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M A N
1. Man that is born of woman is of few  dollars and 

full of egoism.
2. He cometh forth like a flower but is wilted by the 

highcostofliving and shriveled by rent and taxis.
3. He hustleth for his train and misseth it by three- 

quarters of a minute.
4. He crosseth the street in the pride of his manhood 

and is tossed three blocks by a yellow honk-wagon.
5. Yea, even his stenographer leaveth her chewing 

gum on his desk chair by accident and he needs must 
wear his raincoat home.

6. What is man but the shuttlecock of fate walloped 
over the fence by the battle-dore of adversity?

7. In his infancy he stubbeth his toe and waileth 
lustily, and in his maturity he acquireth the gout and 
curseth abominably.

8 Yea, his troubles do follow him in his young 
manhood and the first girl to whom he proposeth doth 
accept him.

9. Verily, what is a man but a stone-bruise upon the 
heel of existence?

10. Even is he but a freckle upon the face of Miss 
Fortune, for when he polisheth his silk hat he absent- 
mindedly turneth about and sitteth upon it, being there
fore the man who putteth loss in gloss.

11. He runneth for office, nor can one guess what 
manner of man it was who cast the other vote for him.

12. lie walketh in the street and a bulldog falleth 
upon him; he walketh in the fields and an aviator falleth 
upon him; he hideth in the cellar for protection and the 
gas meter explodeth and hoisteth him through the floor
ings unto the third floor; even if he diveth into forty 
fathoms of water he bumpeth his bean upon a water
logged plank.

13. The banister of life adown which he slideth is full 
of splinters, and the Hand of Fate leadeth him not but 
weareth brass knuckles and jabbeth him constantly.

14. Yea, verily, man that is born of woman is destined 
to bills and boils, toil and thirst, malaria and matrimony.

15. And when the end cometh he cannot even enjoy 
the epitaph provided for him, and the flowers sent to gar
nish his obsequies are by mistake delivered to the home 
of his bitterest enemy.

Lewis Allen.
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"A 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, Michigan

Pere M a rq u ette  R a ilro a d  Co.
DUDLEY E. W ATERS, PAUL H. KING, Receivers

FACTORY SITES
AND

Locations for Industrial Enterprises in 
Michigan

The Pere Marquette Railroad runs through a territory peculiarly adapted by Accessibility 
excellent Shipping Facilities. Healthful Climate and Good Conditions for Home Life, for the 
LOCATION OF INDUSTRIAL ENTERPRISES.

First-class Factory Sites may be had a t reasonable prices. Coal in the Saginaw Valley 
and Electrical Development in several parts of the State insure Cheap Power. Our Industrial 
Department invites correspondence 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

ONE MAY DANCE OR PLUNGE INTO THE LAKE AT

R A M O N A
IT IS THE VARIETY OFFERED BY THE MANAGEMENT 
TH AT GIVES CHARM TO  THE PLACE. IF YOU NEITHER 
DANCE OR SWIM, THEN TAKE ON SOMETHING ELSE. 
YOU’LL FIND IT  AT

R A M O N A
THE HIGH CLASS KEITH VAUDEVILLE IN THE PR ETTI
EST SUMMER THEATER EVER BUILT IS SCORING A HIT. 
ONLY THE BRIGHTEST AND CLEVEREST ACTS ARE 
STAGED AT

R A M O N A

Bread is the Best Food
It is ihe easiest food to digest.
It is the most nourishing and, with all its 

good qualities, it is the most economical food.
Increase your sales of bread.

Fleischmann’s Yeast
secures perfect fermentation and, therefore, 
makes the most wholesome, lightest and tastiest 
bread.

Sell Bread Made With

F L E IS C H M A N N ’S Y E A S T

Boston Breakfast 
Blend

-Splendid Quality 
at a

Moderate Price

Judson Grocer Co.
T he Pure Foods House

G RA N D  RAPIDS, MICHIGAN

NEW DEAL 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 2 54 
5 boxes (3 3.10—1 box FREE, Net 2.58 

IV* boxes @ 3.20-^ box FREE, Net 2.66
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, 1910. 
DEAL NO. 1 6 0 1 .

Yours very truly,

Lautz Bros. & Co.
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RURAL VERSUS REAL CREDIT.
Why all this agitation about Rural 

Credit? Who understands it and 
who shall understand it? The people 
of course. The people are interested 
in cheap food, plenty of it, and bet
ter food, and the people want to go 
into farming if it means a better 
chance of life and health for them. 
Is Rural Credit a device to help the 
people? Is it a practical socialistic 
scheme, or is it to be exploited, ad
vertised, monkeyed over so that the 
already strong will have a chance 
to build up and strengthen their 
fences and then tell the other fellow 
what he ought to do after we have 
got ours? Is it to go slow so as 
to give the agricultural colleges, with 
their monopolistic habits of educat
ing, and banks a chance to defend 
their past neglect of the small man, 
the weak man who is trying to learn 
how to farm? Does it fit Oregon, or 
Ohio, or Iowa, where there are great 
stretches of good land, easily work
able, and not fit, hilly, rocky, New 
England bewhiskered with bush and 
trees?

Rural Credits should do some of 
the things which our eager single tax 
friends say will happen under their 
system. I t should stimulate farming, 
increase the number of farmers, and 
possibly, in a measure, affect city 
over-congestion. It must, at any 
rate, have its effect upon rural de
pletion and must bring into cultiva
tion a greater acreage of wild and 
waste lands. It must make these pay 
the public something. The public 
after all is doing the hard work, mak
ing his five earn the other five, and 
that land which can only produce its 
one should be dug up, and turned 
over to the fellow with the five. 
Strange as it may seem, land which 
should be on top of the ground is as 
deep down as diamonds and gold in 
unexplored mines, hidden, so far as 
its true value is concerned, by crusts 
of sentiment, opinions, archaic ideas, 
and educational formulas.

Banks after all are progressive in
stitutions, but like all human things 
may acquire bad habits* They may

not like to admit this any more than 
does the remainder of the public. 
They are willing to learn, but want a 
chance to live and such a chance they 
should have. It is a normal instinct 
of life. Wholesome life should be 
able to accommodate itself to the 
needs of the environment, the sea
sons and the times. A bank may take 
on too much the habits of the dis
trict, the community. Such a danger 
may be more apparent in the boom
ing West than the conservative East. 
In the one case it may temporarily 
serve the community at the expense 
of interest elsewhere, and in its too 
vigorous living shorten its life. In 
the other case, once established, it 
suffers little from competition, and 
with its slow, deliberate habits char
acteristic of its environment, it may 
not realize the actual hardening of 
its arteries, that it is becoming de
crepit, and is holding back, allowing 
in fact decay and degeneration to 
set in in its own neighborhood, and 
so it comes to serve the world beyond 
more than its immediate interests.

Banks in the future must do more 
work in public education and co-oper
ation. In some districts the savings 
bank is regarded in the light of a 
fetich as the true repository for sav
ings. So much is this so that the 
life insurance agent does not thrive 
there. Whether or not the life in
surance companies are paying better 
dividends than savings banks may be 
an open question. It is true that life 
insurance companies through their 
aggressive agents must be credited 
with a far-reaching educational work. 
Their policy-holders are brought so 
into contact with their agents that 
their knowledge of things financial 
is at least broadened. Both savings 
banks and life insurance companies 
have unpaid boards of trustees. Those 
of the latter probably are more sub
ject to cosmopolitan influences than 
those of the former, but have less 
comparative influence upon the insti
tution they serve. Local influences 
and prejudices may handicap trustees 
of the savings bank in broadening 
their field of service, but such service 
should be broadened if it means the 
life and health of the region such a 
bank serves. Town governments 
cannot be run where the honest wages 
paid are limited to a maximum of 
20 cents an hour, nor can under such 
a wage handicap good roads be built 
where they are so vital to prosperity. 
Bank boards must appreciate all the 
local coloring and effect of such 
things as these. The bank must do 
more effectively the work of the local 
practitioner or else the disease will 
have such a grip that not even the 
specialist from Boston or Washing
ton can treat the case to any advan
tage.

From one town formerly agricul
tural, and still so listed, has flown 
many hundreds of thousands of dol
lars during the past generation 
through the near-by banks to be in
vested (in securities?) elsewhere. 
Practically nothing from the proceeds 
of nature’s generous crop grown upon 
deserted mowing and sheep and cat
tle pastures has been returned for the 
agricultural-forestry development use 
of that town to keep it going. With 
the town well skinned of lumber, 
crops and people, there still flourishes 
a weedy crop of excuses or reasons, 
inspired or nourished by those who 
have had the benefit or use of this 
money, as to why “it does not pay 
to farm in this town.” Be that as it 
may, we notice that many million
aires have financial head enough and 
money enough to give even such land 
a course of treatment that it does 
come back and return dividends. Pos
sibly our new “Land Bank” specialist 
is going to be able to inject the right 
serum into the deserted hill town to 
prevent the further spread ¡of in- 
financial paralysis. Let us hope so.

Labor Day—why is it that the tired 
business man looks forward to this 
holiday with particularly pleasant 
anticipation, plainly dissociated from 
any special legard for the cause 
which the day commemorates? Part
ly, perhaps, because it comes at a 
time of year, after the extreme heat 
of midsummer, when a day in the 
country is a peculiar joy. Now the 
tennis enthusiast should be at the 
top of his game, the cool waves have 
yet lost none of their capacity for 
refreshment, the fair green—well, it 
may be already a bit crisp under foot, 
but who cares? Who would not be 
at his favorite sport on a day like 
we had this year? Who, confined to 
the city by the rigors of business, 
does not envy his carefree, footfree 
brother? But there is another and 
more cogent argument for the pri
macy of Labor Day. It is so exquisite
ly fashioned that it falls always on a 
Monday, and is thus enabled to bor
row from its churchly neighbor a 
splendor not its own and shine with 
doubled radiance. No wonder New 
Year’s Day, and Lincoln’s Birthday, 
and Washington’s Birthday, and the 
Fourth of July, and all the other 
holidays cast envious eyes at their 
more fortunately situated sister, 
raised so far above them by what 
must seem to them a mere accident 
of birth! They can hope to attain to 
her glory but once in every three or 
four years.

Many an egotist who imagined h;s 
existence necessary to the world’s ad
vancement has been interred in a pine 
box without any trimmings.

LINCOLN’S GREATNESS.
While the log cabin in which Abra

ham Lincoln was born is being dedi
cated by a Democratic President of 
Southern birth—in itself a fitting 
symbol of the reunited nation for 
which the martyr President strove— 
there is one way in which Americans 
may fitly honor the memory of Lin
coln, at any distance from Hodgen- 
ville and every day in the year. This 
is by refraining from the temptation 
to drag in the august name as an 
argument into our own little partisan
ships and prejudices. It is one of the 
real tests of Lincoln’s greatness that 
his memory stands uhscathed by all 
the foolish and narrow and ignoble 
things that Lincoln would have done 
if he were now alive and actively en
gaged in working with the fellows 
on our side of the fence, which, of 
course, there isn’t the slightest doubt 
he would now be doing. From the 
ward politician who knows that Lin
coln would have voted for him for 
alderman and the National politician 
who knows just how Lincoln would 
have pacified Mexico, the name of 
Lincoln might well be delivered. 
After all, he did his share of duty 
during his lifetime, and passably 
well. That should be enough. When 
it comes to suffrage or the eight- 
hour day or prohibition or the pure 
food law, there is only one safe pre
diction to make of what Lincoln 
would have done with regard to these 
matters. He would have cracked his 
knuckles and told a good story.

It is so seldom that it is possible 
to say a good word for the Turks 
that everybody ought to be glad to 
do so when the opportunity presents 
itself. It appears that Messrs. But
ler and Hoffman, teachers at Beirut 
College in Syria, have just returned 
to the United States and are telling 
how the Turks treat their prisoners. 
They say that wherever brutal Ger
man officers are not in command the 
only difference between the fare ac
corded their own soldiers and those 
they have captured is that they give 
the prisoners a double portion of 
mutton. This is on the theory that 
Christians are heavier meat eaters 
than Mohammedans. Taken in con
nection with the stories of the hard
ships to which prisoners are sub
jected by their captors of other na
tions this makes an interesting excep
tion. It is unfortunate in one view 
of it that the Turks have compara
tively so few such prisoners. The 
latter, of course, can not complain 
if they get as good fare as the Turk
ish soldiers, and when they get bet» 
ter, they have every reason to be 
pleased and satisfied.

Only fools mortgage their oppor
tunities.
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HISTORY OF A CRIME.

Gompers’ Gang Refuses to Abide by 
Agreement.

D. E. Loewe, head of the Danbury 
hat manufacturing company bearing 
his name, has announced through his 
counsel, and also by open letter to 
all the surviving defendants in the 
suit instituted by him against the 
Danbury Hatters’ Union, that unless 
the American Federation of Labor 
and the United Hatters of North 
America make good their written 
agreement to hold the defendants 
harmless, by settlement of his judg
ment with interest, court costs and 
counsel fees, amounting now to about 
$300,000, he will proceed to sell under 
foreclosure 140 pieces of real property 
located in Danbury, Bethel and Nor
walk, belonging to the defendants.

Final decision of the Supreme Court 
of the United States in the Danbury 
Hatters’ case ends that litigation, ex
cept for the collection of the judg
ment, which, with interest, exceeds 
$280,000.

Suits were instituted agaiast various 
savings banks in Danbury and Norwalk 
to recover the attached savings bank 
deposits belonging to the several de
fendants, and after the Supreme Court 
affirmed the judgment in the prin
cipal case, these various banks paid 
over the principal of the attached ac
counts, aggregating $35,000, but with
held the accumulated interest because 
the United Hatters of North Ameri
ca claimed it, by virtue of an assign
ment from the individual defendants. 
Shortly after the accounts were at
tached in ,1903, the United Hatters 
of North America paid each defend
ant the face value of his deposit, and 
took an assignment of the account 
subject to the right of D. E. Loewe 
& Co. as attaching creditor, and when 
steps were taken to collect the judg
ment the United Hatters contended 
that the interest which thereafter ac
cumulated belonged to them and was 
not covered by the attachment. The 
amount involved in this dispute is 
approximately $20,000, and the case 
was heard by the United States Dis
trict Court, which decided adversely 
to the contentions of D. E. Loewe & 
Co.

Counsel for the plaintiffs were so 
confident as to the right of D. E. 
Loewe & Co. to recover this money, 
that an appeal was taken to the Cir
cuit Court of Appeals, which was ad
vanced for early hearing, and argued 
on April 3, 1916. A decision has not 
yet been rendered.

In July, 1915 foreclosure suit was 
started against 140 pieces of real 
property in Danbury, Bethel and 
Norwalk which belonged to the re
spective defendants in the original 
hatters’ suit. The court directed that 
these various homes be separately 
sold at public auction; but no further 
proceedings will probably be taken 
in connection with this suit until the 
cases against the savings banks have 
been finally determined.

Meanwhile, the United Hatters of 
North America endeavored to reach 
a settlement of Mr. Loewe’s claim, 
which now aggregates, with interest, 
about $300,000, and made an offer 
of $100,000, which was rejected as en

tirely inadequate to meet the plain
tiff’s actual losses.

An appeal was made to the Ameri
can Federation of Labor to have 
every member of that Federation 
contribute an hour of his pay on Jan. 
27, 1916, in order to help the defend
ants, and since the proceeds of that 
appeal amounted to only $132,138, a 
second appeal was issued by execu
tive counsel of the Federation on 
May 9, 1916, calling on union men to 
contribute one hour’s wages on June 
15, 1916, to make up the deficiency.

“The importance of the case lies 
not in the size of the recovery, but 
in the far-reaching principles of law, 
established by the highest legal tri
bunal, for the protection of employers 
and workmen from the unfair aggres
sion of organized labor. The case 
has led to an abandonment of the 
unfair list by the American Federa
tion of Labor; a general restraint on 
boycotting activities of this character 
throughout the country, and it has 
provoked discussion and led to many 
political planks of various political 
parties,” says counsel for Loewe & 
Co.

