dred and fourteen fancy seeded raisins 
for August and September shipment 
at the special price named some time 
ago have gone begging, and appar
ently an important reason is the free
ly expressed antipathy which whole
sale buyers bear to the Raisin Asso
ciation. Although there is a fair stock 
of good quality currants in the New 
York spot trade, the market seems to 
be a bit stronger and has a stiffening 
tendency. Reports from Greece show 
that the supplies of Amalias there 
are about 10,000 tons, but about half 
of this has been damaged, leaving 
only 5,000 or 6,000 tons of good quali
ty fruit for shipment. Citron and 
peels have been quiet but seem to 
have a strong undertone. Italy has 
prohibited the export of sugar and 
also fruit preserved with sugar, which 
it is feared will prevent any large 
supplies of citron from reaching here 
in the near future. Factors here seem 
to be of the opinion that this em
bargo will not be enforced for any 
great length of time.

Cheese—There has been a slump in 
the market during the week owing 
to the collapse of the export demand, 
and prices have declined about 2c per 
pound. The market recovered, how
ever, about Y^c. Added to the col
lapse of the export demand is the fact 
that the production is now at its 
height. Cheese is now below last 
year.

Provisions—All cuts of smoked
meats are unchanged in price and in 
moderate demand. Pure and com
pound lard are unchanged and dull. 
Barrel pork, dried beef and canned 
meats are all unchanged and in quiet 
demand.

Salt Fish—On account of the small 
stock of good Norways and the prac
tical certainty that the coming sea
son’s production will be greatly re
duced, the market is in a very unset
tled condition. Norway mackerel are 
now bringing about $4 per barrel 
more than the lowest point and the 
demand for anything good is very 
keen. Irish mackerel are not figur
ing as there are practically none com
ing in.

mailto:3.75@4.50
mailto:1.50@1.60
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DETROIT DETONATIONS.

Cogent Critcisms From Michigan’s 
Metropolis.

Detroit, June 28.—Learn one thing 
each week about Detroit: Mailing 
machines made in Detroit will seal, 
stamp and count letters at the rate of 
250 a minute, an absolute check on 
the postage account. The machine 
is a Detroit invention.

Nearly 500 employes of William M. 
Finck & Co., overall manufacturer, at
tended the annual excursion given by 
the_ corporation last Saturday. The 
outing was held at Put-in-Bay and 
was hugely enjoyed by the employes, 
their families and friends.

G. Young writes a short filler stat
ing that the reason the Germans 
fought so hard to recover Lemberg 
was because of its close similarity 
in name to a famous Samson-like 
cheese.

L. Levine has let contracts for the 
construction of a new store building 
on Riopelle Street.

It will be well for the many trav
elers who use the interurban lines 
out of Detroit to bear in mind that 
on July 1 the new depot in the old 
Edson, Moore & Co. building, cor
ner of Bates street and Jefferson ave
nue will be opened. The time of leav
ing and arriving in the city will be 
materially changed.

The article in the Muskegon cor
respondent’s columns of last week’s, 
issue of the Tradesman announcing 
the candidacy of one of its members.
A. W. Stevenson, for the office of 
Grand Sentinel' of the U. C. T. comes 
at an opportune time and as a warn
ing to other Michigan cpuncils that 
they will have a most formidable can
didate to defeat, should any of them 
decide to place one of their members 
in the race. “Steve,” although a mem
ber of the baby council, has been one 
of the hardest and most enthusiastic 
workers for the good of the organiza
tion in the State and as such should 
receive due recognition. Although 
his territory lies in Western Michi
gan and he has always made his home 
in that section. A. W. Stevenson has 
hosts of friends in all parts of the 
State who, now that the announce
ment has been made, will lend their 
best efforts toward landing him in 
the position he covets and deserves. 
That he possesses the qualifications 
necessary in an ideal Grand Lodge 
officer is well known to his acquaint
ances and friends.

Should the Germans lose out in Eu
rope, they will have some large gas 
bills to settle for.

F. Stockwell (Edson, Moore & Co.) 
accompanied by his wife, is a visitor 
in San Francisco, attending the Pan 
American exposition.

The announcement has been made 
that John A. McMahon (Edson, 
Moore & Co.) and Erskine McLeish, 
formerly o f the same firm, have form
ed a copartnership and on August 
15 will open an up-to-date furnishing 
goods store in the James S. Holden 
block, formerly known as the Bamlet 
building. The store, which was until 
recently occupied by J. C. Hasse & 
Son, is located on the corner of Grand 
River avenue and Griswold street, di
rectly opposite the Griswold House 
and is considered one of the best 
business locations in the city. Both 
young men are well versed in the 
business, Mr. McLeish for years hav
ing had charge of the men’s furnish
ing goods department for Edson, 
Moore & Co., while Mr. McMahon, 
besides being assistant manager, has 
acted as special representative for 
the same department on the road for 
a number of years. Both have friends 
by the score in the city, besides pos
sessing personalities which will tend 
to increase the number—an idaal com
bination for a new firm to begin with. 
Temporarily at least Mr. McMahon 
will retain his present position with 
Edson, Moore & Co., while Mr. Mc

Leish will look after the active man
agement of the business.

Mr. Mihlethaler, of the Mihlethal- 
er Co., Harbor Beach, was in Detroit 
last week looking after the interests 
of the company’s large store.

“Abbie” Finsterwald, popular rep
resentative for the Majestic Cap Man
ufacturing Co., besides being a sales
man of reputation, is also a fisher
man of note and, were it not for the 
fact that the corporation he repre
sents takes the Tradesman, we would 
be very much inclined to describe 
some of his wonderful fishing ex
ploits, but not knowing how the com
pany feels toward even a member of 
the corporation (for Abbie is a stock
holder) who is apt to fish during the 
hours prescribed by the unions for 
labor, we shall refrain from any men
tion of his fishing trips. We will say 
this for Abbie, however, after hear
ing some of his big “catches,” that 
the fish were beauties, even if he 
didn’t hook them.

L. Davison, whose place of business 
was destroyed with others in the dis
astrous fire that visited Hillman some 
weeks ago, was in Detroit last week 
purchasing a new stock. He has re
built and expects to be ready for busi
ness within a short time.

One would judge from reading the 
newspapers that William Jennings is 
giving his typewriter a rigid test.

Gustav Kadau, the popular grocer, 
has demonstrated that by close atten
tion to the grocery business one can 
make enough money, aside from the 
regular routine of living, to purchase 
an occasional luxury and also drop a 
bit in the bank to prepare for future 
eventualities. Gus, from a humble be
ginning, is now the owner of two 
stores, one at 136 Townsend avenue, 
the other at the corner of 18th and 
Poplar streets. The recently-acquir
ed luxury arrived in the shape of a 
brand new six cylinder Studebaker 
auto.

A. E. Burns, former general man
ager for R. H. Fyfe & Co., known as 
one of Detroit’s largest retail shoe 
stores, is now at the head of a new 
shoe firm known as A. E. Burns & 
Co., located on the first and second 
floors of the James S. Holden (for
merly Bamlet) building. The opening 
which was largely attended, was held 
last Saturday. As mentioned else
where in these columns, the location 
is considered ideal from a business 
standpoint. Mr. Burns’ experience 
and wide acquaintance will, no doubt, 
stand the firm in good stead.

Bryan is not consistent in his atti
tude toward furthering the peace 
movement. He attacked T. Roose
velt in a speech the other day.

The Eureka Wholesale Grocery Co. 
was organized in‘Detroit last week. 
The company was exploited by D. M. 
Pickell and will be capitalized by local 
grocers. A meeting wjll be held on 
June 29 to further complete plans of 
the organization.

M. L. Keenan, general merchant, 
Flat Rock, was in Detroit on busi
ness during the past week.

William St. James, of the St. 
James Lumber Co., Kenneth, suc
ceeded in landing a large contract for 
railroad ties for his corporation last 
week. Mr. St. James makes his home 
in Detroit where he looks after the 
company’s interests.

Dolph Glogower, formerly with the 
Lee Tire & Rubber Co., is now rep
resenting the Chesterman & Street
er Trust Co., of Philadelphia, and, 
what is better still, Dolph is making 
his headquarters in Detroit. He will 
cover the larger part of the State tor 
the corporation. Mr. Glogower, who 
is a brother of S. R. Gloglower, rep
resentative for Johnson & Johnson, 
of Brunswick, N. J., is what is known 
in the vernacular of the average road- 
ist as a live wire and will prove a 
most welcome addition to the already 
large colony of live wire traveling 
men. A colony, that by the way, can 
be counted up in the thousands.

Dolph’s brother, S. R., who has just 
returned from a Northern trip, is 
most optimistic about business con
ditions in that section of the State 
We don’t know who is to blame, but 
whoever it was did a good job when 
they placed the “glow” in Glogower— 
the local pair of former Kentuckians 
are living up to it magnificently.

The only money ever made by gam
bling was made by the winners.
# Over 700 druggists from all sec

tions of the country were entertained 
in Detroit last week by Parke, Davis 
& Co. Traveling men from the ter
ritories represented by the visitors 
were also in the city and co-operat
ed with local members of the force 
to entertain the druggists. Included 
in the entertainment were boat rides, 
a banquet, auto rides on sight seeing 
tours and visits to the plant of the 
company.

A. McPherson, owner of a dry 
goods store at 2875 Woodward ave
nue and another on Milwaukee ave
nue, is closing out the stocks and will 
retire from business.

What a pleasure it must be to those 
dead Canadian heroes to receive the 
laudations of England!

Burglars forced the safe of the Bry
ant & Bury foundry, at 32 West At
water street, last Thursday and suc
ceeded in finding stock valued at $50, 
but nothing else of value.

Owing to the illness of Supreme 
Counselor Duval, at his home in Hut
chinson, Kansas, the honor of presid
ing at the Supreme Council meeting 
held in Columbus on June 22 fell on 
F. S. Ganiard, of Ann Arbor. Ac
cording to reports Mr. Ganiard filled 
the position with dignity and a full 
knowledge of the duties. Mr. Ganiard 
was Supreme Junior Counselor of thè 
order and, following precedent, suc
ceeded Mr. Duval to the highest of
fice in the gift of the organization.

Emil Kolbe, druggist at 671 Junc
tion avenue, has approved the con
tracts for the construction of a two- 
story brick store and dwelling at 679- 
681 Dix avenue.

Chicago has a wealthy street car 
conductor? Is that fare?

Harry Ruda, the lively merchant at 
638 Hastings street, has moved his 
family into a flat over his store. 
Nevertheless, we are sure Harry does 
not feel above his business.

Dave Plaughin, whose home is in 
Cincinnati, was in our prosperous 
midst for the past month renewing 
old acquaintances, making new friends 
and doling out copies of orders for 
Pluto water. Dave represents the 
Pluto Co., of French Lick Springs.

The third annual picnic of the Tim- 
ken-Detroit Axle Co., was held at 
Tashmoo Park last Saturday and was 
attended by nearly 4,000 employes and 
friends. The outing was one of the 
most successful yet held. Contests 
of all kinds were indulged in.

Some day when conditions are per
fect and time hangs heavily on the 
hands of Secretary Art Wood, of 
Cadillac Council, we may receive 
some oft-promised and long-looked- 
for news items which will benefit the 
Council, help fill up our page and 
prove of interest to many Detroit 
readers.

Jack Blitz, local representative for 
Johnson & Johnson, of New Bruns
wick, N. J., was called to Louisville, 
Ky., on account of the death of his 
father, Signor Blitz, aged 77 years. 
The news came as an especially sad 
blow to Mr. and Mrs. Blitz, as prep
arations were being made to enter
tain the father, who had promised to 
pay them a visit within a few weeks. 
The sympathy of the Tradesman is 
extended to the bereaved family.

Mr. Thompson, of Thompson Bros., 
general merchants of Scotts, was in 
Detroit in the interest of the firm 
last week.

Burglars entered the store of Otto 
Horner, 410 Mack avenue, and stole 
$25 in cash and merchandise valued 
at $50 .last Wednesday night.

The Princess Motor Car Co. has 
leased the plant formerly occupied by 
the Saxon Motor Co., at 1305 Belle
vue avenue, and will move into it by 
July 1. The new location will give 
the Princess Co. a much-needed en
larged factory space.

Because they could find no liquor 
many Russians have been drinking 
furniture polish. They ought to get 
quite a shine with that drink.

Thieves, presumably boys, broke 
into the candy store of E. G. Shaffer, 
691 Third avenue, last Thursday night 
and stole fireworks valued at $20 and 
chewing gum valued at $1.50.

Fred Stratmann, with F. P. Rey
nolds & Co., wholesale fruit and vege
table dealers, 10 Griswold street, for 
the first time in his life can with im
punity he accused of having cold feet. 
On Tuesday evening of last week, as 
was Fred’s custom, he looked around 
to see if everything was locked be
fore leaving for the day. He stepped 
in the refrigerator for a moment when 
the door closed and locked behind 
him. He was not missed by the other 
employes, who could not hear his cries 
owing to the thick walls of the re
frigerator and was not released until 
his brothers and wife became alarmed 
at his non-appearance, went down to 
the store and rescued him from his 
icy prison. Although badly chilled 
he soon recovered and is satisfied he 
spent a hot time in the 1 refrigerator 
trying tp keep from freezing.

More than 100 members of the Bat
tle Creek Chamber of Commerce vis
ited Detroit last Thursday and were 
entertained at luncheon by the De
troit Board. Before noon they were 
shown about the city and attended 
the ball game in the afternoon. This 
is one of a series of entertainments 
for nearby trade organizations plan
ned by the Detroit Board of Com
merce.

P. H. Struthers, dry goods mer
chant of Pontiac, was in Detroit on 
business last week.

If some of the black hand societies 
would move back to their native heath 
and enlist in the army with their 
bombs and sawed off shot guns, the 
enemy would have something to fear.

Ed Edelman in years is a young 
man, but in experience is old. also 
he is one of Michigan avenue’s pi
oneer merchants. If there is a busi
ness depression he knows nothing of 
it, hence the gang of men around his 
place of business at 382 Michigan, all 
busily engaged in building a 40 foot 
addition and remodeling the interior 
of the store. Ed Edelman carries a 
complete line of dry goods and fur
nishing goods and is classed as one of 
the really live merchants of Detroit.

The Dailey Stores Co., Inc., is to 
establish a chain of grocery stores 
throughout the West, making Detroit 
the center of the chain. The com
pany, backed by Philadelphia capital, 
will begin operations at an early date 
and will open ten stores in this city 
with an addition of fifteen more with
in three months. Later the company 
will enter the field in Chicago, spread
ing rapidly through the West. A. 
W. Norman, Secretary and Treasurer 
of the company, said he did not think 
the company would use trading 
stamps. The organization is incor
porated under the laws of Delaware 
for $500,000.

A. A, Krause, dry goods merchant 
at 1478 West Warren avenue, is an
other merchant who is too busy to 
notice any alleged dull times and has 
added to his household effects a new 
model Reo car.

Twenty million men of military age 
in the U. S. Every one able to shoot 
—some bullets, some hot air and some 
pocket billiards.

Robbers entered the store of Grant 
Gehring, 391 Michigan avenue, some 
time Wednesday night and decamped 
with' merchandise to the value of $60. 
The cash register was forced open, 
but as no money was left in it the
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bandits were disappointed for their 
trouble.

Henry C. Weber & Co., hardware 
dealers, who have been occupying 
temporary quarters at 161-163 Jeffer
son avenue, have closed a deal with 
the Henry Blackwell Co. whereby 
they will occupy a portion of the store 
at 230-234 Woodward avenue. The 
lease is for a term of years.

Stanley Creagh, formerly with 
Burnham, Stoepel & Co., now with 
Co. A., 18th Battalion, Canadian Ex
peditionary Force, is in Sandling 
Camp, Hythe, England, and expects 
to receive orders to go to the front 
at any time. Stanley is now a ser
geant in his company.

Ground will be broken this week for 
a 400 roopi hotel to be designed along 
the lines of the Y. M. C. A. and ex
clusively for young men. The build
ing to be known as the Buckingham 
hotel, will be erected at Cass avenue 
and Peterboro street and will be elev
en stories high.

Governor Slaton, in other words, 
would rather be right than be a poli
tician.

Loewenberg Bros., Jack and Emil, 
who conduct a department store at 
1561 .Mt. Elliott avenue, with inten
tions that were well meant, started on 
an auto trip last week with the avow
ed idea of visiting friends in Elkton. 
Their plans carried well until they 
struck a patch of mud about eighteen 
miles from Detroit. Although the 
road at this point was almost im
passable, Jack, Emil and auto came 
through in safety—with the aid of 
two husky farm teams, after which 
they continued in the direction of 
Elkton.

R. M. advises us that his friend, 
Ben J. Koenig, has erected a garage 
and is waiting for the price of ford 
cars to be reduced before making use 
of it. Mr. Koenig owns a dry goods 
store at 635 Oakland avenue.

The Rands Manufacturing Co., 
Holden and Lincoln avenues, has ap
proved contracts for the construction 
of a three-story reinforced concrete 
factory near its present location.

Mr. Palmer, of Palmer Bros., cloth
iers at Yale, was in Detroit on a busi
ness trip last week.

Bill Ridell, popular lodge and trav
eling man and representative for the 
J. F. Hartz Co., surgical instruments, 
etc., is the very essence of optimism. 
Bill says that business is so good, 
instead of coming home on Friday 
nights, as of yore, he is obliged to 
stay out on Saturday.

Many men who are apparently look
ing for work speak the truth—they 
are merely looking, they don’t want 
it.

Look, who’s here?
Summer. James M. Goldstein, 

fe  te
Schoolboys say there are too many 

switches along the road to knowl
edge.

MEAT DEALERS BEWARE!

Don’t Aid Jim Sheen With His Chick- • 
en Graft

Wlritten for the Tradesman.
Just before noon on Tuesday, June 

22, a horse and buggy appeared at my 
residence, occupied by a man and a 
woman. A chicken crate containing 
about ten fowls was tied on the back 
of the buggy. I stepped to the door 
and the man motioned to me to come 
to the buggy, saying he could not 
get out. By his side was a cane and 
a crutch. And then he began his 
story which in substance was as fol
lows:

He claimed to be a plumber by 
trade, home Eattle Creek. His knee 
cap had been fractured by a fall some 
time last year and had healed without 
uniting, leaving his leg useless, worse 
than a stiff knee or amputated leg. 
He had spent all his money doctor
ing. Having a brother-in-law in Ann 
Arbor he came there and was given 
the use of a house and lot in the su
burbs. His only means of support 
for themselves and five children was 
his wife’s work as wash woman, and 
they thought they could add to their 
income by keeping a flock of hens. 
So he had borrowed a horse and bug
gy and was out among the farmers 
asking for a hen or two or some set
ting eggs from each one.

He was tall, smooth shaven, 45 to 
50 years old, wore a gray suit of fine 
material, laundered shirt, collar and 
tie and eye glasses. His wife was 
small, dark, thin and nervous.

The broken knee cap seemed to me 
twice too large as I laid my finger 
right down into the break (I thought 
of two blocks of woods) and the 
horse and rig reminded me of a livery 
rig which had been to my place be
fore, and I was suspicious.

Within an hour after he left my 
place I had studied out his scheme 
and concluded that he could make 
from $10 to $15 a day for a week or 
more in the vicinity of Ann Arbor 
unless he were stopped. But we have 
no telephone, there were strawberries 
to pick and deliver, other work press
ing, and I did not find it convenient 
to drive to the nearest phone to com
municate with the sheriff’s office until 
about 6 p. m.

And why have we no telephone? 
That is another interesting story. On 
account of long continued illness of

the manager of our local exchange, 
she (the widow of the first manager) 
resigned. The telephone company 
would not move the exchange to the 
residence of a man who was willing 
to accept it and for whose appoint
ment the subscribers petitioned. The 
company would not sell the, tele
phones to subscribers to continue to 
use on their privately owned local 
lines; would not settle with the man
ager and relieve her of her burden and 
responsibility until every telephone 
was returned to the local exchange. 
After weeks of delay the last phones 
were surrendered April 13. Our com
munity now has divided telephone ser
vice; some are connected with Dex
ter, some with Whitmore Lake and 
some with Ann Arbor, but seven of 
us who want direct connection with 
Ann Arbor are informed that we 
should apply to Dexter, as we are 
outside the Ann Arbor limits. Dex
ter’s manager tells one man that they 
will take in one more subscriber in 
this vicinity and only one. But we 
do not want to pay fuH yearly rent 
for connection with Dexter and then 
pay 10 cents toll for every call to 
Ann Arbor where we transact most 
of our business.

Individuals have conferred with the 
manager at Ann Arbor, the prosecut
ing attorney took it up with the State 
Railroad Commission, the Civic As
sociation has had it in hand and still 
we have no phone. The latest propo
sition is for us to build our own lines 
into Whitmore Lake, six miles, and 
then the Michigan State Telephone 
Co. will connect us with Ann Arbor 
without toll in addition to rent.

But about Jim Miller, chicken beg
gar. The sheriff’s force got busy and 
learned that Jim Sheen and wife ar
rived in Ann Arbor Monday, engag
ed a room; on Tuesday hired a livery 
rig, made a contract with a local 
butcher to take his chickens about 4 
o’clock every day, saying he was sell
ing medicine among the farmers and 
when they had no change, took fowls 
in payment.

By telephone, extended or supple
mented by motorcycle, a message to 
come at once to the sheriff’s office 
reached me Wednesday noon. I 
drove the eight miles to Ann Arbor 
and after the deputy sheriff, prose
cuting attorney and judge had con
sulted together, matters were fixed

.__________________________ r

so that when Mr. Jim Sheen arrived 
at thp butcher shop with his contri
bution of chickens from sympathetic 
farmers’ wives he had to walk to the 
court house, where he pleaded guilty 
to a charge of vagrancy, paid his fine 
and promised to leave town next 
morning, which he is reported to have 
done, carrying his cane and crutches 
without using them. He told the dep
uty he was going to Adrian and in 
future he would fix up some insecti
cide to trade for chickens—not beg 
them. Meat dealers should watch for 
him. E. E. Whitney.

te to
Boomlets From Bay City.

Bay City, June 28.—Mayor F. P. 
Kelton, of this city, was unanimously 
chosen President of the League of 
Michigan Municipalities which closed 
a three day convention in Alpena Fri
day evening. Battle Creek was chos
en as the next meeting place.

Judge W. D. Gordon, of Midland, 
ex-speaker of the Michigan House of 
Representatives, who recently pur
chased the George W. Handy resi
dence on Center avenue' has moved 
here and has taken possession of the 
property. Is this move part of the 
Judge’s plan to capture the Republi
can Congressional nomination in 
1916?

The contract for the construction 
of the Bigelow Cooper Co. hardwood 
flooring factory to be built in this 
city, was recently awarded to the 
Bay City Stone Co. The building will 
be 700 x 80 feet and will cost $50,000.

D. E. Jennings, of Turner, one of 
the victims of the 1914 fire, is build
ing a brick store to take the place of 
the one destroyed, and will occupy 
it with a general stock when com
pleted.

J. K. Mead, of Omer, is building a 
cement block store, into which, when 
completed, he will move his stock of 
drugs, dry goods, shoes and groceries. 
The Omer Bank is to occupy a new 
office building which is nearing com
pletion. A fine new high school is 
Deing built and will be ready for the 
fall term of school. W. T. Ballamy. 

te
Exports to South America in 

March and April show a gratifying 
improvement when compared with the 
earlier part of the war period. Ex
ports to South America showed a 
marked falling off in each month from 
August to the close of February, but 
in March were about $2,000,000 more 
than in the same month of last year, 
and April showed another gain of 
about $2,000,000, the total for March 
and April to all South America be
ing about 25 per cent, in excess of 
the same months of last year.

WINGOLD FLOUR
Rises to the Occasion

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

Grand Rapids—Kalamazoo

THE PROMPT SHIPPERS
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PROBING BUSINESS.
An important research into the re

tail grocery business is now being 
made by the Bureau of Business Re
search of Harvard. The work began 
last August, and at the present time 
the Bureau has three agents making 
investigations into the practices and 
methods of grocery stores, and in
troducing the Harvard system of ac
counts for retail grocers.

The Bureau of Business Research 
began its investigations of retail trade 
in the shoe business in 1911. The 
main purpose was to secure actual 
facts and material for use in the 
School of Business Administration. 
The grocery work was next under
taken, for the interest which the gen
eral public has in the retail grocery 
business, and for an insight into ac
tual conditions of the business, which 
records more failures every year than 
any other business in the country.

A few words about the results of 
the retail shoe trade investigation will 
show what is being done in the gro
cery line at present. The retail shoe 
trade represents all the methods of 
modern distribution, and yet it is sim
ple from the fact that only one line 
of goods is handled. The. cost of 
distributing many articles to the con
sumer is equal to the cost of manu
facture and the raw material, and 
while the manufacturer has studied 
the production end, the distributing 
end, representing one-half the cost, 
has been neglected.

The shoe investigation disclosed 
very poor systems of accounting, 
even where accounts were kept. The 
same item did not mean the same to 
two stores. Some estimated their 
profits by their bank account, without 
the least conception of what shoes 
yielded the largest profit and what 
ones were handled at a loss. Some 
stores counted rent in their expense 
accounts, and some did not. Others 
considered the salary of the manager 
a part of the general expenses, and 
others did not.

In all, 800 stores have been investi
gated. As wide as are the variations 
in accounting, just as wide are the 
costs of doing business. From the 
first investigations it was found that 
gross profits, including discounts, 
varied from 20 to 42 per cent, of the 
total sales; total operating expenses,

not including freight and cartage and 
interest, 18 to 35 per cent.; sales force, 
5 to 10.3 per cent.; rent, 1.8 to 14.6 
per cent., and interest, 1 to 7.9' per 
cent.

The Associated Press canvass of 
liquor legislation of the year shows 
that with nineteen states already 
“dry” and the way cleared for pro
hibition in three others, the temper
ance territory now stretches in a 
broad belt from the Pacific Northwest 
to the South Atlantic and the Gulf. 
From Washington, Oregon and Idaho 
it passes through Colorado, Kansas 
and Oklahoma to Iowa and Arkan
sas on the Mississippi; and east of 
the Mississippi it has a clean sweep 
through the Southern States. From 
Kentucky and the District of Colum
bia to K'ey West the only local op
tion territory is in South Carolina, 
and in South Carolina a popular vote 
will be taken on prohibition this fall. 
Outside this belt lie the States of Ari
zona, North Dakota, and Maine, while 
in Montana, Vermont, and South Da
kota elections are pending. The four 
states that went “dry” this year are 
rural, and simply accentuate the fact 
of the split on the question between 
city and country. On January 1, 1915. 
the average urban population in the 
prohibition states was but 20.3 per 
cent. In the extreme license states 
it was 71 per cent. Similarly the ur
ban population in what the Anti-Sa
loon League calls near-prohibition 
states was but 28 per cent., and in 
partially license states 57.5 per cent. 
Such facts indicate the natural limits 
of the sthte-wide prohibition move
ment:

A new rule has been promulgated by 
the National Jewelers’' Retail Associa
tion, meeting in Denver. It is “By their 
rings shall ye know them.” Hereafter, 
according to the jewelers, the proper 
ring in the future for a genuine widow 
will be a circlet of gold with a streak 
of black enamel running through the 
center. If the widow is of the grass 
variety the streak of enamel will be 
green, and if she is drawing alimony 
or living on a settlement diamonds will 
be set in the enamel. But the jewelers 
should not stop there. They should 
have a ring which will denote spinster- 
hood and there should be some mark to 
signify whether the person wearing it 
desires to remain a spinster or would 
change her name if sufficiently urged.

After making all sorts of charges 
against Billy Sunday, Bentley D. Ack
ley, who had been secretary to the evan
gelist for some time, retracts all his 
statements and says they were made “in 
unguarded and almost unconscious mo
ments, owing to an unfortunate weak
ness and under very peculiar circum
stances.” He now claims he has no 
grievance against the evangelist, that he 
never criticised him intentionally and 
had no dissatisfaction with him regard
ing money matters. Hp disclaims all 
responsibility for charges made. Per
haps Billy Sunday may forgive Ackley 
and reinstate him, but it is going to be 
hard to make the retraction catch up 
with the charges.

SETTLING VEXED QUESTION.
To-morrow the Government will 

issue a report for which the cotton 
trade has been waiting with unusually 
keen expectancy. That is the report 
on the acreage planted to cotton in 
1915. As recently as March it was 
expected that, as a consequence of the 
utter collapse of the export market 
and the price for its principal staple, 
the South would plant an acreage of 
30 per cent, less than in 1914. This 
prevalent estimate was lowered to 
25 per cent, and then to 15, as the ex
port of cotton suddenly increased, 
until the monthly outgo far surpass
ed last year’s. The Financial Chron
icle last Saturday, from carefully com
piled reports of correspondents, esti
mated that the actual reduction had 
been 10^ per cent.

The mere percentage of acreage re
duction, stated thus, conveys no great 
impression to the average financial 
mind. It is by recalling the situation 
of the closing months of last year, 
when cotton was cents a pound 
in thé South, far below cost of pro
duction, that its significance impresses 
itself. The 1914 cotton crop was 15,-
873,000 bales, and 1,328,600 bales had 
been carried over from 1913. That 
made a total supply of 17,200,000 bales 
of which, up to the close of last De
cember, only 4,700,000 bales had been 
taken for export and domestic con
sumption, as compared with 7,900,000 
similarly purchased in the same pe
riod of 1913, from a much smaller 
crop.

But the Southern planter had spent 
his money to raise the crop; his live
lihood depended on marketing it. If, 
as seemed probable, last autumn, one- 
third of the crop of 1914 was to be 
left on the planters’ hands, the eco
nomic prostration of the South was 
inevitable. Plans to avert such dis
aster, hastily contrived in the autumn 
months, were numerous. Some of 
them seem to-day entirely fantastic, 
but they were taken in deadly earn
est then.

The “buy-a-bale-of-cotton” move
ment, which President Wilson him
self helped by paying $50 for a cot
ton bale to put in the White House 
cellar; Representative Henry’s pro
posal to raise $500,000,000 National 
currency to loan on cotton; the $150,- 
000,000 “bank pool” to lend money to 
the planters; the Paish scheme to 
send cotton to England in payment of 
debts, instead of gold—all of these 
had their day in court.

The Washington conference of 
governors and congressmen of cot
ton-producing states followed; it un
dertook to devise means of compul
sory curtailment of the yield in 1915. 
Senator Hoke Smith brought out his 
proposal to impose a war tax of 2 
cents a pound on all cotton grown 
in 1915, in excess of half the amount 
raised in 1914. Governor Colquitt, of 
Texas, recommended legislation pun
ishing by one to five years in jail 
anyone who planted more than twen
ty acres to cotton in 1915. Compul
sory acreage reduction was propos
ed in South Carolina and Georgia. 
The Southern Cotton Association ac
tually endorsed, as an alternative plan

the idea of planting no cotton at all 
this year.

How unnecessary all this commo
tion really was, appeared in Febru
ary, when the $150,000,000 “bankers’ 
relief pool” was wound up after hav
ing loaned only $28,000 on “distress
ed cotton.” How greatly the market 
situation has changed is shown by 
the fact that as against a decrease 
from the previous year of 3,200,000 
bales, in exports and home consump
tion, between August 1 and the close 
of December, the export and domes
tic markets have taken in the six 
months since the opening of January
2,750,000 more bales of cotton than 
they took in 1914 .

How much prices have changed is 
seen by comparison of to-day’s 9̂ 4 
cent, price in the South with 6^ in 
December.

The villages in Central Michigan are 
manifesting a disposition to insist upon 
observance of their ordinances with ref
erence to the speed of automobiles pass
ing through, and with this effort none 
can fairly find fault. On the broad 
highways in the country, by common 
consent the chauffeurs can go as swiftly 
as they please, or as they dare, because 
the great part of the risk in such cases 
is their own, and it seems allowable for 
people to take such hazard as their sense 
or lack of it suggests. In the villages, 
however, there is more traffic, more 
people crossing, and particularly more 
children in the streets, and consequently 
more likelihood of accident. Now and 
then there are officers more active and 
vindictive than wise, but such instances 
are exceptional. It is the perfect right 
of any municipality, large or small, to 
make its own rules and regulations in 
this respect, and those who travel in 
that locality can find no fault with being 
bound thereby. Those who drive reck
lessly, at more than fifteen or twenty 
miles an hour, through a village, ought 
to be stopped and apprised of their 
offense, and now and then a fine is 
calculated to have a salutary influence.

A bulTin a china shop is a little worse 
than a buck deer in a millinery store, 
but not much. A millinery store in 
New London, Conn., was honored by a 
call from a buck deer, which ran down 
the street and entered by plunging 
through a plate glass door. The deer 
cavorted wildly among the millinery, 
not stopping to try on any special hats, 
but sweeping them to the floor and 
trampling on them, evidencing his strong 
dislike for the creations of the milliner. 
Two policemen clubbed the buck to 
death, but not before the stock had been 
ruined.

Chewing tobacco while giving tes
timony in court is expensive business, as 
a New Jersey witness recently learned. 
He was 18 years old, but considered 
himself big enough, old enough and 
smart enough to give testimony with his 
mouth full of tobacco. When the judge 
told the young man to remove the to
bacco he said he would * not and kept 
his jaws working. A fine of $25 was 
imposed and the young, man spent four 
hours in jail while his friends were 
raising the price to pay the fine.
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W HAT IS PRICE CUTTING?
Whatever may be the truth about 

the desirability of maintained prices, 
it is not denied that there is much to 
be said truthfully on both sides. 
Again, it is by no means pertain just 
what “cutting prices” means. For in
stance, in Chicago a big retail grocer, 
about to move into a new store, has 
decided to sell at a sacrifice every bit 
of his old stock and start afresh. So 
he started to clean house by adver
tising 8,000 articles at reduced prices. 
Here was a legitimate reason for re
ducing prices, quite distinct from the 
reasons for the price cutter’s ordinary 
motives. Is it price cutting and would 
fixed prices prevent such a liquida
tion?

Again, there is a growing feeling 
among grocers—it is one of the latest 
evolutions in the process of analysis 
and study—that there are legitimate 
prices of two types—the one with ex
pensive service and the other where 
service is pretty well eliminated. More 
and more stores are opening, stating 
frankly that they make no free deliv
eries, extend no credits or other ac
commodations, and feel bound to give 
the customer the benefit of the lower
ed manufacturing cost. Several stores 
about the country maintain two lists 
and probably many manufacturers—if 
they could be sure that lowered prices 
were due to the legitimate saving in 
eliminated service, and not to the 
trickery jaf selling goods at less than 
cost for baiting purposes—'would of
fer no objection to such reduced scale 
of prices. The trouble lies in the fact 
that departures from the strict letter 
of an established plan are, to say the 
least, dangerous, and it is difficult to 
distinguish between the honest reduc
tion and the questionable “cut price.”

One of the most interesting argu
ments against fixed prices advanced 
by its opponents in recent communi
cations on the subject in these col
umns has been the belief that manu
facturers would not enforce their sales 
plans inflexibly and impartially, if the 
law gave them an opportunity. It 
has always been a source of much an
noyance to such manufacturers as do 
seek to enforce their resale prices; 
that by hook or by crook the jobber’s 
salesman would find some way to cut 
prices, in spite of an apparent loyal
ty to the plan.

The Canadian Grocer tells an in
teresting story of the way it worked 
in a certain instance in that country. 
As the story is told by a retail gro
cer:

“There was a certain line of goods 
on which I used to get a rebate of 25 
cents on the case. These goods 
eventually were sold on the fixed price 
basis and with the coming of the Se
cret Commissions act this rebate was 
against the law. A salesman came into 
my store one day to sell me five cases. 
I asked him the price. Then he of
fered to bet me $1.25 that I wouldn’t 
accept his price. I wasn’t going to 
be bluffed, so I immediately took up 
his bet and we each laid $1.25 on the 
counter. He quoted me the regular 
list price which was fixed on these 
goods and I bought them. Of course 
I also won the bet of $1.25 which

meant a rebate of 25 cents off each 
case.

