Better, Wiser and Happier

Do you wish the world were better?
Let me tell you what to do;
Set a watch upon your actions,
Keep them always straight and true;
Rid your mind of selfish motives;
Let your thoughts be clean and high,
You can make a little Eden
Of the sphere you occupy.

Do you wish the world were wiser?
Well, suppose you make a start,
By accumulating wisdom
In the scrapbook of your heart;
Do not waste one page on folly;
Live to learn, and learn to live.
If you want to give men knowledge
You must get it, ere you give.

Do you wish the world were happy?
Then remember day by day
Just to scatter seeds of kindness
As you-pass along the way;
For the pleasures of the many
May be ofttimes traced to one,
As the hand that plants an acorn
Shelters armies from the sun.

Ella Wheeler Wilcox.
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Smile Follows the Spoon When It's Piper’'s”

Made for a Discriminating Public by a Discriminating
House for Discriminating Dealers.

If you wish to secure the agency of the BEST ICE
CREAM it is possible to produce, write at once to

Piper Ice Cream Co.

Kalamazoo, X Michigan

Pere Marquette Railroad Co.

DUDLEY E. WATERS. PAUL H. KING, Receivers

FACTORY SITES

AND
Locations for Industrial Enterprises in
Michigan
Th® | Marquette Railroad runs through a territory peculiarly adapted by Accessibility
liSriSr Facilities. Healthful Climate and Good Conditions for Home Life, for the

LOCATION OF INDUSTRIAL ENTERPRISES.

First-class Factory Sites may be had at reasonable prices. Coal in the Saginaw Valley
and Electrical Development in several parts of the State insure Cheap Power. Our Industrial
Department invites conrespondence with manufacturers and others seeking locations. All in-
quiries will receive painstaking and prompt attention and will be treated as confidential.

Addres* GEORGE C. CONN,
Freight Traffic Manager,
Detroit, Michigan

RAMONA '['HEATER

Better Thanever

Brighter Than Ever

Bigger Than Ever

POPULAR PRICES

Twice Daily:— Afternoon and Evening

NEW DEAL

Eat Plenty of
Bread

It’s Good
for You

The Best Bread is
made with

Fleischmann’s Yeast

Boston Breakfast
Blend

—Splendid Quality
at a
Moderate Price

Judson Grocer Co.
The Pure Foods House

GRAND RAPIDS, MICHIGAN

MORE PROFIT

SNOW BOY WASHING POWDER 24s—Family Size

through the jobber—to Retail Grocers

25 boxes @ $3.05—5 boxes FREE, Net $2.54
10 boxes @ 3.05—2 boxes FREE, Net 254

5 boxes @ 3.10-1 box FREE, Net 258
2% boxes @ 3.20-Hbox FREE, Net 266

F. O. B. Buffalo: Freight prepaid to your R. R. Station in lots of not less than 5 boxes.
All orders at above prices must be for immediate delivery
This inducement is for NEW ORDERS ONLY—subject to withdrawal without notice.

BUFFALO, N. Y., January 3, 1916.

DEAL NO. 1601.

Yours very truly,

Lautz Bros. & Co.
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TAXING WAR PROFITS.

The Revenue bill now before Con-
gress, if it becomes law, will place
the United States in the growing
group of nations which have imposed
a tax on the profits of their munition
makers.

The most striking difference which
the taxes on munitions levied by Can-
ada and England present to our own,
is that they are levied not solely on
munition and copper companies, but
on nearly all companies which have
benefited by the war. The Canadian
measure permits the exemption of
corporations with a capital less than
$50,000. The only distinction in the
American bill is made between small
and large gross receipts, in a differ-
ence in the percentage rate of the
tax. Thus, on gunpowder and other
explosives the tax on gross receipts
ranges from 5 per cent, to 8 per cent.,
and on shells, machine guns and other
arms, from 2 to 5 per cent.

The American bill provides that if a
company’s net profits are below 10
per cent, on its invested capital, no
tax shall be levied, and if the payment
of the tax would reduce net profits
below 10 per cent., the tax to be paid
shall be equal only to the net in
excess of 10 per cent. The Canadian
measure imposes a tax on net, rather
than gross, profits, and the exemption
is only 7 per cent. The tax is equal
to one-quarter of the excess above
that exemption. The British plan
does not exempt any specified per-
centage, but provides for a tax of
00 per cent, on “excess profits;” that
is to say, all profits earned overland
above an average of profits in “nor-
mal” years.

To the Tradesman it seems little
short of an outrage to compel the
men of the National Guard to take
the new Federal oath in the way in
which it is being demanded. The men
who enlisted prior to the Mexican
flurry did so without the slightest idea
that a situation would arise in which
they would find themselves confronted
with the necessity of turning them-
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selves into regular soldiers for per-
haps three or more years. Now they
are compelled to choose between tak-
ing the oath that many, in justice to
themselves and their families, ought
not to take, or of being hiss.ed out of
camp. It is an ex-post-facto law
which is being applied; the militiamen
having contracted for one form of
service are being obliged to take on
another and very different contract,
ft is a choice which ought not to have
been put up to them at all; but having
been put up to them, it should be
made easy and honorable for men with
families dependent upon them to re-
tire, particularly as the Mexican dan-
ger seems to have passed. Instead,
they are being dragooned into the
service under conditions that amount
to conscription, for not one in a hun-
dred has the moral courage to say no
and face taunts of cowardice and of
“welching.” The whole situation is
far from creditable to the Wilson ad-
ministration. Hereafter, of course, all
men enlisting in the militia will know
that the President, by a stroke of his
pen, can convert them into regulars
for six years, and send them anywhere
he pleases for as long a time as he
thinks any “emergency” exists.

The high cost of war to the United
States is illustrated by the proposal,
which failed of adoption in Congress,
to grant $50 monthly to families of
National Guardsmen absent on ac-
tive service. No one argued that $50
would more than supply the bare
necessities of an average American
family. Yet this sum is about treble
what any European government start-
ed out with in the way of allowances
at the war’s beginning. England, in
the fourth month of the war, voted
about $17.75 per month to each de-
pendent family, and France, by mere-
ly extending the scope of an old sta-
tute, gave approximately $16.50 for
the same purpose. The German gov-
ernment bestows $7.50 per month on
its dependent soldier families, which
will not go very far with salt pork
at 75 cents per pound, butter $2 per
pound and eggs $? per dozen. Russia
docs not pay any fixed sum per
month, but merely the current mar-
ket value of certain quantities of food.
At the highest possible figure, Rus-
sia’s allowance to dependents of sol-
diers is smaller than that of France
and much less than one-third that
proposed for the families of Ameri-
cans. Tn Canada, on the other hand,
the sum allotted is as high as $20.
And the Canadian soldier receives $18
more pay a month than the American.
In other words, the cost of this serv-
ice to Canada, whose standard of
living approaches that of the United
States, approximates the American es-
timate of sso.

FOOLING WITH FIRE.

When the San Rafael, Cal., Retail
Grocers Association undertook to
unionize their clerks they bit off more
than they contemplated to chew. As
the story is told, a newcomer in that
city kept his shop open nights, greatly
to the discomfiture of the other gro-
cers and refused to follow the rule
of the remainder and close early. To
discipline him the Association decided
to unionize the clerks of the whole
city and invited a walking delegate
down from the San Francisco union
to talk to the clerks. He oame and
held a meeting, but would only tol-
erate the clerks joining the San Fran-
cisco union, whereas they wanted to
form a local of their own, and the
meeting broke up without accomplish-
ing its results.

The business agent of the San
Francisco union then served notice
on the grocers of San Rafael that they
must force their clerks to join the
San Francisco union or they would be
boycotted. The Grocers” Association
refused to make any such demands
upon its clerks, whereupon the San
Francisco Grocery Clerks’ Union
placed a boycott upon the firm doing
the largest grocery business in San
Rafael, the C. Grosjean Co.

A plug ugly, exceedingly repulsive
in appearance, is now parading up and
down the streets in front of C. Gros-
jean & Co.’s store, yelling “unfair
house” and carrying the boycott ban-
ner over his shoulders. Tn the mean-
time the grocery clerks of San Rafael
have organized a club of their own,
and four grocery clerks have joined
the San Francisco union. Many sub-
urbanites who reside in San Rafael
and who do not approve of the high
handed methods of the trades union,
grafters and sluggers have com-
menced trading with C. Grosjean Co.
to offset the boycott.

CONDENSED MILK SCARCITY.

One of the numerous articles which
have severely felt the demand of the
war and of our own domestic prepara-
tions for trouble on the Mexican bor-
der, is condensed milk, and at just this
season of the year, when condensed
milk has an unusually large domestic
demand, it has made the product es-
pecially scarce, particularly in metro-
politan centers.

Every manufacturer is finding him-
self driven to the limit to supply his
demand and is forced to fill orders
in small fractions. He is competing
with the butter maker for rich milk
and cream and forced to use high
priced sugar and abnormally expen-
sive cans. Whereas the average prices
two years ago were $4.40 a case and
a year ago $4.50 the ruling price for
standard grades is now around $5.25.
and hard to get at that.
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The usual supply from Holland and
Switzerland is not coming here now
for obvious reasons, and countries for-
merly supplied by those sources are
turning to America. One day last
week, it is said, foreign buyers were
in the New York market trying to
pick up 75.000 cases, but had to go
away with only a portion of it. With
export demand stimulated, with hot
weather demanding the “tin cow” and
with armies in the field to be fed, to-
gether with the butter maker taking

every advantage of a wet, grassy
season, condensed milk is making
records.

Expediency is the keynote of the
revenue bill now being ground
through Congress under the watchful
waiting of President Wilson. Tt
is proposed to collect an addi-
tional $210,000,000 of revenue in the
easiest manner practicable. The cor-
poration tax is to be doubled, the in-
come tax practically doubled, muni-
tion makers are to yield a share of
their profits, and estates worth above
$.>0,000 are to pay an inheritence tax.
Popular reformers will be gratified
by the fact that all these taxes are to
rest on the classes, not on the masses.
Those who will feel the new taxes
represent only a negligible fraction
of the voting public. Their grief can-
not turn an election, and they may
well begin to question whether the
Democratic party, now it has found
the recipe, will refrain from additional
exactions. But these are also the
classes that have been most nearly
solid for a greater army and navy
and have scorned any calculation of
the cost. We may yet have the great-
est navy in the world and a million
men under arms, but if we do, the
income-tax rates will probably be such
as to stagger well-to-do humanity.

The finest athletic field in the country
for industrial employes has been opened
at Bethlehem. Pa., by the Bethlehem
Steel Company—a field that would put
to shame all except a few of those main-
tained by the colleges. Tt contains a
football gridiron, baseball diamond, soc-
cer field, a dozen tennis courts, a group
of running tracks, and a concrete struc-
ture which serves at once as grand
stand and gymnasium. The field was
dedicated last week by the thousands
of men who were to take possession of
it, in a monster parade that showed that
the workers have something the spirit
of college men, after all. One shop had
turned out a huge submarine, another a
striking reproduction of the skeletonal
beams of a factory, a third a monster
anvil with wrenches and hammers as
big as a man—the whole an industrial
pageant not wholly humorous in char-
acter.



UPPER PENINSULA.

Recent News From the Cloverland
of Michigan.

Sault Ste. Marie, July 10—D. K.
Moses, proprietor of the Leader, one
of our largest dry goods and clothing
stores, has purchased the stock of M.
Newmark, who has been conducting
a clothing store on West Portage
avenue for a number of years, known
as Everybody’s Store. Mr. Moses has
had the stock removed to a store on
Ashmun street, where he is offering
same to the public at a sacrifice in
price, which is causing a few of the
merchants to fall in line on reducing
the high cost of living and the public
in general is reaping the benefit mean-
while.

The hotel at Moran was re-opened
Saturday last for the summer season,
having been closed since the terrible
accident on circus day, June 5.

J. A. Burns, who recently resigned
his position with the Ormsbee-Atkins
men’s clothing house, Marquette,
where he had charge of the men’s
clothing department, has accepted a
position in the sales department of
Miller’s clothing store on Ashmun
street.

Charles Madison, well known lum-
berman of Kenneth, has purchased
a new Buick and is enjoying a drive
over the country roads during the
present hot spell.

M. Hoban, popular postmaster at
St. Tgnace, returned last week from an
extended trip to Milwaukee.

Mackinac Island is again resuming
its summer activities and a number
of the popular hotels were opened
last week for the season, among them
being the Grand, the New Mackinac,
the Chippewa and Island House. The
Hotel Murray has been opened for
some time and reports a good busi-
ness. The Islanders are looking for a
good summer and if the warm weather
continues as it has been for the past
week there will be a scramble for the
cool breezes and comforts at the
Island such as has not been for years.
Most all of the cottages at the Island
are now occupied.

Manistique is to have a new ice
cream factory. Carl Schubringer has
purchased the ice cream machinery
of the old creamery company and
will engage in making ice cream for
the wholesale trade. He expect to do
a large outside business with the sur-
rounding towns as well.

Professor and Mrs. Walter Warner
and family, of Cincinnati, Ohio, ar-
rived at DeTour last week, where
they expect to make their home for
the summer. This will mean much
to the musical circles at DeTour. as
the professor is a valuable asset to the
DeTour band, in which he takes an
active part during his stay at De-
Tour.

Twenty years ago last Wednesday
Dr. G. P. Ritchie, our well known
dentist, reached the Soo. The most
remarkable feature during his long
stay at the Soo is that he has never
been laid up a day bv sickness or
accidents, but he could not stand it
any longer, and made a misstep from
his car. dislocating his ankle, which
has laid him up since. As a much-
needed vacation and rest were coming
him, he is making no complaint over
the mishap.

J. L. Lipsett, manager of the Lipsett
implement house, has been laid up
with indigestion for the past two
weeks. He is showing signs of im-
ﬁrovement and his many friends are

oping to see him out again in the
near future.

C. J. Goppelt. who helped make
Milwaukee famous as a chocolate
town, was a Soo visitor last week.
Charley made an auto trip during his
stav here out through the country
and. being obliged to come back by
the Pickford road, which is under
course of construction, his experiences
in autoing were varied and many. It
required Charley’s entire strength to
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keep the auto from turning turtle be-
tween the construction work and the
ditch on either side. Charley says
that during all his years of traveling
he has yet to see worse country roads
than he encountered in making the
trip. However, the large sales of
chocolates and sweets sold the coun-
try stores, kept Charley’s cheerful dis-
position up until he reached the Soo
again. Hie left for the copper country
on the Anchor line, which he much
tprefers to automobiling in the coun-
r

The Fourth of July celebration here
came to a close without a mishap of
any kind. The noise was perpetual
from early morning until the next
morning. Hon. G. J. Diekema, of
Holland, was the principal speaker
of the day and made a big hit. The
fireworks were unusually good and
appreciated by all.

W.

Stroble, of the Lincoln Chau-

tauqua Co., Chicago, was a business
visitor here last week, in the interests
of the chautauqua which is to be held
here during the week of Aug. 1 to 6.

G. A. Ratter, book-keeper for the

Cornwell Company, has purchased a
new Overland and has made some
record breaking trips throughout the
country. His many friends are as
yet unable to determine how fast he
can drive, as they lost count after he
struck a forty-five mile gait, but do
not doubt that he could easily make
seventy miles an hour if put to the
test.

G. W. Green, of Dafter, was a Soo
visitor last week.

Dave Rye, of Pickford, was a Soo
caller last week, taking back a supply
of meats for his large market at Pick-
ford.

The many friends of A. J. Eaton,
our popular city recorder, were agree-
ably surprised when the announce-
ment was made of his marriage to
Miss Mable Grace Keith, of Grand
Rapids. Mr. Eaton is one of the Soo’s
busy young men who has earned a
reputation during his term in the
recorder’s office for the past ten years.
The newly weds are receiving the con-
gratulations of their many friends.

C. S. Beadle, formerly one of the
Soo’s leading business men. but now
a resident of Detroit, is visiting here
this week looking over his real estate
interests.  Mr. Beadle savs Detroit
is a great city, but it will have to go
some to come up to the Soo in the
good old summer time.

Thomas Chandler, of the Sault Edi-
son Co., was all smiles last week over
the arrival of a son and heir. Tom
cheerfully bought the cigars for his
many friends who were waiting to ex-
tend” congratulations.

Leo D. Metzger, a graduate this
soring of the law department at the
University of Michigan, has entered
into partnership with Hon. Sherman T.
Handy, “our esteemed Mavor. Mr.
Handy is considered one of the best
attorneys in Cloverland and Mr. Metz-
ger is to be congratulated in having
Mayor Handy as a partner.

H. W. Mather, for the past few
years book-keeper for the Cornwell
Company, has been transferred to
Flint. During his stay at the Soo
Mr. Mather made many friends who
regret his departure but wish him
every success in his new field. He
was active in church circles and,an
enthusiastic autoist, being the pos-
sessor of the only Packard in the Soo.

William G. Tapert.

Joseph P. Lynch (Lynch Bros.)
was married Monday to Miss Ellen
J. Lynch, of Andover. N. Y. The
ceremony occurred at the Church of
Sacred Heart, being conducted by
Rev. J. J. Sheehy. The marriage is
the culmination of a ten year acquaint-
ance. The happy couple are spend-
ing their honeymoon in Chicago.
They will be at home to their friends
at 25 Rochester Court after July 20.
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SUCCESSFUL SALESMEN.

Wm. Mendelsohn, Representing the
Jaques Manufacturing Co.
William Mendelsohn was born in
Chicago Aug. 1, 1881. His ancestors
were German on both sides. He at-
tended the public schools of Chicago
until 13 years of age, when he entered
the Boston Store as a clerical em-
ploye. Two years later he secured a
position as blender for the Reliance
Distilling Co., which he held six years.
The next three years he was employ-
ed in the bottling department of Good-
hart, Hartman & Co. He then engag-
ed in the moving picture business.
He conducted moving picture shows
in various parts of Chicago for sev-
eral years. Concluding that he was
meant for a traveling salesman, he
secured a position with Fitzpatrick
Bros., manufacturers of Kitchen Klen-
zer, and he has opened territories
successively in  Missouri, Indiana,
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ed with his territory and hopes to
be able to continue in his present po-
sition and in his present territory for
many years to come.

The country seems almost puzzled
by its prosperity. Record figures in
everything are being chalked up by
Government bureaus and commercial
agencies on the credit side of the
ledger; yet well-known authorities
keep telling each other and the public
not to rejoice prematurely. There is
a feeling like that which induced Polyc-
Tates to throw his solitaire into the
Aegean, that “things are too good
to last.” In imitation of this old-
world Trust-magnate, corporations
are throwing vast sums into their
sinking funds, and swell depreciation
accounts beyond all precedent. Polyc-
rates was terror-stricken when his
chef found the solitaire in next day's
filet-de-sole. So business men tremble
when they see that quarterly earn-

Wi illiam Mendelsohn

Ohio, Wisconsin, lowa and Michi-
gan. He is at present assigned to
Western and Northern Indiana ter-
ritory and undertakes to see his trade
three times a year.

Mr. Mendelsohn was married June
26, 1907, to Miss Bessie Friend of
Chicago. They have two children,
daughters 4J4 and 7JE years of age,
respectively, and reside in the mater-
nal home at 5529 Michigan avenue.

Mr. Mendelsohn has only one hobby
outside of his business and that is
fishing. He ,is probalbly the only
traveling salesman in the United
States who carries a stereopticon ma-
chine along with him. His outfit is
a very complete one and two or
three evenings each week he hangs
out a sheet twenty feet square and
gives the people of the town he hap-
pens to be in the benefit of a out-
door picture show, including current
events as well as illustrations showing
how Kitchen Klenzer is made and
used.

Mr. Mendelsohn is very much in
love with his job and is also enamour-

ings refuse to diminish by libation-
pouring. Their sword of Damocles
is peace in Europe. It is to be hoped
that when that sword does fall it
will be harmlessly, on a cushion of
reserves, depreciation accounts, and
sinking funds, with general financial
conservatism.

It is estimated by Treasury officials
that a war with Mexico would cost
$10,000,000 a month. This can be little
better than a guess, but on that guess,
the Department figures that the funds
can come out of income, saving the
necessity of a bond issue. The coun-
try is not so much interested in the
question of the cost of the Mexican
war as in that of having the United
States ready to meet any enemy. It
is quite conceivable that the main-
tenance of a good army and a good
navy would cost in time of peace, in
excess of what has been expended
heretofore, an amount far above the
cost of subjugating the bandits of
Mexico, establishing order and setting
up a stable government by Mexicans,
and it would be worth the price.



America’s Biggest
Fall Merchandise
Display Is On

Its ready—the great Fall Merchandise exhibit
looked forward to by more than two hundred thousand
merchants as the signal to prepare for their Fall, Holiday
and Winter profit-getting. Right here in Chicago, on
our sample floors, you can see NOW the merchandise of
the world. Nowhere else in America is it possible to see
so many major lines of goods conveniently displayed in
one place. Not until you have inspected these goods
can you get an adequate idea of what the markets of
everywhere have to offer you this year. You are invited.
And it will be to your interest to come just as soon as
you can conveniently do so.

BUTLER BROTHERS

Exclusive Wholesalers of General Merchandise

NEW YORK CHICAGO ST. LOUIS MINNEAPOLIS DALLAS



Movements of Merchants.

Marquette—Conrad Wellman, gro-
cer, has filed a voluntary petition in
bankruptcy.

Dowagiac—Merwin & Bonnell suc-
ceed Bonnell & Hartner in the gro-
cer}’ business.

Hersey—Earl Proctor is closing
out his stock of general merchandise
at public sale.

New Boston—The Peoples State
Bank has been organized with a cap-
ital stock of $20,000.

Battle Creek—A. |. Marble has
opened a cigar and tobacco store at
49 East Main street.

Munising—Miss Ella E. Grogan has
closed out her millinery stock and
will retire from business.

Middleton—E. H. Moss has sold
his drug stock to B. O. Reynolds,
who will continue the business.

Shelby—Alfred R. Heald is re-
modeling and enlarging his bakery.
He has also installed a new oven with
a capacity of 200 loaves daily.

Vermontville—Mrs. W. H. Chaffee
has sold her interest in the bakery
to her son. E. H. Cole, who will con-
tinue the business under his own
name.

Charlotte—W illiam Welch has sold
his grocery stock to George W. Mc-
Elmurry, who will continue the busi-
ness at the same location on Prairie
street.

Perry—James Locke, of Lansing,
has purchased an interest in the Dun-
ning Hart hardware stock and will
devote his entire attention to the
business.

Mt. Pleasant—J. M. Lutzenheiser
and William Ferguson have formed
a copartnership and engaged in the
produce, butter, egg and poultry
business.

Battle Creek—John K. Godfrey has
formed a copartnership with Price
Mayo under the style of the John K.
Godfrey Jewelry Co. and engaged in
business.

Saginaw—The Michigan Packing
Co. has decreased its capital stock
from $30,000 to $25,000; also changed
its name to the Saginaw Valley Can-
ning Co.

Petoskev—John M. Shields, receiv-
or of the Petoskey Hardware Co., has
sent the creditors dividend checks
representing the full face value of
their claims.

Menominee—The Z. & IT. Market
Co. has dissolved partnership and the
business has been taken over by Val
Hoffman, who will continue it under
his own name.

Detroit—The Dearborn Hardware
Co. has engaged in business with an
authorized capital stock of $15,000,
all of which has been subscribed and
paid in in cash.
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Midland—The Fahrner Elevator
Co. has been incorporated with an
authorized capital stock of $30,000,
all of which has been subscribed and
paid in in cash.

Saginaw—Fire damaged the Stephen
F. Zacharias store building, meat and
grocery stock to the extent of about
$9,000, July 7. The loss is partially
covered by insurance.

Alpena—Martinson & Stafford and
Nowak & Martinson have consolidat-
ed their clothing stocks and will con-
tinue the business under the name of
Martinson & Stafford.

Jackson—Maher Bros, have taken
over the T. C. Smoke stock of pianos,
piano players and sheet music and
consolidated it with their own stock
at 120 East Main street.

Lansing—The Gately Co., with
headquarters in Saginaw, has opened
the 118th store in its chain, at 208
South Washington avenue, under the
management of W. C. Horn.

Jackson—J. H. Lourim & Co.,
dealers in dry goods, are building a
two-story addition to their building
on West Main street, which will pro-
vide an additional floor space on two
floors of 120 x 40 feet.

Detroit—The Dubary Blouse Shop
has been incorporated to sell ladies’
ready-to-wear apparel at retail with
an authorized capital stock of $2,000,
all of which has been subscribed and
$1,200 paid in in cash.

Marquette—John Jones has remov-
ed his stock of general merchandise
from Diorite to the corner of Mich-
igan and High streets and will con-
tinue the business, adding a line of
groceries to the stock.

Ludington — Elmer  Chesebrough
has sold his interest in the meat stock
of Chesebrough & Fredburg, to Frank
Krause and the business will be con-
tinued at the same location under the
style of Fredburg & Krause.

Detroit—Jack Burnham’ shop has
been incorporated to retail men’s
wear and other merchandise with an
authorized capital stock of $2,500, of
which amount $1,500 has been sub-
scribed and $1,000 paid in in cash.

Portand—Marshall & Wright, lum-
ber dealers in lonia and John B.
Mathews have formed a coparnership
and taken over the real estate and
lumber business of Charles A. Estep
and will continue it under the man-
agement of Mr. Mathews.

Detroit—The Henry A. Wright
Co. has engaged in business to manu-
facture. buy, sell and deal in machin-
ery, railroad and mill supplies with
an authorized capital stock of $1,000,
of which amount $500 has been sub-
scribed and $250 paid in in cash.

Gladwin—Merton H. Wright, en-
gaged in the general store business,
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formerly known as Wright & Burton,
has merged the business into a stock
company under the style of the
Wright-Carson Co., with an author-
ized capital stock of $25,000, of which
amount $12,500 has been subscribed
and paid in in cash.

Detroit—A. C. Klett, formerly of 65
Monroe avenue, has moved a few
doors west of his former location and
has added to his stock of men’s fur-
nishings a men’s shoe department.
Mr. Klett previously sold furnishings
exclusively. The store was remodeled
before Klett occupied it and it is now
one of the most modern and well
equipped of the Monroe avenue stores.

Detroit—L. Nathanson is having the
building at 615 Hastings street remod-
eled and is preparing to open a large,
modern retail shoe store July 15. Al-
though Nathanson has occupied the
store for some time, the remodeled
building bears little resemblance to
the former structure. The interior is
b'eing refitted, new shelves and fix-
tures being installed and the store
will be one of the most modern of
the stores exclusive of the downtown
section.

Detroit—The Howard Shoe Co.,
Gratiot avenue, has been dissolved and
the Schroeder Shoe Co. has purchased
the stock and will occupy the store.
It is understood that Boston shoe
manufacturers will act as receivers in
order to protect their accounts. With
the purchase of the Howard stock, the
Howard Shoe Co. adds one more to
its string of stores. It now conducts
three stores. One of these is on
Randolph street and the other two are
located on Gratiot avenue.

Detroit—Wilmer' F. Btuler, for
many vyears identified with the shoe
jobbing business in this city, has re-
signed his position with the Michigan
Shoe Co. and will become an execu-
tive of the Ainsworth Shoe Co., an-
other jobbing concern. Before be-
coming connected with the Michigan
Shoe Co., Mr. Butler was manager of
the Qjueen Quality Shoe Co., and prior
to this was associated with L. N. Val-
pey, one of Detroit’s oldest shoe con-
cerns.

Detroit—Robert Doolittle, buyer
for the shoe house of R. H. Fyfe &
Co., is off on an Eastern trip. He
will visit all the Eastern shoe centers
and will also attend the annual out-
ing of the New York Shoe Travelers’
organization, which will be held in
New York. Doolittle is buyer for the
five floors of his company’s store and
although he will find time to visit
with the travelers and Eastern man-
agers and retailers, he will devote
most of his time to business. He ex-
pects to return to Detroit about July
21.

Detroit—The Up-To-Date Shoe Re-
pair Co., on John R. street, owned ad
operated by Neil Blakely and John
Blakely, has sold its stock and ma-
chinery equ'pment to The Griswold
Repair Co. This gives the latter com-
pany a much larger plant than its
former location >n Griswold and
State streets. The Up-To-Date is
now about the largest and most com-
pletely equipped institution of its
kind in Detroit. Neil Blakely has
entered the commission business, and
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John Blakely will sell real estate.
Both have been identified with the
shoe business for several years in

Detroit.

Manufacturing Matters.

Flint—The Flint Varnish & Color
Works has increased its capital stock
from $1,000,000 to $1,500,000.

Plymouth—The Plymouth Motor
Castings Co. has increased its capital-
ization from $10,000 to $75,000.

Detroit—The F. L. Jacobs Co,
electric welder and manufacturer of
auto parts, has increased its capital
stock from $100,000 to $300,000.

Saginaw—The real estate, stock
and bills receivable of the Michigan
Glass Co., going through bankruptcy,
will be sold at auction July 18

Holland—The Home Furnace Co.
is erecting a one-story factory, 260x
100 at a probable cost of $17,000,
which it will occupy about Sept. 1

Detroit—The Fostoria Creamery
Co. has been organized with an au-
thorized capitalization of $4,800, all
of which has been subscribed, $320
paid in in cash and $4,480 paid in in
property.

Detroit—The Detroit Bag Co. has
been incorporated with an authorized
capital stock of $2,000, of which
amount $1,000 has been subscribed.
$450 paid in in cash and $550 paid in
in property.

Detroit—The Vincent Clear-Room
Steering Wheel Co. has been incor-
porated with an authorized -capital
stock of $80,000, all of which amount
has been subscribed, $10,480 paid in
in cash and $69,520 paid in in property.

Three Rivers—The Corlett Stone
Lumber Co. has merged the business
into a stock company under the same
style with an authorized capital stock
of $100,000, of which amount $50,000,
has been subscribed and paid in in
property.

Detroit—The Alfred J. Ruby, Inc.,
has been organized to manufacture
ladies’ and men’s shoes, import and
export, with an authorized capital
stock of $30,000, of which amount
$15,000 has been subscribed and paid
in in cash.

Benton Harbor—The Curland-Kel-
lerman Co. has been incorporated to
manufacture candy machinery and
other machinery with an authorized
capital stock of $12,000, all of which
has been subscribed and $6,000 paid
in in cash.

Detroit—The Wilson-Holland Man-
ufacturing Co. has engaged in busi-
ness to manufacture! buy, sell and
deal in automobile equipment, trucks
and metal parts with an authorized
capital stock of $25,000, of which
amount $2,600 has been subscribed
and paid in in property.

Scottville—The Roach canning fac-
tory, with a force of 275 workers, is
running Sundays and holidays and
every day between in the effort to
take care of the peas which are com-
ing in from all directions. During
the five days Wednesday to Sunday,
inclusive, an average of 150 loads per
day arrived at the factory. The pack
for those five days was as follow«se
Wednesday, 2,692 cases: Thursday,
4,164; Friday, 3,316; Saturday, 4,079,
and Sunday, 1,844.
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| QROCERY”PROIIUCE market'

Review of the Grand Rapids Produce
Market.
Apples—Western stock, $2.75 per

box; new, $1.25 per ~ bu. box.

Asparagus—$1 per doz. bunches for
home grown.

Bananas—Medium, $1.50; Jumbo,
$1.75; Extra Jumbo, $2; Extreme Ex-
tra Jumbo, $2.25 up.

Beans—Prices range around $5 for
pea and $4.25 for red kidney, unpicked.

Beets—25c per doz. bunches.

Beet Greens—75¢c per bu.

Butter—The market is steady and
unchanged. Creamery grades are
held at 27c in tubs and 28c in prints.
Local dealers pay 23c for No. 1 in
jars and 20c for packing stock.

Cabbage—$2.75 per 100 Ib. crate
from Virginia; $2 per 60 Ib. crate for
Louisville; home grown, $2.50 per 75
Ib. crate and $1.25 per bu.

Cantaloups — California command
$4 for 54s and $4.50 for 45s; Arizona
are about 25c higher; Pink Meat 12
to ciate, $1,25.

Carrots—20c per doz. bunches for
home grown.

Celery—Home grown, 25c. per
bunch.
Cherries—$1.25@1.50 per 16 qt.

crate for sour; $1.50@2 for sweet.

Cocoanuts—5.50 per sack contain-
ing 100.

Cucumbers—60c per dozen for fancy
hot house; 75c for extra fancy.

Currants—$1.25 per 16 gt. crate for
red, white or black. Black are very
scarce and hard to obtain.

Eggs—The market is y2c stronger
then a week ago, due to falling off in
receipts and heavy consumptive de-
mand. Local dealers pay 22c cases
included.

Egg Plant—$1.75 per dozen.

Fresh Pork—13c for hogs up to 200
Ibs.; larger hogs 12c.

Gooseberries—$1.25 per 16 qgt. crate.

Grape Fruit—Florida and Cuba
stock is steady at $6 per box.

Green Corn—30c per doz.

Green Onions—Silver Skins (black
seeds), 20c per doz. bunches; Ever-
green, 18c per dozen bunches.

Green Peas—Telephone, $1.75 per
bu.

Honey—19c per Ib. for white clover
and 16c for dark.

Lemons—California, $5.75 per box
for choice and $6 for fancy; Messians,
$4.75 per box.

Lettuce—65c per bu. for leaf; 80c
per bu. for head.

Maple Sugar—17c per Ib. for pure.

Maple Syrup—$1.40 per gal. for
pure.

Mushrooms—40@50c per Ib.

Nuts—AlImonds, 18c per Ib.; filberts,
15c per Ib.; pecans, 15c per Ib.; wal-

nuts, 16c for Grenoble, 16J*c for Cali-
fornia; 15c for Naples.
Onions—Texas Bermudas, $2.25 for
yellow; Louisville, $2.75 per 70 Ib.
sack.
Oranges—Valencias, $4@I4.25.
Peppers—Southern grown command
$2.50 per 6 basket crate.
Pineapple—Floridas command the
following prices: 42s, $2.25; 36s, $2.75;
30s, $3.25; 24s, $3.75.
Pop Corn—$1.75 per bu. for ear,
4)7c per Ib. for shelled.
Potatoes—OId stock, 75c per bu.;
Virginia cobblers, $3.50 per bbl.
Poultry—Mixed fowls now com-
mand about 14c; broilers, 22@23c; tur-

keys. 19c; ducks, 17c; geese, 1llc.
Dressed fowls average 3c above these
quotations.

Radishes—15c¢ for long; 12c for
round.

Raspberries—$2 per 16 gt. crate for
black and $2.25 for red.

Rhubarb—85c per bu.

Spinach—75c per bu.

Strawberries—Home grown range
from $1.50@1.60 per 16 gt. crate. Re-
ceipts have dropped off to small pro-
portions.

Tomatoes—$2.75 for 6 basket crate,
Florida stock; home grown hot house,
$1 per 8 Ib. basket.

Turnips—25c per doz. bunches.

Veal—Jobbers pay 13@14c for No.
1 and 10@12c for No. 2.

W ater Melons—$3 per
to 10.

Wax Beans—$2 per bu.

Whortleberries—$2@2.25 per 16 qt.
crate.

bbl. of 8

The Grocery Market.

Sugar—The market is steady and
unchanged, with more indications of
an advance than a decline. It is fig-
ured that the country has about run
out of supplies of granulated and must
renew contracting with refiners at the
7.65c basis quoted by all interests. The
weather continues all that could be
asked for a good consumption in the
manufacture of soft drinks and ice
cream, which eat heavily into sugar.
More export business is being looked
for, the business with Greece being
suggestive in this regard. The British
Commission may hold off in its pur-
chases, but judging by the United
Kingdom consumption replenishment
from that direction is bound to be
again a factor.

Tea—The market is a waiting affair,
with no large sales reported in the
trade. The distributers are display-
ing little interest, buying only to eke
out supplies. Prices are fairly steady,
there being no incentive to press of-
ferings and thus break prices. There
are no further cables from the East

of importance, the American buyers,
at last accounts, holding off in Shang-
hai because of the high prices asked
for greens.

Coffee—Actual Rio and Santos
grades are unchanged from a week
ago. The demand is very light. Prices
are certainly no more than steady.
Mild coffees are dull and heavy, buy-
ers taking only for immediate wants.
nga and Mocha grades are unchang-
ed.

Canned Fruits—Apples are very
dull and heavy. California canned
goods show no change for the week
and only moderate demand. Small
Eastern staple canned goods show
no change and light demand. The
pack of white Eastern cherries is
almost nothing on account of bad
weather. The pack of pitted sour
cherries has been cut down very de-
cidedly from the same cause. Ha-
waiian pineapple continues very firm,
but the offerings have not increased.

Canned Vegetables—Tomatoes have
become stronger during the week,
due to an increased demand from var-
ious sources, including requisition by
the Government. Actual sales for
army purposes have been made from
centers of supply near the border and
the actual selling on the local market
has been of comparatively small vol-
ume. Nevertheless the market is now
firm at 95c, whereas earlier in the
month as low as 90c was paid. There
is a good demand for peas, but offer-
ings are now more restricted. Corn
is working up and the situation and
the outlook are firm. No official
statement as to the probable delivery
of Maine corn, but information points
to 50 to 60 per cent.

Canned Fish—The salmon situa-
tion bids fair to become decidedly in-
teresting as the season progresses.
The Columbia River pack has thus
far turned out to be exceptionally
disappointing, not to say discourag-
ing. Fancy Chinooks are running
very light and the pack to date is
considerably less than half of what
it was last year at this time. The
season has but six weeks more to run
and packers declare that by no com-
bination of circumstances, short of the
miraculous, would it be possible to
equal last year’s production. The fact
must also be borne in mind that it is
the early season’s run that produces
the best fish, and that from now on
the quality becomes less satisfactory.
As to pink salmon the local market
situation continues to be a matter of
considerable interest. Because of the
shortage of both red and Columbia
River increased demands are to be
made upon the pink variety and the
majority of holders will not sell be-
low 95c a dozen. Imported sardines
are in the same condition they have
been in for several months, scarce
and very high. Domestic sardines
are unchanged and in light demand.

Dried Fruits—Notwithstanding the
advance as compared with last year
of the opening prices for seedless
raisins announced by the Association
there has been no desire shown on
the part of holders to cancel their
contracts, which had been made sever-
al weeks previously subject to opening
prices, which, when announced, were
Ij~c above those of the jprevious year.

On the contrary, there is indication
that many of these buyers would like
to have their allotments increased, if
that were possible under present cir-
cmstances. The Association points
to the fact that their prices are with-
in reason because independents have

named prices y2c higher than the
Association’s  prices. From  the
supply standpoint as it now ap-
pears it is almost impossible

to escape the conclusion that higher
prices for prunes are inevitable.
Wholly apart from the determination
of the growers to adhere to a mini-
mum of 6¢ the estimated production
will not leave a surplus of an amount
sufficient to control the situation.
The average opinion places the crop
of California prunes at 135 million
pounds, of which, as near as it can
be figured, the estimated domestic
consumption will be 100 million
pounds. This would leave only 35
million pounds to supply the exports,
which last year amounted to 50 mil-

lion pounds. Peaches continue firm,
hut with a small demand. Apricots
are quiet and unchanged. Currants

are very high on account of scarcity.

Bice Stocks are moderate and as-
sortments poor, but the trade is still
under the influence of price cutting
in some quarters. The export move-
ment is slow, although more business
with Greece is expected soon. In the
South the same story of quiet, steady
markets is heard. The new crop is
making good progress.

Cheese—The market is steady with
a decline of 14 @]/2c indicated. Receipts
are heavier than last year and the
make appears to be large. The ex-
port demand is small. The quality
of the present receipts is very fine.

Provisions—Smoked meats, bellies
and bacon are firm at unchanged
prices, with a good consumptive de-

mand. The prices are from Kg'l*c
above last year. Pure lard is un-
changed and is selling fairly. Com-

pound lard declined r2c during the
week, but recovered it again and the
outlook is steady. Dried beef shows
an advance of Ic per pound. Barrel-
ed pork is unchanged and quiet. Can-
ned meats are up about 10 per cent.
Salt Fish—Shore mackerel are
above normal, as is the case with all
mackerel. Norway mackerel are
pretty well cleaned up and what there
are left are being offered at very high
prices. Cod, hake and haddock are
unchanged and seasonably dull.

The California Walnut Grocers’ As-
sociation is reported to be preparing
an extensive advertising campaign on
Diamond Brand walnuts, one of the
features of which is a tube containing
two walnuts to be sent to more than
100,000 retailers in the United States.
When the retailer opens the tube the
first thing he will see is a card stating:
“Eat These Walnuts.” The retailer is
then expected to endeavor to learn
who sent him the nuts and read the
circular in which the two nuts will
be wrapped. The jobbers are to be
asked to send a list of fifty names of
their best retailer customers.

*John Lipnitz has engaged in the
hardware business at Moran. The
Michigan Hardware Co. furnished the
stock.
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DETROIT DETONATIONS.

Cogent Criticisms From Michigan’s
Metropolis.

Detroit, July 10—Following out our
threats of the past weeks we are again
perpetrating Detonations on the pa-
tient readers of the Tradesman. We
trust this apology will prevent our
being precipitately enrolled in a cer-
tain club made famous during the ad-
ministration of one Theodore Roose-
velt. \\ e are glad to announce, also,
that since our last letter to the
lradesman the city of Detroit has in-
creased its population by several thou-
sand,djust as any live up-to-date city
should do.

Howard B. Jickling, Secretary of
Cadillac Council and representative of
the Geo. H. Worthington Co., of
Cleveland, left last week to attend a
convention of the traveling salesmen
of the house.

George J. Hunter, formerly con-
nected with a local jobbing house, but
for the past twelve years engaged in
the retail rug business, has decided to
take a fling at politics and has an-
nounced his candidacy for alderman
of the eight ward on the Republican
ticket. Mr. Hunter has been a very
successful business man and if elected
will carry out his business principles
in the administration of the people’s
business—at least, that is the declara-
tion he makes, and those who are ac-
quainted with him know he will carry
out every trust imposed on him. He
is associated with the New England
Sample Rug Co., with stores at S60
and 13S6 Grand River avenue.

M. A. Vogel, general merchant of
Sterling, was a Detroit business vis-
itor last week. He was accompanied
by his wife on the trip.

A new factory is being built by the
Bour-Davis Co. on Fort street. West,
and will be completed about August 1.
A two-storv addition will be added
to the original structure work to be-
gin as soon as the new building is
completed.

Louisi Granet. pioneer Detroit busi-
ness man who retired from business
about a year ato has again. made his
entrance into thi; mercantile world.
bringimg with him his two s(ms. Tides
ar.d Darid. The rlew store. located at
91 Gratiot avenue.. is one of the most
attracti've and up-ito-date clothing and
ftirnishing goods stores in the citv.
Tbe firm is now occupying the first
floor of the buildine. but pim on oc-
cupvine: the second and third floor
by fall.

Cadii:lac Cotinc:il is high!lv elated
over its showing #or the pasit season.
during which time the membership
increased until it is now well over the
half thousand mark, the last official
figures given out by the Secretare
being 510. Several applications are
now before the committee for endorse-
ment and prospects are favorable for
increasing the membership to well

over the 600 mark shortly. Unques-
tionably. the United Commercial
Travelers is the greatest traveling

men’s organization in the world.

M. F. Houser has secured office
space with A. W. Wood. 302 Buhl
block, and will market in this territorv
a new invention called the Lina-a-
time. a device for holding note books.
Mr. Houser's preliminarv efforts with
%hf new line have been verv success-
ul.

William Caplis. dry goods and fur-
nishing goods merchant at 1705 Char-
levoix. is having a building erected at
the corner of Charlevoix and St. Jean
avenues. _Mr. Caplis will add new
lines and increase the present stock
when he moves into the new store.

The undersea merchantman which
arrived in this country put one over
when it crossed under the ocean.

Cscar Levy, manager of the Grand
Rapids office for A. Krolik & Co., was
{n_ Detroit last week on a business
rip.

Hugo J. Stahl, son of F. J. Stahl,
grocer at 1574-6 Gratiot avenue, has
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opened a dry goods and furnishing
goods store at 762 Mack avenue. Mr.
Stahl carries a general line of furnish-
ing goods for men and women and
plans on increasing the stocks with
the opening of the fall season. He
is well acquainted in the neighbor-
hood where he has engaged in busi-
ness.

The World’s Salesmanship Congress
opened in Detroit this week and
among the gathering were some of the
brightest and brainiest salesmen in
the world. President Wilson attended
the Congress on Monday and uttered
a campaign speech.

Prosperity has evidently landed on
Chene street for an indefinite stay.
H. D. Dorman. 1382 Chene, and Frank
Resman. 926 Chene. have purchased
new high powered automobiles. Both
merchants are in the general dry
goods business.

A decided impetus has been given
Detroit Council since the elevation of
Elmer C. Brevitz to the office of Sen-
ior Counselor. Many new names have
been secured to the application blanks
and at the meeting to be held next
Saturday several candidates have sig-
nified their intentions of being on
hand for initiation into the order. Few
cities outside of New York can boast
of such a large population of traveling
salesmen as Detroit and with the
proper methods there is no reason
why the largest U. C .T. membership
should not be enrolled here. With
the present energy displayed by both
councils in this city, the dream may
prove a reality.

The Monroe Toggery Shop has been
opened on Monroe avenue by A. Kahn
& Co. The new store is under the
management of Milton Aronheim.
Marcus Marks, well known Michigan
representative for the Phoenix Ho-
siery Co., of Milwaukee, is associated
with the new firm. Mr. Kahn is a
resident of Manistee.

It is unkind, to say the least, that
the country is unprepared for war.
The call for volunteers came only
a month ago and in less than another
month most of them will be equipped
with uniforms.

John F. Gerschow. for nearly forty
years associated with Newcomb. En-
dicott & Co., has resigned to take up
work connected with the Masonic
order. Mr. Gerschow began his career
with Newcomb. Endicott & Co. as a
cash boy and by dint of hard work
and faithful application to his duties
advanced to credit man of the organ-
ization. establishing a reputation as
one ot the most successful and com-
petent credit men in the city. On
leaving his duties he was presented
with a handsome writing outfit and a
letter setting forth the esteem in
which he was and is held by his fellow
employes.