The principles established in this 
case by the Supreme Court In Its 
original decision on demurrer in 1908 
and in the recent decision are:

1. .The Sherman anti-trust law ap 
plies to all activities of organized 
labor which seek to restrain or inter
fere with interstate commerce.

2. Members of the labor unions 
are liable for what is done by their 
union through its officers within their 
delegated authority.

3. In speaking for the court, Jus
tice Holmes of the Supreme Bench 
said: “It is a tax on credulity to 
ask anyone to believe that members 
of labor unions did not know that 
these boycotts were means expected 
to be employed in the efforts to union
ize shops.”

4. Salesmen of a boycotted con
cern, it is held, may testify as to the 
explanations given them by customers 
as to why they discontinue patronage, 
without the necessity of securing the 
testimony of those reluctant custom
ers from all parts of the country. 
Damages due to acts upon which this 
suit was based are recoverable even 
though they accrue after the suit had 
been commenced.

The problem of collecting the judg
ment has excited more comment than 
the decision in the Danbury Hatters’ 
case itself. It did not seem credit
able that the United Hatters of North 
America or the American Federation 
of Labor—which had pledged support 
and protection to the defendant, and 
were responsible for the unsuccessful 
defence — would be short-sighted 
enough to abandon the defendants in 
the hour of final defeat and allow 
their homes to be seized. It was 
pointed out that organized labor had 
a reputation for breaking its contracts 
with employers, but it was still be
lieved that self-preservation would 
force it to keep faith with its own 
membership. In order to give the 
United Hatters a reasonable oppor
tunity to perform its written agree
ment to hold defendants harmless, 
Mr. Loewe, on April 22 last, publish
ed an open letter to them which fully

sets forth the situation. After recit
ing the written pledges to save the 
defendants from liability, and offering 
to co-operate with the union if it 
desired to perform those pledges, the 
letter gave final notice that unless the 
United Hatters at its convention in 
May made some provision toward the 
satisfaction of the judgment, the law 
would have to take its course. When 
the May convention took place the 
union disclaimed all legal responsi
bility or other obligation to the de
fendants, but agreed to raise a sum 
of money to relieve those most dis
tressed, claiming that “the necessity 
for such relief is precisely the same 
as though the houses and property of 
the defendant had been destroyed by 
some natural catastrophe such as 
flood, fire or earthquake.” It claimed 
that the defendants were innocent 
and were being held liable for the 
acts of the union and its officers as 
the real wrongdoers, but contended 
that the men who were deprived of 
their property by reason of the 
union’s wrongdoing were only en
titled to relief as objects of charity. 
But the law is otherwise. If these 
defendants are innocent as the union 
contends, they have indemnity from 
any person or organization for whose 
wrongdoing they are held liable. 
When an innocent master is held re
sponsible for the uncommanded 
wrongdoing of his servant, he may 
secure satisfaction from that servant. 
This same rule applies to organized 
labor.

Inasmuch as this labor organization 
will not recognize its obligations

arising either from its agreement or 
its peculiar relations to its member
ship, proceedings against the homes 
will be commenced as soon as the 
papers can be prepared. Meanwhile, 
some of the banks have already made 
payments on account of the attaches 
bank accounts of the defendants, 
which were purchased by the union 
at their par value a number of years 
ago.

Any Order for Goods May Be De
clined.

A seller of goods is not bound to 
accept every or any order that may 
be sent to him. An order is only the 
first; step in the formation of a con
tract. There is no completed con
tract unless or until the order is ac
cepted. A seller is always at liberty 
to refuse any order that may be sent 
to him. This he may do without as
signing any reason. The buyer, upon 
his part, is not bound unless his order 
is promptly accepted. A seller always 
has a right to decline an order on 
any ground that appears to him to be 
sufficient. An order is simply an 
offer, and the person to whom the 
offer is made may accept or decline 
it without assigning any reason in 
either case. If he does not accept 
it promptly then the person who made 
it is not bound by a belated accept
ance. In short, an order is open for 
acceptance only for a limited time, 
and the person to whom it is given 
is not bound to accept it at any time.

The Valley City Milling Co. has 
increased its capital stock from $300,- 
000 to $500,000.

Announcing
A Change of Location
We wish to announce that we have changed 

the location of the King and Apperson salesroom 
and service station from

248-252 Michigan St., N . £ .  
to

131 Michigan St., N . W .
(Near Bond Avenue)

In our new quarters we will be prepared to 
give the same high-grade service that has always 
characterized our business.

See the new King Touring Sedan now on 
display in our showroom.

IMMEDIATE DELIVERIES

Phelps Auto Sales Co.
KING “EIGH T” APPERSON



S ep tem b e r 6, 1916 M I C H I G A N  T R A D E S M A N 3

Traveling Man Willing to Run for 
Governor.

Traverse City, Sept. 5—In view of 
the reluctance of the leading lights 
—and some who are not so leading— 
of the Michigan Democracy to stand 
hitched to the Democratic nomina
tion for Governor, I deem it a mat
ter of duty to announce that I will 
accept the nomination without any 
hesitancy whatever, providing a mod
est campaign fund of say ten to fif
teen thousand dollars is placed at 
my disposition to do with as I see fit.

I am a life-long Democrat, not
withstanding the fact that I have not 
voted since 1896, when I was snowed 
under as a county candidate on the 
Democratic ticket along with all the 
other peerless leaders of those days, 
“Of Crowns of Thorns and Crosses 
of Gold.” Incidentally, I might add 
that mine has been a crown of thorns 
ever since. I am a native of the 
grand old State of Michigan and 
spent my early youth as a barefooted 
boy among the sand dunes of North
ern Michigan, and was raised on po
tatoes and salt pork interspersed with 
huckleberries to prevent scurvy. In 
spite of plenty of hard work as the 
son of a moss-back farmer, I man
aged to grow to manhood and attain 
the heroic proportions of six foot one 
and a half and 240 pounds avoirdu
pois. For the benefit of the thou
sands who have never heard of me 
I will say that, I have been a half 
rate school teacher, a bum country 
editor, a life insurance solicitor and 
am now a candy peddler known as 
Gum Drop Bill.

My policies are, First, as soon as 
elected to separate Henry Ford from 
$15,000,000, to be devoted exclusively 
to good roads for rough riding jit 
neys. That would put Michigan on 
the map and ensure Henry undying 
fame for centuries to come.

Being a traveling man I stand for 
an eight hour day and time and half 
for overtime for all commercial trav

elers instead of the present eighteen 
to twenty hour day. I would also 
recommend that a law be passed 
making it possible for all commercial 
travelers to be allowed at least one 
and a half days with their families.

I am in strong sympathy with the 
suffragettes, not because of political 
expediency like Hughes and Wilson, 
but from deep set convictions and 
sympathy. They want the ballot and 
are eventually going to get it and I 
believe is giving them what they want 
at once.

If elected Governor, the people 
need never fear that I will show exe
cutive clemency by any jail delivery 
at the end of my term of office. 1 
will guarantee to keep every man 
locked up and will do my best to lock 
up a lot more that I know.

I am for preparedness, first, last 
and all the time, of the David Harum 
type, “Do unto the other fellow as he 
would do unto you, and do it first.”

I am for the tonnage tax; that is, 
I believe the man who counts his 
money by the barrel should pay his 
taxes by the ton.

The above are some of my cardinal 
planks on which I seek the support of 
the proletariat.

Wilkie A. White,
Author of the Absent Voters’ Law.

Boomlets From Bay City.
Bay City, Sept. 5—Dr. J. F. Mc

Carty, of Bentley, has sold his drug 
stock to Dr. Harris, of Rhodes, who 
will take possession this week. Dr. 
McCarty has purchased the drug 
stock of Dr. Bretenbaker. of Rich
mond, Macomb county, and is getting 
ready to move to that city.

Nelson Cook, Gaylord, one of the 
pioneer grocers of that place, has 
sold his stock to Arthur E. Starks 
and Elmer L. Parks, of Onaway. Mr. 
Starks twas until recently engaged 
in the elevator business at Onaway.

Joseph L. Reinke. Alpena, who has 
conducted a grocery store on Chis

holm street for a great many years, 
has sold his business to Barney Zem- 
ke, formerly with A. J. Glinieki, re
tail grocer.

Jacob Oppenheim, of the shoe firm 
of Oppenheim & Levy, this city, died 
suddenly in Detroit, where he was 
spending his vacation visiting friends.

The Glennie Elevator Co. is the 
name of a new corporation recently 
organized with K. P. Kimball, of 
Detroit, as President and J. E. Mar- 
tindale, of Twining, as manager. 
They have erected a building, 30 x 75 
feet in dimensions, and will handle 
all kinds of grain, flour, feed, etc.

The Marcoux Co. is the name of 
the new business firm which has re
cently engaged in clothing and men’s 
furnishings at 403 Center avenue, 
this city.

The Louis Drug Co. has sold its 
branch store, corner of Harrison 
street and Cass avenue, to Hugo J. 
P. Brackrogge, of Saginaw.

W. C. Brown, St. Clair, who has 
for several years conducted a shoe 
and men’s furnishing goods busi
ness, has sold his stock to Becker 
Bros., of Marine City, who will con
tinue the business. W. T. Ballamy.

Late News About Michigan Bankers.
Saginaw—The capital of the new 

Saginaw Valley Trust Company has 
been increased from $150,000 to $200,000 
w ith'an additional $50,000 surplus. It 
had been proposed to double the amount, 
but it was voted to add $50,000 to the 
total besides the surplus. This will 
make the $100 shares cost $125 each, 
and give the company a good surplus 
at the start. The offices of the com
pany in the Goeschel building on South 
Jefferson avenue are being fixed up, 
and it is expected they will be ready 
in about a month. Preparations are 
being made to begin business, and the

prospects are reported to be good with 
the company having practically a clear 
field in this section of the state.

St. Louis—F. A. Bernard, Cashier of 
the Commercial Savings Bank of St. 
Louis for 25 years, retired from active 
business last week. Mr. Bernard will 
remain in St. Louis for the present.

Scottville — Lon Wilson, Assistant 
Cashier at the People’s State Bank, 
disappeared from his accustomed haunts 
last week and a search warrant might 
have been sent out after him had not 
some of his friends discovered in the 
Ludington papers that a license to wed 
had been issued for Mr. Wilson and 
Miss Bernice Terwilliger. Not even 
his relatives are informed as to the 
plans of the young people, but expect 
their arrival here in due time with the 
report that they are hereafter to be 
addressed as Mjr. and Mrs. Wilson and 
that congratulations are in order.

Scared Them Off.
The lady from Great Littleton was 

talking to a friend who lived in Less
er Littleton.

“I’ve often wondered,” she said 
presently, “why you all combined to 
get your minister changed. What had 
the old one done?”

The Lesser Littleton lady settled 
herself more easily in the chair.

“Oh, my dear, he was quite impossi
ble!” she explained. “Why, he used 
to preach and talk about the responsi
bilities of marriage; so much that 
none of the unmarried men in the 
village had the courage to propose.”

Teeth are like verbs—regular, ir
regular and defective.

n  V  A  T  B A K I N G
l \  V  I  A J U  P O W D E R

ABSOLUTELY PURE
Advertising that has encircled the globe for generations 
has taught women everywhere that ROYAL BAKING 
POWDER is absolutely pure.

Wherever there is a grocery store there are also many women 
who will buy ROYAL BAKING PO W D ER  more often and 
use it with more satisfaction than any other brand.

Contains No Alum—No Phosphate

ROYAL BAKING POWDER CD
NEW YORK
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Movements of Merchants.
Mendon—E. C. Stanton has added 

a line of shoes to his clothing stock.
Manistee—Mrs. Madge McLarty 

has engaged in the millinery business.
Constantine—Fred Castle succeeds 

James H. Slates in the poultry busi
ness.

Midland—E. J. LaCroix, recently 
of Bay City, has engaged in the shoe 
business in the Lewinstein block.

Hart—Gus Rost has engaged in the 
dry goods, women’s ready-to-wear 
clothing and coat business in the 
Noret block.

Vicksburg—Claude Williams and 
Clair Dir have formed a copartner
ship and engaged in the cigar job
bing business.

Hawkins—W. E. Davis is erecting 
a store building which he will occupy 
with his stock of general merchandise 
about Sept. 30.

Zeeland—The Rief-Vanden Bosch 
Co. is closing out its stock of general 
merchandise and groceries and w’ill 
retire from business.

East Jordan—The East Jordan 
Drug Co. has taken over the stock of 
the W. C. Spring Drug Co. who will 
continue the business.

Saginaw—The Style Shop, located 
at 113 South Jefferson avenue, has 
been incorporated with an authorized 
capital stock of $10,000.

Ypsilanti—Mrs. Fred Ray worth
succeeds John Hersey in the owner
ship and management of the Kum- 
Bak Inn on East Cross street.

Scotts—Walter H. Thompson, of 
Thompson Bros., dealers in general 
merchandise, was married recently to 
Mrs. Alta Forrester, at Kalamazoo.

Detroit—The Standard Plaster Co. 
has been organized with an authoriz
ed capital stock of $1,000, all of which 
has been subscribed and paid in in 
cash.

Eaton Rapids—A. R. Boyd, who 
conducted a bazaar store here for the 
past two years, died at his home 
Aug. 28 as the result of a stroke of 
apoplexy.

Shelby—Shelby will celebrate her 
second annual Dollar Day Sept. 14. 
The one held last year was a big 
success and made a good impression 
on the farmers.

Eaton Rapids—J. T. Hall & Son 
have sold their agricultural imple
ment stock to John Paulson, recently 
of Adrian, who will continue the busi
ness at the same location.

Detroit—The Clinton Motor Sales 
Corporation has been organized to han
dle and repair automobiles, parts, ac
cessories, etc., with an authorized cap
ital stock of $30,000. all of which has 
been subscribed and $15,000 paid in in 
cash.

North Branch—The Harper Ele
vator Co. has been incorporated with 
an authorized capital stock of $10,- 
000, all of which amount has been 
subscribed and pa'd in in property.

Blaine—The Blaine Co-Operative 
Co. has been organized to conduct a 
general mercantile and shipping busi
ness on a co-operative plan with an 
authorized capital stock of $10,000.

Lansing—Vance Spaniola, whole
sale and retail fruit dealer, will open 
a branch wholesale fruit store here.

Portland—Charles Towner succeeds 
William Ryan in the restaurant and 
cigar business.

Saginaw—The Saginaw Co-Operative 
Auto Supply & Enameling Co. has been 
organized with an authorized capitali
zation of $10,000, all of which has been 
subscribed, $200 paid in in cash and 
$2,129 paid in in property.

Highland Park—The Armstrong- 
Beach Co., Inc., has engaged in the 
retail hardware business with an au
thorized capital stock of $20,000, of 
which amount $15,000 has been sub
scribed and paid in in cash.

Detroit—Sonnenberg, Tailor, has 
engaged in the general tailoring busi
ness with an authorized capital stock 
of $25,000 common and $10,000 pre
ferred, all of which amounts has been 
subscribed and paid in in cash.

Detroit—The J. P. Scranton & Co. 
has been organized to carry whole
sale and retail lumber, logs unmanu
factured and manufactured with an 
authorized capital stock of $28,800, 
all of which has been subscribed and 
paid in in cash.

Central Lake—Thurston & Co. lost 
their store building, stock of general 
merchandise and two warehouses by 
fire Aug. 31. The loss on the build
ings amounted to about $15,000 and 
was covered by insurance. The stock 
was a total loss.

Detroit—The Walker-Saxe Motor 
Co. has engaged in business to han
dle automobiles, accessories and op
erate garages, with an authorized 
capital stock of $16,000, of which 
amount $8,000 has been subscribed 
and paid in in cash.

Ypsilanti—J. M. Burkheiser and R. 
A. Fletcher have formed a copartner
ship and engaged in the men’s fur
nishing goods and clothing business 
at the corner of Michigan avenue and 
Washington street under the style of 
Burkheiser & Fletcher.

Wakefield—The Sunday Lake Lum
ber Co. has been organized to handle 
wholesale and retail feed, grain, hay 
and other farm products, also fuel 
and lumber with an authorized cap
italization of $5,000, of which amount 
$3,000 has been subscribed and $1,800 
paid in in cash.