“This was the method the salesman“ 
adopted to defeat the provisions of 
the Secret Commissions act which 
makes it a crime to give a buyer a se
cret commission so as to get him to 
purchase an article, the price of which 
has been fixed by the manufacturer 
by contract.”

The rivalry for the control of the 
reputation that is in a branded spe
cialty—and consequently its mercan
tile attractiveness—is really the crux 
of the whole issue. Big retailers claim 
their right to sell “what they have 
bought” at their own sweet will, un
hampered by conflicting property 
rights. Manufacturers claim that they 
do not part with all their interest in 
a product when the title to the com
modity changes. Which is right?

The manufacturers’ coupon in the 
package is one form of manufactur
er’s control. The department store 
objects to being dominated at all; no 
matter what particular form the con
trol may take. The brand name, the 
established price, the manufacturer’s 
own sales efforts by his specialty men 
and the coupon in the package are all 
evidences of the intangible former 
(and continuing) ownership.

Should that right exist or not? It 
is all a part of latter-day mercantile 
evolution and has never been settled, 
it is a big question on which there 
need be no accusation of inconsisten
cy because different phases baffle the 
honest student of the stiuation. In 
settling it there will be laid corner 
stones for some highly potential mer
cantile principles in the future field 
of trade.

ta  I*# te
The brightened Canadian outlook 

of which we hear from various sources 
is doubtless based upon the prospect 
that a record wheat crop will be sold 
at record prices. The Canadian fore
casts fairly match the estimates for 
the United States. Last year 11,230,- 
000 acres were sown, of which the 
drought destroyed about 1,000,000 
acres. This year there are computed 
to be 12,900,000 acres, and the crop 
is flourishing almost beyond prece
dent. If the 1913 average of yield is 
equalled, the total product will reach
275.000. 000 bushels, which is nearly
50.000. 000 bushels beyond any previ
ous yield. The price depends upon a 
number of factors, including the re
sult of operations in the Dardanelles, 
but it may again reach the dollar 
mark. What all this means directly 
to farmers and shippers, and indirectly 
to other classes, is evident; while it 
coincides with great activity in the 
export of war munitions, and with a 
lull in speculation.

te ^
There are many who claim that a 

business training unfits a girl for do
mestic efficiency, but the educational 
director of the Department Store Ed
ucation Association of New York- 
City says the trained and efficient girl 
in shop and store makes the best 
housewife because she has learned 
business methods. She puts her busi
ness training into use in doing her 
housework and gets along better Qtl 
(hat aqcppnt.

Submit Prize Contests to Your Local 
Postmaster.

Far too many merchants and store 
managements are unfamiliar with the 
postal laws and the ruling of the Post- 
office Department in regard to the mail
ing of matter in which reference is 
made to the holding of a prize contest. 
These Postoffice regulations are ex
tremely stringent, and the concern which 
infringes them is liable to have the ad
vertising in relation to such schemes 
refused admission to the mails.

In other words, the local postoffice can 
hold up that portion of the edition of 
a daily newspaper which is distributed 
by mail if the issue contains an adver
tisement which contravenes the post- 
office regulations as to advertising which 
relates to gift enterprises, prize contests, 
coupon schemes, etc.

There is no question that, solely 
through ignorance of these acts, the 
regulations are frequently violated by 
merchants and by newspaper publish
ers. Apparently, the law on the subject 
is not brought to their attention by their 
local postoffice. To be on the safe side, 
however, it is best to make sure that an
nouncements as to prize contests which 
are to be sent through the mails are so 
worded as not to conflict with the reg
ulations.

To make it more clear what these 
rules are we state that a ban is put upon 
the mailing of any letter, package, post 
card or circular concerning any lottery, 
gift enterprise or similar scheme offer
ing prizes dependent in whole or in 
part upon lot or chance; and on news
papers, circulars, pamphlets or publica
tions of any kind containing any ad
vertisement of any of the schemes above 
mentioned or containing any list of the 
prizes drawn or awarded by means of 
such scheme. This statement is based 
on Section 482 of- the Postal Laws and 
Regulations.

It will be noted that the law refers 
particularly to schemes into which the 
element of chance enters. It is difficult 
however, for anyone to tell in advance 
as to how the postoffice authorities will 
rule as to where chance begins or ends 
in connection with any prize contest. 
In a contest where prizes are offered 
for example of needlework, for in
stance, even though the judges of the 
contest are carefully selected and are 
in no wise connected with the store it 
might be argued by the postal authori
ties that the awards could not be made 
entirely on the merits of the entries. 
They might rule that as a certain amount 
of luck would enter into the decision 
of the judges what had appeared to the 
retailer to be an entirely innocent en
terprise was, in reality, a violation of 
the postal laws and regulations.

It is especially important that a store, 
if it does hold such a prize contest, 
should avoid announcing that the ar
ticles entered in the contest must be 
made from materials purchased from 
that store. One of the requirements of 
the Postoffice Department is that such 
contests must be in every way open to 
everybody, without any distinction, and 
it the local postmaster saw fit to take 
such action the restriction of entries to 
those made of materials purchased in 
the store conducting the contest would 
in itself be a sufficient ground for his

holding up mail matter advertising the 
contest.

The safest way for the merchant or 
store management which is planning 
advertising any kind of a prize contest 
is to submit in advance to the local 
postoffice or to the Postal Department 
in Washington specimens of the adver
tising matter relating to the contest 
and thus find out whether such adver
tising is mailable under the law or 
otherwise.

To many of our readers the law will 
appear drastic and unreasonable. It is 
well to remember, however, that it is 
designed for the protection of our citi
zens of all classes, and that the views 
of merchants and of postoffice officials 
may at times be in conflict as to what 
is a legitimate form of prize contest.— 
Dry Goods Economist, 

ta  te
The retail grocers of Los Angeles 

are a little peeved with the mayor be
cause he has vetoed the moving ordi
nance recently passed by the council. 
The measure required moving van own
ers to register all removals they make, 
in order that creditors may keep track 
of people owing them bills. The mayor 
vetoes the ordinance, saying it is a 
species of class legislation “intended to 
assist incompetent tradesmen who have 
recklessly and unwisely extended credit, 
in the collection of their debts.” He 
further contends that it will subject 
transfer companies, expressmen, etc., to 
delay, inconvenience and extra expense, 
and that the ordinance should be broad
er and cover owners or lessees of apart
ment house who have not the protection 
of the hotelkeeper’s lien upon trunks 
and satchels of their debtors 

te  te  ta  ta
A recently received foreign contract 

is that which* a Philadelphia locomo
tive company has for 365 traction en
gines to be sent to Russia. This or
der is worth $1,500,000, and another 
was received the other day for 250 
locomotives to cost $6,000,000 to go to 
the same place. It is not always 
arms and ammunition which this 
country is supplying to Europe, but 
it is the necessities of life, shoes, 
clothing, food, .etc. Allowing that 
powder and shrapnel are contraband, 
surely no one can find fault because 
-Americans make locomotives for ex
port, or shoes for foreigners to wear. 
The point of most importance now 
is that they be good locomotives and 
good shoes, so that there shall be no 
further ground for complaint that the 
stuff delivered is not up to the sam
ple.

fe te fe
More troubles are in store for per

sons looking forward to a vacation. The 
railroads have announced that they will 
not accept baggage of a value in excess 
of $2,500 on one ticket. It is going to 
be pretty hard for school teachers, book
keepers, clerks, etc., to buy two railroad 
tickets in order to get their baggage 
checked.

te te te ta
Many a married man wonders just 

how small a portion of his earnings 
he is really entitled to.

ifii He
It is surprising how many bargains 

we see in the shop windows when 
we are broke.
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July Business for the Hardware 
Dealer.

W W tten fo r  th e  T rad esm an .
In regard to summer goods, the 

hardware dealer’s watchword during 
July should be “Push!”

The longer the summer goods stay 
in stock, the harder will it be to clear 
them out. It is easier to sell a re
frigerator early in the season than it 
is when the season is half over and, to 
quote the familiar objection, “We 
won’t really get any use of it.” Hence, 
so far as seasonable goods are con
cerned, the hardware dealer should 
push early and push hard.

The camping out season, which 
opened with the first touch of warm 
weather, is now nearing its height. 
The merchant will do well in July to 
make a strong bid for the camper’s 
trade. Shrewd hardware dealers away 
last winter laid their plans for the 
big trade—the orders for large tents, 
portable summer cottages and gar
ages, and the like—since this busi
ness, to be handled properly, requires 
in most cases a great deal of pre
liminary “education” of the customer. 
The lesser camping incidentals are 
sold and bought on short notice; a 
large proportion of the summer camp
ers have not yet left, and will not 
leave until August. Now is the time 
to get after their business.

Handling this class of business re
solves itself into two phases, the gen
eral and the particular. The general 
appeal is made by the window dis
play and the newspaper advertise
ment; the particular appeal is made 
by circular letters mailed to individ
uals and by personal solicitation. If 
you have a mailing list of summer 
cottagers and campers it is an easy 
matter to prepare and send out cir
culars and advertising literature, tell
ing them just what a well equipped 
camper should have, and how well 
fitted your store is to cater to his de
mands. Camping equipment varies 
according to its locality, to some ex
tent. To begin with, there is the 
tent. In some instances you can 
sell a portable house, which can be 
taken down in the fall. Then there 
are the incidental furnishings. A 
camp stove is often needed; an oil or 
gasoline stove will serve admirably. 
If the party plans to cook on an open 
fire, during a short trip, you can sell 
pots and other equipment. Can open
ers are needed on every camping

trip. Lanterns will be found handy; 
or equally good and more convenient, 
flashlights. Nor is any out-and-out 
camp complete without a good, sharp 
hatchet. Of course, in catering to 
summer cottages, you have different 
demands to meet.

Incidentally, it may be worth while 
to make a particular appeal to boy 
campers, of whom there will probably 
be more this summer than usual. The 
European war is bound to stimulate 
the youngsters to out of door activi
ties.

A good window displays is always 
helpful. But don’t be content mere
ly to show camping goods. Make 
your display suggestive of the open. 
A miniature tent, a camp fire with a 
kettle hanging over it, a canoe nearby, 
give the most prosaic display the 
touch of romance that always seems 
to accompany the great out of doors. 
A camping display is not complete 
if it does not inspire the city dweller 
with a desire to drop his work and 
hike for a week or two to the tall 
timbers and dwell in the primitive.

Live displays are needed to stimu
late business in the hot summer 
months. Mere goods are not enough. 
To grip the attention of the passer
by you must suggest and appeal; or 
you must ring an echo of some topic 
that is uppermost in his mind. It is 
for this reason that timely displays, 
mirroring some current event of 
widespread interest, attract attention 
where everything else fails.

Fortunately, there are plenty of 
doings on which to hang an attractive 
and effective display. Military camps, 
ball games, convention, race meet
ings and the like will furnish the 
keynote—the central attraction which 
grips the passer-by’s attention—and 
this timely central theme can be read
ily linked up to a display of season
able goods.

The great thing is to select a theme 
which is under discussion at the mo
ment; and make it a leader where
with to call attention to the goods 
you want to sell. By this means you 
get the benefit of all the newspaper 
and word of mouth advertising which 
the event is receiving; and secure 
credit for a high degree of local pa
triotism as well.

Shrewd business judgment will in
dicate to any merchant the import
ance of cleaning up as thoroughly as 
possible the lines which, with the 
passing of summer, will cease to be 
seasonable until another summer 
comes. It is held over goods which 
make the largest hole in the mer
chant’s profits. He should, therefore, 
aim to reconvert his timely stuff into 
cash capital as early in the season
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as possible. For this reason, he 
should put behind his selling cam
paign his very best efforts. *

Later, it may be necessary to close 
out the remnants of seasonable stock 
at bargain prices; but the effort now 
should be to reduce the amount of 
bargain stock to a minimum. Push
fulness in July may save the necessity 
of cut prices in September; or the 
equally painful necessity of keeping 
a lot oj money tied up all winter 
long in unsalable goods.

The merchant should resolutely re
sist, alsofi the tendency to inertia 
which accompanies the advent of hot 
weather. “It’s too hot to work hard” 
is as good an excuse for July as “It’s 
too cold to do business” is in January; 
and it is,not one whit better excuse. 
The merchant who wants to do busi
ness must be prepared to hustle for 
business in heat or cold, in rain or 
shine; putting forth his best efforts 
when they are needed most. And 
they are never more needed than 
when the merchant’s own dislike of 
selling effort is duplicated on his cus
tomer’s part by an equal dislike of 
buying effort.

Finally, do not forget the two 
weeks’ holiday. A holiday is not nec
essarily a long trip, rushing from 
place to place; it is best of all a 
change of scene and occupation. Hus
tle now, and take your holiday. That 
is better than letting up your efforts 
now and pleading a little later that 
the business can’t spare you. A holi
day, to be successful, does not need 
to be expensive; it does need to be a 
complete change. Plan for yours, 
whatever happens. If you’ve done 
your duty as a merchant, you’ll need 
it. William Edward Park.

Ml 1« fe
How Do You Stand Criticism.

Some men can’t stand being re
proved; it rankles so in them that it 
puckers all their good qualities and 
counteracts the very best chance for 
their improvement.

Of course I must admit that criti
cism must not be unjust although it 
may be mistaken, and that it is un
wise to criticise a man in public.

Criticism should be dealt with like 
confession—in private.

But criticism of others and of self 
is absolutely necessary to progress 
and betterment.

It is sad to be sensitive.

But it is wise to be master of the 
feeling it engenders.

Any man who quits his task just be
cause someone criticised the way he 
did it, either hasn’t grounds upon 
which to defend himself or the big
ness to overcome the childishness left 
in his nature.

No man can be both friend and 
flatterer. v

The man who does us the most 
good is the man who shows us how 
to improve our work.

True friendship is measured only by 
a willingness to help.

Some of us need jollying, but ’tis 
better received after constructive cit- 
icism.

te
A Lesson.

Jim, having tunked Buck on the 
head with an axe with fatal conse
quences, was haled to court, and sen
tenced to pay the penalty at the end 
of the state’s rope. The judge ap
prised Jim of the verdict, and asked 
whether he had anything to say be
fore sentence was pronounced.

“Who, me?” asked Jim.
“Yes,” responded the Court.
Jim spoke earnestly.
“Well, sah,” he said, “dis yere hang- 

in’ sut’n’y gwine to be a lesson to 
me!”

The Ventilation of School Rooms 
Is a State Law Requirement

For years the heating and ventilation as 
applied to school houses has been one of our 
special features.

W e  w ant to get in  touch with School 
Boards tha t we may send them descriptive 
matter.

A record of over 300 rooms ought to be 
evidence of our ability.

Steam and W ater Heating with everything 
in a material line.

Correspondence solicited.

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

W e can su p p ly  
y o u  w ith  

e v e r y  stand ard  
tir e  ty p e  in

D IA M O N D  
S q u eeg ee  T read s

at
Fair-Listed Prices

SHERWOOD HALL CO., LTD. 
D istributors G R A N D  RA PID S. M ICH.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.
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The Charm of the Out-of-Doors.
W ritte n  fo r  th e  T rad esm an .

Who does not understand what it 
means to have the core and center o: 
his being assailed by that subtle, per
sistent, indefinable call—the call of 
the wild?

Rich and varied in charm for tem
peraments of every kind, the great 
Out-of-doors possesses a benefit for 
every work-weary, care-laden son or 
daughter of toil, who will fare forth 
and claim it.

Why is it man persists in sowing 
trouble? Why does he deliberately 
cultivate physical collapse, brain-fag, 
and death, rather than bodily vigor, 
intellectual efficiency and length of 
days? We incur the former by dis
regarding the laws of nature, when 
we might just as well observe nature’s 
laws and enjoy the latter.

Most men carry too much of a load; 
and what is more, they do not carry 
it in the right way. Half of our 
weariness comes from our excesses 
—not immoral ones, but the weight
ing of ourselves with things that we 
were never intended to carry. The 
business man exhausts his vital force 
with petty tasks and worries that 
ought to have been turned over to a 
subordinate, and instantly dismissed 
from the mind. The ambitious man 
wears his nerves to tatters in the be
lief that happiness for him, and as
sured success, is contingent upon the 
acquisition of this, that, or the other 
physical property. Most people have 
more than enough to live upon, if they 
understood the art of true economy, 
yet comparatively few people learn 
the art of real living. The fond, fool
ish mother unduly pets her little girl 
and reaps the sorrow that the head
strong miss in her teens brings to her 
mother-heart. We are quick to see 
our neighbor’s fault—how he is botch
ing the job of life, and worrying along 
under self-imposed handicaps—but do 
we handle our own personal affairs 
on any better plan? And so, after' 
all, it is our own wrong and foolish 
blunders and missteps that make life’s 
travel the more wearisome for us.

It is good that Nature has reserves 
of healing and that custom gives war
rant for us to draw on these. The 
Nation recognizes the validity of the 
holiday; Uncle Sam grants his fur
loughs. And God saw that it was 
good for man to have a day of rest. 
No engine can work continuously, 
but must have occasional periods of 
“rest” for oiling, overhauling and re
adjustment, in order to produce its 
best work. And, if this is true of an 
unfeeling, mechanical product, how 
much more so of man, the most com
plex and delicately balanced of all 
mechanisms?

For man a regular rest day—ap
proximately one day in seven—and an 
occasional recreation of longer dura
tion, are essential. Some one has sug
gested that perhaps one day in the 
week would suffice for rest purposes, 
if our modern life were keyed to the 
simpler tasks of early days, and we 
moderns were masters of ourselves. 
But modern life has ceased to be sim
ple, and has come to be extremely 
complex; and few men are masters of

themselves in any real sense. The 
humblest employe serves his foreman, 
the foreman serves the superintend
ent, the superintendent the general 
manager, the general manager the 
president of the company, the presi
dent of the company the board of di
rectors, and the board of directors the 
general public, or the customers of 
the firm, as the case may be. From 
first to last it’s service. And service 
imposes responsibilities and duties; 
and nobody escapes this intricate net
work of human duties and responsibil
ities until his earthly career is cut 
short by death.

So for most of us an occasional 
vacation period is highly important. 
People have to work hard for what 
they get nowadays. We are living 
our lives at a strenuous pace. If we 
don’t interpolate our work-a-day 
tasks with an occasional gulp of fresh 
air, we are apt to blow out a mental 
cylinder head. Why should a man 
wear out at 40 when he ought to be 
vigorous and 100 per cent, efficient 
at 60? Why are our sanitoriums fill
ed with nervous wrecks, and our asy
lums with crazy people? Just because 
some people have been deceiving 
themselves by the notion that they 
could burn the candle at both ends 
and get away with it. It can’t be 
done.

Let us not make the mistake of tak
ing ourselves and our work too se
riously. There’ll be folks and work 
here when we are dead and gone. And 
it would be extremely unjust to pos
terity if we were to clean up all the 
work in our day, thus dooming them 
to a life of monotonous and demoral
izing idleness.

The knack of getting an occasional 
rest in the midst of our toils would 
seem to be a simple matter. As a 
matter of fact, however, it is one of 
the hardest things for us to learn. In
stead of mastering the job, we let the 
job master us. We should learn first 
of all to master our feelings and our 
desires, then would we find it less 
difficult to master our work. We 
would not torture ourselves over por
tents nor burden ourselves with the 
superfluous. Then would the study 
of the conservation of energies be
come more general, together with 
a quiet, thorough-going preparation 
for the eventide of life. We would 
carry our just burdens—the burdens 
that are inescapably our own—but 
we would have a better discernment 
of how to place them, and how to 
bear them with the minimum of dis
comfort.

And here is where the benefits of 
an occasional vacation become appar
ent. By getting clear away from the 
scene of our daily activities, we break 
the hypnotic spell of the customary, 
the immediate, and the materialistic. 
Vast open spaces, the deep, blue skies, 
growing things, and unfamiliar sights 
and wonders of the material world— 
all act like a tonic upon our jaded 
natures. The fresh, pure air charged 
with the scent of meadows, woodsy 
smells, or the tang of the sea—is 1 
grateful to the lungs, and seems fair
ly to permeate our entire being. We 
seem to take in life through the pores 
of our body, and replenish our wasted

strength by physical contact with the 
earth. Unconsciously we find our
selves breathing deeper, and the blood 
fairly sings through our veins. Our 
jaded appetites acquire a relish for 
food; and our sleep is deep, dream- 
léss and refreshing. Almost imme
diately we discover that our recrea
tion is putting new life into us. Worn- 
out tissues are rebuilding, and the 
over-taxed life centers are recouping.

God’s out-of-doors is the best tonic 
in the world; and the way to take 
it is to get away on a vacation—pre
ferably during the summer time when 
nature, in our climate, is at her best. 
By all means try to sandwich in a va
cation this summer, of longer or 
shorter duration, if you can possibly 
manage to do so. It is wholesome, 
medicinal, delightful. It will make 
you physically fit, tone up your men
tal machinery, and re-adjust your voli
tional main-spring so that you can get 
more results with less effort. And in 
a hundred ways it will prove its prac
tical benefits. Frank L. Fenwick.

SAFETY FIRST
SIGN IN  ROOFING-

v&tißs (la ■Miri)
S*1

It is no t necessary for you  to  experim ent 
w ith  roofing materials Reynolds shingles have 
solved ail the problem s of durability, econom y 
and artistic effects possible to  secure w ith  any 
kind of roofing material.

If yo u r building needs a new  roof--R eynolds 
shingles should be used. If your roo f looks 
shabby in com parison w ith yo u r neighbor’s 
R eynolds shingles will m ake it harm onize If 
you are w anting econom y in roofing, it means 
"R eynolds by all m eans." If you  are building 
a new  house, be sure you get “ Reynolds ”

A Reynolds roof the  first tim e may save you 
nearly nine.

Write for free booklet.
For sale by all Lumber and Building Supply Dealers.

H. M. Reynolds Asphalt Shingle Co.
"Originator of the Asphalt Shingle" 

Grand Rapids, Mich.

A Safe Match
Means a Safe Home
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Every responsible grocer w ants to sell his cus
tomers matches which are nothing short of the 
safest and best made. Thereby he safeguards the 
homes of his community.

Any grocer who is not handling "SAFE HOME” 
matches, should take steps to do so a t once. Ask 
any wholesale grocery salesman about them or 
drop a line to the manufacturer, who will have his 
salesman call and explain their superiority.

Every “SAFE HOME” match is non-poisonous, 
strikes anywhere, is extra strong and sure, is 
chemically treated to prevent afterglow when 
blown out. and is inspected and labeled by The 
Underwriters’ T-abnratories. Incorporated,

Made Only by

T he Diamond Match 
Company

Trade
Stimulators
For
Price
Advertising

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

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

Butler Brothers
Exclusive Wholesalers of 

General Merchandise

New York Chicago 
St. Louis Minneapolis 

Dallas

There Are Now 
13,953

Citizens
Telephones

In the Grand Rapids 
Exchange

Direct Copper Metallic Long 
Distance Lines Connect with 
200,000 Telephones in the State.

USE CITIZENS 
LONG DISTANCE SERVICE

Citizens
Telephone Company
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Remarkable Evolution in the Clothing 
Trade.

The man of to-day does not need 
to go to any country of his imagina
tion, and search through distress and 
struggle to find that lure of old Ponce 
de Leon, the fountain of youth. It has 
been found, not in the primitive jun
gle, but in the highly civilized en
virons of the modern outfitting shop.

Are you bewildered? Do you rub 
your eyes and try to remember in 
which particular men’s shop you have 
seen the little rush of bubbling water? 
Don’t try too hard, though for you 
need not. The twentieth century 
fountain of youth is to be found with
in the lines and folds of modern at
tire.

The manufacturer of men’s clothing 
therefore, has the tremendous discov
ery to his credit. He it is, who, by 
the exercise of his wits, has been able 
to give to modern men that keen de
sire of their hearts. He has done it 
by certain subtle twists in the cut of 
the garments, by a clever use of fab
rics which lop off years from their 
wearer’s age; by the introduction of 
a certain spontaneity and original 
quality which is,. par excellence, the 
hallmark of that most elusive youth.

Women Started It.
For the past several years, men 

have become more and more alive to 
the fact that they must be gay and 
young. This idea of freedom and 
elasticity, in fact, has been gradually 
coming to a head for some time now. 
There have been evidences of it in 
many fields. Of course, it started 
with women’s fashions, when Paul 
Poiret precipitated such a tremend
ous sensation in the sartorial world 
by the introduction of brilliant color 
and long, flowing line.

The next thing we knew the in
terior decorators were following in 
his footsteps and surrounding the 
women with the same brilliant color 
and artistic line in their homes. Liv
ing with this strong color, surround
ed by it at all times, made people be
gin to wake up, to be more spontan
eous, younger, more alive, and they 
suddenly found that they were really 
getting nearer to that goal of goals, 
the fountain of youth.

They wanted to dance, and dance 
they did, to such an extent that his
torians of our times will have to talk 
about the dance craze that swept over 
the world. Now right here is where 
we are getting ever nearer and nearer 
to the real discoverer of the fountain, 
at least, the male fountain of youth. 
Men were beginning to get the fever 
of self-expression. Why, said they, 
must it always be the women who are 
allowed to have fun with their clothes

and the house? Why shouldn’t we, 
too, show how happy and young we 
feel by having young-looking clothes? 
Then, besides, supposing we do feel 
happy, the minute we put on those 
humdrum suits, cut always the same 
way, with never any change, it is 
enough to take every bit of spirit out 
of us.

Then Men Grew Envious.
There they were, the men of 50 and 

60 years, too, frisking about the dance 
floor with Susan or Sally or Mary, 
who were done up in their best bib 
and tucker of the latest frock for 
treading the mazes of the tango or 
the one-step or the maxixe, while 
they, the poor males, were as plain 
and prosaic as an old shoe.

Now, such a condition of affairs 
couldn’t last, by any chance, so first 
thing the sellers of men’s garments 
knew, they were getting requests for 
all sorts of styles in suits and fabrics 
that sounded extremely and most sur
prisingly frisky in those same ques
tioners. But the shopkeeper knows 
that his success in life depends on 
giving people exactly what th^y want,, 
and so he made it his business to 
pass those requests along to the man
ufacturer, who immediately proceed
ed to study the psychology of line, 
color and cut as he never had be
fore. What he was seeking was jaun
tiness, sprightliness. That was his 
fountain of youth. No more of that 
dignified elegance that used to be 
the ideal of the man from 40 years 
of age up. You can’t go about with 
your wife (who although she is de
cidedly of mature years, as you realize 
better than any one else, goodness 
only knows, still looks as young and 
frisky as the veriest “chicken”), and 
spoil her whole effort by adding your 
heavy dignity. Oh, no; it’s not dig
nity that goes these days, but snap, 
ginger, spice, in fact, any sort of sea
soning.

So the manufacturer gave it to 
them. Some of the styles that are to 
be seen on the floors of the smart res
taurants in this town make you open 
your eyes, and wonder. Go about 
some afternoon from one of these 
places to the other, and notice the 
way prosperous men who would have 
been called elderly in the ancient 
days, sprint about in boyish Nor- 
folks of those snappy plaid suitings, 
or rakish-looking debonair sack suits 
of tweed.

The Old Man Must Have Them.
Then just for the fun of it, drop in 

to some smart little clothing shoo and 
ask the man in charge of the suits 
what he is selling these days. You 
will hear some queer things. For in

stance, the head of the custom de
partment in a certain well known 
Broadway shop told 'me some time 
ago that he had just sold a stunning 
suit to a gentleman who was going 
to Palm Beach.

“Will, you tell me the particulars?” 
I enquired.

“With pleasure,” he answered. “It 
was of white garbardine, with black 
velvet collar and cuffs, black velvet 
buttons and piping also of the -black 
velvet. It was made for a man of 
about 60 years, who asked especially 
for something youthful, snappy aud 
live.”

I smiled. “Well, it sounds very 
much as if he got it.”

“Indeed he did,” answered the very 
kind gentleman. “It was one of the 
cleverest suits we have turned out 
this season.

“What do you give the old men, 
nowadays?” I enquired.

“Why, there aren’t any old men,” 
he answered quickly, and quite seri
ously. “They have all become young 
somehow. It is wonderful what a 
change in cut, or the right use o: 
smart fabrics will do for a man. And, 
mind you,” he went on, “It isn’t only 
the change in his appearance that I 
am speaking of, but actually the 
change in his nature. Although men 
are not so emotional and responsive 
as women, still they do appreciate 
little new twists and new fashions, 
too, and many a time when a man puts 
on a smart new suit of youthful cut 
and material it will eradicate a lot 
of his cranky little ways that have 
been the ban of some woman’s ex
istence.

“Why? do you ask. Oh, how do 1 
know. It is the psychology of clothes, 
I guess. Ask Shopenhauer or Bernard 
Shaw or one of those highbrows. AJ1 
I know is, I’m selling the stuff, and 
I’ve seen it do its work; that’s all.”

Once, you know, we had “men’s 
and young men’s clothing.” There 
was quite a difference in them a few 
years back. To-day they’re all young 
men’s. Ask ¿any manufacturer, or 
any big retailer. You couldn’t find

any difference with a measuring tape 
or a microscope.—Allerton in Hab
erdasher.

t e  ta  t e  t e  
Beautiful Defendant.

“I want you to make the outfit for 
my trial.”

“Let me see,” mused the experi
enced modiste. “You’ll want a direct 
testimony^ suit, a cross-examination 
gown and something dainty and cling
ing to faint in.”

“ Sunbeam ” Luggage

TRUNKS, SUIT CASES 
A N D  BAGS

RIGHT NOW is the time to stock up 
on these excellent values, w ith the spring 
and summer tarvel just ahead of you.

“ Sunbeam" Luggage will withstand 
hard service—"they  are made to wear.” 
They will build up a foundation for a 
bigger and better business for you. Your 
order will be shipped promptly and you 
will find the goods just as represented.

Our new catalogue not only shows you 
"w hat’s what” in the Luggage line, but it 
actually places them within your reach 
a t prices that will surprise you. If  you 
haven’t  a copy, send for it to-day—NOW.

Brown & Sehler Co.
H om e of Sunbeam  G oods

Grand Rapids, Michigan

OFFICE OUTFITTERS
LO OSE LE A F SPEC IA LISTS

Co.
237-239 Pearl St. 'near the bridge» Grind Rapids, Mich.

CH EER UP!
Eight Acts of the Ramona Kind 

of Vaudeville
More Thrills on Simplified, Modem 

The Derby Racer Dances at the Casino
More Attractions— More Attractive

Ramona Is Open
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My Friend, Mrs. Carl, the Admirable 
Scrubwoman.

Written for the Tradesman.
“Mrs. Carl, the washlady,” or “Mrs. 

Carl, the woman who goes out clean
ing,” she is called by her friends and 
patrons, but in my mind I always 
give her a more complete title which 
is—Mrs. Carl, the truly admirable 
scrubwoman.

She is a fresh-faced, wholesome 
piece of humanity and does not look 
her sixty-three years. When she 
glances back on the days of her ear
lier married life, she sees herself in 
circumstances very different from her 
present lot.

M̂r. Carl, who is a German by 
birth, was some sort of engraver and 
made “good money.” He was a skill
ful worker, and the ample income 
he secured from his calling kept the 
home in every comfort. There were 
four children, who always were well 
dressed* and in school. They had a 
piano and occasionally the family 
took a little pleasure trip or treated 
themselves to some other simple and 
not very expensive luxury. Mrs. Carl 
had pretty clothes and—mark the 
words—she always hired some.woman 
to come and do the laundry work, 
clean the floors, etc.

Those were Mrs. Carl’s halcyon 
days. She was happy with her hus
band and children, and she held her 
little place in social and church life.

But Mr. Carl’s trade was supplant
ed by the newer processes, and he 
lacked the adaptability to get a foot
hold in the changed calling. He was 
a success in the old but he could not 
acquire the new. He tried his hand 
at other things but with little success. 
Partly through discouragement and 
partly through the development of 
some constitutional ailment, his 
health failed. While not exactly an 
invalid, he became unable to do any 
work requiring continuous applica
tion, in fact was equal to only the 
lightest tasks.

It was about a dozen years ago 
that the main burden of maintain
ing the household fell on Mrs. Carl’s 
shoulders. The children were now, 
except the youngest daughter, mar
ried. The oldest girl had died, leav
ing a little son of three whom the 
grandmother promptly took under 
her protecting care. Fortunately Mr. 
and Mrs. Carl, already becoming 
elderly, owned their little home, 
bought with the savings of their 
prosperous years.

What could she do? She was re
fined and had some education but she 
was not fitted to teach. She was not 
a stenographer nor could she do any 
kind of office work. Having had no

experience as a saleswoman, at her 
age it was not possible for her to 
secure a position in a store. In al
most all of what are considered de
sirable occupations for women, the 
great demand is for girls and young 
women. The middle-aged and the 
elderly stand little show. The pro
fession of housewifery, which had 
been Mrs. Carl’s calling, indispensable 
as it is, does not qualify the house
wife for making a living. Instead it 
strongly tends to disqualify her and 
put her out of touch with our whole 
industrial system.

Facing this situation, Mrs. Carl did 
the only sane and sensible thing to 
do. She was strong and well. There 
was a good demand for women to 
go out to work by the hour and by 
the day, at scrubbing, sweeping, and 
laundry work, at very good pay. She 
went at it, serving one day one fam
ily and another day another. Thus 
she has continued for twelve years or 
more. She always has one or more 
lodge rooms which she keeps clean 
and in order. Sometimes she scrubs 
a store.

Her employers are her friends, and 
there is no family for whom she 
works that does not feel her sunny 
presence as a benediction. The re
fined speech and manners of her 
earlier life have suffered no deteriora
tion during her years of toil. Where 
she can not please and satisfy, she 
will not work. Recently I heard her 
tell in her quaint way of writing a 
ceitain woman a polite note, telling 
her that she was so hard to suit that 
she (Mrs. Carl) would not come any 
more. Such instances are rare in her 
experience, and only occur where the 
mistress is captious and unreasonable. 
Mrs. Carl gets very good pay for the 
kind of work—25 cents an hour or 
$2.00 for a full day, besides her lunch 
and car fare. She could not stand 
it to work out every day, but she 
easily gets all she possibly can do. 
Mr. Carl manages to earn a little. 
The unmarried daughter pays her 
mother well for her board, and every 
now and then puts two or three or 
five dollars into the family till. A 
son who receives a good income con
tributes a few dollars each month. 
So the family gets along very com
fortably and the grandson vs kept in 
school.

Most women in Mrs. Carl’s place 
would have hated to come down to 
scrubbing and washing. Very likely 
she hated it. “A sorrow’s crown of 
sorrow is remembering happier/ 
things.” It adds the bitterest sting 
to poverty to look back on more 
prosperous days. Having once been 
able to hire one’s heavy work done,

and then to be obliged to do those 
same menial tasks for others—is not 
fate “rubbing it m” when she com
pels this? But Mrs. Carl, however 
she may have felt, never complained 
nor lamented her hard lot. She al
ways has worn a smiling face and I 
believe has carried a light and happy 
heart.

Most women would have tried to 
do something more genteel. When I 
see ladies who need to make some 
money going round among their 
friends and acquaintances trying to 
secure orders for some book, or sell 
little crocheted things and pieces of 
needlework that no one wants to 
buy—sometimes I wonder just how- 
much gentility costs and how much 
it amounts to. Also, since the most 
they get out of these efforts really 
comes from generous-hearted friends 
who buy the articles from charity, 
the query arises, who really pays the 
bills And when I see every kind 
of employment for women (that 
meets with their liking and approval) 
crowded with applicants for places, 
while the great and now fairly well 
paid field of domestic service always 
is short of workers—I wonder wheth
er maintaining the figment of social 
position really is worth while. The 
solution which Mrs. Carl has made 
of the problem of earning a living 
has been better for her and far more 
acceptable to her friends than if she 
had felt obliged to stand on her 
dignity and secure a livelihood only 
in some genteel way.

One thing that is especially admir
able in Mrs. Carl is that she never 
has a word of reproach for Mir. Carl’s 
incompetency. I know women who 
seem to think that a man never has 
a right to be sick a day. In her 
philosophic way, Mrs. Carl seems to 
have accepted the fact that her hus
band is down and out. Regarding it 
she neither chides him nor complains 
to her friends.