Secretary McAdoo says that in or-
der to cement relations between the
United States and South America we
must make a study of the Spanish
language. We already have several
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Americans who have become pro-
ficient as matadors.

The salesrooms of the Strasburg-
Miller Co., at 972 Woodward avenue,
will be opened to the public this week.
The company will market the new
Liberty automobile in this territory.
The first car shown in Detroit was on
display at one of the leading hotels
last week.

P. C. Palmer. A. L. Brevitz, William
Canfield and A. McMillan, department
managers for Burnham, Stoepel & Co.,
are in New York on business for the
firm.

The Burial Fund Association, an
auxiliary of Cadillac Council, has
made rapid strides in increasing mem-
bership during the past few months,
according to the report of A. W.
Wood, custodian of the fund.
benefits derived from the organiza-
tion are so beneficial and at such a
low cost to the members that the
entire Council should become affiliat-
ed with the Association.

W. H. Tihbits. Michigan manager
for Libby, McNeil & Libby, with
headquarters in Detroit, made his ini-
tial trip to Grand Rapids last week
and. according to reports wafted down
this way. about the only thing he

didn’t lose were his initials. A valu-
able watch and several checks were
taken from his room in the hotel.

Mr. Tibbits recovered a portion of the
booty, but is greatly miffed at the
laxity of the hotel management in
guarding the rooms against pernicious
and dishonest invaders.

Those Grand Rapids thieves showed
?reat sagacity in selecting a Detroiter
or their victim. They knew where
the currency comes from.

H. L. Proper, special representative
for; Burnham, Stoepel & Co., with
headquarters in Grand Rapids, is
spending a few days in Detroit.

Plans have been practically com-
pleted” for the construction of a mod-
ern six-storv and basement storage
building® at 88-94 Adelaide street by
the Cadillac Storage Co.

McHugh & Co., florists at 118 Mich-
igan avenue, will move into new quar-
ters at the corner of Grand River and
Cass avenues about August 1

T. J. Stapleton, who was killed in
Grand Rapids last week, was well
known and very popular not only in
Detroit but in many parts of the coun-
try. He was formerly connected with
Murphy Chair Co. in the capacity of
sales manager. He held this position
for twelve years, resigning to act as
manufacturers” agent. The news of

S 2w en, tragic death. came as a
shock to his hosts of friends in this
«t¥._ At this writing many of the
details are lacking.

_-Y L. Goldstein, clothing merchant
of Flint, was in Detroit on g business
visit this week.

We are pleased to announce we are
now moied and settled, that is, every
thing is settled except the bills.

Our intentions were all right when
we announced the pounding out a
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page for this week, but we were sit-
ting in the shade at the time.
Janies M. Goldstein.

The Failures of the Parcel Post.

Farmers and consumers alike are
discovering that the parcel post plan
is not the cure-all for the high cost
of living that it has been argued to be.
While the logic seemed to prove con-
clusively that eliminating the wicked
middleman would save just that much
of the public burden, it has now dawn-
ed on some of the farmer’s highbrow
friends that because it might be work-
able to the benefit of an occasional
product or of an occasional consumer
it bears little relation to the great
problem of positive and efficient dis-
tribution of a whole output or the
dependable feeding of a great com-
munity.

Theodore Macklin, Instructor in
Agricultural Economics in the Kansas
State Agricultural College and all-
round expert in the marketing of food
products, has seen the light and now
declares that only a few farm products
can be profitably shipped by parcel
post, while these make up a relatively
small proportion of the city man’s
expenditure for food.

“The main advantage to the city
consumer of direct marketing,” he
says, “is that the products which he
receives are apt to be fresher than
when obtained from the city retailer.
There is also in some instances a
small saving in the prices paid. Or-
dinarily, however, the farmer expects
a price as high, if not higher, than the
retailer’s price to the consumer.

“Only those farm products which
have a high value per unit of bulk,
such as butter, eggs and bacon, can
be profitably shipped by parcel post.
Products of this character make up a
relatively small part of the city man’s
annual food budget. If he should make
a considerable saving on the few prod-
ucts which he could obtain by parcel
post from the country, his total ex-
penditures for food would not be
greatly diminished.

“Much of the parcel post business
has been between city people and their
relatives or friends on the farm. Since
a relatively small part of the city
man’s family food requirements can
in any event be obtained from the
farm by means of parcel post, it is
doubtful if the total expenditures for
food can be materially reduced by
this method of food purchase.”

SIMPLICITY DEMOUNTABLE WHEEL
THE NEWEST vAY

(For Ford, Chevrolet and other light cars)

Simplicity Demountable Wheel Co.
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For delivery cars
Where time is valuable
Price $15 F. O. B.

425 Bond A,

For pleasure cars
Where comfort is desired

Ask your dealer or jobber

Bell Phone 4070.

Grand Rapids
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BANKRUPTCY MATTERS.

Proceedings in the Western District

of Michigan.

Grand Rapids, June 22—John E. Rode-
ers of Muskegon, has filed a voluntary
bas been Ipnadgaghau%cé/'maﬁgﬁugel_grt;(é
to Referee Corwin. The first meeting of

e A
gcﬁg:d]u'ress hofstﬁeOthS}(rB%? rec\?elzlaeld'liat-)rirpie-
ties of $1573.30; the assets

§ over and
above those claiéned by the bankrupt to
be exempt are $696.15

,. 'rhe /°Jp1°w n% is a list of the cred-
itors of the banhkrupt: .

L . Unsecured Claims.

Adolph Arnst, Muskegon $ 2285
American Electric Supply Co.,

Chicago t#

J- Fred Boyd, Muskegon ..'..... 1.75
Manufacturing Co., Chicago 20.28

Beld_m?
Capital Electric Supply Co., Lansing 70.78
Consolidated Electric Lamp Co.,
anvers ASS.eenieneieaeeei e 100 @
Consolidated. Lamp & Glass Co.,
Coraopolis, Pa.... 9.75
23 40

Consumers Power Co,Muskegon
C. Litscher Electric Co.,,
Grand Rapids 408 28
Gas Fixture & Brass Co,, Cleveland 36Y5
Illinois Electric Co,, Chlca'\%o ... 61.00
Independent Electric Co., Muskegon 37.55
Joulious Andrea & Sons, Milwaukee 66.43

. T. Knowlson Co., Detroit .......... 67.46
Kowlbel & Bennet Auto Co., Mus-

BOON s 7 69
Muskegon Auto Co, Muskegon .. 2811
Metropolitan Electric Supply Co.,

CRICAgO ..o 75.13
Magoon Kimball, Muskegon .. 4670
Marion Insulated Wire & Rubber

Co., Marion, Ind... 98.24
Muskegon Chronicle, g .. 32158
Muskegon Daily Times, Muskegon 25.00
Otto_Reiman Electric  Supplies,

-Chioago .....ccoovviiinrns PR 0.00
R. Williamson & Co., Chicago __ 2555
Smith Chandelier_Co., Detroit ... 127.73
Usona Mfg. Co., Detrojt .. 242
W. W. Andrews Printing Co.,

Muskegon ... R 8.40
The Alter ’Light Co., Chicago __ 46I35

Eastern Flexible Conduit Co.,
Brooklyn .,52.25
June 27—Henry and Jacob A. Ditmar,
co-partners doing business as Ditmar
Brothers Bakery,” Grand Rapids, filed a

voluntary ﬁetitlon in banKruptcy, ad-
judication has been made and the ‘matter
referred to Referee Corwin. The first

meeting of creditors has been called for
July 18 at which time creditors may ap-
pear, prove their claims, elect a trustee
and_ transact such other and further
business as may come before the meet-

Barney Langeler has worked in
this institution continuously for
over forty-five years.

MICHIGAN

ing. The schedule of the bankrupts re-
veal liabilities of $1,756.13, and the assets
reveal over and above those claimed to
be _exempt by the bankrupts $1,227
The following is a list of the creditors
of the bankrupts: .
Secured Claims.
H. H. Jordan, Grand Rapids __ $250.00
Reid Machinery Co., York, Pa. . 12000
Roberts Portable Oven Co, Chicago 4000
Unsecured Claims.
Rademaker Dooge Co., Grand

Worden Grogsi~Co.Gaia Rapids> 2500
Campbell, Boston . 1575
New Century Flour Co., Detroit" *400 00
Evans Printing Co., Grand Rapids 23.00
Hekman Bijscujt Co., Grand Rapids 16.00
Veltman Biscuit Co.. Grand Rapids 22;9

Barclay, H. E., Grand Rapids ___
Becker Auto Co., Grand Rapids .. 75.00
Wolverine Spice Co., Grand Rapids 150.00
Allegan Milling Co., Allegan ".... 70.00
Washburn-Crosby Co., Grand Rapids 41.00
R Co., Grand Rapids _ 20.00

- R. Gas
Red Star Yeast Co., I
Datema, Grand Ra

8

G. C. Baer & Co., De
Berkey Gay, Grand Rapi
Ackerman Eléctric Co.,

Rapids .
Consumers Power Co., Grand Rapids 3.00
Citizens Telephone Co., Grand Rapids_7.50
Swift & Co., Chicago ... T 3000
C. M. Stehouwer, Grand Rapids .. 3.10
Guaranty Vulcanizing Co., Grand

Rapids

5
Grand Rapids 2'50

Jacob Vanden Berg .
Kent Storage Co., Grand Rapids .. 21.00
C. W. Mills Paper Co., Grand

Rapids . 21.00
G. R. Press, Grand Rapids . 400
H. Van Eemenaam & Bros., Zeeland 9.00
W. E. McLaughlin & Co., Chicago 4.00
W. E. Mutton, Grand Rapids __ 20.00
A. J Joyce, Grand Rapids ....... - 00
Blysma Printing Co., Grand Rapids 350
Uriion Waxed Parchment Paper Co.,

Hamburg, N. J..nn . 2170
F. Cumpert, Brooklyn, N, Y....... _6.00
John Kroeze, Grand Rapids ...."1,203.00

June 29—Sieger Broeksema and Stew-
art Wells, individually and co-partners
as Broeksema & Wells, Grand Rapids,
filed a voluntary petition in bankruptcy.
Adjudication has been made and the mat-
ter referred to Referee Corwin. The
first meeting of creditors has been called
for July 17,"at which time creditors may
appear, prove their claims, elect a trus-
tee and transact such other and further
business as may come before the meet-
ing  The schedules of the bankrupts re-
veal liabilities of $3,489.27. The assets
over and above those claimed as_exempt
by the bankrupts are $137.50. The fol-
lowing is a list of the creditors of the
bankrupts:

Barney says-

TRADESMAN

Preferred Labor Claims ... e $128.65
G. R, Gas Light Co., Grand Rapids $ 14.76
Mullin & Co., Chicago ......... 235.51
Henry C. Biddle, Philadelphia 84.00
Western Reserve Woolen Co.,

Cleveland  ........coeeeus. e 98.07
A. H. Rice Company, Pittsfield 2N02

Window Decorative "Works,
Clevelan S .
Saltzer & Wolf, Cincinnati
Hampton Toy Co., Westfield,
Anderson & ‘Donnelly, Boston
John B. Ellson & Sons, Phila-
del&hia ....................... e
Perry Muller & Co., Chicago
Wright & Graham, N. Y
Paul’ Steketee & Sons,
Rudolph Freedenburg Co., D
Henry Allen & Sons, Detroit
Mitchell Publishing Co., N. Y
Ferris Woolen Co., Chicago
W aterhouse Resher Co., N.
Monatuck Silk Co., Chicago

American_Fashion Co, N. Y 5.0
Belding Bros. Co., Chicago ... 138
Boulter, McMillen & Co., N. Y. 163.90
Warren & Blanchard, Boston 9.9

49.97
Goldsmith Bros., New York City 186.47
ia

265.23
20.64

J. T. Herrop_ & Son, Philadelph

Ira Barnett & Co., Chicago

G. R. Assn, of Commerce ...

D. D. Cody, Grand Rapids

Herald Pub. Co., City . .. 234

The Helios, Central "High Schoo 350
July 7—Mike John, sometimes called

Mike Azzar, Grand Rapids, filed a volun-
tary petition in bankruclotcy. Adgudlca-
tion has been made and the matter re-
ferred to Referee Corwin. The first
meeting of creditors has not yet been
called. * The schedules of the Dbankrupt
reveal liabilities of $648; assets $39.91, all
claimed as exempt. The following is a
list of the creditors:

Essa Murrad, Grand Haven
Grand Haven Baking Co., Gr

i aven 20.00
Silkman Cig . 18.80
Joe Nagem, Grand Haven 6.00
Hume Grocery Co., Muskegon __ 76.00
Walker Candy Co., Muskegon 48.00
T. Schillaci Co., Muskegon 16.00
Butler Bros., Chicago ............. 81.00
Maliek & Azkoul, Grand Rapids .. 46.00
Nat. Grocer Co.,, Grand Rapids 92.00

Joe David, Grand Rapids ... .. 26.00

Dave Moses, Grand Rapids .
July 5—In the case of the Casnovia
Dehydrating Co., the first meeting _of

creditors was held, when the following
proceedings were taken: Claims were
allowed by the referee and the receiver's
report was made and approved. Walter
H. Brooks, Grand Rapids, was elected
trustee, his bond being fixed at $4,000.
The meeting was adjourned to July 16,

You've tried the rest

Now try the best

for
bankrupt

examination of the officers of the
upt.

July 5—In the case of Denis McGrath,

first meetin

19 of creditors was
the . following

roceedings we

neld, wneu
re taken:

Claims were allowed by the referee and

the receiver’s report was mad
roved. . H |
is bond being fixed at !
rupt sworn and examined an
adjourned.

In the case of Harry D.

e and ap-

H. Lillie was elected trustee,

Bank-
d meeting
Hull, final

meeting of creditors was held, when_ the

followin
report o
found that there were no ass

proceedings were taken: .
trustee was allowed, and it was

Final

ets in the

estate, and no di\éidend for general cred-

itors was declared.

July 7—In the case
Luhmann, first meeting of cre
held, when the (
were taken: No clajms ‘were

Order made determinin
emptions as claimed, rder
no trustee be appointed. M
Journed without day.

Quotations on Local Sto
Public Utilities.

Am. Light & Trac. Co., Com.

of Edward F.

ditors was

following proceedings

proved.

bankrupt’s ex-

made tliat
eeting ad-

Stocks and Bonds.

Bid Asked
379 3Bl

Am. Light & Trac. Co., Pfd. 110% 113%
Am. Public Utilities, Com. 44 45%
Am. Public Utilities, Pfd. 74% 76%
Citizens Telephone 6% 7%
Comw’th Pr. Ry. & Lt., Com. &4 66
Comw’th Pr. Ry. & Lt., Pfd. & 86
Comw’th 6% 5 year bond 101% 103
Michigan Railway Notes 100% 101%
Michigan Sugar 11 114
Pacific Gas Elec., Com. 57
Tennessee Ry. Lt. & Pr. Com. 11 13
Tennessee Ry. Lt. & Pr.. Pfd.. 51 54
United Light & Rys., Com. 52 54
Unjted Light & Rys., 1st Pfd., 75 7
United Light 1st and Ref. 5%

bonds 88% 90%

Industrial and Bank Stocks.

Commercial Savings Bank 225
Dennis Canadian Co. 75 85
Fourth National Bank 225 23
Furniture City Brewing Co. 40 50
Grant Motor 11 3
Globe Knitting Works, Com. 145 150
Globe Knitting Works, Pfd. 98 100
G. R. Brewing Co. 80 90
G. R. Natjonal City Bank 155 162
G. R. Savings Bank 255
Holland St."Louis Sugar 16 17
Holland St. Louis Sugar, Pfd. 8% 10
Hupp Motor 8 9
Kent State Bank 250
Old National Bank 199 205
Peoples Savings Bank 300
United Motors 71 74
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RECORD OF THE HALF YEAR.

The gradual improvement in weather
conditions during the past month
caused an expectation of a consider-
able improvement in spring and win-
ter wheat. The Government’s report
as of July 1, therefore, issued last
Friday, was not surprising with its
estimate that winter wheat had bet-
tered its condition 212 per cent, dur-
ing the month.

A billion-bushel wheat crop is not
possible this year, but there will be
plenty of wheat for home consump-
tion and a good surplus for export.
The carry-over is around 150,000,000
bushels so that should the final wheat
crop be 750,000,000 bushels, there
would be a total supply of 900,000,000
bushels, or 200,000,000 bushels less
than last year.

The outlook for the wheat at pres-
ent is much better than several
months ago. The winter wheat crop
is made and is being harvested. W hat
is needed now is dry weather for
threshing. In parts of the Far West,
where a failure was expected two
months ago, there are yields of ten
to twelve bushels per acre. Farmers
will sell a moderate quantity of wheat
after harvest, but they are apparently
in no rush to do so at present, and
buyers are not disposed to make sales
for export in advance, after their ex-
perience of last year.

Corn is backward and has been all
season. It is possible that there may
be sufficient hot forcing weather in
the next sixty days, with intermittent
showers, to bring the crop up to
normal, but it will have to be an ideal
season to overcome the present handi-
cap created by temperature below the
normal.

Prospects for oats are good, but it
is doubtful whether final returns of
the Government will indicate a crop
equal to the record of 1915, which was
1,540,000,000 bushels. The acreage is
about the same as last year, but per-
fect conditions will be necessary to
bring about a duplicate of last year’s
immense vyield.

In all, the harvest of the West
promises to be good. The supply of
feed-stuffs is ample, the hay crop be-
ing large, and there is no fear enter-
tained as to any scarcity, except pos-
sibly in  Southern Colorado and
Northern New Mexico, where there

are large cattle ranches, and in South
western Texas. These sections are
ecomplaining of drought. With such
crop conditions, what is the outlook
for general commerce and industry?

Business for the first six months of
1916 was unprecedented in volume.
The crest of expansion was reached
in bank clearings, manufacturing and
general distribution of merchandise
of all kinds. To duplicate the past
six months in the closing period of
this year would establish a phenom-
enal record.

While there has been inflation in
some lines, others have remained nor-
mal and indications are that they
will remain so. Labor and business
conditions are such that there can be
little further expansion from the pres-
ent level unless these basic factors
are materially changed. The steel
mills have their capacity booked ahead
for this year, and in some lines well
into 1917. Prices secured are high,
but the immense volume of business
has enabled manufacturers to make
good profits, despite the increased cost
of raw material and wages.

Jobbers of dry goods and similar
commodities have never sold as many
goods as they did in the past six
months, neither have they ever had as
many orders in "hand for forward
shipment. Increases in sales for the
first half of the year were 15 per cent.,
and advance sales are 15 to 25 per
cent., larger than in any other year.
The distribution of orders has been
widespread, as agricultural conditions
in practically all sections have been
good and consumption of merchandise
has enlarged. The best illustration of
conditions is reflected by the im-
mense business done by the automo-
bile concerns which have sold more
cars than ever before in all sections
of the West. This would not have
been possible had it not been for the
healthy trade conditions and confi-
dence in the future.

All prosperity “bulges” have an
ending, and this one is sure to have.
There have been many indications
that the present activity has reached
its apex and industrial leaders every-
where are questioning whether it can
mount higher. They point out that
the manufacturing capacity of the
country has been enormously swelled,
and that it is not reasonable to ex-
pect consumption to keep up at the
present rate indefinitely. Should the
necessary adjustments be made at the
proper time, however, well considered
opinion is that any surplus output
will be absorbed and the setback
prove temporary. But even those who
look for a recession from the present
scale of business admit that a great
deal depends on the duration of the
European war and the final settle-
ment of the Mexican situation.

Michigan was never in better shape
to meet a decline in business, when
and if it comes. There is more money
in the banks than ever before; there
is a larger consumption of merchan-
dise and building materials and, it
may be added, a better informed pub-
lic than in any previous time in the
country’s history.

A good liar is always considered
bad.

BRITISH RESOURCES

One is constantly surprised at the
resources of the entente powers, par-
ticularly those of Great Britain, and
of the seemingly wide margin between
the present status and anything that
would look like a breakdown. In the
military lipe this is illustrated by the
failure to call on Japan for assistance
other than that which was afforded in
the destruction of the German hold in
Asia. Japan has plenty of troops and
plenty of ships, and for some time
past there have been plenty of muni-
tions, but the Allies are not calling
up any of its forces although in the
main they have been defeated in the
field thus far. Their resources are
well exemplified by the great scale
on which gold is sent to this country,
the amount thus far shipped to us
being in round numbers $550,000,000
net. After all this the supply of gold
in England is sufficient for every im-
portant need, the Bank of England
having $300,000,000 on hand. Nor has
the borrowing done in the United
States exhausted the credit of the en-
tente powers by any means. The
latest thing, which apparently no-
body has thought of until recently,
is a source of great potency, that is
the sale of municipal bonds. A bill
now before Parliament would enable
cities to raise loans in the United
States, the purpose being not so much
that of acquiring funds as of steady-
ing the rate of exchange. Presumably
the funds derived from the sale of
these bonds would be turned over to
the government for war purposes if
needed, although that is not set forth
as one of the objects. These securi-
ties would be free from British tax-
ation, and it is said that several im-
portant cities will avail themselves
of this opportunityy if reasonable
terms can be made. Heretofore, since
the war began, both cities and cor-
porations have been prevented from
offering their securities in the market
save under special permission by the
government rarely given. Just now
Birmingham is offering £750,000 of
bills running one year, to meet matur-
ities. It is believed that many con-
servative investors in this country
would take British municipal bonds
if a fairly liberal rate of interest was
offered. The dangers of the war have
prevented many people from buying
European national issues but under
almost any conceivable situation the
oblié:]ations of a city would remain
good.

RESTRICTING WAR PROFITS.

Whenever a nation enters, or is
about to enter, into a war, it is gen-
erally accepted that all patriotic cit-
izens are bound to make all needed
sacrifices to secure the safety and
EP; ultimate happiness of their coun-

That such sacrifices are made by
very large numbers of men is shown

y the fact that they are willing to

offer to their country what is most
precious—their lives.

But is there a similar gift from
those who do not go to battle? What
do these give?

Here we find a most extraordinary
situatmn. While many are not only
willing to, but actually do, give up

their lives for the group, others gath-
er immense profits by supplying the
defenders of the country with materi-
als of warfare, and their wives and
children with the necessities of life

It seems that such a condition
should not be tolerated. The least
that can be done by those who do
not fight is to supply the nation with
all it needs without a cent of gain
This would by no means be equivalent
to the risks of battle, but might in a
small way be a substitute therefor.

Is it not, then, imperative for us
to establish the following principle:
All profit must be abolished during
war, or during preparation for war?
The price of all commodities required
by those who are risking their lives
and their families must be sufficient
to cover the cost of production, and
no more. Only in this way is it pos-
sible for those who remain behind
to show evidence of patriotism and
willingness to make sacrifices for the
common weal.

THE FINGER OF FATE.

The news from all the fronts can-
not but give Berlin grave concern.
It does not matter if the day by day
gains are slight everywhere save in
Galicia. The fact is that, with nearly
every part of the “ring of steel” flam-
ing in battle, the resources of the em-
pire in reserves of men and ammuni-
tion will be taxed to the utmost un-
der a nerve strain which will be al-
most insupportable if long continued.
In the East the admitted reformation
of Gen. von Bothmer’s lines shows
how successful the Russian advance
is and how dangerously near that
General’s army is to being outflanked.
As it is, there is a vulnerable salient
being formed which will not only
take large numbers of men to de-
fend, but will endanger the whole Ger-
man line from Riga down. A general
withdrawal of the Eastern front un-
der pressure would create a most pain-
ful impression, particularly in view
of the fact that the Austrian armies
have again shown their inability to
hold off the Russians. For the latter,
nothing could be better than the
steady English and French progress
in the West. As long as that lasts,
we shall heaT nothing of lightning
transfers of an army from West to
East. That the British are paying
a terrible price for such successes as
they have achieved is all too apparent:
it seems to substantiate the stories
that the British and French hospitals
have been prepared for the reception
of a million men. One more thing
is certain: Berlin’s question as to
whether “Kitchener’s hirelings”
would fight has now been forever
answered.

STANDARD BARREL LAW.

Commencing July 1the new Federal
Standard Barrel law became operative,
but it is doubtful if half the grocers
in any given community are fully
aware of it. Barrels may be of what-
ever shape may please the maker or
vendor, but if they are to pass muster
they must contain 7,056 cubic inches,
or 105 quarts, or approximately three
bushels. The penalty is $500 fine or
six months’ imprisonment.
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J. Mortimer Rathbone, Manager of
the Rathbone House.

After all, human nature is made up
of a few essentials which shape one
man a good deal after the fashion of
the other man, and that, too, in spite
of the faith that is so ravenously, not
to say selfishly, appropriated as ex-
clusively their very own by those in-
dividuals who draw and paint, or sing,
or orate or do many other polite spe-
cialties well and entertainingly.

“No, sir,” says the artist as he
stands worshipfully before a strong
drawn, well colored and beautifully
modeled portrait from life, “there is
no university where one can learn to
produce a thing like that. Pink teas
and social influence are powerless in
the presence of such results as are
there. That is a creation which was
begun with the birth of the artist who
painted it. Such ability is a gift
from nature.”

Very true. True, the baby Mozart
in his nightie and with his musical
soul is a fact in history, as are the
perennial Patti and many others in
the finer arts. But the same essen-
tials were exemplified by Florence
Nightingale and scores of splendid
women who have followed her as na-
tural nurses and philanthropists. Na-
ture reveals her characteristics every-
where in the lists of scientists, sur-
geons, artisans, farmers, merchants,
manufacturers and managers.

And, speaking of managers, nature
has occasionally produced a superior
result in one division of this sphere
of excellence—in the department of
hotel management. Your good, high
grade hotel manager is born, not
made. Thus born, he makes himself,
as to the minor and very necessary
details.

Have you met that chap in the Mor-
ton House who, well built, well groom-
ed and well mannered, fairly beams
with wholesomeness and cordiality
for all guests, while he bends his oth-
er eye on the routine details of his
perfect system in direction? Well,
that man, whose smooth, healthy and
round face is an antidote for all de-
grees of strangeness and lonesome-
ness, is J. Mortimer Rathbone, aborn
hotel manager. Try as he may—and
he has tried—to get away from the
distinction nature bestowed upon him
at birth, Mort. Rathbone is still—
and exactly where he belongs—a hotel
manager in charge of one of the finest
conducted hostelries in any city of
the size of Grand Rapids—the recent-
ly renamed Rathbone House.

Mr. Rathbone’s paternal grandfath-
er was Theodore Hiram Rathbone,
one of the pioneers of Grand Rapids
and brother of the late A. D. Rath-
bone, No. 1. His maternal grandfath-
er was Canton Smith, another of our
pioneers and away back in the fifties
proprietor of the National Hotel,
which stood on the site of the Morton
House. Mortimer’s father was Theo-
dore Hiram Rathbone and his mother
was Susan Smith, elder sister of the
late Gen. I. C. Smith.

In the year—well sometime “befo’
the wah, sah,” Mortimer was born in
the old Rathbone House at the south-
west corner of Monroe and Market

streets, which hotel was then owned
by his grandfather. After passing
through the routine of those days—
the union school on the hill—the low-
er steamboat landing, islands num-
bered one, two, three and four, the Kal-
amazoo stage barns, the Fountain
street hill, Coldbrook and a few other
grades—he felt the approach of man-
hood and started out as rodman in a
surveying party under Col. Minschner
and called back rod-readings and
bench changes from Cedar Springs
to Clam Lake in an effort to build the
Grand Rapids & Indiana Railroad.
But the die was cast. He could not
help it and so in 1868 he was in Kan-
sas City as clerk in the Pacific House.
The cowboys fatigued him so that the
next year he was a clerk under the
late Hawley Lyon in Sweet’s Hotel,
where he stayed two years, and then

it, the city was never closed an hour
during my administration.”

The proposition was adamantine,
because the proprietors of Ruby City
and the coal and gold mines had a
transcontinental railway corporation
to buck against. And the corporation
needed the city and the mines, and
they got them, finally, so that in 1884
Mortimer was again in Grand Rapids,
this time going into the Morton
House. Here he remained six years,
when, in 1890, he went to Chicago as
manager of the Rice estate, of the
Tremont House. A few months later
the hotel was sold to Hulbert & Eden,
so that Mortimer went over to the
Palmer House. His next stand was
at the Wellington with A. S. Gage.
Here he attracted the attention of
H. V. Bemis, owner of the Richelieu
Hotel, who made Mort. Vice-Presi-

J. Mortimer Rathbone

put in a year and a half as proprietor
of the Mason House at Big Rapids.
This was followed by two or three
years more at Sweet’s Hotel and then
he made a break to get out of the
business, but he only got as far as

- the Windsor Hotel, Leadville, Colo.

Still he had a new environment, to
say nothing of his desire, so that pres-
ently he located in Ruby City, Gunni-
son county, Colo., with the Scribner
boys as associates, and great pros-
pects in the shape of a section of land
a league deep with pure anthracite
coal and now and then a gold mine.
They built stores and rented them.
They built a hotel and ran that. They
mined coal and gold, etc,—they even
indulged in politics. Mr. Rathbone
was the first City Clerk of Ruby City
and held the office of Mayor of the
city for four years and, as Mort. puts

dent and General Manager of that
popular hostelry. In 1894 he obtained
a lease, for one season, of the mineral
springs resort hotel at St. Clair—
the Oakland—and then he made
money, a fact that was never after-
ward recorded in connection with the
Oakland. In 1894 Mr. Rathbone re-
turned finally to Grand Rapids and
the Morton House, since which time
he has been continuously in charge
until April 1 of this year, except dur-
ing fourteen continuous summer sea-
sons when he managed the Hotel
Ottawa, at Ottawa Beach. July 1 he
took the management of the Liv-
ingston Hotel, changing the name to
the Rathbone House and starting in
the work of rejuvenating the hotel
and re-establishing it in the esteem
of the traveling public. Sixty new
rooms, all with baths attached, will

be added on the upper floors. Those
who know Mort—and not to know
him is to argue yourself unknown—
appreciate the task he has undertaken
and believe him capable of carrying
it through to successful completion.

My! but what a bit of country Mort.
has covered in fifty years and still,
to look at him, one would not credit
him with being of an age sufficient to
have made such a record, “Here, cut
that out!’ is what he would say, could
he know of it before the editor passes
it. “That doesn’t go, because if Mrs.
Rathbone should see it there would
be an opinion or two expressed,” he
would continue and then, with a voice
full of pride and tenderness, he would
go on and tell that he married Anna
Johanna Morton, daughter of George
C. Morton, of Chicago. And he might
forget to tell a great many things
about the Civil War days in Grand
Rapids, when “Pete” Henderson,
’Brose and Frank Luce, “Pete” Wil-
liams, George Gage and all the rest
held nightly larks at the corner of
Fountain and lonia streets, but he
would not forget to mention that he
is a member of York Lodge, 'F. &
A. M, and also Elk’s Lodge, No. 48.

By the same token he is not requir-
ed to say anything, because he is more
than Mason, more than EIk, more
than Grand Rapids pioneer. He is
the chap who can “size up” an abso-
lute stranger and “room him” accord-
ing to the man; or if for any reason
the required room is not available,
he can create in that man a feeling
of satisfaction over the room he gets;
he can scent a complaint while the
guest is coming down in the elevator
or getting ready to call it down
through the telephone: and in either
instance he has the necessary panacea
ready for instant and successful ap-
plication. In brief, he is a born hotel
manager and a widely known and
much admired credit to the city of
which he is both native and long-
time resident.

The Chautauqua movement has al-
tered greatly since its rise in the nine-
ties, but Chautauqua Lake is still its
center—as the programme of the long
summer session to be opened there
this week proclaims. It cherishes the
essential qualities of the movement
better than any of its thousands of
branches, for the daily entries bespeak
quiet study rather than a series of
mildly sensational lectures. There is
a Drama week, an Art and Archaeolo-
gy week, an Americanization week, a
Music week, and a Devotional week
—with others; but throughout most
of the summer extends a reading
course, which is not ashamed of frank-
ly Victorian programmes, while
the mornings are very largely given
up to what must be intensive Bible
work. The lectures, too, are grouped
about clearly conceived poles, so that
the audiences do not rise each Satur-
day night with the recollection of
hearing an incredible pot-pourri of
things. And strange as it may seem
to those whose impressions of
Chautauqua are derived from our
popular humorists, Bryan and his
fellow yodelers and sword swallow-
ers and glass blowers do not once
appear.
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AUTOMOBILES AND
ACCESSORIES

Reasons For Use of Non-Skid Chains.

Just what constitutes a skid and
why does a perfectly self-respecting
car break away and go on a rampage?
There are certain fundamental laws
of physics which, science tells us, are
immutable. Chief among these is the
principle, that once started on a cer-
tain course a heavy body shows a de-
cided reluctance to depart from that
course. The heavier the body and the
faster it is traveling, the more reluc-
tant it becomes to leave the straight-
est line to its destination. This is
termed its inertia. Coupled with its
ally, centrifugal force, it is the cause
of a rapidly traveling car turning
over when an attempt is made to
take a sharp turn without slowing
down.

For example, compare its action un-
der normal conditions and under those
just mentioned. Say, in the first in-
stance, it is going twenty-five miles
an hour or more and another car pops
out of the cross street just ahead.
The pavement is smooth, hard and
perfectly dry. Jamming the brakes
down to the limit cuts the speed in
half the first second, the next quarter
second halves it again and then, with
the wheels locked the machine slides
ten or fifteen feet at a speed of about
six miles an hour and comes to rest
within fifty to sixty feet of where the
brakes were first applied. Even
though the wheels slid, they kept
straight ahead and the driver was
unaware either that the wheels had
locked or that they had been sliding
during the last part of their travel.
Total stopping time, about two sec-
onds. At exactly twenty-five miles
an hour, it would have covered 73.2
feet in two seconds: with the brakes
in good condition and properly ap-
plied it might have stopped in thirty-
five to fifty feet in the same time, so
that given two seconds advance notice
an alert driver will avoid an apparent-
ly unavoidable smash-up.

Now consider its action under ab-
normal conditions. Instead of being
hard and dry,, the pavement is wet
and greasy—nothing else describes it
so aptly. The same emergency oc-
curs and the brakes are applied in the
same way at the same time. The driv-
ing wheels lock, travel straight ahead
for a few feet and then the whole
rear of the car'starts on a rapid rev-
olution of its own. This may stop
as suddenly as it began at the end of
a quarter turn and the entire machine
then absorbs the remaining unexpend-
ed energy by sliding sidewise bodily.

Why did the driving wheels con-
tinue straight on their course in the
first instance and not in the second?
“A slippery pavement,” will be the
answer of the man in the street, but

the engineer says “loss of traction”
and that accounts for it in as few
words as the language allows. If the
rear wheels had kept their “bite” on
the road, technically known as trac-
tion that hold which makes it pos-
sible for them to propel the car, the
latter would not have skidded no mat-
ter how slippery the pavement hap-
pened to be.

But this involves another law of
physics. Take a piece of metal and
draw it across a smooth stone: it
slides with comparatively little re-

sistance. Now take a chunk of rub-
ber and draw it across the same
stone: twice as much effort will be

necessary. In technical language the
coefficient of friction of the rubber
on the stone is much greater than
that of the steel, which is one of the
reasons why steel tires are not prac-
tical for the driving wheels of motor
vehicles. But now 'douse the stone
in water and do likewise with the rub-
ber. Draw them across one another
again as formerly and note how easi-
ly the rubber slides on the stone. The
coefficient of friction has been reduced
to the vanishing point, skidding con-
ditions have been reproduced on a
small scale and the rubber hasn't as
much hold on the wet stone as the
steel did when it was dry. Take a
piece of chain, however, place it
across the chunk of rubber and apply
this combination to the stone: press
down hard on the rubber to represent
the weight of the car on the tire and
try to pull the stone from under it.
Traction has been restored and it is
more difficult to make the surfaces
slide on one another than it was when
they were dry. In this combination,
we have the familiar non-skid chain
and the reason for its use will be at
once apparent.
Charles B. Hayward.

Graphite Reduces Wear.

There are more miles to the gal-
lon of gas when your engine hasn’t
so much work to do. The harder the
engine has to struggle to overcome
inertia and friction, the slower the
speed and, naturally, the less distance
you can travel on a gallon of gas.
Once you have cut down friction to
practically nothing, you are on the
high road to perfection in motor
travel. Dixon’s graphite automobile
lubricants, because of their inherent
peculiarities, reduce friction to a neg-
ligible quantity. Having done this,
you can pass the garage on slow
without any thought of the big re-
pair bills that used to haunt you. A
properly lubricated car lasts longer
and gives more satisfaction during its
life. Aside from this, it costs less for
upkeep during its life.
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«Danmord lives

Black SqueegeeTread Red Wall
VELVET RUBBER

Are built up with the toughest

of fabrics and the strongest of

lbeads into a scientifically bal-

1 anced tire—strong in every “part-
pisa big reason for its success.

1

Distributors
Sherwood Hall Co., Ltd. |
Grand Rapids. Mich.
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United Trucks

Vv/4 to 6 ton all
worm drive

United Trucks are the best busi-
ness and profit builders a dealer
can secure. They are standard-
ized in construction and are
capable of performing beyond
the requirements usually made
on similarly rated trucks as to
capacity and endurance.

You will be interested in the particulars
when you_hear about them. Write,
wire or visit us personally.

The United Motor Truck
Company
Grand Rapids, Michigan

We Dont buy Old
Gars to Sell
New Ones

This is what the dealer selling
new cars does when he allows a
ong price for the so-called trade

!
in

We are the largest dealers in
Western Michigan handling used
care exclusively.

Grand Rapids Motor Mart
““Used Cars of Merit”

41-45 Ottawa Cor. Louis St.
Citizens 8066 Bell M. 866

J. T. LOOMIS. Mar.
A Card Will Bring Out List

Citizens 9968

w)

il"njheAutoist

. To the Autoist who knows
that the gas in his tank is get-
ting low, the sight of a

“Red Sentry” Curb
Pump

is as welcome as an oasis to
the Arab or a lighthouse to the
sailor.

Did you ever figure how much of
this business is hurrying past the
door of your store now in a cloud of
dust to the next filling station and
how easy it would be for you to stop
a large share of it? Whether they
are tourists or the people of your
own town, this trade is worth trying
for because they buy many other
things than just gasolene.

The average owner of a Bowser
Outfit turns his gasolene stock over
about 50 times per year. You wouldn’t
wait long to buy a “show case” for
any other line in your store on which
you could turn your money over that
rapidly—why hesitate about install-
ing a Bowser?

The "Red Sentry” equipment illus-
trated above is only one of many self-
measuring pumps and storage sys-
tems we manufacture. We make out-
fits for handling kerosene, paint, lubri-
cating and volatile oils of all kinds
and a request for descriptive matter
and information concerning anything
along this line won’t obligate you in
the least.

S. F. Bowser & Company, Inc.

Fort Wayne, Indiana

Sales Offices All Centers
Representatives Everywhere

Hills Melt

before this power-
ful car—and they
are mostly taken
in high gear.

Phelps Auto

Sales Co
DISTRIBUTORS

GRAND RAPIDS
Michigan St. and Lafayette Ave.
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Fishing Trip By Two Owosso Trav-
elers.

n.f,way back in the dim and misty

past, something over forty years ago

¢ "ew '»"Sidcrable m i

S -
36801 ik Wi ool i kiR
& Rifirdand Ry S5y can BRIl ERR1E

.rndmthe . of Bc)&”" at, odd
jobs, "manufacturing” hickory “chairs
and painting farmers’ barns red. Bill
conceived the bright idea of taking a
S~ .0? ai2d going up the Byron mill-

to.fi?h for bull heads.. Now a
bull head, in my estimation, is one of
the gamiest fish that swims the broad
expanse of Michigan waters. Just
tie a chunk of beef on the end of

and a Kun he%()pwhl 'r%te?zéh%twvefr
such a tenacious grip that you can
land him into the boat before he
w! let go | have never met up
with any other breed of fish that was
game enough to do that. Of course,
this was forty-five years ago when
beet was about 6 cents per. Possibly
they wouldn t tackle a chunk now at
"8 cents. | don’t think myself they
are game enough for that. But to get
back to BllI’s fishing trip, we agree
on the d%y to sam Ynd pg’ot ou baﬂ
dug We borrowed a flat bottomed
boat and started up the pond. We
caught on the way up six bull heads;
that is, Bill caught five and the writer
caught one small one. That’s about
a fair average of affairs between Bill
and me in about every deal. He even
ot me into trouble with him. In
ooking for a better place to fish, |
suggested a change of location. We
run up on top of a flat stump, pos-
sibly about six inches under water
and our old flat bottomed boat bal-
anced itself on top 'of that stump

with both ends out of water. Every
time we paddled, it would swing
around end for end and remain

squarely on top of that stump. It
was getting towards dark and the
more we paddled the more she swung
round and round. Bill said it was
never made for a boat in the first
place, but was originally gotten up
for a merr}l—go—round, and if it was
daylight Bill said he’d bet two dollars
he could find the Parshall Circular
Construction Co. s name on it some-
where. | noticed that whenever it
stopped it pointed to the North. |
soon had that figured out, for Bill
had been cutting bait and stuck his
knife up in the bow of the boat and
it acted as a magnet. | suggested
that we divide the fish while we
waited, but Bill said, “Not on your

tintype. Think I'm out here catching
fish and giving ’em away?” He told
kind of a

me to work ug another
think. As the boat was leaking Bill
pulled off his shoes. To add to our
other troubles it began to rain and
if there was ever a general thunder
shower it certainly happened right
then and there. A tremendous flash
of lightning and clap of thunder
came that jarred everything loose but
our boat. Bill looked pretty white
and handed me a bull head. We sat
and took our soaking without much
conversation, but finally Bill broke
the silence by remarking that there
was only one pleasant feature about
the situation that he could think of
right then, for he said he didn’t think
we would meet anyone that evening
that we owed. The shower was fol-
lowed by a gale of wind which set
the old pond foaming and our boat
swashed around until Bill said, “I
don’t want you to go to the bottom
of this pond feeling that | haven't
always played square. Have another
bull head. Just then a big wave,
higher than the rest, washed our boat
off the stump and the world seemed
to have come back to us. | picked
up the paddle and said to Bill, “Now
if you will take your knife out of
the bow of the boat, so that we can
go in some direction beside straight
North, we’ll try and go home.” After

a couple of hours bumping among
stumps and logs, we landed our boat
and drew it up on the bank from
where we started. | had three bull
heads then, but Bill could find but
two. He finally looked at me with
more seriousness than | had known
h'm to exhibit and said, “George, in
the face of what we have been
through, | hate to think that you
could do such a thing, and | have al-
ways thought you were honest, but 1
am™ short one bull head and have
caught you red handed. It doesn’t
seem possible that an old friend
whom 1 have trusted implicitly for
Xea.rs.—.hold on, I:jl take it back; here
e is in my shoe.
Honest Groceryman.

Flakes From the Food City.
Battle Creek, July 10—The grocery

TRSRERATE SoRN HE Boit SR
chased new delivery trucks. Looks
like the boys were selling a few
goods.

L\ /’ CEonk’ formerly city salesman
%or t(w Battle Creek yCanﬁy W orks

has engaged in the candy business for
himself under the name of the Cronk
Landy Co. We wish him tremendous
success in his new line and if his ef-
forts are as successful in that as they
are as Junior Counselor of No. 253 we
know he will have.

The highways and byways traveled
oy the commercial travelers of Battle
Creek have been well nigh deserted
tne past week on account of the an-
nual vacation of salesmen from July
3 and July 11 The gladsome smile

" that fhe" %%shaglf %fargr?/()dalfoe#é)_wasshi%

part of their respective wares is, in-
deed, missed by those of us who are
compelled to work. However, we
are glad the boys can enjoy a good
time resting!?) and freeing fheir
minds from the cares of business for
a week at least.

Will Master, Past Senior Counselor
oi i\o. 253, whose feet have been
wearing out the sidewalks, locally
for the past few years, has been given
a ford to run about in. Bill says he
walk he, "°kes h rin n hi
wglkg grobned toSvsn %nsdp WgSV\?Oﬂde?
where his supply will come from now.
We further hope Henry will not wear
out that jovial manner of Bills

The city of Battle Creek has been
holding municipal entertainments for
its citizens for some weeks past
Those things make us all glad w»
live here and have the “Battie Creek

e >t P**0 L' Cook-

My Auto, Tis of Thee.

My auto, ’tis of thee

Short cut to poverty,’

Of thee | chant.

| blew a pile of dough,

On you two years ago;
And” now you refuse to go
Or won’t, ‘or can’t. ’

Through town _and Cé)unt_r side |
XOHa;‘)’\beyredan)]/y joy and pride,
| loved thy gaudy hue,

? n ce white tires so new

Fn eve™ way!® d°Wn and thVough’

To thee, old rattlebox,

Came many bumps and knocks,
tor thee grieve.

Badly thy tog is torn,

Frayed are thy seats and worn

| do be°~rvf. CUgh aff6CtS thy horn’

Thy perfume swells the breeze,
}Q/hlle good f%lks choke and sneeze,
s ass hy.

we
| paid for thee a price,
Wcmld buy a mansion twice,
Now all are yelling “ice/*

I wonder why.

Thy motor hlas trI?e grhip, .

spark- as the ,
And V\Poe Klsptﬁ?ne. Pip
I, too, have suffered chills.
Ague and kindred ills,
Endeavoring to pay my bills,
since thou wert mine.

Gone is my bank roll now
No more would choke a cow,
As once before.

Yet if I had the mon\

So help me, John, amen,

I d buy a car again,

And speed some more.