Kalamazoo—Walter Hodges has 
sold a third interest in the Burdick 
House to his former hotel associate, 
William G. Nichols, of Madison, 
Wis., who will act as Secretary of the 
corporation and assistant manager 
and chief clerk of the hotel.

Port Huron—The Port Huron 
Company of Illinois has been organ
ized to handle threshing machinery 
of all kinds, road making machinery, 
implements and vehicles with an au
thorized capital stock of $100,000, all 
of which has been subscribed and 
$10,000 paid in in cash.

Fountain—C. M. Gray, the drug
gist, has several anniversaries to ob
serve this month. It was thirty-nine 
years last Sunday since he started in 
the drug business and on that day 
he also celebrated his 58th birthday 
anniversary. Mr. Gray is one of the 
oldest registered pharmacists in 
Michigan. He has held a certificate 
since the registration law went into 
effect in 1885. Mr. Gray has been a 
resident of Fountain for four years 
last April.

Ann Arbor—John Wahr, a leading 
shoe merchant of this city, died Sept. 
5 following an operation for appen
dicitis performed last Friday. Mr. 
Wahr was born in this city, and had 
lived here all his life. He went into 
the shoe bus'ness in 1893 and at the 
time of his death, owned the two 
largest shoe stores in Ann Arbor. 
He is survived by two sons, Fred, 
an instructor in German in the Uni
versity of Michigan, and Charles, 
who is manager of his father’s State 
street store. Had he lived Mr. Wahr 
would have been 58 years old next 
week.

Manufacturing Matters.
Climax—Fire damaged the Climax 

creamery to the extent of about $100 
Sept. 1.

Detroit—The La Bell Funeral Mo
tor Car Co. has increased its capital 
stock from $25,000 to $50,000.

Concord—The stockholders of the 
Crystal Creamery Co. have sold the 
plant to Elmer Vetter, who will con
tinue the business.

Pla'nwell—Albert Dean is erecting 
a cement block building which he is 
equipping with machinery preparatory 
to opening a creamery about Sept. 30.

Coldwater—The Princess Manufac
turing Co., of Detroit, will open a 
branch factory here about Oct. 14, 
when the building it is remodeling 
will be completed.

Ludington—Lubetsky Bros., cigar 
manufacturers of Grand Rapids, will 
open a branch factory in the Tubbs 
building. Max Lubetsky will be man
ager of the business.

Battle Creek—The American Steel 
Adjustable Screen Door Co. has in
creased its capital stock from $50,000 
to $100,000. also changed its name to 
Steel Age Manufacturing Co.

Saginaw—The Nitro Products Co. 
has engaged in business to manufac
ture artificial silk, leather, horse-hair, 
varnish and other nitro cellulose 
products and chemical compounds, 
with an authorized capital stock of 
$50,000 common and $50,000 prefer
red, all of which has been subscribed 
and $50,000 paid in in cash.

Detroit—Galvin-Gilmour has been 
incorporated to manufacture and sell 
women’s and children’s wearing ap
parel, with an authorized capital 
stock of $5,000, of which amount $2,- 
500 has been subscribed and $1,000 
paid in in cash.

Detroit—The Security Trust Co., 
as receiver for the Williams Bros. Co., 
has petitioned the United States Dis
trict Court for permission to sell the 
remaining $50,000 of the $250,000 of 
receiver’s certificates authorized for 
the purchase of raw materials for the 
pickle manufacturers. Hearing will 
be held Sept. 11.

Detroit—The Western Manufactur
ing Co. has engaged in the manufac
ture of electric welders, automobile 
horns, hood clamps, etc., with an au
thorized capital stock of $2,000, all 
of which has been subscribed and 
paid in in- cash.

Detroit—The Security Trust Co. 
has petitioned Philip T. Van Zile, 
Judge of the Circuit Court, for per
mission to sell at auction the assets 
of the P. R. Manufacturing Co., for 
which the trust company is receiver. 
Hearing will be held Sept. 15.

Detroit—The Detroit Ice Machine 
Co. has been organized to manufac
ture ice making and refrigerating 
plants and parts and accessories with 
an authorized capital stock of $10,000, 
of which amount $5,000 has been sub
scribed and $1,000 paid in -in cash.

Detroit—The Marquette Machine 
Co. has been incorporated to carry on 
a general machine shop business and 
the manufacture of auto parts w:th 
an authorized capital stock of $10,000, 
of which amount $5,000 has been sub
scribed and $1,000 paid in in cash.

Ann Arbor—The C. A. Sauer Co. 
has engaged in the manufacture of 
all kinds of building materials and 
supplies and general contracting busi
ness with an authorized capital stock 
of $200,000, of which amount $153,740 
has been subscribed and paid in in 
property.

Adrian—The Economy Drawing 
Table Co., of Toledo, Ohio, has pur
chased the plant of the Gray Furni
ture Co., which has been in the hands 
of a receiver since last December. 
The Toledo company will re-open 
the plant and manufacture its entire 
line, heretofore jobbed.

Detroit—The Colonial Motors Co. 
been incorporated to manufacture and 
handle automobile parts and accessories 
with an authorized capitalization of 
$150,000 common and $50,000 preferred, 
of which amounts $105,000 has been 
subscribed, $5,000 paid in in cash and 
$150,000 paid in in property.

Detroit—The American Ball Valve 
& Manufacturing Co. has been incor
porated to cast and manufacture ma
chine tools and deal in metal products 
with an authorized capital stock of 
$50,000, of which amount $35,100 has 
been subscribed, $7,000 paid in in cash 
and $28,100 paid in in property.

James M. Goldstein is unable to 
furnish his usual letter this week be
cause of inflammation of the eyes 
which he contracted on his recent 
trip through the State.

Gold has benefited hundreds— and 
ruined thousands.
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Review of the Grand Rapids Produce 
Market.

Apples—Duchess, Astrachans and 
Transparents command $1.25 per bu.

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, un
picked.

Beets—75c per bu.
Blackberries—$1.50 per 16 qt. crate.
Butter—The market is firm but un

changed for the week. There is a 
fair supply and heavy demand. Con
siderable butter is still coming out 
of storage and more would have come 
out if the railroad strike had occur
red. Creamery grades are held at 
31J^c in tubs and 32J^c in prints. Lo
cal dealers pay 25c for No. 1 in jars 
and 21c for packing stock.

Cabbage—$1.40 per bu.
Carrots—75c per bu.
Celery—20c per bunch.
Cocoanuts—$6 per sack containing

100.
Cucumbers—50c per dozen for 

fancy hot house; 60c for extra fancy.
Eggs—Receipts are light and the 

consumptive demand is heavy. The 
fresh receipts show no improvement 
in quality as yet, and the withdrawals 
from storage in August are heavier 
than for years on account of the light 
receipts and large consumption. Lo
cal dealers pay 26c for candled, loss 
off, cases included. Their selling 
prices this week are 29c for candled 
extras, 27c for first and 26c for sec
onds.

Egg Plant—$1.50 per dozen.
Green Corn—25c per dozen for 

common sweet; 30c for Bantam and 
Evergreen.

Green Onions—Silver skins (black 
■seeds) 20c per doz. bunches.

Honey—18c per lb. for white clovet 
and 16c for dark.

Lemons—California, $7 per box for 
choice and $7.50 for fancy; Messinas,. 
$6 per box.

Lettuce—$1 per bu. for leaf; $3 per 
bu. for head.

Maple Sugar—17c per lb. for pure.
Maple Syrup—$1.40 per gal. for 

pure.
Mushrooms—40@50c per lb.
Muskmelons—Indiana Gems, 50c 

per basket; Indiana flats, 60c; Indiana 
Standards, 36s, $1.50; Benton Harbor 
Osage, $1.25@2.25 per crate; Gold 
Coin, $1 for flats and $2.50 for Stan
dards.

Nuts—Almonds, 18c per lb.; filberts, 
15c per lb.; pecans, 15c per lb.; wal
nuts, 16c for Grenoble, 16J^c for Cali
fornia; 15c for Naples.

Onions—Home grown $2.50 per 100 
lb. sack or crate; California in 100 
lb. sacks, $3.25 for red and $3.50 for

white; Spanish, $1.75 per crate of 
either 50s or 72s.

Oranges—Valencias, $5.25@5.75 per 
box.

Peaches—$1.50 per bu. for white 
and $2 per bu. for yellow.

Pears—Bartlett, $1.25@1.50; Anjou 
$li@1.25.

Plums—Lombards, $1.25; Brad
shaws, $1.40.

Peppers—Home grown, $1.50 per 
bu.

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

Potatoes—New $1.75 per bu. Vir
ginia cobblers, $5.25 per bbl.

Poultry—Mixed fowls command 
about 14c; broilers, 22@23c; turkeys, 
19c; ducks, 17c; geese, 11c. Dressed 
fowls average 3c above these quota
tions.

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

Rhubarb—85c per bu.
Spinach—$1 per bu.
Sweet Potatoes—$3.75 per bbl. for 

Virginias.
Tomatoes—$1 per bu.
Turnips—65c per bu.
Veal—Jobbers pay 13@14c for No.

1 and 10@12c for No. 2.
W ater Melons—$3 per bbl. of 8 

to 10.
Wax Beans—$1.50 per bu.
Whortleberries—$1.75 per 16 qt. 

crate.

The Grocery Market.
Sugar—Federal declined to 

this morning; other refiners, 7c. The 
consumptive demand is still very poor. 
September is usually the best month 
of the year, but not so much is ex
pected of it this year.

Later—Howell and Arbuckle have 
reduced their price to G%c.

Tea—The strike agitation at least 
has aroused the country to a realiz
ing of the moderate supplies that gro
cers are carrying and even though 
the trouble is avoided temporarily, 
it is argued in the trade that orders 
will be forthcoming. Some circles 
look for a material improvement in 
business. Ceylon Indias are feeling 
a little firmer on the other side, and 
so are Moyunes. The market on this 
side is not materially changed; in 
fact, it is hardly changed at all, but 
if the advancing tendency continues 
on the other side, it probably will be 
changed before very long. August 
was an exceedingly dull month for 
tea.

Canned Fruits—The only move
ments in canned fruit are those of 
normal trade and consumptive de
mand. As a rule, the prices are firm 
but not changed from week to week, 
so long as green fruit is to be had. 
Apples show no change but are firm.

Some packers are holding for an ad
vance. California canned goods are 
unchanged and quiet. Small Eastern 
staple canned goods are, in most 
lines, very firm on account of scarcity. 
This applies particularly to blackber
ries, cherries and strawberries.

Coffee—Speculators have advanced 
Rio and Santos grades j4'@/2C. There 
was no reason for this whatever, as 
the market conditions are entirely un
changed. The demand has been rath
er fair, Mild coffees are very dull 
and entirely unchanged in price, as 
are Java and Mocha.

Canned Vegetables—The packing 
season for tomatoes is in full swing 
and the crop outlook is so uncer
tain and spotty as to change a weak 
90c market to an S7]/2c basis, with oc
casional packers offering goods at 
85c for quick realization of cash. Evi
dently some packers are storing away 
more goods than they anticipated and. 
finding it difficult to finance any extra 
burdens, are ready to part with goods 
at a quick turn of cash, so long as 
they see the way clear to fill their 
obligations to orders placed weeks 
ago. There has developed some in
terest in peas but it emanates chiefly 
from packers’ desirous of quick 
trades. The prices suggested are 80c 
for standards and 85c for extra stan
dards, but there is no report of trad
ing. Corn is inactive but the outlook 
is better than heretofore for a fair 
pack.

Canned Fish—There is no interest 
in canned fish, now that the leading 
grades of salmon are out of the arena 
of trading and other fish uncertain as 
to catch. There is a little enquiry 
for pink, but holders are too firm to 
encourage trading. Domestic sardines 
show no change. The price is com
paratively high on account of scarc
ity. Imported sardines are about un
changed. New Norwegian sardines 
are being offered but at prices way 
above normal, and American buyers 
are not willing to take hold of them. 
Some of the advertised brands of 
Norwegian sardines have gotten so 
high that they are almost out of the 
20c seller class. As a matter of fact, 
the ordinary brands can hardly be 
sold with any profit to the retailer 
at 15c. Tuna fish are firm and un
changed in value. All that comes 
forward is eagerly snapped up, fre
quently at a premium for selected 
packings.

Dried Fruits—The interest in dried 
fruits appears to remain in prunes, 
and that is confined to the Coast, 
where packers and growers are still 
fighting it out as to prices. The new 
fighting front remains at S^c, and 
rumors will indicate that some pack
ers have supplied their needs at that 
figure or better. Evidently the grow
ers feel that the time has come to 
stiffen up, for the report is that trad
ing shows an upward tendency in 
price. Some instances are reported 
of the anomaly where packers buy at 
5J4c and sell at 4)<c, but, of course, 
this does not include the elastic lee
way between bulk and graded basis 
prices and what can be done by the 
alchemy of the packing house. There 
appears no interest in raisins save 
spots, and those are out of the ques
tion, save through the beneficence and

grace of the kind-hearted “trust.” 
Apricots take an occasional flicker 
of interest, but it ends in enquiry in 
most cases. Peaches refuse to budge 
at this end of the line, but reports 
from the Coast indicate a firm tone 
to the holders’ position.

Cheese—The market is very firm at 
an advance of lc per pound. The 
advance appears to be general. In 
some Western markets the price has 
advanced lK c and in Canadian mar
kets about lc. The cause is the con
tinuation of the export demand and 
the heavy domestic consumptive de
mand.

Rice—The situation shows little 
change. There is a hand-to-mouth 
buying, and the trade is not inclined 
to stock up for the present pending 
readjustment in the South. In New 
Orleans the crop is coming forward 
freely, but the quality is poor, due 
to rain damage. Foreign rice is quiet.

Provisions — Smoked meats are 
firmer and show an advance of y2c 
per pound. This applies to all cuts 
and is caused by the good consump
tive demand and the light supply. 
On account of the continued high 
price of hogs, pure lard has advanced 
lc. Compound has advanced in 
sympathy with pure. Cottonseed oil 
is about unchanged. Barreled pork 
is up about 50c in sympathy with 
hogs and is in fair demand. Dried 
beef is firm and unchanged with a 
good demand. Canned meats firm 
and unchanged.

Salt Fish—Shore mackerel have 
made no change since the last report. 
The supply appears to be fair, but 
on account of the scarcity of other 
mackerel the market in a jobbing way 
is around $23 per barrel, and in Glou
cester is about $1 above that. Sum
mer Irish mackerel are available at 
prices around $18 a barrel. This is 
at least $7 above normal. There is 
practically no old Norway mackerel 
about except a few Is and 2s. It is 
expected that we will get about 15,- 
000 barrels of new Norway mackerel 
in this country this year. This is 
probably about one-third of what 
might come over in a normal year. 
New fish is now being offered from 
the other side at prices which are 
almost prohibitive. Cod, hake and 
haddock are unchanged at the recent
ly quoted prices.

Every once in so often the cry is 
raised that there are too many law
yers in politics and that men engaged 
in other professions and business 
ought to seek office. Out in Colorado 
one candidate for state senator is 
secretary of that State’s retail mer
chants’ association. The organiza
tion has endorsed two other mem
bers for state senator, and six others 
for state representatives. Most of 
these men are grocers and they are 
expecting support from the retail 
merchants in all lines.

The Commercial Credit Co. an
nounces that its 400 page rating book 
will be ready for distribution in about 
three weeks. It will contain the 
names, locations, occupations and 
ratings of about 25,000 consumers re
siding in Grand Rapids and suburban 
towns.

mailto:1.25@2.25
mailto:5.25@5.75
mailto:1.25@1.50
mailto:li@1.25
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Bankruptcy Proceedings in South
western Michigan.