Hard work has not soured her na
ture, and her cheerful piety which 
quietly avers that she “loves the 
Lord and loves to walk in his ways,” 
is a lesson to dissatisfied souls who 
are suffering from ennui, and, amid 
wealth and luxury, protest that life 
it not worth living.

Personally I think there is ' some
thing wrong with our system when a 
woman who has been a wife and 
mother, at sixty years of age has to 
go out and perform hard, heavy 
labor. That she is suffering some 
great but rather indefinable wrong 
and injustice makes it all the more 
admirable that she can scrub and 
wash and still keep sweet. Very 
worthily my friend Mrs. Carl holds 
a distinguished place in my mind’s 
honor roll of Obscure and Unknown 
Heroes. Quillo.
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A misdirected search for happiness 

is the stepmother of selfishness.

T0REACHY0UR

The Brand 
That Is a 

Guaranty
Of Purity and 

Excellence

See quotations in 
Grocery Price Current

For Sale by All 
Wholesale Grocers

Now It’s Time
to suggest

Mapleine
delicious flavor for ices, 

punches, summer 
desserts.

Order from
Louis H ilfer C o.

1503 State Bldg.
130 No. 5th Ave.. Chicago, III.

CRESCENT MFG. CO. 
Seattle, Wash.
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|  THEY ARE GOOD f
I OLD STAND-BYS I 
1 i

1 Baker’s  Cocoa 1 
and Chocolate Ii

are always in 1 
demand, sell |  
easily and are |  
thoroughly re- |  
liable. You I 
have no selling 1 
troubles with |  
them. |

_ _ , „  Trade-mark on toery □
|  tffffiSEo& genuine package |
|  MADE ONLY BY §

¡Walter Baker & Co. Ltd. 8
s  Established 1780 Dorchester, Mass. 1  
5  1
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Arrangements have been made by 
the management of the new Muske
gon Heights Bank for the opening to 
be held about July 10. Harry A. 
Morris, formerly State Bank Inspec
tor, has been elected Cashier. On 
the opening day the Bank will have a 
reception all day and evening. An 
orchestra will furnish music and souv
enirs will be given to all the visitors.

Because of legal difficulties in the 
way of the proposed increase in cap
italization the Ford Motor Co. will 
probably abandon the plan to raise to 
one hundred million. The laws of 
Michigan prevent a corporation from 
capitalization for more than $25,000,- 
000. The company evidently does not 
desire to incorporate in another state.

At a special meeting, July 14, the 
stockholders of the Peoples State 
Bank of Detroit will meet to act on 
a recommendation of the board of 
directors that the capital stock be in
creased from $2,000,000 to $2,500,000 
by issuing 5,000 shares of new stock. 
The directors have decided that the 
increase is necessary to meet the de
mands of rapidly growing business. 
Under the plan proposed, the new 
stock will be offered to the present 
stockholders, affording the right to 
subscribe for one share for each four 
shares now held at a price of $150 per 
share, a premium of $50 on the par 
value of the stock. . The last sale 
of the Peoples State stock reported 
to the Detroit Stock Exchange was 
at $275, and offers of $270 brought 
out no stock. From the proceeds of 
the sale of new stock it is proposed 
to add $500,000 to the capital stock 
and $250,000 to the surplus, transfer
ring to the latter $250,000 from the 
undivided profits. This will give the 
Bank a capital of $2,500,000, a surplus 
of $2,500,000 and undivided profits of 
about $1,000,000.

V*
Big business men compelled to sign 

a couple of hundred checks for inci
dental expenses every month occas- 
sionally realize what is meant by 
“writer’s cramp.” The Ford Motor 
Co. is making preparations to attend 
to a little office detail of this kind 
in connection with the $15,000,000 
bonus to be distributed among Ford 
owners in August. But it is going to 
be done by a highly developed sys
tem which will reduce the cramp and 
inconvenience to negligible quantities 
in the process.

The company is about to write 300,- 
000 checks for $50 each, to be mailed 
to owners throughout the world. A 
staff of thirty stenographers is to be

employed in this task, requiring six 
weeks for completion. There are to 
be five checks on a sheet, all prepar
ed in advance, lacking only the name 
and address of the payee and the sig
nature, dated August 15, and drawn 
upon the Highland Park State Bank. 
A staff of thirty stenographers will 
write in the names and addresses of 
owners.

The bits of $50 paper then pass to a 
machine, which will stamp the name 
of the company five times in one op
eration. Thence the checks pass face 
out into envelopes with transparent 
fronts, revealing the name and ad
dress of the payee, and thus obviating 
the necessity of repeating the address 
on the envelope. The envelope seal
ing and stamping machines complete 
the task and the Government mails 
take charge.

fe
But here the work is only half done. 

By the hundreds and thousands, liter
ally in bales, these 300,000 checks 
must drift back to the Highland Park 
State Bank, where tellers and book
keepers will find considerable employ
ment in keeping records of their ar
rival. They will come from every na
tion, and through every source. The 
down town banks will receive them 
in flocks from their correspondents 
everywhere, and will forward them to 
Highland Park.

Only the original buyer of this 
year’s product will share in the dis
tribution. His bill of sale is accom
panied by a certificate, non-transfer- 
able, which entitles him to the rebate 
of $50. In other words, the buyer of 
a 1915 Ford gets $50 rebate, whether 
or not he has disposed of his car to 
a third party in the meantime.

The balance of merchandise trade 
in favor of the United States last 
week was $19,115,000—a figure $4,- 
850,000 above the preceding week, and 
the largest since the middle of May. 
For June, up to last Saturday, the 
export balance was a trifle over $50,- 
000,000. Continuance of the exports 
at the same proportionate rate, dur
ing the remainder of the month, would 
leave an export excess for the coun
try of approximately $75,000,000. Such 
a balance would be the smallest since 
last October; still it would be, for 
June, a quite unprecedented record. 
At last week’s close, the excess had 
already run far beyond that of any 
other June, the previous record hav
ing been $32,159,000, in 1913. In this 
month last year, the balance actually 
swung against this country by $650,- 
000.

Service does not consist in the offering of specific information or ac
commodation—rather in the constant willingness and the perfect ability to 
meet another's needs—usual and unusual—skillfully. 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
Deposits

Compounded
Semi-Annually

Wm. H. Anderson,
President

John W . Blodgett, 
Vice President 

L. Z . Caukin.
C ash ie r

J. G. Bishop,
Assistant Cashier

United
States
Depositary

Commercial
Deposits

W
Per Cent 

Interest Paid 
on

Certificates of 
Deposit 

Left
One Year

Capital Stock 
and Surplus

$580,000

The
Old National Bank

G RAND 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*4 % if left a year.

ADVERTISING PENHOLDERS 
AT $ 1 2 .5 0  PER 1 ,0 0 0  

JOHN E- PENNINGTON & Ç 0-
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June is usually the time when the 
country’s export trade reaches its low
est volume of the year. If it is true 
that the present month’s exports are 
to prove the smallest of 1915—they 
have been by far the smallest of the 
year to date—then the merchandise 
trade balance in our favor during the 
succeeding months will certainly run 
far in excess of $75,000,000. In the 
four years, 1910 to 1913, inclusive, our 
export trade in December averaged 65 
per cent, greater than that of June, 
nor did- those years have the heavy 
export of yvar material which is ex
pected next autumn.

te
If as now seems to be conceded, 

the European war shall last over an
other winter, paper, not lead, will 
probably win. The Allies, for a long 
time past coming to us for munitions, 
are now approaching this country 
with requests for credit in addition 
to the considerable amounts, possibly 
up to $200,000,000 that have been 
granted them already. This country 
is the only place for such a proposi
tion. South America, Asia and Africa 
are waste. The European powers 
have no use for them except when 
they wish to take over parts of them. 
The area of financial cultivation is 
therefore closely restricted. Germany 
has obtained some financial help from 
this country but public sentiment here 
is such that no great succor can be 
expected. The logical conclusion is 
that*unless there is a breakdown 
among the Allies of which no pres
ent sign exists the enemies of Ger
many will triumph. All advices from 
the Allies indicate a determination to 
fight to the end and a feeling that 
the end is rather far away. It is 
then a question of available economic 
resources and not of the superior mili
tary power of the Teutons.

*1
Definite steps are now being taken 

to carry on these financial plans ex
tending into this country. The Brit
ish House of Commons has empow
ered the chancellor of the exchequer 
to sell government securities to prac
tically an unlimited amount, $5,000,- 
000,000 being mentioned, and it is un
derstood that efforts will be made to 
place a portion of this loan in the 
United States. British bonds have 
been going well in the home country 
of late, and our financiers may con
sider it wise, for the sake of correct
ing to some extent the abnormal con
dition as to the balance of trade, to 
take some of those securities. The 
bonds bear per cent, interest and 
are placed at par. So far as this coun
try is concerned, however, the French 
loan is more immediately interesting. 
It is proposed to obtain in this coun
try a sum probably running up to 
$75,000,000 by a loan secured on a de
posit of American railroad bonds now 
held by the French people. French 
banks have purchased large amounts 
of American bonds, paying therefor 
in government scrip. Thus the gov
ernment makes a purchase but also 
make a sale in this country. The one 
offsets the other, but the advantage 
is in preventing the shipment of gold 
to the United States to pay for the 
munitions of war. This is a matter

of more consequence even than ob
taining funds in the United States, 
for it is on the gold of the country 
that the government’s credit is large
ly based. A further means of pre
venting continued movement of gold 
this way will no doubt be the sale of 
private holdings of Americon se
curities. There is much discus
sion as to the extent to which 
this will be carried. It is natural 
enough for a European to sell an 
American stocks to obtain money 
wherewith to protect his holdings of 
European issues which have declined 
in price. This is happening contin
ually without doubt. On the other 
hand many Europeans will think nat
urally that in the present condition 
of European affairs the United States 
is a much safer place in which to 
own property than Europe. The stock 
market has not shown much anxiety 
in regard to such sales, although its 
slow movement indicates caution on 
the part of purchasers. Unquestion
ably large amounts of foreign-held 
stocks and bonds have been marketed 
already but there is a limit to the 
amount this country will take.

The demand for war supplies in 
this country continues large but in 
some lines the capacity of the works 
has been reached and in others, for 
example the trade in horses, the needs 
of the belligerents are not such as to 
force high prices. In general the de
mand is much below what has been 
represented in current reports. For 
actual munitions, such as powder, 
shells and rifles, the needs of the pur
chasers are practically limitless. The 
business is extending more and more 
to those lines not specifically con
nected with war. The automobile 
companies are having a tremendous 
run. They seemingly would have 
nearly enough demand from the do
mestic trade to take up their entire 
capacity, and in addition some of 
them have received large orders for 
war purposes. The rise in the stocks 
of these companies appears in the 
main to have been justified by the 
business they are doing.—Economist.

Ask for our Coupon Certificates of Deposit

Assets over $4,500,000

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

Capital - $500,000
Surplus and Profits • $500,000

Resources Over
8 Million Dollars

3k  Per Gent.
A

Paid on Certificates

Largest State and Savings Bank 
in W estern Michigan

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

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

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

T N  making your will, YOU determine to whom 
your property shall go. If you make no will 

the state determines it.

Would you not prefer to settle the matter 
yourself?

Consultation Invited.

B r a n d  R A P m sT R u sT roM P A N Y

Robert D. Graham Hugh E. Wilson
President Secretary

HOW

The Michigan Trust Go.
SERVES THE PUBLIC—No. 6

IT ACTS AS

Guardian of Minors by ap

pointment of a Will.

Guardian of Minors by ap

pointment of the Probate 

Court.

Guardian of insane, or men

tally incompetent persons, 

spendthrifts, etc.

Trustee or Agent.

To care for, invest, or dis
burse a fund created for the 
benefit of your wife, child, 
or for any purpose.

To invest your funds and 
pay you the income and 
principal as may be desig
nated or agreed.

Send for blank form of will and booklet on the 
descent and distribution of property
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DRY GOODS,
FANCY GOODS ̂  NOTIONS]

Judgment and Not Mood Should 
* Govern Buying.

W ritte n  fo r th e  T rad esm an .
Rominger is the proprietor and 

manáger of a dry goods store in a 
town of about three thousand in
habitants. He attends to most of the 
buying himself.

Rominger is a fellow of moods. 
And his moods vary with the daily 
and one almost may say with the 
hourly condition of his business. 
When trade is brisk and the store is 
full of customers, his spirits rise and 
he takes the view that the depres
sion is all over and that prosperity 
has come to stay. He feels that he 
simply can’t get enough goods. The 
traveling salesman who happens to 
strike Rominger’s store at one of 
these happy times counts himself in 
luck. If he is any one whom Rom
inger favors with his patronage at 
all, he is likely to be given a good 
fat order. Rominger bases his pur
chases not on what his sales have 
been, but on what he thinks they will 
be. He really does not make any ac
curate calculations—he buys accord
ing to his mood.

In his store, as in all stores, at 
times business is di'shearteningly 
quiet. On those days it is “nothing 
doing” .when the representatives of 
the wholesalers and jobbers call on 
him. Or, if he is sold completely out 
of a line and so is compelled to re
plenish to some extent, he buys very, 
very sparingly. On his gloomy days 
Rominger vs so unapproachable that 
the most persuasive travelers on the 
road are unable to do anything with 
him.

The result of Rominger’s system, 
or lack of system, is that he always 
is balled up on goods that were or
dered when he was seeing things 
through rosy-hued glasses, and as 
constantly out of items that should 
have been ordered on days when he 
was blue. Being out of goods that 
should be in stock is the occasion of 
needless and inexcusable loss.

Rominger’s is an . extreme case. 
Probably there are few stores in 
which the buying so closely reflects 
the proprietor’s impulse of the mo
ment. Certainly in every large estab
lishment there is, of necessity, more 
method in the buying. But still there; 
are few stores in which feelings do 
not cut too much figure in the pur
chase of the stocks, and cool judg
ment based on past sales and well 
calculated predictions of future con
ditions, too little.

It comes about in different ways. 
A buyer, either proprietor of a store 
or an employe, goes to market. The 
best houses nowadays do not aim to

overstock their customers. But still 
the salesmen are there to sell. Nat
urally they want to sell all they can. 
Now the first thing an expert sales
man does when he takes a customer 
in charge, is to put that customer in 
a cheerful mood—to make him happy 
and well satisfied with himself.

It is waste of effort to attempt to 
sell to a sad, discouraged man. A 
good salesman must be an optimist. 
And he must have the power of im
parting his optimism to others. At 
the present time it is not counted as 
in the best form to do this by lavish 
and convivial entertainment. That 
method of swaying the will of a cus
tomer belonged to a cruder age. Now 
it is the subtler power of mind over 
mind and of mood over mood, that 
i's in vogue in salesmanship. As is 
well known, there is far better op
portunity to exercise this power over 
a customer when he has come to 
market and is in the wholesale house, 
than there is when he is in his own 
store. Right here the house sales
man has a certain advantage over 
the traveling man.

The buyer may set it down as a 
point on which he should be some
what on his guard, that the moment 
a good salesman takes him in hand 
to show him a line, he—the buyer— 
is put under a little spell of optimism. 
Prospects are made to look brighter 
than they really are.
. Very likely the buyer is an opti
mist himself. He ought to be. Th$ 
pessimist, the person who is dismal 
and always looking on the dark side 
of things, is a poor stick m business. 
But the buyer never must let his own 
optimism or that imparted to him by 
a salesman, take him off his feet when 
he is purchasing goods.

It is human nature to buy freely 
where one personally likes the sales
man and the house, and to cut those 
places where one feels a chill in the 
air. But this isn’t good business. It 
is commercial horse sense to buy 
where you get the best values—the 
most desirable goods for the money 
—regardless of personal likes and 
dislikes.

Cut out the mood from buying and 
substitute the judgment—the judg
ment as cool and unbiased as it is 
possible to have it.

And what shall form the basis of 
judgment? Primarily, unless it is a 
store that is just starting, the record 
of past sales. It is considerable work, 
even when the stock is small, say 
$5,000 to $10,000, to keep an accurate 
Stock account of each line. But a 
knowledge of just what has been 
done in every kind of goods handled

is indispensable to careful and judi
cious buying.

With staples, the amount on hand 
and the amount sold in a given length 
of time, should enable the buyer to 
tell how much to lay in for a sea
son’s supply. If the business is 
healthily increasing, then for each 
season it will be calculated that more 
goods will be sold than during the 
season of a year previous. Some 
staples gradually decline in sale, 
something elsfe taking their place. 
When sales begin to fall off, replen
ish only- lightly. Correspondingly, on 
an item that is coming into use and 
has proved itself acceptable, it is safe 
to calculate on an increased demand.

The buyer should have a good 
grasp, not only of general financial 
conditions, but of local circumstances

that will have a bearing on the vol
ume of business of his store. If an 
employe he should understand these 
things just as thoroughly as the pro
prietor, else it is not safe to entrust 
him with buying.

In novelties and lines in which the 
freaks and favor of fashion play an 
important part, just how much to 
buy is a problem never fully solved. 
What will be the rage and how strong 
the rage will be and how long it will 
last—these are questions that can be 
answered only by the buyer’s instinct

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

CORL, K N O T T  & CO., Ltd.
Corner Commerce Ave. and Island St. 

Grand Rapids, Mich.

Webber’s Jersey Bathing
Suits

No. 1565. The illustration is taken from an actual 
photograph and shows the garment just as it is. A 
union suit, made of cotton jersey, good weight. 
Modest and comfortable. Would a man wear a 
slouchy, uncomfortable, no-fit, suit for swimming? 
Why should a women? How much easier to learn to 
swim with a suit that fits? No argument necessary 
to a swimmer—and the price, $12.00 a dozen. Can 
you beat it?

Other Jersey Suits for women at $8.50 to 
$54.00 per dozen. $24.00 and up are wool.

We also make cotton cloth, 'brilliantine and silk 
bathing dresses, with Jersey undergarments, separate 
bloomers and union suits. Also old style all clotb, 
union or two piece suits.
Also Boys and Childrens Jersey Suits to retail at 
25 cents each and up. Men’s Jersey Suits 50 cents 
and up. All of them made in either one or two piece 
suits. Trunks 10 cents and up.

Full Line of Bathing Shoes,
Caps, Wings, Etc.

Samples to responsible dealers for the asking 

Supplies fo r  Beaches and Pools

GEO. F. WEBBER
MANUFACTURER

414416-418 Gratiot Ave. DETROIT, MICH.

W £88f Ff!5 
i JtRSE. T 
BATHING ík¡¡

STRAW  HATS
The time to sell straw hats is here. We still 

have good assortments. Men’s, Boys’, Misses’ and 
Children’s, ranging in prices from 60 cents to $4.50 
per dozen.

Infants’ Mull Bonnets at greatly reduced 
prices. Write for samples.

Paul Steketee & Sons
W holesale D ry Goods Grand Rapids, Mich.

♦
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—by that sixth sense which if sure 
and trustworthy is invaluable.

Regarding staples, the proprietor 
who entrusts the buying to his help
ers, easily may set quite closely the 
amount to be expended- In the pur
chase of novelties, almost of neces
sity the buyer must be given greater 
latitude. But in these also, he should 
know from the store’s past experi
ence what may be termed the reason
able probability of sales. On a very 
desirable item and a good value it al
ways is safe to stock a little heavily 
—if only the buyer knows the dur
able item when he sees it.

Because dry goods buying can not 
be reduced to an exact science is no 
reason why science should be left out 
of it altogether, and no excuse for 
letting the mood supplant the judg
ment. Fabrix.

te te fe - ta
Advertising Words, Phrases and Com

binations.
W ritte n  fo r  th e  T rad esm an .

I
Knowing from experience the value 

of having, in compact and accessible 
form, a supply of advertising words, 
phrases and combinations, it has oc
curred to me that it might be of help 
to Tradesman readers to have a sort 
of compendium of usuable materials.

Anybody who has had any experi
ence writing newspaper advertise
ments knows how tardily the good 
ideas come at times. Often one must 
think* and think, write down and 
scratch out, and revise and recon
struct until his brain is fairly a whirl, 
if not in a state bordering on disgust 
with the whole task of advertisement 
writing—and still the announcement 
doesn’t read to suit one.

This little summary ,of advertising 
words and phrases has been prepared 
with a view to helping the busy mer
chant who has to write newspaper 
announcements from time to time. It 
doesn’t claim to be exhaustive, un
commonly clever, or anything like 
that; but it is hoped that it will be of 
some value to busy folk who toil and 
sweat and cudgel their bra:ns be
times, trying to get out copy for the 
store announcements.

August.
August Chance for—

Careful Buyers 
Frugal Folks 
Economical People.

August Specials—
Money Savers 
Trade Winners 
Business Builders.

August Bargains—
Rich in Economy Opportunities. 

Auvust Price Reductions— 
Fascinating Values.

August Clean-up Sales —
Chances You Can’t Afford to Miss. 

August Boomers.
August Pickings.
August Items.
August Topsy-turvy Sale.
August Counter-crowding Values. 
August Comfort at—
Not Too Hot for Shippers at— 
August Saving Opportunities.
August Aggregation of Values. 
August Assemblage of Bargains. 
August Crowd Accumulators.
August Values Now to the Fore.

August Opportunities Have the Right 
of Way.

August Mark-down Prices Side-track 
All Else.

August Snaps Keeping Our Salesforce 
Busy.

August Merchandising Snaps Pleas
ing Our Customers Daily.

The August While is Now On. 
August Bargains in Evidence Here. 
August Offerings Making a Hit with 

the Public.
August Specials Here.
August Bargains Galore.
August Top-Notch Values.
August Shoppers’ Opportunity. 
August Merchandise Delights. 

Bargains.
A Bargain Harvest.
A Banquet of . Bargains.
A Tempting—

Array of August Bargains. 
Assortment of August Bargains. 
Feast of August Bargains.
Outlay of August Bargains.
Display of August Bargains. 
Grouping of August Bargains. 
Assemblage of August Bargains. 
Banquet of August Bargains. 

Another Bargain Budget.
A Surprising Bargain Budget.
A Snappy Bargain Budget.
A Nifty Bargain Budget.
A Classy Bargain Budget.
A Pleasing Bargain Budget.
A Winning Bargain Budget.
An Attractice Bargain Budget.
A Seductive Bargain 
A Seductive Bargain Budget.
A Fascinating Bargain Budget. 
Bargain—

That Are Bargains.
That Make ’em Sit Up and Take 

Notice.
That Are Bona Fide Eye Openers. 
That Defy Competition.
You’ll Tell Your Friends About. 
That Are Simple Unmatchable. 
That Boom Business.
That Make Things Hum.
Of the Simon Pure Sort.
That Seldom Strike Twice in the 

Same Locality.
Bargain Sparks Fly Thick and Fast. 
Bargain Gems.
Bargain Trophies.
Bargain Triumphs.
Bargain Bevies.
Bargains Galore.
Picturesque Bargains.
Enticing Bargains.
Fascinating Bargains.
Surprising Bargains.
Substantial Bargains.
Exceptional Bargains.
Genuine Bargains.
Good Bargains.
Excellent Bargains.
Striking Bargains.
Stupendous Bargains.
Our Keep-Busy Bargain Sale. 
Bargains That Speak for Themselves.

Frank L. Fenwick, 
te  te  te  

Taken Too Literally.
“Blinks stuck up ‘Do It Now’ signs 

all over his office.”
“Did it have any effect?”
“Yes; the cashier ran off with $16,- 

000; the chauffeur eloped with his 
daughter; two clerks asked for a raise 
and the office boy learned to whistle 
a new sentimental ditty.”

“ The Crowning Attribute of Lovely Woman is Cleanliness” ■

NAIAD
Dress Shields

add the final assurance of cleanliness.
FREE FROM RUBBER

Can be quickly sterilized in boiling water. All styles 
and sizes to fit every requirement.

Regular, Full Dress, Shirtwaists are made in flesh 
color. Guarantee with every pair.

Naiad Waterproof Sheeting 
for the nursery and hospital

T he C. E. CONOVER CO , Mfrs.
101 Franklin St. New York

PRACTICAL 
GARMENTS

A T

Popular Prices
F o r

Childrens’ W ear
Rompers at - $2.25, $4.25, $4.50 
Sunshine Suits - - 4.25
Oliver Twist Suits - - 4.25
Creepers - 4.25

( 2.25
Black Satine Bloomers ■< 2.50

( 3.00
PER DOZEN

Take a Look at Our Line
It consists of numbers selected from those shown by var
ious manufacturers and we are sure we will please you

Grand Rapids Dry Goods Co.
Exclusively Wholesale

Grand Rapids, Michigan
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Hot Weather Selling Chances for 
Shoe Dealers.

W ritte n  fo r  th e  T rad esm an .
Hot weather means as much to the 

shoe dealer as it does to any mer
chant—and far more than it does to 
many; for nowadays hot weather 
creates footwear requirements of 
many kinds, all of which spells prof
its to the enterprising shoe dealer.

Various as are the requirements for 
hot weather usage and occasions— 
comfort, dress, sports, outings, week
ends, vacations, etc.—it certainly can
not be said with truth that shoe man- 
facturers have overlooked any legiti
mate hot weather demands in the 
production of attractive and appro
priate appareling for the feet.

We have summer footwear galore; 
vacation and week-end shoes; sub
stantial, strongly-built footwear for 
outing purposes, and the more fussy 
and stylishly modeled sort for parade 
purposes at fashionable watering 
places and other resorts where the 
stylishly-inclined foregather; tennis 
shoes, bathing shoes, and sundry 
other kinds and types of shoes de
signed and built for sports of one 
kind or another; barefoot sandals for 
the kiddies, white canvas shoes for 
little tots, cool juvenile footwear of 
many kinds; white and tan shoes for 
men, women and children, and cool 
breezy footwear for everybody!

The ground is surely well covered. 
If there is any type of a shoe for 
hot weather wear that we ought to 
have, and don’t have, personally 1 
cannot say what it is.

Selling the Goods.
It isn’t the question, Where shall 

we get attractive and serviceable hot 
weather footwear? There’s a world 
of it to be had, and manufacturers 
who maintain in-stock service are pre
pared to send the goods right out on 
the receipt of your letter, manufactur
er’s card or wire, if you are out of 
sizes or haven’t in stock the kind you 
need. Anybody can get a sufficient 
supply of hot weather footwear, and 
most dealers already have it on hand. 
The problem is to sell it—sell it 
quickly, and at the right prices.

And the purpose of the present ar
ticle is to suggest some ideas along 
this line.

In order to sell hot weather foot- : 
wear in paying quantities, the shoe 
dealer must play it up strong while 
the season is on. Display it in your 
windows, feature it in your newspa
per. advertising, and make it the one 
big, leading item in your present sell
ing campaign.

In summer time there are certain 
ideas and aims that are quite general 
in their grip upon the American peo

ple; the desire for comfort in all mat
ters and items of dress, the need of 
a vacation, the pleasures and bene
fits of occasional outings, the appeal 
of hot weather sports, etc. Now the 
people’s interest in such matters is 
very general throughout the country; 
and anything bearing upon them, ot 
connected with them, is timely .

Now my idea of good newspaper 
advertising is to connect the mer
chandise story with a timely topic— 
a topic or subject in which the people 
are already interested. Thus you 
have the impetus of a ready-made 
interest to start with. Don’t have to 
waste time and ammunition creating 
sufficient interest to carry the reader 
through.

Here’s a very fair example of what 
I mean. I quote * it from a Smith- 
Kasson (Cincinnati) announcement: 
“Sport Oxford. Outing days are at 
hand—motoring, tennis, camp, golf, 
vacation, boating—all these delightful 
days demand footwear to suit every 
occasion. This model is styled in 
White Sea Island canvas, with the 
rubber heel and leather welt sole. 
(Remember these two features). The 
trimmings are in Mahogany Tan and 
Gun Metal. This is the last word in 
outdoor footwear for you. See it 
quickly, because you need this very 
thing.”

Now it’s mighty good psychology to 
call your hot weather footwear “Out
ing Footwear,” when so many people 
of the community are naturally think
ing about outings, planning for out
ings, and longing in their hearts for 
the pleasures of an outing. “Vaca
tion Footwear” sounds good for the 
same reason. So many people now
adays are taking vacations for a long
er or shorter period during the sum
mer months. Of course there is far 
more vacation talk than vacations, 
but that’s neither here nor there. If 
people who get off for a week or ten 
days in the middle of August want 
to begin talking and planning their 
vacation in June, and keep up a rap
id fire of vacation talk until the time 
of their departure, that’s their privi
lege; but you see to it that you sug
gest the advisability of their taking 
along extra pairs for the summer trip. 
They might stay longer than they 
had planned; and even if the stay is 
brief, it must be packed to the brim

H 0 N 0 R B Í Í X  

^  SHOES
T H E  L IN E  O F EASY SALES

Light and Serviceable
FAST SELLING BIKE CUT SHOES FOR 

SPRING AND SUMMER WEAR

Orders

Solicited

In Stock for

Immediate

Shipment

No. 804

Every pair is strictly up to thé high quality standard set for our goods
No. 801—Men’s Black Elk Bike, two sole......................................................................................  $2.00
No. 805—Boys' same, sizes 3-5% .....................................................................................................  1.75
No. 806—L. G. same, sizes 10-12%.................................................................................................... 1.25
No. 835—Men’s Black Elk Bike. % Double Sole (same as 804 only 2nd quality) excep

tional value ........................................................................................................: ...........  1.85
No. 809—Men’s Black Elk Bike, same as 804 only B lucher.......................................................  2.00
No. 820—Men’s Black Elk Bike, same as 809 only has three inch cuff....................................  2.30
No. 856—Men’s No. 1 Tan two sole (Elk) B ik e ............................................................................  2.30
No. 857—Men’s No. 2 Tan two sole (Elk) B ik e ............................................................................ 2.10
No. 800—Men’s Brown, two Hemlock soles. B ik e ......................................................................  2.10

HEROLD-BERTSCH SHOE CO.
Mfrs. Serviceable Footwear GRAND RAPIDS, MICH.

YOU NEED THIS SHQE 
It's an

R. K. L. “YARD WIDE SHOE”

MADE EXPRESSLY FOR
“ HARD TO FI T ”

Every shoe dealer has customers who need extremely wide shoes. 
R. K. L. “Yard Wide Shoes” fit feet with enlarged joints and bunions 
perfectly. (Notice cut above—the room is just where it is needed.)

In stock in Gun Metal, Vici and Kangaroo Leathers,

Rindge, Kalmbach, Logie Company
“Makers of Shoes that Wear” Grand Rapids, Mich.ds, Mich.
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with pleasure—and anyhow you have 
as much right to talk vacation foot
wear as they have to talk vacation 
delights.

Therefore link up the idea of ap
propriate summer footwear with this 
big current notion of vacation and 
outing and weed-end excursions.

Motives and Kinds.
The big idea in all this hot weath

er footwear talk is (and should be) 
comfort.

The summer shoe is, beyond ques
tion, a cooler, more common-sense 
and practical shoe for hot weather 
wear, than the heavy, winter shoe or 
the early spring shoe.

The sole is thinner and more flexi
ble; the upper leather is shorter and 
more pliant and provides better ven
tilation. Being of the oxford, or low- 
cut type, as the greater part of sum
mer footwear is, and being made out 
of less hefty materials even when 
it is not an oxford—the summer shoe 
is comfortable.

And this is, therefore, a legitimate 
motive—and one that brings home 
the bacon. For people do want to 
be cool and comfortable in summer 
insofar as that is possible. Whether 
they go or whether they stay at home, 
they want to secure the maximum of 
comfort consistent with weather con
ditions and personal requirements.

So the dealer should talk about his 
summer footwear in terms of hot 
weather comfort. Drill in the idea 
—drive it home and clinch it—that 
your hot weather shoes are right 
there with the comfort.

And yet people naturally want 
something more than comfort in their 
hot weather footwear ¡.they want style 
and attractiveness as well as comfort. 
People dress in summer even more 
than they do in winter. Lots of peo
ple are ever so much more fussy 
about their dress in summer than they 
are during other seasons. And espe
cially do they want their footwear to 
be just right.

So here is another big motive.
Here is a good example of how the 

idea of prettiness or attractiveness 
can be adroitly linked up with com
fort. The paragraph occurs in con
nection with a clever announcement 
of Knickerbocker Pumps for Little 
People:

“Correct style Mother wants, and 
comfort, coolness, prettiness in Pumps 
for the little feet of the family. Here 
is a matchless showing, every paii 
on the natural, mighty good-looking, 
healthful Orthopedic last.”

This season, perhaps more thjan 
ever before, this idea of dress-appro
priateness, style and attractiveness, 
can be successfully played up. As 
pojnted out in a previous contribution 
to these columns, even “mere man,” 
who has long and patiently swelter
ed in somber-toned, heavy-textured, 
hot-looking (and intrinsically hot) 
summer clothes, has at last broken 
with traditions and blossomed forth 
in gay and festive and appropriate 
summer dress. This summer he is 
wearing a sensible summer suit, a 
sensible summer straw hat—and he 
is also going to wear therewith sen
sible summer shoes.

With plenty of summer ammunition 
in the way of attractive and suitable 
hot weather footwear—either in stock 
or readily accessible to shoe dealers 
anywhere—and with such strong mo
tives of appeal and available items 
of local and general interest to put 
pep in his selling—the fault would 
seem to lie wholly with himself, if the 
shoe dealer doesn’t round up a lot 
of business selling hot weather foot
wear during the next few weeks.

Cid McKay, 
te  fe  ta  te  

Where Tips Land at Last.
Seldom if ever before has any em

ployer admitted as frankly as did Mr. 
Lincoln of the Pullman Car Com
pany that where employes depend up
on tips, as thousands of that corpo
ration’s employes do, it is really the 
public that pays their wages. Mr. 
Walsh, chairman of the Industrial Re
lations Commission, insisted upon 
putting it in that light, and Mr. Lin
coln agreed that “as a mathematical 
proposition it amounts to that.” The 
wonder is, not that he manifested his 
realization of the somewhat humiliat
ing element of the situation he re
luctantly described, but that the many 
other indirect beneficiaries of the 
tipping system do not have and con
fess to the same feelings.

Between the man who takes tips 
and the man who will not take them 
there always has yawned and always 
must yawn an unbridged and un
bridgeable social abyss. On the one 
hand is asserted superiority and on 
the other confessed inferiority, and 
the difference cannot be ignored or 
forgotten, even where the doctrine of 
equality is most vehemently preached 
and most sincerely practiced. Work 
—any work—honestly done for an 
agreed wage is honorable, but the tip 
is almost invariably the product of 
extortion or of servility, and whoever 
receives it, either directly or indirect
ly, is, to say the very least of him, 
put on the defensive and confronted 
by an extremely hard job.

The steamship steward, the hotel 
and restaurant waiter, the barbers— 
all the great and seemingly increas
ing army of tip hunters—are only col
lectors for folk who retain their self- 
respect and the respect of others by 
means of a laboriously maintained 
forgetfulness of the situation as it is. 
Yet the abolition of tipping seems to 
be impossible—that it is even really 
desirable is not quite sure. Some 
men will give tips just as some men 
will take them, and there is appar
ently no help for it. While those two 
classes exist, practically everybody 
else is compelled either to tip or to 
be tipped and to suffer the inevitable 
demoralization that follows in both 
cases.

te te fe
Obliging.

Mr. Bowen was having dinner with 
the Reillys and the 7 year old son 
of the family was present.

“And what are you going to be 
when you grow up, young man?” ask
ed Mr. Bowen of the little boy.

“Well,” replied the boy, thought
fully, “after I’ve been a minister to 
please mother, an’ a judge to please 
father, I’m going to be a policeman.”

Thank YOU
Our actual gain in net shipments 

to retailers for the first six months of 
1915 over the first six months of 1914 
was

24,o%

Business is good and will be good for 
you if you keep going after it and get 
connected with Michigan’s Greatest 
Rubber and Specialty Shoe House.

Tennis is Booming.
Hood Tennis lead all others.

G r a n d  R a p i d j S i S h o e  &  R u b b e r  ( q .

The Michigan People Grand Rapids

A Hay Maker
“Make hay while the 

sun shines.”