HORSE SHOE TIRES

WRAPPED TREAD

Guaranteed 5,000 Miles. Made in all Styles and Sizes.
Every Tire goes out with a Full Guarantee-and fulfills it

WHOLESALE DISTRIBUTORS:

BROWN & SEHLER CO. Grand Rapids. Michigan

Writ© for Territorial Reservation

Nokarbo
Motor Oll

It is the one oil that can be used successfully on all

automobiles operated by gasoline or electricity. It will not
char or carbonize.

It is the best oil for the high grade car, and the best
oil for the cheapest car. Write for prices and particulars.

The Great Western Oil Co.
Grand Rapids, Michigan

Some Pertinent Facts

Regarding the Universal
Valveless Four Cycle Motor Co

It offers an Extraordinary Article for which there is an
Extraordinary Demand at EXtraordinary Profits.

N ?\AoelpF I:zl;‘ A? nderson dValvelgss Four Cycle Engir;\(;I is
Reltafife e, Meahsuetsig05e:. [ARRgRett 15 KginAm!
Most Adaptable, Has Most Points of Advantage.

, The compan)( has no bonds, preferred stock or other

mtgrest-beanng iabilities. All stock is common, fully paid
and non-assessable. v 9
Ié has.no promotion stock to give away to secure names
for advertising purposes. mes
Its organization, plans, licenses, charter, by-laws and
statementsS are always open to investigation by real pros-
pective buyers of its stock. y
What more can you ask in a prospective investment?

fulfy and”~ruthfutjy answered” * A"

cernU”nTtwasnew. 80 WaS eVery °ther SUCCessful

But do you know of any real money or worth-while
groflt that "have been madé from anything that was not
peculative {

A few Dollars and a Little Nerve have made more

mgr}%)ét%rpg g?%ﬁgt\e/eowé)_re fortunes than all the saving in

Universal Valveless Four Cycle Motor Co.
416-417 Ashton Building Citizens 7645 Grand Rapids, Michigan



12

Eight Prescriptions Written By a
Successful Banker.

I make this flat statement, that
every man may become rich. There
isn’t any question about it—with the
possible exception of the few cases
where the lightning of adversity may
strike. | am not so sure that all men
desire to become rich—or that wealth
should be the supreme desideratum,—
but it can be acquired by all men who
have the will to do.

There may be other considerations,
—there may be sick wife to care for,
or a family of boys and girls to edu-
cate, and it may be that health and
education are always to be preferred
to riches. But even this is somewhat
theoretical. —the sick wife is not so
common, there are a whole lot more
of husbands who are ailing in their
tipper stories, and the idea of educat-
ing your boys in Harvard while you
work your knuckles off drubbing
around, is a kind of education that
looks mighty futile to me. The truth
is that most of you have the oppor-
tunity to prosper and if you don',
it is because of a faulty headpiece.
And so | offer at this moment—
Prescription Number One—Earn a

Dollar and Get It.

I could dwell for three hours on this
formula alone. Dubtless | would be
alone before its completion. Yet it
has in it the everlasting element of
truth. Especially would | emphasize
the first half of the formula—earn a
dollar. There are so many short
sighted folk who have their vision
focused upon the last half of this re-
cipe, thinking only on getting, just
as many of your patients grudgingly
swallow the first dose of remedial
salts, and think they should be in-
stanter strong enough to lick every
man in the block. Only rot gut
whisky will do this. The eternal law
of compensation rules—we never get
paid for more than we do.

He who is merely a charger is on
the toboggan leading straight down
to the Hades of Non-Success, but he
who knows, serves, he who serves,
wins, and, winning, has command of
all good things.

But, | think you ought to get, as
well as earn. There is nothing so
worthless as a ledger full of outlawed
accounts. There is no tale so sad as
the biography of a dead-beat. One
such recital is bad enough—when
they get to coming in gross lots they
make the soul sick. A bad account is
worse than nothing, it is a deterrent.
It makes the debtor go to the other
fellow. If he pays you, he respects
you and will come back. Don’t get
scared about going after your money.
If there is any choice between the
propositions of apparent good will

MICHIGAN

and no money, and, on the other hand,
a good lively hatred and full pay, just

take the money every time. Now, the
second prescription follows:
Prescription Number Two—Get a

Dollar and Save a Quarter.

A good many different ways have
been tried by the sons of men to get
rich. Men have tried to do it by
working themselves to death. They
have tried it by working other men to
death. They have tried it by sleight
of hand—have set their faith on mir-
acles, and the penitentiaries are filled
with people who have tried to beat
the game with their wits, but the Su-
preme Physician started man out with
just one prescription and this—that
along with energy and ability in pro-
duction must be mixed economy and
frugality in preservation. You can’t
pump water into the creek as fast
as it will run out. You can’t meas-
ure wealth at the intake—it is only a
matter of comparison.

But when you save, you are stepping
steadily forward and sure, and you
have real, lasting unalloyed pleasure
in progress. Every man can save if
he will only bend to the task.

No men know' better than your-
selves that only good wholesome food
is necessary for the human frame.
Hot birds and cold bottles are not es-
sentials in the scheme of nutrition.
A good soup-bone will bring more
sustenance to the family than a por-
terhouse.

No men know better than you, that
fancy and frivolous clothing strictly
Parisian in style, is a delusion and a
snare—better a sober gray flannel or
an outlawed plaid to clothe our girls
to the chin, than a crepe de chine
gown running out of material at the
armpits.  You know that joy rides
are not productive of longevity, that
plain gasoline at 20 cents per gallon
is not improved by an admixture of
$4.00 whisky,—and in short, you know
that if there is anyone course of study
your clients need it is in the art of
sane and simple living. If there is
any real peril ahead of the American
Nation, it is that in the struggle with
the world, the great economic strug-
gle in commerce and trade just ahead
of us, we shall be horribly handicap-
ped as a Nation by our extravagance,
—these nations that are attending the
hard school of necessity will wdiip us
on any field of competitive endeavor.

So | say that we should save. We
must save. Sit down with the wrife
and talk it over. If you have an ex-
travagant wife, may God pity you. If
as | suspect, the extravagance is most-
ly located in the male side of the
house, then get busy with your own
salvation. Dont go down the walk
to old age, the scoff of everyone be-
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GRAND RAPIDS NATIONAL CITY BANK
CITY TRUST & SAYINGS BANK

ASSOCIATED

CAMPAU SQUARE

*** convenient banks for out of town people. Located at the very center of the city. Handy
to the street cars the interurbans—the hotels—the shopping district.

On account of our location—our large transit facilities-our safe deposit vaults and our

complete service covering the entire field of banking, our institutions must be the ultimate choice
of out of town bankers and individuals.

Combined Capital and SUrplus........cccocovvvinecncnnne $ 1,778,700.00
Combined Total Deposits 8,577 800 00
Combined Total Resources 11,503,300 00
GRAND RAPIDS NATIONAL CITY BANK
CITY TRUST & SAYINGS BANK
ASSOCIATED

The Larger Estates
Never Take Chances

Very wealthy men almost always appoint
strong Trust Companies for executors.

Men of smaller means are doing it more
and more. They are learning that Trust Com-
panies are compensated for these services by
fees fixed by law—that the small estates pay
in direct proportion to their size.

They are realizing that their estates must
have the same high form of protection that
the larger ones enjoy.

We are serving more of the smaller estates

everyday. Our officers will be glad to con-
fer with you.

Ask for booklet on the “ Descent and Dis-
tribution of Property” and a blank form of

B rand RapidsTrust[Jdmpaiiy

MANAGED BY MEN YOU KNOW
Safety Deposit and Storage Facilities at 50c per month and up

Ottawa at Fountain Bofft pftones$ ,, 9|
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cause you can’t pay your debts,—get
your chin up and so walk that when
you shuffle off, the male mourners
in the procession to the cemetery
won t be anxiously wondering about
your life insurance. | now come to
prescription No. 3.

Prescription Number Three—Make

Your Dollar Earn a Nickel.

I have here a text of a sermon, in-
deed, of many sermons. | say, make
your dollar earn a nickel. Observe,
| say earn. You can’t get something
for nothing and it’s an exasperation
to try. And your dollar can only
earn a nickel, dont try to make it
earn a dollar. When you try to get
rich quick the most likely result will
be that you will get poor fast.

| say that you can’t get something
for nothing. Please don’t take of-
fense. | hear you all saying, “Why
certainly, we know this.” Well, you
exhibits of common humanity don’t
show the marks of this knowledge to
any great extent. PIl bet | could lay
a sure thing proposition before you
to-day whereby you can make $500
on an investment of $50, and every
mother’s son of you would stand at
attention, drinking in the words. You
are simply human, and humanly sim-
ple. 1 could fill main street from
curb to curb with humanity to-mor-
row morning by offering to sell 50
cent pieces at a reduced rate. And
I know of more than one doctor
whose private box will disclose
enough elegantly engraved stock cer-
tificates to paper the side of the court
house, and all so dead that not the
trump of Gabriel will rouse them to
activity. Of course, no banker has
such stuff!

I tell you that America’s great
philosopher, Emerson, tells Divine
truth in his essay on compensation,
when he says that you pay for every-
thing you get in this world, pay for
it in cash, in worry, in self-respect,
in favors, in something,—you can’t
and | beg you, don’t try to get some-
thing handed you on a silver platter
without money and without price.
Only salvation is dealt out at this
figure,—not protection, accretion, nor
medication.

And | say that your dollar should
earn a nickel. If you try to make it
earn a dime, you are forcing the heart
action. If you speed it up to make
it earn a quarter you are racing your
engine to the danger point. Go slow.
Don’t try to get rich quick. Remem-
ber, you are on the earth for many
years,—you will be off it, or in it, for
many millions of years,—you should
not force time. Make a little prog-
ress day by day. Don’t try to make
it fast. The roadside in life’s course
is strewn with the wrecks of the
vehicles that have been overspeeded
in the race for wealth. The ignis
fatuus of all business is the desire

to gain riches quick, it has rarely
worked, it usually leads the victim
to destruction.

Notwithstanding all this, | still be-
lieve it necessary to make invest-
ments. There are few men, doctors
or any other kind, who make enough
from their daily earnings to ensure
a competency in age. The most of
us find it necessary to be creating a
reserve fund for age in precisely the
same way that sound and solvent life
insurance does, and it is evident that
such fund should be a dividend earn-
er—even a little return will help
wonderfully. The snow ball process
is a good one, and illustrates what

accretion and time will do. And now
the question arises,—how?
Prescription Number Four—Don't

Speculate on the Board of Trade.

Don’t do it. It’s silly to think that
you who are about as wise in these
market place affairs as a rabbit, should
have any more show in the steel trap
game than the traditional rabbit has.
Don't even go into the game to make
money. It is a dirty business. The
most miserable, unrespectable crea-
ture | know of is the fellow who is
hanging like a ghoul upon the stock
or grain markets, forgetting his pro-
fession,—his family,—his honor in a
Mister Hyde personality, trying to
beat a disreputable game in which he
should have no participation. Don’t
speculate on the board, nor anywhere.
I would certainly eschew poker or
the turf. You need no mental ex-
hilaration to rest you from your la-
bors,—what you men need is the seda-
tive influence of a fireside. And now,
before | go further | offer merely as
a precautionary measure—
Prescription Number Five—Don’t
Spread Yourselves Thin By Invest-

ing Little Dabs in This, That

and the Other Proposition,

Just to Be a Good Fellow.

This advice is more timely than
the other. | think there is no par-
ticular danger of contemplation to
you men of high character along the
line of number four—you are not like-
ly to be attracted by bucket shop
(transactions,—but you are sure to
be attacked by the benign bacillus of
friendly interest in steering you next
to a good thing. My observation is
that we all have our little investments
of a couple of hundred put in with a
friend on a good thing,—most of us
can say to ourselves that even at the
best these many investments repre-
sent a scattering of our power,—or
each dab too small to give us much
influence or to jutify any extensive
attention on our part, at the worst
only that much junk. My idea is that
if you make ten miscellaneous in-
vestments, the dividends on the good
ones can never, by any possibility,
offset the losses of the principal with
the unfortunate deals.

Veit Manufacturing Co.

Manufacturer of

Bank, Library, Office and Public Building Furniture
Cabinet Work, High Grade Trim, Store Furniture

Bronze Work,

Marble & Tile

Grand Rapids, Michigan

To Judge
Preferred Stocks

of Public Utility Companies cor-
rectly, five safeguards should be
carefully considered. These safe-
guards are

The Earnings

The Property

The Territory Served

The Management

The Equity
Write for Circular No. R-82,which
explains how these safeguards ap-
ply to the preferred stock of the
Consumers Power Co (Michigan.)

Hodenpyl, Hardy & Co.

Incorporated
Securities for Investment

14 Wall St., New York

First National Bank Building, Chicago

THE BANK WHEREsYOU FEEL AT HOME
IiRAN pj*MDS~AVINGSRAN ir

WE WILL APPRECIATE YOUR ACCOUNT

TRY US!

THE PREFERRED LIFE

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

3 % Per Cent
Paid on Certificates

Largest State and Savings Bank
in Western Michigan

OLD
NATIONAL
BANK

Complete
Banking Service

Travelers' Cheques
Letters of Credit
Foreign Drafts
Safety Deposit Vaults
Savings Department
Commercial Department

Our 3y* Per Cent
Savings Certificates are a
desirable investment

INSURANCE CO.

Of America offers
OLD LINE INSURANCE AT LOWEST NET COST
What are you worth to your family? Let us protect you for that sum.

THE PREFERRED LIFE INSURANCE CO. of America,

Grand Rapids, Mich.

Fourth National Bank

WM. H. ANDERSON. President
L. Z. CAUKIN, Cashier

United States Depositary

Savings Deposits

Commercial Deposits

Per Cent Interest Paid on
Savings Deposits
Compounded Semi-Annually

3'A
Par Cent Interest Paid on

Certificates of Deposit
Left One Year

Capital Stock and Surplus

$580,000

JOHN W. BLODGETT, Vice President
J. C. BISHOP, Assistant Cashier



Be prepared, when vyour friend
blows in, to tell him his proposition
looks mighty fine and you are eternal-
ly grateful, but that you are digging
with might and main to raise funds
to buy a piece of property and can’t
possibly go into the good thing. Be
hard up!

What a blessing poverty may be!
Two or three times in my life | have
kept out of things, not because | had
sense enough to keep out, but because
I was too poor to get in and later
developments have shown the pros-
pective investment would have lost
me more money than Newell Dwight

Hillis dropped in British Columbia
timber.
But now | must add something

positive to my treatment. It will not
do to merely pump your systems with
anti-toxins.  You want something
positi\e to make you well,—perhaps
food, at least a tonic, so | give you—
Prescription Number Six—A Little

. Interest Is Very Helpful, Espe-
cially When It Comes Your
Way.

The world offers its plaudits to the
men who have invented things,—de-
vices in  manufacture,—transporta-
tion, agriculture, industry, war,—but
let me tell you that the fellow who
invented interest was no slouch. But
mind, be sure to have it come your
way. It’s like a mule,—pulls mighti-
ly, but its kick is something awful.
Old Polonius said, “Neither a borrow-
er nor a lender be, for loan oft loseth
itself and friend.” The old man was

right. Don’t loan money to your
friends. Don’t borrow in the same
way. Let borrowing and lending be

done on a business basis by business
men. But there are several lines of
procedure which you may and should
follow and | give you these sugges-

tions hygenically,—not medicinally,
in—

Prescription ~ Number  Seven__The
American Bank Is the American
Citizen’s Most Loyal, Effective,

and Unselfish Friend,—Grap-

ple It to Thy Soul!

A bank account is an indispensable
adjunct in the success of any man.
It is the one institution that prospers
by the conferring of an infinite num-
ber of good services. | don’t know
of any agency in this world that does
so much at so little cost,—nor so
gladly.

These fellows are so keen for your
deposit that they foolishly pay you
interest upon it. It is the one store-
house of the world where the land-
lord pays the tenant rent. They fur-
nish fine safes to keep your money
in and lithographed checks for you
to get your money out. They not
only welcome you in, but they fur-
nish you a certificate of character
and the public so regard a man with
a standing account with a strong
solvent bank. All this is for your
asking, plus wit, wisdom and well-
wishing when you come in. And in
the name of s?nse, when you have had
all these things, don’t draw checks
with the reckless abandon of an avia-
tor, nor indulge in that peculiar style
of mathematics requiring a book-keep-
er to stand on his head to figure and
where your balances are mostly lurid
in their crimson glare.

MICHIGAN

Then, | beg you, start a savings
account. One bank account isn’t
enough you want one that shows
all deposits and no checks, and draws
interest while you sleep. Figure your
stint. It may be $10 a week, or may-
be only 10 cents,—whatever you set
yourself to do,—then  do,—sure.
Even the squirrels stow away food
for winter days to come,—why should
not you? The savings balance will
draw interest and the interest is not
to be despised,—it will figure with the
years more than you now think,—
but after all, the main idea is to get
to saving. When you have $5 extra
and you finally vote to bank it at
interest, rather than to joy ride you
may perchance be saving a $10 fine
for speeding,—and there are stranger
things than that you may be keeping
your temper or your morals sweeter
at the same time.

The savings bank does not claim
to be a religious institution, but its
calming influence may save your soul.
The savings bank habit has its grip,—
I hope it will catch,—and hold my
boys and my girls,—and your children
and yourselves, unto to the end.

When you have calmed yourself
into a condition of financial self-con-
trol by a checking account not abused
and a savings account not depleted,
you will be in shape to begin think-
ing about investments and there are
many goods ones. Loans are good—
they should not be to relations, and
they should be backed by collateral
and character. Lands are good, but
it should be good land. Town or
city lots are all right if they are on
the inside,—never in the hopeful be-
yond. Your land should be fine-
better a choice forty than an indif-
ferent quarter. You don’t want any
land out in the homestead belt
where crops are dubious, and land can
be had for a song, you will get no
rent. Where drouth cuts short men’s
hopes the man who rents your land
will fish rather than farm, hunt rath-
er than harrow.

Bonds are all right,—stocks are
good things not to buy. Mortgages
are fine, and 6 per cent, is a fine rate,
it is more, in the course of twenty
years, than the payer of it will make.

And now | come to the last
Prescription Number Eight—Keep

Books.

If you don’t know how to keep
your books, for the Lord’s sake go to
some business college and have them
teach you how.

I dont mean by this that you are
to rest your satisfaction in keeping
a record of calls and knowing how
much John Smith owes you—my
thought is that if this is the end of
your book-keeping, you have no sys-

Qlties Service GrmaD
We feel an investigation of this

stock is well worth while

Write or call us up for
particulars

Allen G. Thurman & Co.
136 Michigan Trust Bldg.
GRAND RAPIDS

TRADESMAN

AGRICULTURAL LIME
BUILDING LIME

Write for Prices

A. B. Knowlson Co.
203-207 Powers'Theatre Bldg.. Grand Rapids, Mich.

LOGAN & BRYAN
STOCKS, BONDS AND GRAIN
Grand Rapids Office, 305 Godfrey Building
Citizens 5235 Bell Main 235
MEMBERS

New York Stock Exchange
Boston Stock Exchange
Chicago Stock Exchange
New York Cotton Exchange
New York Coffee Exchange
New York Produce Exchange
New Orleans Cotton Exchange
Chicago Board of Trade
Minneapolis Chamber of Commerce
Wmmpqu_Graln Exchange
Kansas City Board of Trade
Private wires coast to coast
Correspondence solicited

Conservative
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FLASHLIGHTS

The superiority of
EVEREADY Flashlights is
proved by the remarkable

opularity which they

ave won.

About 80% of all the
flashlights sold in this
country are fveready's.
Last year over 18.000.000
EVEREADY Flashlights,
Tungsten Batteries and
Mazda Lamps were sold.
This year sales are still
better:

All EVEREADY'S are
fully guaranteed. It's a
great line for you to han-
dle. Let us tell you more
about it.

C.J. LITSCHER ELECTRIC COMPANY
Wholesale Distributors
41-43 S. Market St. Grand Rapids, Michigan

Investments

Combining Safety with Income

Write for our list of offerings

Howe Show Gorrigan a Bertles

MICHIGAN

MICHIGAN

Investment Bankers

TJPON the proper drawing up of a Will

and careful

choice of executor de-

pend the comfort, welfare and happiness

of the widow and children.

No greater

mistake can be made than putting off the

performance of this duty until age or sick-

ness interferes with the satisfactory draw-

ing up of the document.

Send for Blank Form of Will and Booklet on

the Descent and Distribution of Property

The Michigan Trust Co.

OF GRAND RAPIDS

Audih «m* of books of municipalities,

firms and corporations
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tem at all. The question is—how
much do you owe? What was your
expense last year? What your in-

come? And more than all else, what
are you worth? Are you going for-
ward or slipping behind? Are you
fooling yourself, or are you looking
naked truth in the face?

Strike a balance. Figure out your
assets, on a very conservative basis—
they always shrink. List your debts
to the fullest extent—they always re-
tain the fullness of youth and grow
a little for extras. Find out what
you are worth now.

What if your showing is poor?
Your wife and kiddies will love you
none the less,—they are not supposed
to have any sense about these things.
Your banker will prefer to look upon
a poor statement with truth sticking
out all over it, to a padded one thal
lies like epitaphs on tombstones.

Suppose your assets figure $1,000
and your liabilities $999.90, what of
it? The real joy is not in position
but in progress,—all things earthly
3re comparative and if, a year from
now you can show that you have made
a little progress like the fighters
about Verdun,—even a few yards of
the enemy’s entrenchments gained,—
you can be as happy as a crown prince

as hopeful of to-morrow as a high
school graduate.

And as the years go by, these gains
should be continuous in the direction
of improvement, so that while you
are living and life is slipping along,

Michigan Delegation to the Supreme Council, U. C. T,

you may, before you know it, reach
a surety in your financial position.

I wish to you all this,—for your-
selves, content,—for your wives, ease,
for your children, pride and that over
the recital of your life’s work may
be set in large letters of gold the
single caption, “Success.”

E. R. Gurney.

The One Who Pays Your Bills.
Wrritten for the Tradesman.

In the last analysis it is the custo-
mer who makes or breaks the dealer.

This may sound like an extreme
statement, but think it over and ask
yourself if it isn’t so.

The success of every retail business
depends upon the number of its cus-
tomers, and their faith, confidence
and friendliness towards the house
soliciting their trade.

The best advertising medium in the
world—the one essential medium that
must supplement all others, and with-
out which all the rest put together
are worse than futile—is good will.

The biggest and most vital prob-
lem the merchant has to face; the
underlying problem, whose satisfac-
tory solution automatically resolves
a score of related problems, is the
problem of promoting good will
among the people of his community.

Any man who can year by year in-
crease his stock of good will; who can
so conduct his business as to win
the faith, confidence and heartfelt
esteem of the people who live in his

community, and trade with him, is
a good merchandiser.

Just pause and ponder these state-
ments:

The bills are paid by the customer.

Advertising aims at the customer.

Salesmanship is practiced on the
customer.

Service is developed for the custo-
mer.

All selling plans contemplate the
customer.

Your interests as a dealer center
in the customer.

Your profits come from the cus-
tomer.

What class of people is constantly
increasing, in every sizeable commun-
ity throughout the land, but is never
anywhere too large to suit the mer-
chant? Customers.

Who are the guests you desire most
to welcome into your place of busi-
ness? Customers.

Who are the folks you want to
please by the practice of every legiti-
mate merchandising art you possess?
Customers.

Who are the people you see in
visions by day and dream of at night,
when the store is dim and still? Cus-
tomers.

In view of the tremendous impor-
tance of the customer in the whole
business of retailing, it is pertinent
to ask if he gets enough considera-
tion. My personal opinion as to the
right answer to th:s enquiry is this:
In exceptional cases he may, but in

the vast majority of cases, he does
not.

If proof be demanded, | call atten-
tion to the large amount of so-called
transient” trade, to the everlasting
shifting of customers from one deal-
er to another, and to the well-nigh
universal feeling among merchants
of uncertainty concerning their cli-
entele.

Is the average customer as capri-
cious and changeable and unreliable
as he is often painted? Back of all
this shopping unrest that we see, and
dread, and try to overcome*, isn’t
there a tangible reason that we can
get at—and treat?

In the past merchandising used to
be looked at, by dealers, too exclusive-
ly from the dealers’ standpoint. The
new spirit that has come over modern
business may be described as a shift-
ing of the point of view from the
dealer (who is an agent or servant)
to the consumer (who is person to
be served).

But this so-called new spirit hasn't
become universal and dominant as

yet. Many dealers haven’t caught a
vision of it. It hasn’t been consistent-
ly tried out. It is really in process

of development.
But it will win out in the end, for
it is the right conception of business.
Frank Fenwick.

If our father were English and our
mother German, would we hate our-
self?

Held at Columbus, Two Weeks Ago
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Which Confront the Present Genera-
tion of Merchants.*

The Civil War period is, without a
doubt, the starting point of the prob-
lems of modern merchandising. Upon
the close of the Civil War the United
States entered upon a period of very
ranid development. With the return
of the troops to peaceful industry, a
tremendous growth in our commerce
and industry took place: From a
debtor Nation struggling under a Na-
tional debt of $3,000,000,000 in 1865
we have advanced to the position of
a creditor Nation to which our most
powerful contemporaries — France,
Germany and Italy—turn to-day for
financial support.

Sixty years ago we were dependent
upon Europe for financial develop-
ment. Since the opening of the pres-
ent century we have assumed a most
important place in the development
of European industry and commerce
American capital has been very in-
strumental in the development of the
British merchant marine. The White
Star Line, a great British steamship
line, is owned and operated by Ameri-
cans. Before the war American insur-
ance companies held policies in Russia
alone amounting to more than $100,-
000,000. Only mention need be made
of the extensive investments of the
Standard  Oil and International
Harvester companies abroad. Ameri-
can investments in Mexico, Cuba and
San Domingo amount to more than
$1,000,000,000. In 1860 we sold abroad
$353,000,000 worth of goods. During
the past few years we have been sell-
ing eight times that amount. At the
present time we are selling more than
that a month.

The importance that the United
States is assuming as a manufactur-
ing Nation is another feature of our
development since the Civil War. The
great increase in our exports just in-
dicated has been larger in manufac-
tured articles than in other products.
In 1893 we exported $677,000,000 in
food products. By 1913 this had in-
creased to $946,000,000—an increase of
less than 40 per cent. However, our
exports of manufactured products in-
creased from about $177,000,000 in
1893 to more than $1,500,000,000 in
1913—an increase of 747 per cent.
This is a very good sign. Markets
created for manufactured goods are
far more permanent than markets for
raw materials. As is well illustrated
by the present great struggle, a peo-
ple will continue to consume long
after they have stopped producing.
Although the factories of Europe are
shut down and raw materials are lit-
tle in demand, still we are exporting
more manufactured articles to this
region than we ever did before.

The development of our internal
commerce—trade between citizens—is
even more phenomenal. According
to Irving Fisher, who has made a
very extensive study of our internal
commerce, $387,000,000,000, one hun-
dred times the amount of our exports,
worth of goods were bought and sold
within the boundaries of the United
States during the year 1909. During

«Address by ArchIB IV;/I Peisch, of the
University of South Dakota, before Retail
Merchants* Congress.

the past eight or nine months the
bank clearing of New York City
alone have averaged $7,000,000,000 a
month.

Hand in hand with this enormous
growth in trade and industry great
changes in business practices and
methods have come about. Some
branches of industry, of which retail
selling is one, stand to-day practically
revolutionized.

Before the Civil War household in-
dustry supplied a large portion of the
necessities of life. In many parts of
the country families supplied their
entire subsistence from their own
farms, with the exception, perhaps, of
sugar, salt, soda and some of the
more staple articles of trade. In the
fields food for the household was
grown and gathered. The household
furniture was hewed and whittled out
by hand from timber gathered in the

Archie M. Peisch

nearby forest. In the home cloth was
spun for clothing, supplies preserved
for the winter and hides tanned for
shoes and mittens. The greater part
of our broad area with all its enor-
mous wealth and resources still re-
mained unexplored and untouched.
Families could migrate into this vir-
gin wilderness and live in comfort
completely cut off from the rest of the
world.  Modern wants and social
cravings were still unknown.

In those days of economic and so-
cial independence the task of the re-
tail storekeeper was exceedingly sim-
ple. In the first place he only needed
to stock his store with the most staple
articles of trade—goods which never
went out of date and for which the
demand was constant and certain.
His merchandising activity was con-
fined to the most common needs of
life—needs which never changed ex-
cept to increase as the population of
his community increased. He did not
have to bother about the whims of
fashion. His goods were always in
style and he never found himself at
the end of the season with a lot of
dead merchandise on his hands be-
cause he had over-stocked, misjudged
his trade or had neglected to push
certain lines properly. Then on top
of all this was the very important ad-
vantage of a rising market. For many
years previous to the Civil War prices
were steadily increasing. Since his
goods never went out of style, the

merchant could simply keep them
from year to year and profit by the
increase in market value.

Under such conditions the life of
the retail merchant was very easy.
Those were the balmy days of retail
selling. All merchants did not amass
enormous fortunes in those days, but
the worries and care of the modern
store keeper were unknown. Cus-
tomers did not demand the little serv-
ices and courtesies that mean so much
to-day. In fact, service was unheard
of as a basis of competition. Price
was all that the retailer had to con-
cern himself with. For the most part
he was simply a distributor of goods.
An ordinary amount of intelligence
and self control enough to be able to
sit on the store stool and wait pa-
tiently for the next customer or vic-
tim constituted all the equipment nec-
essary to become a successful retail
store keeper.

After the Civil War the entrance
of the United States upon a period of
great commercial and industrial ex-
pansion introduced great changes in
the field of retail selling. In the first
place a decline in prices set in. In
the face of falling market values the
retailer had to turn his stocks regu-
larly to avoid loss from “left overs.”
The old lax methods of store keeping
had to be replaced by careful and in-
telligent methods of merchandising.

Wi ith the rise of capitalistic produc-
tion after the Civil War household
industry broke down. Ready-made
goods could now be purchased more
cheaply than they could be manu-
factured in the home by the old slow
process of hand industry. Families
began to devote their time and energy
to the production of marketable ma-
terials rather than the ordinary sup-
plies and necessities of life. The re-
tail merchant in order to meet the
requirements of his trade found it
necessary to stock his shelves with
food products and manufactured
goods which his customers had previ-
ously supplied themselves. With the
rise of the city, the child of capitalis-
tic production, this tendency toward
larger and more diversified stocks re-
ceived force. Because of the increas-
ed opportunities that the field of re-
tail selling presented as a result of all
this, more men began to enter the
activity and the number of stores rap-
idly increased. This marked the real
beginning of retail competition as we
see it going on about us to-day.

The enormous railroad development
which took place after the Civil War
had a very marked effect on retail
store keeping. The railroad made
neighbors of people whom distance
had formerly made all social and com-
mercial intercourse impossible. Com-
munities began to acquire the tastes
and social habits of other communi-
ties situated in far distant parts of
the country. The farmer of the
Western prairies learned to live, eat
and dress as did the city dweller of
the East. The local store keeper soon
found himself facing a consumer pub-
lic whose needs and desires had not
only grown in volume but also in
variety. As a result he had to stock
his store with goods gathered from
practically every section of the coun-
try. There was no way to escape

these diversified tastes and demands,
for the railroad made it possible for
the customer to go to distant cities
and there purchase goods which his
local dealer had failed to furnish. To-
day, the postal system, supplemented
by the parcels post, brings the trading
possibilities of our great cities to the
door of every home in the United
States visited by Uncle Sam’s postal
carriers. This introduces that great
factor in modern merchansing, the
mail order house, of which | should
like to say more later.

Quickened and more adequate
means of transportation also made
possible and encouraged the special-
ization of industry which we see car-
ried out to such a high degree about
us to-day. With adequate shipping
facilities at its disposal a locality
could devote its entire energy and
resources to that industry for which
it was best adapted and depend on
the outside world for food and supplies.
The specialization of industry has
concentrated and intensified compe-
tition among manufacturers.  This
concentrated and intensified competi-
tion has brought about the introduc-
tion of many new conpetitive factors,
chief of which is styles. Many manu-
facturers who specialize have turned
to styles as a weapon to outdo a rival.
These producers, whose number is
rapidly growing, are continually com-
ing forth with new designs and models
to tempt the public and bid for its
trade. The problem of the modern
retailer is, then, not only one of get-
ting reliable goods. It is also one of
getting goods that are in style.

Changing styles make more frequent
turn-overs imperative. To-day mer-
chandising success depends upon rap-
id trading. Stock must be kept mov-
ing. When its movement becomes
sluggish, it must be disposed of at
any cost. Small profits are better
than dead stocks. The lines which
move quickly should be located and
pushed. The lines which lag should
be eliminated or held down to the
lowest possible limit on the shelves.
Money is made on turn-overs and lost
on left-overs.

The basis of competition in retail
store keeping has changed from price
to quality. This change is largely
due to the general appreciation of the
great fact that the consumer public
is better served in the case of goods
where quality competition prevails.
With this change has come a rapid
development of trade marked or
identified goods. Manufacturers in
emphasizing quality in their products
wish to connect their names with qual-
ity in the minds of 'the buying public.
This is most conveniently done
through the use of trade marks.

Good will or the friendliness of the
public toward a firm must be directed
toward some identified product or
service. The trade mark in the case
of merchandise is the most adequate
means of fixing the good will of the
public toward a particular article of
merchandise. When trading was face
to face the identification of merchan-
dise was not necessary. The cus-
tomer always knew whose product he
bought and by returning to the same
place was sure again of trading with
the same individual and of buying the
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same article over. As soon as a man-
ufacturer through the excellence of
his product gained a reputation out-
side his locality, in order to make that
reputation permanent he had to mark
his merchandise.

The public is better served in the
case of trade marked goods. Identi-
fied goods are of known stable quali-
ty. The customer can buy quickly,
conveniently and confidently by name.
The manufacturer of trade marked
goods guarantees that the standards
of quality shall be the best possible
for the price and he impliedly agrees
with every consumer of his products
that the trade mark shall be used sole-
ly for the consumer’s protection.
When the quality has once been estab-
lished, the manufacturer must main-
tain it. If the goods are not satis-
factory at any time, the consumer can
avoid future dissatisfaction by simply
avoiding the brand, which he w'ould
be unable to do in the case of goods
that were not identified by some spe-
cial mark. The consumer is thus
enabled to force the producer to ful-
fill the responsibilityhe assumes with
respect to the quality of an article
and can annihilate any producer who
cannot and will not meet his obliga-
tions.

As competition tends toward better
quality, prices tend toward certain
well defined levels. A bill has been
submitted to the present Congress
which will be definitely considered in
a couple of weeks, known as the
Stevens bill, which will legalize agree-
ments between producers and distrib-
utors to maintain definite fixed prices
with respect to identified merchandise.
This is simply a plain recognition of
one of the most fundamental tenden-
cies in merchandising—quality compe-
tition. Price maintenance is a ques-
tion of great economic and social im-
portance and has been in England.
France, Germany, Belgium and Den-
mark.

The case for price maintenance has
been very forcibly stated by Judge
Ellis, of the Washington Supreme
Court, in the case of Fisher Flouring
Mills vs. Swenson. Let me read a
paragraph from his opinion: “The
true competition is between rival ar-
ticles, a competition in excellence,
which can never be maintained if.
through the perfidy of the retailer
who cuts prices for his own ulterior
purposes, the manufacturer is forced
to compete in prices with goods of
his own production, while the retailer
recoups his losses on the cut price
by the sale of other articles, at, or
above, their reasonable price. It is
fallacy to assume that the price cut-
ter pockets the loss. The public
makes it up on other purchases. The
manufacturer alone is injured, except
as the public is also injured through
the manufacturer’s inability, in the
face of cut prices, to maintain the ex-
cellence of his product.”

Justice Holmes said: “I cannot be-
lieve that in the long run the public
will profit by this Court permitting
knaves to cut reasonable prices for
some ulterior purpose of their own
and thus impair, if not destroy, the
production and sale of articles which
it is assumed to be desirable that the
public should be able to get.”
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Under modern conditions of pro-
duction it is practically impossible for
a manufacturer to set and maintain
high standards of quality unless he is
assured of a fixed market return. It
is to the public interest that the pro-
ducers of trade marked or identified
merchandise should be permitted to
enforce fixed prices. That is the one
great means of bringing about proper
emphasis upon the important factor
quality. When a manufacturer trade
marks his product, he becomes re-
sponsible, both to the distributor and
the customer, for the quality of that
product. He also assumes an obliga-
tion to the customer for satisfactory
conditions of sale (ease of purchase,
accessibility, etc.) If one dealer cuts
the price of a standardized article, his
competing neighbors will have to do
the same or lose the trade on the
article. The result will be a price war
in which none will make any profit
and the sale of the article will be dis-
continued by all. The market of the
producer will be destroyed and the
public will be inconvenienced in that
it will be no longer able to secure the
article.

To-day, service has become a most
important factor in retail store keep-
ing. The modern public wants some-
thing more than goods and price. It
also wants free deliveries, courtesy,
prompt attention, personal interest,
intelligent salesmanship and all the
other services which go to make a
store something more than an auto-
matic distributor of goods.

There are merchants still active in
business who can remember when free
deliveries in retail selling were ab-
solutely unknown. To-day, free de-
liveries have become so important that
in many lines they have become an
absolute condition of sale. Practical-
ly all the larger stores of New York
cover territory around the city within
a radius of forty or fifty miles. De-
liveries cost money, but in spite of
this the average dealer has to deliver
his goods or go out of business. One
large department store of New York-
City delivers over an area of almost
three thousand square miles at an an-
nual cost of more than $1.000,000.

A few stores have given up deliver-
ing goods and have still kept the good
will of their customers. Ordinarily,
however, they emphasize some other
store service and sometimes price to
offset their failure to deliver. Harry
W hittelsey, who owns a chain of stores
in Kansas with annual sales amounting
to $250,000, does not deliver. Duke
Bowers, the great chain store man of
the South, refuses to deliver orders
which do not total $5. However, fail-
ure to provide free delivery in the
great majority of cases limits a
store’s trading possibilities. It is a
fact that most people want their goods
delivered and are willing to pay for
it. In general customers are not will-
ing to carry their purchases home un-
der their arms and it is up to the
modern store to either deliver or see
its trade slip away to other stores.
When one firm offers to deliver goods
free of charge, consumers expect it
of others. The retailer must dupli-
cate the facilities of his competitor
if he wishes to retain the good will of
his trade.
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The successful retail store of to-day
must be equipped with sales people
who are able to serve customers
courteously and intelligently. Cus-
tomers are the life of a retail store.
In fact, the store keeper is the em-
ploye of the public and is regarded by
it according to what he does, as is
the case in all conditions of employ-
ment. Here is the statement which
Mr. Hawkins, Superintendent of the
Jordon Marsh Company, in Boston,
makes to the clerks in the store’s
salesmanship school, which points out
this relation between the store and the
public in a very direct and forceful
manner:

“The boss in this store is the cus-

tomer. It’s for the customers that
eyou and | are working. It’s the cus-
tomer that you and | are here to

please. It's the customer who pays
your wages and mine. If it were not
for the customer, you and | would be
looking for a job, and we might not
get as good a one as we have here.
Now, if you are sitting behind your
counter doing nothing, and see me
coming, dont jump; but if you see the
customer, the boss, coming, jump!”

Knowledge of the goods is a tre-
mendous factor in retail selling. The
story is told of one of the most suc-
cessful salesman in Germany who,
asked the reason for his success, re-
plied, “I defy any man to ask me any
question about my goods which | can-
not answer.” A clerk to be a real in-
strument in a store’s success must
thoroughly know the goods he is to
sell—where they are, what they are,
and what they are worth.

WHITE
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The policy of Marshall Field &
Company with respect to its clerks
in the great Chicago retail store which
employs 9,000 people is interesting
and instructive. All salespeople em-
ployed each day are sent to a study
where by means of charts and lec-
tures, they are taught what sort of
check they are to issue under all sorts
of circumstances. One room is set
apart for salesmanship conferences,
the objects of which are to teach right
thinking toward the work as a pro-
fession, a knowledge of merchandise
and scientific salesmanship. Prompt-
ness, courtesy, intelligent attention
and regard for customers’ interests
are points carefully covered in these
conferences. In order to provide
clerks with a more intimate knowl-
edge of the goods they sell, educa-
tional motion pictures have been
made, showing every detail of textile
manufacturing from the gathering of
the cotton in the fields, through all
the processes of spinning and weaving
to packing and shipping. In short,
every opportunity is taken advantage
of to keep the employes as individuals,
intelligent, loyal and satisfied.

Location is a factor which has as-
sumed tremendous importance in the
success of a modern retail store.
Favorable sites mean business and no
dealer can afford to neglect to care-
fully consider the location of his
store. Between a point about half
way down Winter street, in Boston,
and the busy corner of Washington
street—only a moment’s walk—Iland
values increase $200 a square foot, due
to the factor of location. A single
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chair added to the furnishings of
store located on this corner uses
space worth over $1,0000 The ad-
vantage of locating where life is thick,
of course rests upon the fact that larg-
er crowds are tapped and the possi-
bility of getting more people into the
store is greater. Therefore, dealers
who locate in expensive sites pit
against the high cost of location their
ability to intensify sales. However,
when an expensive location does not
mean large trade, disaster follows.
According to investigation it has been
shown that a retailer goes to the wall
every other day because his location
does not attract trade. The United
Cigar Stores Company makes exten-
sive investigations in the selection of
sites for its stores, so anxious is it
to connect itself up with thousands
of men. Childs, the chain restaurant
man of the East, does the same thing.
Both Childs and the United Cigar
Stores people considered the crowded
corner of Washington and Wainter
streets, but decided against it. Al-
though thousands of people passed
this corner every day, they were for
the most part shoppers and, there-
fore, not liable to be hungry for a
smoke or a meal. In the fall of 1912
a manufacturer of billiard tables leas-
ed this busy corner in spite of the
protests of his friends that the rent
would swamp him. Within a week,
according to investigation, he had
taken more orders than his factory
could handle conveniently and after
two weeks he was forced to cancel
his lease because he could not fill the
orders fast enough. Within a few
blocks of this corner which sold bil-
liard tables faster than they could be
supplied by the manufacturer, a de-
partment store has been unsuccess-
ful because it is out of touch with the
great body of Boston’s shoppers.

Merchandising to-day is very large-
ly a problem of education. A large
amount of the goods on the shelves
of the modern retail store are goods
which the public does not actually
need for the bare purposes of living.
The demand for these goods is regu-
lated by the desire of people to live
well and not merely to live. To dis-
pose of these goods the dealer must
educate his customer into wanting
them. In creating new wants and en-
couraging people to spend more for
the sake of his private advantage,
the merchant at the same time renders
a real service to society.

Many people have spent a great
amount of time and energy during
the past few years advocating the
simple life. Yet the size and nature
of a people’s wants indicate much
more quickly than anything else the
degree of civilization it has achieved.
It is the people of many wants who
make the world progress. The dif-
ference between the simple peasant of
Southern Italy and the wealthy Amer-
ican farmer is one of wants. What
seems downright misery and hardship
to the American does not oppress the
Italian because he has never learned
to want anything better. Our im-
migration problem centers about the
fact that the wants of most of our
immigrants are few in number and a
very simple activity satisfies them all
—that because they desire little, they

are willing to work for wages which
our citizen? cannot live upon and still
maintain our higher standard of liv-
ing.

Free spending prevails most in
countries which have attained a high
degree of education and culture. It
is quite true that over-spending is a
fore-runner of bad times. However,
it is quite equally true that if saving
were carried to the extreme of thrift
there would be a halting of com-
mercial life and a drying up of busi-
ness activity that is essential to our
economic and social development.
Between the two extremes of undue
misery and undue extravagance lies
the great field that calls for active
development.

There is no greater incentive to
progress than the desire to spend.
The business man renders society a
real service in bringing about that
kind of a spending that gets a people
somewhere. Recently the Interna-
tional Harvester Company conducted
a very interesting campaign of adver-
tising in the State of Arkansas. This
company at the present time, accord-
ing to court evidence, controls from
75 to 80 per cent, of the entire busi-
ness in which it is engaged. Its mar-
keting problem, then, is not so much
one of getting trade from its com-
petitors—for it already has the lion’s
share of this trade—but in developing
and increasing the potential demand
of its present customers. This would
mean that their customers would have
to be encouraged to raise bigger and
better crops which would make more
farm machinery necessary.

In order to bring this about in Ar-
kansas this is what the Harvester
Company did: It sent a group of
lecturers into the State to tell the
people how to beautify their homes,
why they should educate their chil-
dren, how social centers could be
formed, how country lawns should be
kept, etc. It sought to create in the
country life of Arkansas those same
social cravings and desires which
mark the culture and intelligence of
the great metropolitan city. The
Harvester Company knew that if it
could increase the desires of the Ar-
kansas farmers to spend more on their
homes and families, they would farm
more efficiently in order to increase
their crop yield and income. This
would make necessary the purchase
of more farm machinery and when
it got to this point the company well
knew that it would get the bulk of the
orders.

In regard to expenditure it is well
to remember that all the factors of
our economic and commercial life
need not necessarily be something di-
rectly practical and productive. A
society does not live and progress by

bread and butter alone. The automo-
bile is an excellent illustration in
point. There are many who still be-

lieve that the automobile is a menace
to our economic and financial security
because such enormous sums are
spent for them by those who can
least afford such luxuries. The fact
is, they are no longer luxuries, but
have become actual necessities and a
distinct and inherent factor in modern
life. Many a fellow has been stimu-
lated to greater activity to be able to

buy an automobile and provide him-
self and family with this excellent op-
portunity for recreation and sociabil-
ity. The automobile, after little more
than ten years of development, has
taken a place along side of the tele-
graph and telephone as a factor in our
social and economic development.
The movies upon first consideration
are clearly unproductive. Yet motion
pictures as a creative and educational
factor have become a mighty force in
modern society.