St. Joseph, Aug. 14—In the matter of 
Louis Goldstein, of Benton Harbor, the 
first meeting of creditors was held at 
St. Joseph. Ara Weldon, of Benton 
Harbor, was appointed trustee, his bond 
being fixed at $500. Loomis K. Preston, 
of St. Joseph, Frank Hammond and 
Wilbur Cunningham, of Benton Har
bor, were appointed appraisers. The 
bankrupt was sworn and examined by 
the referee and the meeting adjourned 
for thirty days. The schedule of the 
bankrupt filed show the following: 

Secured or Prior Creditors.
Esie Goldstein, Benton Harbor $ 45.00 
Bennie Cohen, Benton Harbor .. 45.00
Lillian Goldstein, Benton Harbor 15.00 
Charles Goldstein, Benton Harbor 75.00 
Sam Goldstein, Benton Harbor .. 40.00 
Harry A. Plummer, Benton

Harbor .................................. 60.00

Total .................................. $280.00
Unsecured Creditors.

Wm. J. Ellis & Co., Chicago ....$351.45
John Fredricks, Chicago ........... 225.00
Berrien County Bank, Benton

Harbor ..............................  1,247.00
Podesta & Rafetta, Benton

Harbor .................................. 125.00
Crutchfield Wool folk & Clare,

Chicago ................................  210.00
Rivara Bros., Chicago ............. 459.40
Cuneo Bros., Chicago ................  95.60
M. Piowaty & Sons, Chicago .. 273.25
Reed & Cheney Co., Grd Rapids 214.80 
A. T. Johnson & Sons, Chicago 310.52 
Baker’s Asphaltum Ready Roof

ing Co..................................... 45.00
Twin City Milling Co., St. Joseph 20.00 
Bell Telephone Co., St .Joseph 43.00
Ira D. Kay & Co., Chicago ........180.20
J. Ellis Slater, Chicago ............. 674.05
M. Baker & Co., Chicago .........  81.00
Shafton Co., Chicago ................  873.70
Gridley Maxon & Co., Chicago .. 73.25
Welch & Welch, Chicago .........  22.25
Thomas S. Smith, Chicago.........  7.50
J. Shoenburg & Co., Chicago .. 123.05 
Chicago Celery Co., Chicago .. 20.10
Charles Guhl & Co., Chicago .. 227.90
George E. Ford, Chicago .........  57.00
Horitz Bros., Chicago ................  612.40
Henry Martin & Co., Chicago .. 238.75
M. Lapisus & Co., Chicago.......  835.95
Coyne Bros., Chicago..............  1,146.40
F. E. Nellis & Co., Chicago__  57.50
O. A. Watson & Sons, Chicago 315.17
S. F. Sbertoli, Chicago ...........  403.20
J. Hartman Bros., Chicago.......  27.25
Storch Bros., Chicago................  10.29
Graham & Morton Transporta

tion Co...................................  200.00

$9,906.93

$2.000.00 
. 250.00

2.933.24

$5,516.24
Aug. 15—In the matter of Warren 

& Company, a copartnership, George L. 
Warren, Frank Warren, Bessie Warren 
and William Layman, bankrupt, of 
Niles, the inventory' and report of ap
praisers was filed, showing total ap
praised assets of $4,110.28, whereupon 
the trustee was authorized to sell the 
same at public or private sale, and, if 
desired, .without notice to . creditors 
Charles E .White, the trustee, of Niles, 
filed his bond and the same was ap
proved and the trustee directed to pro
ceed with the administration of the es
tate.

Aug. 18—In the matter of Louis 
Goldstein, bankrupt, of Benton Harbor, 
the trustee, Ara Weldon, filed his bond 
and the same was approved by the ref
eree. The inventory and report of 
appraisers was filed showing assets of 
the appraised value of $461, whereupon 
an order was made directing the trustee 
to sell the entire assets after notice 
to creditors.

In the matter of Marion J. Otis, doing 
business as the Otis Electrical Co., of 
Benton Harbor, the inventory and re
port of appraisers was filed showing 
total assets of $528.30,, whereupon the

trustee was directed to sell the same at 
once.

Aug. 17—In the matter of the Spen
cer & Barnes Co., a corporation, bank
rupt, of Benton Harbor, the trustee 
filed his third report and account, show
ing cash collected of $33,808.03 and 
disbursements of $24,194.25; leaving a 
balance on hand of $9,613.78, with re
quest that a second dividend of 10 per 
cent, be declared and ordered paid. The 
report also showed that the trustee had 
claims for the recovery of preferences 
of the estimated value of $7,000. If the 
preferences are recovered, creditors will 
receive from 35 to 40 per cent.

Aug. 19—Ezra V. Hayden, a farmer 
of Porter township, Van Buren county, 
filed a voluntary petition and was ad
judged bankrupt and the matter re
ferred to Referee Banyon. With the 
petition was filed a pauper affidavit, 
showing no assets at all, although prop
erty to the value of over $400 was 
claimed as exemptions. The following 
are scheduled as creditors:

George W. Thayer, the oldest ex
grocer in the city', died at his home 
at 446 Ionia avenue, N. W., Satur
day night after many weeks of poor 
health. He had been confined to the 
house for the last week. Mr. Thayer 
was one of the most prominent pio
neer residents of the city. He served 
as Mayor in 1877 and was President 
of the Old Settlers’ Association for 
twenty-one y'ears. He resigned last 
January on account of poor health.

Secured Creditors.
First State Bank of Decatur ..$2,275.00 
Estate of H. P. Waters, Paw

Paw ...................................  1,000.00
Juan McKeyes, Lawton ........... 165.00

$3,440.00
Unsecured Creditors.

Ira J. Hayden, Lowell ...............$751.36
A. Stern & Co., Lawton .........  200.00
Andrew Hall, Law ton........... 115.00
Charles H. Showens, Lawton .. 50.00
Lambert & Co., Law ton....... 100.00
Kalamazoo Tank & Silo Co. .. 165.00
John Andrews, Dowagiac .........  80.00
Estate of M. J. Hall, Lawton 100.00

Albert Maile, Kalamazoo........... 10.00
A. E. Dunn, Decatur ................ 30.00
M. E. Chadwick, Decatur .........  20.00

$1,621.36
Aug. 21—In the matter of Elmer E. 

Stamp, bankrupt, of Cassopolis, the 
trustee, Donald Reshore, of Dowagiac, 
filed his final report and account show
ing total assets of $1,309.60 and dis
bursements of $595.62, with request that 
a final dividend be declared.

In the matter of Spencer & Barnes 
Co., a corporation, of Benton Harbor, 
bankrupt, the trustee’s objections to the 
claim of the Manufacturers Exhibition 
Building Co., also claim for damages 
made by same corporation, was ad
journed for ten days.

Aug. 22—In the matter of the Ross 
Cabinet Co., bankrupt, of Otsego, the 
trustee filed his final report and ac
count, showing total assets of $7,022.32 
and disbursements of $5,911.61, leaving 
a balance on hand of $1,110.71.

Aug. 23—In the matter of Ezra V.

Mr. Thayer was the first President 
of the Western Michigan Agricul
tural Society and served several 
terms. He was identified with the 
first street railway enterprise in the 
city and was President of the North 
Park Street Railway organization. It 
was during his term as Mayor that 
Grand Rapids first began to put on 
city airs and an ordinance was passed 
prohibiting cows, chickens and pigs 
from roaming the streets.

Hayden, bankrupt, of Porter township, 
Van Buren county, an order was made 
calling the final meeting of creditors at 
Paw Paw on September 5, for the pur
pose of proving claims, the election of 
a trustee, the examination of the bank
rupt and the transaction of such other 
business as may properly come before 
the meeting.

Aug. 24—In the matter of Spencer & 
Barnes Co., a corporation, bankrupt of 
Benton Harbor, an order was made by 
the referee calling a special meeting of 
creditors at his office on September 6 
for the purpose of passing upon the 
trustee’s third report and account, the

proving of claims, and the declaration 
and payment of a second dividend of 10 
per cent.; also the transaction of such 
other business as may properly come 
before the meeting.

Aug. 25—In the matter of Warren & 
Co., a copartnership, George L. Warren, 
Frank Warren, Bessie Warren and Wil
liam Layman, bankrupt, of Niles, the 
trustee filed his report of sale, showing 
that he had received an offer of $900 
for the assets of the bankrupt estate, 
consisting of the stock of hardware, and 
requested that the sale be disaffirmed 
and he be granted authority to offer the 
stock for sale by public auction. The 
petition was granted by the referee and 
an order made directing the trustee to 
sell the entire stock.

Aug. 26—In the matter of Elmer E. 
Stamp, bankrupt, of Cassopolis, an or
der was made calling a final meeting 
of creditors at the referee’s office on 
September 7 for the purpose of passing 
upon the trustee’s final report and ac
count, the declaration and payment of 
a final dividend, the allowance of claims 
and the payment of administration ex
penses. Creditors were directed to show 
cause why a certificate should not be 
made by the referee favorable to the 
discharge of the bankrupt.

Aug. 28—In the matter of the Ross 
Cabinet Co., bankrupt, of Otsego, an 
order was made calling the final meet
ing of creditors at the referee’s office 
on September 8 for the purpose of pass
ing upon the trustee’s final report and 
account, the declaration and payment of 
a final dividend, the payment of ad
ministration expenses and the transac
tion of such other business as may come 
before the meeting. Creditors were di
rected to show cause why a certificate 
should not be made by the referee rec
ommending the discharge of the bank
rupt.

In the matter of Marion J. Otis, bank
rupt, of Benton Harbor, the adjourned 
first meeting of creditors was held at 
the referee’s office and the trustee’s 
first report and account considered. The 
trustee was directed to file a further 
report. Claims to the amount of some 
$800 were allowed and the meeting ad
journed for four weeks.

Aug. 30—In the matter of Spencer & 
Barnes Co., a corporation, bankrupt, of 
Benton Harbor, the trustee’s objections 
to the claim of the Manufacturers’ Ex
hibition Building Co., of Chicago, also 
its claim for damages, came on for 
hearing before the referee, who found 
that the trustee was entitled to dam
ages in the sum of $300, whereupon the 
objections to the claim were sustained, 
and the claim allowed less the sum of 
$300.

Aug. 31—In the matter of Warren & 
Co., a copartnership, George L. Warren, 
Frank Warren. Bessie Warren and Wil
liam Layman, bankupt, of Niles, the ad
journed first meeting of creditors was 
held at the referee’s office and unse
cured claims to the amount of $767.41 
allowed. An order was also entered con
firming the trustee’s report of exempt
ed property and allowing Frank War
ren and George L. Warren their ex
emptions as claimed.

Sept. 1—In the matter of the Whit- 
comb_ Hotel & Mineral Baths, a cor
poration,, of St. Joseph bankrupt, upon 
the trustee’s petition for Clarence E. 
Blake, former Secretary and General 
Manager of the bankrupt, to account 
for the sum of $9,300 or there abouts, 
alleged by the trustee to be the property 
of the bankrupt estate,, the referee 
made an order finding that Mr. Blake 
was indebted to the bankrupt estate in 
the sum of $1,301.67 and directed that 
the same be turned over to the trustee 
within ten days.

Sept. 2—In the matter of Louis Gold
stein, bankrupt, of Benton Harbor, the 
trustee filed his first report and account 
with petition for leave to bring suit 
against several parties at Chicago and 
other places for the recovery of prefer
ential payments. The petition was con
sidered and granted by the referee. The 
trustee also filed his report of ex
empted property. The trustee was di
rected to file a further report, showing 
the condition of the bankrupt estate.

Assets.
Real Estate ................
Household goods .......
Accounts receivable ..
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Honks From Auto City Council.
Lansing, Sept. 5—W. G. Curtis (Re

liance Engineering Co.) and family 
have returned from a very pleasant 
two weeks’ vacation, which thy spent 
visiting friends and relatives in the 
Northern part of the State. They 
made the entire trip with their tin 
lizzie.

H. G. Gill (Bateman Manufacturing 
Co.) will again make Grand Rapids 
his home after two years of Lansing 
life. The transfer is made necessary 
by re-arrangement of territory. Mr. 
and Mrs. Gill are royal entertainers 
and have made a host of friends dur
ing their stay in our city.

Henry Palen, the popular young 
druggist of Comstock, was united in 
marriage with Miss Margaret Smith 
at the home of the bride’s parents on 
Columbia street, west of Mason, at 
high noon to-day. Both bride and 
groom are well and favorably known 
in Mason and vicinity and a host of 
friends extend congratulations.

As pred'cted, the annual picnic of 
our Council held Aug. 12 at Pine Lake 
was a huge success from start to 
finish. The weather was ideal, every
body was good natured and there was 
no accident to mar the pleasures of 
the day. It was a jolly crowd that 
gathered around the tables at noon 
and those unable to attend missed an 
exceptional day’s outing. The chair
man of the committee on arrange 
ments had everything in readiness 
and the sports were well arranged, 
with many beautiful gifts which were 
awarded to the winning contestants. 
Senior Counselor E. P. Oviatt won 
the boat race and R. W. Dunham the 
free-for-all running race. The girls’ 
race was won by Hazel Alexander 
and honors were even between Mrs. 
Harrison and Mrs. Glancy, each win
ning two contests. The former is 
credited with both the napkin and 
shoestring contests and the latter 
with the nail driving and ball throw
ing contests. Mrs. Glancy is espec

ially proud of her prizes, but her gen
ial spouse hints that it cost half a 
keg of nails and several hundred feet 
of lumber for training purposes. An 
unusual amount of merriment was 
brought out by the napkin contest 
and a word of explanation might not 
be out of place. Each lady entering 
the contest was blindfolded, as well 
as her husband. Then, after a thor
ough mixing, each lady tried to find 
her own, aided only by the sense of 
feeling. We believe the contest was 
entirely fair, as none had any oppor
tunity to use their favorite brand of 
perfume. The prize in this contest 
was the set of napkins used as blind
folds. R. W. Dunham (Alfalfa Prod
ucts Co.) provided a large cask of ice 
cold “Alfa Lusa” for the occasion, 
which was greatly appreciated, as 
well as a very generous supply of 
fine watermelons which were donated 
with the compliments of Lowel Har
ris, of the Capital Auto Co. Logan’s 
orchestra was secured and the pa
vilion reserved for two hours and 
those who wished to do so indulged 
in their favorite pastime of dancing. 
The large motor boat made several 
trips around the lake for the benefit 
of those who wished to ride and the 
entire day was full of enjoyment. A 
vote of thanks is due Mr. Glancy for 
the efficient manner in which all ar
rangements were made and carried 
into effect. H. D. Bullen.
Chamber of Commerce to Be Organ

ized at Hillsdale.
Hillsdale, Sept. 5—With the pledg

ing of 300 memberships the active 
work of building a Chamber of Com
merce for Hillsdale have been brought 
to a close and organization will take 
place the fore part of next week. 
The climax of the campaign to organ
ize a co-operative body to work for 
the betterment of the entire com
munity came this morning when twen
ty citizens interested in the move
ment pledged the balance of sixty 
memberships considered by the cam

paign committee necessary to the for
mation of a substantially financed or
ganization, equipped to meet all the 
needs and prospective demands in
volved in advancing the interests of 
this city.

Preceding the action this morning, 
the campaign committee had secured 
240 of the 300 memberships which, it 
had been unanimously agreed after 
thorough investigation, would be re
quired to ensure Hillsdale a chamber 
of commerce with sufficient capital 
so that it could and would work as 
a strong, coherent body to remedy 
conditions tending to prevent the city 
from taking its proper place among 
the live communities of the State. 
These sixty pledged memberships will 
be sold later to individuals, as the de
mand for a share in the activities of 
the Chamber of Commerce makes its 
inevitable appearance as the value of 
the work and the privilege of joining 
in it impress themselves upon persons 
who have not yet joined. While held 
by this committee these memberships 
will not be voted, but the money for 
them is already guaranteed to the 
credit of the Chamber of Commerce.

Germs on Postage Stamps.
Despite the warnings that have 

been issued from time to time against 
the practice of moistening postage 
stamps by licking them, two investi
gators who have just contributed an 
account of their work to The Medical 
Record could find in scientific litera
ture very little evidence of actual ex
amination into the relation between 
stamps and bacteria. They, there
fore, examined fifty stamps bought 
in various stores in Philadelphia, in
cluding the central post office. On 
forty-eight out of fifty bacteria were 
found, but with the possible excep
tion of two cases no organism patho
genic in type was encountered.