To the shoe dealer this means. 
Sell your customer what he 
wants when he wants it,with 
satisfaction to him and profit 
to yourself.
WHAT he wants is service; 
WHEN he wants it is when 
he calls on you to make the 
purchase, and until he has 

had his money’s worth of comfort and wear out of the 
shoes.

Rouge Rex Shoes
satisfy the demand, and the profits are to the dealer whose 
stock is complete.

Size up to-day, your next customer may want the size 
you are out of.

Our Bike cut work shoes are in demand for the harvest 
fields. We tan the leather, sole and upper. We make the 
shoes, and workmanship is guaranteed.

Send for complete catalogue.

HIRTH-KRAUSE COMPANY
Hide to Shoe

Tanners and Shoe Manufacturers
Grand Rapids, Mich.



to M I C H I G A N  T R A D E S M A N Ju n e  30, 1915

THE MEAT MARKET

An Old Time Butcher to His Son.
It is a surprising fact to me how 

some men get an idea into their heads 
and cling to it for the rest of their 
natural lives, despite overwhelming 
evidence that their idea is false.

For instance, there is the butcher 
who is positive that his trade will 
not buy meat from him unless it is 
trimmed close before it goes on the 
scale. All the argument in the world, 
all the examples of butchers who are 
doing large and profitable businesses 
on a policy entirely opposite to this, 
will fail to convince him that he is 
wrong. And what makes this idea 
have such a strong hold on him? Sim
ply the fact that he has always done 
business in that fashion and a failure 
to realize that there can be any other 
way of doing it.

Such a frame of mind is responsi
ble for many of the failures which 
take place in the retail butcher busi
ness. A man who is a merchant must 
not allow his thoughts to get into a 
rut; he must have a mind that is flex
ible enough to meet with changing 
conditions and adopt a policy by 
which he can turn these changes to 
his profit. A certain amount of con
servatism in a man’s make-up is a 
necessity, but too much of it is just 
as bad as the opposite extreme in 
radicalism.

This brings me back to an old 
hobby of mine. Retail merchants do 
not pay enough attention to the peo
ple with whom they are dealing. Hun
dreds of them do not take the trou
ble to study their trade. They do 
not figure that the consumer is the 
ultimate dictator of the policy of their 
stores, and consequently they are 
usually at the rear of the procession, 
taking the other man’s dust and com
plaining about the hard times they 
are contending with.

The wise merchant is the man who 
possesses foresight enough to fore
stall the wants of his customers. The 
man who can do this, to some extent 
at least, is assured of success. Now, 
take this trimming question, for ex
ample. At first glance it would seem 
that every consumer would be dead 
set against it. Nine butchers out 
of ten who have considered the ques
tion at all are convinced of that. It 
is only the tenth butcher who sees 
that the consumer to-day is really 
ready to accept her meat on this ba
sis, on the argument of lower prices 
combined with the utilization of all 
the meat she purchases, instead of 
wasting a large part of it as she does 
at present. Even arguing in this 
way, and convincing the consumer 
of these facts, the retail butcher who 
sells his meat as it falls stands a

chance of better profits and a good 
deal better method of selling than he 
does under the ordinary conditions 
of selling his meat trimmed before 
it goes on the scale.

There are a hundred other things 
in the retail meat market which could 
be improved to the betterment of the 
entire retail trade if it were not for 
the fact that the retail butcher stands 
in his own light through a refusal to 
change his ideas to meet changed 
conditions. Times change and so 
must man. Delivery systems may 
be more economically conducted if 
the butcher will take the trouble to 
educate his trade to realize that de
liveries at certain times will conduce 
to more economical marketing. Out
side forces are helping him here; he 
has only to link up the influence of 
his own standing with his customers 
to show almost instantaneous results. 
And there is no one who can deny 
the advantages .of such a change in 
methods to the butcher.

boy, keep in tune with the con
ditions around you. Watch your cus
tomers closely. Don’t allow your 
own preconceived ideas to carry you 
away. Be on the job. and when you 
find that the customer is ready to 
meet you halfway along certain lines, 
do not allow your own conservatism 
to prevent you from going as far as 
she will go. And that’s the word of 
an old man, who, according to the 
general idea, should be more conserv
ative than any of you young fellows. 
—'Butchers’ Advocate.

V* te  ife ta  
Brussels Mosiac Sausage.

Take a leg of fresh pork, either fore 
or hind. Carefully remove .ill sin
ews, cut it up and add to it one- 
third as much lean veal. Rub thi< 
well with a pickle made of salt, salt
peter and cane sugar, and let it stand 
for twenty-four hours in a stone jar.

well pressed down and covered. At 
the end of this time it should have 
a fine red color. For 15 pounds of 
pork and 5 pounds of veal add 12 
ounces of salt, y2 ounce saltpeter, 1 
ounce cane sugar. After taking out of 
the jar mince it fine, adding the fol
lowing spices while mincing: 1 ounce 
white pepper, 1-3 ounce mace, 1-3 
ounce ginger, 1-6 ounce cardamon.

Put the mixture into casings meas
uring 6 inches in diameter and 7 or 8 
inches in length. Fill them three- 
quarters full. To make the mosiac 
work cut up a fine red ox tongue in long 
four-cornered pieces, each wrapped 
round neatly with a piece of raw 
bacon fat—just a shred; also some fine 
blood sausage or liver sausage. 
Set them into the large sau
sage among the meat at equal 
distances, covering these other sau
sages also with a thin wrapping 
of bacon. Before setting them in 
take a wet stick which is slightty 
thicker than the pieces for inlaying. 
Push this stick into the sausage and 
then slip in the mosiac. If the stick 
is not used the bacon fat would be 
pulled away from the meat it is wrap
ped around. When all the pieces have 
been carefully set in tie up the sau
sages and hang them to smoke gen
tly for an hour at a temperature of 64 
degrees F. Then put them into the 
pot and let them simmer for three- 
quarters of an hour. Both while 
smoking and cooking and afterwards 
stand the sausage upright, so that 
the inlay may not be pushed off the 
straight. Then smoke them again 
lightly with sawdust, to whicl; a few 
juniper berries may be added.

G. B. R E A D E R
Successor to MAAS BROS.

Wholesale Fish Dealer

SEA FOODS A N D  LAKE FISH 
OF ALL KINDS

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

Make Out Your Bills
THE EASIEST W AY

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

Barlow Bros., Grand Rapids, Mich.

AS SURE AS THE 
SUN RISES

Voigt's
CRESCENT

FLOUR
Makes Best Bread 

and Pastry

C udahy B roth ers Com pany’s 
S au sage

A (fat pig gave a shrill little squeal.
'I ’m  going to  m ake sausage for som ebody’s meal;
Som eone will eat m e, bu t tha t is all right.
I ’ll be C udahy’s Sausage just stuffed w ith  delight.”

For Sale by all LEADING GROCERS

M E A T  R E S I D U E  F E E D S
for hogs, cattle and poultry at the FEED STORE

Hollywood Brand
Sliced DRIED BEEF & BACO N in Glass Jars

At Meat Markets and Grocers

CUDAHY BROTHERS CO. Cudahy. W is.

G C T E R A l^D IrST-R f BU-T-OR4S F O  R

B i f f i ]

THE FIRST AND FOREMOST
BUILDERS O F COMPUTING SC A L E S

G E N E R A L  S A L E S  O F F IC E

3 2 6  W. M A D ISO N  ST. CHICAGO
ALW AYS O PEN TERRITO RY TO FIRST CLASS SALESM EN

i

09633216
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BEHIND the COUNTER
&  ‘ ' j te'

Letter of a Retail Merchant to His 
Force.

If you took the trouble to ask me 
what in my opinion is mainly the 
difficulty in this business, I should say 
—your cynicism. It is the underlying 
handicap that confronts every mer
chant during his business life and it 
is the principal fault that contributes 
to keep the worker in the ranks where 
he is to-day. The cynicism to which 
I refer is the laborer’s creed that he 
shall do not more than that for which 
he is paid, that he shall keep his in
terest and that of his employer apart, 
that his enthusiasm, fidelity, ambition 
and effort shall be measured in ac
cordance with the recompense that 
he is actually receiving for his ser
vices. I have 200 men on my pay-roll 
and 175 of them are guided by that 
creed!

Every man who employs help real
izes that nine men out of ten are not 
giving all they can to the interest of 
his business. The fault is not lack of 
ability or intelligence, or experience; 
it lies entirely in the attitude of the 
worker to his task, an utter misun
derstanding of the relationship be
tween employer and employe, d cyn
ical feeling that you can measure out 
for me $20 of service a week in re
turn for an envelope that contains 
the same amount.

Don’t you see that it’s all wrong?
I cannot buy your enthusiasm or 

your interest beyond a certain point, 
and your success and mine depend 
on your willingness to go further than 
that point. You salesmen who work 
on commission and lie down after 
you’ve sold a certain amount, you 
clerks who hustle through your ap
pointed duties so that you may idle 
for an hour or two, you wonder every 
one of you how long you’re going to 
work for a salary and I tell you for 
the rest of your lives while you hold

the views that you do at present. Let 
a man permit himself to fall into this 
habit of dealing out his service by the 
ounce and allow him to continue it 
long enough—and you have a first 
class failure as are eight men out of 
ten! Why, he forgets even what 
enthusiasm means, he hasn’t nerve 
enough left to be ambitious and he 
grows smaller and smaller until all 
chance is gone for redemption. You 
hold yourselves aloof from me and 
mine but the greater injury is done to 
you in the process. No man can prac
tice such a course for years without 
affecting everything that makes for 
his own success in life. You become 
a machine that is wound up at 8 in 
the morning and is all run down by 
6 at night; it runs along with the 
forced regularity that habit and ne
cessity dictate and because I must 
have a certain amount of service, your 
berth remains here until I can get 
someone better to fill it.

Why did I have to look about six 
months when I wanted a general man
ager last year and then found it nec
essary to send to a Western city be
cause my own material was so poor 
to choose from? There was not a 
single man on all my staff who meas
ured up to the position and a stranger 
to our house and methods had to be 
engaged. All were unfit, none was 
large enough. They were all doling 
out their regular services by the 
ounce, good fellows enough, doing 
their work with average ability, but 
the spark essential to the job was 
missing in all of them.

I can always send to the West, but 
why should I? Don’t you see that a 
really earnest attitude toward your 
work is the only possible means of 
raising yourself? Don’t you know 
that whatever possible benefit may ac
crue for me in such a view-point is, 
from your own stand, the very step

by which you rise and develop and 
the means by which your capability 
is enhanced? To foster enthusiasm 
and willingness and ambition, all these 
help the employer, but, boys, I’m not 
in it with the good you are doing 
yourselves by so planning your ef
forts. You, individually you, are 
building for your own future success 
all the while your efforts are concen
trated on making the most of your 
time and opportunities. If I could 
surround myself with men and boys 
who all were determined to become 
some day my business rivals and who 
would bend every fiber to make them
selves merchants while in my em
ploy, there would be no looking 
Westward for enthusiasm and brains. 
How many of you haberdashery men 
could step into the buyer’s job if he 
should happen to go to-morrow? 
Could I get an efficient retail man
ager from any of you salesmen? Who 
knows anything about woolens or de
signing, or running an office or ship
ping department except the men who 
are in the positions to-day? Tomor
row may be your day; these things 
happen over night; are you prepared?

The best men I’ve ever employed 
are those who wanted to make the 
most of the thing for themselves. This 
business and every retail business de
pends upon collective effort from all; 
where there is no unison there can be 
no real success. Figure out the most 
that you could possibly accomplish 
in this house—and set the possibili
ty high—make up your mind that it is 
within your scope, shake off the idea 
that you are pouring gold into my 
coffers, go ahead for number one 
every time and I’ll take the chance 
not to lose by it. Enthusiasm is the 
keynote; we can do nothing without 
it; it is the very spirit of success, 
that golden something which, if it be 
in a man’s heart, shall point the way 
out for him and be his guide.

I don’t want to buy your service 
as I buy raw material—weighed to 
the ounce, so much for so much and 
not a bit more. I’m not dealing in 
clay or machines. This business needs 
loyalty and zeal and willingness with
out which you are no more than in
animate things. My own success is 
made up of your individual triumphs 
over difficulties and you in your own 
particular sphere progress according 
to your interest and contribution to

the general welfare. If we are going 
to get anywhere, you will have to 
handle the shipment—I’m the man 
that pays the freight.—Haberdasher.

Si S i S i 
Fortunate.

The German scout car had blun
dered into the midst of a French out
post, and, in a hail of rifle bullets, 
was making all speed to get away. 
Suddenly the man beside the driver 
put his hand to his shoulder and 
shivered.

“Why did you shiver, baron?” said 
the man at the wheel, too busy with 
his driving to look around.

“I couldn’t help it," was the reply; 
“a bullet just went through my arm, 
and I thought what would have hap
pened if it had hit a tire.”

AWNINGS

O ur specialty  is AWNINGS FOR STORES AND 
RESIDENCES. W e m ake com m on pull-up, chain 
and cog-gear ro ller aw nings.

T en ts . H orse and W agon Covers, H am m ock 
C ouches. C atalogue on  application.

GHAS. A. COVE, INC.
Campau Ave. and Louis St. G rand Rapids, Mich.

CHICAGO
BOATS

Graham & Morton 
Line

Every Night

F O O T E  &

KILLARNEY GINGER ALE
(Contains no Capsicum)

An Agreeable Beverage of the CORRECT Belfast Type. Supplied to Dealers, Hotels, Clubs and Families in Bottles
Having Registered Trade-Mark Crowns

KILLARNEY (brand) GINGER ALE

A Partial Ust of Authorized Bottlers:
A. L  JOYCE & SON, Grand Rapids and Traverse City, Mich. KALAMAZOO BOTTLING CO., Kalamazoo, Mich.
GEO. W. LOMBARD, Jackson, Mich. COCA-COLA BOTTLING CO., Battle Creek, Mich.
THE CITY BOTTLING WORKS, Toledo, Ohio. CHICAGO CONSOLIDATED BOTTLING CO., Chicago, III.

E. L. HUSTING & CO., Milwaukee, Wis.
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^ P R O V IS IO N S

M ichigan P o u ltry , B u tte r  and  E gg A sso
cia tion .

P re s id e n t—H . L . W illiam s, H owell. 
V ice-P re s id en t—J . W . Lyons, Jack so n . 
S e c re ta ry  a n d  T r e a s u re r—D. A. B e n t

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

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

Prejudice Against Cold Storage Grad
ually Subsiding.

The misunderstanding and preju
dice in the public mind concerning 
the cold storage businesss a few years 
ago has been corrected in a large 
measure. Nevertheless, certain ques
tions still arise which must be an
swered. The cold storage warehouse
men have met the challenge of a mis
informed public by demanding full in
vestigation and seeking the light of 
wide-open publicity.

Such enquiries as the following 
have been frequently propounded: are 
the refrigerating warehouses a men
ace or a facility? Are they used to 
artificially manipulate markets, or are 
the beneficent agencies for the con
servation of our perishable foods, 
carrying over the surplus production 
from the flush to the scant season?

During the year 1910, in spite of 
the fact that the range of prices of 
nearly all articles entering into hu
man consumption had been advanc
ing. there began an agitation blam- 
5rrr cold storage for high prices. 
There were held a series of investi- 
r"’t'ons to determine the facts, and 
v' ^hout exception all the investiga
tions pronounced in favor of cold 
storage as a valuable modern public 
utility in performing the function of 
conserving our perishable foods, pre
venting deterioration and waste and 
affording a highly developed method 
by which the great surplus products 
of the flush season could be whole
somely preserved for consumption 
during nature’s period of scant pro
duction. In 1911 there were 860 pub
lic cold storage warehouses having 
about 169,541,000 cubic feet of storage 
space and representing an investment 
of about $75,000.000. In 1914 898 cold 
storage warehouses were reported 
with 200,000,000 cubic feet of cold 
storage space. It is estimated that 
the value of goods stored in one year 
ranges from $500,000,000 to $700,000,- 
000. It is, however, calculated that 
not more than 5 to 10 per cent, of the 
annual production of such foods as 
eggs, butter, poultry and meats are 
placed in cold storage for periods of 
over thirty days.

The problem of feeding the vast 
population of our cities is very differ
ent from what it was twenty years 
ago. Then the supply came from 
near at hand; now the transfer of our 
population from the country to the

cities has increased the consuming 
class and decreased the producing 
class, so that adequate conservation 
of all we can raise is a vital necessity. 
Eggs are produced in large quantities 
in April, May and June, but there are 
very few available in the fall and 
winter. Butter is made in flush quan
tity in June and July, when the grass 
is at its best, but in the winter very 
little is forthcoming. Poultry is at 
its best and is killed in surplus sup
ply in the fall and early winter for 
use in the late winter, spring and 
summer. Thus cold storage serves as 
a balance of supply and demand and 
an equalizer of distribution.

A common impression is that the 
public cold storage warehousemen 
own the goods stored. This is not 
true. The very existence of the cold 
storage warehouse makes it possible 
for a large number of dealers, many 
of them small merchants, to have 
advantages of such facilities, regard
less of the quantity they are able to 
store.

The history of cold storage legis
lation in the United States presents 
an interesting study of the processes 
by which laws are made in our sev
eral states. Several years ago the 
cold storage industry was under se
vere attack in the press, based upon 
popular prejudice as to the whole
someness of products carried in cold 
storage, and the prevalent idea that 
our cold storage warehouses were 
used to withhold goods from the mar
ket in order to raise prices, thus in
creasing the cost of living.

If the first legislative proposals had 
been made law the cold storage busi
ness could not have existed, but by 
investigations, hearings and Govern
ment reports the true facts appeared 
and the restrictions were modified.

New York, New Jersey, Massachu
setts and Pennsylvania, four of our 
large Eastern states, depending large
ly upon the West for food supplies, 
now have cold storage laws. The 
people of these States consume more 
than they produce and are amply 
provided with cold storage facilities. 
These laws vary greatly. The New 
York law covers public warehouses 
only, and does not apply to goods 
carried in private plants. This is a 
discrimination against the warehouse
men and is grossly inefficient. The 
New Jersey law covers all food but 
liquids, the New York law excepts 
nuts, fruits, cheese and vegetables 
and the Massachusetts and Pennsyl
vania laws specifically apply to fresh 
meats, fish, poultry, butter and eggs.

In all the agitation in connection 
with the question of cold storage, the 
first remedy for the supposed abuses

was an arbitrary limit. The more ig
norant or biased the legislator, or 
newspaper writer, the shorter and 
more drastic were the limits propos
ed. The Massachusetts rule in this 
regard, as in most points, is the best 
under consideration. It provides for 
a limit of twelve moftths, the nat
ural cycle of the year, with privilege 
of extension on particular consign
ments by following the prescribed 
procedure. New Jersey has an ex
tension privilege, but the limit on all 
goods is fixed at ten months. The 
New York law provides an arbitrary 
limit of ten months on meat, poultry, 
fish and eggs and twelve months on 
butter.

Any time limit less than one year 
is not effective in the interest of the 
consuming public, but adds a burden 
of cost, because production is dis
couraged and a period is left during 
which certain articles cannot be ade
quately supplied to the market.

Bulletin No. 93 of the United States 
Department of Agriculture, issued 
April 5, 1913, demonstrates the inef
fectiveness of time limit legislation. 
This report read as follows regarding 
business in all of the cold storage 
warehouses of the country during 
1909-10: “Let the percentages for the 
deliveries of ten months be stated. 
These are represented by 99.7 per

Do you enjoy an exclusive profitable 
Flour trade? You can control your 
Flour market and profit. Drop us a 
line and we will write you at once in 
regard to our exclusive sale proposi
tion for

Purity Patent Flour
We buy practically all our grain di
rect from farmers, therefore saving 
elevator charges and poor mix i ures. 
Our head miller is an expert and 
takes pride in the fact that bread 
made from “Purity Patent” has fla
vor and retains its moisture.
GRAND RAPIDS GRAIN &  

MILLING CO.,
Grand Rapids, Michigan

Packed by

W. R. Roach & Go., Hart, Mich.

Michigan People Want Michigan Product»

Watson-Higgins Milling Go.
Merchant Millers

Grand Rapids Michigan

THE GRAND RAPIDS 
VETERINARY COLLEGE

Offers a Three Years’ Course in Veterinary Science 
Complying with all the requirements of the U. S. 
Bureau of Animal Industry. Established 1897. 
Incorporated under State law. Governed by Board 
of Trustees. Write for Free Catalogue.

200 Louis St. Grand Rapids, Michigan

Rea & W itzig
PRODUCE
COMMISSION
MERCHANTS

104-106 W est 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 market prices.

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

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

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

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

bags. etc. Quick, shipments our pride.

ROY BAKER
Wm. Aid«*« Smith Bldg. Grand Rapids. Mich.

Mail us sample any Beans you may wish to sell.
Send us your orders FIELD SEEDS AND SEED BEANS

Both Phones 1217 MOSELEY BROTHERS Grand Rapids, Mich.

The Vinkemulder Company
Jobbers and Shippers of 

Everything in

Fruits and Produce
Grand Rapids, Mich.
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cent, for fresh mutton, 99.9 per cent, 
for fresh pork, 98.9 per cent, for dress
ed poultry, 97.8 per cent, for butter 
and 99.9 per cent, for eggs. The 
important observation to be made is 
that the receipts into* cold storage 
are entirely or very nearly exhausted 
by the deliveries within ten months.” 
The very law of supply and demand 
and profitable commercial usage de
cides that very little is carried over 
ten months and practically nothing 
over twelve months. It is interest
ing to note the conclusions of the 
above report with regard to the av
erage length of storage for the year 
1909-10, as follows: Fresh beef, 2.38 
months; fresh mutton, 4.45 months; 
fresh pork, .88 month; butter, 4.43 
months; poultry, 2.42 months, and 
eggs, 5.91 months.

These facts clearly indicate that 
time limits as a means of regulation 
are ineffective, as the evils aimed r t 
do not exist to any appreciable ex
tent. The provision for marking 
packages with date of receipt and in 
most cases with date of withdrawal 
is not seriously objectionable as a 
record of fact. Its effectiveness, how
ever, lies in the interpretation of 
such information if it should reach 
the consumer. Except in Pennsyl
vania, the laws do not require the 
dating to follow the goods to the con
sumer, and in wholesale handling the 
facts are known anyway.

The desirability of uniform laws 
among our states, regulating any of 
the processes of human interests, 
either commercial or social, requires 
no argument. This is becoming true 
of cold storage legislation, both from 
the fact of differing laws and the ab
sence of any specific regulation what
ever in many states The following 
states have passed cold storage laws: 
California, Delaware, Indiana, Iowa, 
Kansas, Louisiana, Massachusetts, 
Nebraska, New Jersey, New York, 
North Dakota and Pennsylvania. The 
laws differ greatly, and, of course, af
fect only the cold storage plants in 
the respective commonwealths having 
regulation. The discrimination and 
injustice arises from the fact that 
products which have been stored in 
states having no laws come into the 
states for consumption where cold 
storage 'regulation exists, thereby 
placing the local warehouses and the 
products stored therein at a disad
vantage.

To meet the requirements of this 
situation, a uniform law relating to 
the cold storage of certain articles of 
food has been approved and recom
mended for adoption by the confer
ence of Commissions on Uniform 
State Laws,, at its meeting in Wash
ington, D. C., last October. This law 
has been introduced in several states 
and is regarded as the best piece of 
legislation which has been prepared 
to regulate the industry. The feeling 
of the cold storage warehousemen in 
states having unsatisfactory laws is 
that this bill should be substituted be
cause of its reasonable provisions and 
the' great desirability of uniformity. 
In states having no cold storage laws, 
the men feel that no legislation is 
really necessary, but if control is to 
be imposed it should be substantially

M I C H I G A N  T R A D E S M A N
along the lines proposed in the uni
form bill.

The adoption of this law by the 
various states would be a great step 
in advance in the matter of regula
tion, and it is hoped that various Na
tional food associations will endorse 
this measure and assist in its adop
tion in all the states where it may 
be introduced. Frank A. Horne, 

President American Association of 
Refrigeration.

Mi Ml M  Ml 
Holland’s Coffee Trade. 

Rotterdam advices report Holland’s 
coffee activities are seriously hamper
ed by measures of the belligerents. 
Coffee from the Dutch colonies is ad
mitted without restriction, while the 
export of coffee is prohibited by 
France, and imports from countries 
of production and from New York 
will only be permitted if consigned 
to the Netherlands Oversea Trust 
Company. This means that such cof
fee can only be used for home con
sumption or for export to neutral 
states under rigorous stipulations, and 
infringements being liable to heavy 
penalties.

This must necessarily curtail the 
coffee trade in Holland, and will be 
felt by several producing countries, 
especially Brazil, even more acutely 
in summer and in autumn, when the 
new crop will be ready for shipment. 
The financial situation in Brazil is 
chiefly dependent on rubber and cof
fee. Rubber is contraband of war, 
and the trade must suffer to some ex
tent. Should exports of coffee to the 
Allies fail to offset the diminution of 
exports to neutral European states, 
the effect on the finances of Brazil, 
as a result, may be severe.

Ml Ss Mi Mi 
Valuable Vocabulary.

The employer who was willing to 
pay $3 a week for an office boy ad
vertised for a boy. About 100 re
plied. To the most likely looking 
lad he said:

“You look all right, but I must test 
your vocabulary. You know what 
‘vocabularly’ means?”

“Yes, sir.”
“Very well, I want a boy with a vo

cabulary. My customers are well- 
bred, educated people, and I must 
have a boy who can answer them with 
something more intelligent than ‘Uh- 
huh,’ ‘Yep,’ and ‘I guess so.’”

He put several questions to the boy 
and received satisfactory replies.

“You will do,” he said. “You may 
go to work now.”

“I beg your pardon,” said that 
amazing boy, “but there is one ex
ample of my vocabulary that you have 
not heard.”

“Well, what is it?”
“I am sorry, sir, but I could not 

think of using this kind of language 
for $3 a week. It is worth $5.”

The employer concluded that it was 
and paid it.

Ml Ml 1M Ml 
Neither Could Afford It. 

“What?” exclaimed the motorist, 
who had run over a farmer’s toe, “you 
want $500 for a crushed foot? Non
sense! I’m no millionaire.”

“Perhaps not,” cried the suffering 
farmer; “and I’m no centipede, 
either.”

“White House” Coffee
is not for those who will drink any
thing called coffee, but for discrim
inating people who care—people who 
want a pure coffee with a rich, rare 
flavor that is satisfying, and at only 

an economical cost per cup.

If you’ll only sift ’em out. you’ll 
find you have a “raft” of customers of 
the “White House” kind. Put it up 
to them.

Distributed at Wholesale by

Judson Grocer Go., Grand Rapids, Mich.

WHY NOT 9
K C  is pure. K C  is health
ful. It really does make 
lighter, nicer biscuits, cakes 
and pastry than the old 
fa sh io n ed  sin g le  a c tin g  
baking powders.

And you* pay only a  fair price for i t  
N o baking powder should sell for more.

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

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

JAQUES MFG. CO., CHICAGO
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G rand  C ouncil o f M ichigan U. C. T . 
G rand  C ounselor—W a lte r  S. L aw ton ; 

G rand  R apids.
G rand  J u n io r  C ounselor—F re d  J .  M ou- 

tie r , D e tro it.
G rand  P a s t  C ounse lo r—M ark  S. B row n, 

Saginaw .
G rand  S e c re ta ry —M aurice  H eum an , 

Jack so n .
G rand  T re a s u re r—W m . J .  D evereaux , 

P o r t  H uron .
G rand  C onductor—Jo h n  A. H ach , J r ..  

C o ldw ater. .
G rand  P ag e—W . T. B allam y, B ay  C ity. 
G rand  S en tin e l—C. C. S ta rk w e a th e r , 

D e tro it.
G rand  C hap lain—A. W . S tevenson , 

M uskegon.
G rand  E x ecu tiv e  C om m ittee—E . A. 

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

N ex t G rand  C ouncil M eeting—T rav e rse  
CKy, J u n e  2 an d  3, 1916.

M ichigan D ivision T . P.. A. 
P re s id e n t—F red  H . Locke.
F ir s t  V ice -P re s id en t—C. M. E m erson . 
Second V ice -P re s id en t—H . C. C ornelius. 
S e c re ta ry  an d  T re a s u re r—Clyde E . 

B row n.
B oard  o f D irec to rs—Chas. E . Y ork, J . 

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

THEN AND NOW.

Comparison of Old-Time and Pres
ent Day Trayeler.

Regardless of the fact that travel
ing salesmen from all over the State 
are with us, there has been no par
ticular activity noted among the for
eign missionary bands. Neither are 
any additional prayer meetings call
ed nor extra police authorized. And 
for all this inactivity there is a rea
son, for times have changed in the 
last quarter of a century. To prove 
the change James F. Hammell, Sr!, 
for forty years a “toter” of the grip, 
but now State Hotel Inspector, points 
out that the U. C. T. did not hesi
tate to select Lansing as its con
vention city because it offered no 
place on which to rest the weary foot 
or hook the arm in friendly exchange 
of fibs relative to fat orders, which 
were never taken.

And everything that veteran “Jim*’ 
says is like the laws of the Medes 
and Persians. If “Jim” hadn’t been 
so truthful, it is averred, he might 
have landed a job higher up under 
the present Democratic regime.

Mr. Hammell fondled a chestnut 
he has lately carried to remind him of 
the stories of the road and turning 
from the protest of a patron of a 
Trout Lake Junction hotel, Mr. Ham
mell threw aside his official dignity 
and elucidated on the twentieth cent 
tury traveling salesman. The pro
test could wait, he said, since it was 
merely a “kick” because a Junction 
cook had lost her handkerchief in an 
Irish stew. And anything may hap
pen in Trout Lake Junction, except 
finding your watch after the third 
drink.

“The world is growing better,” de
clared Mr. Hammell reminiscently.

“This is indicated by our humane 
garnishment laws; the ease with 
which alimony is obtained on the 
slightest provocation, and the excep
tionally high \ standard of morality 
now maintained and demanded by 
men in general.

“There was a time,” continued the 
inspector of hotels, “when actors, 
traveling salesmen, newspaper men 
and any other male or female being, 
who made only occasional visits 
home were considered outside the 
circle of dignified citizens, but trav

eling salesmen especially were con
sidered subjects for prayer. They 
were weeds in the vineyard of the 
Lord, as it were.

“There was a time, my friend, when 
a traveling salesman, no matter 
if he were selling the life of the apos
tles, was not permitted any further 
than the porch. There a girl’s father 
drew the dead line and your travel
ing salesman had to talk about the 
weather or advocate a bounty oft 
crows, for all other conversation was 
taboo and the censorship committee, 
cbnsisting of father and mother, sat 
in judgment nearby in their slippers.

“A traveling man might be able 
to quote scripture; be an advocate 
of cold water for other purpose be
sides a shower bath, and yet he 
shouldered a certain stigma, the so
cial cross of a prejudiced people. 
Every country merchant counted his 
fingers after a traveling man had

shaken hands with him and went 
home to special prayer.

“Fifty years ago—that was before, 
my time—the old timers tell me a 
man’s annual sales depended on his 
capacity, for the country merchant 
expected a salesman to donate drinks 
and cigars before, a deal was made

“But notice, if you please, the pres
ent conditions of the road. Nowa
days a traveling man no more dares 
to ask a customer to drink with him 
than he would to enter the place of 
business with the scent of highballs 
about his person. Customers, that is 
the old friendly ones, may be occas
ionally treated to a sack of pepper
mints or a package of gum, but not 
often, for the customer does not 
want to be obligated.

“Instead of seeking the hotel whose 
bar set up the highest beers, as was 
the case fifty years ago, the present 
day traveling salesman will general
ly pass up the hotel with a bar and 
prefers a room with a Gideon bible 
in it rather than one with a fire es
cape.

“Unlike the traveler of fifty years 
ago, the salesman of to-day is wel
comed in all homes. In fact, father 
generally looks his guest up in Dun’s 
report; sees how many shares of poul
try farm stock he owns and what his 
annual commissions are. And as they 
say in Battle Creek: ‘There’s a rea
son,’ The salesman of to-day not 
only does not have a girl in every 
port, but is a man who loves a home 
and home comforts. He hustles for 
these rather than for worldly pleas
ures and the ‘dates’ he makes now-a- 
days are with his customers ” 

Interrupting this testimonial of 
good citizenship, the interviewer in
terjected this: “But, Mr. Hammell, 
aren’t there any joys in this traveling 
life outside of reading Gideon bibles 
and sending money home to mother? 
Aren’t there some little diversions, 
say, like the movies or taking kodak 
pictures of churches in stranges 
towns?”

“Oh, my yes,” replied Mr. Hammeil, 
many of them, my boy, many of them. 
“For instance many of us spend a 
very pleasant evening re-heeling socks 
or laundering our rubber collars. 
Then again many of us get amuse
ment during the night by trying to 
sleep on our backs, so as to get a 
uniform crease in our trousers which 
we place under the mattress.

“Then, again, in some hotels in 
the North we have such little diver
sions as hunting intruders that steal 
little pieces of sirloin out of our limbs. 
In the morning we frequently have 
little diversions before breakfast, such 
as shaving with cold water or prying 
a tack out of our foot.

DElfWmOOOH
H U M  BATH HOUSE

DETROIT USS.-ikJ MICH.
Completely equipped for giving every ap

proved form of hydropathic treatm ent for 
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i  Double Rooms with Running Water 
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I Double Rooms with Tub or Shower Bath 3 
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Members of Absal Patrol, Photographed at Lansing.
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“Don’t think for a minute that the 
business of being a traveler is en
tirely solemn and Puritanical. While 
not often, we occasionally swear. 
This has been noticed, for instance, 
on the Boyne City, Gaylord & Alpena 
Railroad, where conductors are wax
ing rich receiving rewards for lost 
teeth. When a traveler who is saving 
up his money to start a chicken farm 
or is investing in Southern lemon 
groves, these little tolls cause a flow 
of language not recognized in the best 
society.

“We occasionally have excitement 
when a postmaster holds up our sal
ary by getting our initials mixed up 
with somebody else’s in the general 
delivery. Getting chillblains waiting 
outside the locked-up depots for 3 
o’clock morning trains, also offers 
salvation from ennui.

“You might also class being sick 
in the night from undigested pork 
and beet pickles and having a strange 
doctor treat you for pneumonia as 
fun on the road. Separating your 
laundry from another traveler’s is 
also fun especially if you get No. 18 
collars with a No. 14 shirt and try to 
fit them by the light of a kerosene 
lamps.

“Oh, there’s plenty of joys on the 
road, don’t forget that.”

“But what do you consider, Mr. 
Hammell, is the real big joy of the 
road?” persisted the interviewer.

“Why, I can’t just answer that off 
hand,” replied Inspector Hammell. 
“But I should imagine being snowed 
in up in the copper country and get
ting a wire that your uninsured home 
burned down while your wife was in 
the hospital presenting you with 
twins.”—Lansing State Journal.

te
Late News of Interest to Travelers.

Herbert Agans, who has made a re
markable record as manager of the 
Petoskey branch of the Cornwell Beef 
Company for several years has been in
structed to remove the branch to Trav
erse City, which will be his headquarters 
after July 1. M|r. Agans is one of the 
best posted and most successful meat 
salesmen in the country and enjoys the 
confidence and respect of all who know 
him.

Fred Eldridge, representing Isaac 
Prouty & Co., Spencer, Mass., was in 
town last week showing his line of 
“Matchless” shoes to the trade. Mr. 
Eldridge reported that he has found 
business conditions to be excellent.

Edward Herrington, former manager 
of the “Queen Quality” store, at Detroit, 
has quit the retail game, at least tem
porarily, and is now representing J. & 
T. Cousens Co., of Brooklyn. His ter
ritory is Michigan and Indiana. Mr. 
Herrington was in this city last week 
calling on the local trade and reported 
that he has had considerable success so 
far in his new venture.

^  ^
The Grand Rapids Barrel Co., organ

ized by Krell Bros, who came to this 
city from Detroit recently, has located 
at Franklin street and Buchanan avenue 
and will soon start operations, buying 
old barrels and making new ones out 
of them.

ta te te
Few women are up to date in the 

matter of birthdays.