The most effective means of devel-
oping the public’s wants—tempting
customers with new and better arti-
cles of convenience and comfort—
is advertising. Before the Civil War
advertising was practically unknown.
To-day it is one of the greatest forces
in selling. Last year $35,000,00b was
invested in ninety periodicals alone
for advertising. William Wrigley, Jr.,
according to sworn testimony given
in court a short time ago, has spent
$10,000,000 in advertising Spearmint
Gum alone since 1911. It is estimated
by a competent authority that a total

of $800,000,000 was expended on ad-
vertising in the United States last
year. Although all advertising does
not mean business, good advertising
does. William Wrigley, Jr., spent a
half million dollars advertising Spear-
mint before he put a single stick on
the market. The enormous volume
which his business has assumed since
then amply justifies that original out-
lay. Advertising has made some men
magnates of wealth and power. Oth-
ers it has ruined. All depends upon
the policy and the firm behind it
The public as well as the dealer is
especially concerned in the develop-
ment of advertising. Linked with the
history of advertising is the history
of improved merchandise. When the
advertising of food products was .un-
known, adulteration ran riot. Then
the house wife was not to be blamed
for baking her own bread and putting
up her own preserves. Advertising
came and along with it pure food prod-
ucts. Aggressive and vigorous adver-
tising is the best proof that a manu-
facturer believes in his products, for
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his advertisement is his boast and
promise to the public which he has
to make good. Advertising has also
been a great factor in reducing the
cost of buying and selling. Good ad-
vertising means increased markets.
This means lower manufacturing and
selling costs.

Larger and more diversified stocks,
changing styles, advertising, delivery
service, window displays, competent
sales clerks, attractive fixtures, ex-
pensive location—all these have great-
ly added to the cost of running a re-
tail store. With a cutting of profits
all along the chain of distribution
from the manufacturer on down, as a
result of competition, not only does
the modern retailer face dwindling
profits, but also a steady gain in sell-
ing expenses upon selling prices that
constantly threatens to narrow profits
down to nothing.

Although costs began to rise im-
mediately after the Civil War. during
the past twenty-five years the rise has
been especially rapid. There are re-
tailers still active in the management
of their stores who can recall having
done business at an average of 8 and
10 per cent, which was normal twenty-
five years ago. Help was cheap. De-

livery service was unimportant. Ad-
vertising was still unknown. Pur-
chases could be wrapped in news-

papers. Customers did not expect to
be served immediately upon stepping
up to the counter. Costs under such
conditions could not help but be
small. About fifteen years ago gro-
cers thought that 10 to 12 per cent,
was a reasonable cost of doing busi-
ness. To-day 15 to 20 per cent, is
considered a fair average.

The same situation is occurring in
all other fields of activity. Take the
railroads. Although practically all of
them have been able to show record
breaking gross earnings, their profits,
due to the increase of operating ex-
pense. have on the whole been very
small. Whereas in 1900 the railroads
paid out 29 per cent, of every dollar
received from the public, to-day they
pay 45 per cent. One-sixth of all our
railroad mileage at the first of the
year was in the hands of receivers.
Fewer miles of railroad were con-
structed in 1915 than have ever been
constructed since 1847 with the excep-
tion of the Civil War. The total
debt of those insolvent companies ex-
ceeded $2.200.000,000—an amount al-
most twice the size of our total in-
terest and non-interest bearing Na-
tional debt.

In the field of manufacturing and
distributing, due to the advent of
changing styles, advertising, larger
stocks and expensive sales service,
the costs of doing business have gone
forward by leaps and bounds. All
along the entire chain of distribution
costs have risen very rapidly. For
this reason nowhere in the world
should a spirit of heart}' co-operation
prevail to a higher degree than be-
tween the manufacturer, the jobber
and the retailer. Common interest
demands common consideration of
these rising costs. The business wel-
fare of any one of the three is not
possible if the other two are not pros-
pering. No business adjustment or
change in policy adopted by one will
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be successful if it does not consult
the good of all.

America has just entered upon an
era of business and industrial activi-
ty in which the great watchword is
"efficiency.” The period of extensive
exploitation of our natural wealth has
passed. From now on all our re-
sources must be carefully conserved,
capital more intelligently invested and
labor more effectively employed. Sci-
entific management, motion studies
and the like are being introduced into
our great industrial establishments,
with the idea of eliminating or reduc-
ing the wastes of production. As
Paul H. Xystrom has put it, the
"hero of this period is the one who
can make two blades of grass grow
where only one grew before: and the
essence of good salesmanship is to
make two sales where only one was
made before.” The modern retail
store may be likened unto a through
limited train running on close sched-
ule.  Time lost between division
points must be made up on the next
division. So it is with retail selling
to-day. Losses suffered in one place
must be made up elsewhere if the busi-
ness is to show results. Every leak-
age must be avoided or offset.

Rising costs which cannot be elim-
inated must be offset by rapid turn-
overs. Not only must goods be sold
out quickly to avoid dead stock, but
also to keep ahead of rising costs.
Rising costs in the face of standardiz-
ed prices mean small profit margins.
Therefore, the merchant must sell out
his stock a number of times at small
profit to make the one long profit he
made years ago. This makes it nec-
essarv for the store keeper to purchase
several times a year in small quanti-
ties instead of once or twice a year
in large quantities, as was the custom
in years past. Retail selling drives
at a terrific speed to-day. depending
for its life and success upon rapid
turnovers at profits so small that the
slightest increase in expense may
mean financial ruin.

The modern retailer must know his
costs accurately in order to keep his
business on a firm foundation. It Is
only through such knowledge that he
will be able to eliminate unnecessary
expenses. Only by grouping the var-
ious stores costs—purchase price,
freight charges, clerk hire, insurance,
advertising, rent and overhead ex-
pense—can the dealer get volume of
sales and profits pulling together. The
figuring of these detailed costs should
be as much a part of the merchant’s
daily routine as sweeping the floor
and handing the goods across the
counter. Getting such accurate de-
tailed information means something
more than policy. It means a grip on
the business which cannot be secured
in any other way. Accurate knowl-
edge of store costs is to a retail store
what a compass is to a ship. It is the
only means of telling where the busi-
ness is going.

The successful retailer of to-day
cannot guess. He must know. Ac-
cording to a leading business maga-
zine, thirty retailers go to the wall
every day because they guess. A mer-
chant can no longer blindly fix his
prices at a certain amount simply be-
cause his competitor down the street
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is selling his goods for that. His
prices must be fixed on the basis of
his own business and not on the basis
of the other fellow's. If that brings
his prices above his competitors, he
should go after the cause and not the
effect. So important has careful cost
keeping in the retail business become
that a large number of the whole-
salers of the country are trying to
co-operate with their customers in the
maintenance of accurate accounting
records. A certain large National
manufacturer sends a cost accountant
to each one of his customers every
year. This movement should increase
in size and force with the coming
years; for. if jobbers and manufac-
turers are to wisely fix the retail price
of their goods, they can best justify
their prices by thorough information
of the cost of retailing their goods.

A retail cost system should be ac-
curate and complete. From the time
the goods are taken in at the back
door to the time they are handed out
across the counter to the customer,
accurate information should be com-
piled regarding every item of expense
incurred. A cost system which is ac-
curate only in spots is almost worse
than none at all, for it is only through
accurate knowledge of the whole that
individual inefficiencies can be located
and remedied. Accounting records
are the news of business. To be
worth while they must be thorough
and correct.

Modern means of communication
and transportation have made possi-
ble the selling of goods by mail. Great
institutions have been built up and
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developed in response to this oppor-
tunity. In many sections of the Unit-
ed States the business of the cata-
logue houses has assumed tremendous
proportions, to the serious injury of
many local dealers. The total busi-
ness of Sears, Roebuck & Co. has al-
most doubled since 1911, increasin'
from $64,000,000 in that year to $106,-
000,000 for last year. At one time
this catalogue house sent fourteen
cars of catalogues into the city of
Sioux City, lowa, to be distributed
in that locality. 1 could go on citing
similar figures to establish the facr
that the mail order business is a large
one, but that would be entirely unnec-
essary evidence, for we all know that
the business is large without any addi-
tional figures or data.

All sorts of schemes have been sug-
gested and promoted by local dealers
to overcome mail order competition.
In the West where | live and where
| believe the mail order situation is
the most serious, | very frequently
meet dealers who believe that their
mere presence in a community gives
them a prior and undisputed right over
the trade of that community. They
insist that they pay taxes in the
community and help towards keep-
ing up the local institutions, schools,
etc.,, and that the home trade there-
fore belongs to them. | am going to
read some clippings from papers pub-
lished in the West which well illus-
trate the spirit of the trade-at-home
propaganda.

“A dollar spent in New Auburn
gives you another chance at it; but
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1 it is spent out of town, it’s Good-
bye, Mary.”

“Down with the parcels post. No
more diabolical device was ever per-
fected by the big cities for stripping
the small towns and country districts
of all their surplus cash.”

The European war wifi, in a way
too often overlooked, contribute vast-
ly to the prosperity of the Pacific
Coast. Americans annually have been
spending more than $200,000,000 in
foreign travel. No sane man can for
a moment doubt that practically every
dollar of this is lost to home circula-
tion. Now it will be spent in travel
to the Pacific Coast. California will
get the largest share of it. This
money will spell prosperity for every
one of the State’s industries. But
we must remember the duty we owe
ourState. We can profit by this in-
crease in wealth only if we keep clear-
ly in mind the precept that it must
be spent for things produced at home.
Let us see to it that the dollars thus
given us do not find their way out of
the State.”

“Colorado has a $200,000,000 crop
yield this year and this $200,000,000 is
going to be spent among the mer-
chants, the tradesmen, the manufac-
turers and the workingmen of our
State. The above is the only plat-
form in this campaign in behalf of a
prosperous State. Last year we sent
some $20,000,000 to Eastern mail or-
der houses alone. Half of the value
of our crops went outside the State
to Eastern manufacturers and mer-
chants whose only interest in Colora-
da is to get all the money possible
out of its people. It is to keep this
money in the State and make it work
and keep on working for our own
people that this campaign has been
organized.

“Do you know, Mr. Citizen and
Mrs. Housewife, just what it means
to produce a $200,000,000 harvest in
Colorado and keep the money at
home? It means prosperity for your
grocer, your butcher and your dry
goods merchant. It means banks full
of money with which business can be

conducted. It means passenger trains
full of people, instead of empty
coaches. It means that the laboring

men will have jobs and steady salaries
and happy homes, well-fed children
and smiling wives.

“Every man, woman, and child in
Colorado has a part to perform in
this great work. Buy your shoes,
hats, clothing and underwear from
local merchants. Ask them to give
you Colorado-made products when-
ever possible. Spend your money for
Colorado-made agricultural imple-
ments, wagons, carriages and automo-
biles. Keep the $200,000,000 at home!
Be selfish—in the sense that you are
part of the State—for once in your
life! Don’t let the East feed on the
grain while we eat the husks. Don’t
let the best of that $200,000,000 crop
get away from Colorado.”

In regard to such trade-at-home
propaganda, President Wilson has
said that “Business exists for the com-
munity and not the community for the
business.” However, | do not be-
lieve that such propaganda is to be
criticized because it appeals to senti-
ment rather than the pocket book, for
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there is no more powerful force in the
world to-day than sentiment. But
it is to be criticized because it is most
commonly advanced by dealers who
go on the assumption that people
trade away from home in response
to foolish whims and notions and not
in response to a real merchandising
appeal on the part of the catalogue
house.

The great secret of mail order suc-
cess is good advertising. The mail
order catalogue, the silent drummer
of the mail order house, is very often

because of—
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a more effective salesman than the
ordinary retailer, because it gives far
more useful information to the pur-
chasing public about the merchandise
it is destined to represent. Each ar-
ticle is illustrated and described in a
manner which secures interests and
creates a real desire to buy. In my
country home, back in Wisconsin, |
can well remember that the mail or-
der catalogues used*to occupy a place
on the reading table where the Bible
ought to be. Evening after evening
members of the family used to sit and

thumb those pages over and over, en-
grossed with the excellent illustra-
tions and vivid descriptions. Each il-
lustration commanded our attention
and each description made us want
the article. It is such salesmanship
that means success in retail selling.

During the past year | have come
into intimate contact with about two
hundred retail merchants operating
in small towns throughout the West

and | have persistently noticed this
interesting coincidence. The mer-
chant who advertised effectively

Why the Road “Went Broke.

The Pere Marquette Railroad is, | believe, after two years’ study of the situa-
tion, not in bankruptcy for the reasons commonly accepted by those who have
not given serious thought to the matter, but for the very plain and simple reason
that It has not been able to earn enough during its existence to pay its way

First, Light traffic density, and Second, Low rates.

Light traffic density—While the Road serves considerable territory which

is well settled, and in those portions of the State the density of traffic is fairly
heavy, half of its mileage is in branch and sidelines, most of which run through

sections but sparsely settled.

‘One half brings in three-fourths of the passenger
revenue, for example, while the other earns but one-fourth.

The Pere Marquette is not a trunk line with an abundance of heavy

traffic and long hauls.
roads which handle the through business.

It is rather an originating and distributing line for other
For this reason it is

impossible for it to make the same showing as trunk line roads
operating in this territory.

Low rates—The freight rates in the section in which Mich-
igan is located, are the lowest of any in the United States, the

average being but six mills per ton mile..
arquette carries a ton of freight on the average

Pere

In other words, the

one mile for six-tenths of a cent, or three miles for less

than the value of a

two-cent postage stamp.

Before the system was organized, the lines which were put
together to form it were earning an average of nine mills per ton
mile, but the decline of the lumber industry, which furnished about one-third the
traffic at fairly good rates, forced the Road to look somewhere else for business,
and now it is handling a third of its tonnage in coal, which carries a low rate.
The average rate in Michigan, already low because based on the through rate from
Chicago to New York, was reduced 33J% through this purely economic change.

Passenger rates were also lowered through legislative action in 1907 by the

same percentage.

While the earning power of the railroad was being cut one-third,
operating costs were going up, taxes, materials and_supplies, wages, in
fact everything the Road used or had to have jumped in price. The*high
cost of living” hit the Pere Marquette as wellas everyone else.

To me, it is no wonder that the Road “went broke.”

miracle if it had not.

there is bound to be trouble.
Freight rates have been advanced somewhat (about 5%), and interstate pas-

senger fares increased to 2\ cents per mile.
tion and have helped the situation.

It would have been a
Like any other businesswhen “it costs more than it comes to,"

These are steps in the right direc-
The next step should be to increase pass-

enger rates within the state to 2\ cents to conform to the interstate rate.
What the Pere Marquette needs is business to support its mileage

and fair rates for handling it.

Then it will pay its way and stay out of

bankruptcy, and be in a position to give more’and befter service to the

people of Michigan.

Talk No. 6

Operating Receiver.
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through the use of storepapers, news-
paper advertising, store letters, bulle-
tines, etc., was at the same time hav-
ing little or no trouble with mail or-
der competition: whereas the reverse
was true of the man who was ignor-
ing advertising in his store policy.
In this connection, 1 should like to
read an interesting statement made
by Harmon Rosenfeld, advertising
manager of Sears. Roebuck Co., re-
cently to members of the American
Advertisers Club at a convention:

“We have a bureau whose duty it is
to read, each week, the country news-
papers from all over the country.
There is not a paper of any conse-
quence in our trade territory that our
bureau does not get. This bureau
looks over these papers, and whenever
we find a town wdiere the merchants
are not advertising, we immediately
flood the territory with our literature.
It always brings results far in excess
of the same efforts put forth in ter-
ritory where the local merchants use
their newspapers.”

There is no reason why the adver-
tising policy of a local merchant can-
not be fully as effective as that of
the most powerful mail order house.
There is no reason why he cannot be
constantly reminding the public of
what his store has to offer in the
way of goods and servi.ce. There is
no reason why he cannot frame as
strong an appeal to the buying public
in the form of a store paper or news-
paper advertisement as the mail order
catalogue.

The catalogue houses are not mak-
ing millions simply because the local
dealers fail to advertise—which they
can do far more effectively than can
the mail order house—but because
local dealers are failing to make use
of those selling forces which are at
their disposal and which are forever
beyond the reach of the catalogue
house. There are certain things which
the local dealer can do which
the mail order house can never do.

Personality is a great big factor in
business. The local dealer possesses
tremendous advantage in his ability
to meet his customers on common
human ground, to waken in them re-
sponsive interest and friendly feeling.
A mail order house may be free from
local taxation, local church and char-
ity dues. Yet, because of that free-
dom it is as bloodless as a mummy.
As Joseph H. Finn says, “The three
big requirements in selling are intelli-
gence, initiative and courtesy. And
the greatest of these is courtesy.”
There is no opportunity to treat cus-
tomers courteously like that of per-
sonal relationship and contact. The
mail order house can write courteous
and interesting letters, but it can
never meet its customers face to face.
Its courtesy and interest can never
take on the warmth possible to the
local dealer. If in every local store
as much appreciation, as full credit,
were given the clerk who radiates
sunshine, who has unfailing patience
and who shows intelligent interest,
as to the one who overcomes severe
technical difficulties, I am mighty sure
that business would make greater
headway against the ma’l order house.
Indifference and offensive manners on
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the part of clerks have lost sales and
made an indifferent public which has
poured millions of dollars into the
vaults of the mail order houses.

| wish | were able to say more in
regard to this very vital factor—per-
sonality of selling force—but E. St.
Elmo Lewis when he tells you that
the most important side of the counter
to study the retail business from is
the customer’s side, will emphasize
again and again and in a far more ef-
fective manner this very important
fact in retail selling.

It has already been pointed out that
location is a very important factor in a
retail store’s success and that good
locations cost a great deal of money.
It is quite true that the mail order
house does not have to bother about
expensive locations, but for that ad-
vantage it pays a tremendous price
in being unable to immediately deliver
goods to customers when purchased.
It cannot tempt trade with attractive
window displays. Customers are un-
able to examine goods before they
purchase them and are, therefore,
forced to trade after an unsight and
unseen fashion.

The capacity of the mail order
house in regard to service falls des-
perately short of the capacity of the
local storekeeper. All dealings with
the catalogue house must be on a
strictly cash basis. The local dealer,
through his intimate connections with
his customer, is able to thoroughly
inform himself regarding their char-
acter and capacity and extend to them
this very important service and con-
venience, credit. Of the eight and one
half billions of circulating currency
in this country more than seven mil-
lions is in the form of credit instru-
ments. The mail order house, in be-
ing unable to extend this important
convenience, is standing in the way
of one of the most fundamental ten-
dencies in trade. The mail order
house cannot deliver. It cannot take
orders by phone. It cannot meet and
study the people in their daily life.
Advertising and service are the op-
portunities of the local dealer to ef-
fectively meet mail order competi-
tion. No mail order price can make
headway against downright merit in
advertising, men and service.

Careful buying, delivery, service, ad-
vertising, salesmanship, store account-
ing and mail order competition—these
are some of the new problems in mer-
chandising. To some retailers these
problems have meant disaster. To
others they have presented great op-
portunities. Marshall Field took ad-
vantage of these new factors in re-
tail selling and in less than thirty
years made himself one of the world’s
greatest captains of industry. When
he died in 1906 at the age of 71, he
left behind him one of the greatest
business plants the world has ever
seen. The great retail store on State
and Washington, in Chicago, employs
9,000 people—great and conclusive
proof that retail selling presents un-
limited opportunities to rise to a po-
sition of power and influence in the
field of commerce and industry.

There is no profession in the United
States to which the welfare of the
people is more closely linked than
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the profession of retail selling. 1
come back continually and emphasize
this mutual interest that exists be-
tween the retail store and the public.
Effective merchandising pays the con-
sumer even more than it does the
storekeeper.  Advertising pays the
consumer. Trade marks and price
maintenance pay the consumer. The
dominant note in all these new tenden-
cies in storekeeping is “public wel-
fare.”

There is no profession in the United
States more thoroughly democratic
than the profession of retail selling.
In no line of business activity has
competition been narrowed down to
brains and ability to a greater degree
than in retail selling. In these days
of service it is the bigness of the
man and not the capital that counts.
The great stores of John Wanamaker,
Marshall Field & Co., Siegel & Cooper
did not happen. They grew. Retail
selling, like all business activity, is
a fight and because it is fighting that
wins, it is so worth while.
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Many

Lines

In

One

BiU

Buying on this principle

gives you variety without
over stocking. It gives you
many profits on the same in-

vestment in place of a few. It
saves you money on freight.

Our monthly catalogue—
America's Price Maker in gen-
eral merchandise—is dedicated
to this kind of buying.

Butler Brothers

Exclusive Wholesalers of
General Merchandise

New York Chicago
St. Louis  Minneapolis
Dallas

Lowney’s Chocolates

in fancy packages

For Summer Trade

A fresh, complete line in stock all the time
Order by mail or from our representatives

Putnam Faptn 'V National Gandx Compan}g, Inc.
A U U 1) APIDS. MICHI

Iliatil 1 a

GRAND GAN

Western Michigan Distributors

Buy

Klingman Furniture

and sing “Home, Sweet Home” with
accelerated enthusiasm

Klingman’s

The Largest Furniture Store in America
Entrance Opposite Morton House

ljji* Comer lonia Ave. and Fountain St.,

Grand Rapids, Michigan j
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Some Simple Rules for Personal Ef-
ficiency.

Very early in the callow period of
my experience as a retail salesman 1
became conscious of two disagreeable
impressions. One was that the con-
versation among clerks within my
hearing was almost wholly trivial and
often inane. The other, that there
was a sad poverty of ideas on the
part of both clerk and customer in
the running talk between them, usual-
ly incident to shopping.

In regard to the first, being by na-
ture a little backward, | was a listener
rather than a participant, which may
have had ‘something to do with the
weariness of it. | found myself won-
dering to what extent the nature of
the occupation was responsible, and
if at the age of 35 my thoughts would
have no wider range than that to
which Morton’s seemed to be confin-
ed. , In age Morton was the oldest
clerk in our department. “Kidding,”
to use his own term, was apparently
his chief pleasure in life. Ordinarily
he was more coarse than witty.

Reflection upon the matter lead to
a resolution. This did not take com-
plete form all at once, but I was in-
spired to make the start. The sys-
tem which grew out of it is one that |
have followed for many years, and am
still following. As department man-
ager, and later junior member of the
house, | have pressed it repeatedly
upon young fellows coming under my
charge. More than one successful
man of to-day is ready to testify that
it has played a large part in his ad-

Hart Brand Canned Foo

and orchards, under highest sanitary conditions.
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vancement, both in our store and else-
where.

The system is a very easy one, in
all except the stick-to-it-part. Going
back to my early experience, | de-
cided that each day | would add some-
thing to my stock of information, if
nothing more than the meaning of a
word about which I might be uncer-
tain. | recall that start was made
with the name on a fancy paper label
attached to a bolt of goods. It took
me several weeks to run down the
facts regarding that particular weave
and the mill that had produced it.
The effort served to fix these facts
permanently in my mind, and inci-
dentally it had yielded me some gen-
eral information about textiles, a sub-
ject on which | was ignorant. |
found a pleasure in the possession of
this  knowledge . which prompted
further effort.

While, naturally, most of the sug-
gestions came from objects about me
in the store, they were not confined to
such  sphere. Important current
events and civic questions discussed
in the newspapers also inspired me.
I soon found that any kind of infor-
mation had a practical value.

“Say, what were you handing to
that woman—what do you know
about how ginghams are made?” ask-
ed Morton, jeeringly, one day after
overhearing my talk to a customer.
He repeated my language in distort-
ed form to the other clerks, and for
a week or more | was the butt of his
ridicule.

Nevertheless, customers in increas-
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ing numbers gave me the preference,
because | got away somewhat from
stereotyped counter talk. In a short
time | ceased to be a joke to Morton,
except as a memory, as | was trans-

ferred to another department, in a
more important capacity.
Account of my further advance-

ment, beyond stating the fact that it
was steady, is not pertinent to this
article. What | am trying to do here
is to emphasize the practical value of
continued self-improvement. In a
number of instances | have seen a
boy who was compelled to quit school
while in the grammar grade and go
to work, as was the case with me, out-
strip the college graduate. The one
realized the need of more knowledge,
while the other seemed to feel that he
had sufficient equipment.

But | would warm against leaning
backwards. In other words, because
a little time regularly spent in self-
improvement is a good thing, it does
not follow that all spare time devoted
to the same object is a better thing.

Everybody, especially the young,
should have recreation and social
pleasures.

The primary object of all knowl-
edge is to strengthen character and
develop judgment. In doing this it
gives poise and the sense of propor-
tion. Self-improvement should not be
attempted with too great enthusiasm
and assurance. It is not to be taken
by storm. Better to walk and keep
at it than to run and faint.

No fragment of knowledge is to
be despised. That which appears so

ASK YOUR JOBBER FOR

HIGHEST QUALITY

Our products are packed at five plants in Michigan, in the finest fruit and vegetable belts
in the Union, grown on lands close to the various plants; packed fresh from the fields

Quality Guaranteed

The HART BRANDS are Trade Winners and Trade Makers

Vegetables:—Peas, Corn, Succotash, Stringless Beans, Pork and Beans, Pumpkin, Red Kidney

Beans, Spinach, Beets.

insignificant may become large and
luminous when it touches some other
bit of data. A little knowledge is a
dangerous thing when it is acquired
for the sake of disputation or show.
True knowledge is modest and is seen
at its best in the unconscious charm
of a cultured mind.

Harking back to my system of let-
ting no day go by without learning
something of permanent value, | have
found it a constant pleasure. While
I always have a number of interesting
things on my “waiting list” that |
want to enquire into, | am content
with adding to my stock of informa-
tion a little at a time. From the first
| have been a social being. | have
always loved a little nonsense. Mak-
ing notes in writing and preserving
them for reference has been a great
aid to me.

It is my observation that the man
who is narrow, or stubborn, or vacil-
lating, or soured, is the one who has
failed to store his mind with funda-
mental data and to expand his facul-
ties with proper exercise. He lacks
perspective. On the other hand, the
best aid to efficiency and success in
the business world is rational, sys-
tematic self-improvement—C. C. John-
son in Dry Goods.

Very Classy.
Mrs. Wayupp—Was there a society
wedding last night?
Mrs. Blase—I should say so. The
highest salaried man in town married
the highest-alimonied woman.

~What people dont know about re-
ligion causes the fool arguments.

S

Flavor, Texture, Color Superior.

Fruits:(—Cherries, Strawberries, Red Raspberries, Black Raspberries, Plums, Pears, Peaches.

W. R. ROACH & CO.,, HART, MICH.

Factories at
HART, KENT CITY, LEXINGTON, EDMORE, SCOTTVILLE.
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Business Is booming more than ever

The above busy industries make busy stores below

Now is the time for merchants to make more money

Factories are busier than ever, many working over-time.

Labor is in greater demand at higher wages.

People are spending money more freely than ever before.

Billions of dollars are passing over the merchants' coun-

ters.

This year you should make more money than ever before.

You cannot make all you should unless you have up-to-date

methods.

A man should never do a thing which a machine can do

for him.

You should have our complete 1916 model register that prints

the amount of each transaction on receipt or sales-slip.

It forces a correct record of all transactions between clerks and
customers.

If you are using an old register, it will pay you to exchange it
for a complete 1916 model*

Considering the material, workmanship, and the work it does, it

is the lowest priced piece of machinery sold in the world.
You should order yours now, for early delivery.

Write us, and our agent will help you select a register suitable
for your business.

(.Signed) n

President
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Don't forget, NOW Is the time to make
more money!

This i1s the machine
that will help you do it

The harvest is ripe. Will you reap if with an old-time sickle or an
up-to-date self-binder? Our complete 1916 models are as far ahead
of our old registers as the self-binder is ahead of the old sickle.

1. The complete 1916 National Cash Register takes care of all cash sales, assuring you of a
complete, unchangeable record of the sale.

2. It takes care of all charge sales, assuring you that proper record will be made of the charge.

3. When customers pay on account a record is made. This stops disputes later.

4. When you pay out money it forces a record as a safeguard against having to pay the
bill again.

5. Goods sent C. 0. D. or on approval are accounted for, and the danger of their being lost
sight of is removed.

Our complete 1916 models pay for themselves as they go— out of
the money they save.

They are making money for thousands of merchants.

What is good for others is good for you.

Write us today for more information.

The National Gash Register Company, Dayton Ohio, U. S. A.
Offices in all the principal cities of the world
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Michigan Poultry, Butter and Egg Asso-
ciation.

President—J. W. Lyons, Jackson.
tr(}/itlce-Pre5|dent—Patr|ck Hurley, De-
Secretary and Treasurer—D. A. Bent-
ley. Saginaw.

Executive Committee—F. A. Johnson,
Detroit; H. L. Williams, Howell; C. J.
Chandler, Detroit.

Those New Egg Rules.

The New York Butter and Egg Ex-
change is to he congratulated on the
latest efforts it has made to safeguard
call trading in eggs, conducted under
its auspices. It is no doubt impossible
to devise a set of rules and regulation»
governing open trading on any ex-
change which will prove in practice
an absolute protection against all
forms of trickery which an ingenious
brain might conjure up. But this im-
possibility does not lessen the ad-
visability of an exchange, one ob-
ject of which is to furnish trading
facilities for its members, taking what
steps it can to protect its membership
from any injustice or any misleading
evidence of market values which
might creep in were call trading sub-
ject to no regulation whatsoever. The
difficulty lies in building up a sys-
tem of rules strict enough and fairly
enough enforced to command the con-
fidence of buyers, and at the same
time not so cumbersome or so diffi-
cult to meet that the effect is to stop
rather than promote call trading. Just
what effect the egg rules of the new
Exchange will have on call trading
remains to be seen. They will prob-
ably tend to induce greater conserva-
tism in offerings of eggs under the
call until the workings of the system
are better understood by sellers. But
if the inspection and sampling ma-
chinery to be provided fulfills the
hopes of its originators the new rules
should tend to promote more confi-
dent bidding by buyers. And certain-
ly under the new rules the New York
Butter and Egg Exchange will be in
a better position to prove its desire
to keep its board sales above suspi-
cion, should the necessity ever arise,
than would be the case were it to
make no effort toward the evolution
of a more efficient and still practical
system of regulation.—N. Y. Produce
Review.

Newspaper in an Egg.

Mrs. Sarah C. Williams of Quincy,
Mass., is wondering how a piece of
newspaper got inside a hard-boiled
egg. When she broke open an egg
there was found inside a strip of news-
paper about half an inch long and an
eighth of an inch wide with the words
“To be known” and “go to” quite
legible, although upside down.

Eggs have broken into print fre-
quently but scientists remember no
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previous case of print getting into
eggs. Mrs. Williams is equally puz-
zled by the meaning of the words, and
is curious to find out what is “to be
known” and what the final word of
the "go to” phrase can be.

Believing that there has been in
the past entirely too much decayed
fruit and vegetables sold on the docks
and in the stores in a wholesale why,
the Bureau of Foods and Drugs of
the New York Department of Health
has issued an order which requires
that the goods received on the docks,
containing even small percentages
of produce unfit for food must be re-
conditioned and put in edible shape
before being offered for sale. This,
it looks to the receivers, will practi-
cally put a stop to the “as is” selling
which has been a feature, and to many
seemingly a necessity, in the fruit
and vegetable trade for some time.
Director Brown of the department
recently said that his ruling as it ap-
plied to eggs would hold responsible
the dealer that supplied the retail
trade, whether he be jobber, whole-
saler, or commission man. He also
indicated that the department intend-
ed to use reasonable judgment and
good sense in enforcing the new reg-
ulation, but that he wanted a stop
put to the sale of what he claims have
been enormous quantities of fruit and
vegetables unfit for food.

The Chicago Butter and Egg
Board’s decision to take the handling
of sales of futures in butter and eggs
appears to be a forward step. A com-
mittee has been appointed to recom-
mend proper procedure and this com-
mittee has been actively at work for
several weeks, taking the ideas of
the various members of the board into
consideration in forming the plans.
Within the near future, then—unless
the unexpected happens—the Chicago
Butter and Egg Board will be oper-
ating the system of buying and sell-
ing future contracts. The matter has
been under discussion for some time
and the recent move, can indicate
only one thing—and that thing is
progress.

Eggs, butter and milk doubtless
are more generally used than any
other three articles of food. On the
daily bill of fare, they are ever pres-
ent, and in the majority of dishes are
one or all ingredients. Used as ex-
tensively as they are, it is but natural
that the consumer should want them
as fresh and untainted as possible
and that the handler—in line with his
views of giving service—should strive
to furnish just that.

Tipping a waiter does not make him
lose "his balance.

Butter Orders Wanted

for fancy pasteurized print butter—
quality always uniform.

RIPON PRODUCE COMPANY
Ripon, Wis

Watson-Higgins
Milling Co.

Merchant Millers
Grand Rapids, Michigan

Owned by Merchants

Products Sold Only
by Merchants

Brands Recommended
by Merchants

Rea & W itzig

PRODUCE
COMMISSION
MERCHANTS

104-166 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 P/ou to the People’s Bank
of Buffalo, all Commercial Agen-
cies and to hundreds of shippers
everywhere.
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Make Us Your Shipments

When you have Fresh Quality Eft's, Dairy Butter
°r packing stock. Always in the market. Quick
returns. Get our quotations.

Kent Storage Co. Grand Rapids, Mich

Dandelion Vegetable Butter Color

A perfectly Pure Vegetable Butter
Color and one that complies with the
pure food lawa of every State and of
the United State*.

Manufactured by Wells & Richardson Co.
Burlington, Vt.

SPEED-SAFETY-COMFORT

DAY AND NIGHT BOAT

TO CHICAGO
FARE $2.75

GRAHAM & MORTON LINE
MICHIGAN RAILWAY CO.

Boat Flyers—Twice Daily

Leave Interurban Station. Foot of Lyon
St., rear of Pantlind Hotel, at

*8:00a. m., 9:00 p. m.

+Except Sunday—Flyer for Day Boat
Leaves Sunday 11:00 a. m.

Mr. Flour Merchant:

You can own and control your
flour trade. Make each clerk a
“salesman” instead of an “order
taker.”

Write us_to-day for exclusive
sale proposition covering your
market for

Purity Patent
Flour

We mill strictly choice Michigan
wheat, properl?/ blended, to produce a
satisfactory all purpose family flour.

GRAND RAPIDS GRAIN &
MILLING CO.,
Grand Rapids, Michigan

SEND US ORDERS

ALL KINDS FIELD SEEDS
Medium, Mammoth, Alsyke, Alfalfa Clover, Timothy, Peas, 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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THE MEAT MARKET

The Battle of Price and Quality and
Service.

Jake is a butcher. He is known all
over his town, and liked by prac-
tically every one. He has been run-
ning a market there for more than
twenty years, and a lot of his cus-
tomers who now send their children
to buy their meat from him came to
his market to do the same thing for
their mothers. He is regarded as a
sort of town institution; in fact, a lot
of the old timers would feel that the
place is not complete if they are not
able to see Jake’s broad, good-
humored face every time that they
pass down Main street.

Don’t make any mistake about it
Jake deserves all the popularity he
has won. He is one of those butch-
ers who hate the sight of a piece of
poor meat, and one of those who take
a real pride in his trade. He never
refers to it as a trade, by the way;
to Jake the only word that properly
fits it is “craft.”

Of course, he had competition.
There were three other butchers in
the town, all of them good friends,
and all of them leaving the fight for
business behind them the moment
they shut up the doors of their mar-
kets each night.

Three years ago, however, a new
butcher came into the town. He had
learned his trade in a big city, and
came out with the expressed idea of
showing the “hicks,” as he termed
them, the proper way to run a meat
market. Hie fitted up a handsome
shop in a first-class location, and
boasted that when he got through
he’d probably be the only butcher in
the place that would be worth while
taking into consideration.

His grand opening was something
that the town had never seen before.
A band of music, souvenirs for every
one, and prices lower than those of
any other butcher. There wasnt a
person in the town who did not visit
that market that day, and a lot of
them made their purchases there as
well.  The new butcher was a live
wire, all right; no one could d ny
that.

And he kept the good work right
up along the same lines. His market
was always covered with big signs
telling how cheaply he was selling
his meat. Special sales were nothing
special for him, his customers were
disappointed if they did not find at
least one new one announced every
morning.

“Maybe I'm not making an awful
lot of money,” he told Jimson, the
grocer, down at the hotel one night;
“but | sure am getting the trade.
Why, | guess that I've got a greater

volume right now than any of those
stick-in-the-mud fellows that have
been piking along right here for the
last twenty years. And believe me,
| am going to keep it!”

The other four butchers in the
town began to feel the inroads on
them that he was making. One of
them, meeting Jake, declared that he
guessed he would have to do some-
thing or else he would wake up some
fine morning and find that he did not
have any trade left at all. Another
started to give trading stamps. Still
another lost his temper every time
that the new butcher’s name was
mentioned, and, of course, there were
lots of people to tell the latter how
he was getting old Smith’s “goat.”
Jake just kept on serving his trade.

Finally the four of them got to-
gether one day in Jake’s market and
tried to figure out something to do.

“We've got to meet that new fel-
low’s prices, that’s all there is to it,”
declared Smith. “We know that he
isn’t giving his trade as good meat
as we are, for he couldn’t sell it at
the price he is getting and still stay
in business; but what he sells is evi-
dently what the people want, and it’s
up to us to give it to the'm. 1’'m go-
ing to start in Saturday and knock
his prices sky-high.”

The other two declared in their
turn that they were going to do the
same thing, and not stop until either
they put the other fellow out of busi-
ness or else went out themselves.

“Well*” said Jake, “lI don’t know.
I've always sold good meat and |
guess that 1'm going to keep on do-
ing it right along. [I'm a little too
old to start in selling a poorer qual-
ity these days just because another
fellow does it. Furthermore, I've al-
ways got fair value for what I've sold,
and I'm not going to change now.
Guess I’ll keep going right along the
way |’ve always done.”

The others tried to tell him that
he wouldn’t stay in business for a
year if he continued to do that, but
Jake just smoked his pipe and said
nothing.

Next Saturday the price war start-
ed. Each of the three butchers cut
their prices below those of the new
man, and announced the fact by big
signs in their markets and by large
advertisements in the local papers.
On Jake’s market there appeared
never a sign, but in the papers his
regular advertising appeared, dealing
with the quality of the meat he was
handling, the service he was giving
his customers and quoting his regu-
lar prices.

By noon the new man had again

reduced his prices, and had his mar-
ket decorated with a new collection
of signs. The other butchers found
this out by 3 o’clock, and reduced
theirs to meet the new cut. Jake
held right along with his regular
quotations.

This condition went on for about
a month. Every one of the butchers
who were engaged in the price fight
lowered the quality of the meat they
were selling, for this was the only
way in which they were able to stand
the strain. Jake still sold good meat
at fair prices.

One of the old timers finally quit
the business in disgust. His custom-
ers welcomed the prices he was quot-
ing, but they wouldn’t stand for the
meat that he was giving them. The
other fellows had the same trouble.
The fight continued until another of
the old timers and the new fellow
were eliminated.

During all this time Jake was right
on deck. It is true enough that he
lost trade, but he noticed a peculiar
thing—the trade he did lose never
stayed away from him very long. A
woman would come in and tell him
how cheaply she could buy her meat,
and when he told her he couldn’t af-
ford to sell it for that price, she
would go and patronize one of the
butchers who were in the price war.
But she never stayed very long. She
found that the quality she was accus-
tomed to was missing, and she heard
complaints from her family regarding
the meat she was giving them. She
soon turned back to her original
butcher.

VI

At the present time Jake does a
larger business than he has ever done
in the history of his market. It is
all first-class trade. Other meat mar-
kets have started since the fight, but
they have never been able to shake
his hold on his trade. In Jake’s town,
Jake’s market is synonymous with
good meat, and will probably con-
tinue to be so just so long as he re-
mains in business.

“Price competition can always be
met with competition based on qual-
ity and service,” declares Jake. “If
my friends hadn’t cut their prices to
meet that fellow who was going to
teach us how to run our markets, he
wouldn’t have lasted very long, any-
how. Of course, he might have con-
tinued to do some business, but it
would have been bargain trade, the
kind that considers price and price
only. He would have been welcome
to that so far as I am concerned, and
I think that the other butchers would
have been better off if they had
thought as | thought.

“You may call running a market
on a basis of quality and service old
fashioned as much as you like. If it is
old fashioned, and it seems to me to
be exactly the opposite, there is a lot
of good in being old fashioned, and
I am going to continue to be that
way just so long as | remain in busi-
ness.”

That is the modern butcher’s idea
of running a meat market. The price
cutter does not find it adaptable to
his methods, but that is so much the
worse for the price cutter.—Ralph P.
Drew in Butchers’ Advocate.
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28

Don’t Waste the Mental Energies in
Regret.
Wrritten for the Tradesman.

It is very easy to fall into the “If
only” habit of thought. These two
little words may preface a great num-
ber of regrets—regrets diversified ac-
cording to sex, circumstances and
temperament.

"If only | had had sense enough to
stay out of politics!”

“If only I had followed my natural
inclination and been a landscape
painter instead of a drudge of a dress-
maker!”

"If only | had set my watch cor-
rectly, so that | had not missed my
train and in consequence lost the po-
sition |1 was in line for!”

"If only | had saved my money
so that | could now take hold of this
opportunity that requires a little capi-
tal!”

"If only | had pushed on and gone
through college!”

“If only 1 had taken my old friend’s
advice and bought a section or two
of good Dakota land when it could
be had for $6.50 per acre!”

“If only | had worked harder! |
might have advanced to leadership in
my calling instead of still being in the
ranks.”

“If only | had married! | would
now have a husband and children and
a home, in place of having to earn
my own living as a lonely, disappoint-
ed old maid.”

“If only I had gone to the city when
| was a young man, | am sure |
should have made my mark. | un-
wisely chose to stick to the farm,
where | have found nothing but hard
work and scant profits.”

“If only | hadn’t followed father’s
advice and invested all my earnings
in that patent right that he honestly
believed he saw a fortune in.”

“If only | had taken care of my
health and not overworked and broken
down?

“If only instead of spending time
and money on a university course, ac-
quiring knowledge that never was
put to practical use and much of which
was soon forgotten, | had learned a
trade or some business in which |
could make a good income!”

“If only | hadn’t married! Marri-
age with me has proved a sorry fail-
ure. My husband and | are not in the
least congenial, and he has been most
unfortunate financially. All my hopes
and aspirations have been choked by
domestic cares. | love my children,
but they do not compensate for a life
of disappointment. Had | been wise
enough to remain single, | easily
could have made my own way, and
would be independent and far hap-
pier.”

MICHIGAN

"If only | had been satisfied to stay
on the farm, where | should have had
health and quiet and plenty, instead
of exposing myself to the nerve and
brain rack of city living! | have made
money, but it brings me no content-
ment. To live in the open air instead
of being chained to a desk would be
worth far more than is the fortune
| -have accumulated, for wealth has
brought me nothing but care and
anxiety.”

The reader will think of many other
"If only's” to which he or she has
been compelled to listen. The Kkind
of person who always finds some one
else to blame for every untoward
thing that has happened, will put his
or her “If only” in this form—“If
only So-and-So had or hadn’t done
thus”—shifting the responsibility for
what has gone wrong onto some fel-
low being, but still retaining the men-
tal attitude of lament. This is a mere
variation and often in the direction
of unfairness.

W hatever our own particular “If
only may be, we may be sure that
if we are indulging this trend of
thought to any extent, it is doing us
much harm. Regret, considered as
a temporary distress of mind over
some recent mistake, is necessary and
wholesome. But regret, when it be-
comes a chronic condition, a contin-
ued reiteration of lamentation, isone
of those morbid mental habits that
weaken the fiber of the soul and de-
stroy necessary self-confidence and
courage.

Ordinarily there is much of self-
delusion mixed with habitual regret.
Taking as a premise, “If only such
a thing had been otherwise,” we
easily can outline very happy results
from the imaginary change. But we
can not be sure that things actually
would have turned out as our fancy
pictures. If we had made money in
that golden opportunity that we failed
to take advantage of, who knows but
we should have lost it? That other
occupation might not have proved any
more congenial nor any more profita-
ble than the one in which we are en-
gaged. If we had not met with the
accident we did meet with, perhaps
a greater would have befallen us. The
fact that one person will regret one
thing and another something diamet-
rically opposite, goes to show that
both very likely are deceiving them-
selves. Life is so complicated, causes
and effects are so intricate, that we
can not single out some one event
or circumstance and say that if this
had been different all else would have
been to our liking.

It is a far saner and healthier view
that regard seeming failures, losses,
disappointments, and humiliations as
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GUARANTEED Brands selling at
PURE 15c.
Our packages re-
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necessary and valuable experience.
Sometime and somewhere everyone
needs the knowledge that can be gain-
ed nowhere else but in the school of
adversity.

It never is well to be too badly
cut up over a mistake that has been
made and which can not be looked
at otherwise than as a mistake. Learn
the lesson to be drawn from it, so
that the same error will not be re-
peated. Then cease to punish the
mind with self-inflicted upbraidings.
The best, the brightest, the most suc-
cessful people admit having made
egregious blunders. No matter what
you may have done, you may be sure
that some very able person has done
something just as foolish before you.

CLIFFORD S. TUTTLE
General Sales agent
NiagaraFalls,ny.

ERNEST w. TALLMAN
General Sales Agent
PWLADELPHIA PA

J. ALBERT PENGRA
General Sales Agent
Pittsburg,pa

It is one of the secrets of practical
living to disregard past blunders and
pick up and go on.

It is to be observed that .those who
suffer most from the regret habit
often are wasting their mental ener-
gies in lamenting things that really
are unimportant. The merest trifles
may he the occasion for genuine an-
guish of mind. Even if one had been
guilty of a serious crime or had com-
mitted the gravest kind of an error,
unceasing remorse would not be the
best atonement.

Taken in one way it.is an appalling
thing that the past is irrevocable.
With all that we have or ever shall
have, we can not buy back an hour
nor even an instant of yesterday. But
is it not altogether best that it is so?
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Otherwise, many careful souls would
always be spending the present in
trying to make over and correct the
past.