The latter circumstance is encour
aging, but it may well have been ac
cidental. Where bacteria of any sort 
abound at least a few of disease-bear
ing propensities are apt to turn up 
from time to time. If forty-eight out 
of every fifty postage stamps have 
bacteria on them, one does not feel 
like taking a chance on all these bac
teria being harmless. That, at least, 
is the conclusion which these investi
gators have reached, and they believe 
that their studies confirm very posi
tively the general impression that 
licking postage stamps is not good 
for the health. They, therefore, ad
vocate a movement to have installed 
in all places dispensing postage 
stamps a moistening device of some 
sort, and they suggest that the Unit
ed States Government could start 
such a movement with beneficent re
sults in its post offices. The sugges
tion seems to be an excellent one. 
Why shouldn’t Uncle Sam take it up?

Butter, Eggs, Poultry, Beans and 
Potatoes.

Buffalo, Sept. 6—Creamery butter, 
extras, 32c; first 29@30c; common. 
27i(q)28c; dairy, common to choice, 
23(q3tc; poor to common, all kinds, 
22@24c.

Cheese—No. 1 new, 17@17}^c; 
choice 16@ 16^2.c.

Eggs—Choice, new laid, 32@33c, 
fancy hennery 36@40c.

Poultry (live)—Fowls, 16@19c;
broiler^, 19@23c; old cox, 13@14c; 
ducks, 16'@18c.

Beans—Medium, $5.75; pea, $5.50@ 
6.65, Red Kidney, $6.00; White Kid
ney, $6.00; Marrow, $6.25.

Potatoes—$1.50@1.60 per bu.
Rea & Witzig.

Barney Langeler has worked in 
this institution continuously (or 
over forty-five y ea n .

Barney says—

One of my Mends thought the coffee at our house was 

so good that we must pay 40c a pound for it.

I told him it  was Worden's Nedrow, which was worth 

40c a pound, and retails for only a quarter. It's so good 

that I sometimes think we ought to charge more for it, 

but I guess I couldn't get the house to raise the price 

unless they had to.

W o r d e n  Q r o c er  C o m pa n y
G R A N D  R A PID S— KALAMAZOO

TH E PROM PT SHIPPERS

mailto:1.50@1.60
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THE PUBLIC BE DAMNED.
When one. of the Vanderbilts ut

tered the expression which serves as 
the caption to this editorial, the pub
lic took the speaker at his word, ac
cepted the sentiment as expressing 
the ideas of all railway officials and, 
by agitation, legislation and ljtigation, 
proceeded to create an opposition 
which cost the railways of this coun
try a hundred million dollars.

In thirty years railway officials 
have changed from arrogant aristo
crats, responsible to no human agen
cy and responsive to no human senti
ment, to law abiding citizens who so 
shape their conduct and. action as to 
conserve the interests of the public 
they serve and the stockholders they 
directly represent.

Unable to learn by the experience 
of others, the railway brotherhoods 
have now voluntarily assumed the 
mantle of the obnoxious Vanderbilt. 
To threaten to plunge the whole land 
into distress, if they did not at once 
win their case—especially to order a 
strike before the door of negotiation 
and possible sentiment was closed— 
was infallibly to forfeit popular ap
proval. This is the danger which the 
unions needlessly run into. Their 
unprecedented and unpatriotic action 
necessarily meets with overwhelming 
public condemnation; and the end can 
scarcely be other than failure and the 
breaking of the power of the unions 
for a long time to come.

Another mistake which all along 
was latent in the demands of the rail
way unions is that they played a 
political game; They sought to take 
advantage of the fact that this is 
Presidential year and that the present 
incumbent of the White House was 
anxious to placate them in order to 
further his personal and political 
ambition, even to the extent of be
traying the sacred trust reposed in 
him by the people to uphold the 

-dignity of the Nation and the free
dom of her institutions.

Not that political motives entered 
admittedly into the whole affair; but 
the implication was made perfectly 
plain that the labor vote was to be 
conciliated or offended. This is not 
a suggestion which the public will 
ever take to kindly. Let the dispute 
over wages and hours be settled on

its merits. To drag in politics is bad 
tactics for either side that attempts 
to do it.

The crowning blunder of the broth
erhoods, however, remains to be 
mentioned. In addition to challeng
ing public opinion they challenged 
the power of the Nation as vested in 
the President and Congress. They 
took the ground that there is not 
power enough in the American Gov- 
ernemnt to avert the National disaster 
of a general railway strike, and 
pressed their case in such a manner 
as to disgust every decent man in the 
country and dismay every patriot in 
the Nation.

It is not so much Von Hindenburg 
the man as Von Hindenburg, the 
national hero and ideal whom the 
Kaiser has placed at the head of the 
German General Staff so soon after 
raising him to the post of command 
er-in-chief of the German armies on 
the Eastern front. It does not follow, 
because Von Hindenburg knew the 
Masurian swamps like the palm of his 
hand and bagged his Russians by the 
hundreds of thousands, that he can 
bring the same minute knowledge to 
bear on the couple of thousand miles 
of German war-front with the same 
decisive effect. About him is the 
popular halo of victory, to be sure, 
but the victories he has to his credit 
are by no means the greatest that 
the German armies have won in the 
course of the war. Rather it is the 
personality of the man that impresses 
his countrymen in these serious 
times. The great bulk, the massive, 
unemotional face, the curt economy 
of words—these would appear to the 
German people, in their present dire 
adversity, as the embodiment of the 
fundamental national traits of rugged 
strength and patience to which Ger
many must now look. Her brilliant 
strategists and technicians have fail
ed her. For the problem of durch- 
halten which now confronts her, she 
has recourse to the man whose very 
physical dimensions suggest the feste 
Burg to which a nation encompassed 
writh enemies would turn for refuge.

As to the future of the submarine, 
it is hard to prophesy. There ap
pears to be no limit to her size an • 
cruising radius. As a destroyer of 
commerce her future appears to be 
even more startling than her past. 
But the ability of a submarine to take 
part in fleet actions is still question
able. Above the water she is just an 
egg shell, and will always be one no 
matter what her size. Under the 
water she is wholly blind. Even with 
her periscope above water she is near
sighted. Future inventions which 
may increase her efficiency are equal
ly likely to increase the efficiency of 
the fact surface boats, her enemies. All 
that can be said of the submarine to
day is that she has become a recog
nized sea type, possessing a sphere of 
usefulness which may either increase 
or decrease, but which will probably 
increase.

Quite a number of young men who 
graduated from college this spring are 
now busy trying to acquire an edu
cation.

GREAT GOLDEN STREAM.
The announcement that the Ford 

Motor Co. made nearly $60,000,000 
in profits on an output of 500,000 
cars—an average profit of $120 per 
car—looms large in the public mind. 
The Ford concern is making a net 
profit of about 1,000 per cent, a year 
on its original capital, and this rate 
is steadily increasing. Most manufac
turing establishments have to work 
hard to make 10 per cent., are doing 
extremely well if they make 20, and 
have to be constantly taking into 
account the possibility of their profits 
in a given year being wiped out alto
gether.

The dazzling magnitude of the 
profit is itself sufficient to challenge 
imagination and to provoke reflec
tion. The rapidity with which the 
scale of great fortunes, especially 
American fortunes, has changed in 
the past few decades is something 
the like of which the world has prob
ably never before witnessed. Men 
now hardly past middle life were 
brought up with the idea that the 
Astor fortune represented the bound
less possibilities of profit in real-estate 
investments, the Vanderbilt fortune 
the result of control of transportation 
opportunities, while the name of A, 
T. Stewart stood forth as that of the 
merchant prince par excellence. Two 
or three decades later, these were 
thrown into the shade, especially as 
regards rapid accumulation of colos
sal wealth, by the names of Carnegie 
and Rockefeller. But even the Car
negie and Rockefeller fortunes appear 
to have been piled up by a hard, slow 
and lumbering process when one sees 
this great golden stream flowing into 
the coffers of a man who not long 
ago was a simple mechanic, who has 
had no recourse to combination or 
manipulation or oppression or extor
tion, who has simply offered his 
wares to a public eager to buy them, 
and distanced his competitors by no 
other art than that of turning out 
his product by more perfect or more 
economical methods than they have 
been able to devise or execute. Mr. 
Ford has simply made automobiles 
and the public has bought them; and 
his own personal profit in this one 
business year was greater than the 
entire fortune left by A. T. Stewart 
after a lifetime of such strenuous en
deavor as made his name a synonym 
for business success.

While the income of Mr. Ford 
stands alone in its startling and sud
den magnitude, a little reflection will 
suffice to show that there are many 
examples not so far away from it but 
that they would have been accounted 
astonishing not many years ago. 
These successes have been due to the 
enormous scale on which any stan
dardized kind of business can now 
be carried on, even without the aid of 
any privilege in the shape either of 
patents, control of natural resources, 
or any monopolistic devices. In a 
nation of a hundred million people, 
with the means of purchasing com
forts and modest luxuries so widely 
diffused as they are among us, and 
with the facilities both of advertising 
and of transportation so highly de
veloped, to be the foremost, or one 
of the foremost, in any line is to tap

a vein richer than the mines of Gol- 
conda. The veriest trifle, if. every
body wants it, means much; to get 
an average of a cent a year of profit 
out of 100,000,000 people means an in
come of a million dollars to the man 
who finds himself in that position. 
Out of this state of things have arisen 
scores of great fortunes, many hun
dreds of lesser ones; and while the 
name of Astor still remains the single 
shining example of the possibilities 
of the “unearned increment” on the 
value of land, a list of great length 
might be made of those who have be
come not only millionaires, but multi
millionaires, by the ‘simple process 
of successful handling of industrial 
problems or successful catering to 
the wants of their hundred million 
fellow-citizens.

In the Decline and Fall of the 
Roman Empire, it is stated that the 
military party of the Roman Empire 
became so arrogant that it demanded 
obnoxious class legislation in its own 
selfish interest and accomplished its 
ends by intimidating the members of 
the Roman Senate. No loyal Ameri
can ever expected to see a repetition 
of such high handed methods in this 
country, yet a handful of organized 
union labor men, represented by four 
unscrupulous union leaders, choked 
the 8 hour law for the so-called 
brotherhoods down the throats of 
Congress only five days ago. This is 
the first time in the history of the 
Republic that such a measure was 
ever enacted under threat of révolu-- 
tion and anarchy by a gang of or
ganized intimidators. It is the first 
step in the downfall of the Republic 
and the subversion of free institu
tions. If this outrage is tolerated by 
the American people and a single 
man returned to Congress who voted 
for this contemptible subterfuge, the 
boasted liberty of America is a hissing 
and a by-word.

An interesting incident in connec
tion with the threatened railroad 
strike was a conversation reported as 
having taken place among the presi
dents of the several companies, some 
of whom feared that they might be 
marooned in Washington and unable 
to get away if no trains were moving. 
Thereupon one of their number spoke 
up and said that if anyone would 
furnish the coal he would make up 
a train and run the engine anywhere, 
and that he knew another railroad 
president who in the old days sat 
on the other side of the cab with him 
and whose assistance he could count 
on as a fireman again. It then be
came apparent that there were others 
among the railroad presidents and 
general managers who had worked 
their way up from the cab and who 
were entirely able and competent to 
recall how it is done and to do it. 
It can be safely set down that those 
at present in the highest positions 
who came up through the several 
places along the line are the most 
competent, most masterful and most 
efficient.

It isn’t that coal is not cheap 
enough, but dealers are willing to 
take too much for it.
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THE COWARDLY SURRENDER.
The Tradesman invites the special 

attention of its readers to the letter 
from Professor Taussig on the pres
ent governmental crisis which is 
printed herewith. To comment on 
it would be superfluous. Its points 
are simple, direct and vital. They 
deal not with the sinuosities of a 
special situation, nor with the per
plexities of a particular economic 
problem, but with principles as broad 
and as fundamental as democratic 
government itself. To the force 
which inherently belongs to what 
Professor Taussig says in this letter 
must be added all the weight which 
attaches to his eminent position as an 
economist and to his almost unique 
reputation as an impartial, mature, 
and humane thinker on the great 
questions of industrial society. When 
the present flurry is over and men's 
minds settle down to a clear and 
sober judgment of what has been tak
ing place, we make no doubt that 
the view expressed in Professor 
Taussig’s letter will be registered as 
the general verdict of the Nation.

With profound regret and disap
pointment, I enter a protest against 
the way in which President Wilson 
and Congress, following the Presi
dent’s lead, dealt with the railroad 
strike situation.

I protest because the policy is one 
of surrender. We are told the busi
ness of the country must go on, that 
arbitration has failed, that such a sit
uation must not be allowed to de
velop again, but that now we are 
helpless. What does this mean? 
That a body of men may call on so
ciety to stand and deliver and that 
society must submit. This is a cow
ardly attitude and, moreover, one that 
invites continued recurrence of the 
same fatality. The men will natur
ally smother or put off the measures 
designed to prevent recurrence; they 
will keep themselves in the same 
dominating position. Ample machin
ery for arbitration is in existence 
now. It has been very lately remod
elled in accordance with the very 
wishes of the railroad brotherhoods, 
but they will not allow it to be used, 
nor will they agree to any other that 
is suggested. The same attitude is 
sure to be taken in the future. If we 
submit to the threat of ruin now, we 
may be certain that the same threat 
under the same essential conditions 
will be enforced again and again; 
and not only by these men, but by 
any and every body of men who hap
pen to be stationed at vital industrial 
points.

The justice of the men’s demands 
is not material in such an emergency 
as the present. Nobody pretends that 
there is any obvious crying injustice, 
any intolerable evil which cannot be 
endured for a moment. Whether this 
particular demand for an eight-hour 
day, for these men under these pro
posed conditions, ought to be grant
ed, I do not undertake to say. It is 
precisely the matter on which im
partial investigation is needed. But 
one’s attitude on the eight-hour ques
tion is not material. The essential 
question is: Shall any body of men 
be permitted to secure their demands

by threatening society with a com
plete breakdown of industry?

I say permitted—shall they be en
couraged? The attitude of the Gov
ernment has been one to encourage 
the policy of rule or ruin. We are 
told that a crisis of this kind must not 
be allowed to come again, which is an 
admission that it ought not to be 
allowed to come now. President Wil
son’s wise course would have been 
to urge the men, as well as the rail
roads, to get together; to tell the 
brotherhood leaders, not that the 
country was helpless before them, 
but that he would publicly urge their 
members to remain at work and 
would call on the entire community 
to stand by them in fulfilling their 
duties, and that a board of arbitra
tion, or a Congressional commission, 
or Congress itself, could and should 
be trusted to consider their demands 
with equity. No one can predict with 
certainty what effect such a course 
would have had in heading off a strike 
or in preventing it from strangling 
the country if not headed off; but 
something of th is-sort would alone 
have been consistent with the prin
ciple of arbitration to which such un
qualified adhesion is given. We are 
told—to quote from the message to 
Congress—that the eight-hour prin
ciple is one which “society itself or 
any arbitrators who represented pub
lic sentiments’’ would be likely to ap
prove. Then why not urge it on 
the men that they should leave it 
for society or the arbitrators to ap
prove and enforce, with deliberation 
and with careful consideration of the 
method of its application to the par
ticular case?

Any organized body of men is like
ly to press for its own advantage, 
regardless, or perhaps ignorant, of 
what its selfish action entails on the 
community. No body of men can, be 
trusted to act as judges on their own 
demands. I hold no brief for the 
railroads, and would not be supposed 
to endorse all that their representa
tives have said on this controversy. 
But they stand now for a sound prin
ciple, and the men stand for an un
sound principle. And that principle, 
stripped of all inessentials, is: We 
should not grant the demands of any 
set of men merely because they 
threaten great damage if we refuse.