SUPREME COUNCIL.

Michigan Man Now Holds Highest 
Office.

The Supreme Council, U. C. T., 
which convened in Columbus, Ohio, 
last Tuesday, continued the session 
until Saturday. Michigan carried off 
more than her share of the honors. 
Frank C. Ganiard, of Ann Arbor, was 

.Junior Supreme Counselor and nat
urally expected to be elected Supreme 
Counselor at the close of the meet
ing. As a matter of fact, Supreme 
Counselor Duval was ill at his home 
in Hutchinson, Kansas, and Mr. Gan
iard, on extremely short notice, was 
compelled to serve as presiding officer 
and direct the work of the meeting 
from start to finish. He acquitted 
himself so well that the delegates 
were loud in praise of his fairness 
and executive capacity. Michigan was 
honored in other directions also. 
Michael G. Howarn, of Detroit, was 
one of the special committee appoint
ed on the C. T. Daniels matter. E. 
A. Welch, of Kalamazoo, was made 
chairman of the Mileage and Per Diem 
Committee. Fred C. Richter, of Trav
erse City, was appointed a member 
of the Supreme Auditing Committee, 
Mark S. Brown, of Saginaw, was rec
ognized as one of the strongest speak
ers on the floor and his talk in sup
port of the nomination of Mr. Ganiard 
for Supreme Counselor was a master
ful one. When Mr. Ganiard was es
corted to his station, after election 
to the highest office in the gift of 
the organization, the Michigan dele
gation rose to their feet and sang 
Michigan, My Michigan. The dele
gates from this State were as follows:

Mark S'. Brown, Saginaw.
Michael G. Howarn, Detroit.
John Q. Adams, Battle Creek.
Fred C. Richter, Traverse City.
John D. Martin, Grand Rapids.
Eugene A. Welch, Kalamazoo.
The Tradesman is enabled to pub

lish the following summarized re
port of the meeting:

A constitutional amendment mak
ing it unlawful to sell or allow to be 
used the emblem of the order to ad
vertise or favor any special line of 
merchandise or industry was adopted.

It was decided that no more char
ters should be issued for subordinate 
councils with less than twenty-five 
charter applicants.

The Supreme Council abolished the 
plan of paying two members of the 
Executive Committee to devote all 
of their time to affairs of the order.

Harry L. Doud of Columbus, Su
preme Attorney, was commended for 
his active work in defeating the pro
posed Michigan constitutional amend
ment to allow fraternal insurance or
ganizations to do business in Michi
gan without a ritual. This, it is said, 
would have permitted straight life 
insurance companies to have operat
ed in the State along with fraternal 
insurance lines.

The Council adopted the amendment 
providing for an extra emergency as
sessment of $2 a member. The reserve 
fund cannot now be drawn on to pay 
benefits until after the regular and

emergency assessments have been ex
hausted.

A report submitted to the Council 
showed that twenty-four out of sixty 
deaths on which death claims were 
paid during the last year were the re
sult of automobile accidents. Be
cause of this it was necessary to draw 
on the reserve fund to the amount of 
$78,000 to pay claims.

The proposition to change the meth
od of paying assessments in five in
stallments of $2 each to two payments 
of $5 each was voted down.

The time necessary for a traveling 
man to be on the road before being 
eligible to membership in the order 
was cut down from one year to -six 
months. The proposal to admit an 
applicant to membership on proba
tion from the time he goes on the 
road, with insurance privileges, was 
defeated. Another amendment that 
was defeated proposed to change the 
time for the annual election of offi
cers of local councils from March to 
April.

Excess baggage rates was the sub
ject of a report submitted by A. P. 
Fleckenstein, who has represented the 
commercial travelers for several years 
in an effort to secure a more satis
factory and uniform system of excess 
charges in the various states. He re
ported concessions in a number of 
states that are now saving travel
ing men who carry excess baggage 
considerable expense each year. He 
is endeavoring to secure a uniform 
rate of 10 cents per 100 pounds, bas
ed on a car fare of 60 cents and con
tinuing in units of 1 cent additional 
for every 5 cents additional car fare 
paid. Traveling men, he said, are ob
jecting to the requirement that a val
uation be placed on baggage and that 
the excess rate be based on that.

The Council went into executive 
session and heard a report on the 
matter of the shortage of former Su
preme Secretary C. C. Daniels. A 
special committee of five members 
was appointed to recommend to the 
Supreme Council the course to be pur
sued. This committee subsequently 
presented a report recommending that 
the settlement of the $30,000 defalca
tion be referred to the Executive 
Committee, with full power to act and 
to make the most advantageous set
tlement possible with the fidelity com
panies interested in the defalcation.

Among the last resolutions adopted 
by the Council was one authorizing 
the appointment of a committee to 
take up the matter of securing, 
through interstate regulations, im
provements in accommodations on 
railroads.

Complaints are frequently made 
that no towels are furnished in 
coaches that have other washing ac
commodations and that the drinking 
water is very bad. These conditions 
are controlled by health authorities 
in Ohio and many other states, but 
the principal trouble comes on the in
terstate roads that cannot be con
trolled by state authorities.

B. F. Heistand, of San Francisco, 
attempted to obtain authority to or
ganize a council in Honolulu, but ac
tion was deferred until an investiga-

S5

tion can be made into the insurance 
laws and conditions of Honolulu. 
Heistand said there are 118 traveling 
men living in Honolulu eligible to 
membership. Some of these have 
been taken into the council of San 
Francisco.

Election of officers resulted as fol
lows:

Supreme Counselor—Frank S. Gan
iard, Jackson, Mich.

Supreme Junior Counselor—George 
E. Hunt, Everett, Mass.

Supreme Treasurer—W. L. Whit- 
acre, Columbus, Ohio.

Supreme Conductor—T. J. Phelps, 
Bluefield, W. Va.

Supreme Page—F. J. C. Cox, Win
nipeg, Manitoba.

Supreme Surgeon—Dr. C. M. Tay
lor, Columbus, Ohio.

Supreme Sentinel—R. A. Tate, New 
York.

Supreme Executive Committee—M. 
J. Hemmens, of Wisconsin and D. P. 
McCarthy, of Fostoria.

Supreme Counselor Ganiard an
nounced the personnel of the stand
ing committees for the ensuing year 
as follows:

Jurisprudence—W\ B. Emerson, 
Iowa; C. V. Holderman, Tennessee; 
George De Land, Massachusetts.

State of the Order—J. F. Collver, 
Illinois; E. E. Abbott, Nebraska; H. 
A. Pritchett, Indiana.

Auditing—P. M. Duggan, Pennsyl
vania; Fred C. Richter, Michigan, and
C. W. Trenary, Virginia.

J. M. Moore, of Zanesville, Ohio, 
was reappointed Supreme Chaplain.

At the final session of the Supreme 
Council Saturday morning the quota 
of officers was completed by the elec
tion of Harry L. Doud, of Columbus, 
Supreme Attorney; M. J. Hemmens of 
Wisconsin, Supreme Auditor, and C. 
E. Barker, Columbus, editor of the 
Sample Case.

Friday evening the ceremonial meet
ing of the Imperial Guild, Ancient 
Order of Bagmen of Bagdad, was 
held at United Commercial Travelers’ 
hall. Walter S. Lawton, of Grand 
Rapids, was elected Inside Gatekeep
er.

i q  l a  t e  s
Annual Picnic of Flint Grocers.
Flint, June 28.—The members of 

the Retail Grocers’ Association held 
their annual outing at Thread Lake 
Park last Thursday. The afternoon 
was spent in running the races ar
ranged by the different committees. 
The following were the results of the 
races:

Ball game won by the Retail Gro
cers from the Greissell Bread Co. by 
the score of 13 to 3.

100 yard dash—Titts, Gay and La- 
pich.

Tugs of war—The grocers in the 
south end won from the grocers in 
the north end, while the clerks of the 
north end won from the clerks of the 
south end.

Women’s 50 yard foot race—Miss 
J. Wilson, Miss M. Wilson, Miss S. 
Poole, Miss M. Sill.

Woman’s rowing race—Miss Faye 
Rowley, Miss E. Snively and Miss E. 
DeRoo.

Men’s rowing race—Greenway, Falk 
and Labinch.

Backward running race — Pitts, 
Chapman and Cruther.

fe te te ta
Not often does the young man mar

ry the girl who has lived next door to 
him all her life.
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M ichigan Board of P h a rm acy . 
P re s id e n t—E . T. B oden, B ay  C ity. 
S ec re ta ry —E . E . F a u lk n e r, D elton. 
T rea su re r—C h arles  S. K oon, M uskegon 

, O th e r M em bers — W ill E . Collins, 
O w osso; L eo n ard  A. Se ltzer, D e tro it.

M ichigan S ta te  P h a rm aceu tica l A sso 
c ia tion .

P re s id e n t—C. H . Jo n g ejan , G rand
R apids.

S ec re ta ry —D. D. A lton, F rem o n t. 
T re a s u re r—Jo h n  S. S teke tee , G rand  

R apids.
N e x t A nnual M eeting—D etro it, J u n e  7. 

8 a n d  9, 1916.

M ichigan P h a rm aceu tica l T rav e le rs ’ A s
socia tion .

P res id e n t—W . H . M artin , Orion. 
S e c re ta ry  an d  T rea su re r—W . ». L aw - 

ton , G rand  R apids.

G rand R apids D rug Club.
P re s id e n t—W m . C. K irchgessne r.
V ice-P re s id en t—E . D. D e L a  M ater.
S e c re ta ry  an d  T re a s u re r—W m . H . 

T ibbs.
E x ecu tiv e  C om m ittee—W m . Quigley, 

C h airm an ; H e n ry  R iechel, T h ero n  F orbes.

Note on Compressed Tablets.
Considerable has, at various times, 

been written on the subject of com
pressed tablets, their history and de

velopment up to the present-day 
method of manufacture. The various 
excipients and diluents, such as sugar, 
starch, etc., used at various times in 
their manufacture, have also been 
dealt with in detail. This article, 
therefore, is only intended to add a 
few more facts that have come out 
in the course of some investigations 
made by the writer.

Recently, in doing some work on 
commercial compressed tablets and 
tablet triturates, it was found that at 
the present time white dextrin is the 
most generally used diluent and dis
integrator, both for compressed tab
lets and tablet triturates.

Whit dextrin is of variable quality. 
Different samples of it differ widely 
as to degree of conversion; some re
duce Fehling’s solution readily, while 
others hardly affect it at all, and be
tween the two extremes one can get 
almost any degree of reduction of 
Fehling’s solution with different sam
ples.

White dextrin appears to be well 
fitted as a disintegrator and lubricant 
for insoluble material. It causes rap
id disintegration of a compressed 
tablet, provided it is used in suffi
cient quantity and a careful work
ing method is adopted. Some sub
stances require more, others less dex
trin to bring about an immediate dis
integration. Thus, for instance, com
mercial tablets of acetyl salicylic acid 
contain only 30 per cent, of dextrin, 
while those of the basic bismuth salts 
and of salol contain between 40 and 
50. per cent, of it.

The immediate breaking up of a 
tablet on contact with water does 
not, however, mean that such a tablet 
is fit for solution and consequent as
similation. The adhesive substance

used in granulating the material is a 
factor of no small importance. In
deed, the complete disintegration of 
a tablet depends largely upon it. For 
instance, if gelatine or glue is used in 
granulating, such tablets require two 
or three hours in water before the 
individual granules absorb sufficient 
water to become softened.

A tablet, therefore, prepared from 
material granulated with gelatine, is 
not what, on superficial observation, 
it looks to be; for, while it does 
break up readily into granules, these 
in turn do not soften rapidly, and 
consequently ready disintegration and 
solution of the medicinal substance is 
out of the question.

Furthermore, it seems some manu
facturers have gotten into a rather 
routine method of manufacturing 
compressed tablets, the same excipient 
being used for all kinds of material. 
It certainly is not good practice to 
use dextrin in the making up of tab
lets of soluble materials. A readily 
soluble salt like sodium salicylate 
does not need a disintegrator at all. 
In fact, in such tablets dextrin does 
more harm than good, because, on 
contact with water, it forms a thick 
starch paste, enveloping the soluble 
substance in such a way as to prevent 
ready solution.

Such tablets require from two to 
three hours for solution, while the 
same kind of tablets prepared with
out dextrin are completely dissolv
ed in fifteen to twenty minutes’ time.

To sum up, then, it is safe to say 
that, while dextrin is a good and 
valuable disintegrator in the manufac
ture of compressed tablets, it should 
not be used indiscriminately, and 
when it is used it should be done with 
intelligence, otherwise more harm 
than good will be the result to the pa
tient, whose welfare should always 
be kept in mind. S'. Bertha Muller.

Greetings From the Newly-Elected 
President.

Grand Rapids, June 28.—Impelled 
by a modesty, which is natural 
to me I committed an error at 
the recent convention, which I sin
cerely regret and which I wish to 
remedy, if possible at this opportuni
ty-

It was to express my thanks for the 
honor which the members of the M. 
S. P. A. conferred upon me by elect
ing me to the Presidency, and allow 
me to assure you that this feeling 
comes from the heart. I hope that 
my administration may exceed your 
expectations, and it certainly will do 
so if my efforts in behalf of the phar
maceutical profession and our Asso
ciation are supported as they should 
be.

I , therefore, ask you to give me 
the support our cause is entitled to 
and needs. Let each one of us do

a little and we will accomplish great 
things.

The coming year is sometimes call
ed a quiet year, an off year, but it 
is my opinion that we have no such 
years in our Association. I think 
that this year we should work as 
hard as in a legislative year, because 
now is the time to prepare for the 
coming year. Now is the time to lay 
our plans. Now is the time to 
strengthen our organization. Now is 
the time to prepare the ammunition, 
which we may need later on.
. Therefore, brothers, once more 1 

ask your cordial assistance and I will 
prove that my contention is right. 1 
hope later on to give you a more defi
nite idea of my plans for this year’s 
work- C. H. Jongejan,

Pres. M. S. P. A.Mi tor te
The 80 Per Cent. Clause in Plain 

English.
Will you please explain in 

everyday English just what is 
meant by the 80 per cent, co-in
surance clause? I have asked my 
local fire insurance agent and he 
“explained” it fully. But I do not 
yet understand. I doubt if he 
knows a great deal more about it 
than I do myself.—J P. G.
The question asked by this corres

pondent is of such general interest 
that we are going to answer it here 
rather than through a letter. This mer
chant need not be discouraged over 
his inability to understand the clause 
in every detail. If the truth were to 
be known, it could be said that a con
siderable percentage of the local fire 
insurance agents of the country them
selves do not thoroughly understand 
the whys and wherefores of this 
rather troublesome division of fire in
surance.

What is the 80 per cent, co-insur
ance clause and what does it mean?

Well, you have a stock of say $10,- 
000 and insure it for $6,000. Your 
policy contains an 80 per cent co-in
surance clause. Your store burns 
and the damage done by the fire 
amounts to at least $6,000—the face 
value of your policy.

How much money do you get—
$ 6,000?

Not a bit of it.
You get just $4,500.
Quite an awakening isn’t it?
Now, why is this?
Let’s get this thing straight right 

here. It is one of the snags many 
merchants strike in obtaining insur
ance. The lack of understanding of this 
clause has had serious consequences. 
For it is a serious thing to get a con
siderable sum less than you expected.

The way this clause works out, the 
insurance company is not liable for 
a greater proportion of the loss than 
the sum insured bears to 80 per cent, 
of the cash value of the property in
sured. In other words, the owner 
agrees to keep his property insured 
for 80 per cent, of its value, and if 
he fails to do this he becomes a co
insurer for the balance of the value 
not so covered.

This is the technical way the com
panies explain co-insurance. And 
here, reduced to plain English is how 
the thing works:

The $6,000 policy on the $10,000 
stock mentioned above brings only 
$4,500 when the store is damaged to 
the extent of $6,000. The reason for 
this is that the policy contained an 
80 per cent, co-insurance clause. Un
der the provisions of this clause, the 
policy, to be good for all the damage, 
should have been for 80 per cent, of 
the cash value, or $8,000. In this in
stance, the full amount of the damage 
—$6,000 or any other sum up to $8,- 
000—would have been paid.

Here are the figures:
Cash value of stock, $10,000.
Eighty per cent, of this cash value 

is $8,000.
The amount insured ($6,000) is 

three-fourths of 80 per cent, of the 
cash value ($8,000) and can only be 
collected in that proportion. The 
company is obligated, then, to pay 
only three-fourths of the amount in
sured.

Three-fourths of $6,000 is $4,500.
Four thousand five hundred dollars, 

therefore, is the amount collectible 
under the policy—that is, if the prop
erty is damaged to the extent of $6,- 
000. Smaller claims for damages, of 
course, would be settled on the same 
basis.

If at least 80 per cent, of the cash 
value had been insured for, no such 
proportion would have held, and the 
company would have been liable for 
the whole amount of the loss.

Do you want some more examples?
Well, suppose you have a $20,000 

stock and insure it for $10,000, the 
policy containing an 80 per cent, 
clause.

Eighty per cent, of $20,000 is $16,-
000,

Ten thousand dollars is five eighths 
of $16,000, thus making the company 
liable for five-eighths of the amount 
insured.

Soda Fountain Supplies
Wire Chairs, Stools and Tables, Bent-wood Chairs, Spoons,
Ladles, Dishers, Soda Glass Holders, Straws, Straw Dis
pensers, Strainers, Ice Chippers, Etc.

We are the sole agents in Western Michigan for the
Knight Sanitary Vitreous Iceless Soda Fountains

(The safe guard of sanitation)

Grand Rapids Store Fixture Co.
No. 7 Ionia Ave., N. W. Grand Rapids, Michigan

On your way up town from the Union Depot.
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Amount collectible, five-eighths of 

$10,000, or $6,250.
Or, you put a $5,000 policy on a 

$15,000 stock.
Eighty per cent, of $15,000 is $12,- 

000.
Five thousand dollars is five- 

twelfths of $12,000.
Amount collectible, five-twelfths of 

$5,000 or $2,083.
If your stock is worth $3,000 and 

you insure it for $1,200 with an 80 
per cent, clause, the returns would 
look like this:

Eighty per cent, of $3,000 is $2,- 
400.

One thousand two hundred dollars 
is one-half of $2,400.

Amount collectible, one-half of $1,- 
200, or $600.

A policy of $1,000 on a $5,000 stock 
would bring, under this clause, only 
$250.

Eighty per cent, of $5,000 is $4,000.
One thousand dollars is one-fourth 

of $4,000.
Amount collectible, one-fourth of 

$1,000, or $250.
The philosophy of the thing seems 

to be about this: The insurance com
panies apparently want their risks di
vided up as much as possible. They 
are willing to make a little conces
sion in rates with the insured if he 
will agree to carry at least 80 per 
cent, of the total cash value of the 
property insured. It is likely to in
duce the insured to carry more in
surance. Also he is likely to split it 
up among various companies, thus 
dividing the burden of a possible loss.

These examples illustrate the work

ings of the 80 per cent, clause in the 
case of partial losses only.

If the loss is total, what then?
In case of a total loss, the company 

is liable for the whole amount the 
policy calls for without regard to any 
co-insurance clause.

If the policy contains an 80 per 
cent, or any other percentage co-in
surance clause be sure you absolutely 
know where you stand before you ac
cept a policy. Know your policy. 
Make your agent show you.—Butler 
Way.

te te St
Men laugh at trouble and women 

cry over it—at least, that’s the way 
they usually act at a wedding.

¡PU R IT  
INSTITUTWh SHELDO:
\ j f / (  G RA N D  RA1

SH ELD O N  A N D  OAKES  
G RA N D  RAPIDS, «^MICHIGAN.

E C Z E M A
SK IN  AND SCALP D ISEA SES

90CCB9SVULLY TKBATID
yPuritan P laster Method lo r External,

C A N C E R  R E M O V A L
Interested persons are Invited to investitate out methods/ 

of treatment. Prompt and permanent relief mus 
be accomplished before settlement is made.

A. T. H0XIE, M. D., Supervising Physician 
ALVAH BROWN, S. V. MAC LE0D,

President Secretary
JESSE J. FOX, Superintendent 

MRS. MAE HAUCK, Supt. Ladies Dept.
Send for Cancer and  

E czem a B ooklet

Walrus Soda Fountains
Electric Carbonators 

Cyclone Mixers

Glasses Cups Holders 
Spoons Dishers Paper Soda Cups 

Squeezers Shakers, Etc.

Coca Cola, Cherry Smash
Root Beer, Grapefruitola

Syrups and Flavors

Chairs, Stools and Tables

Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day ot issue.

A cids
A cetic ................... 6 @ 8
Boric ..................... 10 @ 15
C arbolic ............... 1 7101  75
C itric  ................... @1 00
M u ria tic  ............... 1%@ 5
N itric  ..................... 7 <g> 12
Oxalic ................. 27%@ 35
S ulphuric  .............  1%@ 5
T a r ta r ic  .................  53 a6

A m m onia
W ater , 26 deg. . .  6%@ 10
W ater , 18 deg. . .  4%@ 8
W ater , 14 deg. . .  3%@ 6
C arb o n ate  ............  13 @ 16
C hloride .............  10 @ 25

B alsam s
C opaiba .................. 75 @4 00
F ir  (C anada) . .  1 50@1 75 
F ir  (O regon) . . .  40® 50
P e ru  ................... 4 75@5 00
Tolu ......................... 75@1 00

B erries
Cubeb ................... 85 @ 90
F is h  .....................  15 @ 20
Ju n ip e r ................. 10 @ 15
Prick ley  A sh . . .  @ 5 0

B arks
C assia  (o rd in ary ) 25@ 30
C assia  (S aigon) 65® 75 
E lm  (powd. 30c) 28® 30 
S a ssa fra s  (pow. 30c) @ 25 
Soap C ut (pow d.)

35c .......................  23® 25

E x tra c ts
Licorice ................. 27® 30
L icorice pow dered  30® 35 

F low ers
A rnica ......................  30® 40
C ham om ile (G er.) 90@1 00 
C ham om ile (R om ) 55® 60

B um s
A cacia, 1st ........... 50® 60
A cacia, 2nd ......... 45® 50
A cacia, 3rd ........... 40® 45
A cacia, S o rts  . .  20® 25
A cacia, pow dered  30® 40
A loes (B arb . Pow ) 22® 25 
A loes (C ape Pow ) 20® 25 
A loes (Soc. Pow .) 40® 50
A safoe tida  ..............  60® 75
A safoetida , Powd.

P u re  ................... @1 00
U. S’. P . Pow d. @1 25

C am phor ................. 58® 62
G uaiac .....................  40® 45
G uaiac, pow dered  50@ 55
K ino .........................  70® 75
Kino, pow dered  75® 80
M yrrh  ................. @ 40
M yrrh , pow dered  @ 50
Opium  ............. 8 50® 8 75
Opium, powd. 10 00® 10 25 
Opium , g ran . 10 25@10 50
Shellac .....................  28® 35
Shellac, B leached 30® 35
T rag a c a n th

No. 1 ............... 2 25@2 50
T rag a c a n th  pow 1 25@1 50 
T u rp en tin e  ............. 10® 15

L eaves
Buchu ............... 1 65@1 75
Buchu, powd. 1 75®2 00
Sage, bu lk  ............... @ 40
Sage, %s loose ........ @ 45
Sage, pow dered . .  @ 5 0
Senna, A lex ......... 30® 35
Senna, T in n ........... 30® 35
S en n a  T in n  pow d 35@ 40 
U va U rsi ............... 18® 20

Oils
Almonds, B itte r,

tru e  ................. 6 50@7 00
Alm onds, B itte r, 

a rtif ic ia l . . . .  3 00@3 25
Alm ouds, Sw eet,

tru e  ................. 1 25@1 50
Almouds, Sw eet,

im ita tio n  ........... 50® 60
Amber, c rude  . .  25® 30
Am ber, rectified 40® 50
Anise ................... 2 00@2 25
B erg am o n t . . . .  4 25@4 60
C ajep u t ...............  1 35@1 60
C assia  ............... 1 75@2 00
C asto r, bbis. and

can s  ............... 12% @ 15
C edar L ea f ........... 90@1 00
C ltrone lla  ............... 75@1 00
Cloves ................. 1 75@2 00
C ocoanut ........... 20® 25
Cod L iv er . 1 75@2 00
C otton  Seed . . . .  85@1 00
C roton ............... 2 00@2 25
Cupbebs ............. 3 75@4 00
E igeron  ............  1 75@2 00
E u ca ly p tu s  . . . .  1 00@1 20
Hem lock, pure  . .  fril 00 
Ju n ip e r  B errie s  2 50@2 75
Ju n ip e r  W ood . . .  70® 90
l.ard , e x tra  ........... 80® 90
L ard , No. 1 ......... 65@ 75
L av en ’r  F lo w ers . @6 00 
L avender, G ar’n  1 25 @1 40
Lem on ............... 2 00 @2 25
Linseed, boiled, bbl. @ 59
Linseed, bid. less 62@ 70
Linseed, raw , bbl. @ 58 
Linseed, raw , less 61® 68

M ustard , tru e  . .9  00@9 50 
M ustard , a r t if i’l 5 00@5 25
N eatsfo o t ............. 70® 80
Olive, p u re  . . . .  2 50®3 50 
Olive, M alaga,

yellow ........... 1 55@1 65
Olive, M alaga,

g reen  ............... 1 50@1 60
O range Sw eet . ,  2 50@2 75 
O rganum , p u re  . .  @2 50
O riganum , com ’l @ 75
P en n y ro y a l ........... @2 75
P ep p e rm in t . . . .  2 50@2 75 
Rose, p u re  . . .  14 50@16 00 
R osem ary  F low s 1 50® 1 75 
Sandalw ood, E .

1............................ 7 00@7 25
S assa fra s , tru e  @1 10
S assa fras , a r tif i’l @ 60
S p earm in t ......... 3 25@3 50
Sperm  ............... 90 @1 00
T an sy  ...............* 4 00@4 25
T a r, U S P  ........... 30® 40
T u rp en tin e , bbis. @ 48
T u rp en tin e , less  55® 60 
W in te rg reen , tru e  @5 00
W in terg reen , sw eet

b irch  ............... 3 00@3 25
W in te rg reen , a r t  2 00® 2 25
W orm seed ......... 3 50@4 00
W orm w ood . . . .  4 00®4 25

P o tassium
B icarb o n ate  . . . .  i36@ 40 
B ich rom ate  . . . .  27® 30
B rom ide ........... 1 25@1 35
C arb o n ate  ........... 30® 35
C hlorate , x ta l  an d

pow dered  ........... 42® 45
C hlorate , g ra n u la r  47® 50
C yanide ................. 30® 45
Iodide .....................  @3 77
P e rm an ag an a te  . . 8 5 ®  90 
P ru ss ia te , yellow  @1 10
P ru ss ia te , red  1 65® 1 75 
S u lp h a te  ............... 20® 25

Roots
A lk an et .................
Blood, pow dered  
C alam us

@ 75 
@ 60 
@ 80 
@1 05 
@ 70 
@2 75 
@ 90 
@2 75 
@ 70

30® 
20® 
40®

E lecam pane , pwd. 15®
15® 25

28

G entian , powd.
G inger, A frican ,

pow dered  ......... 15®
G inger, J a m a ic a  22® 
G inger, Jam a ica ,

pow dered  ........... 22®
G oldenseal pow. 6 50@7 00 
Ipecac, powd. 4 75@5 00
L icorice ................. 18® 20
Licorice, powd. . .  12® 13
O rris, pow dered  30® 35 
Poke, pow dered  20® 25 
R h ubarb  ................. 75@1 00
R hubarb , powd. 75@1 25 C oíros.™  m 7  J ®  6 
R osin w eed, powd. 25® 30 C w am  m  1 Ç?

Ipecac  ...................
Iron , clo.................
K ino .....................
M yrrh  . . ; .............
N ux V om ica . . . .
Opium  ...................
Opium, Capm h.
Opium , D eodorz’d 
R h u b arb  ............

P a in ts
Lead, red  d ry  . .  8® 8%
Lead, w h ite  d ry  8® 8%
Lead, w h ite  oil . .  s@ 8% 
Ochre, yellow  bbl. 1 @ 1 % 
Ochre, yellow  less 2 @ 5
g u tty  • ........... 2%@ 5

V en et’n  bbl. 1 @ 1% 
Red V en e t’n  less 2 @ 5
V erm illion, E ng. 1 25@1 50 
Verm illion, A m er. 15® 20 
f i t t i n g ,  bbl. . .  1 i- io @ i%
W i ^ n g  ............... 2® 6
L. H . P . P rep d  1 25@1 35

Insecticides
A rsen ic  ................... 10®
Blue V itrol, bbl. <a> 
Blue V itrol, less 9® 
B ordeaux M ix P s t  8® 
H ellebore, W hite

pow dered ........... 15®
In sec t P ow der . .  30®
Lead A rsen a te  . .  s@ 
Lim e a n d  S u lphur 

Solution, gal. . .  15@ 
P aris  G reen  ___  20® 25

M iscellaneous
A cetana lid  ......... 1 00@ I 10
A lum  ......................... 6® 8
Alum, pow dered  an d

g round  ................. 7® iq
B ism uth , Subni-

t r a te  ............... 2 97@3 10B orax  x ta l  or
pow dered  ........... 6® 12

L a n th a ra d e s  po 2 00@ 7 00
Calom el ............. 1 66® 1 70
C apsicum  ............. 30@ 35
C arm ine ............. 4 25@4 6u
C assia  B uds . . . .  ® 40
9 ovt a .. .................... 30® 35g h a lk  P rep a re d  6® 8% 
C halk  P rec ip ita te d  7® iu
C hloroform  ........... 37® 43
C hloral H y d ra te  1 25@1 45
Cocaine ............... 4 60@4 90
Cocoa B u tte r  . .  55® 65 
Corks, lis t, less 70% 
Copperas, bbis. . .  @ 0 1
copperas, less  . . . .  2® 5
Copperas, powd. . .  4@

25®
S arsap arilla , H ond.

ground  ...............
S a rsa p a r illa  M exican,

g round  ............... 20®
Squills ................... 20®
014 u i i i s i ,  f c j u w u e r e d  40 (0)
T um eric , powd. 12® 
V alerian , powd. 25®

@ 65

35
35
6015
30

C ream  T a r ta r  
C uttlebone . . . . .
D extrine .............
D over’s  P o w d er . 
Em ery, a ll Nos. 
Em ery, pow dered  
E psom  Salts, bbis.

40® 45 
45® 5o 
7® 10 

@2 50 
6® 10 5® 8

3

Seeds
20®@A nise .....................

Anise, pow dered
B ird , I s  ............... @ 12
C an ary  ................... 8® 12
C araw ay  ............. 15® 30
C ardam on ......... 2 00@2 25
C elery (powd. 40) 30® 35
C oriander ........... 10® 18
Dill ....................... 20® 25
F ennell ................... 40® 45
r  uu . ..................... ..
F lax , g round  . . . .

XV
10

Foenugreek , pow. 8® 10
H em p ....................... 6® 10
Lobelia ................. @ 50
M usta rd , yellow 16® 20
M ustard , b lack 16® 20
M ustard , powd. 22® 30
P oppy  ..................... 15® 20
Q uince ............... 1 00@1 25
R ape ..................... @ la
S abad illa  ............... @ 35
Sabadilla , powd. @ 40
Sunflow er ............. 12® 15
W orm  A m erican 20® 25
W orm  L ev a n t . .  1 00 @1 10

T in c tu res
A conite ............... @ 75
Aloes ................... @ 65
A rn ica  ................. @ 75
A safoetida  ......... @1 35
B elladonna  ........ @1 65
B enzoin ............... @1 00
B enzoin Com po’d @1 00
B uchu  ................... @1 50
C an th a rad ie s  . . . @1 80
C apsicum  ............. @ 90
C ardam on ........... @1 50
C ardam on, Comp. @2 00
C atechu  ............... 60
C inchona ........... @1 05
Colchicum  ........... @ 75
Cubebs ................. @1 20
D ig ita lis  ............. @ 80
G en tian  ............... @ 75
G inger ................... @ 96
G uaiac ................. @1 06
G uaiac  A m m on. @ 80
Iodine ................... - @2 00
Iodine, ColorleM 9 « 00

Epsom  S alts , less 4® 6
ferg ° t  ............... 2 00® 2 25
E rgot, pow dered  2 76@3 00
F la k e  W h ite  . . . . . .  15® 20
^orm akienyut' lb. to®  to
G am bier ................. 10® 15
G elatine  ................. 56® 70
G lassw are, full cases  80% 
G lassw are, less 70 & 10% 
G lauber S a lts  bbl. @ 1 % 
G lauber S a lts  less  2® 6
Glue, brow n ......... li@  15
Glue, brow n grd . 10® 15
Glue, w h ite  ........... 15® 25
Glue, w h ite  g rd . 15® 20
G lycerine .’............. 26® 35
“ •ops ....................... 45® 60
Jm hgo  ............... 1 25@1 50
Iodine ................. 4 55® 4 80
Iodoform  ........... 5 20@5 80
L ead A ce ta te  . . . .  15® 20
Lycopdium  . . . .  I  35@1 50
M ace .......................  86® 30
M ace, pow dered  95 @1 00
M enthol ............... 3 50®3 75
M enthol ........... 3 75 @4 00
M orphine ........... 5 65@5 90
N ux V om ica ........... @
N ux V om ica pow. @ 
Pepper, b lack  pow. @ 
Pepper, w h ite  . . . .  @
P itch , B urgundy  . .  @
Q uassia  ................. 10®
Q uinine, a ll b rd s  33® 
Rochelle S a lts  . . .  32® 
S accharine  . . . .  3 25@3 76
S a lt P e te r  ........  20® 25
Seid litz  M ix tu re  . 28® 32 
Soap, g reen  . . . .  15® 20 
Soap, m o tt cas tile  12® 15 
Soap, w h ite  cas tile

case  .......................  @6 75
Soap, w h ite  c as tile  

less, p e r  b a r  . . . .
Soda A sh . .  . . . .  1%@
Soda B icarb o n ate  1 K 9
Soda, Sal ........... 1®
S p ir its  C am phor @
S ulphur ro ll ......... 2%@
S ulphur SubL . . . .  3®
T am arin d s  ........... 15®
T a r ta r  E m etic  . . . .  @
T u rp en tin e  V enice 40® 
V anilla  E x. p u re  1 00@1 60 
W itch  H azel . . . .  65@1 00 
Zinc S u lpha te  . . .  7® 10

@ 75

5
4 

75
5 
5

20
60
50
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled 
at market prices at date of purchase.

ADVANCED DECLINED
G alvanized  P a lls  
G alvanized  T ubs 
S teel C u t O ats  
Im ported  M acaroni

F a rin a

Index to Markets ^ 2

Col.

A m m onia . . . .  
Axle G rease  . .