The present comes to us moment by
moment to be used with whatever
of wisdom we have learned from all
previous experience. This is the ut-
most that is in our power. To waste
the present in unduly regretting past
mistakes is simply adding another
folly, and an inexcusable one, to those
before committed. Quillo.

No More OIld Ladies.

From the time a woman is married
her years are filled with cares and re-
sponsibilities until, finally, the children
grow up, marry, leave home, and, hus-
band having developed the poise and

M.WILLIAM KILLEAN
General Sales agent
New York City
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content of the usual elderly person, she
finds to her amazement that she is free.
Then comes the period of wild oats.
She keeps a date book, goes to clubs,
has a place on boards of things, travels
on the federation special across con-
tinent, lives at hotels, sends her own
telegrams, orders ttaxis, trdats other
.women to luncheons and dinners, makes
speeches, votes if she has a chance, leg-
islates, uplifts and keeps a telephone on
her desk. These are only a few. If
she is not interested in this sort of thing
you will discover her tucked away in the
back seat of a touring car, where she is
not the least trouble in the world and
is always, under all circumstances, a
perfectly splendid credential of respect-
ability. Two generations ago women of

WILLIAM A.HOUSE
General Sales agent
Atlanta.Ga

EXECUTIVE OFFICERS AND GENERAL SALES AGENTS

THE SHREDDED WHEAT COMPANY

Niagara falls, n

Lien ANNUAL CONFERENCE

"THE HOME OF SHREDDED WHEAT, NIAGARA FALLS. N.Y.
January 3rd to 5th, 1916

GEORGE E.GREEN
General Saus Agent
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her age were senile and sat in the
chimney corner where they would be
out of the way. But the chimney corner
went out of architecture and she was
just as naturally uprooted. There are
fewer old ladies” homes than there
promised to be. Not while grandmother
can wear her granddaughters’ shoes and
hats and sashes and beads is she going
to an old ladies’ home. A generation
ago there promised to be a call for an
old ladies’ home in every block. It is
wonderful how we old ladies have be-
come transformed and fairly forced
another issue. Of course, we are sowing
our wild oats. We have made a place

for ourselves. Hurrah! Really, there
are no old ladies. Ask the milliner!
“Old Lady.”

ROBERT J. McCORMICK
General Sales Agent
Boston.Mass.

ELLIOTT MASON
General sales Agent

Chicago. I1'1 Omaha.Res

General Distributors for

iSH il

THE FIRST AND FOREMOST
BUILDERS OF COMPUTING SCALES

GENERAL SALES OFFICE
326 W. MADISON ST. CHICAGO

ALWAYS OPEN TERRITORY TO FIRST CLASS SALESMEN
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N. A. R. D.
What It Is Doing For the Retail
Druggist*

W ithin the last year or two many
very important things of material in-
terest to the retail drug trade have
happened. Probably the first in im-
portance is the Harrison Act, which
went into legal effect on March 1,
1915, and the many and perplexing
regulations that have emanated since
that time from the Commissioner of
Internal Revenue for carrying this
measure into effect. This subject is
of great importance and | shall ask
for your indulgence to speak of it
later in my address, as | want to go
into it in all its details, as far as time
will allow me to do so, for | well be-
lieve it will be of great interest to
all of you.

The activities of the N. A. R. D.
are becoming more important every
year. It would be futile and a waste
of time for me to reiterate to you
just what happened at the annual
meeting of the National Association
of Retail Druggists in Minneapolis,
the first week in September, 1915, as
the happenings there were fully fea-
tured in the respective issues of the
N. A. R. D. Journal succeeding the
convention.

It has always been customary at
the first general meeting of the N. A.
R. D. Executive Committee subsequent
to the annual convention to take up the
work of the annual convention, more
especially the resolutions. Our Ex-
ecutive Committee met in Chicago
the second week in December, 1915,
and | may say, without any fear of
contradiction, it was one of the most
important meetings in the history
of our Association. Five entire days
of the week are devoted to business
that was most important to the wel-
fare of the retail drug trade of this
country. Time will not permit me
to go into details, as much as | would
wish to do. as Tam very anxious in-
deed for you to know just precisely
the immense amount of work the
X. A. R. D. Executive Committee
has upon its hands in taking care of
your interests. At one of the sessions
of the meeting, the following resolu-
tions were offered:

Resolved—That we petition the
President of the United States, the
Secretary of the Treasury, the Secre-
tary of Commerce and Attorney Gen-
eral to use all honorable means to
have the tremendous increase in price
of many most important and valuable
medicinal agents legally investigated
as to the underlying causes for such
abnormal increased prices and scarci-
ty of such articles in order that the
medical and pharmaceutical profes-
sions of the United States may be
enabled to obtain these products in
sufficient quantities to supply the
suffering public at a reasonable price.

Resolved—That the Secretary of
the National Association of Retail
Druggists be instructed to mail a
copy of this resolution to his ex-
cellency the President of the United
States, the Secretary of the Treasury,
Secretary of Commerce and Attorney
General of the United States..

*Paner read at annual meeting Michi-
gi_an State Pharmaceutical Association by
. H. Potts, Secretary N. A. R. D.
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These instructions were carried out
shortly after the departure of the Ex-
ecutive Committee and suitable re-
plies have been received from each
of the Departments. The Attorney
General stated that the matter had
been turned over to the Federal Trade
Commission for the?fullest investiga-
tion.

You well know that the emergency
revenue stamp tax on cosmetics went
into operation on December 1, 1914,
and this was also a very important
matter that came up for considera-
tion. The one Association that was
just as much interested, if not more
so than the N. A. R. D. was the Na-
tional Perfumers Association, and |
had the pleasure and honor of attend-
ing several conferences between the
officers of this Association and their
affiliated Association, the Chicago
Perfumers Association. We had pres-
ent with us on two or three occasions
the members of Congress from the
Chicago district and almost to a man
they assured us that they were op-
posed to Schedule B of this Act and
would do everything they possibly
could to prevent its being continued.
Time, however, was so insistent that
Congress was compelled to act on
short notice, as this measure was to
expire by limitation at midnight on
December 31, 1915, and the political
party in its ascendancy in the U. S.
Congress had the power to put over
a resolution extending this Act for
one year, or until midnight December
31, 1916. But we have every assurance
that when a new bill is brought up
for enactment. Schedule B, the one
applying to the stamp tax on cos-
metics will be eliminated.

Another very important bill we are
all very much interested in is the
Paige Bill, which was introduced into
the sixty-third Congress by Congress-
man Paige, of Massachusetts. The
Paige Bill is one relating to patents
on medicinal products, etc. It is
unanimously endorsed by our Asso-
ciation and we have strong hopes and
expectations of having the patent
law so amended that in the future
the retail druggists and the public at
large will not be up against the pe-
culiar conditions that have existed
for so many years in regard to what
is known as the German synthetics,
such as phenacetin, aspirin, etc.

Another very important measure
that may or may not be introduced in
the present, or sixty-fourth Congress,
is what is known as the Underwood
Anticoupon Bill, which was introduc-
ed in the sixty-third Congress. The
Washington State law applying to
coupons, premiums and trading
stamps, calls for a license of $6,000
per year in every county of the State
for using coupons or premiums of any
kind. The first victims of this law
were the United Cigar Stores Co.,
who upon trial were convicted in the
lower court and on an appeal taken
by the defendants on the ground of
the unconstitutionality of the bill to
the Supreme Court of the State, which
decided against the defendant’s claim.
An appeal was taken from this deci-
sion to the Supreme Court of the
United States, and this case was on
the files of the Supreme Court and
was argued on or about November

1, 1915 and | am much pleased to
state that a decision was handed down
on March 6 of this year sustaining the
constitutionality of this as well as
the Florida Act. We were very much
interested in this case before the
United States Supreme Court and
contributed $250.00 towards the ex-
penses of same and feel amply repaid
in the decision rendered. Under this
decision each and every state in the
Union may constitutionally enact anti-
coupon or premium laws and make
the license so high as to be prohibi-
tory.
Price-Maintenance.

This is a subject that has engaged
the serious attention of the retail drug
trade of the country for the last eigh-
teen years and with the growing seri-
ousness of aggressive price cutting,
other retail trades became interested
so that to-day it is one of the lead-
ing issues before the country.

Congressman  Stevens of New
Hampshire introduced a bill in Con-
gress on February 12, 1914, H. R.
13305, entitled, “A bill to prevent dis-
crimination in prices and to provide
publicity of prices to dealers and to
the public.” There were two or three
hearings given on this measure by the
Foreign and Interstate Commerce
Committee of the House, of which
Judge Adamson, of Alabama, was
chairman. From the day of the intro-
duction into the United States Con-
gress of this bill dates the campaign
of education of price maintenance. The
leading retail trade organizations were
earnestly in favor of it. and were act-
ing in conjunction with a large com-
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mercial organization, known as the
American Fair Trade League, com-
posed of some of the largest and most
influential manufacturers of the coun-
try. The Stevens Bill, however, was
not altogether satisfactory to us as
retail druggists as it really contained
no penalty for infraction, neverthe-
less, we believed it a good measure
for educational purposes.

On December 14, 1915, Congress-
man Ayres, of Kansas, introduced
into the sixty-fourth Congress, the
original Stevens Bill with but a few
changes. This bill was known as
H. R. 4715. Congressman Stephens,
of Nebraska, on January 21, 1916. in-
troduced a bill, H. R. 9671, entitled,
“A bill to protect the public against
dishonest advertising and false pre-
tense in merchandising.” This meas-
ure was based upon the Ayres-Stevens
Bill, yet it contained some important
changes, one of which was the allow-
ance of seasonal disposal sales twice
yearly. Senator Ashurst, of Arizona,
a few days later introduced into th?
Senate a bill known as S. 3945, which
was really a duplicate of the Stephens
Bill, H. R. 9671. The Ashurst Bill
like the Stephens Bill shows a change
in its title as compared with the
Ayres-Stevens Bill.  The Ashurst
Bill like the Stephens Bill authorizes
the prescribing of the “Uniform
Prices” and manners of settlement
at which the different qualities and
quantities of each article covered by
such contract may be resold. This
is a change from the Ayres-Stevens
Bill.

The unlike the

Ashurst  Bill is

T\“"HEN you have “trouble”

while on the road, a tele-
phone call brings assistance in
the shortest possible time.

In the event that you are prevented
from returning at the appointed hour,
the Bell toll lines afford a convenient
medium for reassuring the folks at home.

Michigan State Telephone Company
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Ayres-Stevens Bill in that it author-
izes discounts for cash and for quanti-
ty and allowances in rates covering
transportation costs. The Ashurst
Bill further exempts sales to libraries
and other public institutions and con-
tains drastic provisions against prod-
ucts of monopilies or combinations
between manufacturers.

On March 14, 1916, Senator Ashurst
introduced another price maintenance
measure, B. 5064, which was said to
supersede the one introduced previ-
ously by him, S. 3945. The changes
in this bill were that the word “sea-
sonal” was struck out before “dis-
posal sales” and also “twice yearly,”
so as to authorize disposal sales at
appropriate times and the words “at
retail” are omitted in the new meas-
ure and thus the limitation to retail
dealers is wiped out and the para-
graph in S. 5064 is so broadened as
to apply to all dealers, wholesale or
retail.  Also it adds:

“Provided, that such dealer, or the
legal representative of such dealer,
shall file at the office of the Federal
Trade Commission a statement set-
ting forth the reason for such sale,
the refusal or neglect of such vendor
to accept such offer, and the grade,
quality and quantity of such article
or articles of commerce to be sold.”

Following this, Representative Dan
B. Stephens, of Nebraska, introduced
a bill upon the same lines in the
House known as H. R. 13568, and it is
precisely similar to S. 5064, introduced
by Senator Ashurst.

I have been forced to go into this
somewhat in detail so as to give you
a resume of the history of the intro-
duction of the price-maintenance bills
in the U. S. Congress. Price main-
tenance is an economic issue, but
yet it is more a moral issue. All eco-
nomic issues, particularly those that
have to do with the practice of big
business, have a moral phase that is
of much more importance to the gen-
eral public than is the economic re-
sults of the practices, and this fact
must not be lost sight of in the en-
deavor to secure price maintenance
legislation; for it is the strongest
argument for the support of such en-
deavor. It is no easy matter to con-
vince the public that it is not to its
advantage, per ge, to be able to buy
any commodity as cheaply as possible.
That is, in full, the economic phase
of the price-maintenance problem.
But the lie behind the insinuating
cut-price offer, the trap behind the
bait is what the public does not see
and, therefore, must be shown. The
economic phase falls flat when it is
pointed out that somehow the price-
cutter must get the average profit
necessary to meet his operating ex-
penses and the call of his purse.
Where does he get it? You should
know, and it is your duty to impart
the knowledge to others.

We have no desire to make you
pessimistic, for there is no reason for
pessimism; there is need for work—
the pessimist is a quitter; the optimist
is a never-starter; what we want you
to be is a “peppermist,” an earnest,
energetic, hopeful worker.

There may not be, and probably
is not, any such underlying notice
for the various changes that are be-
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ing made in the price-maintenance
bills in the present Congress. But
these changes in name and phraseolo-
gy—and they are being made with
the sanction of persons who a short
while ago were urging that no attempt
should be made to change the lan-
guage of the Steven Bill until it reach-
ed a joint committee—are surely con-
fusing to Congressmen and to retail
merchants as well, and will tend to
scatter the support of those who have
been behind the price-maintenance
movement, albeit they may enlist a few
recruits from the ranks of the opposi-
tion, for whose especial benefit the
changes appear to be made. The
idea of those who have taken up the
cry of price-maintenance, long sus-
tained by the National Association
of Retail Druggists, and attempted
to reap all the real glory and a great
deal that appears to be founded on
their own glowing accounts of
achievements that have not material-
ized, seems to be that any sort of a
compromise measure, be it ever so
impotent, will mean a feather in their
caps, and is, therefore, all that need
be offered as a relief.

Any sort of success is success
enough, may be a slogan well found-
ed in expediency. But the retail drug
trade has had more than enough ex-
perience with price-maintenance plans
that do not work, and it may shortly
become necessary to cut the Gordion
knot of compromise and get behind a
congressional measure that is some-
thing more than a bundle of high-
sounding words relating to a very
desirable principle.

W hat is the principle of price-main-
tenance? Is it not the protection of
the honorable, honest, one-price-al-
ways-and-to-all retail merchants of
limited means against the bargain-
bait cutting of prices on goods of
known value by moneyed competitors
who are able to carry such a diversity
of stock as to have an over-priced
Rowland, maybe two or three—for
every cut price Oliver, and to force
the manufacturer to favor them in
discounts? Is any sort of a conces-
sion to this unfair competition, in the
way of permitting special sales, par-
ticularly sales without limit as to num-
eher or season, consistent with the
principle of price-maintenance? The
Executive Committee of the Nation-
al Association of Retail Druggists
firm in its conviction that price-cut-
ting of any sort is not beneficial to
the retailer with limited capital, de-
clared at its April meeting that such
concession is not consistent. There-
fore, let me entreat you, let me beg
of you to use your influence with
your representatives in  Congress
from your state and your two United
States Senators to give this most im-
portant issue to every retail druggist
in the United States of America their
most earnest and .careful considera-
tion, with the sincere hope that their
vote upon price maintenance on re-
tail selling may be in the affirmative
and thus give to the retail merchant
,an opportunity to make a living profit
upon the merchandise that he sells.

I well know that this paper is very
lengthy, yet | sincerely trust it does
not tire your patience, as in my opin-
ion it is material of the utmost im-
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portance to the retail druggists of
the country and in our mind it is
one of the best means of dissemin-
ating this information and further-
more one of the best means of cre-
ating a more fervid interest in the
State Association by retail druggists
in the respective state associations.

Now, with your further indulgence.
I will pass on to the Harrison Act
and its regulations. As you all know,
the Harrison Act went into effect on
March 1, 1915, and the act itself gave
the Commissioner of Internal Rev-
enue, subject to the approval of the
Secretary of the Treasury, the legal
right to formulate and put in action
regulations for carrying the act into
effect. | may say that with the ex-
ception of two regulations, we have
had very little trouble with the oper-
ations of the act. The two regulations
| speak of are regulations 2213, pro-
mulgated on June 7, 1915, and 2244,
promulgated on September 20, 1915.
We have had considerable cor-
respondence at headquarter’s office
with the Commissioner of Internal
Revenue upon these two regulations
and it was a subject for serious dis-
cussion and consideration at the an-
nual meeting of the National Drug
Trade Conference, held in Washing-
ton, on December 16. At that Con-
ference a special committee of three,
composed of Mr. Sameul C. Henry!
our President last year, and now
chairman of the N. A. R. D. Legisla-
tive Committee, Professor J. H. Beal
and Mr. Charles M. Woodruff, Sec-
retary of the Conference, was appoint-
ed to have a conference with the
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Commissioner of Internal Revenue, in
regard to these two regulations, which
instructions were afterwards fulfilled,
and the Commissioner and his assist-
ants listened to them with a great
deal of attention and suggested that
they present briefs in regard to the
two regulations under criticism.
Mr. Woodruff was designated to
prepare and present the brief on regu-
lation 2244, and Professor Beal on
regulation 2213. On January 19, 1916,

this special committee of three, by
previous arrangement, called upon
the Commissioner of Internal Reve-

nue, Mr. Woodruff having already filed
his brief. At this hearing, our repre-
sentative, Mr. Henry, was in no ways
chary about telling the Commission-
er of Internal Revenue that regulation
2213 was not well received by the re-
tail drug interests of the country;
that it was reading into the law itself
something that did not legally belong
there, as it was directly contrary to
Section 6 of the Harrison Act, and
that it must be very much modified
or altogether eliminated, which would
be the best course to adopt, or else
the National Association of Retail
Druggists, acting under instructions
of the National Convention at Min-
neapolis, in 1915, would be forced to
take legal steps to ascertain whether
or not the Commissioner of Internal
Revenue was within his legal rights
in having prepared and foisting upon
the country such a regulations as No.
2213. Then Professor Beal presented
his brief, which made a decided, if
not decisive, impression wupon the
Commissioner and his assistants, So-
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licitor Johnson, Dr. Rhees and Mr.
Keith.

On March 14, 191G, after repeated
hearings and discussions the Internal
Revenue Department gave out R. D.
2309, the long-expected substitute for
T. D. 2213 as follows:

Interpretation of Sec. 6 of the Act
of December 17, 1914, supplementary
to R. D. 2213.

To Collectors of Internal Revenue
and others concerned:

Section 6 of the Act of Congress,
approved December 17, 1914, does not
apply to extemporaneous prescrip-
tions unless written for a preparation
or remedy as hereinafter defined. The
exemptions in that section apply ex-
clusively to ready-made preparations
and remedies prepared in accordance
with the U. S. Pharmacopoeia. Na-
tional Formulary, or other recognized
or established formula, usually carried
in stock by a dealer, and sold without
a prescription, provided such prepar-
ations and remedies are sold, dis-
tributed. given away, dispensed, or
possessed strictly in good faith for
medicinal purposes only, and not for
the purpose of evading the intentions
or provisions of the Act. The selling,
dispensing, or possession of any such
preparation or remedy containing
opium, or any alkaloid, salt or deriva-
tive thereof, for the purpose of sat-
isfying or administering to a drug
habit is not selling or dispensing for
medicinal purposes within the inten-
tions of the law.

Preparations and remedies within
the intent of Sec. 6 are hereby de-
fined to be ready-made compound
mixtures prepared in accordance with
a recognized or established formula, as
indicated above, which contain not
more than one of the enumerated
drugs in a quantity not greater than
that specified, together with other ac-
tive medicinal drugs in sufficient pro-
portion to confer upon such prepara-
tions or remedies valuable medicinal
qualities other than possessed by
the narcotic drug if dispensed alone.
Simple diluents of a narcotic drug
made by admixture with inert or
nearly inert substance, as sugar of
milk, or simply solutions of narcotic
drugs, in water, syrup, diluted al-
cohol, flavoring matter, etc., are not
bona fide medicinal preparations with-
in the meaning of the exemption.

The several alkaloids, salts or de-
rivatives of opium, if aggregated in
the same mixture, are not exempt.
A preparation which contains the per-
mitted maximum quantity of any one
of the alkaloids, salts or derivatives,
if fortified by the addition of any one
of the named alkaloids, or of its salts
or derivatives, is not a preparation
or remedy of the character contem-
plated of Sec. 6.

Preparations or remedies which
come within the exemptions of Sec.
6, as herein defined, may be sold with
or without a prescription, which pre-
scription may be re-filled, if sold
wholly in good faith for medicinal
purposes only.

The re-filling of a narcotic pre-
scription for an exempted preparation
or remedy, as herein defined, combin-
ed with other non-narcotic agents,
with a consequent further dilution of
the mixture, will be permitted.”
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The foregoing decision is signed by
the Internal Revenue Commissioner
and approved by Acting Secretary
Malburn.

This regulation is undoubtedly of
the greatest interest to the entire re-
tail drug trade as it affects in a very
material way their economical inter-
ests. We were in receipt of a letter
from a prominent retail druggist that
this regulation would mean a loss to
him of several hundred dollars a year
by not permitting renewal of pre-
scriptions containing narcotics com-
ing within the excepted amounts.

It undoubtedly will be of great in-
terest to you to be informed that the
N. A. R. D. is about to test the legal
right of the Commissioner of Internal
Revenue to read into the Harrison
Antinarcotic Law and its regulations,
subject matter that does not legally
or economically belong there, to the
serious detriment of the economic in-
terests of the retail druggists.

Our Washington attorney, Mr.
Brokmeyer, has expressed this opin-
ion on T. D. 2309:

1 The authority of the Internal
Revenue Department under the Har-
rison Act to provide that Sec. 6 does
not apply to extemporaneous prescrip-
tions unless written for a prescription
or remedy prepared in accordance
with the U. S. P., N. F., or other es-
tablished formula usually carried in
stock by a dealer and sold without
a prescription.

2. The authority of the Depart-
ment under the Harrison Act to limit
preparations and remedies exempted
by Sec. 6 to ready-made compound
mixtures prepared in accordance with
an established formula, as indicated
above.

3. The authority of the Depart-
ment under the Harrison Act to limit
preparations and remedies exempted
by Sec. 6 to such as contain only one
narcotic drug.

It is conceded, of course, that the
Department has the authority under
the Harrison Act to limit the prepar-
ations and remedies exempted by Sec.
6, whether prepared in accordance
with the U. S. P., N. F., or other es-
tablished formulas carried in stock
by a dealer, or not, to such as “are
sold, distributed, given away, dispens-
ed, or possessed as medicines, and not
for the purpose of evading the inten-
tions and provisions of this Act,” be-
cause the language quoted is a proviso
of Sec. 6. If the evidence shows that
two or more narcotic drugs, or alka-
loids, salts or derivatives of opium,
are mixed in one preparation or reme-
dy for the use of addicts, and are
used by addicts, such a preparation
or remedy would come within the
inhibition of the law as expressed in
the proviso of Sec. 6 quoted. If, on
the other hand, such a preparation or
remedy, containing two or more nar-
cotic drugs, or alkaloids, salts or de-
rivatives of opium, mixed with other
ingredients possessing medicinal prop-
erties, were dispensed as a medicine
and not for the purpose of evading
the Act, that preparation or remedy
would not fall within the inhibition
of the law.

The authority of the Commissioner
of Internal Revenue, with the ap-
proval of the Secretary of the Treas-
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ury to make all needful rules and reg-
ulations for carrying the provisions
of the Harrison Act into effect, can-
not be questioned, because this is the
language noted, however, that this
authority was limited by Congress
to “all needful rules and regulations
for carrying the provisions of this
Act into effect. © This does not mean
provisions of any regulation issued
by the Department which go beyond
the intent and scope of the Act.

T. D. 2244, afterwards 2292, relating
to order blanks for narcotics was
very unsatisfactory for reasons al-
ready stated. A further hearing was
granted upon this regulation by Com-
missioner of Internal Revenue Osborn
and we were very much gratified to
receive the following telegram from
Attorney Brokmeyer under date of
April 25:

Henry’s suggestion adopted and
Treasury decision issued revoking
T. D. 2292 and requiring name of
narcotic content, quantity of prepar-
ation in ounces if liquid form, or if
pills, ampules or tablets the units
and total thereof.

This new regulation is known as
T. D. 2323 and is as follows:

The ruling contained in Treasury
Decision 2292, amending Treasury
Decision 2244, requiring the narcotic
content of preparations and remedies
in grains to the fluid or avoirdupois
ounce, or the quantity of narcotic
drug in grains or fractions thereof,
contained in a tablet or pill, to be in-
dicated on official narcotic order
forms, is hereby revoked, to take ef-
fect immediately.

Hereafter, the name of the prepar-

ation, the quantity in ounces if in
liquid form, or if in tablet, pill,
ampule, or suppository form, the

units or total thereof, and the name
of the particular narcotic drug con-
tained in such preparations, tablets,
pills, ampules, or suppositories, need
only be entered on these order forms.
On May 2 another regulation was
issued, T. D. 2327; as follows:
Every person, firm or corporation
making application for registration
under the provisions of the Act of
December 17, 1914, must at the time
of applying for such registration pre-
pare, in duplicate, an inventory of
all narcotic drugs and preparations
(other than those specifically exempt
under the provisions of Sec. 6 as de-
fined in T. D. 2309) on hand at the
date of application for registration.
Where, however, a registered person
at some fixed date annually takes a
stock inventory, either at the close
of the business fiscal year or of the
calender year, such inventory, in
duplicate, showing the quantity and
names of narcotic drugs and prepara-
tions on hand on the date next pre-
ceding the date of application for reg-
istration may be filled in lieu of the
annual inventory required at the date
of registration. The original inven-
tory must be kept on file by the mak-
er with previous inventories, and the
duplicate forwarded to the Collector
of Internal Revenue. No special form
of inventory is required, but it must
clearly set forth the name and quanti-
ty of each narcotic drug, preparation
or remedy, and be verified by oath or
affirmation executed in conformity

with law. Collectors will refuse a
registration number and special tax
stamp to an applicant who fails to
furnish annually at or before the date
of registration a duplicate of such in-
ventory.

We received under date of June 3
from our Washington attorney, Mr.
Brokmeyer, the following revised reg-
ulations. Some of these are repeti-
tions and again some are original and
of the utmost importance:

Narcotic Regulations Revised.

Yesterday counsel for the National
Association of Retail Druggists re-
ceived an advance copy of Internal
Revenue Regulations No. 33 as_re-
vised. These contain the Harrison
Narcotic law as well as the regula-
tions for its enforcement. No. 35
was oringinally issued by the Depart-
ment in January, 1916. The revised
regulations are date “May, 1916.”

No. 35 as revised contains so many
changes, some very important, that
every retail druggist should at once
familiarize himself with them. Other-
wise he may subject himself to prose-
cution by the Federal authorities.
The Harrison law is being enforced
more strictly every day, as a glance
at No. 35 will show and technical vio-
lations of the law or regulations are
being punished as well as flagrant
infractions.

Sﬂace is too limited to publish all
of the changes in No. 35 in full. The
following are some of the more im-
portant stated briefly.

Annual registration on or before
July I as well as tax payment.

Only those lawfully entitled to deal
in_narcotics, or holding a state license,
eligible for registration.

Collectors will refuse to issue a
registration number and special tax
stamp unless the application form is
properly executed.

The special tax stamp must be con-
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run by far the most profitable trade.
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Chocolate have this trade-mark on
the package and are made only by
WALTER BAKER & CO. Ltd.
Estedised 1780 Dorchester, Mass.
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spicuously posted in a dealer’s place
of business.

Every registered person, including
druggists, must use precaution in fur-
nishing an individual with narcotic
drugs,_which must be dispensed tor
medicinal purposes only.

Official order form will be supplied
only to registered persons having
legitimate use therefor.

If an order form is not accepted it
should be returned to the maker with
a letter of explanation. The maker
must attach the unaccepted order
form and letter of explanation to the
duplicate order.

The firm, corporate or business
name alone will not be accepted, but
the signature of the individual re-
sponsible for the insurance of the
?rder form must be subscribed there-
0

On order forms must appear the
name of the preparation, the quanti-
ty in ounces if in liquid form or solid
form, or if in tablet, pill, ampule, or
suppository form, the unit or total
thereof, and the name of the particu-
lar narcotic dru? contained therein.

When order forms are lost or de-
stroyed through accident, a sworn
statement to the effect must be filed
with the collector.

Improperly written or mutilated
order forms are not to be destroyed,
but must be kept on file, both the
original and duplicate, with other rec-
ords.

Unused order forms are void at the
ex?iration of the registry period and
unless registration is granted, must
be forwarded to the collector who
issued same to be marked “cancelled”
and returned to the owner to be kept
on file for two years.

A physician, dentist or veterinary
surgeon may not engage in the busi-
ness of selling narcotic drugs, unless
he is a registered dealer, authorized
by the state laws to engage in such
business.

Prescriptions written upon request
of any person, calling for the narcotic
drugs for any purpose other than me-
dicinal use, or written for a person
upon receipt through the mails of
symptom blank or descriptive sheet,
are not included in the exemption of
prescriptions.

A veterinary surgeon is limited to
the use of narcotic drugs in the treat-
ment of animals alone.

If a veterinary surgeon is licensed
to practice medicine also he must
register for each and keep separate
records as required by law.

Hospitals and similar institutions
must register, pay the special tax and
keep accurate records of all narcotic
drugs, therein. The record of those
dispensed must balance with those
received.

All prescriptions for narcotic drugs
not exempt as defined by T. D. 2309
must be dated and signed on the day
when issued, must be preserved tor
two years and readily accessible to
inspection on a separate file to be
kept by re?istered ealers.

The refilling of narcotic prescrip-
tions is prohibited except as defined
in T. D. 2309.

Narcotic prescriptions
filled upon telephone.

Narcotic prescriptions must be filled
entirely at the time of presentation.

Physicians, dentists and veterinary
surgeons writing narcotic prescrip-
tions must sign their name in full on
the same, state therein their registry
number and location of their office
and the name and address of their
patients for whom they are written,
and the date. Druggists must refuse
to fill any such prescription unless
made out as herein required. Drug-
gists must also refuse to fill any
such prescription if they have reason
to think it was fraudulently issued or
obtained.

Refilling of narcotic prescriptions
is prohibited unless they call for ex-
empted preparations or remedies as
defined in T. D. 2309. An accurate
record of narcotic drugs entering into
the composition of exempted prepara-

cannot be
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tions and remedies must be kept by
registered dealers and manufacturers,
showing the name of the preparation
made, the amount of narcotic used,
the date, of manufacture and the
amount of finished product, ana must
be accessible to inspection by revenue
agents.

When registration is applied for,
annually, a sworn duplicate inventory
of the stock of narcotic druPs on hand
must be filed with the collector and
the original preserved by the maker,
preparations and remedies exempted
under Section 6 of the Act, as defined
in T. D. 2309, not being included in
such inventory. A registered person
who at some fixed date annually takes
a stock inventory, either at the close
of the fiscal or calendar year, such
inventory, in duplicate, properly veri-
fied, may be filed in lieu of the former
showing the date of application for
registration.  Collectors will refuse
a registration number and special tax
stamp unless such inventory in dupli-
cate is filed.

Narcotic drugs and preparations
must be segregated from the general
stock of drugs and medicines and
kept under lock and key to prevent
theft.

It required no more than a glance
at revised Internal Revenue Regula-
tions No. 35 to see that the Depart-
ment has gone much farther than it
announced it intended to go. The De-
partment let it be understood that the
revision of No. 35 would incorporate
only such new Treasury Decisions as
were issued since the promulgation
of No. 35 in January, 1915. The fact
is that revised No. 35 contains prac-
tically an amplification of nearly all
of the articles published in the origin-
al No. 35. What is more, in amplify-
ing the articles as originally issued,
the Department seems to have entire-
ly ignored the intent as well as the
limitations of the Harrison narcotic
law, as declared bx Congress. If a
deliberate attempt had been made by
the Department to make a very good
and necessary law vexatious to the
drug trade and the public alike, it
could not have succeeded better than
it has in the revision of No. 35. To
comply literally with all of the re-
quirements of No. 35 a retail drug-
gist would have to give the Govern-
ment such a large part of his time
and activities that he would find it
virtually impossible to serve the pub-
lic and make a living. The practical
needs of the public and the obliga-
tions of the retail dru?gists to the
public in the conduct of a legitimate
business appear to have entirely es-
caped the notice or attention of the
administrative officers of the Depart-
ment. It does not seem to have oc-
curred to them that narcotic drugs
play a very important and necessar
part in the protection of the healt
and lives of the people. The Depart-
ment apparently has an eye single to
the abuses of the use of narcotic
drugs. It seems blind to the neces-
sity for the legitimate use of narcotic
drugs. It sees a knot hole in the
barn but does not see the barn. A
continuance of such a policy can only
result in making a good law odious
and in time unenforcible.

Eugene C. Brokmeyer,
Attorney, N. A. R. D

I very much regret that | have taken
up so much of your valuable time on
account of the length of this paper,
but as | have already stated, the sub-
ject is of such momentous importance,
to every retail druggist of the coun-
try, that | really felt in a great meas-
ure, | was only asking for that in-
dulgence from you that the question
properly merited.

Silent watches of the night are
those we forget to wind.

A fertile imagination may produce
rank thoughts.
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Piles Cured WITHOUT
the Knife
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thousands and thousands from all parts of the United States and
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whom we have cured telling us how thankful they are for the won-
derful relief. We have printed a book explaining our treatment and
containing several hundred of these letters to show what those who
have been cured by us think of our treatment. We would like to
have you write us for this book as we know it will interest you and
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The Increasing Vogue of White Foot-
wear.
Wrritten for the Tradesman.

Some months ago the writer pre-
dicted that the summer of 1916 would
be marked by the increasing popular-
ity of white footwear for everybody—
men, women and children.

At the annual convention of the
Associated Advertising Clubs of the
world, which is to be held in Phila-
delphia the last week in June, adver-
tising solons from various sections of
the United States and other countries,
are going to give white footwear a
boost by appearing in white suits and
shoes. The idea is to advertise by ex-
ample. In other words to demon-
strate summer comfort to the Ameri-
can business man; for these bright
and efficient advertising men are firm-
ly convinced in their own minds that
light colored suitings and white shoes
mean greater efficiency and comfort
for the business man.

For several years women and chil-
dren have worn white footwear to a
greater or less extent during the hot
summer months, but it has been only
within the last two or three years that
men have taken to white shoes; but
now the custom has grown until a
man no longer feels himself conspicu-
ous in white shoes on a sultry after-
noon or evening.

As a naturally conservative animal,
it was not to be expected that man
would be won over to white footwear
immediately. For that reason white
shoes for masculine attire were intro-
duced somewhat tentatively at first.
But the concerns most interested in
the introduction of white footwear
have done their work well, so it has
come about that many objections that
used to be urged against white foot-
wear no longer apply.

It used to be thought, for example,
that white shoes were not serviceable.
But this idea has proved to be wrong.
W hbite shoes are serviceable. The
finer grades of white canvas used in
this class of footwear is a tough and
durable material. Not only do such
shoes wear a full season, but they
hold their shape splendidly. It often
happens that the canvas uppers out-
wears the leather (or substitute) soles
and heels. The so-called white buck
is also a fine material for shoe uppers.
A good pair of white buck shoes will
last two, in some cases, three seasons,
depending on the kind of wear and
care they receive.

Another objection that used to be
urged is that they soil so readily. This
objection, although not entirely re-
moved, has been largely counteracted
by the fact that cleaning materials
are so effective nowadays that it’s no
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trick at all to quickly and neatly re-
store them to their original whiteness.

Certain good qualities about white
footwear were never seriously called
in question. It was admitted by
evry one that they were light, cool and
comfortable. Now that the alert man-
ufacturers of summer footwear have
made it possible for us to add the
merit of durability to the catalogue of
good qualities; together with quick-
yielding to simple cleaning agents,
the retail shoe dealer and his clerk
certainly have a strong line of sell-
ing talk that ought to convince any-
body.

Some dealers have found it profita-
ble to introduce white footwear spe-
cials from time to time during the
late spring and summer months. For
instance | have in mind one Cincinnati
concern that recently advertised a
Women’s Sale of White Footwear, in-
cluding boots, pumps, Colonials and
rubber-soled sport shoes, at $1.19 per

pair.  And they were exceptional
values at the price. The upper ma-
terial was canvas, in a fairly good
grade. The shoes were not, of course,

of high-grade merit, but they emphat-
ically were not shoddy in appearance.
And they went like the proverbial
hot cakes. Many women bought
white shoes who had not been ac-
customed to wearing them—figuring
that they were easily worth the price
just to wear about home and on the
lawn in the afternoons and evenings,
if upon no other occasions. But they
are good enough for street wear.

As this special sale of white foot-
wear was staged for the latter part
of May, it also had the added ad-
vantage of introducing the notion of
white footwear very early in the sea-
son.

White sales are out of the ordinary,
and for that reason are easy to ad-

vertise. They compel attention and
create interest. If put on right, they
go big.

In order to get up a white sale,
the dealer must provide himself with
leaders or specials—that is something
he can sell at popular prices—for this
is what it takes to move large classes
of buyers.

But his sale should be limited to
the less expensive types of footwear.
He should also be in a position to
show the higher priced merchandise.

Cid McKay.
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Gt Logan Shoes

For Your Summer Sales
Good Shoes at Low Prices

M AN July

Look at This One

318—Boys’, to6@
319—Youths', 1t03 @ .............. 1,20
320—L ittle Gents', 9to 13% @ 1.00

Notice the tubs in sizes
in Boys’and Youths’

These are Genuine Logan
Shoes at Logan’s Boston
Prices. In Logan Boxes.

On the floor in Grand Rapids, at net prices.
We carry all styles. Write us for full list.

Grand RapidsiShoe &Ifabber(o.

The Michigan People Grand Rapids

R. K. L. Outing Shoes "’

Light, Comfortable Footwear
for Summer Wear

Outing shoes are in great demand this season.
Take advantage of our stock department and
size up your stock often.

IN STOCK

8014—Men's Black Outing Bal, Chrome Sole
8013—Men's Black Outing Bal, Hemlock Sole
8015— Men's Brown Outing Bal, Chrome Sole
8023—Men's Brown Outing Bal, Hemlock Sole

Rindge, Kalmbach, Logie Company
Grand Rapids, Mich.
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Activities in Some Michigan Cities.
Wrritten for the Tradesman.

Menominee has let the contract for
a new filtration plant, to cost $59,212.

The Michigan State Telephone Co.
has authorized the expenditure of an
additional $30,000 for improvements
at Lansing, largely extensions and
conduit work.

Eight of the manufacturing con-
cerns at Benton Harbor have present-
ed the city with $1,000 to aid in open-
ing a fully equipped machine shop
in the fall in connection with the
public schools. The manufacturers
will also furnish raw material for work
in the shop.

The Lake Superior Press Associa-
tion, which includes newspapermen
of the Upper Peninsula, will hold its
annual meeting July 15 and 16 in
Calumet.

Jackson will vote soon on a propo-
sition for a ten-year lighting con-
tract, the private company offering
a reduction from $60 to $50 per year
for 600 candle power lamps and $45
per year for 400 candle power lights.

Muskegon has purchased the Cen-
tral Wharf, at the foot of North Third
street, for $10,000 and will convert
same into a municipal recreation pier.

Kalamazoo has voted $100 of the
city funds to assist in maintaining
bank concerts during the summer
months.

Owosso has made a gain of seven-
ty-nine school children during the
past year, as shown by the census.

Ann Arbor opened three public
playgrounds July 5.

Almond Griffen.

Jaunty Jottings From Jackson.

Jackson, July 10—A. j. Henry, suc-
cessor to Palmer & Palmer, seems to
have struck Jackson at an opportune
time. The closing up of the business
of M. Norris & Co. leaves him as the
logical one to receive a large portion
i;)_f the West end trade along fancy
ines.

The National Grocer Co., of this
city, has installed a new two ton truck
for city deliveries.

Another nine-story bank building
for Jackson. The Peoples’ National
has it well under way.

Rosco Ladise has moved his stock
from Milwaukee street into more
commodious and up-to-date quarters
on Francis street.

The fixtures and furniture for H. M.
Brown’s new store, at Albion, arrived
last week. He is using the Walker
outfit. It will be one of the finest
stores in Southern Michigan.

John Hach, Jr., of Coldwater, an
officer in the Grand Council of Mich-
igan, took three of his friends from
Columbus to Toledo in his Mitchell
six at the close of the Supreme Coun-
cil meeting last week. John is a good
driver, making one stretch of twelve
miles in fifteen minutes. The writer
was one of the three and knows all
about it.

Speaking of automobile drivers, we
must not forget Doc Young, who is
connected with the International Har-
vester Co., of this city. He has his
machine now so trained that it auto-
matically turns into the farmers’
yards, even at 2 o’clock in the morn-

ing.
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C. B. Elwood, of the Watts-More-
house Co., is spending a few weeks
in Northern Michigan with his family.

The D. S. Fleming Co. is now car-
rying a full line of Franklin sugar in
its warehouse for the jobbers to draw
on.

The commercial agencies report
Jackson to be in a very prosperous
condition. This must be so, for houses
are scree and business all around is
good. Spurgeon.

Starting Success.
Wrritten for the Tradesman.

Here’s to the wise young business
man who doesn’t work on the foolish
plan that he can do anything any one
can without any need of learning!

Here’s to the chap who wants to
know the very best way to do things,
so he can make business develop and
grow and keep his capital turning!

Here’s to the man who sees the
need of having some good trade jour-
nal to read, something to give him a
business lead when his own ideas run
out!

Here’s to the ambitious fellow who
reads his paper and reads it through!
He is the one we say to you, whose
success is never in doubt.

There’s nothing in sight, as far as
we see, to prevent you yourself from
getting to be a greater success every
day.

Just read this paper as much as you
can and put into practice each profita-
ble plan, .and things will start coming
your way. Frank Farrington.

Too Much Red Tape.

The visitor was being shown about
by the head of an up-to-date business.

“Who is that dapper youth at the
glass-topped desk?” he asked.

“That is the superintendent of the
card-index system. He keeps an in-
dex showing where the index cases
are.”

“Who is the young man with the
gray gaiters and the efficient ears?”

“He keeps an index showing the
length of time it takes to index the
indexes.”

“Who is the girl with the golden
hair?”

“She decides under what index an
index to the index of the filing cab-
inets shall be placed.”

“And who is the gray-haired man
at the disordered desk in the corner?”

“Oh, that’s Old Joggs. He doesn’t
fit in very well with the rest of the
office, but | have to keep him around.
He’s the only employe who can find
important papers when | want them
in a hurry.”

Don't ridicule other people’s ideas.
Try to have them adopt yours.
S:hwartzberg & Glaser
Leather Co.

Shoemakers and Shoe Store
Supplies

240 Pearl St "Near the Bridge”

Both Phones Grand Rapids, Mich.

“Brandau-Brand”

Service Shoes
FOR SHOP AND FARM

Manufactured by

Brandau Shoe Go.

- Detroit, Mich.
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Shoes that sell Summer or Winter are
a Mighty Profitable Line to Handle

m.- The - .
Bertsch Goodyear Well

Shoe Line, is about the best
that your money can buy

Hereis a line that is an ALL YEAR ROUND SELLER. With
extra quality and extra value throughout.

We have always striven to make them the best that your money
can buy, and our increasing business is proof of what we have
accomplished.

Every pair has in it the best raw material, the best grade of
findings, and is made by the most skilled labor obtainable.

For building up your trade and holding it you won't find a better
value in shoes on the market. OTHER DEALERS ARE MAKING
FRIENDS AND PROFIT WITH THESE SHOES-WHY NOT YOU?

We will be glad to send catalogue or salesman with samples
on request

THEY WEAR LIKE IRON

HEROLD-BERTSCH SHOE CO.

Manufacturers of Serviceable Footwear GRAND RAPIDS, MICH.

Women’s White Footwear

These Numbers Are in Stock
Mail Your Order at Once

No. 7576—Women’s White Reign Cloth Lace Boot, white rub-
ber sole and heel ... $2.75
No. 7598—Women’s White Lace Sport Boot, perforated white
Nubuck bal strap andstay ...

No. 3560 —Women's White Poplin three-strap turnslipper 1.75
No 3514 —Women’s White Ostend Cloth LaceOxford,white
bal strap, white rubber sole and heel...........cccco...... 2.60
No 3513—Women’s White Canvas Bal Oxford, white rubber
s0le and heel ... 1.20
No. 358—Women’s White Canvas Bal Oxford, tan leather tip,
heel and foxing, white rubber sole..........ccccvvnnnne 1.35

These goods in stock will add to your summer profits

HIRTH-KRAUSE COMPANY

Hide to Shoe
Tanners and Shoe Manufacturers

Grand Rapids, Michigan
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Variety in Styles Affected by Limit
of Dyes.

While manufacturers and whole-
salers have been sounding a warning
for over a year to “watch the dyes,”
retailers have felt so little of the ac-
tual shortage that they cannot ap-
preciate the situation, but it is now
thought that by fall the dark side of
the dye question will be exploited
and the shortage understood. So far
the public continues to ask for all
the colors, but there is an increasing
feeling among customers that allow-
ance must be made for missing shades
that by fall may be in oblivion by
placing the situation squarely on the
lack of dyes.

From a department store represent-
ative lately was heard the following:
“The dye shortage has not troubled
us much so far, and we are able to
offer patrons as complete a line of
goods in all colors as was presented
before the war; but if unable to sat-
isfy a demand, we explained our in-
ability to do so on the ground of the
dyes being only in limited quantities,
and the public has kindly accepted
our explanation. If the time comes
that our colors will be greatly limited,
we feel that we can count on the
loyalty and co-operation of our cus-
tomers.”

The spring trade for 1917 is now
well on the way, and the indications
are that manufacturers will be limited
during the opening season in styles
for men’s wear; as they have gradual-
ly grown restricted, this will not be
such a surprise. Summer fabrics and
tropicals, already displayed, show that
manufactories have been unable to
produce certain combinations and ar-
rangements of colors. There are mills
busy bn fancy worsteds, but not
many, and the assortment may be
considered small. High prices are
obtainable, as the demand is large,
and only a limited amount promises
to be on the market.