F. W. Taussig.

JAPANESE TRADE.
In view of the fact that Japan is 

supplying Russia with a large per
centage of its munitions, it has been 
commonly supposed that the phenom
enal increase in Japanese trade was 
due to that particular line. This ap
pears not to be correct. Japan is 
sedulously cultivating commerce with 
all parts of the world and will un
questionably come in close competi
tion with this country in our efforts 
to enlarge our commerce after the 
war. In the past six months there 
has been a great development of 
Japanese trade with South America 
and Canada, but also we are buying 
more from the islanders than ever 
before. Our purchases of silk the first 
half of this year were $25,000,000 great
er than for the corresponding period 
of the preceding year. Japan is how

ever still dependent on other coun
tries for some of the most important 
staples. We supply that country 
mainly with raw cotton, and it will 
be many years before Asiatic cultiva
tion of that commodity will reach 
proportions competitive with our 
supply. Iron is another commodity 
bought in this country. One must 
remember however that Japan is not 
acquiring control of China without a 
commercial purpose. The mines of 
China are rich and need only the in
telligent development that will be 
given them by the Japanese. As to 
competition with us in the sale of 
finished goods we may be sure that 
nothing will be left undone by the 
Japs. They are quick witted, apt in 
adopting new ideas, industrious, and 
willing to work for a compensation 
which would look ridiculous to us.

Von Falkenhayn's dismissal is Ger
many’s acceptance of a verdict of de
feat around Verdun. It comes more 
than six months after the beginning 
of that gigantic adventure. Von 
Falkenhayn declared Verdun could 
be taken at a cost of half a million 
men. He has spent the men, the elite 
of the Kaiser’s armies, and Verdun 
has only turned out a military defeat 
whose consequences may be observed 
in the west of France, in Russia, in 
the Trentino,, and on the Isonzo, and 
a moral defeat whose consequences 
we now observe in the Balkans. But 
if Von Falkenhayn has paid the price 
of failure, it is still true that to his 
credit stand the greatest achieve
ments of the German armies in the 
war—achievements large enough, one 
might think, to excuse even so gi
gantic a failure as Verdun. The con
quest of Poland and a goodly part of 
Western Russia and the conquest of 
Servia were carried out under his 
auspices. The Mackensen “phalanx” 
which smashed the Russian line in 
Galacia has usually been described as 
a Falkenhayn idea; and it was Mac
kensen in Galacia who made Von 
Hindenburg’s advance possible in 
Northern Poland. Most German 
arguments about the assurance of ul
timate victory are based on the ene
my territories which the Kaiser’s 
armies now hold, and of these five- 
sixths were acquired under Von Fal
kenhayn. His going, incidentally, has 
more than military significance. He 
has been spoken of as one of Von 
Bethmann-Hollweg’s strong support
ers against the Von Tirpitz crowd. 
It remains to be seen how far the 
Chancellor’s position stands affected.

There is no money saved by hiring 
“bargain” help. Clerks who work 
cheap generally are cheap clerks and 
can not deliver even the cheap busi
ness.

If your stomach is wrong when you 
come down in the morning you are 
going to start the day wrong, and 
you will probably finish it wrong.

No incompetent proprietor ever 
succeeds in keeping for long the kind 
of help he most needs, the compe
tent kind.

Policemen, like rainbows, are tok
ens of peace, and both have a habit 
of showing up after the storm.

FRENCH BORROWING.
So much of the financing for the 

Allies has been done through London 
that comparatively little attention has 
been given to the direct French bor
rowings in the United States but the 
aggregate has been $500,000,000, in
cluding half of the Anglo-French 
loan. Of this total $70,000,000 has 
been paid back. Arrangements have 
now been made in New York to grant 
a commercial export credit of $25,- 
000,000 for one year to ten private 
bankers of Paris. The loan is secur
ed by French government defense 
bonds and is guaranteed by the Bank 
of France. Allusion was made to this 
loan in The Economist last Saturday. 
Its form is rather characteristic ot 
the methods the French are prefer
ring just now, which are of a tem
porary character and possibly indi
cate the expectation that the war will 
not last over one year longer. This 
particular one has no direct reference 
to the cost of the war but is rather 
of an exchange character. To the 
extent of this loan the French will be 
paying for their purchases in this 
country in obligations maturing in 
one year rather than borrowing on a 
large scale. Paris financiers advise 
that the government should not at
tempt any large war loans before 
October, at which time funds will be 
more plentiful than at the present 
time on account of payment of cou
pons and because also confidence in 
the outcome of the war is constantly 
increasing. Present financiering is 
done, in the main by means of treas
ury bills, and thus a great floating 
debt is accumulated. Each month 
something like $200,000,000 is turned 
into the national treasury in excess 
of the amount paid out for maturing 
bills. The response of the French to 
the appeals of their government is 
handsome and shows r,o signs of flag
ging. It is nevertheless probable that 
this country will be called upon to 
make further purchases of French 
obligations. The foreign loans may 
be even a greater competitor with 
domestic issues the remainder of this 
year than they have been thus far.

CANADIAN LOAN.
The Dominion government is soon 

to keep its engagement to offer an
other loan and it is said that it will 
be well up to the $75,000,000 offered 
in 1915. Of that loan Americans took 
$10,000,000. It was understood at 
that time that Canada would not offer 
a loan in the states during 1916. For 
that reason objection is raised to hav
ing the coupons payable at any point 
in this country, although that has 
been suggested as a means of avoid
ing exchange fees. Canadian loans 
of all classes have proved highly pop
lar in the United States and it is like
ly enough that a portion of this issue 
will be wanted here. As to govern
ment loans the amount of money 
available in this country appears to 
be nearly limitless although the Brit
ish loan just marketed did not go 
so well as its friends expected. In 
view of the probable continuance of 
the war for some months our people 
will have plenty of opportunity to 
buy those government obligations.
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MEDICINES CONDEMNED.

Courts Condemn Goods or Fine Pat
ent Manufacturers.

More than half a hundred legal ac
tions have been terminated success
fully under the Sherley amendment 
to the Food and Drugs Act. which 
prohibits false and fraudulent claims 
as to the curative or therapeutic ef
fects of drugs or medicines. Crim
inal prosecutions against the manu
facturers were brought in twenty-five 
cases, but in thirty-one instances the 
falsely and fraudulently labeled med
icines were seized while in interstate 
commerce. Claims made by the man
ufacturers for the curative powers of 
these preparations ranged from tu
berculosis, smallpox, and diphtheria 
to coughs, colds, and scalp diseases. 
A number of other criminal prose
cutions and seizures are pending in 
various Federal courts throughout the 
United States because of alleged vio
lations of the Sherley amendment 
similar to those which have already 
been tried. The officials charged with 
the enforcement of the Food and 
Drugs Act are of the opinion that 
the evils of the patent medicine busi
ness can be stopped only by the most 
drastic action.

It is pointed out that traffic in med
icines for which false and fraudulent 
claims are made is not only an econ
omic fraud of the worst kind, in that 
a worthless preparation that costs 
but a few cents is frequently sold for 
a dollar or more a bottle, but that 
health and even life are endangered 
by failure to secure the service of a 
physician in such serious diseases as 
tuberculosis, diphtheria, pneumonia, 
and scarlet fever until too late, be
cause reliance may have been placed 
in the curative powers of some worth
less preparation which is claimed to 
be a neverfailing remedy. The de
luded victim may not realize his dan
ger until the disease has reached a 
stage too far advanced for even the 
ablest physicians to cope with it. Ef
fective treatment depends in most 
cases on applying it during the early 
stages of the disease.

The Houchens Medicine Co., of 
Maltimore. Md., pleaded guilty to the 
charge that a preparation called 
“Family Physician” and shipped by 
them into interstate commerce, was 
falsely and fraudulently labeled. 
Among the many diseases for which 
this medicine was recommended by 
the manufacturers in statements ap
pearing on the labels and accompany
ing circulars were diphtheria, scar
let fever, typhoid fever, smallpox, 
bronchitis, neuralgia, croup, and all 
diseases of the throat and lungs. The 
following quotations from the label, 
carton, or circular are interesting: 
“The public is herely assured that 
this is the Genuine and Original Fam
ily Physician. * * * For fever you 
need not give anything else but this 
Medicine, it will keep the rash out 
itself. * * * For cases of Small Pox 
take plenty and often.--------Use free
ly. Give no hot teas, just give the 
medicine and what pimples are under 
the skin will cqme out, the rest will 
be carried off by the medicine.* * * 
Also a wonderful and positive remedy

for dyspepsia, keeps measles out nice
ly, regulates the bowels without trou
ble, and by purifying the blood pre
vents your liability to disease.” 

Analysis of the product, which was 
claimed by the manufacturer to be 
effective in the treatment of so many 
virulent and contagious diseases, as 
well as a variety of minor ills, show
ed that it was a sirup containing 19.2 
per cent, non-volatile matter, 8.9 per 
cent, alcohol, anise, and a vegetable 
cathartic drug. The Government, 
therefore, charged that the medicine 
did not contain ingredients or medi
cinal agents effective for the relief 
and cure of the diseases which it 
claimed to cure. The court imposed 
a fine of $75.

A plea of guilty was entered by H. 
A. Ingham & Co., of Vergennes, Vt., 
to the charge that statements and 
claims as to curative powers of a 
product called "Dr. H. A. Ingham s 
Vegetable Expectorant Nervine Pain 
Extractor" were false and fraudulent. 
An analysis of a sample of the prod
uct by the Bureau of Chemistry 
showed the same to contain alcohol, 
86 per cent; opium alkaloids, cam
phor, capsicum, and vegetable extrac
tive matter. The Government, there
fore, alleged that the medicine did 
not contain ingredients or medicinal 
agents effective, as the labels or cir
culars asserted, to subdue raging fe
ver, or to cure typhoid fever, lung 
fever, scarlet fever, rheumatic fever, 
cholera, dysentery, sunstroke, diph
theria, bleeding at the lungs, ner
vous exhaustion, or piles, or to pre
vent fits of apoplexy and epilepsy, 
sprains, or burns, or to break up a 
felon, or to cure congestion of the 
lungs, pleurisy, fits of apoplexy, 
chronic rheumatism, paralyzed limbs, 
and croup.

It was also alleged by the Govern
ment that the statements "For teeth
ing and restless children, it is not 
only safe and harmless, but positive
ly beneficial; it agrees with the mos; 
tender child or feeble infant,” were 
false and misleading in that they were 
of such a nature as to mislead the 
purchasers into the belief that the ar
ticle contained no harmful or poison
ous ingredient, whereas, in fact, it 
did contain morphine and other 
opium alkaloids of a poisonous and 
deleterious nature, such as might 
prove harmful and deleterious to the 
health of tender children and feeble 
infants, and other persons, if consum
ed by them. The court fined the de
fendant $100.

Four thousand and ninety-two bot
tles of “Father John's Medicine” were 
seized in Philedalphia, Pa., it being 
alleged in the libel that the labels 
on the bottles and on the pasteboard 
packages containing the bottles bore 
statements regarding the curative 
effects of the medicine that were false 
and fraudulent. Claims were madi 
by the manufacturer for the efficacy 
of the medicine in the treatment of 
consumption, coughs, colds, croup, 
asthma, bronchitis, sore throat, 
whooping cough, pneumonia, catarrh, 
rickets, and a number of other ail
ments. A judgment of condemnation 
and forfeiture was entered, and it was 
ordered by the court that the prod

uct be delivered to Carleton & Hovey 
Co., Lowell, Mass., upon payment of 
all the costs in the proceedings and 
the execution of a bond in the sum 
of $5,000 to ensure that the goods 
would not be sold unless truthfully 
relabeled.

A verdict of “guilty” was rendered 
against the American Laboratories, 
a corporation located at Philadelphia, 
Pa., for shipping into interestate com
merce a product called "Bad-Em- 
Salz,” which it was alleged was false
ly and fraudulently labeled. An an
alysis of a sample of the product 
showed that it consisted of common 
salt, Glauber salt, baking soda, and 
a small amount of tartaric acid. It 
wras claimed by the manufacturers 
that this preparation reproduced the 
medicinal properties of the great 
European spring famous for centur
ies for the cure of diseases of the 
stomach, intestines, liver, kidneys, or 
bladder, and that it represented the 
medicinal agents obtained by the 
evaporating of the water from fa
mous European springs. The Gov
ernment alleged, among other things, 
that these claims were false and mis
leading. It was also alleged that the 
statements in the circular indicating 
that the preparation contained in
gredients or medicinal agents effec- 
tice for dissolving gall stones, for the 
prevention of gastritis, for curing dia
betes, for preventing , or checking 
chronic inflammation of the kidneys, 
and for relieving catarrh of the blad
der were false and fraudulent. A 
fine of $100 was imposed by the court

The following list includes other 
preparations against which the Gov
ernment’s charge that they were false
ly or fraudulently labeled was sus 
tained by the F'ederal courts. State
ments were made on the labels of, 
or on the circulars acompanying, the 
preparations intended to make the 
purchaser believe that the medicines 
were effective cures for a great vari
ety of diseases for which they were 
recommended by the manufacturers 
or promoters. The main allegations 
of the Government were upheld by 
the courts and judgment accordingly 
entered in connection with each of 
the following preparations:

Radam’s Microbe Killer.
Hilton's Specific.
Smith’s Agricultural Liniment.
Dr. Sullivan’s Sure Solvent.
Russell’s White Drops.
Stramoline.
Wild Cherry Pepsin.
Moreau’s Wine of Anise.
Dr. Herman Koch’s Brand Fhcs- 

pate, Celery and Gin Compound.
Swissco Hair and Scalp Remedy.
Cod Liver Oil with Syrup of Tar.
Dr. Mozley’s Lemon Elixir.
Sa-Yo Mint Jujubes.
Gray's Glycerine Tonic Compound.
Dr. Martel’s Female Pills.
Quickstep, Frye’s Remedy.
Seawright’s Magnesian Water.
Hill’s Aromatic Ext. Cod Liver Oil 

( Hollander-Koshland Co.)
Black’s Pulmonic Syrup.
Tetterine.
Laxative Quinine Tablets.
Mrs. Joe Person’s Remedy.
Maignen Antiseptic Powder.
Cranitonic Scalp Food-Hair Food.

Dr. David Kennedy’s Cal-Cura Sol
vent.

Schenk’s Pulmonic Syrup.
Keller’s Flaxseedine.
Tutt’s Pills.
Universal Rheumatic Remedy.
Green Mountain Oil.
Weber’s Genuine Alpine Herb Tea. 
Montague’s Liniment.
Coe’s Cough Balsam.
White Stone Lithia Water. 
Kalamazoo Celery and Sarsaparilla 

Compound.
Quality Damiana Compound.
Dennis Eucalyptus Ointment. 
Cassidy’s 4X, the Healing Oil. 
Ballard’s Horehound Syrup Com

pound.
Dr. Shoop’s Night Cure.
Dr. Shoop’s Cough Remedy.
Dr. Shoop’s Restorative. 
Rheumatacide.
Rice’s Mothers’ Joy Salve.
Milam.
Old Jim Fields Phosphate Dill and 

Gin.
Stuart's Buchu and Juniper Com

pound.
Ozomulsion.
Jones’ Break Up.
Carswell’s Liver Aid.
Dr. Shoop’s Twenty Minute Croup 

Remedy.
Rogers’ Consumption Cure and 

Cough Lozenges.
Rogers’ Inhalant.

Card Phrases for Use in Grocery 
Stores.

Finely flavored fish.
Candyland.
Choice groceries chosen wisely. 
Come in if you can. (For fruit jars) 
High quality at right prices.
Full strength ammonia.
Short credit makes long friends. 
Your husband will like this cheese. 
We stand between you and high 

prices.
Our clerks are mobilized and at 

your service.
Hams and cigars—smoked and un

smoked.
These goods are top-notchers in 

quality.
Most everybody’s trading here— 

are you?
Fancy, full-head, choice rice.
Shine up your shoes and stove— 

here’s the polish.
If there was better coffee than this 

we would sell it.
In serving you well to-day we en

sure your trade to-morrow.
We sell three kinds of salad dress

ing—all good.
We. solicit your trade and will treat 

you right.
We are fighting high prices.
Peanut butter that is pure, whole

some and delicious.
Particular flour for particular house

keepers who want particular bread. 
Smoked meats in great variety. 
Brooms that lessen housework 

drudgery.
Be friendly—come in.