B
B aked  B ean s
B a th  B rick  ............. 1
B lu ing  ........................... 1
B re a k fa s t Food . . . . 1
B room s ......................... 1
B ru sh es  ....................... . .  1
B u tte r  C olo; ............. 1

C
C andles . . . .  ............... 1
C anned  Goods ......... . 1-2
C arbon O ils ............... . .  2
C atsu p  ......................... . .  2
C heese ........... . .  3
C hew ing G um  . . . . . . . .  3
C hicory  ....................... 3
C hocolate  ..................... 3
C lothes L ines  ......... . .  3

. .  3
C ocoanut ..................... 3

. .  3
C onfections . . . . . . . . . 4
C racked  W h e a t . . .
C rack e rs  ..................... . 5, 6
C ream  T a r ta r  . . . . . . 6

D
D ried F r u i ts  ............... . .  6

F
F arin aceo u s  Goods .. .  6
F ish in g  T ack le  ......... . .  6
F lav o rin g  E x tra c ts  . . .  7
F lo u r  a n d  F eed  . . . . . .  7
F r u i t  J a r s  ............. .. . .  7

G
G ela tin e  ....................... . .  7
G ra in  B ag s ............... 7

H
.. 7

H id es  a n d  P e l t s ......... . .  8
H orse  R ad ish  ............. .  8

J
Je lly  ............................... 8
Je lly  G lasses ............. 8

M
M acaroni ............. 8
M aplelne ...................... 8
M eats, C anned  ......... 9
M ince M ea t .............. 8
M olasses ....................... 8
M u sta rd  ...................... 8

N
N u ts  ............................... 4

0
OVves ........................... . 8

P
Pick les ........................... 8
P ip es  ............................. 8
P lay in g  C ard s  .......... 8
P o ta sh  ........................... . .  8
P rov isions  .................... 8

R
R ice ................................. 9
Rolled O a ts  ................ 9

8
S a lad  D ress in g  ........ 9
S a le ra tu s  ..................... . .  9
S a l Soda ..................... 9
S a lt ................................. 9
S a lt F ish  ..................... . .  9
Seeds ..................... . 10
Shoe B lack in g  . . . . . . . .  10

. 10
Soda ............................... . 10
Spices ........................... . 10
S ta rch  ........................... 10
S yrups ........................... . 10

T
T ab le  Sauces ............. . 10
T e a  ................................. . 10
T obacco ............... 11, 12, 13
T w in e  .............................  13

V
V in eg ar ................   13

W
W icklng  ..........   13
W ooden w a re  . . .  ; ........ i s
W rap p in g  P a p e r  . . . . .  14

Y
T o a s t C ake ...........   14

AMMONIA
Doz.

12 oz. ovals, 2 doz. box 75

A X L E  G R EA SE 
F raz e r 's .

lib . w ood boxes, 4 doz. 3 00 
l ib . t in  boxes, 3 doz. 2 35 
3% lb, t in  boxes, 2 dz. 4 25 
101b . pails , p e r  doz. ..6  00 
15!b. pa ils , p e r  doz. . .7 20 
251b. pails , p e r  doz. ..1 2  00

BA K ED  BEA N S 
No. 1, p e r  doz. . .  4 5 0  90 
No. 2, p e r  doz. . .  75@1 40 
No. 3, p e r  doz. . .  85@1 75

BATH BRICK 
E ng lish  ...........................  95

BLUING
Jen n in g s '.

C ondensed P e a r l  B lu ing  
S m all C  P  B luing, doz. 45 
L a rg e  C  P  B luing , doz. 76

F o iger’s.
S um m er Sky, 3 dz. cs. 1 20 
S um m er Sky, 10 d z  bb l 4 00

B R E A K FA ST  FOOD8 
A petizo, B isc u its  . . . .  3 00 
B ea r  Food, P e tt l jo h n s  2 13 
C racked  W h ea t, 24-2 2 80 
C ream  o f R ye, 24-2 . .  3 00 
Q u ak er P uffed  R ice . .  4 25 
Q u ak er P u ffed  W h e a t 3 45 
Q u ak er B rk fs t  B iscu it 1 90 
Q u ak er C orn  F la k e s  1 75 
V ictor C orn  F la k e s  . .  2 20 
W ash in g to n  C risps . .  1 85
W h e a t H e a r ts  ............. 2 06
W h ea te n a  ...................  4 60
E v a p o r’ed  S u g a r  C om  ¿0
F arin o se , 24-2 .............  2 70
G rape  N u ts  ...................  2 70
G rape  S u g a r  F la k e s  . 2 60 
S u g a r  C orn  F la k e s  . .  2 50 
H a rd y  W h e a t Food  . .  2 25
H olland  R u sk  ...............  3 20
K rink le  C om  F la k e s  1 76 
M apl-C orn  F la k e s  . . . .  2 80 
M inn. W h e a t C erea l 3 76 
R alsto n  W h e a t Food  4 60 
R alsto n  W h t Food  10c 2 25
R om an M eal ...............  2 30
Saxon W h e a t Food  . .  2 90 
S h red  W h e a t B isc u it 3 60
T riscu lt, 18 ...................  1 80
F in sb u ry ’s  B es t Cer*l 4 25 
P o s t  T o astie s , T -2  . ,  2 50 
P o s t T o as tie s , T -3  . .  2 70 
P o s t  T a v e rn  P o rrid g e  2 80

BROOMS
F a n c y  P a rlo r , 25 lb . 4 25 
P a rlo r , 5 S tr in g , 25 lb . 4 00 
S ta n d a rd  P a rlo r , 23 lb . 3 50 
Com m on, 28 lb . . . . . . .  3 25
Special, 23 lb . . . . . . .  2 76
W arehouse , 33 lb . . . .  4 26 
C om m on W h isk  . . . .  1 00
F a n c y  W h isk  ...............  1 25

B R U SH E S
Scrub

Solid B ack , 8 i n . ........... 75
Solid B ack , 11 in ........... 95
P o in ted  E n d s  ...............  85

S tove
No. 3 .................................  90
No. 2 ...............................  1 26
No. 1 ...............................  1 76

Shoe
No. 3 ................    1 00
No. 7 ............................  1 30
No. 4 .............................. 1 70
No. 3 ............................  1 90

B U T T E R  COLOR 
D andelion , 25c s ize  ... 2 00 

C A N D L ES
P araffine, 6s  .................  7
P araffine , 12s . . . . . . . .  7%
W ick lng  . . . . . . . . . . . . .  20

C A N N E D  GOODS 
A pples

3 lb . S ta n d a rd s  . .  @ 8 5
No. 10 ... .............. @2 50

B lackberries
2 lb;. ...................  1 50@1 90
S ta n d a rd  No. 10 @6 25

B eans
B aked  . . . . . . . . . . . .  85@1 80
Red K id n ey  . . . .  75@ 85
S tr in g  ..............  1 0 0 0 1 7 5
W ax  ................... .... 7 6 0 1  26

B lueberries
S tandard - . . . . . . . . . . . .  1 8 0
No. 10 7 25

C lam s
L ittle  N eck, l ib . . .  @1 25 

C lam  Bouillon
B u rn h am ’s  % p t ...........2 25
B u rn h a m ’s p ts .............. 3 75
B u rn h am ’s  q ts ...............7 50

Corn
Fab- .......................  65@ 70
Q°o<i .......................  9001  00
F a n c y  .....................  @1 80

F rench  P eas  
M onbadon (N a tu ra l)  

p e r  doz........................1 75

G ooseberries
No. 2, F a ir  ................... 1 35
No. 2, F a n c y  ............... 2 50

H om iny
S ta n d a rd  .......................  85

L obster

M ackerel
M ustard , l i b ...................  1 80
M usta rd , 21b ...................  2 80
Soused, 1%R>.................  l  60
Soused, 21b.....................  2 75
T om ato , lb ....................... 1 go
T om ato , 21b...................  2 80

M ushroom s
B u tto n s , % s . . . .  @ 15
B u tto n s , I s  ......... @ 82
H ote ls, I s  . . . . . .  @ 20

O ysters
Cove, 1 lb .............  @ 75
Cove, 2 lb .............  @1 40

P lum s
P lu m s  ...................  9901 85

P ear*  In S y rup  
No. 3 cans, p e r  doz. . . 1  60 

P e a s
M arro w fa t ...........  9001  00
E a rly  J u n e  . . . .  1 1001  25 
E a rly  J u n e  s if td  1 4 5 0 1  56

P each es
f i e  .......................  1 oo@ i 25
No. 10 s ize  c an  p ie  @3 25

P ineapp le
G ra ted  ............... 1 7 6 0 2  10
Sliced ................. 9 5 0 2  60

Pum pk in
F a i r  .............................  $•
Good .............................  90
F a n c y  .............................  1  00
N o. 10 .............................  2 40

R asp b errie s  
S ta n d a rd  ........... @

Salm on
W arren s , 1 lb . T a ll . .  2 30 
W arren s , 1 lb . F la t  . .  2 45 
Red A la sk a  . . . .  1 70 0 1  75 
M ed R ed A la sk a  1 40 0 1  45 
P in k  A la sk a  . . . .  @1 20

S ard in e s
D om estic, % s .............  8 90
D om estic, M M u sta rd  8 75 
D om estic, M M u sta rd  3 26
F ren ch , % s .......... 7014
F ren ch , % s ...........  18023

S a u e r  K ra u t
90No. 3, c an s  . . . . . . .

No. 1Ò, c an s  ............. . 2

D unbar,
D unbar,

S h rim ps 
I s  doz. . . .  

l% s  doz. . . .
. 1 
. .  2

F a i r  . .
S ucco tash

Good . 
F an cy

..................... 1

................. 1 2501
S traw b e rr ie s

S ta n d a rd  .................
F an cy  .......................

T om atoes
Good ...........................
Fancy .............. i.
No. 10 .........................

C A TSU P
S n id e r’s  p in ts  .........
S n ide r’s  % p in ts  . . .  

C H E E 8 E
A cm e ...................
C arson  C ity  . . . .
B rick  .....................
L eiden  .................
L im b u rg e r .........
P ineapp le  ........... 40
E dam  ...................
S ap  Sago .............
Swiss, do m estic  . . . .

90 
1 20

90
1 20 2 90

@16%
@16
@16
@15

@85

C H E W IN G  QUM 
A dam s B lack  J a c k  . . . .  62
A dam s S ap p o ta  .............  59
B eem an’s  P ep s in  ...........  62
B eech n u t ...........................  62
C hiclets ................... .. 1 83
C olgan V iolet C hips . .  65 

1 C olgan M in t C hips . . . .  65
D en tyne  .......... ..................  62
D oublem in t .......................  34
F la g  S pruce  ...................  59
J u icy  F r u i t  .......................  59
R ed R obin  .......................  62
S p earm in t, W rig leys  . .  64 
S p ea rm in t, 5 box  ja r s  3 20 
S p ea rm in t, 3 box  Ja rs  1 92
T ru n k  S pruce  ..........  59
Y u catan  ..................   62
Z eno ..................    64

CH OCOLATE 
W a lte r  B a k e r  & Co.

G erm an ’s  S w ee t .............  22
P rem iu m  ...........................  32
C araca s  .............................  28

W a lte r  M. L ow ney Co.
P rem iu m , % s ...................  29
P rem iu m , % s ...............  29

C L O T H E S L IN E  
„  P e r  doz.
No. 40 T w isted  C otton  95 
No. 50 T w isted  C otton  1 30 
No. 60 T w is ted  C o tton  1 70 
No. 80 T w is ted  C otton  2 00 
No. 50 B ra id ed  C o tton  1 00 
No. 60 B ra ided  C o tton  1 25 
No. 60 B ra ided  C o tton  1 85 
No. 80 B ra ided  C o tton  2 26 
No. 50 S ash  Cord . . . .  1 75 
No. 60 S ash  Cord . . . .  2 00
No. 60 J u te  .....................  90
No. 72 J u te  .........' . . . .  1 lo
No. 60 S isal ...............  1 00

G alvanized  W ire  
No. 20, e ach  100ft. long  1 90 
No. 19, each  100ft. long  2 10 
No. 20, each  100ft. long  1 00 
No. 19, each  lOOfL long  2 10

COCOA
B ak e r’s  ...........................  37
C leveland ...........................  41
Colonial, % s ................... 35
Colonial, % s ................... 33
E p p s ...................................  42
H ersh ey ’s, % s ..............  30
H ersh ey ’s, % s ...............  28
H u y le r .................................  36
Low ney, % s ..................  34
Low ney, % s  ...................  84
Low ney, % s ..................  33
L ow ney, 51b. c an s  . . . .  83
V an H o u ten , % s .......... 12
V an  H o u ten , % s .......... 18
V an H o u ten , % s .......... 36
V an  H o u ten , I s  ............... 65
W a n -E ta  ...........................  36
W ebb ...................................  38
W ilber, % s ................  S3
W ilber, M* .......................  32

COCOANUT 
D u n h am ’s  p e r  lb.

Mb, 51b. c ase  ................  30
%s, 51b. case  ................  29
% s 15 lb . case  ........... 29
Ms, 15 lb. c a s e ...........  28
Is , 151b. case  ............... 27
Mb & M b 151b. case  28
Scalloped G em s ......... 10
Mb & Mb p a ils  ........... 16
B ulk , p a ils  ...................    13
B ulk, b a rre ls  ................. 12
B ak e r’s  B razil Shredded 
10 5c pkgs., p e r  case  2 60 
26 10c pkgs., p e r  case  2 60 
16 10c an d  33 6c pkgs., 

p e r  case  ................... 2 60

C O F F E E S  RO ASTED  
Rio

Com m on ........................... 19
F a ir  ..................  19%
Choice ...............................  20
F a n c y  ...............................  21
P e a b e rry  .........................  23

S an to s
C om m on .........................  20
F a ir  .................................  20%
C hoice .............................  21
F a n c y  ' .............................  23
P e a b e r ry  .........................  23

M aracaibo
F a i r  ...................................  24
C hoice ...............................  25

M exican
Choice .............................  25
F an cy  ...............................  26

G u a tem ala
F a ir  ...................................  25
F a n c y  .............................. 28

Ja v a
P riv a te  G row th  . . . .  26030
M andling ...................  31035
A ukola .......................  30032

M ocha
S h o rt B ean  ...............  25027
Long B ean  ...............  24025
H. L. O. G. ____   26028

B ogota
F a i r  .................................. 24
F a n c y  .............................  26
E x ch an g e  M ark et, S tead y  
Spot M ark e t, S tro n g  

P ack ag e
N ew  Y ork  B as is  

A rbuckle .....................  17 00

. M cL aughlin’s  XX X X  
M cL aughlin ’s  X X X X  

package  coffee is  sold to  
re ta ile rs  only. M ail a ll o r 
d e rs  d ire c t to  W . F . M c
L augh lin  & Co., Chicago,

E x tra c ts
H olland, % gro. bxs. 95
F elix , % g ro ss  ...........  1 15
H um m el’s  foil, % gro. 86 
H um m el’s  tin , % gro . 1 43 

C O N FEC TIO N E R Y  
S tick  C andy P a lls

H orehound  .....................  9%
S ta n d a rd  ............  9̂ 4
S tan d a rd , sm all . . . . .  10
T w ist, sm all . . . . . . . .  10
„ . C ases
Ju m b o  .............................  9)4
Jum bo, sm all . . . . . . . .  10
B ig  S tick  .......................  9%
B oston  S u g a r  S tick  . .  14 

Mixed C andy
_  ■ - P a ils
B roken  ......................... 8%
C ut L oaf .......................  10
F ren c h  C ream  ........... 10
F an cy  .............................
G rocers ...........................  7
K in d e rg a rte n  .............  12
L ead e r ...........................  10
M ajestic  .............................10
M onarch  .........................  10
N ovelty  ...........................  11
P a r is  C ream s .............  l l
P rem io  C ream s ........... 14
R oyal .............................  8
Special ...........................  10
V alley C ream s ...........  13
X  L  O ...........................  7%

Specia lties
P a ils

A uto K isses  (b a sk e ts ) 13
A utum n  L e a v e s ........... 13
B onnie  B u tte r  B ite s  . .  17 
B u tte r  C ream  C orn . .  16
C aram el D ice ...............  13
C ocoanut K ra u t  ...........
C ocoanut W affles . . . .  14
Coffy Toffy ...................  14
D ain ty  M in ts  7 lb . t in  16
E m p ire  F u d g e  .............  14
Fudge, P in eap p le  . . . .  14
F udge , W a ln u t ............. 14
F udge , F ilb e r t ............. 14
F udge , Choco. P e a n u t 13 
F udge , H oney  M oon . 14 
F udge , T o as ted  Cocoa-

n u t  .................................  14
F udge , C h erry  ............. 14
F udge , C ocoanut . . . .  14 
H oneycom b C andy  . .  16
Iced  M aroons ............. 14
Iced  G em s ....................... 15
Iced  O range  Je llie s  . .  13 
I ta l ia n  B on B ons . . .  13
L ozenges, P ep ...............  l l
L ozenges, P in k  ........... 11
M anchus .........................  14
M olasses K isses, 10

lb . box .......................  13
N u t B u tte r  P u ffs  . . . .  14 
P ecan s , E x . L a rg e  . .  14 

C hoco lates P a ils
A sso rted  Choc.................  16
A m azon C aram els  . .  16
C ham pion .....................  13
Choc. C hips, E u re k a  19
C lim ax  .......................    14
E clipse , A sso rted  . . . .  14 

, Id ea l C hocolates . . . .  14 
K lond ike C hoco lates 18
N abobs .............................  18
N ibble S tick s  ................. 25
N u t W afe rs  ................... 18
Ocoro Choc. C aram els  17
P e a n u t C lusters  ......... 20
Q u in te tte  .......................  16
R eg ina  .............................  12
S ta r  C hocolates ........... 13
S uperio r Choc, ( lig h t) 19 

Pop C orn  Goods 
W ith o u t p rizes. 

C rack e r J a c k  w ith
coupon .......................  3 25

Pop C orn Goods w ith  P r iz e s  
G iggles, 5c pkg. cs. 3 50
Oh M y 100s ................... 3 50
C rack er Jack , w ith  P rize  
Pop C om  B alls, w ith  r ib 

bon, 200 in  cs p e r  cs. 1 40 
Cough D rops

Boxes
P u tn a m  M entho l . . .  1 00
S m ith  B ros.....................  1 25

N U TS—W hole
lbs.

A lm onds, T a rra g o n a  22 
A lm onds, C alifo rn ia  

so ft shell D rak e  @22
B ra z i ls ' ..........  12013
F ilb e r ts  .................
Cal. N o. 1 S. S. . .  @22
W aln u ts , N ap les . .1 8 0 1 9  
W aln u ts , G renoble  17018 
T ab le  n u ts , fan cy  14016 
P ecans, L a rg e  . . . .  @13
P ecans , E x. L a rg e  0 1 4  

Shelled
No. 1 S pan ish  Shelled 

P e a n u ts  . . . . . .  6% lb 7
Ex. Lg. V a. Shelled

P e a n u ts  ......... 10%@11
P ecan  H a lv es  ......... @55
W aln u t H a lv es  . . . .  @45 
F ilb e r t M ea ts  . . . .  @38 
A lican te  A lm onds 0 6 5  
J o rd a n  A lm onds . ,

P e a n u ts  
F an cy  H  P  S uns

R a w ....................... 5% @6%
R o asted  .......... .  6% @7%

H . P . Jum bo ,
R aw  ............. 7%@8
R oasted  ........... 8%@ 9

CRA CK ERS
N ationa l B iscu it C om pany 

B ran d s
in -e r-S e a l T rad e  M ark 

P ack ag e  Goods 
_  P e r  doz.
B aronet B iscu it . . . . .  1 00
F lak e  W afe rs  ............... 1 00
Cam eo B iscu it ............. 1 50
C heese S andw ich . . . .  1 00 
C hocolate W afe rs  . . . .  1 00
F ig  N ew ton  ..................  1 00
F ive  O’c lo c k  T ea  B e t 1 00 
G inger S naps N B C  . .  1 00 
G rah am  C rackers  . . .  1 00
K a ise r  Ju m b les  ........... 1 00
L em on S naps .............  50
O y ste re tte s  ...................  50
R oyal T o as t ................. 1 00
Social T ea  B iscu it . .  1 00
S altine  B iscu it ............. 1 00
S a ra to g a  F la k e s  . . . .  1 50 
Soda C rackers, N .B .C. 1 00 
Soda C rack ers  P rem . 1 00
U needa B iscu it ...........  50
U needa G inger W afe r  1 00
V anilla  W afe rs  ........... 1 00
W ate r  T h in  B iscu it . .  1 00 
Zu Z u  G inger S naps  50
Z w ieback .......................  1 00

O th er P ack ag e  Goods 
B arn u m ’s  A n im als . .  50
Soda C rack e rs  N BC 2 50 
F ru it  C ake ....................  3 00

Bulk Goods
C ans a n d  boxes

A nim als ................... 10
A tlan tic s , A ss td ........... 13
A vena F r u i t  C akes . .  12 
B onnie Doon Cookies 10
B onnie L assie s  ........... 10
Cam eo B iscu it ........... 25
C ecelia B iscu it ...........  20
C heese T id  B its  ......... 20
C hocolate  B a r  (can s) 18 
C hocolate  D rop C en ter 18 
C hoco late  P uff C ake 18 
Choc. H oney  F in g e rs  16 
Choc. M in t W afe rs  . .  14
C ircle Cookies ........... 12
C racknels  .....................  20
C ream  F in g e rs  ........... 14
C ocoanut T affy  B a r  . .  15
C ocoanut D rops ........... 12
C ocoanut M acaroons 18 
C ocoanut M olas. B a r  15 
C ocont H oney  F in g e rs  12 
C ocont H oney  Ju m b le s  12 
Coffee C akes Iced  . . .  12
C rum pe ts  .......................  12
D inner P a il M ixed . .  10
F am ily  Cookies ...........  10
F ig  C akes A sstd . . . . .  12 
F ires id e  P e a n u t Ju m b  10 
F lu ted  C ocoanut B a r  12
F ro sted  C ream s ......... 10
F ro ste d  G inger Cook. 10 
F ro sted  R aisin  Sqs. . .  10
Fu ll M oon .....................  10
G inger D rops ............... 13
G inger G em s P la in  . .  10 
G inger G em s, Iced  . .  11 
G rah am  C rack e rs  . . .  9
G inger S naps  F am ily  9%
G inger S naps R ound 9 
H ippodrom e B ar . . . .  12 
H oney B lack  C ake . .  14 
H oney  F in g e rs  A ss’t  12
H oney  Ju m b les  ........... 12
H ousehold  Cookies . .  10 
H ousehold  Cooks. Iced  11
Im peria ls  ................  10
Jubilee  M ixed ...............  10
K aise r Ju m b les  ........... 12
L ady  F in g e rs  Sponge 30 
Leap Y ear Ju m b le s  . .  20 
Lem on B iscu it S q u are  lO
Lem on C akes .............  10
Lem on W afe rs  ........... 18
L em ona ..........  10
L orna  Doon ...................  18
M ace C akes .................  10
M ary A nn  ................    10
M anlalay  .......................  10
M arshm allow  P e c an s  20 
Mol. F r t .  Cookie, Iced  i l  
NBC H oney  C akes . .  12 
O atm eal C rack ers  . . .  9
O range G em s ............. 10
Oreo B iscu it ..........  25
P enny  A s s o r t e d ...........10
P icn ic  M ixed ...............  12
R aisin  Cookies ........... 12
R aisin  G em s . ; . . .  1. .  11 
R everes A sstd . . . . . . .  17
R ittenhouse  B iscu it . .  14
Snaparoons ...................  15
Spiced Cookie ...............  10
Spiced Ju m b les, Iced  12
S u g a r F in g e rs  ........... 12
S u g a r C rim p . . . . . . . .  10
S u ltan a  F r u i t  B iscu it 18 
S w ee th ea rts  . . . . . . . . . .  25
V era  L em on D rops / .  18 
V anilla  W afe rs  ..........  20
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B u tte r

N B C  S quare  ........... 7%
Seym our R ound . . . .  7%
N B C  Sodas . . . . . . . . .  7%
N B C  P icn ic  O y sters  7% 
Gem O y sters  .................. 7%

Soda
N B C  Sodas ................. 7
P rem iu m  Sodas ........... 8
Select Sodas ............... 10
S a ra to g a  F lak es  . . . .  13 
S a ltin es  ...........................  13

O yster
N B C  P icn ic  O y sters  7
Gem O y sters  ................. 7
Shell .................................  8%

S u g a r W afe r S pecialties
A dora .............................  1 00
N abisco  .........................  1 00
N abisco  ......................... 1 75
F estln o  ...........................  1 50
F es tin o  ........................... 2 50
L orna  D oone ............... 1 00
A nola .............................  1 00
C ham pagne "Wafers . .  2 50 

A bove q u o ta tio n s  of N a 
tiona l B iscu it Co., su b jec t 
to  change  w ith o u t notice. 

CREAM  T A R TA R
B arre ls  o r D rum s ......... 38
Boxes .................................  39
S quare  C ans ................. 41
F an cy  C addies ............. 46

D R IED  FR U IT S 
A pples

E vapor’ed Choice b lk  
E v ap o r’ed F an cy  pkg. 

A prico ts
C alifo rn ia  ................... 9@12

C itron
C orsican  ......................... 16 Mi

C u rra n ts
Im ported , 1 lb . pkg. . .  8% 
Im ported , bulk  ........... 8%

P eaches
M uirs—Choice, 251b. . .  6% 
M uirs—F ancy , 251b. . .  7% 
F ancy , Peeled . 251b. . .12 

Peel
Lem on, A m erican  . . .  12% 
O range, A m erican  . . .  12% 

R aisins
C luster, 20 c a r to n s  ..2  25 
Loose M usca tels, 4 Cr. 7% 
Loose M uscatels. 3 Cr. 7% 
L. M. Seeded, 1 lb . 8%@9%

C alifo rn ia  P ru n es  
90-100 251b. boxes . .@ 7% 
80- 90 251b. boxes . .@ 8 %  
70- 80 251b. boxes . .@ 8% 
60- 70 251b. boxes . .@ 9% 
50- 60 251b. boxes . .@ 9 %  
40- 50 251b. boxes ..@ 10%

FA RIN A CEO U S GOODS 
B eans

C alifo rn ia  L im as . . . .  6%
M ed. H an d  P icked  . .  3 40
B row n H olland  ......... 3 20

F a rin a
25 1 lb. p ack ag es  . . . . 1  60
Bulk, p e r  100 lb ...........5 00

O rig inal H olland R usk 
P ack ed  12 ro lls to  co n ta in er 
3 c o n ta in e rs  (40) ro lls 3 20 

H om iny
P ea rl, 100 lb. sack  . .  2 50 
M accaronl and  Verm icelli 

D om estic, 10 lb. box . .  60
Im ported, 25 lb. box ..3  50 

P ea rl B arley
C h este r ...........................  3 75
P o r tag e  ..................... 5 00

P eas
G reen, W isconsin , bu. 2 90
S plit, lb ..........................  6%

Sago
H a st In d ia  .......................  5
G erm an , sack s  ................... 5
G erm an , b roken  pkg. 

T apioca
F lake, 100 lb. sack s  ..5%  
P ea rl, 100 lb. sack s  . .  5%
P e a rl, 36 pk g s ................. 2 25
M inute, 36 p k g s ............. 2 75

FISH IN G  TA C K L E
% to 1 in ..................... . 6
1 % to 2 in. ............... . .  7
1% to 2 in ..................... . .  9
1% to 2 in ..................... . 11
2 in. , , 15
i  in.

C otton  L ines
20

No. 1, 10 fee t ........... . .  5
No. 2, 15 fe e t ............. .  7
No. 3, 15 fee t ........... . .  9
No. 4, 15 fee t ............. . 10
No. 6, 15 fee t ............. . 11
No. 6, 15 fee t ............. . 12
No. 7, 15 fee t ............. . 15
No. 8, 15 fee t ............. . 18
No. 9. 15 fee t ............. 20

Linen L ines
Sm all ...................................  20
M edium  .............................  26
L arg e  ........................  34

Poles
Bam boo, 14 ft. ,  p e r  doz. 55 
Bam boo, 16 ft., p e r doz. 60 
Bam boo, 18 ft. ,  p e r  doz. 80

FLA VO RIN G  E X T R A C TS 
Jen n in g s  D C B rand 

E x tra c t  Lem on T erpen less 
E x tra c t  V an illa  M exican 
B o th  a t  th e  sam e  price. 

No, 1, F  box % oz. . .  85
No. 2, F  box, 1% oz. 1 20 
No. 4, F  box, 2% oz. 2 25 
No. 3, 2% oz. T a p e r  2 00 
No. 2, 1 % oz. f l a t ___ 1 75

FLO UR A ND F E E D  
G rand  R ap id s  G ra in  A 

M illing Co.
W in te r  W h ea t

P u r ity  P a te n t  ........... 6 20
F an cy  S p ring  ........... 6 90
W izard  G r a h a m ...........6 20
W iazrd , G ran . M eal . .4  60 
W izard  B uckw ’t  cw t. 3 60
R ye .................................  6 60

V alley  C ity  M illing Co.
L ily  W hjlte »...........^ 6 50
L ig h t L oaf ................. 6 00
G raham  .........................  2 80
G ran en a  H e a lth  . . . .  2 90
G ran. M eal ................... 2 00
B olted  M ed....................  1 90

V oigt M illing  Co. 
V oigt’s C rescen t . . . .  6 50
V oigt’s R oyal ........... 6 90
V oigt’s  F lo u ro ig t . . . .  6 50 
V oigt’s  H yg ien ic  G ra 

h am  ...........................  5 60
W atso n -H ig g in s  M illing Co.
P erfec tio n  ................... 6 35
Tip Top F lo u r  ........... 5 85
Golden S hea f F lo u r . .  5 50 
M arsha lls  B es t F lo u r  7 00 

W orden  G rocer Co.
Q uaker, p a p e r  ........... 6 00
Q uaker, c lo th  ........... 6 00

K an sas  H ard  W h ea t 
V oig t M illing Co.

C alla L ily  ................... 6 50
W orden  G rocer Co. 

A m erican  E ag le , % s 6 80 
A m erican  E ag le , % s 6 70 
A m erican  Eagle , %s 6 60 

S pring  W h ea t 
R oy B ak e r

M azeppa ......................... 6 50
Golden H orn , b ak ers  6 40
W isconsin  R ye ........... 6 35
B ohem ian  R ye ........... 6 80

Ju d so n  G rocer Co.
C eresota, % s ............... 7 40
C eresota, % s ............. 7 50
C eresota , % s ............... 7 60

V oigt M illing Co.
C olum bia ....................  7 10

W orden  G rocer Co. 
W ingold, % s c lo th  . .  7 70 
W ingold, %s clo th  . .  7 60 
W ingold, %s clo th  . .  7 50 
W ingold, % s p a p er . .  7 55 
W ingold, % s p a p er . .  7 50 

Meal
B olted  .............................  4 40
G olden G ran u la ted  . .  4 60 

W h ea t
N ew  R ed  .....................  1 03
New W h ite  ................. 1 00

O ats
M ichigan carlo ts  . . . .  49
L ess th a n  ca r io ts  . . . .  51

Corn
C arlo ts  ..................... ........ 80
L ess th a n  c a r lo ts  . . . .  82

Hay
C arlo ts  .........................  16 00
L ess th a n  ca rlo ts  . .  18 00 

Feed
S tre e t C ar F eed  . . . .  33 00 
No. 1 Corn & O a t F d  33 00
C racked  C orn  ........... 32 00
C oarse  Corn M eal . .  32 00 

FR U IT  JA R S 
M ason, p ts ., p e r  gro. 4 65 
M ason, q ts ., p e r  gro. 5 00 
M ason, % gal. p e r  gro . 7 40 
M ason, can  tops, gro. 2 25

G E L A T IN E
Cox’s, 1 doz. la rg e  . .  1 45
Cox’s, 1 doz. sm all . .  90
K nox’s Spark ling , doz. 1 25 
K nox’s  Spark ling , g r. 14 00 
K nox’s  A cidu’d  doz. . .  1 25 
M inute, 2 q ts ., doz. . .1  10 
M inute, 2 q ts ., 3 doz. 3 25
N elson’s  .........................  1 60
O xford ..........  75
P ly m o u th  R ock, Phos. 1 25 
P ly m o u th  Rock, P la in  90

GRAIN BAGS
B road G auge ............... IS
A m oskeag .....................  19

H erbs
Sage .................................  16
H ops .................................  16
L au re l L eaves ............. 15
S enna  L eaves ............... 26

H ID E S AND P E L T S  
H ides

G reen, No. 1 ..............  13
G reen, No. 2 ...............  12
Cured, No. 1 .............. 15
Cured, No. 2 . . . . . . . .  14
C alfskin, g reen . No. 1 15 
C alfskin, g reen , No. 2 13% 
C alfsk in , cured , No. 1 16 
C alfsk in , cured , No. 2 14% 

P e lts
Old W ool ............... 60(3)1 25
L am b s ................... 15® 25
S hearlings  ............. 10 @ 20

8
T allow

No. 1 .....................  @ 5
No. 2 .....................  @ 4

Wool
U nw ashed, m ed. @24
U nw ashed , fine . .  @20

H O RSE RADISH
P e r  doz........................... .. gro

Jelly
51b. pails , p e r  doz. . .2  30 

151b. pails , p e r  p a il . .  65
301b. pails , p e r  p a ll . .1  25 

JE L L Y  G LA SSES 
% p t. in  bbls., p e r  doz. 15 
% p t. in  bbls., p e r  doz. 16 
8 oz. capped  in  bbls.,

p e r  doz............... .............. i s
M A PL E IN E

2 oz. bo ttles , p e r  doz. 4 00
1 oz. bo ttle s , p e r  doz. 2 25 
% oz. bo ttle s , p e r  doz. 1 10

M INCE M EAT
P e r  case  ....................... 2 85

M OLASSES 
N ew  O rleans

F an cy  O pen K e ttle  . . .  42
Choice ...............................  35
Good ...................................  22
F a i r  ......................    20

H a lf  b a rre ls  2c e x tra  
Red H en , No. 2% . . . 1  75
Red H en , No. 5 ...........1 75
Red H en, No. 10 . . . . 1  65 

M USTARD
% lb. 6 lb. box ............ 16

O LIV ES
Bulk, 1 gal. kegs  1 10@1 20 
Bulk, 2 gal. kegs 1 05@1 15 
Bulk, 5 gal. kegs 1 00@1 10
Stuffed, 5 oz.................... 90
Stuffed, 8 oz................... 1 25
Stuffed, 14 oz...............  2 25
P itted  (n o t s tu ffed)

14 oz...............................  2 25
M anzanilla , 8 oz.............  90
L unch, 10 oz................... l  35
L unch, 16 oz...................2 25
Queen, M am m oth , 19

oz..................................... 4 25
Queen, M am m oth, 28

oz. . ...............................  5 75
Olive Chow, 2 doz. cs.

p e r  doz........................  2 25
PE A N U T  B U TTE R  
B el-C ar-M o B rand 

24 lb. fibre pa ils  . . . .  09%
14 lb. fibre p a ils  .........10
23 oz. ja rs ,  1 doz. . .2  25
2 lb. t in  pails, 1 doz. 2 85 
6% oz. ja rs , 2 doz. 1 80 
PE TR O LE U M  PRO D U CTS

Iro n  B arre ls
P e rfec tio n  .....................  5.9
Red C row n G asoline . .  9! 9 
G as M achine G asoline 16.9 
V M & P  N a p h th a  . .  9.4
C apito l C ylinder ......... 29.9
A tla n tic  R ed  E n g in e  12.9
S um m er B lack  ...........  6.7
P o la rin e  ..........  28.9

P IC K L E S
M edium

B arre ls , 1,200 co u n t . .  7 50 
H a lf  bbls., 600 co u n t 4 25
5 gallon  kegs ............... 1 90

Sm all
B arre ls  ...........................  9 50
H alf b a rre ls  ............... 5 00
5 gallon  kegs ............... 2 25

G herk ins
B arre ls  .........................  13 00
H a lf b a rre ls  ................. 6 25
5 gallon  kegs ............... 2 50

S w eet Sm all
B a rre ls  .......................  16 00
H a lf b a rre ls  ............... 8 50
5 ga llon  kegs .............  3 20

P IP E S
Clay, No. 216, p e r  box 1 75 
Clay, T . D. fu ll coun t 60
Cob .................................  90

PLA YIN G  CARDS 
No. 90, S team b o a t . . . .  76
No. 15, R iva l a sso rte d  1 25 
No. 20, R over, e n am ’d  1 50
No. 572, S p e c ia l ...........1 75
No. 98 Golf, S a tin  fin. 2 00
No. 808, B ic y c le ...........2 00
No. 632 T o u m ’t  w h is t 2 25 

POTASH
B ab b itt’s, 2 doz........... 1 75

PRO V ISIO NS 
B arreled  P ork  

C lear B ack  ..2 2  00@23 00 
S h o rt C ut C lr 20 00@21 00
B ean  ............... 16 00@17 00
B risket, C lear 27 00@28 00
P ig  .............................
C lear F am ily  ........... 26 00

D ry s a l t  M eats 
S P  B ellies . . . .  14%@15 

Lard
P u re  in  tie rce s  . 11%@12 
C om pound L a rd  . 8%@ 9 
80 lb. tu b s  . . .  .a d v a n c e . .% 
60 lb. tu b s  . . . .a d v a n c e  % 
50 lb. tu b s  . . .  .ad v an ce  % 
20 lb. pa ils  . . .a d v a n c e  %
10 lb. pa ils  . . .a d v a n c e  %
5 lb. pa ils  . . .  ad v an ce  1 
8 lb  pa ils  . . .  ad v an ce  1 

Sm oked M eats 
H am s, 14-16 lb. 15 @15% 
H am s, 16-18 lb. 14% @15 
H am s, 18-20 lb. 14%@15 
H am , d ried  beef

se ts  ............. 29 @30
C alifo rn ia  H am s 10% @ ll

9
Picn ic  Boiled

............  19% @20Boiled H am s . .  22 @23 
M inced H am  . .  12 @12%
B acon ................. 15 @24

S ausages
B ologna ............. 10% @11
§iiver ..................... 9% @10
F ran k fo rt ........... 12 @12%
F ° rk  ................... 11 @12V eal ...........................
T ongue .....................u
H eadcheese  ......... .. 10
_  Beef
B oneless ........... 20 0020 50
R um p, new  . .  24 50@25 00
i z  P , 9 ’s  F e e t78 bb ls .............................  1 AA
% bbls., 40 lb s ......... .. 2 00
% bbls.................... 4 25
1 *>bl................8 50

T ripe
K its , 15 lb s ....................  90
% bbls., 40 lb s ........... 1 60
% bbls., 80 lb s ........... 3 00

C asings
Hogs, p e r  lb. ................... 35
Beef, rounds, s e t  . .  20@21 
Beef, m iddles, s e t . .  85@90 
Sheep, p e r  bundle  . . . .  90
_ U ncolored B u tte rln e
Solid D a iry  ----- 12%@16%
C oun try  R olls . .  13 @19% 

C anned M eats 
Corned beef, 2 lb. . .  4 70 
Corned beef, 1 lb. . .  2 50
R oast beef, 2 lb ...........4 70
R oast beef, 1 lb ...........2 50
P o tted  M eat, H am

Flavo r, % s ...............  43
P o tted  M eat, H am

Flavo r. %s  ...............  90
D eviled M eat, H am

Flavo r, % s ......... 48
D eviled M eat. H am

%s .........P o tted  Tongue, % s . .  48
P o tted  T ongue, % s . .  90

RICE
F an cy  ..................... 7 @7%
Jap a n  Sty le ........... 5 @5%
B roken ................... 3%@4%

RO LLED  OATS 
Rolled A venna, bbls. 6 75 
Steel Cut, 100 lb. sks. 3 40
M onarch, bbls ......... 6 50
M onarch, 90 lb. sk s . " 3 10 
Q uaker, 18 R egu lar . .  1 45 
Q uaker, 20 F am ily  . .  4 80 

SALAD DRESSING
Colum bia, % p in t ___  2 25
Colum bia 1 p in t . . . .  4 00 
D urkee’s, large, 1 doz. 4 50 
D urkee’s sm all, 2 doz. 5 25 
S n id e r’s large, 1 doz1. 2 35 
S n ide r’s, sm all, 2 doz. 1 35 

SA L ER A TU S 
P ack ed  60 lbs. in  box. 