Serges are announced as one of the
leaders for fall, 1917, but manufac-
turers find it a hard task to produce
colors that are not fugitive. Log-
wood and alizarin experiments are not
satisfactory according to the majori-
ty of opinions. Few men succeed in
using natural shades; the buyers rec-
ognize the position of the mills, and
do not insist upon perfection, although
they do not warrant the dyes very
freely. Worsteds can be found that
one is safe in warranting, but such
fabrics bring a premium. It has been
said that perfect dyes could be pro-
cured from some of the older mills
if the price would be paid. So much
has been said and written about dyes
that it would be difficult to find cus-
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tomers who did not realize the doubt
of warranting dyes to-day.

Rumors of unsatisfactory results in
colors are always in the trade, but it
has been stated with authority that
the dye question in this part of the
textile trade is simply one of price.
The call for shades is influenced more
or less by the foreign color cards
which are not as varied as before
the dye shortage arose. The suc-
cessful domestic color card has also
carefully graded its shades. It is not
expected now that the silk market
will be influenced by any dye short-
age.

As cottons have to be wash-
ed, they are, of all fabrics, the most
easily affected by poor coloring. The
solid colors had to give way to stripes
and a free use of white, and with
peace declared another brilliantly col-
ored cotton season will probably en-
sue. White seasons are attractive, and
give another branch of the trade a
chance; but, in reality, the laundry
bills help to break up even firmly
white seasons. The cotton for this
season are very handsome, and would
take anywhere.

Fast dyes have been obtained for
hosiery it is now announced; black
and white rank first, with tan second.
Sweater manufacturers have, in some
instances, found it necessary to in-
form their trade that they could not
deliver next fall, as promised, as some
of the dyes had been found unsatis-
factory. Oxford gray sweaters will
be freely used in the fall for the above
reason. Silk hosiery for export has.
in some cases, been complained of as
not proving up to the grade expected
by foreign customers, but these are
times of difficulty when the dyeing is
reached.—Dry Goods.

The Neutral Spirit.

Is there something malicious
about even the fairest and kindest
of neutrals?” said Booth Tarkington
in Indianapolis.

“Does a neutral, in the very nature
of things, incline to rejoice a little
over a warring sister nation’s mis-
fortunes? | hope not.

“l hope not, and yet, in thinking
of neutrals | can’t help thinking
of two boys who stood the other
day and watched an enormous safe
being raised up to the twenty-sixth
story of a skyscraper.

The boys watched the safe rise
slowly, dangling at the end of its
wire rope, and when it reached the
twentieth story the older lad turned
away in disgust.

“ Come on, Joe,
might as well move on.
a-goin’ to let her drop.””

he said. ‘We
They ain’t

1916
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Leading Merchants Sell
NOTASEME HOSIERY

"Direct from Mill to Retailer"
For Men - Boys - Ladies - Children

¢ Acard and 1will call with Samples.

s. P. BERN S. Michigan Representative
518 Murray Bldg. - Grand Raplda. Mich.

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

CORL, KNOTT & CO., Ltd.
Corner Commerce Ave. end Island SI.
Grand Rapids, Mich.

Brooms of the Hour

“Prize”/ “Gold Bond”

Sand Lime Brick

Nothing as Durable
Nothing as Fireproof
Makes Structures Beautiful

No (’\Z‘gstpfac;?t;{]g airs Packed in Cases
Fire Proofp Genuine Polished Handles

Weather Proof
Warm_in Winter
Cool in Summer

Never Approached
Write for Particulars

Amsterdam Broom Co

41-49 Brookside Ave.
AMSTERDAM. N. Y.

Largest Independent Broom Concern in the World

Brick is Everlasting

Grande Brick Co., Grand Rapids
So. Mich. Brick Co., Kalamazoo
Saginaw Brick Co., Saginaw

Jackson-Lansing Brick Co.,
Junction

Rives

GUARANTEED

BEDDING

Signs of the Times QUICK SHIPMENTS

Are

Mattresses Coil Springs
I I Cot and Crib Pads
Electric Signs Link Fabric Spigs
twrers. now realize e vaue of Biscne Sanitary Covel Pas
Advertising. Sanltal’y COUCP‘ES

We furnish you with sketches, prices
and operating cost for the asking.

Bulk Feathers Feather Pillows

, . Made by
THE POWER CO. Grand Rapids Bedding Co.
Beil M 797 Citizens 4261 Grand Rapids, Mch.

Our Salesmen

Are now showing their sample lines of Mackinaws,
Sheep Lined Coats, Heavy Trousers. Shirts. Mittens,
Blankets. Comfortables, etc., suitable for fall trade.
Our prices are really very reasonable when present
market conditions are taken into consideration. Place
your order early.

Grand Rapids Dry Goods Co.

20-22 Commerce Ave.
Exclusively Wholesale Grand Rapids, Mich.
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the Trade to the Local

Stores.

Perhaps the merchant in the town
and small city often marvels at the
tremendous growth of the larger
stores in the cities and at the huge
development of the mail order
houses. He doubtless wonders why
it is that they can come right into
his home town and take away the
trade that has been his standby for
years, and that he feels should con-
tinue to be his support. He has, it
is true, only a limited field for opera-
tions. He has, aside from the town
itself, a certain outlying territory
that he naturally hopes to secure
trade from, and that, speaking broad-
ly, should come to him and his com-
petitors.

But the question arises, what has
he done to increase his trade, or what
has he done to hold the customers
that have come to him in past years,
and that should continue to be his
greatest asset now? There are many
inducements offered by the large mail
order houses, and to a degree by the
big city retail stores, to rob him of
that trade. There are flattering offers
made that induce the customers to
either make a trip to the large city
or to purchase through the ever-at-
tractive catalogue. The latter is the
real offender against the small mer-
chant, but he should be equal to the
occasion, and to give value for value
and to offer such merchandise as will
force the home people to give him
the preference.

This looks like a big undertaking.
It looks like an impossible venture,
like the snail giving battle to the ele-
phant. Rut it is not so much an un-
even game as some of the merchants
are inclined to feel. They are fright-
ened without knowing just why. or
lose heart when there is small oc-
casion to do so. The man who runs
away without giving battle sometimes
loses much that can be gained by
simply standing his ground and fight-
ing with the same character of
weapons that the would-be enemy

Inducing

shows. This test makes many of us
far better heroes than might be
thought even possible where the

fight has not been made.

Let us see wherein the big houses
claim a superiority. They first get a
large list of names. These are just
as important to them or more so
than to the small merchant. Waith-
out these names there will be no place
to seek trade. Does the small man
feel that it is necessary to secure
the names of his customers and the
names of others that are not his
customers in his locality? If he does
not then he has made a serious
error. Let us see why. The big mail
order houses issue their attractive
catalogues. They do more; they is-
sue on frequent occasions special
pamphlets, circulars and feature sales.
They are ever sending reminders, at-
tractively printed, showing the pros-
pective customers why they should
come to them for merchandise. They
make these appeals so forceful that
the day is won in many cases without
a fight. They compel attention and
seek the dollars that should and would
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be given to the home merchant, had
he made a similar appeal.

Now, does the home merchant
make such appeals? Does he send
these prospects any special sales
notices, any particular reasons for
calling on him? No, often he sees
the folly of this plan, so he thinks,
and as every one knows him they
will come without any special invita-
tion. When they do come for any
merchandise he hopes to sell them
all they need for a long period. But
they are not coming so often as they
used to come, for the larger houses
are seeking and getting their trade;
only now and then they will' visit
the home store when they need any
little item. He has lost an opportuni-
ty simply because he did not make
the same inducements that the mail
order man made them.

But there are still other reasons
why he should get much of their
trade. He has the stock; or he should
have the stock. There is the ques-

tion: Has he the stock that will
appeal? Has he the store that will
attract? Has he the inducements that

will bring them into the home store
and compel them to buy of him? Are
his prices going to offer an invitation?
W hat is he doing to make the home
people come to him and give his
place of business the preference over
that of the large mail order house,
much of the merchandise that is never
seen until it is in the home?

Modern day merchandising methods
are different from those of some years
back. There has been a revelation
made and the people have been edu-
cated to feel that they are entitled
to the best in every respect. They
have been spoiled in a way by the
attractions of the big city stores and
by the inducements offered them by
the mail order houses. They are not
content with the methods that were
popular W'ithin our memory. They
want something better, and when the
home merchant is not able to furnish
this they will seek it elsewhere. This,
then, is the real secret why so many
of our smaller merchants in the towns
are not reaping the benefits of the
present day trade uplift.

They are not seeking the trade
with the same activity that the big
man is, and how can they hope for
an equal share of the good things that
would otherwise come to them? If
they are of the opinion that it is use-
less to make their stores attractive,
then they are deceiving themselves.
If they are inclined to the belief that
the matter of circularizing the trade
is of little value, they are standing
aside and permitting the man whom
they feel is a robber to come Into
their very territory and take the trade
from them. If they are inclined to
feel that there is so real merit in
making an attractive window display
and thus offering an invitation, they
are overlooking a golden opportunity
for good. They might decline to be-
lieve that the interior that is attrac-
tive and the merchandise well and
cleverly displayed is a useless addi-
tion to their welfare. They might
feel that the same energy put forth
by the mail order houses is a waste
of cash and time, but the men who
feel this way are those who will very
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soon have to go out of business, for
the trade will pass them by as of so
little moment as to offer nothing of
interest to them.

The small merchant must be a man
equal to the occasion. He must be
alive to every move that his enemy
makes and to keep abreast of the
times and go just a little ahead of
the man who is coming to seek his
trade. Offer some real inducements
for the people to come and they will
not pass you by, because when you
have the goods to offer face to face,
and the other things as well, the
battle has been won easily.—Warfield
Webb in Dry Goods.

Ask about our way
BARLOW BROS. Grand Rapids, Mich.

GEO. S. DRIGGS
MATTRESS & CUSHION CO.

Manufacturers of Driggs Mattress Protectors, Pure
Hair and Felt Mattresses, Link and Box Springs.
Boat, Chair and Window Seat Cushions. Write for
prices. Citizens 4120. GRAND RAPIDS

M archioness
Corsets

Are noted for Style and Quality

MODERN AWNINGS—ALL STYLES

Paul Steketee & Sons
Wholesale Dry Goods
Grand Rapids, Michigan

Get our pnces before buying
CHAS. A. COYE, INC. Grand Rapids, Mich.

“Blizzard” Ensilage Cutters

CLEMENS & GINGRICH CO.

Distributors for Central Western States

1501 Wealthy St. Grand Rapids, Michigan

USE

Citizens Long Distance Service to Detioit, Jackson,

Holland, Muskegon, Ludington, Manistee, Traverse

City, Petoskey, Saginaw and all Intermediate and
Connecting Points.

Connection with 750,000 Telephones
in
Michigan, Indiana and Ohio

Citizens Telephone Company
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Michigan Retail Hardware Association.
idsPresident—KarI S. Judson, Grand Rap-
trc}{tice—President—.]ames W. Tyre. De-
Scott, Marine

Ci?ygcretary—A rthur J.
Detroit.

Treasurer—William Moore,

Hardware Dealers and the Auto Ac-
cessories Trade.
Wrritten for the Tradesman.

Right now, with the tourist season
approaching its height, the hardware
dealer appreciates the opportunities
for business in the line of auto ac-
cessories.  Particularly is this the
case where he carries on business in
a community which is regularly on
the motor map and is visited by large
numbers of motor tourists. There is,
however, scarcely any community
which cannot be said to offer excel-
lent opportunities to the wide awake
dealers who take on auto accessories
as a side line. Every community now-
adays has its own motorists; and the
out of the way community is often
for that very reason a center of at-
traction to motorists in eager search
for new scenes.

There are two lines upon which the
hardware dealer can work in catering
to the automobile trade. First, he
can secure a motor car agency for his
locality, hire an expert mechanic, es-
tablish a fully equipped garage and
repair plant, and carry on as a side
line the business of the garage man
and automobile agent. Such a pro-
cedure involves a considerable outlay
of capital: and if the hardware dealer
is not willing to take chances on the
addition of at least one permanent
man to his pay-roll, and to give con-
siderable time to a canvass of motor
car prospects, it might be advisable
for him to go into the accessory busi-
ness only.

To start what might be called an
auto sundries department does not
necessarily involve a large outlay of
capital. The dealer needs, among
other items, a complete line of nuts
and bolts designed, so far as possi-
ble, to meet motor car needs; rubber
hose of various kinds, especially small
sizes of special quality; copper rivets
in a wide variety of sizes for use on
brake bands and clutches; special in-
sulated cable for high-tension wiring;
copper and brass tubing; jacks suita-
ble for automobile use; special auto-
mobile vises; open-end and other suit-
able wrenches; wire cable suitable for
brake connections, etc.; sheet brass;
tools of high quality and suitable de-
sign; polishes of numerous kinds, etc.
These are all goods which practically
every hardware store has in greater or
less variety, so that the only effort
required at the outset will be in the

direction of meeting the special needs
created by the motor car.

To these lines can be added others
of specific motor use: spark plugs,
tire supplies, dry cells of full power,
repair outfits, etc. Then—depending
on the local demand—the dealer can
add lamps, horns, pumps, speedome-
ters, tire irons, lubricating oils and
grease, and similar lines.

To select his stock judiciously, the
hardware dealer should have a fair
idea of the prospective local demand.
This means that he should know
something of the extent of tourist
traffic passing through in the summer
months, and be in a fair measure in
touch with local motorists. In re-
cent years cars have been more and
more sold on a fully equipped basis,
so that the opportunity for selling
items of equipment is perhaps not as
great as in former years. Tires will,
however, likely be a considerable item.
The sizes to be stocked depend upon
the makes of cars in most general
use locally. As a rule, the stock of
the smaller sizes carried should be
complete, while a few of the larger
sizes may be carried. Often it is
sufficient to be able to secure the
large sizes promptly to order for
customers.

The hardware dealer may feel him-
self handicapped in catering to this
trade, but his handicaps are more ap-
parent than real. The chief of these
apparent handicaps is the fact that the
auto accessories line is a new one,
with which he is not familiar. It is!
however, new to most of the people
who are handling this line. The au-
tomobile itself is a relatively new
proposition, and the automobile bus-
iness is still in the formative state.
It is entirely possible—if hardware
dealers are alert to seize the oppor-
tunities now presented—that when
the automobile business takes its final
hard and fast form, hardware dealers
will find themselves catering to a
large and prbfitable accessories trade.

Here are a number of advantages
which the hardware dealer is apt to
overlook. To begin with, he has an
established business. This means us-
ually first class credit standing, a
high reputation in the community as
a business man who sells reliable
goods and can be depended on to
stand back of his bargains. The
garage man, on the other hand, is
quite often a newcomer, and handi-
capped by the fact that he is not well
known.

Then, the hardware dealer has back
of him a long business experience and
exceptional facilities for attracting
trade. He is a merchant, where the
garage man is usually a mechanic.

Mr. Dealer!

Are you handling a ladder
that fully meets the require-
ments of the fruit growerand

PA CCRAY Refrigerators
or G IFOCErS write st once for catalog No.

o ... 70 that describes fullythe
McCray line of Refrigerators for Grocers and Del-
icatessens and 61 that describes McCray Meat Mar-
set and General Storage Refrigerators.

. McCRAY REFRIGERATOR CO.

é44 St. KENDALLVILLE, IND.
and general farmer?
Study the rigid construct-
NEVER SLIP ibon carefully. Can it be
eaten?
E .
We also make acomplete line
TOWS of “HIGH GRADE” exten-
) sion, pointed, plain and step
HORSE 'rubber tire :
SHOEING ladders. Send for circular and

prices; they will interest you.

ALL HOLLAND LADDER & MFG. CO.

KINDS OF
WAGON AND HOLLAND, MICHIGAN

BLACKSMITH WORK
Painting Automobiles
Carriage c
H. T. BALDWIN
a8y

uLAKE
drive

We Want Correspondence

With parties contemplating
Steam or Water Heating.
A forty years experience
means intelligent con-
struction. In aschool heat-
ing way over three hundred
rooms is our record.

The Weatherly Company

21S Pearl Street. Grand Rapid*

REYNOLD

- mjunaiiovj

UHERVHBAT*
Reduces Fire Insurance
Rates

Will Not Ignite from Flying
Sparks or Brands
Sold by
All Lumber Dealers

The Handy Press
Turns Waste Into Profit

Steel Fire Proof
Paper Baler at

$25.00

(Also larger sizes)

Proved by years of service
Write To-day

The Handy Press

All

Manufactured by

The Grand Rapids Salvage Co.
Grand Rapids, Mich.

H. M_Reynolds Asphalt Shingle Go.
"Originators of the Asphalt Shingle"
Grand Rapids, Micb.

Foster, Stevens & Co.
Wholesale Hardware
di

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

Grand Rapids, Mich.
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He knows how to advertise, display
and sell his goods; how to maintain
a stock in the proper proportions;
how to get in touch with customers
and to go after business.

Above all, people look to him for
businesslike treatment. If he prom-
ises to order something not in stock,
the customer knows it will arrive by
the time specified; and, likewise, the
customer knows that if the hardware
dealer carries auto accessories, he
probably has the very article needed
to meet an emergency.

In short, he gives service; and it is
the public demand for the sort of
service almost uniformly given in re-
tail stores that has turned a lot of
motorists away from the garages and
in the direction of the hardware
stores. The better class of garages
are doing their best to meet this de-
mand—they are now making a strong
point of service—but the difficulties
encountered by motorists in the early
years of the business will help the
hardware dealer who caters to the
accessory trade in an intelligent and
businesslike way.

Display is an important help in
catering to the accessories trade, par-
ticularly that of the motor tourists.
Of course, the big, illuminated “Gas”
sign in front of the store is one of
the surest advertisements when it
comes to attracting attention. For
the handling of gasoline, an under-
ground tank is usually necessary. The
handling of a wide variety of acces-
sories helps the gasoline trade. One
hardware dealer in a small town sells
more gasoline than the two garages
put together; the dealer credits this
largely to the fact that he keeps an
adequate stock of supplies. A meas-
uring pump is, of course, an immense
help in the sale of gasoline.

Incidentally, there are two kindred
lines to which the merchant who han-
dles auto accessories can profitably
cater, and that with practically no
additional outlay for capital. These
are motor boat accessories and gas-
oline engine accessories. The use of
gasoline engines and tractors on the
farm is steadily increasing, and with
it the opportunity of the hardware re-
tailer for reaching out for business.

As for motor boats, in the com-
munity where there is navigable water
this business will likely reach con-
siderable proportions. A dealer in
a freshwater town has a special tank
on the river bank with a man in
charge throughout the summer, and
finds it pays; while motor boaters
come or send for a good many miles
for repairs and items of equipment.

One point is important: get a line
on your local customers. Have a
mailing list compiled showing, as
nearly as possible, every motorist,
every motor boater and every owner
of a gasoline engine within your ter-
ritory., At intervals throughout the
season, mail advertising matter, cir-
culars and the like, to these pros-
pects; and wherever possible, get into
touch with them personally or by
telephone. There is good business to
be had in these lines, but it usually
falls especially to the lot of the man
who goes energetically after it. To
keep in close touch with customers
is helpful, not merely in the selling
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but also
business.

in the buying end of the
William Edward Park.

Live Notes From a Live Town.

Owosso, July 10—Perry A., son of
J. B. Mclntosh, was killed in an auto
accident at Sandusky, Ohio, last week.
The remains were brought here for
interment. Mr. Mclintosh is one of
the oldest members of Owosso Coun-
cil. We extend to him our sympathies
in his bereavement.

S. B. Pitts and family spent the
\yeek at Crystal Lake. They returned
last evening without any fish, as usual.

. D. Chase, of Owosso, and W.
D. Royce, of Ann Arbor, to-day start-
ed for St. Louis to ascertain the cura-
tive properties of St. Louis mineral
baths for rheumatism.

The Strand, Owo0sso’s new opera
house, was opened for business this
week.

Cap. Evans and George Lula, pop-
ular salesmen, started in to celebrate
their vacation with sudden prompt-
ness by going on a fishing trip last
Friday with their wives, accompanied
by a basket of lunch, some—bait—and
a ford. After driving several miles to
Lamb Lake, they pulled up at the
front gate of one of the old residents,
who, by the way, was the owner of
the lane which led to the lake and
also was proprietor of the boat. As
Lula furnished the ford, it fell on
Cap. to act as purchasing agent and
secretary. Hving held the office of
Secretary for Owosso Council for the
last few years, Cap. thought he had
something easy, so he followed a path
around the house and found_ the pro*
prietor of the premises smoking a cob
pipe and greasing his boots. Cap.
took off his hat. Cap. has* Wag of
removing his hat when he is" about
to perform some official duty; in fact.
| have seen him do it when he wantec,
to scratch his head. Cap. said, ;Hello,
comrade. Nice day.” “Yep, said the
old comrade, as he reached for the
other boot, "Whare you from?
“Owosso,” said Cap. “and we want to
rent your boat.” “All right, take her
along so far as | care. Anythin* else
you was reckenin’ on? Boat all
safe | presume?” Cap asked._ Yep.
if it’don’t tip over.” *“An objections
to our driving down_the lane®r . 1?7
enquired. “No, not if you dont hitch
to the walnut trees.” “No trouble
about that,” Cap. replied, we drive
a ford.” *“All right, go ahead. Got
a ford myself. Thé gate is onen. Drive
right down.” “How much for the use
of the boat?” asked Cap., as he re-
placed his hat. “Oh, we dont get
nothing for the boat. Boys generally
leave us about half a dozen nice hsh
as they go home,” and he picked up
his boots and went in the woodshed.
Cap. went back and reported everv-
thing free. "Well» wlio lives nere.
asked Lula, as Cap. climbed into the
auto. “An old friend of mine, lied
Cap. “We used to live neighbors
down in Ohio.” Cap., George and their
wives put in a nice long day paddling
around and trying to fish. About 6
p. m. they pulled ashore with two
nice large perch and three blue gills.
Mrs. Evans said, “Frank, | don’t see
how you are going to settle for the
boat and have any fish left for break-
fast. “Oh, that’s easy,” says Cap.
“I’ll just give him a line of talk and
hand him half a dollar and we’ll eat
fish for breakfast all right.” When
the bunch came up the lane, the gate
was closed and had about a No. 14
oadlock on it and in attendance a good
husky boy seated on the fence, whit-
tling on an axe handle. Lula said,
“Cap., you open the gate and I’ll drive
out.” Cap. confronted the difficulty
by again removing his hat and said,

“Bub, unlock the gate. We’re going
home now.” “Dad said, gimme six
fish and 1’ll let you out.” “Can’t reach

it,” said Cap., “only got five. Heres
half a dollar, bub, come on with the
key,” and Cap. put his hat on and dug
down for the half. “No, dad said six
fish or wait till he gets back. Better
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go back and ketch ‘nother one.” Cap.
Is considered quite an orator, but the
speil he separated himself from right
then didnt sound anything like a
Fourth of July oration. Besides, the
ladies both admit that he used some
awfully poor grammar. Mrs. Lula
says she thought Cap. was trying to
open the gate with prayer, but the
affair resulted in backing the car down
to the lake, hiding the five fish under
the car in the grass and all hands
started out to catch one more fish.
After cruising around until dark
George Lula landed a nice large bull-
head and they all gave a joyful shout
and started for shore—only to discov-
er that some one had stolen the five
fish from under the auto. How they
ever got out of the lane in the road
is a part of the story that, so far, the
writer is unable to furnish the con-
fiding public with any degree of truth-

fulness, as the reports from the dif-
ferent parties are somewhat con-
flicting. Honest Groceryman.

Uae Half as Much

Champion Motor Oil

as of other Oil

GRAND RAPIDS OIL CO.

Tip-Top
Bread

Made in a model sanitary bakery, where
cleanliness is a commandment that is
preached and practiced.

Make “ Tip-Top” Your
Daily Bread

Tip-Top comes to you wrapped and
sealed; it's the Perfect Loaf, Nobly
Planned. If you are not carrying it,
write and we'll arrange to supply you.

He Lives Well Who
Dines on “ Tip-Top”

Hill Bakery—A. B. Wilmink
Grand Rapids, Mich.

“The End of Fire Waste”

COMPLETE APPROVED

Automatic Sprinkler Systems

Installed by

Phoenix Sprinkler & Heating Go.

Grand Rapids, Mich
115 Campau Ave.

Mr. J. Mortimer Rathbone, for many

Estimates Free

Detroit, Mich*
909 Hammond Bldg.

The

Rathbone House

and Cafe

J. Mortimer Rathbone

Manager

Cor. Division Avenue and

Fulton Street

Grand Rapids, Michigan

ears connected

with the hotel business, has taken charge of the Livingston
Hotel, which will hereafter be known as the Rathbone

House and Cafe.

You will find here the same service as in the past, with

accommodations that will satisf
rooms clean, light and airy, an

own at home.

ou. The food is good, the
the beds much like your

Let us serve you on your next visit to Grand Rapids,
whether %/ou are gomﬁ to stay over night or just take

dinner with us, you wi
and service.

receivé the same good attention

J. MORTIMER RATHBONE. Mgr.
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BHECOQMMERCIAL TRAVH B

Grand Council of Michigan U. C. T.

Grand Counselor—Fred J. Moutier
Detroit.

Grand Junijor Counselor—John A.
Hach. Jr., Coldwater.

rand Past nselor—W alter S. Law-
tor?. aGgan SRa%?éjs.seo alter S. La
Grand Secretary—Maurice  Heuman,
Jackson

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

Ci'(Gyrand Conductor—W. T. Ballamv, Bay
tro(Zlvtr'alnd Page—C. C. Starkweather, De-
Grand Sentinel—H. D. Ranney, Sag-
naw.

Next Grand Council Meeting—Bay City,
June 1 and 2, 1917.

Pickings Picked Up in the Windy
City.

Chicago, July 10—One of Chicago’s
pretty drives is through Lincoln Park,
striking Sheridan Road at the North
end and continuing on over Sheridan
Road through Evanston. Wilmette,
Kenilworth, Highland Park, on to
Milwaukee. This is a very pretty
drive, and one that will take a whole
day, sight-seeing. Most of the time
right along the shore of the lake.

The people in Chicago are now
flocking to the swimming beaches.
Anyone visiting Chicago with their
own suit, can take a Northwestern
“L,” leaving the train at Wilson av-
enue and enjoy a swim at the foot of
any street, free of charge.

One of the interesting sights in
Chica(l;o Saturday morning was the
arrival from Calgary, Alberta, Cana-
da, of the Alazhar Shrine, accompan-
ied b]y the Edmonton newsboys band
of fifty pieces. This party 1s com-
posed of ' men and about 200 or
their wives. One of the live wires
with this body of men is C. Adams,
of s!',0s noth avenue. Edmonton. Mr.
Adams. 1 might add here, is also a
member of the | nited Commercial
Travelers, holding the office of Sec-
retary-Treasurer for the past two
years. 1 he reason why these boys
are so prominent and so popular is
because they have with them in a
special baggage car two bear cubs
and a genuine buffalo, which they
are going to present to the city of
Buffalo on their arrival there. They
left Chicago by way of Detroit and,
after spending a da¥ seeing the sights
in Detroit, they will proceed to Buf-
falo. where they expect to take their
buffalo to the city hall.

Jack Dietrich, Secretary-Treasurer
of the G. J. Johnson Cigar Co., spent
last Wednesday in Chicago with his
Chicago representative, looking over
business conditions in general, leav-
ing Chicago for Kenosha and Mil-
waukee to meet the Wisconsin repre-
sentative. Mr. Dietrich reports busi-
ness in general very good. He says
the factory is working every minute.

M. J. Ocksreider. representing the
Universal Tobacco Machine Co., New
iork, known as stripping machine,
has handed in his resignation and will
actopt a position as \Vestern repre-
sentative for the Day-Eltier Motors
fO. Newark. N. J. 'Mr. Ocksreider
will make his headquarters in Chi-
cago after August 1

Chicago is now hack to normal re-
garding the Mexican trouble. There
Is very little noise being made over
it. Some of the soldiers are return-
ing to the city from Springfield on
account of disability.

T. E. Barrow has been appointed

Supertendent of Service for the New
Morrison Hotel.

Any Michigan visitor to Chicago
wishing any high grade stenographic
work done while there will be taken
care of in first-class order at a very
reasonable price on the mezzanine
floor of the New Morrison Hotel.

______ N AC. W. Reattoir.

Kazoo Kinklets.

Kalamazoo, July 10—Kalamazoo
Council has certainly been honored

\ 1 “rand and Supreme Councils.
At: the recent Supreme Council meet-
ing in Columbus, Eugene A. Welch,
fast Grand Counselor of Michigan’
was named a member of the State
of the Order Committee. This is a
very important committee and has a
great work to do. It will consider
e}'ery possible question from every
side and angle, hoping to secure bet-
terments for the order. There is no
more competent man for this work
nor one who has the welfare of the
boys and the good of the order near-
er his heart.  Mr. Welch was also
selected by the Grand Counselor for
B;%trict Deputy for Western Mich-

i T1%re is,Quite an awakening among
the ‘silent “members of No. 156 ana
its past officers are taking more than
ordinary interest in its affairs. The
present officers seem very efficient
and things look fine for the future,
there s something under somebody’s
hat.  Watch for Tt \y

Unsolicited Appreciation.

It is often the case that after a man
is dead and gone the world finds out
what a useful man he was and how
much he must have been appreciated.
Too little attention is given to the
man who does the real good things
in this world every day that he lives.
Too little appreciation is shown at the*
right 'time, when if show,}, much
more good might have been done for
the world. After all the real man
who does the real things does not
care so much for the flattery of the
world. They do the things because
they enjoy doing them, and with the
hope that they might leave something
for the world to think about after
they are gone.—Waterloo, Ind., Press.

Ecclesiastical Dues Enforced.

“l canna get ower it a Scotch
farmer remarked to his wife, “I put
a twa-shillin’ piece in the plate at the
kirk this morning instead o’ ma
usual penny.”

The beadle had noticed the mis-
take, and in silence he allowed the
farmer to miss the plate for twenty-
three consecutive Sundays.

On the twenty-fourth Sunday the
farmer again ignored the plate, but
the old beadle stretched the ladle in
front of him and, in a loud, tragic
whisper, hoarsely said:

“Your time’s up noo, Sandy.”

Stick to your business with the glue
of industry.

At Harbor Springs, Mich.
The

Emmet House

is a good place to stop
Open all year $2.00 per day

Now under management of Will
Cartwright, you will be treated
right. Come on Fishing, the
Perch are biting.

Hotel Charlevoix
Detroit

EUROPEAN PLAN
Absolutely Fire Proof

Rates, $1 for room without bath:
$1.50 and upwards yirith bath.

Grinnell Realty Co., Props.
H. M. Kellogg, Manager

Attention, Hotel and Restaurant
Men

FOR SALE—Six foot, hand carved solid
oak side board for dining room. Cost $300
new. Bargain at $35.

Coffee Ranch.

Grand Rapids. Michigan

HOTEL CODY

EUROPEAN
GRAND RAPIDS, MICH.

Rates$l and op. ~ $1.50 and up bath.
12 Monroe Ave.

Snyder’s Restaurant

41 North lonia Ave.
4 Doors North of Tradesman

Special Dinners and Suppers 25c

The Hotel Qeib

Eaton Rapids, Mich.
L. F. GEIB. Propr.

AMERICAN PLAN
Bell Phone 860 Citz. Phone 2713
Lynch Bros.

Special Sale Conductors
Expert Advertising—Expert Merchandising
28 So. lonia Ave. Grand Rapida. Mich.

Artesian Water Steam Heat
$2 Per Day
Sample Room in Connection

Cushman House
PETOSKEY
AMERICAN PLAN $2.50 AND UP

Leading Hotel in Northern
Michigan
W. L. McMANUS, Ir., Prop.
The place to spend Sundays.
Resort Season now on.
Drop us a card for reservation.

Special attention to Commercial Trav-
elers and their wives.

One day Laundry Service—SATURDAYS.

Hofei Hermitage
John Moran, Mgr.
EUROPEAN PLAN
Grand Rapids, Mich.

Rates without bath SO, 75 and $1.00

Rates with bath $1.00 and $1.50
per day

CAFE IN CONNECTION

GOODRICH STEAMSHIP LINES

The €0, T O C H IC A G O
Comfortable Way

SAVE MONEY — TRAVEL THIS ROUTE —  STEEL STEAMSHIPS
Connections Made with G. R.. G. H. & M.. G. R &1. and G. T. Rya.

FARE. ONLY $2.75

CITY TICKET OFFICE: 127 PEARL ST, “Powers Theatre Bldg.”
GRAND RAPIDS, MICHIGAN
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FRAUDULENT ON ITS FACE.

Curious Collection Contracts Writ-
ten By Three Shysters.

Tradesman has frequently
warned its readers to beware of the
Merchants and Manufacturers Pro-
tective Association, which purports
to have its main office at 251 House-
man building, Grand Rapids. As a
matter of fact, this is the office of
McKenna, Herman & Smolenski, well-
known attorneys. A year or so ago
John Clancy, of Detroit, arranged
with these gentlemen to act for him
as the attorneys of his alleged As-
sociation in Kent county only. In-
stead of confining his operations to
this county, he has covered the entire
State and goes about representing
McKenna, Herman & Smolenski are
the general attorneys and legal ad-
visors for his company and that their
office is the headquarters of his al-
leged organization. He has since
taken into partnership John Bernard
and H. L. Boyd, both of Detroit, al-
though their exact abiding place can-
not be ascertained, inasmuch as they
give a phony address, 107 Tallman
avenue. These men are soliciting
memberships to this organization on
fradulent representations. They .are
taking anything they can induce the
merchant to give up in advance, rang-
ing from $10 to $25, and a recent cer-
tificate issued bears No. 3195. If they
began numbering their certificates at
No. 1, they must have victimized up-
wards of 3,000 merchants. Certifi-
cate No. 3195, uttered May 12, 1915,
by John Bernard, bears the following
guaranty:

“We agree to show results of 50
to 75 per cent, on all accounts sent
us or refund the membership fee.”

Any agent offering such a guaranty
is clearly engaged in obtaining money
under false pretenses. Any merchant
who can be caught by such clap trap
is pretty close to being an easy mark.

The Tradesman has repeatedly
warned its readers never to have any-
thing to do with any collection agency
which demands money in advance for
making collections and it feels im-
pelled to repeat this advice and ad-
monition at this time in view of the
large number of fraudulent agencies
which are soliciting the patronage of
the merchants of Michigan.

The

A treaty of alliance between Japan
and Russia has long been in the mak-
ing; its conclusion is a clear result
of the European war. That hastened
and strengthened the inclination of
the two nations to seek common
ground in the Far East. Japan has
been arming Russia for European bat-
tles, and as a partial return has got
an understanding about spheres of in-
fluence and mutual rights in the Ori-
ent. Such are the revenges which the
whirligig of time brings round. The
Anglo-Japanese alliance is still in ex-
istence: but its renewal, at the fixed
term, will be made doubtful by the
new treaty between Japan and Rus-
sia. For it was distinctly the idea
of Japan as a counterweight to Rus-
sian ambitions in the Far East which
led the British government to take
the daring step of a Japanese alliance.
Now, Russia suddenly appears as

Japans ally. The spectacle must
cause much searching of heart in Eng-
land. It is certain, also, to cast its
shadow over China. The full result
cannot be expected to declare itself
until after the close of the war in Eu-
rope; but the treaty gives one more
hint of the enormous changes which
the world will see after the fighting.

William H. Tell entered the employ
of the Standard Oil Company eleven
years ago as billing clerk. In the
meantime he has been promoted four
times, occupying successively the
positions of book-keeper, stock clerk,
credit man and chief clerk. Last week
he received notice that he would be
promoted to the position of traveling
auditor to take effect July 15. There
have been nine auditors in the field
and the territory has been re-arranged
so as to make room for the tenth man.
Mr. Tell will remain about four
months in each city. In keeping with
the general policy of the Standard Oil
Company, he is privileged to take his
wife with him while in the pursuit of
his duties. The promotion came as a
surprise to Mr. Tell who is very much
in love with his present position and
hesitated some days before he con-
cluded to leave the associations which
have become so near to him and the
city which has been his home since
he was 2 years of age. Mr. Tell is
succeeded by Lawrence Hanna, who
has been in the employ of the Stan-
dard Oil Company for ten year's and
has followed Mr. Tell along the line
of promotion.

Secretary Baker has done the cor-
rect thing in releasing from the Na-
tional Guard the men with families or
relatives dependent upon them. To
discharge all the married men is not
intended, for there are many who are
pecuniarily independent, and to al-
low them all to go might in some
cases cut the regiments nearly in half.
Of course, the lesson of it all is that
hereafter men must not enter the Na-
tional Guard who are not ready for
any imaginable service, not only for
the state, but for the Federal Govern-
ment as well. They must be so situ-
ated that they can go overseas on a
moment’s notice if the President di-
rects, and as their period of liability
is for six years, they must be mobile
during this time. This fact is likely
to make a considerable change in the
personnel of the Guard.

Milwaukee’s Mayor is a Socialist
and an avowed anti-war advocate. In
a proclamation requesting homes, bus-
iness houses and municipal buildings
to display the American flag in honor
of soldiers leaving the city, he said
if the President was calling out troops
to protect the borders of the United
States he should be honored, but “if
he permits one drop of blood to be
shed for any other purpose other
than the country’s defense we should
reserve the right to censure him.”
His proclamation has been criticized
roundly, and perhaps it was well that
the Mayor did not appear to join in
the city’s farewell to the troops, for
he would have heard uncomplimentary
remarks about his attitude.
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Honks From Auto City Council.

Lansing, July 10—All grocery sales-
men in Michigan have been on a va-
cation for ten days, which we pre-
sume has been appreciated—by the
merchants.

The Lansing branch of the National
Grocer Co. has purchased two more
ford roadsters for the use of its trav-
elers in covering their territory, but
we are unable to learn the names of
the travelers who are thus afflicted.
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ath%/ of our Council be extended to
his family in their affliction; also be
it further

Resolved—That our charter be
draped for a period of thirty days
and these resolutions be spread upon
the records of our Council and a copy
transmitted to the family of our de-
ceased brother. H. D. Bullen.

Sparks From the Electric City.
Muskegon, July 10—The 1916 va-

J. H. Elliott will open a new gro-cation is how history and everybody

cery next Friday at 540 North Cedar
street. Fred Mott, of the Elliott
Grocer Co., sold the stock order, as
usual.

H. S. Ives (Bauerle Candy Co.)
neglected to have his ford insured
against theft and for this reason is
obliged to dig down for the price
of another. Our sympathy is with
Mr. Ives and here’s hoping the skunk
y{/ho took it breaks his own neck wita
it.

Charles Nesen (Elliott Grocer Co.),
accompanied by Mrs. Nesen, motored
to Oceola, lowa, for a short visit with
friends and relatives during the first
ten days in July. The visit was nec-
essarily short because of the time
consumed on the road in fixing tires
and making detours around bad places
in the roads. Charlie says he expects
to live long enough to see all roads
as good as Michigan Boulevard in
Chicago. Then other cars can travel
as well as fords.

L. L. Colton (Schuest Co.) is spend-
ing his vacation with his family at
Pine Lake. Already we are loaded
with fish stories, but inasmuch as we
have made a practice of writing only
what we believe, we refrain from as-
suming any responsibility for what he
says about the big ones.

Several delegates to the Supreme
Council traveled all night in order to
attend the funeral of James F. Ham-
mell July 1. Among those to pay a
last tribute of respect were Grand
Counselor F. J. Moutier, of Detroit,
Past Grand Counselor W. S. Law-
ton, of Grand Rapids, Grand Secre-
tary Maurice Heuman, of Jackson,

and H. A. Marks, Secretary of De-
troit Council.
Fred mMott (Elliott Grocer Co.)

passed up his annual fishing trip dur-
ing vacation time and journeyed with
his family to Lincoln, Nebr., where
they visited friends and relatives and
attended some very unique social
functions, the principal of which was
the sixtieth wedding anniversary ot
Rev. and Mrs. Jeremiah Mickel, who
visited their Michigan friends in 1914
and were at that time prominently
mentioned in Honks column. Mrs.
J. R. Mickel, mother of Mrs. Mott,
was the bridesmaid of sixty years ago
éar]d thoroughly enjoyed the entire
rip.

The following resolutions of re-
spect and condolence on the death
of James F. Hammell have been
adopted by Auto City Council:

Whereas—The hand of Divine
Providence has removed from our
midst our late brother, James F.

Hammell; and

Whereas—It is but just that a fit-
ting recognition of his many virtues
should be made; therefore be it

Resolved'—By Auto City Council
of the United Commercial Travelers of
America that, while we bow with
humble submission to the will of the
Most High, we do not the less mourn
for our brother who has been taken
from us; and be it further

Resolved—That in the death of
James F. Hammell, this Council la-
ments the loss of a brother who was
ever ready to proffer the hand of aid
and the voice of sympathy to the un-
fortunate and distressed of our order;
an active member of our society whose
utmost endeavors were exerted for
its welfare, a friend and companion
who was dear to us all; a citizen
whose upright and noble life was a
standard of emulation to his fellows;
be it further

Resolved—That the heartfelt sym-

is back on the job again. It is a lit-
tle hard to get started after ten days
of pleasure, but everything will soon
be running smoothly again and busi-
ness will be better than ever.

When it comes to entertaining we
take our hat off to John T. Sharpe.
He very kindly took the writer and
family to Big "Rapids in his car and
entertained us at his home; also made

side trips to Chippewa Lake, Paris
and Reed City and returned us to
Muskegon last Wednesday. John

ﬁromised us the best meal we ever
ad and he made good by taking us
to Taber’s Inn, at Chippewa Lake.
Any of the boys who have to make
this town will be wise if they take
my tip and get one of Mrs. Taber’s
chicken dinners.

George D. Hume and party are
making quite an extensive motor trip
through the East. They expect to
be gone about three weeks.

The Grocers and Butchers’ Asso-
ciation of Muskegon are making ex-
tensive preparation for their annual
picnic to be held at Lake Michigan
Park August 9. This is to be the
.biggest and best” and no expense
is to be spared in giving everybody
a great time. We will have more to
say later on the subject, giving par-
ticulars as to means of entertain-
ment, etc.

Next Saturday is meeting night
and we want a good big attendance,
as there probably will be a bunch of
candidates for initiation, due to the
effects of the big membership contest
Everybody turn out and help.

This column is going to be rather
short this week, owing to vacation
and the fact that no news has reach-
ed the writer from any of the mem-
bers. Boys, try and give this just a
few moments of your time every day
and we assure you it will be greatly
appreciated. E. Lyon.

May Kill By Automobile in Self De-
fense.

The Supreme Court of Illinois holds
that killing anyone with an automo-
bile may be accidental, may be done
in self-defense, as when the chauffeur
drove into a bandit, knocking the
latter against a stone curb and kill-
ing him; it may be manslaughter, as
the result of insufficient precaution
or deliberate murder.

In the case in point the driver was
attacked by a highwayman and drove
the bandit down in self defense. A
jury exonerated him and the Supreme
Court upheld the verdict.

There is a big field for American
exporters in Roumania, according to
a former official of that government.
He claims that advertising American
wares is useless and that the Germans
gained a large trade because they
sent their salesmen to Roumania with
the articles to be sold. One German
firm sent a salesman with a reaping
machine to one community and let
the farmers use the machine all sum-
mer. In the fall he helped them
form a co-operative society to buy
the reaper, and in that way others
were sold. Americans must exhibit
their goods and show what they can
do if they desire to do business with
Roumania.
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Fred L. Raymond, Grand

Michigan
President”
Ra p ids.

and_ Treasurer—W alter S.

Secretar
alrand Rapids.

Lawton,
The Status of the Stephens Bill.
Tlie Ashurst-Stephens price main-

tenance hill is making substantial

progress. This statement is made
without fear of contradiction, hut the
most important evidence in its sup-
port consists in the desperate efforts
of its enemies to defeat this benefi-
cent measure. Another straw show-
ing which way the wind blows is the
recent announcement that the stan-
dard price principle as embodied in
the Stephens bill has received the
endorsement by a three-to-one vote
of the Chambers of Commerce of the

United States, the official figures

showing 693 in favor to 237 against.

There seems to be even yet a good
deal of misconception in some quar-
ters as to the precise object of the
bill. We therefore repeat that the
bill provides that the manufacturer
or owner of trade marked articles
shall not only fix a uniform resale
price, but he shall also fix a uniform
price at which it shall be sold to the
retailer and to quote the wording
of the bill “There shall be no discrim-
ination in favor of any vendee (re-
tailer or jobber) by the allowance
of a discount for any cause, by the
granting of any special concession or
allowance, or by the payment of any
rebate or commission or by any other
device whatsoever.”

Among the objections raised by
price cutters to the bill, is the plea
that maintained prices would prevent
seasonable reductions in prices. This
point is taken care of in the bill, for
it will not prevent important season-
able reductions in prices, in fact it
expressly provides that in case of
deteriorated goods the dealer may
sell them at any price he chooses,
provided he has first given the manu-
facturer an opportunity to take them
off his hands at what they cost him.

No retailer is obliged to buy any
particular merchandise and will not
do so unless a demand is being cre-
ated. and this demand he will be glad
to supply at the satisfactory profit
which the manufacturer will place
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upon his merchandise. Remember
that is is only trade-marked or special
brand goods on which a certain sell-
ing price can be required, and talk
about the impossibility of marking
down merchandise and having sales,
etc., has no apparent bearing what-
ever on this bill.