Don’t advertise goods as bargains 
when they are not bargains. The 
word “bargain” is not a very good 
word to use anywav, except in con
nection with some big, obvious offer
ing.



S ep tem b e r 6, 1916 M I C H I G A N  T R A D E S M A N 11

T h e  T r o u b le s  o f  th e  G ro cer  and
H o w  to  S to p  T h e m

Nothing on the market today does so much 
to help grocers and butchers make money 
as the modern National Cash Register

Some things our com plete new  m odel does
It accurately records all transactions 

between clerks and customers.

In two seconds it prints a receipt or 
sales-slip showing the amount paid or 
charged.

It gives the merchant the cheapest, 
most direct, and most effective advertis
ing of his store and service.

It prints a visible list showing 42 of 
the last transactions. This tells the mer
chant what is done when he is away from 
the store.

It stops disputes with customers about 
money and accounts.

It tells the total number of customers 
daily.

It tells how many customers each 
clerk waits on and the amount of his 
sales.

It saves the merchant’s time.

It frees him from work and worry.

It attracts trade and increases profits.

A good location is important. A clean, well-arranged store is important.
A good volume of trade is important.

The most important thing of all is to take care of the money customers
give you in exchange for goods.

National Cash Registers do this, and do it better 

than it can be done in any other way. And this 
particular “National” is the one we recommend to 

grocers and butchers and general storekeepers.

For further information mail in the 
coupon today, or write

The National Cash Register Co.
D ayton, O hio

Please send me the “Hints for Grocers” 
booklet. I saw your “Troubles of the 
Grocer” advertisement and am interested. 
This does not obligate me to buy.

Name.................................................  .........

Address..........................................................

T he National Cash Register Company
D ayton, Ohio
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SELL DRUGS TO WELL PEOPLE

Why Wait For People to Get 
Sick?

James Wombat (that name will do 
as well as another) had an uptown 
drug store, and yet he was located in 
the business center of a well-populated 
neighborhood. This section was a 
long way from the actual business 
center of the city, where the great 
hotels, department stores, theaters 
and newspaper offices were grouped 
So we say that he had an uptown 
store. A dweller in his bailiwick, 
after planning a shopping tour of 
some magnitude, would go “down 
town” and there revel in the delights 
of the big drug and department stores. 
But for ordinary shopping it was 
not necessary to go down town. The 
facilities of the local business center 
sufficed. In this little uptown center 
were grouped a number of retail 
shops, and Wombat owned the lead
ing drug store. He did a fair busi
ness, but thought he ought to do 
more, and one bright morning he told 
his clerk to assume charge for the 
day, that he was going down town 
and take a few observations.

He went down town, and after 
roaming through the business sec
tion for awhile, wound up at the lead- 
isg drug store. This store was run 
by a man who sold tons of stuff every 
month: cigars by the box, and candy 
by the bucket. He was something of 
a “cutter” and used newspaper space 
in full-page lots. Altogether, he was 
a wonder to many druggists and a big 
fish in the drug world. His store 
was so crowded that you had to push 
yourself forward if you wanted to get 
waited upon, and if you didn't care 
to do this you had an excellent chance 
to stand and take observations. This 
just suited Druggist Wombat, and he 
watched proceedings for a long time.

“How does he do it?” was the ques
tion revolving in our friend’s mind. 
Such things as powdered alum and 
bicarbonate of soda, for instance, were 
going in pound boxes. Druggist 
Wombat saw more borax sold in an 
hour than he got rid of in a week. 
“Cut prices,” he said to himself, and 
then his eye caught the full-page ad
vertisement which proclaimed that 
day’s offerings. They had it pasted 
up in a glass case. He looked it over. 
Everything was priced, and it was 
evident that the alleged king of cut
ters wasn’t getting such bad prices. 
He wasn’t making the profits that 
usually accrue through selling cheap 
commodities in two-ounce packages, 
but on many drugs he was making a 
profit that was plenty good enough 
for anybody. And he was selling a 
stack of stuff, too. People were com
ing in from all parts of town. Drug
gist Wombat saw some from his own 
bailiwick. Prescriptions weren’t pil
ing up so fast, but other stuff was 
going like the proverbial stock of hot 
cakes.

“I have it,” finally murmured the 
interested observer, “he’s selling drugs 
to well people, not to the sick.”

And, when you boiled things down, 
that’s what he was doing. The art 
of merchandising has changed con
siderably in the drug world, and op
portunities for getting business are

much more numerous than they were. 
Plenty of druggists could boom mer
rily along without apparently having 
any sick people at all upon the buy
ing list. You see them every day 
selling soda water, cigars, candy, per
fumery, stationery,and so on; and 
doing a bustling business, too. There 
are more chances for selling to well 
people, anyhow. A sick man wants 
enough medicine to get him well, 
maybe a few magazines after he gets 
better, and that’s about all. But a 
man who is feeling good is apt to 
want anything he sees. We see this 
illustrated in the quantities of sundries 
and novelties that pass over drug 
counters every day. And the princi
ple may also be made to apply to the 
sale of drugs. We ought to sell more 
drugs. We sell them to sick people, 
when they fall ill. But why can’t we 
sell more to well people?

It can be done. It can be done 
anywhere. If you live in a large town 
take a look at the methods of some 
of the big fish dowrn town. You will 
find them selling plenty of drugs and 
getting pretty fair prices. If you can 
get people to buy stuff in pound lots 
that they have been buying in two- 
ounce packages, you can afford to 
quote a price that will look attractive, 
and still allow yoursel a fair margin. 
It can be done, and plenty of drug
gists are doing it. This is an era of 
neat packages and attractive contain
ers, remember. A pound of borax in 
a substantial box, with a pretty label, 
looks much more attractive than a 
pound of borax in a paper bag. This 
is the way to catch the customer’s 
eye, and catching the customer’s eye 
means increased business. You’ve got 
to push your goods forward these 
days, not wait for the customer to 
come after them. One keen busi
ness man says that the trend of the 
times favors the druggists.' He claims 
that the grocer is selling in smaller 
quantities than in times gone by, and 
the druggist in larger quantities.

Neat containers may be made very 
useful. Take a staple commodity and 
box it in quarter pound, half pound, 
and full pound containers, with a 
good label and an air of finish to the 
entire package. Then you have some
thing with which to dress a window, 
something to display on a table, some- 
that you can pick up and show to a 
customer, something to mention in 
your advertising. And yet it is staple 
stuff, carried in your bins for years. 
Any druggist can get out a full line 
of such stuff and price it so that he 
can meet ordinary competition. Some 
people are running around to sec 
where they can save a cent or two. 
but thousands buy what they see 
when they see it because it looks 
good. The quality argument interests 
many and it is always a strong argu
ment for the druggist. A neat cir
cular, describing a line of “quality” 
staples, with prices attached, would 
be a good thing to pass around the 
neighborhood. Back up your adver
tising with inside and window dis
plays, keep at it, and you ought to 
get a considerable amount of extra 
business.

Timeliness means much in making 
your displays count for full value. We 
all know this, but we don’t always fol

low the seasons up. The department 
stores do. They know how much it 
means in moving merchandise. In 
the spring careful housewives pack 
away woolen blankets, winter cloth
ing, and such articles: in the fall, the 
summer finery goes through the same 
process. Here we have two distinct 
seasons when there is a big market 
for camphor, camphor compounds, 
moth balls, tar bags and all such 
goods. The careful housewife will 
proceed to the drug store and pur
chase this stuff without any urging, 
any advertising, or any display propo
sitions. But how many housewives 
come under this category? Possibly 
10 per cent. We know how careless 
people are. They don’t think. They 
need certain goods at certain times, 
but most of them won’t buy unless

the goods are put right under their 
noses. When they see the goods they 
buy readily enough.

Take the modern tar bags for hold
ing dresses. They are very handy and 
convenient. Plenty of ladies do not 
like to fold dainty gowns. The tar 
bag fills the bill. Our grandmothers 
knew nothing about such things. 
Plenty of people do not know that 
they are on sale now. Here is where 
a window display counts. You can 
sell a raft of such goods “on sight.” 
There isn’t much use in coming out 
with a straw hat cleaner in May, when 
every man has a nice new hat. But 
along in July, when hats are getting 
grimy, a window display devoted to 
hat-cleaning compounds will jostle 
practically every man who comes 
along. And that is the time

f I 'HE weather is hot, eggs 
are bad, and down goes 

your profit unless you use our 
“Electric Daylight’* Egg Tester.

This machine can be used 
either with electric current or 
batteries. Can be used by one 
person or two. Two persons 
can candle a case of eggs in 
eight to ten minutes.

We are overstocked and while they 
last will ship either the electric or bat
tery machine for the astonishing low 
price of $10.00, which is less than half the price three years ago.

Send your order immediately, before it is too late. All prices f. o. b. 
cars Ann Arbor.

A. E. JENNINGS CO. 435 Detroit St. ANN ARBOR, MICH.

Action is the motive power of purpose 
and achievement.
In business or pleasure, joy or sorrow, 
peace or strife—whatever the cause, 
action is necessary to produce the effect.
Action is what you get when you tele
phone; prompt, quick action. The ques
tion and the answer, over the telephone, 
follow so close upon one another that 
delays due to time and space are practi
cally eliminated.

The Local and Long Distance Lines of the
Bell System

are the ever-present adjuncts of
Quick Action

Michigan State Telephone Company
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to fire your heavy guns—when 
the season is right. Make the 
seasons count. Get your displays and 
your advertising matter ready, and 
turn things loose just before the prop 
er season arrives. Of course, you 
could sell a little straw-hat cleaner 
in May, by pushing it strenuously. A 
few forehanded people might buy, and 
there might be a few hats left over 
from last season. But it would be 
better to plunge on something more 
seasonable in May, and spring your 
cleaner a little later.

The seasons will undoubtedly sell 
goods for you. That is palpable. 
There are many things on which we 
can watch the seasons, too. This 
means some trouble, and there are 
some things which may be overlook
ed. A good advertising service will 
be found extremely helpful in this 
regard. The advertising service 
watches the season for you, gets you 
ready in plenty of time, and will see 
that you overlook no bets. It tells 
you how to prepare your advertising 
matter, and advises you in a score 
of useful ways. Make the seasons 
count—an advertising service should 
pay for itself on this point alone.

Preparedness and Prevention.
Here we have a couple of good, 

timely words, which ought to fit in 
well for advertising purposes. Under 
the head of preparedness come such 
compounds as the hydrogen prepar
ations, peroxides and dioxides, so 
called. The sale of these preparations 
has increased enormously during the 
past ten years. A great many fam
ilies keep something of the kind con
stantly on hand, and do not need to 
be told much about their potential 
value in time of need.

Still, it is advisable to keep up ad
vertising and display campaigns all 
the time. Make them a part of your 
monthly routine. Now and then you 
will pick up a new customer, and per
sistent campaigning will keep sales to 
old customers from falling off. These 
compounds are invaluable in case of 
incipient sore throat, as mouth disin
fectants, and particularly when there 
is a cut or puncture of the skin, 
something likely to happen in any 
time.

Preparedness is the word. Every 
household ought to have something 
on hand, and most households are 
willing to do so. Getting this trade 
means literally selling drugs to well 
people. Bandages and gauzes are 
good things for families to have on 
hand. Absorbent cotton comes in 
here. Burns are liable to happen at 
any time and should be treated im
mediately,. This classification nlsjo 
includes remedies for such things as 
cramps, colic, and “summer com
plaint.”

Prevention compounds fit in with 
various seasons. Cold prevention 
chapped hand prevention, sunburn 
prevention, and many others will sug
gest themselves. It all means sell
ing drugs to well people. Every fam
ily ought to have a good atomizer in 
the house; also a hot-water bag, and 
a clinical thermometer. The time to 
buy them is when everything is all 
right, not in the middle of the night 
when some member of the family 
wakes up with a sudden pain. Dental

supplies should sell in much larger 
quantities and now is just the time 
to feature these goods. During the 
past few years doctors have traced 
many ailments to imperfect teeth. 
The newspapers have cited some not
able cases. The schools are waking 
up and many dental inspectors have 
been appointed. The fact is that few 
people take care of their teeth as well 
as they should. You can find some 
good points here to put into your 
advertising matter, and it will pay 
you to keep hammering. If you can 
get your customers to take better 
care of their teeth, you will do them 
a good turn, and at the same time 
you will sell many more drugs to well 
people.

There you have the slogan. What’s 
the use of waiting for people to get 
sick? They can’t come to you then. 
Somebody else has to do the buying 
Sell them drugs while they are well. 
Go over your stock with a fine tooth 
comb and you will find dozens of ar
ticles that might fit into an advertis
ing campaign. Don’t pass an article 
up simply because nobody else is fea
turing it. It ought to be good fun 
to see if you can’t sell stuff that other 
people are not selling largely. The 
times are fine for “prevention” talk. 
It is hard to tell just how easy it is 
to acquire a case of lockjaw, but we 
all know that the disease is something 
to be sedulously avoided. The chil
dren frequently step on a rusty nail, 
and we frequently puncture ourselves 
with an old pin, or cut ourselves in 
some manner. Perhaps we would not 
get lockjaw, but it is very comfort
ing to have a bottle of some antisep
tic on hand with which to treat the 
wound. The feeling of relief is well 
worth the money. Most people feel 
this way and it is therefore not a 
difficult matter to sell them drugs for 
prevention purposes. And it does 
seem that such drugs are cutting down 
disease more and more every year.

Think it over. More than one drug
gist has gone down town, watched the 
big dealers for awhile, and then start
ed in to sell drugs to well people. 
There’s a field for it.

Wm. S, Adkins.

An Odd Witness.
During the trial of a case in a 

Philadelphia court it became neces
sary to take the testimony of a cur
iously reserved witness.

“What do you do?” asked the law
yer having him under examination.

“I .am very well,” was the unex
pected answer .

“I am not asking as to your health. 
I want to know what you do.”

“I work.”
“Where do you work?”
“In a factory.”
“What kind of a factory?”
“It is a rather large factory.”
“May I venture to enquire what you 

make in the factory?”
“You want to know what I make in 

the factory?”
“Precisely. Answer without further 

ciicumlocution. Tell us what you 
make.”

“I make $10 a week.”

Wisdom is merely common sense 
in an uncommon degree.

7 2 n d  Y e a r

We extend a cordial invitation to all merchants inter
ested to visit us and inspect our line of

Holiday Goods
in T o y s, D olls, Books, Games, China, French 
Ivory, Brass, Silver, Cut Glass, N ovelties.

We invite you to come in and see our display in person 
because we realize that there is no such variety exhibited 
anywhere near us nor but few such stocks in the whole 
country: you would then be able to examine and handle 
the goods for yourself and consider your purchase with 
so much more satisfaction than if they are ordered in 
any other way.

It is more important this year than ever before owing 
to so many unusual conditions.

But we have our Holiday Catalog too. It will be ready 
Sept. 10th. A faithful mirror of our stock pricing in 
plain figures the most popular staple goods, so that orders 
from it will secure quick selling CHRISTMAS LINES 
guaranteed to please in every respect.

We make prompt shipments and give equal attention 
to small and large orders, mark all our goods in plain 
figures, and in every way strive to serve the trade as only 
a large and low priced wholesaler’s stock can serve. We 
sell to merchants only and have no connection with any 
retail store.

Do not overlook the important fact THE CHILDREN 
MUST BE SERVED AND THE TOYS DEMANDED 
TO-DAY ARE TOYS THAT TEACH.
1 7 ' D C l ?  T 'C  ) Teaches Electricity. M achinery and Construction. 
C /lV ll iV j  1  v / I v  O E i  l  J  i  Retails 10c to $15.00 per se t,

TINK ERTO Y j Teaches Invention and Designing. Retails 50c.

PEG LOCK BLOCKS |  Teaches Fundamental Building. Retails $1.00

W OOD BUILDO { Teaches Self Instruction and Designing. Retails 10c

SET'S | j* s Electricity and Correct Engineering. Re-

n r t V  P n W T D  A 3 Teaches Architecture, a complete cement
D V J  JL v *V -J iN  I  A v / IX .  |  block plant. Retails 10c to $1.00.