A rm  and  H a m m e r . .  3 00 
W yando tte , 100 % s . .  3 00 
„  SAL SODA
G ranu la ted , bbls............  80
G ranu la ted , 100 lbs. cs. 90 
G ranu la ted , 36 pkgs. . .  1 25

SA L T
Com m on G rades

100 3 lb. sack s  ............. 2 60
70 4 lb. sack s  ........... 2 40
60 5 tb. sack s  ............  2 40
28 10 lb. sack s  ___  2 25
56 lb. sack s  ........... 40
28 lb. sack s  ..............  20

W arsaw
56 lb. sack s  ................... 26
28 lb. d a iry  in  d rill bags  20 

S olar Rock
56 lb. sack s  .......................  26

Common
G ran u la ted , F in e  . . . .  1 10
M edium , F in e  ............. 1 15

SA L T FISH  
Cod

L arge , w hole . . . .  @ 3
Sm all, w hole . . . .  @ 7 %
S trip s  o r b rick s  . .  9@1S
Pollock ................... @ 5

Sm oked Salm on
S tr ip s  .............................  9

H alibu t
S tr ip s  .................................  j 8
C hunks .........................  19

H olland H erring  
Y. M. w h. hoop bbls.
Y. M. w h. hoop % bbls.
Y. M. wh. hoop kegs 
Y. M. wh. hoop M ilchers

kegs ...........................
S tan d a rd , bb ls ............ 11 75
S tan d a rd , % bbls. . . . .  6 13
S tan d ard , kegs . . . .  80

T ro u t
No. 1, 100 lb s ...............  7 50
No. 1, 40 lb s ...............  2 25
No. 1. 10 lb s ................... 90
No. 1, 2 lb s .....................  75

M ackerel
M ess, 100 lb s ...............  15 60
M ess, 40 lb s ................ 6 75
M ess, 10 tb s ...............  1 75
M ess, 8 lb s ...................  l  50
No. 1, 100 lb s ................. 14 60
No. 1, 40 lb s ......................6 30
No. 1, 10 lb s ......................1 85

L ake H erring
100 lb s ...............................  4 00
40 lb s .............................. 2 10
10 lb s ..............................  60

8 lb s ..............................  54

10

@15
@25
@22

@22 
@18 
@75 
@35 

. 18 
@32 
@24

7%6%
7%6

90

SE E D S
A nise .............................  20
C anary , S m yrna  ........... 9
C araw ay  .......................  15
Cardom on, M alab a r 1 20
C elery .........................  45.
H em p, R u ssian  ......... 5
M ixed B ird  ............... 9
M ustard , w h ite  ........... 12
Poppy .............................  16
R ape ...............................  10

SH O E BLACKING 
H andy  Box, la rg e  3 dz. 3 50 
H andy  Box, sm all . .  1 26 
B ixby’s R oyal P o lish  85 
M iller’s  C row n P o lish  85 

S N U F F
Scotch, in  b ladders  . . . .  37
M accaboy, in  ja r s  ......... 35
F ren c h  R apple  in  j a r s  . .  43 

SODA
Boxes ...............................  6%
K egs, E n g lish  .............  4%

S P IC E S  
W hole Spices 

A llspice. J a m a ic a  ..9@ 10 
Allspice, lg  G arden @11 
Cloves, Z an z ib a r . .  @22 
C assia, C an ton  . .  14@15 
C assia, 5c pkg. dz. @25 
G inger, A frican  . .  @ 9 %  
G inger, C ochin . . .  @14% 
M ace, P e n a n g  . . . .  @70
M ixed, No. 1 ......... @17
M ixed, No. 2 ...........  @16
M ixed, 5c pkgs. dz. @45 
N u tm egs, 70-180 . .  @30 
N u tm egs, 105-110 ..@ 25 
N u tm egs, 105-110 . .  @25 
P epper, B lack  . . . .
P epper, W h ite  . . . .
P epper, C ayenne . .  
P a p rik a , H u n g a ria n  

P u re  G round in Bulk 
A llspice, J a m a ic a  . .  @12 
Cloves. Z an z ib a r . .  @28 
C assia, C an ton  .
G inger, A frican  
M ace, P en a n g  .
N u tm egs .............
P epper, B lack  .
Pepper, W h ite  .
P epper, C ayenne . .  
P a p rik a , H u n g a ria n  @45 

STARCH 
Corn

K ingsford , 40 lbs. .
M uzzy, 20 lib . pkgs. 

K ingsford
S ilver Gloss, 40 lib .
M uzzy, 40 l ib . pkgs.

Gloss
Argo, 24 5c p k g s.......... ....
S ilver Gloss, 16 3Ibs. . . 6% 
S ilver Gloss, 12 6tbs. 8% 

M uzzy
48 l ib . p ack ag es  ........... 5
16 31b. p ackages  . . . .  4%
12 61b. p ackages  ........... <j
501b. boxes ........... 314

SY RU PS
Corn

B arre ls  .............................  28
H alf b a rre ls  30
Blue K aro , No. 1%.

4 doz..............................  3 45
Blue K aro , No. 2, 2 dz. 1 95 
B lue K aro , No. 2% 2

doz................................... 2 35
Blue K aro , No. 5, 1 dz. 2 30 
Blue K aro , No. 10, %

doz............................ 2 20
Red K aro , No. 1% ”4*

doz..................................... 3 g0
Red K aro , No. 2 ,2 dz. 2 30 
R ed K aro , No. 2%, 2dz. 2 75 
R ed K aro , No. 5, 1 dz. 2 70 
R ed K aro , No. 10 %

doz...................................  2 60
P u re  C ane

Falr„ .................................  16
Choice ...........................  25

F o lger’d G rape Punch 
Q uarts , doz. case  . .  6 00 

TA B L E  SAUCES
H alfo rd , la rg e  ........... 3 75
H alford , sm all ........... 2 25

TE A
U ncolored Jap a n

M edium  ...................  20@25
Choice .......................  28@33
F an cy  .........................  36@45
B ask e t-fired  M ed’m 28@30 
B ask e t-fired  Choice 35@37 
B ask e t-fired  F a n c y  38@45
No. 1 N ibs ...............  30@32
S iftings, bu lk  ......... 9@10
Siftings, 1 lb. pkgs. 12@14 

G unpow der 
M oyune, M edium  
M oyune, Choice 
M oyune, F a n c y  . . . .  „ wu> 
P in g  Suey, M edium  25@30 
P in g  Suey, Choice 35@40 
P in g  Suey, F a n c y  . .  45@50 

Young Hyson
Chpice .......................  28@30
F a n c y  .......................  45@56

Oolong
F orm osa , M edium  . .  26@28 
F orm osa, Choice . .  32@35 
Form osa , F a n c y  . .  50@60 

E nglish  B reak fas t 
Congou, M edium  . .  25 @30 
Congou, Choice . . .  30@35 
Congou, F an cy  . . . .  40@60 
Congou, E x. F a n c y  63@S0 

Ceylon
P ekoe, M edium  . . . .  28®30 
D r. Pekoe, Choice . .  30@35 
F low ery  O. P . F an cy  40@50

11
B lot

TOBACCO  
Fine Cut ’

35@40
60@60

Bugie, '  iV  " oz! * * .* : :  ;  ;  ; \
Bugle, 10c ..................  11 00
5 a n  F a te h , 8 an d  16 oz. 32
B an  P a tc h , 4 oz.......... 11 5z
H an  P a tc h , 2 oz...........5 78
F a s t  M ail, 16 oz...........7 80
H ia w a th a . 16 oz...........  60
H iaw ath a . 5c ...........  5 4«
M ay F low er, 16 oz. . .  9 so 
N o  L im it, 8 oz................. 1 so
n«K L !m lo 16 °*................ 60

* a n d 16 oz. 40QjiDWfi,, 10c ......... 11 ia
OJibwa! 5c . . . . ......... 1 «
P e to sk ey  Chief, 7 ' 0'z. 2 00 
P e to sk ey  Chief. 14 oz. 4 00
R edCp <.nn « H oney ' 5c 5 76 K ea Bell, 16 oz. 3 qq
R ed Bell, 8 foil . . ? ,2
f e r l i n »  L  A D  5c 5 76

®.anJ» te r 9 16 Sw eet Cuba, 6c . . . .  5 7 « 
S w eet Cuba, 10c . . . .  ok 

Cuba, 1 lb. t in  4 50
q w îî»  £ uba* % R>. foil 2 26 
S w eet B urley, 6c LA D  5 76 
Sw eet Burley, 8 oz. . .  2 45 
Srweet Burley, 16 oz. 4 90 
Sw eet M ist, % gro. . .  5 70 
Sw eet M ist, 8 oz. . . .  11 10 
T elegram , 5c . . .  1 n
T iger, 5c g 00
^ ,geir ’ t55c cans  ......... 2 40U ncle D aniel, 1 lb. . .  go 
U ncle D aniel, 1 oz. . .  5 22

P lug
A m  N avy, ie  oz.............32
Apple, 10 lb. b u t t  . . . .  36 
D rum m ond N a t. Leaf, 2

a n d  5 lb ...........................  gn
D rum m ond N a t. Leaf,

p e r  doz...............  <m
B attle  A x ...........«
g r acer. 6 an d  12 lb .* '* so 
B ig J ^ u r ,  6 an d  16 lb. 32
Boot Jack , 2 lb ............... g®

J a c k > P er d o z ." !  96
Bullion, 16 oz................... 4g
C lim ax Golden T w ins 48
Cl m ax, 14% oz...............  44
Clim ax, 7 oz.................  47
D ay’s W ork, 7 A 14 *rb. 38 
C rem e de M enthe, lb. «2 
D erby, 5 lb. boxes . . . .  28
5 B ros., 4 lb ................. 66
F o u r Roses, 10c ___  q<i
G ilt Edges, 2 lb ...........! 50
Gold Rope, 6 and  12 lb. 58 
Gold Rope, 4 and  8 lb. 5g 
G- O. P ., 12 an d  24 lb. 40 
G ran g e r T w ist, 6 lb . . .  46
G- T. W „  10 a n d  21 lb. 36 
H orse  Shoe, 6 and  12 lb. 43 
H oney  D ip T w ist, 5

an d  10 lb ...........  45
Jo lly  T a r, 5 and  8 lb.* 40 
J . T „  5% and  11 lb. . .  40
K en tu ck y  N avy, 12 lb. 32 
K eystone  T w ist, 6 lb. 45
K ism et, 6 lb .................... 48
M aple Dip, 20 oz........... 28
M erry  W idow . 12 lb  . 32
N obby Spun Roll 6 A 3 68
P a rro t,  12 lb .................... 32
P a tte rs o n ’s  N a t. L e a f  93 
P eachey . 6, 12 A 24 lb. 41 
P icn ic  T w ist, 5 lb. . .  45 
P ip e r  H eidsieck , 4 A 7 lb .69 
P ip e r H eidsieck , p e r dz. 96 
Polo, 3 doz., p e r  doz. 48
R edicu t, 1 % oz................ 38
Scrapple, 2 and  4 doz. 48 
S h e rry  Cobbler, 8 oz. 32 
S p ea r H ead , 12 oz. . .  44 
S p ear H ead , 14% oz. . .  44 
S p ea r H ead , 7 oz. . .  47
Sq. D eal, 7, 14 A 28 lb . 30 
S ta r, 6, 12 a n d  24 lb. 43 
S tan d a rd  N avy, 7%, 15

and  30 lb ......................... 34
T en P enny , 6 an d  12 lb . 35
Tow n T alk , 14 oz........... 31
Y ankee Girl, 12 A 24 lb. 31 

Scrap
All Red, 5c ................... 5 76
Am. U nion S c rap  . . . .  5 40
B ag  P ipe, 6c ............. 5 88
C utlas, 2% oz...............  26
Globe Scrap , 2 oz. . . .  30 
H appy  T hought, 2 oz. 30 
H oney Comb Scrap , 5c 5 76 
H o n est Scrap , 5c . . . .  1 55 
M ail Pouch, 4 doz. 5c 2 00
Old Songs, 5c ............. 5 76
Old Tim es, % gro. . .5  50 
P o la r  B ear, 5c, % gro. 6 76 
Red B and, 5c % gro. 5 76 
R ed M an Scrap , 5 c . . .  1 42 
Scrapple, 5c pkgs. . . .  48 
Sure  Shot, 5c % gro. 5 76 
Y ankee G irl S crap  2oz. 5 76 
P a n  H and le  Scrp  % gr 5 76 
P each ey  Scrap , 6c . . . .  5 76 
U nion W orkm an , 2% 6 00

Sm oking
All L eaf, 2% A 7 oz.
BB, 3% OZ. " ........... . . .  6
BB, 7 oz................... . .  12
BB, 14 oz................... . .  24
B agdad, 10c tin s  . . . .  11
B adger, 3 oz.............
B adger, 7 oz............. . .  11
B anner, 5c ............ . . .  6
B anner, 20c ........... . .  1
B anner, 40c ........... . .  3
Belwood, M ix ture , 10c 
B ig  Chief, 2% oz. . .  6
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SPECIAL PRICE CURRENT 15 16 17
12 IB 14

Sm oking
B ig Chief, 16 OK. . 
B ull D u rh am , 5c . 
B ull D u rh am , 10c . 
B u ll D u rh am , 15c . 
B ull D u rh am , 8 02. 
B ull D u rh am , 16 oz. 
B uck  H orn , 5c . . . .  
B uck  H orn , 10c . . .  
B r ia r  P ipe , 5c . . . .  
B r ia r  P ipe , 10c . . .  
B lack  Sw an, 5c . . .  
B lack  Sw an, 14 oz. 
Bob W h ite , 5c

. 30
. 5 85 
11 52 
17 28 

. 3 60 

. 6 72 
5 76 

11 52 
5 76 

11 52
5 76 

. 3 50
6 00

B ro therhood , 5 c ........... 6 00
B ro therhood , 10c . . . .  11 10 
B ro therhood , 16 oz. 5 05
C arn iva l, 5c ............... 5 70
C arn iva l, % oz............... 39
C arn iva l, 16 oz............ 40
C ig a r C lip 's , Jo h n so n  30 
C ig a r C lip 's , S eym our 30 
Id e n tity , 3 a n d  16 oz. 30 
D arby  C ig a r C u ttin g s  4 50 
C o n tin en tal Cubes, 10c 90
C orn C ake, 14 oz.......... 2 55
C orn C ake, 7 oz. . . . .  1 45
C orn C ake, 5c .............  5 76
C ream , 50c p a l l s ......... 4 70
C uban  S ta r , 5c foil . .  5 76

Suban  S ta r , 16 oz. pis ia 72
hips, 10c ...................10 30

Dills B est, 1% os........... 79
Dills B est. 3% os........... 77
Dills B est, 16 oz. ----- 73
Dixie K id, 5c ............... 48
D uke’s  M ix tu re , 5c . .5  76 
D uke 's  M ix ture , 10c ..11 o2 
D uke’s  Cam eo, 5c . . . . 5  76
D rum , 6c ..................... 5 76
P. F . A., 4 oz.................... 5 04
F. F . A.. 7 oz.....................11 52
F ash ion  6c .................  6 00
Fashion . 16 o z .- .......... 5 28
Five Bros.. 5c ..........  5 '16
Five Bros.. 10c ..........10 53
Five cen t c u t P lu g  . .  29
F O B 10c ................ . .1 1  52
Four Roses, 10c ......... 96
Full D ress. 1% oz. . .  72
Glad H and. 5c ........... 48
Gold Block. 10c ...........12 00
Gold 8 ta r ,  50c p a il . .  4 60 
G all A  Ax. N avy, 5c 5 76
Grow ler, 6c .................  42
G row ler, 10c ............... 94
G row ler, 20c ...............1 85
G ian t, 5c ...................  5 76
G ian t, 40c .....................  3 72
H and M ade, 2% oz. . .  50
H azel N ut, 5c ........ . 6 76
H oney Dew, 10c . . . .1 2  00
H unting , 5c ................... 38
I X  L, 6c .......................  6 10
I  X  L , in  p a lls  ........... 3 90
J u s t  S u its , 5c . . . . . . . .  6 00
J u s t  S u its, 10c . . . . .  .12 00
Kiln Dried, 25c .......... 2 45
K ing B ird, 7 oz...........2 16
K ing B ird , 10c ...........11 52
K ing B ird , 6c ...............  5 76
i.a T u rk a , 5c ............. 5 76
M ttle  G ian t, 1 lb ........... 28
i.u ck y  S tr ik e , 10c . . . .  96
i>e Redo, 3 o s ...............10 80
Le Redo, 8 & 16 oz. 38 
M yrtle N avy , 10c . . . .1 1  52
M yrtle  N avy , 5 c ......... 5 76
M aryland Club, 5c . . .  50
M ayflower, 5c ............. 5 76
M ayflower, 10c ........... 96
M ayflower, 20c ........... 1 92
N igger H a ir , 5c ......... 6 00
N igger H a ir, 10c ___ 10 70
N igger H ead , 5c ........... 5 40
N igger H ead , 10c . . .1 0  56
Noon H our, 5c ........... 48
Old Colony, 1-12 gro . 11 32
Old M ill, 50 ................. 5 76
Old ftn g lish  C rve l% oz. 96
Old Crop. 6c ..........  5 76
Old C rop, 25c ............. 20
P. 8 ., 8 oz. 30 lb . cs. 19 
P. 8 ., 3 os., p e r gro. 5 70
P a t  H an d , 1 oz...............  63
P a tte rs o n  Seal, 1% oz. 48 
P a tte rso n  Seal, 3 oz. . .  96 
P a tte rso n  Seal, 16 oz. 5 00
Peerless, 5c ............... 5 76
P eerless , 10c c lo th  . .11 52 
Peerless , 10c p a p er . .10 80
P eerless , 20c ................. 2 04
P eerless , 40c ..................4 08
P laza , 2 gro . case  . . . . 5  76
Plow  Boy, 5c ............. 5 76
Plow  Boy, 10c ........... 11 40
Plow  Boy, 14 oz...............4 70
P edro , loc  ......................11 93
P r id e  o f V irg in ia , 1% 77
P ilo t, 6c . . . . . . . . . . . .  5 76
P ito t, 14 oz. doz...........2 10
P rin ce  A lbert, 6c . . . .  48
P rin ce  A lbert, 10c . . . .  96
P rin ce  A lbe rt, 3 oz. . .  3 84 
P rin ce  A lbert, 16 os. 7 44 
Q ueen Q uality , 5o . .  48
Rob Roy, 6c fo il . . . .  5 76 
Rob Roy, 10c g ro ss  ..10  52
Rob R oy, 25c doz.......... 2 10
Rob Roy, 60c doz. . . .  4 10 
8 . 4b M., 6c g ro ss  . . . .  5 76 
8. 4b M., 14 Og., doz. . .  3 20 
S o ld ier Boy, i e  g ro ss  5 76 ' 
■oldler Boy, Me . . . .1 0  60

P ilo t, 7 oz. doz. . . . .  1 05
S oldier Boy, 1 lb .......... 4 76
S w eet C aporal, 1 os. 60
S w eet L o tus, 5 c ...........6 76
Sw eet L o tu s, 10c . . . .1 1  52 
Sw eet L o tus, p e r  d s . 4 60 
S w eet Roee, 2*4 oz. . .  30 
S w eet T ip  Top, 5c . .  50 
S w eet T ip  Top, 10c . .  1 00 
Sw eet T ips, % g ro . . .  10 08
Sun Cured, 10c ............. 98
S um m er T im e, 5c . . .  6 76 
S um m er T im e, 7 oz .. . 1 65 
S um m er T im e, 14 oz. 3 50 
S tan d a rd , 5c foil . . . .  5 76 
S tan d ard , 10c p ap er 8 64 
Seal N. C. 1% cu t plug 70 
Seal N . C. 1% G ran. 63 
T h ree  F e a th e rs , 1 oz. 48 
T h ree  F e a th e rs , 10c . i .  
T h ree  F e a th e rs  and  

P ipe  com bina tion  . .  2 25 
T om  A  J e r ry , 14 oz. 3 60 
Tom  & J e r ry , 7 oz. . .  1 80 
Tom  & J e r ry , 3 oz. . .  76
T ro u t Line, 5c ........... 5 90
T ro u t Line, 10c ......... 11 00
T u rk ish . P a tro l. 2-9 5 76
T uxedo, 1 oz. bags  . .  48 
Tuxedo, 2 oz. t in s  . . .  96
Tuxedo, 20c ................... 1 90
Tuxedo, 80c t in s  . . . .  7 45
T w in  O aks, 10c . .  96
U nion L eader, 60o . . .  5 10 
U nion L eader, 25c . .  2 60 
U nion L eader. 10c ..11 52 
U nion L eader, 5c . . . .  6 00 
U nion W orkm an , 1% 5 76
U ncle Sam , 10c ......... 10 98
U ncle Sam , 8 oz...........2 25
U. S. M arine, 5c . . .  5 76 
V an B ibber, 2 oz. t in  88 
V elvet, 5c pouch . . . .  48
V elvet, 10c t in  ............. 96
Velvet, 8 oz. t in  ___ 3 84
Velvet, 16 oz. c an  < ... 7 68 
Velvet, com bina tion  cs 5 76
W a r  P a th , 5c ............. 6 00
W a r P a th .  20c ............. 1 60
W ave L ine, 3 oz.......... 40
W av e  L ine, 16 oz.........  40
W ay  up, 2*4 oz........... 5 75
W ay  up, 16 oz. p a lls  . .  31
W ild F ru it,  6c ............. 5 76
W ild F ru it ,  10c .........H  52
T urn  T urn , 6c . . . . . .  5 76
Y um  Y um . 10c ...........11 62
Y um  YUm, 1 1b., doz. 4 60

T W IN E
C otton , 3 p ly  .............  20
C otton , 4 p ly  .............  20
J u te ,  2 p ly  .....................  14
H em p, 6 ply  . . ; ........... 13
F lax , m edium  ............. 24
W ool, 1 lb . b a le s  . .  10%

V IN EG A R
W h ite  W ine , 40 g ra in  8% 
W h ite  W ine , 80 g ra in  11% 
W h ite  W ine, 100- g ra in  13 
O akland V in eg ar & P ick le  

Co.’s  B ran d s
H ig h lan d  app le  c id e r 18 
O akland  app le  c id e r . .  13
S ta te  Seal su g a r  ___  11%
O akland  w h ite  p ick lg  10 

P ack ag es  free.
W ICKING

No. 0, p e r  g ross . . . .  30
No. 1, p e r  g ro ss  .........40
No. 2, p e r  g ro ss  .........50
No. 3, p e r  g ro ss  . . . . .  75

W O O D E N W A R E
B ask e ts

B ushels .........................  1 00
B ushels, w ide band . .  1 15
M ark e t ....................   40
Splin t, la rg e  ................. 4 00
S plin t, m edium  ........... 3 50
S plin t, sm all ............... 3 00
W illow , C lothes, la rg e  8 00 
W illow , "Clothes, sm a ll 6 25 
W illow , C lothes, m e’m  7 25

B u tte r  P la te s  
O vals

% lb ., 250 in  c ra te  . . . .  35 
% lb., 250 in  c ra te  ____ 35
1 lb., 250 in  c r a t e ...........40
2 lb., 250 in  c r a t e ........... 50
3 lb., 250 in c ra te  ..............70
5 lb., 250 in  c ra te  ...........  90

W ire  E nd
1 lb ., 250 in c r a t e ...........35
2 lb., 250 in  c r a t e ........... 45
3 lb., 250 lh  c ra te  ...........55
5 tb>, 20 in c ra te  ........... 65

C hurns
B arre l, 5 gal., each  , .  2^40 
B arre l, 10 gal., each  . .2  55

C lothes P in s  
R ound  H ead

4% inch , 5 g ro ss  . . . .  76 
C artons, 20 2% doz. bxs  80 

E gg C ra te s  and  F illers  
H u m p ty  D um pty , 12 dz. 20
No. 1 com plete  ............... 40
No. 2, com plete  ................28
C ase  N o. 2, fillers, 15

s e ts  ..................... .. 1 36
C ase, m edium , 12 s e ts  1 15

F au ce ts
C ork lined, 3 in ........... . . 7 0
C ork lined, 9 in ..................... 80
C ork lined, 10 in .................90

Mop S ticks
T ro ja n  s p rin g  ............... 90
E clipse  p a te n t sp rin g  85
No. 1 com m on ..........  80
No. 2 p a t. b ru sh  ho lder 85
Idea l No. 7 ...........   86
121b. co tton  m op h ead s  1 30

P a lls
10 qt. G alvan ized  . . . . 2  00
12 q t. G alvan ized  . . . .  2 25
14 q t. G alvan ized  . . . . 2  50
F ib re  ..........................    2 40

T oothp icks
B irch, 100 p ack ag es  . .  2 00 
Ideal ...............................  85

T rap s
M ouse, wood, 2 holes . .  22 
M ouse, wood, 4 holes . .  45 
10 q t. G alvanized  . . . .  1 55 
12 q t. G alvanized  . . . .  1 70 
14 q t. G a lv an ized . . . . .  1 90 
M ouse, wood, 6 ho les . .  70
M ouse, tin , 5 h o l e s ___ 65
R at, wood .......................  80
R at, sp rin g  .....................  75

T ubs
20-in. S tan d a rd , No. 1 8 60 
18-ln. S tan d a rd , No. 2 7 00 
16-in. S tan d a rd , No. 3 6 00 
20-in. Cable, No. 1 . .  8 00 
18-ln. Cable, No. 2 . .  7 00 
16-In. Cable, No. 3 . .  6 00
No. 1 F ib re  ................16 50
No. 2 F ib re  ................15 00
No. 3 F ib re  ................13 50
L a rg e  G alvanized  . . .  6 75
M edium  G alvan ized  . .6  00 
Sm all G alvan ized  . . . . 5  25

W ash b o ard s
B anner, G lo b e ................. 3 00
B rass, S ingle  .............  3 75
G lass, S ingle .............  3 60
Single A cm e .............. 3 50
D ouble P e e rle ss  . . . . .  5 25
Single P e e rle ss  ........... 3 85
N o rth e rn  Q ueen ......... 4 15
Double D uplex  ........... 3 75
Good E n o u g h  ........... 3 85
U n iv e rsa l .......................  3 80

W indow  C leaners
12 In..................................  1 65
14 in ..................................  l  85
16 in ..................................  2 30

W ood Bowls
13 in. B u tte r  ................ l  75
15 in. B u tte r  ............... 2 50
17 in'. B u t te r  .............. 4 76
19 in. B u t t e r ...............  7 50

W R A P PIN G  P A PE R  
Com m on S traw  . . . . . .  2
F ib re  M anila, w h ite  . .  3 
F ib re  M anila, colored 4
No. 1 M anila  ...............4
C ream  M an ila  ...............  3
B u tch e rs ’ M an ila  . . . .  2% 
W ax  B u tte r, s h o r t  c ’n t  10 
W ax  B u tte r, fu ll c ’n t  15 
WtiX B u tte r, ro lls  . . .  12

Y EA ST C A K E
M agic, 3 doz..................1 15
S unligh t, 3 doz...............1 00
S unligh t, 1% doz...........  50
Y east F oam , 3 doz. . .1 15 
Y east Foam , 1% doz. 85

YOURS T R U L Y  L IN E S  
P o rk  an d  B ean s  2 70®3 60 
C ondensed Soup 3 25@3 60 
Salad  D ress in g  3 80 @4 50 
Apple B u tte r  . . . .  @3 80
C atsu p  ................. 2 70@6 75
M acaroni ...........  1 70@2 35
SpiceB ............... 40@ 85
H erb s  ..................... @ 75

A X LE G REA SE

1 lb. boxes, p e r  grross 8 70 
3 lb. boxes, p e r  g ross 22 70

C H A R C O A L
Car lots or local shipments, 

bulk or sacked in paper or jute. 
Poultry and stock charcoal.

M. 0. DEWEY CO., Jackson. Mich.

BAKING PO W D ER  
K. C.

— . Doz.
10 oz., 4 doz. in  case  85 
16 oz. 4 doz. in  case  1 25 
20 oz., 3 doz. in  case  1 60 
25 oz., 4 doz. in  oase  2 00 
50 oz., 2 doz. p la in  top  4 00 
50 oz. 2 doz screw  tb p  4 20 
80 oz., 1 doz. p la in  to p  6 50 
80 oz., 1 doz. sc rew  to p  6 76 

B arre l D eal No. 2 
8 doz. each  10, 15 an d

25 oz.............................. 32 80
W ith  4 dozen 10 oz. free  

B arre l D eal No. 2 
6 doz. each , 10, 15 a n d

25 oz............. ..................24 60
W ith  3 dozen 10 oz. free  

H a lf-B a rre l D eal No. 3 
4 doz. each , 10, 15 and

25 oz. .........................16 40
W ith  2 doz. 10 oz. free  
All cases  sold F . O. B. 

Jobbing po in t.
A ll b a rre ls  an d  h a lf

b a rre ls  sold F . O. B. C hi
cago.

Royal

10c size  . .  90 
%Ib can s  1 35 
6 oz can s  1 90 
% lb c an s  2 50 
94 lb  c an s  3 75 
l ib  c an s  4 80 
3!b c an s  13 00 
51b c an s  21 50

CIGARS
Jo h n so n  C ig a r Co.’s  B rand  
D u tch  M as te rs  C lub 70 00 
D u tch  M asters , Inv . 70 00 
D u tch  M aste rs , P an . 70 00 
D u tch  M as te r  G rande  68 00 
L ittle  D u tch  M as te rs

(300 lo ts) ............  10 00
Gee J a y  (300 lo ts) ..1 0  00
E l P o r ta n a  ................... S3 00
S. C. W ............................ 32 00

W orden  G rocer Co. B rands  
C an ad ian  Club

L ondres, 50s, w ood . . . .3 5
L ondres, 25s tin s  . . . . . . 3 5
L ondres, 300 lo ts  ............10

C O F F E E
OLD M ASTER C O F F E E

Roasted
D w in n e ll-W rig h t B ran d s

V H IT E H O U S f

W h ite  H ouse, 1 lb . '. ...........
W h ite  H ouse, 2 lb .................
E xcelsio r, B lend, 1 lb. . . . .
E xcelsio r, B lend, 2 lb ...........
T ip  T op B land, 1 lb .............
R oyal B lend .........................
R oyal H ig h  G rade  .............
S u p erio r B lend .....................
B oston  .C om bina tion  . . . . .

D is trib u te d  by  Judaon  
G rocer Co., G rand  R ap ids; 
L ee & Cady, D e tro it;  Lee 
& C ady, K alam azoo ; L ee 
& C ady, S ag in aw ; B ay  
C ity  G rocer Com pany, B ay  
C ity ; B row n, D av is  & 
W arn er , J ac k so n ; G ods- 
m ark , D u ran d  & Co., B a t
tle  C reek ; F ie lb ach  Co., 
Toledo.

R oyal G arden  T ea, pkgs. 40 
T H E  BOUR CO.. 

TO LED O , OHIO.

SOAP
L a u tz  B ros.’ A  Co.

Acme, 70 b a rs  ...........3 05
Acme, 100 cakes, 5c sz  3 75 
Acorn, 120 cak es  . . . .  2 40 
C otton  Oil, 100 cak es  6 00 
C ream  B orax , 100 cks 3 90 
C ircus, 100 cakes  5c sz  3 75 
C lim ax, 100 oval cak es  3 05 
Gloss, 100 cakes, 5c sz  3 75 
Big M aste r, 100 b locks 3 90 
N ap h th a , 100 cak es  . .  3 90 
S a ra to g a , 120 cak es  . .  2 40

FITZPATRICK BROTHERS/ SOAP CHIPS
White City (Dish Washing).......................................
Tip Top (Caustic).................................................
No. 1 Laundry Dry........................................ * ..............
Palm Pure Soap Dry........................................

P ro c to r  A  G am ble Co.
L enox ............................ 3 20
Ivory, 6 oz................. 4 00

. Ivory, 10 oz ............... 6 io
S ta r  .............. 3 35

S w ift & C om pany

S w ift’s P r id e  ............. 2 85
W hite  L au n d ry  ........... s 50
Wool, 6 oz. b a rs  . . . .  3 85 
Wool, 10 oz. b a rs  . . . .  6 50

T rad esm an  Co.’s  B ran d
B lack H aw k , one box 2 60 
B lack  H aw k , five b x s  2 40 
B lack  H aw k , te n  bxs 2 26

A. B. W rls ley
Good C h eer ................... 4 00
Old C o u n try  .................  2 40

Scouring
Sapolio, g ro ss  lo ts  . .  9 50 
Sapolio, ha lf gro. lo ts 4 85 
Sapolio, s ing le  boxes 2 40
Sapolio, h an d  ............... -¿to
Scourine, 50 cak es  . .  1 80 
Scourine, 100 cakes . .  3 50

Soap Com pounds
Jo h n so n ’s  F ine , 48 2 3 25 
Jo h n so n ’s  X X X  100 5c 4 00
R ub-N o-M ore ............. 3 85
N ine O’c lo ck  ............... 3 50

W ash ing  P ow ders
A rm our’s  .............
B ab b itt’s  1776 .........
Gold D ust, 24 la rg e  
Gold D ust, 100 sm all
K irkollne, 24 41b...........
L a u tz  N a p h th a , 60s . .  
L au tz  N a p h th a , 100s
P earlin e  .........................
R oselne .........................
Snow  Boy, 60 5c . . . .  
Snow  Boy, 100 6c . . . .  
Snow  Boy, 24 pkgs.,

F am ily  S i z e ...............
Snow  Boy, 20 pkgs.,

-L au n d ry  Size ...........
S w ift’s  P rid e , 24s . . . .  
S w ift’s  P rid e , 100s . .  
W isdom  .................