The opponents argue that one has
to be a bankrupt or go out of busi-
ness in order to change the price on
trade-marked merchandise. It is for
every manufacturer's interest to see
that his goods are sold, or else he
will have no demand for them, and
if the goods happen to be such (and
they seldom will be) that weather con-
ditions effect the sale, such manufac-
turer would naturally arrange that on
a certain date certain prices might
be made to dispose of such stock as
is on hand, the same system as that
employed to-day by the Manhattan
Shirt Company. If the goods become
shopworn or soiled in any way, then
the Stephens Bill provides satisfactori-
ly for the sale of the merchandise.

Perhaps one of the weakest state-
ments made by critics was the fact
that the consumer would be penalized
by the passage of this bill. All mer-
chants must make a reasonable aver-
age per cent, on their sales or they
cease to exist. Selling well-known
articles, as is done to-day in many
instances at about cost, must be equal-
ized by a larger profit marking on
other products.

As for the elimination of competi-
tion. we will find plenty of competi-
tion outside of any trade marked mer-
chandise. Not only competition in
prices, but competition in service.

It is only reasonable and just that
a manufacturer of a standard product
should desire to maintain the resale
price of his commodity in order to
protect himself as well as to afford
good margins of profits for the han-
dlers of his article. He naturalljr
wants to make a reputation for his
goods and so he establishes a price
at what he considers a logical point
from the standpoint of production
cost and demand.

The bill is bitterly opposed by cer-
tain large retail stores who prey on
the credulity of the public and mis-
lead them by cut-price advertising
usually as a bait to get them into
their place of business and push off
on them something else in place of
the article that they advertised at the
cut-price. One can see that done daily'
in many of the department stores
where they will advertise well known
proprietaries at anywhere from 41
cents to 59 cents (less than the whole-
sale price charged the dealer) but in
nine cases out of ten the clerk will
switch the customer to own make
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goods on which his firm will obtain
a good profit.

As long as indiscriminate price
cutting is tolerated, the manufacturer
will find the demand for his goods
diminishing, because all retailers who
believe in obtaining reasonable profits
will drop the merchandise in ques-
tion, the manufacturer's legitimate
outlet will be choked, and the public
will be deprived to a large extent of
the right to obtain with ease the
desired goods.—Practical Druggist.

Sagacious Suggestions From Saginaw
Salesmen.

Saginaw, July 10—Saginaw is again
in the limelight. Two world’s records
were made on the local track July 4.
They all know where to come to es-
tablish their big records. The weath-
er was great for racing and the horses
seemed to enjo¥ performing before
the 10,000 sport fans

Bad Axe people ‘are fighting like
demons for her favorite son, A. E.
Sleeper, for Governor of this great
State. Mr. Sleeper is a former Con-
gressman and State Treasurer, is in-
terested in many State banks and
business enterprises in the Thumb.
He is President of the Clark & Mec-
Caren Co., wholesale grocer, one of
the most enterprising wholesale
houses in Michigan. Mr. Sleeper does
not belong to the slick, polished
tongue class of politicians. As Con-
gressman and State Treasurer he
served his people unfalteringly and
now asks their support Aug. 29 at the
primaries. It is safe to say among
the traveling men in general he is a
favorite.

William J. (Bill) Leppien, youngest
representative of the local branch of
the National Grocer Co., spent a part
of his vacation time in Detroit. He
will be expected to give an account ot
himself upon his return.

Ora Lynch is attending the World’s
Salesmanship Congress in Detroit
this week. He travels for Wing &
Co., of Detroit.

No vaudeville actor has it on the
weather man as a quick change artist.

Who said William Jennings Bryan
was dead? With the common folk
he is as big a 16 to 1 shot and peace-
maker as ever. He is to be the head-
liner at the Port Huron Chautauqua,
speaking on July 31. Already the
political and social clubs are arrang-
Ing to give him a rousing welcome.
It is hard to keep a good man down.

Despite the rainy season in the
Thumb district, the present outlook
for the farmer is great. While the
beet crop will not be large, the bean
acreage is the greatest in the history
of that section. Sanilac county alone
has 16,000 acres of beans and if the
price keeps up the harvest will be
worth while.  Beans are selling at
$6.25 now. All crops are looking fine
now. Hay is a big crop.

Mrs. Louis Stierle and daughter.
Florence, wife and daughter of one of
Saginaw s progressive grocers, L.
Stierle. have gone to Lakeland for a
fortnight.

Saginaw’s Chautauqua begins July
29, lasting eight days. Some very
fine attractions are coming here. One
of the best is Julia Claussen, eminent
E,:ontralto of the Chicago Grand Opera

Herman E. Vasold, ex-Secretary of
Saginaw Council, who was a delegate
to the Supreme meeting of the United
Commercial Travelers, reports a
?ranod and enJoyabIe trip to the capi-

The best ]ournal of its kind in all
America—the Michigan Tradesman.
Only $1 per year.

The members of EIf
Temple. A. A. O. N. M. S, including
the Arab patrol and drum crops, iett
Monday morning on a P. M. special
for Buffalo to attend the meeting of
the Imperial Council there. The trip
was open to all who desired to go and
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was not confined exclusively to
Shriners.

Through the efforts of the D. A. R
three of our city parks are now flying
big American flags. The Wm. Barie
Dry Goods Co. gave one to Hoyt
park. The M. W. Tanner Co. pre-
sented one to the city for Bliss park
and Ezra Rush gave a flag to the
park bearing his name, Rush park

Eighteen local teachers are attend-
ing summer school at Ypsilanti.

The Cadillac Produce Co., of Cad-
illac, has opened up for business with
L. D. Sigler as manager. John W.
Ladd & Co., of Detroit, through their
representative, M. Conaton, Jr., sold
them their machinery for the manu-
facture of butter and cheese.

The drys certainly are staging a
great fight against booze in Saginaw
county. Plans are now under way to
have Bully Sunday (of course, ma will
come with him) speak here; also
Richmond P. Hobson and William J
Bryan. If Mr. Pelter, the dry cam-
paign manager, can arrange to hold
these meetings in the auditorium and
charge an admission he certainly
could swell the campaign fund.
Sunday-Bryan team ought to prove
a winner.

Detroit has a fine plan for supplying
funds for sick and disabled policemen.
All moneys taken in from raids on
gambling dens are turned over to this
fund. It should prove quite a business
getter for policemen to let such places
run and every so often make a raid
on a sort of a fifty fifty plan. Jim,
I’'m surprised you allow such a thing
to be pulled off in your city beautiful.

Saginaw celebrated the Fourth in
old fashion style. Noisier than noise.

B. & S.

Famous 5c¢ Cigar
Long Filler

Especially Adapted to the
iscriminating Taste
of the Drug Trade

Send for Sample Shipment.

Barrett Cigar Co.
MAKER
lonia, Michigan

“ Makes the bone and muscle
That makes you want to hustle,""

Far Sala by all Wholesale Druggists
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Roosevelt is again trying to win
back lost laurels. He says in case
war is declared on Mexico, he is will-
ing to offer his services to the Govern-
ment, but with such a man as Presi-
dent Wilson at our head, we can say,
"Lhanks, Teddy we don’t need you.”

Postmaster C. E. Lown is now in
Bedford City, Va., attending the dedi-
cation of the Elks National Home.

Best weather, best crowds, best
races and most money made at the
local short ship meet last week in the
history of the local racing society.
Several world’s records were set.

The writer doesn’t want to really
knock, but of all places to go for an
outing and get stung, just try Wenona
Beach, Bay City. They advertise a
wonderful ~beach.  Why, Riverside
Park, in this city, is an Atlantic Cit
beside Wenona Beach. To my recol-
lection | never saw so fifthy a place
to go swimming—weeds, grease, mud,
dead minnows and millions of dead
fish, flies are there to greet you and
help initiate that new bathing suit.
If the State Sanitation Board knew
of this place, they would, no doubt,
order the beach closed. It is a fine
disease breeding hole.

F. D. Letts, Western Union tele-
graph operator of this city, left last
week for Houston, Texas, where he
has accepted a position as superin-
tendent of a Government agency for
the Southwest. He was with the
Western Union here two years. His
wife and two children will go to Bat-
tle Creek, their former home, to re-
main until fall.

If the jingoes ever put out a presi-
dential ticket, it is a safe bet Teddy
will head the ticket; in fact, it is the
only ticket he is fit for.

E. C. Ewen and William L. Reinke,
of this city have organized a new in-
dustry, the Saginaw Graphite Co,
which will be located at the foot of
Hoyt avenue and Water street, in the
old” Lee planing mill.  Both Mr.
Reinke and Mr. Ewen have a wide
experience in the graphite business,
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having held responsible positions with
the U. S. Graphite Co., of this city.
Machinery is now being installed and

will be In operation in about two
weeks.

Have you heard the latest? Mike
Conaton saw a ghost. That is, he

thought he did. Sunday morning
about 3:30 he was roused from his
peaceful slumbers by the sound of
footsteps on Jefferson avenue. What
could it mean, thought big Mike. The

neighborhood is made UE mostly of
salesmen and, as far back as history
goes, no traveling man was ever

known to be out at such an hour on
Sunday morning. Stepping to the
window and throwing his flashlight
on the moving object clad in white,
Mike demanded, “Who goes there?”
“Tis 1,” replied the little fat figure.
“Tm bound for the circus grounds.
Won’t you come along? | want to
see them unload the animals.” Can
you imagine a full grown man—yes, a
salesman, too—pulling off such a
stunt and he couldnt say he had to
take the children down, for he has
none. How true the old saying, “Once
a man and twice a child.” Mike warn-
ed Ora Lynch and asked him to put
on rubber heeled shoes the next time
he wanted to travel out Jefferson
avenue at such an hour in the morn-
ing. M. Steward.

New President of Board of Pharmacy.

Muskegon, July 10—The annual
election of the Michigan Board of
Pharmacy held in Detroit June 20,
resulted as follows:

President—E. T. Boden, Bay City.

Secretary—Charles S. Koon, Mus-
kegon.

Treasurer—George F. Snyder, De-
troit.

Examination, August 10 and 11,
Marquette.

Examination, November 21, 22 and
23, Grand Rapids.

Charles S. Koon, Secretary.

Soda Fountains

Soda Fountain
Equipment

Including Carbonators, Shakers, Mixers, Glassware
Spoons, Sanitary Gups, Etc.

Tables—Chairs

We are also headquarters for fruits, syrups, flavors,
extracts, root beer, coca cola, and everything de-

manded by the retail public in this line.

We are more

fully equipped than ever before to serve you for the
summer season and we solicit not only your orders, but
inquiries in regard to the merchandise that we can
furnish to the dispensers of summer drinks.

Hazeltine & Perkins Drug Co.

Wholesale Druggists

Grand Rapids, Michigan
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WHOLESALE DRUQ PRICE CURRENT

Prices quoted are nominal, based on market the day oi issue

i Acids
Boric (Powd.)
Boric (Xtal)
Carbolic
Citric ... 0
M uriatic 8
Nitric
Oxalic .. 90
Sulphuric 8
Tartaric . 0
Ammonia
Water, 26 deg. ..8 © 12
W ater, 18 deg. .. 6%© 9
Water, 14 deg. .. 4%© 8
Carbonate. . 13 © 16
Chloride ... 10 © 25
. ame
Copaiba ......c.... @140
Fir (Canada 12501 50
Fir (Oregon 40© 50
Peru . 5 00@520
Tolu 76@1 00
Cubeb . @ 75
Fish .. © 20
Juniper 0 15
Prickley @ 30
Barks
Cassia (ordinary) 250 30
Cassia (Saigon 9001 00
Sim (powd. 35c) 300 35
Sassafras (pow. 35c) © 30
Soap Cut (powd.)
35C s 230 25
. Extracts
Licorice ...ovnnne 380 40
Licorice powdered 500 55
i Flowers
Arnica . 000110
Chamomile (Ger.) 9501 10
Chamomile (Rom) 550 60
Acacia, 65
Acacia, 55
Acacia, 50
Acacia, 350 40
Acacia, powdered 400 50
Aloes (Barb. Pow) 300 40
AloeB (Cape Pow) 200 %
Aloes (Soc. Pow.) 400
Asafoetida ___ 0001 10
Asafoetida, Powd.
Pure .. 11501 25
U. S. P. Powd. 13001 50
Camphor .. 660 75
Guajac 55
Guaiac, 60
[T I 75
Kino, powdered 80
rrh e, © 40
Myrrh, powdered © 50
Opium .......... 13 75014 Q0
Opium, powd. 14 75015 Oc
Opium, gran. 14 75015 00
Shellac  ...ccoee.. 310 35
Shellac, Bleached 350 40
Tragacanth
NO. 1 i ©3 50
Tragacanth powder 225
Turpentine ... 10© 15
Leaves
Buchu .. 17501 85
Buchu, powdered 1 85@2 00
Sage, bulk ... 670 70
Sage, 14s loose .. 720 78
Sage, powdered .. 55© 60
Senna, Alex .. 550 60
Senna, Tinn 420 50
Senna, Tinn 500 55
Uva Ursi 180 20
Oils
Almonds, Bitter,
true .. . 15 00015 25
Almond
artificial ... 000 7 25
Almouds, Sweet,
true . 501 50
Almouds, Sweet,
imitation ... 660 75
Amber, crude .. 15001 75
Amber, rectified 2 5002 75
Anise . 2 0602 25
Bergamont 5 0005 20
Cajeput 13501 60
Cassia 2 2502 60
Castor .. 15201 6&
Cedar Le 12001 40
Citronella . 8501 20
Cloves 2 0002 25
Cocoanut 200 25
Cod Liver . 64006 50
Cotton Seed 11501 25
Croton 2 0002 26
.Cupbebs 4 2504 60
Eigeron ... 17502 00
Eucalyptus .... 10001 25
Hemlock, pure .... ©1 00
Juniper Berries 8 0008 20
Juniper Wood 12601 60
Lard, extra .9601 06
Lard, No. 1 . 850 95
Lavender Flow. 5 0005 20
Lavender, Gar’n 1 2501 40
Lemon ... 20002 25
Linseed, boiled, bbl. © 67
Linseed, bid. less 720 77
Linseed, raw, bbl. 0 66
Linseed, raw, less 710 76

Mustard, true. oz. gz (oo}
Mustard, artifil oz. 1 50
Neatsfoot . 850 9%
Olive, pure 2 5003 50
Olive alaga

ellow ... 16001 75
Olive, Malaga,

reen ... 16001 75
Orange, Sweet ..4 0004 20
Origanum, pure .. ®2 50
Origanum, com’l © 75
Pennyroyal 22502 50
Peppermint T 3 0003 25
Rose, pure_ .. 12 00014 00
Rosemary Flows 15001 75
Sandalwood, E. 9 0
Sassafras, true 12501 45
Sassafras, artifl’l 500 60
Spearmint .. 27503 00
Sperm 01 05
Tansy ...
Tar, "USP ..
Turpentine,
Turpentine,
Wintergreen, tr. 55005 75
Wi intergreen, sweet

dirch™ s 40 25
Wintergreen, art 3 5003 75
Wormseed .... 35004 00
Wormwood 4 0004 25

Potassium

Bicarbonate . 18001 %
Bichromate . 800 &
Bromide

Carbonate
Chlorate, xt
owdered
Chlorate,
Cyanide . .. 400 50
lodide ... . 4500 4 60
Permanaganate 2 4002 60
Prussiate, yellow 01 50
Prussiate, red ..6 0006 50
Sulphate ... 10
Alkanet ... 9001 00
lood, po 200 25
Calamus ... .. 7503 0
Elecampane, pwd. 150 20
Gentian, powd. 45© 50
Ginger, African,
powdered ... 200 25
Ginger, Jamaica 300 35
Ginger, Jamaica,
powdered ... 300_35
Goldenseal pow. 6 500 7 00
Ipecac, 00
Licorice
Licorice, .
Orris, powdered 300
Poke, powdered 200 25
Rhubarb ..o 7501 00
Rhubarb, powd. 7501 25
Rosinweed, powd. 250 30
Sarsaparilla, Hond.
round ... i 60
Sarsaparilla Mexican,
ground 30
Squills 40
Squills, pow 60
Tumeric, powd. 130 20
Valerian, powd. 700 76
Seeds
25
0 2
0 10
Canary 80 12
Caraway 250 30
Cardamon . 1 8002 00
Celery (45- 340 40
Caoriander 100 18
il 300 25
Fennell ©1 0
lax 5%® 10
Flax, ground 5%® 10
Foenugreek, pow. 8® 10
Hemp "~ ... . 80 12
Lobelia .. , 400 60
Mustard, yellow = 220 30
Mustard, black ..19© 25
Mustard, powd. 320 36
Poppy . [ve)
uince
age
S'abadill .. 40
S'abadilia, powd. . © 40
sunflower  .......... 7© 10
Worm American o 25
Worm Levant .. 15001 75
Tinctures
Aconite 0 76
Aloes . ft 66
Arnica (6]
Asafoeti 36
Belladonna ftl 66
Eenzo!n & J ft\l 00
enzoin Compo’ 00
Buchu p g)l 60
Cantharadles ft 80
Capsicum 90
Cardamon ft1 60
Cardamon, ft% o0
Catechu ft 60
Cinchona ft\ 06
Colchicum ft 76
ubebs ftl 20
Digitalis ft 80
Gentian ft 75
Ginger ... ft 96
Gualac ... . ftl ob
Gualac, Ammon. ft 80
lodine  .............. 02
lodine, Oolorl—B 0*
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plecac o 75
ron,
Kino .. 8 ?8
Myrrh . 105
Nux Vom 8 70
Opium 03 50
Opium, Capmh. 0 o
Opium, Dcodorz'd 375
Rhubarb 8 0

Paints

Lead, red dry ,. io iQioy,
Lead, white "dry 10 ©loti
Lead, white oil 10 ©io2

hre, yellow bbl. 1 ©
hre, yellow less 2 0
utty’ 9U.0

61 xenetn pbl. i%® 4
I!ieg} 6%?1%1’“ ess Il‘% 5
Whu\ng?nbblAmer- 25® H

. p- Prepd. 1 6001

Insecticides

ATSENIC .o am,
Blue Vitriol, bbl.".. @
Blue Vitriol, less 16© 25
Bordeaux Mix Pst 8o 10
Hellebore, White

powdered ... 40

Fowder .. 300 50

ffad, Arsenate 10%© Iig
Lime and Sulphur

solution, gal. .. 15© 26
Paris Green 37%0© 42

Miscellaneous

Acetanalid ... 9001 09
Alum 120 15
Alum, powdered and
ground ... 14@ 17
bismuth, Subni-

trate .o 41004 15
Borax xtal or

powdered ... 100 15

Cantharades po 2 00010

Calomel 2 0002 05
Capsicum 300 35
Carmine ... 6 500 7 00
Cassia Buds © 40
ClOVES .ovevvricriae, 30© 36
Chalk Prepared .. fiigi &it

Chalk Precipitated 10 iu

Chloroform .......... 650 73
c.moral wydrate 2 OUQ2 26
cocaine ... 5 4uy)6 yo
Cocoa Butter ...._ 60
Gums. list, less 70%
Copperas, bbls........... ©
Copperas, less .. 2%® 7
Copperas, powd. 40 10

Corrosive Sublm 1 8001 &

Cream Tartar .... 520 60
Cuiliebone 450 50
Dextrine 10
Dover's Powder .. 02 50
Emery, ali Nos. 0 10
Emery, powdered 50 g
Epsom Salts, bbls. © 3)5
Epsom Salts, less 40 '8
Ergot .. . 12601 60
Ergot, 8\? v d 2 7503 00
Flake hite .... 15© 20
Formaldehyde Ib. 15© 20
Gelatine ... 9001 00

Glassware, full cases 80%

Glassware, less 70%
Glauber Salts bbl. 0 1%
Glauber Salts leas 20 e
Glue, brown ... 130 18
Glue, brown grd. 120 17
Glue, white . . 160 26
Glue, white 160 20
Glycerine 560 70
Wops 460 D
Hops 460
lodine 56806 91
lodoform . . 678069
Lead Acetate .... 200 25
Lycopdium 4 0004 26

ACE v 850 90
Mace, powdered 9501 00
Menthol ........... 4 6004 76
Morphine . 6 3006 66
Nux Vomica .... 200 25
Nux Vomica pow. 0 39
Pepper, black pow. 0 35
Pepper, white . © 40
Pitch, Burgundy ..0 16

[FECIIT: U 120 15

uinine, 5 oz. cans © 85
Rochelle Salts ....420 48
Saccharine 18 000 18 20
Salt Peter ... 350 10
Seidlitz Mixture 400 45
Soap, green ... . 200 25
Soap, mott castlie 120 15
Soap, white castile

CASE  .opererrrnns (00)
Soap, white castile

less, per bar .. 0 8
Soda Ash 4%® 10
Soda Bicar 6
Soda, Sal 5
Spirits Camphor 0 75
Sulphur roll 2%© 5
Sulphur Subl.”3 1-100 5
Tamarinds ... 150 20
Tartar Emetic .... © 80
Turpentine Ven. 2 2502 50
Vanilla Ex. Fure 10001 50
Witch Hazel .... 6501 00
Zinc Sulphate 100 15



44

"o McLaughlin’s XXXX
CHEWING GUM MeLagghlins  XXXX Peanuts

«, n s T " V] I» i E>»e'
Q/. I S JO.& dorrect >t ﬁ?rﬂ'e Befds‘%ﬁﬂ 9] ‘(‘H‘ Prie» howorer Ore  Adams Black Jack 8 packaahlinS, X ey 1 SRS

I
. . Adams S&ppota 65 P 9 -
1r . %%%rérannus Fg)eppsln g% 566}%"%5?88{]'3’ '\\,/Iva” all OE Routed” _*;;.;; 7 w
: Laughlin & Co,, Chlcago . P bo. 1/2
Colomn® viviei Ciips . ' & pxtracts
olgan Viole ips . Holland. % gro. bxs. 95 ;
Sherr Cobbler Tobacco DECLINED B(élng&nneMrrrt Chips & Felix, % gross ... 115 VUi
Fiower Short Al Doublemint & Hummels fOIl % gro. 8 CRACKERS
O cro Smoking our Flag. § s Hummel’s tin, % gro. 1 43 ) o
Whole Pepper a pruce National Biscuit Compan
Sweet Tips Smokmg Heshey Gum pany
Wild Fruit Smoking Ju|cy Fruit "o %NFIFCCEIn%yNERYPaI Brands
Glothes Lines Red "Robin .. &2 Horehound In-er-Seal Trade Mark
Eaked poeans Baked Beans Sterling Gum. Pep. 62 Standard n
ima Beans Lima Beans Sterling 7-Point ... 62 Standard, small e Package Goods
SSpearmlntt Wbrlgleys . gg Twist, small ... 12 Baronet Biscuit .PeF i°00
earmin 0X jars .
Index to Markets Shearmint. & box ]Jars 38  Jumbo ~1196 Flake Wafers ... {
Trunk Spruce 59 Jumbo, small”" 12 Cameo Biscuit ....7 150
By Columns Yucatan . . 62 Big Stick 7 niz Cheese Sandwich .."" 1m
Zeno ... .64 Chocolate W afers 19
AMMONIA Clam : Boston Sugar Stick ..15 Fig N
12 oz. ovals, 2 doz. box 1 fiO Little Neck 1 |b .............. 125 Smith Bros. Glim. . 62 19 EWION .o 1 o
Clam Bourllon CHOCOLATE Mixed Candy Five O’clock Tea Bet 1 0O
AXLE GREASE Burnham’ % pt. Walter Baker & Co. Broken P Gln%er Snaps NBC .. 1@
Ammonia .. . Frazer’'s Burnham’s pts.. German’s Sweet ... 2 Graham Crackers ... 100
Axle Grease ... lib. wood boxes, 4 doz. 3 00 Burnham's qts.. Premium Lemon Snaps .. <9
N " tin boxes, '3 doz. 2 35 Corn Caracas I\O/Iysl}llerel?tglsntles 1 gg)
0, - H . .
Baked Beans .. Jlo/rhr]b pt;nsybopxeers dgzdz é(z)g Prg\r{nﬁlut?nr M, j-owney Co g5 Grocers Pretzeenos 59
Bath Brick .... 151b. pails, per doz. .7 20 Premium, 78 35 [inderga Royal Toast 7100
Bluing: ... 251b. pails, per doz. .12 00 - Social Tea Biscuit .. 1 @
Breakfast Food N French Peas CLOTHES LINE Monarch Saltine Biscuit ..... " 1on
Brooms ... BAKED BEANS Monbadon (Natural) « Saratoga Flakes 150
Brushes .. No. I. per doz......... 5@ 0 Per G0Z..ininniiinns 175 NO' ‘518 ¥wrsteg Soda Crackers, NBC 1 @
Butter Co No. 2, per doz. .. 95@] 40 Gooseberries No. 20 TW'Sted §9ga Crackers Prem. ‘I Q0
No. 3 per doz. .. 1 35@1 75 No. 2, Fair 135 No. wiste okens ] ®
Candles BATH BRICK No. 2 Fancy k‘lg- %% E‘;‘g‘%gé’ Uneeda Biscuit )
Canned: Goods ENGHSA oovevrevssmmrerrssnes % Siandarg Hominy - hlo.' 80 Braided Uneeda Jinjer Way'fer 1 00
arbon Oils ...0000.. TS T Toostandard et 0. raide -
Catsup ... BLUING Lobster No. 50 Sash Cord ... 225 Spec|a|tles Water Thin Biscuit .1 0
Cheese ... Jennings’ . % Ib. 15 No. 60 Sash Cord .... 275 Pails  SWidpack "oE" naps i 3
gnewmg Gum S%%ﬁdensggz ng)f(l Blu”fggs E@ Ib. Flat 2 60 “0. %J JJutte éuto Kllasseés (bBaskets) 13 1
icor icnic a 0. ute onnie Butter Bites .. 17
Chocolate Large, 2 doz. box .... 2 40 310 Ne: 60 Sisal Butter Cream Corn .. 15 Other Package Goods
Clothes Lines Folger’s M ustard, 180 Carame| Bon Bons .. 16 Barnum’s Animals 50
Cocoa ... Summer Sky, 3 dz. cs. 140 Mustard 28 No. 20 ea ft. long 1 90 Garamel Dice ... 13 Soda Crackers NBC 250
Cocoanut Summer Sky 10 dz bbl 4 50 Soused, 160 No. 19, each 100ft. long 2 10 Garamel Croquettes . 14
&onfections Soused, 275 No. 28 Bulk  Goods
Cracked W h BREAKFAST FOODS %gmg{g LR % No. 19, )
Crackers ... Apetizo, Biscuits. .... 3 00 sh , Animals ..C* 8.and b0f3
Cream Tarta Bear Food Pettljohns 213 gtons, D/Srooms Baker’s Fu 1 Atlantics, Asstd
Cracked Wheat 24-2 290 BUONS [9° - 25 Cleveland . . Fudge, Fllbert 15 Avena Fruit Cakes '’ 2
Dried Eruits ¢ Cream of Rye 24-2 .. 300 pjpidds 40 Colonjal, 145 vy 35 Fudge, Choco. Peanut 14 Bonnje Doon Cookies 11
"""""""""" uaker Puffed Rice .. 4 25 ! 34 Colonial, %s 33 Fudge. Honey Moon .. 15 Bonnie Lassies .. = = 12U,
E uallzer guﬁffed theatt ? gg Cove 1 |LYSters 5 E‘é?sheye ----- G % Fuggg. hlte Center 1155 Egupﬁgfswgfe% M. .-2(9)A
i aker Brkfst Bisc ) o
Evaporated Milk ... 8 Haker Corn |:|a1'<95m 1 75 Cove, 140 Hershey’s, %s 30 ey Cant% Cakes ... ic
TP ashington Crisps 185 PI Huyler Cameo BI.SCUI.t Lk 2B
Farlnaceous Goods . 6 WheateRa ....oomen. 450 PIUMS oo, 0@ 35 Lowney, Cecelia Biscuit .. ™ 1¢
Fishing Tackle ... 6 Evapored Sugar Corn 90 pears In  Syrup Lowney, T Cheese Tid Bits . /F 20
Flavorlng Extracts .1 Grape NUtS oo 70 No. 3 cans, per doz. ..1 50 Lowney, %s .. Iced Orange Jellies .. 13 Chocolate Bar_(cans) 20
Flour and Feed . . 7 Sugar Corn Flakes .. 2 50 Lowney, 5 Ib. cans Ita lan Bon Bons 13 Chocmate Puff Cake 20
Fruit Jars 7 Holland RuUsk .. 0 fat O3S . Van Houten, %s . , 151 S Mo Honey Fingers 15
Krinkle Corn Fiakes 1 75 Marrowfat ... 90@1 0 van Houten, 14s ! AA Lcorce"b'r'd"'s"'" circle  CooKies . 1
G Early June 110@125 van Houten. %s 1cori P! *
Gelatine 7 Mapl- F ake Whole Early June siftd 1 45@155 \an | out |8 5 1b. DOX_ ...covvvens 125 Cracknels ... J* o
Grain Bags 7 gWheat 3 60 Peaches W TBjyten, 1S ... Lozenges, Pep 14 Cocoanut Taffy Bar * 15
an Wheat Cereal 375 an-eta - Lozenges. Pink 14 Cocoanut Drops ... 13
H Ralston W heat Food Pie i 100@125 Webb s 33 Manchus 14 Cocoanut Macaroons 22
Herbs 7 Large 185 oo 2 25 No. 10 size can pie 325 Wilber, %s 33 Molasses Kisses io Cocoanut Molas. Bar 16
Hides and Pelts 8 Ralston Wht Food 18s 1 45 Plneapple Wilber, %s 32 b, box ' Cocont Honey Fingers 14
Horse Radish 8 Rosss Whole Wheat = Grated .. . 9%5@%2%8 COCOANUT Nut Butter Pufis 7.7. 14 Gocont Honey Jumbles 14
1 JBISCUIL e @ Star Patties. Asst .. 14 Coffee Cakes Iced ...
Ice Cream g Saxon Wheat Food .. 280 Crumpets ..o
""""""""""" Shred Wheat Biscuit 3 60 Fair Chocolates Pails  Crystal Jumbles .77 12
J 80 y 3
Triscuit, 18 ... 18 Good . 90 Assorted Choc . 16 Dinner Pail Mixed .. 12
Jelly 8 Ppillsbury’s Best Cerl 135 Fanc 100 Amazon Cara 16 Extra Wine Biscuit .. 12
Jelly Glasses 8 post Toasties, T2 .. 280 No. 1 1% ase - gﬂampg)r? s Family Cookies ..., 12
ost Toasties [) 0 B PC p ¢ Fandango Fingers .." 14
Raspberries 9 3/82”‘3‘ e/ﬂs 15 Ib case %g Cli Is Fig Ca%es Asgtd 14

Post Tavern Porrldge 2 80
Standard Eclipse, Assoried 16 Fifeside Peanut Jumb 12

Macaroni g FOst favern Forridge 2 oV giandard s,
l’\\/lnggtlgm%ann g BROOMS Salmon éﬁu( Zlﬁspalls Ideal Chocolates 15 Fluted Cocoanut Bar 14
Mince' Meat . 8 Fancy Parlor, 25 Ib. Warrens, 1 Ib. Tall 230 BUIK barrels” Klondlke Chocolates 20 Frosted Creams ... 12
Molasses 8 Parlor, 5 String, 25 Ib. Warrens 1 Ib. Flat 245 Baker's B 17"Sh dd d Nabobs ... 20 Frosted Raisin Sgs. .. 12
Red Alaska I'gs@1 95 Baker's Brazi redded  Nfble® sticis %
Mustard 8 Standard Parlor, 23 Ib 70 5¢ pkgs er case 2 60 Frurted Ovals 9
Med. Red Alaska 1 40@1 45 p 9 o P Nut Wafers 20
Common, 23 Ib. 36 10 2 60 ited. Ovals Iced .19
Nut Special, 23 Ib Pink Alaska ... 120 3 10c pk S35 B8 picgs, Ocoro Choo Carameis 18 Eull M it
uts arehouse, 23 Ib. Sardines PEF CASE ovsoeorosin 260 Peanut Clusters ... 23 Glnger Drops
. Common, Whisk .... Domestic, %S ... 3 15 Bakers Canned, doz. 90 uintette 15 Ginger Gems Pl 11
Olives Fancy, Whisk ... 1 40 Domestic, % Mustard 3 15 - egina .. 14 Ginger Gems Iced 12
p BRUSHES Pomeﬁmb/ % Mustardf@ﬁ COFFEESR_ROASTED Star Chocolates ...". 15 gra amSCrackers e 10
renc 0S . io Superior Choc, (light) 18 inger Snaps Fami 11
Eleélr(?leum Products Scru French, %s 13@23 Common . .19 P Pop Corn (Ggodg Glnger Sna’r))s Round 10
s Sauer Kraut Fair . ithout prizes. Hippodrome Bar . 14
Plag 'P]g 8 No. % cans - §8 Ear?::ile % Cracker Jack with ﬂ%’:]%’, JFumm elgss AASSSS%d %_‘}1
Potas 0. cans : 325
potash - g . Shrimps Peaberry - B oWy oo 360 Household Cooks. iged 12
0. Dunbar, Is doz.. 130 Santos Crackér Jack, Prize umpty Dumpty,
R No Dunbar, 1%s d 6  Common 20 Hurrah, 100s & 9
L9 . unbar, 1%s doz.. I urrah, 3 50
Rolled Oats g No ) Succotash FRIL o 20%  Hurrah, 50s . 175 B’J‘b”,fe’ga'i,,,;(ed -
8 Shoe Fair .. . @90 Eancy Hurrah, 24s 8 Kaiser Jumbles iced .14
gg,ad Dressmg g No- § E’gr?gy ey ng% %8 Peaborry’ Cough Drops Boxes Il:ady YFmgeJrs %;I)onge 38
Sa| 9 No. 4 Strawberrles . Maracaibo Putnam_Menthol 10 Lemon eBalrscuul'Ens;Saré 11
alt ... 9 3 Standard 95 Fair .. = 24 SMith BroS...... “= 125 [emon Cakes .. 1
SIch 9 2 2 emon Cakes
a is Fancy Lemon W afers 18
2eeds 10 DandBeIlrJdldTEZFSac size 0% 2 00 Tomatoes Choice Mexican NUTS—Whole Lemona ... u
fp Denoeion B Cont, 13 % Amonds Targons o LOME (00T i B
2 e e Mo R a0 AR CURTR L EGiie 3
10 Wilcking’ Tuna Fanc 28 zil 14@1 Marshmallovv”mﬁ'e"é'é{'ri's 20
010 CANNED 600DS %s, 4 doz. in case CZ"‘%% y Ja Piftreris 81 Mol. Frt. Cookie. Iced 12%
les Vgs 4 doz. in case 3 60 Pr|vate Growth ... 26@30 W lts: f@épless 16%@}? NBC Hloney Eakes (T4
10 Apples 4'doz."In case 6 60 handling . . 35 Walnuis, Grenoble Oatmeal Crackers 10
3 Ib Standar S .. @ 90 Orange Gems
10 No. 10 ool @275 CATSUP Aukola 32 Table nuts, fancy 13%14 P o d
13 Blackberrles Snider’s pints Mo Pecans, Large ... 14 Plcnl)é Mixed
1s 1D e 1 s0@1 go Shider’s % pints Ehf’“ Eean Pecans, Ex. Large @16 Pineapple Oake
. % Standard No. 10 @5 25 CHEESE ong Bean Shelled Pineapple Rolls
Vinegar ... 13 Acme 17 H. L OG . Priscil k
g Baked ... Dsans 95@i 30 Carson City 17 . Bogota N%eénﬁ Sa”'Sh Shegl%d@ s Rgrssclln acgoilgs
WickIn 13 Red Kidney . 9@ 95 Bride . Fair - S L. Va.Shelled Raisin Gems
g Leiden 1! . 26 9 Royal Lunch .
Woodenware 13 String 1 00@1 75 2 Peanut 11%@12 oyal U
: W ax Limburger . 19 Exchange Market, Steady UIS s 0% Reveres Asstd.. .
Wrapping Pape 14 Pineapple 40000 Spot Market, Strong Pecan’ Halvés 95 Rlttenhouse Biscuit .. 16
Bl Edam s 086 Walnut Halves .. @38 N
Teast Cake L4 Standard 10 ST - 088 NeWPg(%I?igeBaSIS Filbert Meats ... @38 3% S, S or M. .. 3
"""""""""" No. 10 6 60 Hyss, gDomestlc 020  Arbuckie ..t 2019 0 %%%nndsmﬁi - 45 Spiced Cookie . L1
Spiced Jumblea Iced 18
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ar F'n ers FLAVORING EXTRA TS
. Jennings D C B moked  Meats Mackerel
Vanllla Waﬁars P 9 Vamia No. 1 @ K Hams, 14 16 Ib 18%@19 . 16 50 ong
N 73 No. 2 o 700 Formosa, Medrum .. 25028
Butter 0. 1, 0 0Z... Hgmg 16 18 tb. ]1'§ 18%" 185 Formosa, Choice .. 32@35
- Box Unwashed, med. 32 H d (fb 15 Formosa, Fancy %
N B-C” 3quare ... 7% Unwashed, Ine. am, crie eet 15 50 English Breakfast
NBC, Oun ......... 7% ORSE RADISH %%%91 )] Congoug Mediu 25@30
NBC d C y o Per oz......j.é.l.l.)./. .............. 90 PI|E|mC Borle 109%@20 . 176 8ongou ('ghorce 30&35
a _Crackers 7% Sodelly o Hams . ongou, Fancy .... 40®€0
ggegntlourg Fl)rlakes ......... K NO' 12 0,02 Panel . 12% %%llllg, %eerrdgéll . 2532 l'\3/|0|ledd Hl_?ms - %g 0%@%’ - 49 Congou Ex léancy 60080
’ No. 4 96 o7, Panel 200 I pails, per pail ‘1 15 Bacon ... 18 G2 = ¥ Bk
Dandg 8yst¥ oo 73/& ’2‘%23 21% 0z. Taper 175 Sausages 54 Dr OPeekoré5 o'éce. %g)g%%
ysters Square 7% 2 0Z. Flat ... et owery ancy
"""""""""""""" FLOUR AND FEED 4@10 TOBACCO
Specialties Grand R_aFrds Grain & lot Fine Cut
Nobreco” (16 Gart tirs) 1 00 e O et E0 o Agses 2 Ve Bug
Nabisco (No. 204 Ti } 1 ity "pater Wheat 5 go % BE In bbls., per doz. 19 —l[loera%"clheese 10 6
Fesine (e )" 3 D8 ot b in BOC Beet 4
. 5 ee , 15
J&%Ta Doone . 11 48 Boneless ....... %2 888%8 % gggy 3 Pan '?\%?P 8 2 5 76
it bo rorpolle o s DO R and 05 BEACKIN o) Hiawatta o g
ottles, per doz. 1 75 jaw
tltﬁta‘l)v%lgcuuolttatggs Sloleat 6% 1 6oz bottles, ‘ber 4z 18 o0 g Handy BoxX emall .12 May Flower, ooz, § 3%
TN ante SWithoart hodee © % 160z Dbottles, per z 13 00 %5 Bixby’s Royal Pollsh & No Limit, 8 oz. .. 1 86
g9 > 70 320z ottles; per 00 g Miller's Crown Polish & No Limit, 16 oz 3
CREAM TARTAR 2D NGE M SNUFF Qiibwa, & and 160z %
Ealrjgerlg ocr:‘aﬁsrums . 540 5% Per case ... ... l%/(l:z%ggbom bladders _ % gfrbwa o s 11 pa
Baxes 54 220 MO'—ASFES French l¥apple |nJars LR pélo‘gﬁey gﬂmf %, 2 &
Fancy Caddies ........ 59 "6 00 Fan ’g%ve"n ?{eﬁ%s 45 . SODA Petoskey Chief, 14 oz. 4 00
DRIED FRUITS &M cﬁofé' . 8 c?gings 35 beachy nd, Hohey s 3 78
pes \Y t FI . 32 ogs, per Ib... .. ?
Evapored cHotce bl @79 vguJ tsSHy%li'erﬁlg oras ° % Stock | 77 Beet rgund " 19020 §§d,Be" LS ;0"V S %
Evapor’ed Fancy blk @8%  ham ... ... 5 10 Half barrels 2¢ extra Beef middles, set .. 60@70 |ces eriing -5 .. 575
Apricots Watson ins Milling Co. Red Hen, No. 2% ....2 15  Sheep ... 1 15@r 35  Allspice, Jamarg Sweet = Cuba, canisterol6
California “............. 11@13 New Per't’ g? ......... 5 85 Red Hen, No. 5 ... 2 00 Allspice, g Garden Sweet Cuba, 5c57¢
: Red H No. 10 ncolored Butteri Sweet Cuba, 10c 95
Citron ip Top Flou .. 540 Red Hen, No. 10...... 195 solid Dairy 3/%17% Cloves, Zanzibar .. Cuba, 1 Ib. tj
COSIEAN s v g e 0 eTaRs T Bl Rl BT e Gt 1 Cube, %, fol 2
ll’g Marshall Best Elour .. 6 00~ oy yvpe T Canned Meats Ginger, African Burley, gc L&D
Im gﬁgg bulk Pkg. 14%//0 Kern's Wisconsin Rye 5 35 Bulk 1 ga?Lkegs 1 10@1 20 80”‘93 Eee; ||g - 4% '%llngerPCochm Buurrlee)(/’ 18”0z, zzl
"""""" ® Qualigrden \Grocer Co. o Bulk; 2 gal. Keds 1 05% b KoM et 2 b 480 Mpyed, No 19 Mist,” % srro. ..
ers—ch%%m%lb 6% 8uakerl S — 5 90 “'}} d‘%gsal egs 10001 10 Roast Beef, 1 Ib. .. 250 Mixed, No. 2 Mist._ S oz. 1
Murrs—FanIC)(/j Bib. 1 7% K\a/%sla% Halrld Wétoa Stuffgd 8 oz 1 %.(5’ PoFt}gsorl\/Iez}tS Ham 8 mll>t<ed,935c %k s, dz. a%“c’ 5¢c .
. 5 9 @k 5C
Fancy, peeled ib. .. 12 Calla, j M9 & 6 0 23 potied Meat o Numeds, %85110— Bocans 2
Flavor, %S .. 9 Pepper, Black ...
b AR — T I G o o 1§ om0 gl Whle o B unae Bind 1
merican Eagle Flavor. %s ... er, .
Rai Amencan Eagle 0/?5 575 %3255 Deviled Meat, Ham Pa‘[))‘rjrka, Hungarian Am. Navy, igg(z* 90
Cluster, 20 cart .25 Spring “Wheat Flavor, %S ... [} Pure Ground In Bulk Apple. 10" Ib. butt .” 37
Loose l\/luscatels 4 Cr. % Roy” Baker 425 Potted Tongue, %s . 48 Allspice, Jamaica .. Drupj g Nat Leaf,’2
Loose Sl\éléréggteislb 8%@5% Mazeppa ... bk ,,,,,, %88 Potted Tongue, %s . 90 gg)s\é?g égg%&%ﬂr 2 r%n}uoqu Leat fio
olden Horn bakers 75 RICE BN Drummon at Lea
Ca||forn|a Prunes Wisconsin  Rye 5 50 Fancy ....o= 7 @ Ginger, African .. @18 er doz. .. ©one
90100 25 Ib. boxes .0 6% Bohemian R 58 Japar¥ Style 500%% '\N/'gtcr%e penang __ @l 00 gizler Aﬁxand ................ v
70' % 2 Ib. Bgigg - 90//3 8ereso¥a o5 F 88 ROLLEDOA‘?S/ Pepper, White ‘21 B %t?:J ‘ dz B 32
60- 70 25 Ib. boxes .,@ ™o CSFSS&S 2 bio) Rolled Avenna bbls. 5 N Pe er, Cayenne .. @25 RS """""""""
K Y { Jack er doz. .. %
P2 {g Bg;‘gé @ 8% 0|gt Mllllng co. eel Cut Ib sks. 52% ika Hungarian Bullion. g e
EVAPORATED MILK ° Columb|d GCoG 00 23 oz jars, .1 doz 230 b, w38 STARCH Slrmax %4% en, Twin's" 40
Warden Grocer 2 Io."tin pails, a0t 3 00 uaker, 18 Regular .. 145 Cor o
Red Band Brand Wingold, %s cloth .. 6 8 7 oz, jars, 2 doz. uaker. 20 Fagm|l 46 Kngsford 40 "Ibs....... 76 Glimax. 70z ..o W
: %458 W:Rgglg o;? g}g'{n - g£ 11 o0z."jars, 2doz...ﬁ135 SALAD RESys ING Muzzy, 20 lib. pkgs. .. 6% g'lmaXW5$ktln7s*. g
5 case “lofs,’ b éss:” 10 Wingold. 9 paper .. o 60 PETROLEUM PRODUCTS  Columbia, %pn 2 25 Klingsfor e de M nthe,'Ib." &
case Iots ¢ les Wrngold %s paper .. 6 40 Iron Barrels  Columbja. 1 pint .= 4 00 Silver G4|85|S @1 . 7% 8 Wy % 0Xes b %
NACEOUS® GOODS' Meal Ee&fectron .................... 8. Durkees large. 1 doz. 4 50 Muzzy, ékf pkgs. .. 6 #
Beans 460 R ,\%mﬁ\’n Gasoline Ry Durkees, small, 2doz. 82 arqo 24 5¢ plgs 0 Four Roses 1oc on
California Limas ... 8 . 48 Gas Machine Gasoline 299  Snider’s,’ Iarg 1doz' 235 &9 G0 PSSP o Gilt Edges,’ 2 Tb............ 50
lé/l ed. HHnII Prdc ) \C/al\{ltol&g I'i\‘nmrrltha - %gg Snrders small. 2 doz. 13 2l|Ver R0, 12 e, 830 588 ﬁ%ﬂftlj 382 ¥ 5
rown oFan - 10 Atfantic Red Engi'ﬁ'e'"..19.'9 TUS 72y GOId B :b 3
% 1 Ib.nack arina &0 Summer Black ... 8.7 Packe 60 t s. In box. 48 1Th. packages ......... 6 Gran er TW|st 6 Ib 5
Bk lopackages . 1, & Michigan_carlots w  Polarine ...l 329 Arm and Hammer .. 3°00 16 3Tb packages " 4% Q& 9W “nd 2 1B %
Original “Holland™ Rusk Lese Shan “aanots " W@ PICKLES Wyandotte 100 %s .. 300 12 6lb packages - 6. Horse Shoe 6 and 1 b 23
Packed 12 rolls to container Corn " Medium 601b." boxes ... 8% Honey Dip Tw Ist, 5
3 contamers (40) rolls 320 Carlots g5 Barrels, 1200count .9 00 Granulated bbls ......... 175 10 Ib......... 45
Cess than ‘cariots™ " g Half bbli(., 600count 5 00 Granulated, 100 Ibs cs. 18 0| Yar' 5 and 8 Yo’
Pearl, 100 Ib sa¥:k 250 Hay =~ 5 gallon 22 Granulated, 36 pkgs. .. 175 hL lf 8, 2nd"d B0 B
Maccaronl_and Vermicelli ~ Carlots ... 0 W payry, 10 50 T Kentucky Navy, 2 lb 31
Domestic, 10 Ib. box .. 60 Less tha carlots 2o B barrélé """ 625 100 3C|obm§nor|1( Grades 2 60 glstone TWISt o b, i
Imported, 25 Ib. box . 3 50 Street Car F%%d 3400 5 gallon kegs 20 9 4 1b sacks 55 Maple Wp 16°0z.......... 32
Pearl Barley Gherkins 60 5 Ib k Merr dow. 12 | 32
ch No. 1 Corn & Oat Fd 34 0 5 Ib. sacks 25 y )
ester . 34 Cracked Corn ........... 34 00 00 28 10 Ib. sacks . 235 NOb%}{ r] RO" 6 & 3 58
Portage 47 Coarse Corn Meal .. 34 00 R % Ip. sacks .. 40 parrat. 12 1b.......... 32
__Peas FRUIT JARS' » 28 Ib. sacks . 20 Patterson’s Nat& eal’ %@
Srfen Wisconsin bu. - 35 Meson Bis: BT 910 40 man D o splN blenic tuist s o &
, b 0 X . . 925 B5IF barreic T 99 600 96 b, sackS i
Sago Mason, 90gal. per gro. 7 @ Ellf bl 0 R B A in il bags 2 RedOZKaro Ko 257" 24 EIper He|d5|eck a7 @
Mason. can tops. gro. 2 25 o dallon ke?s 0 y g 26 Piper e|d5|ec er dz. %
East India 8% - &an fops, gro. PYPES Solar Rock Red KaroNo. 2% 2dz. 2 &  pdlo. 3 doz, pe|P doz.” 48
ggrmgg ?)ar'glan"ﬁ 5 9 coxs ok largs .. 145 8}% No. DZl(%u eEOB% 2 % 56 1. SACKS ..ccovvvrreneee. 2% Egg ﬁ%l'r% '\ll\loo 101(% 280 Red CI 0SS d4*d Zg
S - - T Common ra n 0z
Tapioca Qous, Lodog small, -\ D G o O Grapulaed®™h" 15 SRl by S
Flake, 100 Ib. sacks .. 8% Knox's Sparkling. gr. 14 00 BrASING, CARDS Medium, "Fine " ........ 15 16 gpear 44
Pearl, 100 Ib' sacks 8% Knox’s A@.du 8 9 125 No. Steamboa 76 Spear Hea 14% 0z 44
Pearl; d:) ............. "2 60 Minute, 2 gts., doz. [ 1% No. %8 swal assorteg ! (:25% SALT FISH Cho % §§ea[5 l—ian, 14 %5870
Minute, 10" 0z, "3""" doz.360 Mrnute 2 qts., 3 doz. 375 oV Fnam Fol Ger Grape Punch Star, %a,lz and 2 b
FISHING TACKLE Nelso 150 i Quarfs, doz. case .. 60» Stan ard avy, %, 15 "
to E’)ny I’d Gs 1 %g le Halfo-ll:d Blla'l%eSAUCES g ....... [
) Ten Penn 6 and 12 Ib. 35
Plymouth Rock Plain 90 ‘ P SH Halford, small Town Talk, 14 oz. .... 32
CRAIN'BAGS  Bapbitt’s, 2 do........ 175 StripSSmoked Salmon Yankee Giri, 12 & 24'[b. 2
» PRO
Barre\llelds I%yrsk Mediu
Strips Ch0|ce

BB o BEE o

Clear Back .. 23 00@24 00
1 18 Short Cut Cir 2 00G21 Chinks Fancy 36046
L2 15 Bean 1 00@22 00 0 ng Basket-fired Med’'m 28030
C 3 Senna | eaves % r 24 00025 00 Standard,h bﬁﬂs ----- o8 50 Basket-fired Choice 86017 R ]
© 4 NIDES Al S wh, hoop % bbls. Basket-flred Fancy 66046 Wanoy TRbudht 2 62 2
.5 15 feet.. T T Hides 1 Clear Family ... 26 00 YtaR/la\I;VH eogos M||C 105 No. 1 Nibs ... 30032 HORQ&I ComngCrap 5¢5 76
-8 Green, N 16 Meats kegs o mooP Siftings, bulk ... 3010 Honedt Scrap, ' 55
¢ Green, N B 14%@15 : Siftings, 1 Ib. pkgs. 12014 i Pouch. 4 doz. 5c 2 B0
: ng Cured, 18 ar Her Gunpowder '\O/'I SONGS, '5C .o 5 76
.9 Cured.. 17 Pure in tierces 14 @l14% Med. Fat Sgllt s 8 00  Moyune, Medium .. 2803 Old T|m%s, % gro.
Calfskin, 0. 12 Compo d Lard 12%@13 laborador Kplltz 10 0@ Moyune, Choice .. 36040 Polar Bear, 5c, 9 gro. 576
BRGNS G2 B R Al % S o B e U0 Pl Whoin Jeoto RS PNCs 40 19
. . tubs ....advance % . ing Busy, Medium e an ‘Scrap, 5C ..
Large 34 Calfskin, No. 2 20% 50 Ib. tubs ....advance % Plng us{l Choice 36@40 Scrapple, 5¢_p S
20 Ib. pails ...advance % No. 1, 100 Ibs . 750 Pin BuSy, Fancy .. 45060 Sure S'hot, 5¢, % gro. 576
Bamboo, 14 ft., per doz. 55 600125 10 Ib. pails ..advance % No. 1, 40 Ibs. >26 Ung Hyson Yankee Girl Scrap 20z 5 76
Bamboo, 16 ft., per doz. 60 250 40 5 Ib. pails ...advance 1 No. 1. 10 Ibs 90 Ch0|ce 28030 Pan Handle Scr %gr 6 00
Bamboo, 18 ft.. per doz. 80 15® 35 3 |b. pails ...advance 1 No. 1, 2 Ibs. 7% F 46056 Peachey ‘Scrap, ... 576
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N. C. 1% cut plug

18

Smoking Rob Roy 5° fon -—— 6.76
All LmT, t% * 7 ob. M S’ .« M>14 0z, doz. .. 320
ob.. er Bov. BC gross «
SE’ ;Hoa_f’m %g’}/gj{er Boy, 10 g gg
BB, 14 o
Badger, 2 on. Stag 100
Badger, 7 ox. 11 62 S
Banner, 6c .. 576 goidier B0)9| 88
ESRHS{ 42188 %28 Sweet Ca oral 1 0%, @
Belwood, Mixture, 10 94 Sweet Lotus, 6 ... g74
Big Chief, 2% ox. .. 6 00 oweet Lotus, 10c ...11 S2
Big Chief 16 os 30 Sweet Lotus, per doz. 4 60
y —_— Sweet Rose, 2% oz. .. 30
Bull Durham, 6c —__ 6 85 3 t Tio T z £
Bull Durham, 10c .. 11 52 sWSSt TI'P TOOP 1OCC e
Bull Durham, 15c .. 17 28 2WEE TP g; 1008
Bull Durham, 8 oz. ». 3 60 SWneeC r'PS IS gro.. %
Bull Durham, 16 0z. .. 6 72 sﬂmmeurerrme o g
EHEE ”8{2 ?(C)C e 5 Summer Time, 7 0z... 165
Briar Pipe, 6c Summer Time, 14 oz. 3 50
Sianierd, oo peper—3 8
Black Swan, 6c Seal pap %
88
48
82
26
60
80
76
76

Black Swan, 14 o
Bob White. 5c Seal N. C. 1% Gran.
Brotherhood, 6 ¢ 6 Three Feathers, 1 oz.
Brotherhood, 10c¢ 1 Three Feathers, 10c 11
Brotherhood, 16 oz. 5 05 T"‘Dree Featgers and 9
Carnival, 5c . .. 570 Tor;]peAcgg}r)llnatli)noz.. 3
Carnival, % oz. 39 Tom A Jerryy 7 0z, .1
Carnival. 16 0z...... 40 Tom A Jerry. 8 oz. ..
Cigar Cllp'g, Johnson = 30 7yr\jsh ~Patrol, 2-9 5
Cigar Clip’g. Seymour 30 Tuxedo, 1 0z. bags a8
tdentlty, 3 and 16 oz. 30 Tuxedo, 2 oz. tins 9%
IDarby Cigar Cuttings 4 60 TuXedo, 20C ..oeoemrre 90
Continental Cubes, 10c 98 Tuxedo, 80c tin« 7 45
Corn Cake, 14 oz.. 25  Union Leader. 5¢c coll 5 76
Corn Cake, 7 oz Unron Leader, 10c
Corn Cake, 5c_.. 62
Cream, 60c pails .
Cuban Star, 5c foi 576 ut 11 52
Cuban Star, 16 oz Unron Leader 50 box 5 10
Chips, 10c .. War Path, 5c .. 600
Dills ~ Best, 1 War Path, 20c 160
Dills Best,3%o0z.. 77 Wave Line, 3 oz 40
Dills Best, 160z.. 73 Wave Llne 16 oz....... 40
Dixie  Kid, 5c.. .. 48 Way up, 214" oz. .57
Duke’s Mixture, 5¢ .. 5 76 ay tllp 16 OZ palls L3R
Duke’s Mixture, 10c ..11 52 Wlld ruit 576
Duke’s Cameo, 5¢ .... 576 Wild Fruit, 10c L1152
Drum, 6¢c ... .. 576 Yum Yum, 5¢C .. 576
P. P. , 4 oz. 504 Yum Yum, 10c . .11 62
P. F. A, 7 oz Yum Yum. 1 Ib. doz. 4 80
Eas{]ﬂon 51% .
ashion 0z..
Five Bros., 6¢c CIGA.RS
Five Bros., 10c Barrett Cigar Co.
Five cent cut Plig 29 La Qualitencia, Londres 68
F O B 10C .ocovrerneenn 11 52 LaQualitencia, Panetella 60
Four Roses, 10c % La Qualitencia, Concha 58
Full Dress, 1% oz 72 B. A S, Halana ... 33
SG|EIlg I%—|Ian|t(i, 1667 . 48 B. A S, Broadleaf ........ 33
0 ock, 10c .
Sold Star, 50c pa TWINE
Sail & Ax Navy
Srowler, 5c ..
Srowler, 10c .
Srowler, 20c
Slant, 6c ..
Slant, 40c . 72
Hand Made. 2% oz. 56
Hazel Nut, 5c¢ 600
Honey Dew 00 . YINEGAR i
T>“<"Lt'"sg' 5¢ 3ig White Wine, 40 grain 8%
i i 1 0,
IX L In paiis 0 Wh_lte W_lne, 80 grain 11%
Just Suits, 5C .. 00 White Wine, 100 grain 13
u,f,ﬁ %Ur',tesd 18?,0 22 Oakland Vinegar A Pickle
King Bird, 7 oz 16 Co.’s Brands
King Bird, 10c 52 Highland apple cider 20
lung Bird, 5c ... 76 Qakland apple cider .. 16
La Turka, 5c .. 76 3 |
Little Slant. 1 Ib. 28 tate Sealsugar ... 14
Lucky Strike, 1oc __ 9 Oakland white plcklg 10
Le Redo, 3 0Z...ii 10 sn Packages free.
Le Redo, 8 & 16 oz. 40
Myrtlle “avy, 10c___ 11 % WICKING
yrtle Navy, 5¢ .. No. 0, pergross..... 85
Maryland Club 50 ... 50 !
Mayflower, 5¢ .. 5 7 No. 1, pergross .... 45
Mayflower, 10c No. 2, pergross .... 55
Mayflower, 20c No. 3, pergross .... 80
Nigger Hair, 5c
Nigger Hair, 10c WOODENWARE
Nigger Heag 6c . Baskets
Nigger Head, 10c
No%% Hour, 6¢.. Bushels ... X00
Old Colony, 1-12 gro. 11 S2 Bushels, wide band 116
Old Mill, 5¢ ....i...... 76 Market
Old Engllsh Crve |%o0z. 9 .
Old Crop, 5¢ .. 5 76 Splint, large
gldSCrgp, 253?0 i 1290 Splint, medium
- S., 0z cs H
P- S., 3 oz, per gro. 570 Sp_llnt, small
Pat Hand, 1 0Z...oow. 63 Willow, Clothes, large 8 00
Eagerson Seall 1% oz 3463 Willow, Clothes, small 6 25
atterson Seal, 3 o0z. .. i ’
Eatteirson 2eal’ 16 02 5 08 Willow, Clothes, me’'m 7 25
eerless, 5C ... 5
Peerless, lOc cloth .11 52 Buttgr IIDIates
Peerless, 10c paper ..10 80 Jvals
Peerless, 20c .. . 204 % Ib, 259 in crate .... 35
Peerless, 40c . 408 9 Ib., 250 in crate 35
Plaza, 2 gro. 5176
Plow Boy, 5 76 élﬂ% 250 in crate @
Plow Boy, 10c A1 40 99 IR crate .
S&I}%\?’/O BO%C 140z .432 3 lb., 250 in crate
Pride of Vlré ;7 51b., 250 in crate ...
Pilot, 7 oz. doz Wire End
Queen Quality, 5c 8 )
sog goy, 210(: ross ..101632 1 1b., 250 in crate ... 35
0 oy 5¢ d0Z.vvornun | i
Rob Roy: &0¢ dor 2,0 2 0 25010 orate,
S. 4k 1C, 5¢ grozs e 17« . A :
6 Ib., 20 in crate

14

Churns

Barrel, 5 gal., each .. 240

Barrel, 10 gal., each ..2 65
Clothes Pins
Round Head

4% inch, 5 gross ... 65

Cartons, No. 24, 24s, bxs. 70

Egg Crates and Fillers
Humpty Dumpty, 12 dz. 20
No. E’ycomplp 4 . 40
No. 2. complete .
Case No. 2, fillers

Case medium, 12 sets 1 16
Faucets
Cork lined, 3 In........ 70
Cork lined, 9 in.. %
Unrlr lined. 10 In.
Mop Sticks
Trojan spring 110
Eclipse patent 105
No. 1 common . 105
No. 2, pat brush 110
Ideal 7 110
121b. cotton mop heads 1 50
Palls
10 qt. Galvanized .... 275
12 qt. Galvanized .... 3 /0
14 qt. Galvanized .... 3 %5
Fibre e 3 00
Toothpicks
Blrcr 100 packages 2 00
............................ 35
Traps
Mouse, wood, 2 holes .. 22
Mouse, wood 4 holes .. 46
10 gt. Galvanized 56
12 qt. Galvanized ___ 170
14 qt. Galvanized 190
Mouse, wood, 6holes .. 70
Mouse, tin, 5 holes 65
Rat, wood .. . 80
Rat, spring 5
Tubs
No LA
No .
No .
Large Galvanized .. 10 00
Medijum_ Galvanized 8 50
Small Galvanized 50
Washboards
Banner, Globe . 365
Brass, Single 5 50
Glass, Single . 3 60
Double Peerless 6 50
Smgle Peerless 4 60
Northern Queen......... 6 25
Good Enough 4 65
Universal 475

Wood Bowls
in. Butter ..
in. Butter
in. Butter ..
in. Butter '

WRAPPING PAPER

Fibre Manila, white .. 6
Fibre, Manila, colored

No. 1 M anila’
Butchers Manila
Kraft ..
Wax Butter short c’nt Iu
Wax Butter, full ¢’nt it*

Parchm’t Butter, rolls 15

YEAST CAKE

Magic, 3 doz {)g

Sunllght 3 do

Sunlight, 1% d 60

Yeast Foam, 3 d 15

Yeast Foam, 1% doz. 86
CIGARS

Johnson Cigar Co.’s Brand

Dutch Masters Club 70 00
Dutch Masters, Inv. 70 00

Dutch Masters, Pan. 70 00

EL‘M? Budl Ma&é‘%’;de o oo

10 00
.33 00
a ...3200

Worden Grocer Co. Brands
.¢anadian CluD

Londres, S, wood
Londres, 25stins .35
Londres, 809lets

TELFERS a - COFFEE Roasted Cotton Oil, 100 cakes «
Dwinnell-Wright Brenda  Cream Borax, 100 cks 3

Circus, 100 cakes 5c si 377

xo o« 00 akls 3.

DETROIT &Ioss T2l gakls 34,

Big Master, 100 blocks 3an

Mystic White Borax 4 00

Naphtha, 100 cakes 3m

Oak Leaf, 100 cakes 340

Queen Anne, 100 cks q In

Jamo. 1 Ib ueen White, 100 cks. 3 9

Eden, 1 Ib. ailroad, 120 cakes 2 40

Belle' Isle, fAratogsu 120 cakes .. 2 40

Bismarck h te” Fleece, 50 cks. 2 50

Vera, p W hite Fleece, 100 cks 2 o«

Koran, 1 |5 W hite Fleece, 200 cks! 2 50
Jrifers Quaiity’25 . Proctor A Gamble co

\(Rlualrty, 20 Lenox ...
J Tea ., lvory, 6 oz.

lvory, 10 oz.
Star y

Cherry Blossom' Tea
Telfer’s Ceylon

AXLE GREASE

Swift A Company

. Swift's Pride » or
White House, 1b. White Laundry 11*
White House, 2lb. Wool, 6 0z. bars3j5
Excelsior, Blend, 1 Ib Wool, 10 oz. bars g0
Excelsior, Blend. 2 Ib . Tradesman Company
UMICA Tip Top Blend, 1 Ib Black Hawk, one box 2 5f
GREASE Royal Blend ... Black Hawk, fivebxs24
Royal High Grade Black Hawk, tenbxs2%
Superior Blend ...
1 |IB Boxes per gross 870 Boston Combination. Sapolio, g%%%urrTgts
3 Ib. boxes, per gross 28 10 . Dlstrlbuted gy Juds&)n IAS',DS”OI h?alf &ro—blots 12185
rocey Rapids- io ing,e boxes
BAKlNE Pé)WDER Lee ady Dtroit- Len faPo}79 nge . Doxe 2
T Do & C"dy Kalamazoo;: 1E & i? 17 80% 8% 1
10c, 4 doz. In case ... 8 ni. Cady’ Saginaw; Bay Courine, 100 Cakes 3
- Queen Anne Scourer 18
15c, 4 doz. in case .. 126  EHy-GIBGE, FOMRILY;s Bay
25¢, 4 do*, in case .. 200 Jackson; Gods- Soap Compounds
50c, 2 doz. plain top ..4 00 ™ark- Durand A Co, Bat  johnson’s Fine, 3%
80c, 1 doz plain top 6 50 €'ol &greek Fielbacu Co., Johnsons XXX 100 5c 4 Gt
*h. % dz., pin top 13 00 Rub-No-More 0oy
All cases sold F. B Nine O’clock ... 3 go
Jobblng point. SALT
ecial Deal No.
12, dog 10c, 15 doz. "i6c. WASHING - POWDERS.
2 40z, 25C .eeorrreren 49 20 tv | Goldk Dust
arge packages . 430
i dof?a;;%'h Dg! Mo, 2 100 AP aes 1 3
With & dozer 10¢ 17 Lautz Bros.’ A Co.
% Barrel Deal No. 8. [Apply to Michigan, ., .
6doz each, 10, 16 and consin and Duluth,
...................... *4 en only]
< ) do e L9c free Snow Boy
arre ea No. 100 pkgs., 5c size .. 3 75
4%’0%9“ S a"?t i 60 pkgs., Sc size . 4
AR 48 pkgs., 10c size 375
2 do*, ioc free. . g
All barrel* sold F. O 'B 24 pkgs., family size . 3
Chicago. 20 pkgs., laundry size 4 gp
Reyal Naphtha
Morton’s Salt i
e size . g0 Per case, 24 2 Ibs... 70 60 pKgs. 5¢ size .., 2 40
o%lb cans 1 g5 Five case lots 100 pkgs., 5c size ... .3 75
6 ez cans 1 0
SOAP
ftlb cans 2 60 , 60 5¢ ;}Cr:(eaenesAnne
%Ib cans 3 7| Lautz Bros.” A Co. o ﬁ 9 240
lib cans 4 80 [Apply to Michigan, Wis- packages 37
Wb cans 1310 SN A1, AU o) Oak Leat
8lb cans 21 66 Acme, 100 cakes, 5¢ sz 3 40 24 packages . 375
Acorn, 120 cakes 240 100 5c packages 37
5 S ERS’ SO *- CHIPS UBLs.
TipTop (Caustic)
No. 1Laundry 88% Drv
Palm Soap 88% Drv

''send TOR samples’

The ° nIy Five Cent Cleanser
Guaranteed to Equal the Best 10c Kinds

KITCHENI
hiei

80 Cans........ $2.90 Per Case
SHOWS A PROFIT OF 40%

[s SaSocdisRy Handled by All Jobbers

atrickBro”

Place an order with your jobber,

factory return same at Ifgoods are not satis-

our expense.—FITZPATRICK BROS.

foote &jenks Killarney (regstered) Ginger Ale
(CONTAINS NO CAPSICUM)
An Agreeable Beverage of the CORRECT Belfast Tvne
Supplied to Dealers, * «« Cut,

Reglstered Trade-Mark Crowns
+-35 « Partial List of Authorized Bottlersm A L invrr r. ca> ,
KALAMAZOO BOTTUNC CO.. Kalamazoo, Mith.; JfttM mJB oS /M S*
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BUSIUIESS"WANTS DEPARTMENT

"uours',krsif;foneadNr°'cna'? « '« 1 K

less Irian

For Sale—Well established stock _of

tain°Uotnnk buy ~ comPlete soda foun- general merchandise in a town of 700
inhabitants doing a fine business. Will

VBE,  BOMELCUBEhs A% s @ Stnifill:
KighignzanbUMishyd5r $75° W’ M ogelf

For Sale $6000 stock of general mer-
S S -ta Sas'nli”w«",1,?" * |[t* * “ SS

~J I I® Merchant’s Auction Co! The most
reliable and successful sale concern. For

Reedspurdl wiamynginor reducing, addggss
«tnnt@ ts °n dollar buys $1,100
RSsidly. f uﬂa‘;é‘frw%'ﬁ”an%““.ﬁ%%ar nofaRs:

Get busy to-day. Address No. 290, 2%%re

Tradesmian.
Fe°r sale—Ice cream parlor and variety
,n t°"'nul. _ Center of business
;M2ck- . Will bear investigation. Other
Interests demand my attention. Will sell
ice cream fixtures separately if desired.
Good openmg for restaurant or fruit
store. Lock Box 418, Marlette, Michigan.
291

For S lete baking outfit in-
cluding a 200 leaf Hubbard portable oven
ans, cake turner, bread trough, prove
xss, racks, etc. All in A No. 1 condi-

b i ice. Add .
292, care aTrai’ir sarhnanprlce reSSZQ'EIO

ale—A com

For Sale—Drug stock to be moved
away. About $700 or $800. No dead
stock. will

{ No hlc{;h—prlced chemicals.
discount inventory value and pay frelg}ht.
Address No. 277,°care Tradesman. 277
Wanted—Cash Register. Would“like~a
good National cash register, second hand
If cheap. L. Redman & Son, Olney,
Illinois. 278
. Farm For_Sale—One of the best farms
in this section of Illinois; 104 acres all
improved on_ rock road seven_ minutes
ride from Court house in city 6,000
Would consider good stock of “generai
merchandise. A."L. Redman, Olney,27I€I;I|—
nois.

Bake-Shop and Confectionery For Sale
—_Excegtlonal opportunity for "baker and
wife. nly soda fountain, bake-shop and

rivate boarding house in town of 2000
nventor¥’ price. Low rent. Act quickly.
Box 36, Peshtigo, Wisconsin. 280

Garage Business For Sale—Having no
competition, in county seat; good reasons
for selling; price reasonable. Tity Gara%e,
Lyndon. Kansas. 28

Bank For Sale—Controlling interest in
$20,000 bank in Missouri; worth the mon-
Fe/. Sfee J. G. Strean, 521 Lathrop Bldzg.,

ansas City, Missourl. 28
. For Sale—Grocery stock and fixtures in
live town of 12,000. Invoice about $2,700
no discount. WortV> investigating. Good
gay_mg proPosmon.for anyone desmng a

usingss of this kind. Address No._ 283
care Tradesman. 283
_.Special prices on the following store
fixtures; 1 new Hobart electric coffee
mill, 10 plate glass floor cases, 6 electric
fans, 7 National cash registers, 1 new
Wayland paper baler, 1 electric drug mw,
also other store fixtures. Address .
Maxwell, 315 No. Burdick St., Kalam%‘?o,

Michigan

For Sale—Bakery and restaurant. Only
one in town of [loo population. Good
farming community’ on’t answer this
advertisement unless you mean business.
Brookston Bakery, Brookston, Ind. 295

For Sale—At 40 cents on the dollar a
small, well assorted stock of A No. 1
grade of jewelry, also a complete jewelers
and optical repairing outfit with” a well
assorted stock of watch_parts. Must sell.
Address No. 296, care Tradesman.

For Sale—Muillinery stock and_ fixtures.
One of the best loCations in city. Ad-
dress A, care Tradesman. 297
W anted—Merchandise, _groceries or
eneral stock preferred, cify or country
or $4,500 equity in 120 acres improve
Jackson_ county, Michigan farm. C. H.
W hite, Jackson, Michigan.

Good Business Opportunity, For Sale—
Complete line of up-to-daté fixtures for
men’s clothing, shoes —and furnishing
oods store. Store building for rent.
ne of the best locations in the city.
The present occupant has conducted "a
very successful business for several years
and is leaving because of business inter-
ests elsewhere. This is an excellent op-

portunity. Would advise you to act
aulcklg. For_further particulars write
gvelr ody’s Store, M. Newmark. Prop.,
au

Ste. Marie, Michigan, 347-349 Port-
age Ave. West. 285

arm For Sale Or Trade—Have 80
acres good land near Milan. Will sell
for cash or trade for stock of general
merchandise to value $4,000 or ~$5,000.
Address Wm. N. Benge, Milan, MIChIZ%%n.

Kifing. o0 ER%aeCgsbaretspn o

tilint " property in exchange. For par-
TralWeSmandreSS N°' 284’ Care Michf aa

Rept’7ltore 100  feet 2! t
heated. |3und|r(1)geforoodep%rtn%ntssgree
three floors; 46% 100 feet. Lo'\r}lg lease
given. Centralé/ located. ~W. M. Hoff-
master, Battle Creek. Michigan. 275
»j0 .Sen Or Trade—For stock of mer-
chandise, 170-acre farm near Detroit,
Michigan. Is one of the best farms in

U Has 30-acre orchard, 40 acres
solid timber, balance under cultivation
with crops”® also cattle, horses, machin-

! ire ». Fi
Rve. £ gt Mbichigher % Hangack

.. Position Wanted.

A position as buyer and manager of
a general store or department. One who
will look after your business the same
as you would yourself. Good advertiser
salésman and Stock keeper. Can get thé
business and hold it. ust be with good
financial firm and a permanent position

Good appearance, quick and active. Al-
ways on_ the move. No ba haki&tg.

gan furnish the best recomjnends.
ress No. 271, care Michigan Tradesman
271
stock and grain
of Dowagiac,

For Sale—199-acre
farm, 4 miles northeast

Michigan.  Good buildings. Will take
some ‘property in part payment. Wm.
Wallace, 1419 Forres Ave. St Jos%%h,
Michigan. 2

Incorporate your husiness, avoid part-
nerships; protéct private property from
business ventures; information free. Phil-
I'P T. Lawrence, former assstant Secre-
tary of State, Huron. So. Dakota. 267

For Rent—Brick store building in live
town of 1,000 population in South West
Michigan fruit belt. ~Address H. Peirce
« Son, Watervliet, Michigan. 268

For Sale—Hotel business, thirty rooms’
doing good business. Must be " sold at
j106° easgnable prjce. Enquire rk
IS-Ilotel. gay %lty, mic igan. q 56%

For Sale-Good _clean stock under”
e invoicing with accessories, about
*>000. North Georgia town 7,000 popu-
lation. Prosperous, well established busi-
ness. Good reasons for selling. Cheap.
Address, Leonard-McGhee Furnjiture
Company, Dalton, Georgia. 262

For Sale Or Trade—One ~UTiE
It10’, near automobile factory, _Indiana.
What have you? Address Box 250, New-
ton, Kansas!: 264

For Sale—Brick yard, 90 acres land'
abundance of clay.” Railroad track in
yard. Reason for selling, interest in oth-
er business. Traverse  City Brick Co,
Traverse City, Michigan. 270

Party having furniture experience con-
ductln? g[_eneral merchandise store in
good [ocation, would like to hear from

lot,

manufacturers who would place their
"Eogl °fi anS|gnment. Address P. O._ Box
1101, Penllyn,” Pennsylvania. 247

To Rent—July 1, store room 25x100
for movie or merchandise. = Best location

,Lowri. Address A. W. King, Wyoming,
Hlinois. 249

For Sale—25000 acres round timber.
Will cut 3,000 feet lumber per acre. Good
land. Manatee Co.. Florida. $12 per acre
in fee; terms. Address P. O. Box 1105
Tampa, Florida. ’

$1,000 will buy one-half interest in a
dry goods and "notion  store. Suburban
town” near Grand Rapids. Fine chance

to enlarge business. Only one-half in-

terest for sale. Address” R. C., _care
Tradesman. 252

For California _Timber write F_ A~

Baird, Redding, California. 219

W anted—;Stock enerDa Hm erchandise.

State size of stock. . Hampton,
Minneapolis, Minnesota. 222
For Sale—My stock of groceries, dry

nd. First-class fixtures
good building, cheag rent, good location
and doing a good business.” Located in
town of” 500" Address No. 246
Tradesman.

A For_ Sale—On account
the B. S. petticoat,
chinery and business, or,
machinery separately. Siales $50,000 a
year. Established 13% years. Has paid
a dividend of 25% per annum during that
time. Will sell at low flﬁure. Skadan,
Kerns & Co., Weedsport, N. Y. *242

delicatessen.

For Sale—Bakery and
Overhead expense $5.50. Income $30 cash
business. Am in wholesale flour business
and unable to give this proper attention.
Splendid location for man and wife A
R. Miner, 618 South 20th St., Omahal!
Nebraska. 43

goods and. meats.
care
246
of Ul health,

building, ma-
business and

1fn*n9 Lﬁsﬁ‘ rﬁust accompany all orders.“

AlFar = st°9k °f gengral merchandise
ai condition, invoic 6,000 to $7 000

frint. tr&d/a,resssitﬁ%t.e%ép e Iﬂ%rdnebsrzr%iﬁ'

J °r, Sale—Fine Sgeneral mercantile busi-
mess in prosperous western country town-

stock and buildings $12,000. argain!
Will consjder part "trade on acceptable
groperty in Twin Cities. Write C
chultz; Krupp, Washington. 227
tJ J sihess, hiock with good_ lease cen-
ocated m prosperols city in Michi-
gan.” If interested in a gllt—e e invest-

ent, write T. D. Dakent Seattle, Wash-
lgion. 228
A small, clean_stock of general mer-
chandise and buildings in a lively little
surrounded” by farming and
thict .oountry;t_want ltb?ddretlre;ctre]rms _tl_o
arties. ress as. .
Padden, Glenrock, Wyoming. 236
For Rent—Dry goods store 25x 85, _two
with shelvings and fixtures. Rent
cheap, location cenfer of city. Been do-
husmess thirty years. ~ First class
clothing store connected with it. Citv
Puliation 12,000. 10,000 countr¥ people
trade m city. There are only four dry
A°?ds stores in city. Good chance. En-

Michigan. Willhelm- Traverse City,
. 1 or, Sale—Good clean stock of drugs
and stationery In town of 12,500. Busi-

ness established 40 years. W, H. Oakley
Administrator. Ishpéming, Mich. 984

Safes Opened—W. L. Slocum safe »»
ert and locksmith, 128 Ann St N. F
rand Rapids. Michigan ipf"

Will pay cash for whole or part stocks
in'.rS?SS; Um*“ Lev,n“ hn- B« -

special sales and buyers of entire stocks
oom 1 \/_ha)‘VI_BIock, 91 Grand River
Ave., Detroit, ichigan. 32

Oklahoma Oil Field < nic, .
May make your fortune. Map and de-

3R 386 A am & U PEs £ BIMg. Peritlays

195

Ch

For Sale—Building with general mer-
chandise store established_in it; all fresh
stock; seven-room flat. The only busi-
ness in town. Good barn and new grain
house goes with it. Good location for
busy man. Price $5500. Selling on ac-
count pgor health.  Address o 134,
care Tradesman. 134

1 For Sale—Good

| e payin% drug store, well
located Iin city of “40000 in Southern
Michigan. ~Clean up-to-date stock, in-
voicing $4,000. A ‘dandy opening for
young man. Address No. 49, care Trades-
m an - 49
Stocks Wanted—If you are desirous of
sellm% your stock, teéll me about it. |
e

may ~able to dispose of it quickly.
My service free to both buyer and seller
E.” Kruisenga, 44-54 Ellsworth Ave..
Grand Rapids, Michigan. 870
Auctioneer: Merchandise and real es-
tate auctioneering is my specialty. Mag-
nns Wangen, Hartland,” Minnesofa. 809
Merchants Please Take Notice! We

have clients of grocery stocks, general
stocks, dry goods Stocks, hardware stocks,
drug stocks. We have on our list also a
few~ good farms to exchange for such
stocks, Also city property. “If you wish
to sell or exchange your” businéss write
us- G- R- Business Exchange, 540 House-
man Bldg,, Grand Rapids, Mich. 859

| pay cash for stocks or part stocks
or mefrchandise. Must be ‘cheap. H.
Buyer, Milwaukee. Wisconsin. 925

HELP WANTED. ~

~Wanted—First-class  spinner, pnn-
cipally in zinc and copper; steady posi-
tion. ~ Gerock Brothers Mfg. 1252

South Vandeventer Ave., Sf. Louis,

POSITION WANTED.

W anted—Position as clerk or manager
of general store by married man. Eight
ears’ experience.” Country town pre-
erred. Satisfactory references. No. 293
care Tradesman. 293

Wanted—Position by experienced gro-
cery man. Best of references. M 10.
Tradesman.

Grand Rapids Safe Co.

tradesman

building

Dealers in Fire and
Burglar Proof Safes

carry a complete assortment of fire
and burglar proof safes in nearly all
sizes, and feel confident of our ability to
meet the requirements of any business or

individual.

Intending purchasers are invited to call

and inspect the line.

If inconvenient to call,

full particulars and prices will be sent by
mail on receipt of detailed information as
to the exact size and description desired.
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ENEMIES OF THE GROCER.

How many grocers realize that they
are competitors with elements entire-
ly outside their business? No busi-
ness is more susceptible to the evils
of bad credit than the grocers and no
business stands a larger chance to be
sidetracked for its rightful share of
the family purse in competition with
the innumerable enterprises that at-
tract the family.

A few years ago—and it is not en-
tirely over yet—the automobile was
charged with sapping the family ex-
chequer, and statisticians have figured
out in some parts of the country with
singular exactness that auto owners
are proverbially debtors to the grocer,
especially in the touring season, when
a few gallons of gas or oil are almost
as imperative in their calls on the
ready-money supply as the family
larder. And, since the gasoline man
generally demands cash, the grocer
has to be the goat and grant credit.
At east he too often does.

But now the movies have come into
the field with an appeal of such uni-
versal force for the whole family and
appealing to such small financial mul-
tiples as to magnify the danger of the
auto greatly. It gets closer and closer
to the family, and while the form of
extravagance may be small it amounts
in the aggregate to a great deal.
Thousands of grocers will tell you
that the opening of a convenient pic-
ture house near at hand results in a
large increase in their unpaid bills,
and some of them have traced it as
far as individual families. It is not
unusual to find a large family spend-
ing $3 or $4 a week on movie tickets
in some localities, and the grocer is
generally one of the chief complain-
ants.

W ith the grocer shunted aside for
the auto bills of dollars a week and
also for the movies which takes the
family nickels, he is finding the prob-
lem of family credit accounts looming
very large in his industrial horizon.

Manufacturing Matters.

Hesperia—Duncan & McCallum
have sold their grist mill to Reed &
Spears, of Whitehall, who will con-
duct it in connection with their other
grist mill.

Manistee—The Manistee Art Furni-
ture Co. is being incorporated as a
re-organization of the Michigan Art
Co., of Muskegon, with an authorized
capital stock of $25,000, one-half pre-
ferred, $10,000 of each to be issued
and paid in in cash. The plant will
be removed from Muskegon at once.

Lansing—By unanimous vote of the
stockholders, the National Coil Co.
has sold all its real estate, shops
equipments, patterns and patents to
the Reo Motor Car Co. The National
Coil Co.’s plant was desired by the
Reo company for the manufacture of
lighters and starters for Reo cars and
trucks. "Eventually the whole equip-
ment will be moved to the Reo plant
and a special shop made for ’its ac-
commodation. While located in an-
other part of the city, the old Na-
tional Coil Co.’s plant becomes really
another department of the Reo com-
pany. The National Coil Co. is now
employing over 100 men. The per-

sonnel of the shop will be disturbed
in no way, but the demands to be
made upon it by the Reo company
from now on will necesitate a much
larger force. The capacity for starters
and lighters is not nearly equal to
Reo demands. When the plant
is moved to the Reo plant prop-
er, the real estate and buildings on
North Cedar street will be offered
for sale. The National Coil Co. was
founded about fifteen years ago. It
first did business in a small way on
East Michigan avenue. Increase in
business finally compelled the old
company to locate in an exclusive fac-
tory building and the property on
North Cedar street formerly occupied
by the Maud S. Windmill & Pump
Co., now defunct, was purchased.

Language reform is one of the most
interesting problems Chinese reform-
ers have to face. Few Europeans real-
ize that, in addition to an impractica-
ble alphabet, China has also an im-
practicable literary tongue. In this

respect it is much worse off than
mediaeval Europe, where native
vernacular had such a long uphill

fight against Latin. At any rate, the
old literary language of Rome could
be spoken as well as written. But
the Chinese literary language makes
its sole appeal to the eye of the liter-
ati and cannot be used in speech at
all. The vulgar tongue, on the other
hand, consists of such innumerable
dialects that scholars and high officials
refuse it admittance into the society
of their classics. In this dilemma
China would seem in need of a Dante
to pull the vulgar dialect up to liter-
ary level by main force of genius.
Italy of the fourteenth century was
also honeycombed by dialect. But
Dante, by conscious selection, evolved
a composite language which became
a lasting Italian possession. If the
Chinese Dante could be followed by
a Petrarch, to ennoble vernacular
love-making, and a Boccaccio to spice
after-dinner humor with homespun
idiom, two generations would see all
China, from Mukden to Nankin, us-
ing a common tongue.

The National Canners’ Association
has lately undertaken to root up a lot
of absurd ideas about their own prod-
uct—of emptying the contents of the
can out immediately or of toadying to
the bugabear of “ptomaines.” There
would appear no good reason why
they should not fight prejudice in
other ways. If a canner thinks glu-
cose is less desirable than sugar, let
him use sugar, but why join in trying
to make the law prohibit a wholesome
and valuable cheap food from a decent
standing in the market? Oleomar-
garine has long suffered from similar
persecution, but the public is growing
wiser every day to its value as a food.
Why use the mask of the law to go
forth with the bludgeon of prejudice
and do murder to good food, the chief
offence of which is being cheap?

The organization of the Grand Rap-
ids Store Fixture Co. has been com-
pleted by the election of the follow-
ing officers: President, Frederick D.
Vos; Vice President, Ernest D. Col-
lar; Secretary and Treasurer, N. Free-
man.

Hew Chapter in the History of China.
The Russo-Japanese alliance which
has been in the air for some time,
is now an accomplished fact. It opens
a new chapter in the history of Asia,
or, for the matter of that, of the
world. Asia was thrilled when Japan
was inflicting defeat after defeat on
Russian arms. Asia saw the dawn
of a new day for her. In Japan she
saw a deliverer and a saviour. It did
not take long, however, for her to
find out that she had been building
castles in the air. The Anglo-
Japanese Alliance, with its engage-
ment on the part of the Japanese to
help the British to maintain their su-
premacy in India, brought about the
first disillusionment. Then came the
shock of Japan’s doings in Korea,
Formosa and China. Asiatics expect-
ed that Japan would see her way to
place Chinese independence on a firm
footing. In this, however, they have
been sorely disappointed. They sym-
pathize with Japan in her efforts to
prevent European supremacy in
China, but they cannot see that that
necessarily involves the complete sub-
ordination of China to Japan.

Japan is in formal alliance with
Great Britain, but of late there have
been ample indications of a rift in the
lute. Great Britain could not afford
to let Japan have an absolutely free
hand in China. But for the war we
do not know what developments
might have taken place in the rela-
tions of Japan and Great Britain. The
war has effectively checked any re-
sentment which Great Britain might
have shown against Japanese “ag-
gressions” in China. Subject to her
Chinese policy, Japan has been a faith-
ful ally of Great Britain in the war.
But anybody could see that she was
playing her own game. She felt that
after the war a conflict with England
was probable, if not inevitable. She
also saw that Russia was in urgent
need of help from her if she was to
play her part in the war. This was
her opportunity and she seized it
She sold her aid to Russia on the
best terms—high prices for supplies
and a permanent treaty of alliance.

This alliance makes the position of
the British in China anomalous. Great
Britain can, under no circumstances,
defy the combined arms of Japan and
Russia. Japan and Russia will be
comparatively free to do what they
like in China. It is a blow to the
hopes of Asia, the significance of
which cannot be measured in words.
Nothing definite can possibly happen
during the war. Great Britain can-
not afford to offend either Japan or
Russia. After the war she may ac-
tively step in and object to the ex-
ploitation of China by Japan and Rus-
sia. If so, that may save the situa-
tion. If not, she may keep quiet and
let Japan and Russia have a free hand
in China, which means that Asia will
be. even more completely and more
ruthlessly under the heels of Russia,

Japan, and Great Britain. Russia and
Great Britain may be excused as be-
ing foreigners, but Asiatics will never
forgive Japan for having brought
about the ruin of nations to whom she
owed all her civilization.

Lajpat Rai.

Butter, Poultry, Beans and
Potatoes.

Buffalo, Juiy 12—Creamery butter
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Eggs
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broilers,” 27@32c; old cox, i i4c-
ducks, 19@20c.
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Potatoes—$3.00 per bbl.
Rea & Witzig.

War conditions may revive a once
important industry of India. Three
decades since exports of indigo from
India exceeded $17,000,000 annually,
but before the war they had dropped
to something like $1,000,000. The rea-
son for the lessening of the indigo
industry was the fall of prices, caused
by the introduction of artificial indi-
go. Dyers preferred the natural dye,
but the artificial was so much cheaper
they used it. One weak spot in na-
tural indigo was its variability in com-
position. The artificial was better in
this respect. It is reported that the
Indian government has taken steps to
remedy this defect and that the indi-
go industry will be on a firmer basis.

Thomas Mott Osborne's return to
his position at Sing Sing is a triumph
such as comes to few men. No fair-
minded person will do other than
wish him well. In the bitter experi-
ences through which he has passed
there are, however, useful lessons for
him. He will do well, now that his fight
is won, to devote himself quietly and
persistently to the great task in hand

the demonstration that the success
thus far achieved is not merely a flash-
in-the-pan affair, due in large meas-
ure to his own personality.

Most of the waiters in a hotel are
guests.

BUSINESS CHANCES.

Trade me your business for good lane
) | i
£ P YU Ot YRRirares: gt

Clothing and Furnishin%s. If you hav
or can raise $6,000 or $7,000 will" sell yoi
the cleanest and best bargain in Michi
f®? mventor%mg around $12,000 and do
ing better an $500 a week. Don’
answer unless you have the mone

Would consider a good farm and stoc
splendid opening for any one not familial
with the business. Address No. 300, car«
I raaesman. jaq

E HAVE opening for a young

man with at least 1year’s hard-
ware experience. He must be willing
to work and have good references.

VANDERVOORT HARDWARE CO.
LANSING, MICH.

SPECIAL USED AUTO BARGAINS

1915 M°del 5 Pass. Gray A Davis, self starting and lighting...........

$395

4f Other Touring Cars and Roadsters $195 and up
Easy Terms—No Extra Charge

Dwight’s Used Auto Exchange

Grand Rapids, Mich.
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Manufactured
Under
Sanitary

Conditions

G. J. Johnson
Cigar Co.

Makers

Grand Rapids, Mich,



AwW.,.. a value diver?

Do you planways and means to give all possible
value in"every sale?

Do you keep posted as to what is taking place in
the Purg Food VR/orId? Ib

The average housewife depends on her grocer to protect her in
the matter of values, adulterations etc. and the dealer owes it to him-
self and to his trade to be awake to the merits of the brands offered hirn
by the different manufacturers.

There is nothing in all your stock that affords you better oppor-
tunity to supply real value than

Baking Powder

Guaranteed Free From Albumen

Complies with Pure Food Laws of EVEIYy State.
W e have never used the “Fraudulent W ater Glass Test”

JAQUES MANUFACTURING CO., Chicago