Old M as te r Coffee 
San M arto  Coffee ,

3 70
3 75
4 30 
3 85 
2 80
2 40
3 75 
3 75 
3 90
2 40
3 76

3 75

4 00 
8 65 
3 65 
8 SO

___ M The only
jSlMZBl 5 c

Cleanser
G uaranteed to  

clum-scoumII equal the
S I S  best Me Unds 

80 .  C A N S • $2.90

BBLS.
.210 lbs.........Sc per lb
.250 lbs.........4c per lb
.225 lbs.........5J(c per lb.
.300 lbs.........6%c per lb

FOOTE &  JENKS’ COLEMAN’S ( b « a n d )

Terpeneless LeiBOn and High Class Vanilla
Insist on getting Coleman's Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS, Jackson, Mich.

PU T N A M ’S
Double A

Bitter Sweet Chocolates
The Highest in Quality Greatest in Demand

If you are not supplied a postal card will bring them 
Packed in five pound boxes

Vanilla, Pineapple, Orange, Lemon, Raspberry,
Walnut or Assorted.

Made by

National Candy Co., Inc.

GRAND RAPIDS
Putnam Factory

M ICHIGAN
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BUSINESS-WANTS DEPARTMENT
A d v e r t i s e m e n t s  i ns er t ed  u nde r  thi s  head for t wo  r e n t s  a wor d  the  first i nser t i on  and  one c e n t  a wor d  for each  s u b s e q u e n t  

c on t i n u o u s  i nser t i on .  No c h a r ge  less t ha n  2d cent s .  Cas h  m u s t  a c c o m p a n y  all orders .

B U SIN ESS CH AN CES.
F o r Sale—F in è s t h a t  s to re , b e s t loca

tion  In In d ian ap o lis ; long lease, low  ren t. 
Invoice $4,000. L ife tim e  opportun ity . 
T em pleton  & A lspaugh, C anton, Ohio.

257

F o r Sale—K elleher s to re  fix tu res—17 
c lo th ing  cab inets , seven  341 tr ip lic a te  d e 
p a rtm e n t s to re  c ash  re g is te rs ; 12 s ta t io n s  
im proved flyer cash  c a rr ie rs  to  a tta c h  
to shelves; one B urroughs ad d in g  m a 
ch ine ; 15 five lig h t show er fix tu res  com 
plete, and  coun ters. A ddress th e  Toel- 
ler-D olling  C om pany, B a ttle  C reek, 
Mich. 258

"Wanted—Sm all s tock  of g en e ra l m e r
chand ise  in  c en tra l M ichigan. A ddress 
Box 212, C ass C ity, M ich. 259

Sm all M an u fac tu rin g  P la n t—W ill ta k e  
p a rtn e r , sa le sm an  p re fe rred , w ith  c ap 
ita l to  explo it new  wooden novelties, o r 
to  expand  w ith  old p roduct. O r w ill sell 
p lan t fo r $2,035. T h ree  good bu ild ings; 
new  cem en t block m ach ine  shop, la rge  
fram e m ain  building, an d  fram e  p a in t 
and  fin ish ing  room  F u ll equ ipm en t 
pow er a n d  wood w ork ing  m ach in ery  an d  
b lack sm lth in g  tools. A t p re s en t m a n u 
fa c tu rin g  a n  a r tic le  th a t  keeps p la n t 
o p e ra tin g  from  five to  seven m onths, an d  
m ak ing  a  y ea rly  show ing  of $2,500 to  
$3,000. W a n t to  begin  p ro d u c tio n  o f  
wooden novelties  to  supp lem en t to  keep  
p lan t o p e ra tin g  tw elve  m onths. P re s to n  
M. M iles, Syracuse, In d ian a . 246

W an ted  to  h e a r  from  ow ner o f good 
general m erch an d ise  s to re  fo r sale. S ta te  
cash  p rice . D. F . B ush , M inneapolis, 
Minn._________________________________247

F o r  R en t—Space fo r  shoe d e p a r tm e n t 
on m ain  floor of fa s t  grow ing, m o d era te  
sized d e p a r tm e n t s to re . E xce llen t p ro s 
pect fo r  p opu lar p riced  line. A ddress, 
GoldStein B ros., Ind ianapo lis , Ind . 248

Jew elry , de licate ssen , m illinery  ou tfits  
cheap. A u to  w an ted  fo r  piano. Box 
281, C h i c a g o . ____________ _____ 249

T en  P e r  C ent. Side L ine—“M irth ”  fo r 
tired , sore, te n d e r  feet. E a sy  se lle r in 
all s to res. D ru g  s to res, shoe s to res, d e 
p a r tm e n t s to res, etc., e tc . T he  Jam es  
A. Lim'le Co., P o rtlan d , In d ian a . 251

T he  new  w ay  to  sell y o u r s to re . In 
fo rm ation  free . A ddress, H art-C lo o n ey  
& Co., S u ite  506-7, 36 W e s t R andolph  
s tre e t , Chicago, 111. 252

F o r Sale o r T rad e—A five lig h t A llen 
G asoline lig h tin g  sy stem  in  good condi
tion. W ould tra d e  fo r floor case  o r c ash  
reg is te r. C. B. H arvey , H astin g s , M ich. 
________________________________________ 253

F o r  Sale—C ider an d  v in eg a r p re ss  in  
C heboygan, M ichigan. P re s s  m ade by  
H ydrau lic  P re s s  Co. M ount Gilead, 
Ohio, o p e ra ted  one season. B uild ing  an d  
lo t w ill a lso  be disposed  of if w an ted . 
P len ty  of app les to  o p e ra te  fa c to ry  can  
be h ad  in  in  im m ed ia te  v ic in ity . W ill 
be sold cheap . F o r p a rtic u la rs  address, 
A. W . R am say , F ir s t  N a tio n a l B ank , 
C heboygan, M ich. 256.

F o r R en t—F u lly  equipped m oving  p ic 
tu re  house, m ach ine, sc reen  an d  sea tin g  
c ap ac ity  fo r  250 people. In  one of b e s t 
show  c itie s  in  th e  S ta te ; five au tom obile  
fac to rie s , inc lud ing  th e  fam ous B uick  
fac to rie s , em ploying  over 6,000 w o rk in g 
m en  alone. F o r  fu r th e r  p a rtic u la rs  w rite  
C has. E . C rusoe, 205 F lin t P , S m ith  B ldg., 
F lin t, M ichigan. 232

H om e in  N orthv ille , 2% a c res  land, 
a ll m odern  conveniences an d  ou tb u ild 
ings; exchange  fo r sm all f ru it fa rm , 
h a rd w a re  o r fu rn itu re  s tock  M ichigan. 
C has. M aynard , M ilan, M ichigan. 229

F orce  Y our Selling—In  th e  selling  s e a 
son  sell a ll possible, a t  a  profit. "Why 
c a r ry  goods over an d  sacrifice th e m  ou t 
o f season. O ur spec ia l selling  cam paigns  
a re  p rofit m ak e rs  an d  b u sin ess  builders. 
S tocks closed o u t e n tire ly  o r reduced  a t  
a  profit a n d  no bad  a f te r  effects. G ilt 
edge re fe ren ces  from  m e rc h a n ts  a n d  jo b 
bers. M erch an ts  N a tio n a l Service  Co., 
N a tio n a l C ity  B an k  B uild ing , Chicago, 
Illinois._______________________________ 134

F o r  Sale—5 an d  10c s to re  do ing  good 
b u sin ess  In c ity  of 16,000. Good loca
tion . cheap  ren t. B es t re aso n s  fo r  se ll
ing. W . M. W alte r , M ishaw aka, In d ian a . 
______________________________________ 228

F o r Sale—Stock  of g e n e ra l m e rc h a n 
dise, co n sis tin g  of d ry  goods, c lo th ing , 
shoes an d  g roceries, a ll s tap les , a t  sev 
en ty -fiv e  cen ts  on th e  dollar. W ill in 
voice a b o u t $4,000. Good fa rm in g  com 
m unity . Good s to re  building. Low  ren t. 
A fine, o p p o rtu n ity  fo r som eone to  con
tin u e  th e  business. M ust sell on acco u n t 
of b roken  h ea lth . R o b ert A rdis, M cBain, 
M ichigan. 237

F o r  Sale—F ish  m a rk e t;  e s tab lish ed  
p rofitab le  b u siness ; ow ner m u s t change  
c lim ate . C has. E ife rle , B a ttle  C reek, 
M ichigan. 233

F o r  Sale—A bout 30 fe e t t in c tu re  sh e lv 
ing w ith  sm all d ru g  d raw ers  ben ea th . 
The sam e  len g th  p a te n t m edicine sh e lv 
ing w ith  g la ss  sw ing  doors. C. E . H a r 
vey, H a stin g s , M ich. 254

F o r Sale—O nly b a k e ry  In coun ty  s e a t 
tow n o f 1,200; doing  good business. B rick  
room s; reaso n ab le  r e n t ;  b e s t loca tion  in  
tow n. R o b erts  oven No. 60, 1% b arre ls . 
T riu m p h  m ix er g a s  eng ine  a ll in  firs t-  
c la ss  condition . N o  b read  sh ipped  In. 
C igar fac to ry , b u tto n  fa c to ry  w ith  a  ru n 
n ing  p ay  roll of $1,200 p e r  w eek. A  b a r 
g a in  fo r $700. A ddress C. A. Mills, 
O quaw ka, Illinois. 207

S’hoes—W e a re  s tock  bu y ers  o f all 
k ind  of shoes, la rg e  o r sm all, p a r ts  of 
o r a n y  k ind  o f m erchand ise . L a rg e s t
p rices  paid . W rite  a t  once. P e rry  M er
can tile  Co., 524 G ra tio t avenue , D e tro it, 
M ichigan.__________________________  209

F o r  Sale—H om e su rro u n d ed  b y  b e a u t i
fu l g ro u n d s on river. A ddress 624 M ain  
s tre e t , M arine C ity, M ichigan. 211

¡F W  Ed®<ii
MODERN CORNER STORE, 

43x60. FULL BASEMENT. 2 
FLATS. BEST LOCATION 
on Jefferson East in Fairview, 
Detroit.

ESTABLISHED 
GENERAL MERCHANDISE

business. First-class opening 
for furniture, drugs and books, 
5 AND 10c STORE OR ANY 
RETAIL BUSINESS. Address 
Metropolis, care Mich. Tradesman.

F o r Sale—G rocery , old s tan d , in  a  
good neighborhood, co rn e r  s to re , la rg e  
o rd e r ro u te  an d  good t ra n s ie n t  tra d e ; 
c lean  stock , s to re  a n d  fix tu res  up  to  
d a te ; w ill sell a t  a  reaso n ab le  p rice. 
G rocery  45, care  T rad esm an . 204

W e sell an d  exchange  re a l e s ta te  and  
businesses- everyw here . L e t u s  hand le  
yours. T em ple ton  & A lspaugh , C an ton , 
Ohio. 197

F o r Sale—A sto ck  o f d ry  goods and  
m illinery  in  a  tow n of 1,500 population  
in  W es te rn  M ich igan ; s to ck  in v en to rie s  
$5,600; only one o th e r  d ry  goods s to re  
in  tow n. T ills s tock  m u s t be sold a t  
once. D on’t  w rite  un less  you m ean  b u s l-  

A ddress M. B. Covell, G uard ian ,
W hitehall, M ichigan. 198

W an t to  buy  s to ck  m erch an d ise  n o t to  
exceed $20,000. G ive fu ll de ta ils . J am es  
A. F lynn , 1131 S o u th  32nd s tre e t , O m aha, 
N eb rask a . . 200

H ere  is  a  chance  to  bu y  a  th r iv in g  
fuel and  feed  s to re  in  G rand  R apids, In 
fine location . O w ner m u s t se ll fo r  a  
v e ry  good reason . A ddress  F u e l and  
Feed, care  T rad esm an . 202

Sacrifice  160 im proved, com , stock , level 
fa rm  n e a r  c ity —S p rin g  L ake . P a r t  
trad e . $8,000. J .  T opping, M uskegon, 
M ichigan. jgg

F o r Sale C heap—H o te l fu rn ish in g s  In 
b e st tow n In C en tra l M ichigan. 10,000 
In h a b ita n ts ; tw e n ty -s ix  room s; good b u si
ness. Good th re e -s to ry  b rick  bu ild ing ; 
s te a m  h ea t, g a s  a n d  e lectric  ligh ts . 
C heap re n t. Good reason  fo r  selling. 
A ddress No. 169, c a re  T rad esm an . 169

F o r  Sale—D ru g  s to re  In c ity  of 40,000 
in  M ichigan. C lean  a n d  u p - to -d a te  stock . 
Good reaso n s  fo r selling. W rite  No. 163, 
care  o f M ichigan T rad esm an . 163

F o r  Sale—Clean s to ck  d ry  goods and  
groceries. M ich igan  to w n ; good fa rm in g  
com m unity , on ra ilro ad . In v en to ry  
$5,000, eas ily  reduced . Low  re n t. B a r 
gain . T em pleton  & A lspaugh, C anton, 
Ohio.______________  239

T w o-do lla r h a t  s to re , a n d  ren o v a tin g  
p la n t in  connection , fo r sale. L ive c ltv  
25,000. W ell-estab lished , m ak in g  v e ry  
good m oney. E v e ry th in g  u p - to -d a te ;  ho  
old stock . A life tim e  opportun ity . In 
voice ab o u t $2,000. H u rry ! B e rn ie rs ’ 
$2.00 H a t  S tore, F a rg o , N . D ak. 226

F iv e  d ra w e r N a tio n a l c ash  re g is te r  fo r 
sa le  cheap. A. Salom on & Son, K a la 
m azoo, M ichigan. 219

F o r  Sale—A  m ea t m a rk e t, fix tu res  an d  
bu ild ing ; e v e ry th in g  new ; w ill sell cheap  
if sold a t  once. A ddress 524 Richfield 
Road. F lin t, M ichigan.______________221

W an ted —I w a n t to  buy a  shoe s tock  
fo r spo t cash . P rice  m u s t be low. A d- 
d ress  “H a rtz e ll,” care  T rad esm an . 907

M erchandise  Sales C onductor. F o r  clos
ing  o u t en tire ly  o r red u c in g  stocks, g e t 
Flood, D ex ter, M ichigan._________  18

C ash  fo r y ou r bu sin ess  o r p ro p erty . I 
b ring  b u y e rs  a n d  sellers  to g e th e r. No 
m a tte r  w here  located , If you w a n t to  buy, 
sell o r  exchange  a n y  k ind  o f business 
o r p roperty , w rite  me. E s tab lish ed  1881. 
Jo h n  B. W rig h t, successo r to  F ra n k  P. 
C leveland, R ea l E s ta te  E x p e rt, 1261 
A dam s E x p ress  Big,, C hicago, Hi. 326

M ove y o u r d ead  stock . F o r  closing  out 
o r red u c in g  stocks, g e t in  to u ch  w ith  
us. M erch an t’s  A uction  Co., R eedsburg , 
W isconsin .___________ 963

S afes O pened—W . L. Slocum , safe  ex 
p e rt an d  locksm ith . 97 M onroe Ave., 
G rand  R apids, M ichigan. 104

I p ay  cash  fo r s tocks  o r  p a r t  s tocks  
of m erchand ise . M ust be cheap. H . 
K aufe r, M ilw aukee. W is._______  925

M erch an ts  P lea se  T ake  N otice! W e 
have  c lien ts  of g ro ce ry  stocks, g en eral 
s tocks, d ry  goods stocks, h a rd w a re  stocks, 
d ru g  s tocks. W e h av e  on o u r  l is t  a lso  a  
few  good fa rm s  to  exchange  fo r such  
stocks. Also c ity  p roperty . I f  you w ish 
to  sell o r exchange  y o u r business w rite  
us. G. R. B usiness  E xchange , 540 H ouse- 
m an  B ldg., G rand  R apids, M ich. 859

W e buy  an d  sell second-hand  s to re  
fix tu res. G rand  R ap ids S to re  F ix tu re  
Co., 7 N o rth  Io n ia  Ave. 204

S tocks W an ted —If  you a re  desirous of 
selling  y o u r s tock , te ll m e ab o u t It. 1 
m ay  be ab le  to  dispose o f it  quickly. 
My serv ice  free  to  bo th  b u y er an d  seller. 
E . K ru lsenga, 44-54 E llsw orth  Ave., 
G rand R apids, M ichigan.__________ 870

F o r Sale—N o T rade—Clean s tock  of 
d ry  goods an d  g roceries, sm all tow n, good 
te r r i to ry ; e stab lish ed  tw elve  y ears . H av e  
good trad e . S tock  and  fix tu res ab o u t 
$6,000. C an be reduced. A nnual sa le s  
$18,000 to  $20,000. Good reaso n s  fo r se ll
ing. A ddress No. 98, care  T radesm an . 
__________________________________  98

W e p ay  CASH fo r m erch an d ise  s tock  
and  fix tures. G rand  R apids S to re  F ix - 
tu re  Co.. 7 N orth  Io n ia  Ave.________203

F o r  Sale—L ease  of b e s t room  in  c ity  
of 5,000. A good opening  fo r d ry  goods 
or clo th ing . A ddress L ease, care  T rad e s 
m an._________________________________ 255

Show s w here  y o u r m oney goes—T h a t’s 
w h a t th e  F . & B. jo u rn a l cash  book does. 
I t  Is com plete financial record  of your 
business, show ing  sales, p u rchases , cash  
and  d is trib u tio n  of expenses. P rice  $2.50. 
F lem ing  & B enedict, 8 Spruce s tre e t, 
N ew  York._________________  238

H ote l—A llegan, M ich.—F in e  tw o -s to ry  
colonial bu ild ing ; accom m odates th ir ty  
people; loca ted  on b ank  K alam azoo  R iv 
e r; only tw o b locks from  s to re s ; w o rth  
$8,000; fo r  quick  sale  $5,500; one -h a lf 
down. Jo h n  S tein , ow ner, A llegan, Mich.

231

If  you w a n t c ash  fo r  y o u r g en era l 
s tock , shoes o r clo th ing , w rite  R. W . 
Johnson . F o r t  P ie rre , So. D akota. 218

F o r  Sale—E x tra  chan ce  to  buy s to ck  
of d ry  goods, shoes, g roceries. One of 
th e  b e st tow ns In E a s te rn  M ichigan. 
A bout $4,500. P h y sica lly  unab le  to  a t 
te n d  to  business. A ddress N o. 206, care  
T radesm an . 206

F o r Sale—F o u r S ta tio n  cash  c a r r ie r  
fo r $25. D avid  Gibbs, L ud ing ton , M ich.

181
F o r Sale—C lean d e p a r tm e n t s to re  s to ck  

of ch ina, d ry  goods, no tions, house fu r 
n ish ings. L oca ted  In live m an u fa c tu rin g  
tow n 3,500, w ith  f irs t-c la ss  fa rm in g  
coun try . C. J . T ucker, G rand  Ledge, 
M ichigan. 215

H E L P  W A N T ED .

M r. D ru g  Clerk—$2,500 cash  a n d  $500 
secu rity  w ill s e t you up  in  business  in 
good location  in b e st c ity  of 50,000 In th e  
S ta te . Good fix tu res, com plete  s tock , 
good foun ta in , an d  $20 d aily  sa les to  
s ta r t  w ith  th a t  can  be doubled. A ddress 
No. 227, M ichigan T rad esm an . 227

W an ted —C loth ing  S a lesm an—To open 
a n  office an d  so lic it o rd e rs  fo r M erchan t 
T a ilo ring . Fu ll sam ple  eq u ip m en t Is 
free. S ta r t  now  an d  g e t in to  business 
“on y o u r ow n hook.” W e build  to -o rd e r  
th e  b e s t c lo thes in  A m erica . I f  you have 
fa ith  in  y o u r ab ility  to  do th in g s , you 
a re  th e  fellow  w e a re  looking  for! Fu ll 
d e ta ils  w ill be supp lied  on re q u e st an d  
I  can  call an d  ta lk  It over If you a re  
in te res ted . E . L. Moon, G eneral A gent, 
Colum bus, Ohio. 707

W an ted —Y oung m an  w ith  $2,000 o r 
$3,000 cash  to  ta k e  h a lf  in te re s t in  c lo th 
ing  s to re  do ing  good b u s in ess ; reason  
fo r selling, I  w ish  to  buy o u t m y p a r t 
n e r’s In te res t. A ddress J . G. B u te r, 358 
M aple avenue, H olland, M ich. 245

SITU A TIO N S W A N TED .

Y oung m e rc h a n t fam ilia r  w ith  ev ery 
th in g  in  m erchand ise  an d  m erchand ising  
leaving  re ta il  business, d esires  w holesale 
connection, tra v e lin g  p re fe rred . N om inal 
sa la ry  to  s ta r t  If op p o rtu n ity  ex ists. 
A ddress 250 ca re  T rad esm an . 250

Economic Coupon 
Books

They save time and expense.
They prevent disputes.

They put credit transactions on 
cash basis.

Free samples on application.

Tradesman Company
Grand Rapids, Mich.

Creating Confidence
Michigan is one of the most responsive markets in the 

world for your goods. Prosperity has overtaken the people 
and they are buying.

Tell the people of Michigan about your goods—how they 
are made and sold and how to recognize them. Tell it to 
them through a medium in which they have confidence. 
When they know who you are, and what you offer them, 
they'll buy.

The medium which has the confidence of its readers in 
the Michigan field is the

Michigan Tradesman

C onservative I nvestors patronize Tradesman Advertisers
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After Dinner Mints by Noah Artie 
■ Choke.

W lritten  fo r  th e  T rad esm an .
I was sitting on the platform by 

the depot over at Fennville the other 
day waiting for a train and in the 
meantime reading the Tradesman, 
when Arthur Krause, who, by the 
way, wears shoes like he sells, spoke 
up saying: “Noah, why don’t you 
write some foolish stuff for the 
Tradesman? Not but what it has 
some along that line, but something 
really labeled foolish, so that we won’t 
get fooled when we think we are 
reading serious dope.”

“Well,” said I, “Maybe I shall, but 
if I do I want it distinctly under
stood that no one is obliged to read 
it.”

Billy Watkins, who is the prune 
agent for Sprague, Warner & Co., 
and who was standing nepr listening 
to our conversation, said: “I tell you, 
Noah, just tell them right out that 
you do not pay as muck to have 
your matter insterted as to those who 
are running the advertisements, and 
that they can stop reading them any 
old time they wish to and take up 
the advertisements again and then 
there will be no harm done.”

Billy always did have reasonably 
good sense, so I told them I would 
try it out on that basis, even if it put 
the Tradesman out of business.

This line of talk is called “After 
Dinner Mints” because such mints 
are supposed to aid your digestion. If 
there is anything the matter with you 
this dope ought to help you—if you 
don’t take too much. Noah isn’t my 
real stage name, but no one knows 
that except Hoppough, who sends an 
occasional order to Worden’s and 
Martin Smith, who charges up ex
pense to Crowley Bros., Detroit, and 
they won’t tell. If you think they 
will ask them.

Weakly poem by Roy Knapp, Hart
ford:

When you have coin '
We’ll shake your hand,
In sunshine or stormy weather;
But when you’re broke 
Please understand,
We’ll shake you altogether.

C. O. Evans, who looks after the 
interest of Marshall Field & Co. in 
Kalamazoo, was busy the other day 
when his 6 year old girl came in and 
said: “Papa, I want an ice cream sun
dae.” “All right,” said C. O. “Call 
my .attention to it later. This is only 
Thursday.”

Lafe Hoozus, who travels out of 
Jackson, got quite a bite in the neck 
last week. Lafe had his false teeth 
in his trousers pocket and slipped on 
a banana peel and fell and bit a big 
chunk out of the back of his neck. 
Lqfe says he changed his trousers but 
forgot to change his teeth.

Phoebe B. Beebe, who runs a mil
linery store over near Jackson, caught 
a swarm of bees last week, by pound
ing on tin pans. Good for you, 
Phoebe!

> Question Department. 
(Questions of interest to our read- . 

ers will be answered in this column. 
If you wish a private reply please en
close a sandwich and a movie 
ticket—Noah.)

Dear Noah—I have a good auto
mobile which I have used only five 
years. It seems to miss fire some. 
What can I do to ensure a steady fir
ing of the cylinders? I. H. Coffin. 
Jackson.

Go out in the swamp and catch 
some lightning bugs and put two in 
each cylinder. These will make sure 
the spark and your car will run like it 
did last year.—Noah.

Dear Noah—My neighbors’ chick
ens come over and scratch up my gar
den. I run a grocery store and my 
neighbors are good customers; owe 
a considerable and sometimes more. 
How can I help the chickens out and 
not offend them (the customers). Billy 
Ryan, Bangor.

Dead easy. Catch the chickens 
when they come over and tie some 
cheese cloth on the feet of each chick 
and let them go. They can’t scratch 
a bit and your neighbors will continue 
ordering groceries.—Noah.

Come on with your questions. I 
am crazy to hear from you.

Anyway, isn’t it as good as reading 
the Current Prices?

Keep your eye on the circulation 
list. Noah Artie Choke.

te
Moving From Petoskey to Traverse 

City.
Petoskey, June 28.—The Cornwell 

Beef Company, which has maintained 
cold storage plant and offices here in 
Petoskey for fourteen years, is mov
ing its headquarters for this part of 
the State and its cold storage plant 
to Traverse City. Herbert Agans, 
the Petoskey manager, and Roy D. 
Bradshaw, assistant manager, will go 
to Traverse City Tuesday and the 
books of the company will also be 
moved there Tuesday morning.

For some time there has been in 
Michigan a company known as the 
Saginaw Beef Company and the Corn- 
well Beef Company and a few weeks 
ago these companies were consoli
dated and July 1 will open business 
under the firm name of the Cornwell 
Beef Company, with headquarters in 
Saginaw.

The managers have decided to en
large the territory of each branch 
office and cold storage and as Traverse 
City already has a fine large plant and 
considering the fact that if it remain
ed in Petoskey the plant would have 
to be rebuilt at a considerable cost, 
it was decided to move the Petoskey 
office to Traverse City and consoli- 
,date the two territories.

Messrs. Agans and Bradshaw will 
go there at once, Miss Fannie Klurtz, 
the book-keeper, will remain at the 
office here for some little time, and 
the deliveryman, John Hanselman, 
will remain here during the summer.

Mrs. Agans and family and Mrs. 
Bradshaw will remain in Petoskey for 
some time but will move to Traverse 
City, during the course of the sum
mer.

Butter, Eggs, Poultry, Beans and Po
tatoes at Buffalo.

Buffalo, June 30.—Creamery butter, 
fresh, 25@28c; dairy, 20@24c; poor to 
common, all kinds, 19@20c.

Cheese—Selling well; new fancy, 
15c; new choice, 14@14J^; held fancy, 
15H.@16c.

Eggs—Choice fresh, 19@21c.
Poultry (live)—Broilers, per lb., 22 

@27c; cox, ll@12c; fowls, 15@16c; 
ducks, 14@17c.

Beans—Medium, new, $3.35:' pea, 
$3.25; Red Kidney, $3.75; White Kid
ney, $3.90@4; Marrow, $3.75@4.

Potatoes—25@ 30c per bu.; new, 
$1.50@ 2 p e r bu. Rea & Witzig.

Sparks from the Electric City. 
Muskegon, June 28.—The Barden 

Grocery Co., pf Watervliet, is suc
cessor to T. B. Dustin. Mr. Barden 
has had considerable experience in 
the grocery game, having worked for 
H. Merrifield for a number of years.

On account of the good weather, 
quite* a few of the boys disappointed 
A. Peters by not attending his rum 
party. However, Mrs. and Mr. Her
man Anderson and the writer attend
ed and enjoyed ourselves immensely. 
After the game refreshments were 
served and we went home" voting 
Mrs. Peters a delightful hostess.

The Tradesman extends A. Lulofl 
hearty sympathy on account of the 
death of his grandmother.

Orla Clay has purchased the W. B. 
Goss meat market at Coloma.

Afternoon trains aré now in opera
tion on the Pentwater division.

The White Lake Inn has remodel
ed its dining room with mission wood 
work all around the room. Screen 
doors lead to the dining room, which 
helps to keep the place clean. Charles 
Schierstaedt, the proprietor, has had 
the reputation of running one of. the 
best hotels on the Pentwater division 
and it looks as if he is trying hard to 
keep up his rep. Keep it up, Charley, 
the boys all appreciate your efforts.

The Goodrich line will run the In
diana to Manistee July 5 for an ex
cursion. The fare will be $1 for 
round trip.

It is surprising to note the progress 
the A. W. Stevenson boom has taken. 
Editor Stowe wrote us he will be glad 
to give us a page and a half in Steve’s 
interest. We thank you,Tieartily, Mr. 
Stowe, and will take you up on your 
kind offer at a later date. Muskegon 
Council is entitled to some considera
tion and we would ask our brother 
counselors from other councils to 
boost and help elect A. W. Steven
son Grand Sentinel.

Grand Haven will have an aeroplane 
ascension and fire works display for 
the benefit of its visitors July 5.

Milton Steindler. 
fe  te  fe

Detroit Disgusted With Eastern Time
Jackson, June 29.—John R. Wood, 

of Detroit, publisher of the well- 
known railroad guide and an apostle 
of railroad time, was in Jackson yes
terday.

Detroit is already tired of the con
fusion of Eastern time, according to 
Mr. Wood, and will, in his opinion, 
soon go back to Central Standard 
time.

“The life of the cities of Michigan 
depends on the railroads; they and 
the time of their trains enters some
what into the life of every citizen,” 
said Mr. Wood. “It is conceded, even 
by the most ardent advocatfcs of ‘more 
daylight,’ that it is out of the question 
for the railroads to change their time 
tables to conform in any degree to 
local desires. The . railroads have 
adopted the present system after years 
of experimentation, and the zones 
were arranged with careful consid
eration for the convenience of the 
people in the entire country which 
they serve.

“Now, inasmuch as the railroads 
cannot change their time, what is the 
sense of communities here and there 
complicating a problem which was 
settled after years of intolerable con
fusion?

“The one argument for Eastern 
time is that it affords more hours of 
daylight for manufacturers, and less 
expense for lighting their shops, and 
more hours of daylight liberty for 
workmen. Many workmen tell me 
they do not like the idea of getting 
to work an hour earlier. But if 
there is anything in this argument it 
would be vastly more simple to 
change the hour of beginning work.

“I am certain Detroit will soon go 
back to Central time. No one is 
really satisfied with one time for the 
city and another for the railroads, 
courts, etc. It has already shown it-

self to be a nuisance. Jackson, one 
of the big railroad centers of the 
State, with its large population oi 
railroad workers, is sensible in pay
inĝ  little heed to the talk of a change, 
which is really inspired by a few 
‘special interests’ in Detroit.” 

fci t e

What Some Michigan Cities Are 
Doing.

W ritte n  fo r  th e  T rad esm an .
The v new State law gives the fire 

warden authority to condemn and 
raze wooden fire traps in cities. Lan
sing has thirty-six old buildings that 
must go.

Saginaw has ordered 16-inch high 
pressure water mains in four streets.

Nashville has organized a Board of 
Trade with the following officers: 
President, George C. Deane; Vice- 
President, R. C. Townsend; Second 
Vice-President, Len W. Feighner; 
Treasurer, F. K. Nelson. Dinner 
meetings will be held once a month.

The franchise of the Kalamazoo 
Gas Company expires in July, 1916, 
and the city is negotiating for the 
purchase of the plant. The company’s 
price is $1,875,000 and the city offers 
$821,150. An engineer employed by 
the city placed the physical value of 
the plant at $746,500.

Libby, McNeill & Libby are build
ing a pickle plant at Cadillac.

Kalamazoo will lay over a mile of 
water mains in outlying districts.

The University of Michigan has 
engaged Frank Law Olmstead, land
scape designer, to make a study of 
the campus, in connection with plans 
of the Civic Association of Ann Ar
bor and the Park Commissions of 
Ann Arbor and Ypsilanti. It is in
tended t.o make these two cities, with 
the intervening ten miles of Huron 
River valley, a beauty spot and show 
place.

Allegan needs more houses to take 
care of the families of workers in 
the new automobile factory.

Charlotte has ordered sixty boule
vard lights and has entered into a 
five-year lighting contract with a pri
vate company for $45 each per year, 
with lights turned off at 12 o’clock.

Dowagiac will build twenty-two 
new sidewalks this summer.

Plans are being prepared for a Ma
sonic temple at Adrian to cost $50,- 
000.

Three Rivers has voted to sell 
bonds and build a municipal lighting 
plant and waterworks.

Pontiac has let contracts for a gar
bage reduction plant, the concrete 
building to cost $2,760 and the ma
chinery and equipment, $4,143. The 
plant will be located on city property 
out Mt. Clemens street. It is claim
ed there will be no odors and that 
all kinds of refuse will be cared for, 
including dead animals. Grease and 
fertilizer will have commercial value 
and will help offset the expense of 
operation. Almond Griffen.

B U SIN ESS C H A N C E8.

F o r Sale—B lack sm ith  an d  w oodw ork 
bu s in ess  in  good locality . A1 business. 
Good rea so n s  fo r  selling. F o r  p a rtc u la rs  
ad d ress  J am e s  W ilson, G ilford, M ichigan.
_________ _____________ ;______________ 260

F o r  Sale—O nly b a k ery  tow n  of 600. 
F in e  o p p o rtu n ity  fo r r ig h t p a rty . R ich  
fa rm in g  com m unity . C hance fo r lunch  
room  an d  ice c ream  p a rlo r  in  connec
tion . Good fo r  $20 a  w eek  fo r  b a k e r 
w ho  c an  do ow n w ork . A ddress 261, 
c a re  T rad esm an . 261



PAINTY LUMPS
Striali Cubes of Sugar

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

; This is size No. 5 .
THE POPULAR SHAPE 

Handled by all jobber»—sold by all detieni

EASY TO SELLG. J. JOHNSON CIGAR CO Grand Rapids

it w ith  Confidence
for every sale will profit both you and your customers

T H E N E W Q IL *IP 3L -.l'- ■  S  
'm i for li€ht and fuel JL

bums 20 per cent, longer and 20 per cent, brighter than any other oil. The 
most efficient fuel for. incubators,' oil-burning cook-stoves and heaters.
Burns with a steady flame at an even temperature and is more economical 
than any other fuel. That’s why

New Sales—New Customers—New Profits
are waiting for every dealer who handles Perfection Oil.

‘ Guaranteed by Standard Oil Company, of Indiana 
America's greatest service organization

Full information at any of our distributing stations.
S T A N D ^ R O  O IL CO M PANY

I f v of Indiana
CHICAGO  ̂. : U. S ,A .



OME of Mr. Adam’s brothers down through the years have made 
practically the same mistake he did. They have been tempted to

do the things they ought not to have done and to leave undone the 
things they ought to have done, and so they have gathered unto them
selves much trouble and many regrets. •

Be Cautious To-day and You’ll 
Be Happy To-morrow

If you are full of worry you cannot be happy, and you certainly 
ought to be full of worry if you are not properly protecting your valuable 
books and papers. Write us to-day for prices on dependable safes; buy 
one and have the satisfaction of knowing that you are discharging your 
duty to yourself and your family.

Grand Rapids Safe Go.
Tradesman Building

.Grand Rapids, Michigan