M ASTER BUILDER j JSSft S a j f t fS t" ‘”dM“h‘”ri- R"

H. Leonard & Sons
Manufacturers’ Agents and Wholesale Distributors

China, Glass, Crockery, Silverware
Bazaar and Holiday Merchandise

Grand Rapids Michigan
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AUTOMOBILES AND 
ACCESSORIES

Worth the Careful Driver’s Eye.
If the car is not equipped with an 

extension trouble lamp it is well to 
provide among the accessories a pock
et flash lamp. For making repairs 
at night such an accessory is almost 
indispensable. It is not expensive 
and will pay for itself many times 
over in service if much night driving 
is necessary.

Experiments with a mixture of 
benzol and kerosene as fuel indicate 
that some little trouble is likely to 
arise from the partial separation of 
the two liquids after standing all 
night. The kerosene goes to the bot
tom and makes starting a difficult 
matter. While on the road vibration 
keeps the fuels well mixed.

All connections of the steer, ng 
mechanism should be carefully in
spected. They should be adjusted 
and lubricated at frequent intervals. 
One’s life depends upon each con
necting link being kept in perfect 
condition, hence the necessity of fre
quent inspection.

Driving over rough roads at the 
slowest possible speed is not always 
the best plan. It often happens that 
a very slow -rate will result in the 
setting up of much more severe vi
bration than a slightly higher speed, 
which would tend to interrupt the 
swing of the body on the springs.

Owners who are driving cars with 
electric-lighting system should re 
member that in taking long trips it 
would l>e advisable to carry several 
extra electric light bulbs in the tool 
kit.

Some motors require grease in the 
timing gears. Others are lubricated 
by means of oil from the crank case. 
Where grease is required it is ad
visable to use a lubricant which will 
not affect the lubricating oil in the 
crank case. When the main bearings 
have become worn the grease from 
the timing gears is bound to work 
into the crank case. The manufac
turer of your motor usually recom
mends a certain type of grease to 
use.

An extra electric horn or light fuse 
is a very valuable accessory to the 
supply kit. It is an easy matter to 
install a new fuse, but a very difficult 
matter to improve one. A piece of 
copper wire may do temporarily, but 
when the fuse box is not very ac
cessible it is not a very pleasant job.

Old garden hose may be used to 
protect spark plugs by cutting it in
to the correct lengths and forcing into 
place around the projecting part of 
the plugs. This forms a good method 
of carrying plugs loose in the tool 
box.

When the water is kept in motion

by thermo-syphon action it is quite 
important that th e . radiator be kept 
reasonably full in order to aid in forc
ing the water upward. It is good 
practice to add a little water frequent
ly instead of waiting for the engine 
to knock for water, especially in sum
mer.

With cars using the igniter sys
tem care should be taken that the 
points are cleaned frequently. If this 
is not done the motor will refuse to 
throttle down and pull evenly.

Some Advantages of Driving Solitaire.
There are compensations in tour

ing through the country alone, with 
no passengers in the car whose wishes 
must be observed. Passengers are 
more often a nuisance than otherwise 
when the tourist is anxious to keep 
moving on his way. Some who travel 
as supercargo on long tours seeming
ly feel that the owner, who is driving, 
has but to obey their slightest wish, 
await their pleasure when it comes 
time for morning start, await again 
at noon until they are ready to start 
and stop at any time they- want to 
stop when on the road.

Touring is a matter of pleasure to 
the man back of the wheel. He 
starts upon a journey driving his 
own car writh the general plan of 
making a certain schedule, to meet 
which he must keep right on mov
ing from the time of the start until 
the successful accomplishment in the 
evening. Meeting schedule means 
constantly going forward at some 
speed and means also a leeway for 
difficulties which may arise such as 
punctures, car troubles, detours and 
so on.

By touring alone the car owner 
may seem selfish but he is at least 
able to go his own gait, go where he 
wills without questions being asked 
and he may stop should he so will, 
at any point short of the scheduled 
night stop and without criticism. 
Touring alone is not so selfish after 
all and it is a real pleasure to many 
to just go out in a good car and do 
as they please day in and day out, 
taking any chances they may see fit 
without criticism and incidentally 
traveling in a car not littered with 
great amounts of baggage.

Tourists nowadays do not clog 
their cars with baggage, that is, 
most of them do not. Occasionally 
there will be seen a touring car with 
four people or five in it and with 
dress suit cases and other cases piled 
between the passengers in the tonneau 
and packed on the side and in the 
back of the car. Uncomfortable and 
not up-to-date, for people do not carry 
enough clothes with them en tour 
to enable them to maintain style for

all occasions. They ship ahead as a 
rule and live in the clothes in which 
they start with changes carried in 
small grips in the way of underclothes 
and laundry.

The tourist alone and with no ex
tra baggage to litter up his car, pref
erably a roadster and with no neces
sity of special driving outfit, with 
roads oiled throughout the country, is 
“comfy” at all times and happy.

Autos Cradled on the Warships.
Washington, Sept. 1 — Armored 

automobiles cradled on the decks of 
warships, in sea-going rafts, for use 
of detachments of the United States 
Marine corps in shore operations, may 
soon be added to the regular equip
ment of naval vessels.

Experiments at the Boston navy 
yard a few days ago demonstrated 
that these indispensable cars can be 
stowed aboard by the means of elec
tric cranes on wrar vessels, in a very 
few moments, and that the deck 
space they occupy is very little.

United States marines found great 
need for armored cars in their oper
ations in Mexico. Haiti and Santo 
Domingo, but the cars they used had 
to be shipped to them by regulai 
naval transports.

Uae Half aa Much

C ham pion M otor O il
as of other Oil 

G RAND RAPIDS OIL CO.

cV E C E a Dy
FLA SH LIG H TS

Last year dealers sold 18,000,000 
EVEREADY Flashlights. Tungsten 
Batteries and Mazda lamps. This 
year sales are even better.

The reason for this phenomenal 
showing is the quality and reason
able price of the goods backed up 
by extensive national advertising.

EVEREADY sales come easy. Are 
you getting your share? We are 
EVEREADY Headquarters; drop 
us a postal for full information.

C. J. LITSCHER ELECTRIC COMPANY
Wholesale Distributors

41-43 S. Market St. Grand Rapids, Michigan

“The End of Fire Waste”

COMPLETE APPROVED

Automatic Sprinkler Systems
Installed by

Phoenix Sprinkler & Heating Co.
Grand Rapids, Mich Estimates Free Detroit, Mich

US Campau Ave. 909 Hammond Bldg

Tonnage T ells the Tale
In the final analysis of what constitutes efficient hauling, tonnage 

tells the tale, because real hauling economy results only when big quantities 
of material are transported at the least possible cost.

Big loads—fewer trips—less help—with minimum depreciation and 
upkeep is the modern method.

United Trucks
are designed essentially for heavy duty hauling. They have ample strength 
for the most severe service—plenty of power for quick trips—and the sta
bility to endure in hard daily work of any nature.

Made in 2, 3y2, 4 and 5 ton sizes, and furnished with standard stake 
bodies or special dumping bodies with hydraulic hoists.

We will be glad to demonstrate United Trucks at any time, and show 
their remarkable adaptability to any business where there is heavy hauling 
to do and lots of it. __ __________

UNITED MOTORS COMPANY
673 North Street Grand Rapids, Michigan
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Dying Through Use of Automobile.
There are twelve ways—twelve 

good ways—of getting killed by an 
automobile. There may be more, but 
after an exhaustive investigation of 
the ways and means of getting one’s 
own goat with the aid of a motor 
car, experts on the subject have com
piled a dozen of the easiest and most 
efficient methods which are calculat
ed to meet all requirements. These 
experts have also compiled a list of 
twelve good ways of becoming in
volved in automobile accidents. Both 
lists follow:

Ways to Get Killed.
1. By trying to “beat out” an ap

proaching automobile.
2. By dodging under safety strip 

limits instead of walking to safety 
lane.

3. By crossing behind street cars.
4. By standing outside the safety 

zone while waiting for a car.
5. By alighting from street cars 

without looking for approaching au
tomobiles.

6. By approaching street cars from 
the wrong side of the street.

7. By crossing the street in the 
middle of the block.

8. By becoming confused at the 
sudden approach of an automobile.

9. By stopping to gossip or to ad
just dress while crossing street.

10. By losing one’s head at night 
in the glare of flaring headlights.

11. By loitering or playing on the 
streets.

12. By disregarding traffic signals. 
Figuring in Accidents.

1. By speeding.
2. By joy-riding.
3. By driving past standing cars.
4. By dashing from side streets 

without proper heed.
5. By zigzagging at speed in and 

out of traffic.
6. By driving on slippery pave

ments without chains.
7. By driving on the wrong side 

of the street.
8. By employing glaring head

lights without proper use of dimmer.
9. By speeding around corners.
10. By trying to pass others in 

line while waiting traffic signal.
11. By passing a preceding ma

chine on the wrong side.
12. By disregarding traffic signals.

Art and the Motor Car.
This self-respect or pride-value in 

a car depends upon the authority of 
the vehicle’s design, its social stand
ing, and the degree of art involved 
in its make-up; the appeal of its ap
pearance. The art of motor-car build
ing is thus resolving itself more and 
moire into a studio task for the artist 
and for the coach builder in his 
atelier working to produce into the 
new models a new appeal of the eye, 
a new attraction of beauty.

If a car is designed for a certain 
excellence or standard of mechanical 
performance then its body lines and 
contours must be so disposed as to 
proclaim and suggest that perform
ance to the observer and to the pros
pective buyer. If a car is designed 
primarily for comfort, then the art 
lines should suggest comfort; if the 
main feature of the design is the mo
tor, then special attention should be

given to the lines to .emphasize in the 
observer’s mind the importance of 
what is under the hood.

There are certain definite rules and 
principles to art which rarely have 
been applied to motor car design, but 
which are vitally important. These 
principles may be used by the design
er with as much authority as the en
gineer assumes in the use of his slide 
rule, or the teacher in his statement 
that 2 and 2 make 4; yet these very 
rules have not been made use of in 
motor-car layouts until the past two 
seasons. Even yet few companies 
are employing artists on their en
gineering staffs.

The day will come when bodies will 
be designed by artists of National rep
utation in this line who spend all theit 
a^t study to make motor-car bodies 
express in their lines, contours, and 
arrangements the individuality and 
performance that the car possesses 
and that the sale and advertising de
partments want to express to the pub
lic in handling that car commercial
ly. If the car in body lines backs up, 
in its appeal, the statements of the 
advertising, and if the performance 
and life of the car back up the ap
pearance, then will that car be a suc
cess, and the marketing of it to the 
people be accomplished along lines 
of least resistance and cost.

W. B. Stout.

Recognized Her.
“But I don’t know you, madam,” 

protested the paying teller to a wom
an who had presented a check. The 
woman merely gave him a glassy 
smile and said:

“Oh, yes, you do. I don’t need any 
one to identify me. I’m the ‘red
headed hen’ next door to you, whose 
‘imps of boys’ are always running 
across your garden. When you start
ed to town this morning your wife 
said: ‘Now Henry, if you want a din
ner fit to eat you’ll have to leave me 
a little money. I can’t keep this 
house on Christian Science.’ ”

“Here is your money,” interrupted 
the paying teller faintly.

Not Reckless.
Jake Penticoff came to seek aid 

from the city fathers.
“I goota haff a sack of flour,” said 

Jake. “I ’m all out, and my family iss 
starfin’.”

“All right, Jake,” said the official. 
“If you need flour and have no money, 
we’ll get you a sack. But see here, 
Jake, there’s a circus coming, and if 
we get your flour are you sure that 
you will not sell it and take your 
family to the circus?”

“Oh, no,” said Jake; “I already got 
dat safed up. Yas, I got money to 
go to the circus.”

In all probability the Haynes car 
offered for the oldest Haynes run
ning in America at the present time, 
will be awarded to Walter E. Smith, 
Bound Brook, N. J., who has an old 
two-cylinder car that was built in 
1897. The car is in operation to-day 
and this spring it won a prize as 
the oldest car in a county contest. 
Its nearest competitor was a 1902 
two-cylinder car.

Week’s Special in Used Autos
P a ige , 4 -cylinder, e le c tr ic  lig h ts  an d  

s ta r t in g  fine cond ition ; spec ia l . .. .$ 3 9 5  
O verland, 4-cy linder, io red o o r; spec ia l 95 
H upp , 4-cy linder, ru n n in g  fine; sp ec ia l 185 
O verland , 4 -cy linder, 1912; spec ia l . .  195 
R eg a l lig h t 7 -passenger, e lectrica lly

equ ipped ; sp ec ia l .................................... 495
F o rd  1913, e le c tr ic  ligh ts , 2 new  tir e s ;

sp ec ia l ..........................................................  245
B ru sh  ru n ab o u t, v e ry  re liab le ; sp ec ia l 75
W h itin g  ro a d s te r ; sp ec ia l ........................175
K r i t  ro a d s te r , un u su a lly  good; sp ec ia l 245 
C h alm ers  30 sp eed s te r , v e ry  c la ssy ;

spec ia l ..........................................................  395
F ra n k lin  sp eed ste r, v e ry  c la ssy ; spe-

c ia l ...............................................................   325
A t th e  long estab lish ed  a n d  re liab le  

place.
E a sy  te rm s  no  e x tra  ch arge.

D w igh t's  Used A uto  Ex. 230 Ionia, N . W .

.Diamond liv e s
I l Black5quee£eeTread Red Wall J J

VELVET RUBBER ““
Are built up with the toughest 

of fabrics and the strongest of 
beads into a scientifically bal- 

m ll anced tire—strong in every part—
|  • is a big reason for its success.

Distributors

Sherwood Hall Co., Ltd.
Grand Rapids, Mich.

FOR GOODNESS SAKE
BUY

Horse Shoe Tires
W rapped T read  System

They are guaranteed for 50C0 miles 
with many a long non-cost extra 
mileage tour in reaerve.

The Deitz Vapor System
will positively save 25% to 60% in 
Gasoline. It will keep your En
gine absolutely free from carbon. 
May be attached to any car.

5-Minute Vulcanizer
will produce a quick, permanent 
patch for inner tube — without 
cement, gasoline or acid.

A full line of
Batteries, Spark Plugs and Accessories

W holesale D istributors:

Brown &  Sehler C o .
Grand Rapids, Mich.

We have an interesting proposition to make 
to dealers.

“Certainties Are Penny Earners”
So-called safe investments pay minimum returns.
Only the venturous dollar multiplies.
Real profits are where risks are.
He who ventures nothing gains nothing worth while.
The man who waits till a new idea is an established 

success must pay the other fellow for the chances he took.
Many a man has lost a fortune by waiting for an idea 

to pay dividends.
The day you ride behind a Clark-Anderson Motor you 

will have lost the last chance to buy stock at par.

Universal Valveless Four C ycle Motor Co.
405-6-7 Murray Building . Citizens 7645 Grand Rapids, Michigan

Nokarbo 
Motor Oil

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
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SKIMMED MILK.

Prominent Chemist Shows High Cost 
of Prejudice.

In these days of high food prices, 
rapidly increasing population and 
threatened diminishing production in 
our beef supply the conservation of 
any food material, especially an ani
mal food, is of the greatest impor
tance.

The main sources of this supply are 
meat, eggs, milk and milk products. 
Meat possesses the unique advantage 
of being the only form of animal food 
that man can continue to take with 
pleasure in sufficient quantity to satis
fy the body's demands for albumin.

Whole milk naturally suggests it
self as a relatively cheap source of 
animal protein, but the often con
demned, rarely appreciated, skim milk 
is even cheaper ' for this purpose. 
Skim milk is the lower layer, com
paratively poor in fat, which remains 
when the cream is removed from 
milk. Its composition naturally is 
affected by the process used for its 
production. Many of the states pro
vide that milk containing less than 
the standard amount of fat is skim
med milk and therefore adulterated 
milk. The Federal Government and 
those states which have adopted the 
Federal standard are confronted with 
the necessity of condemning as skim 
milk rich Jersey milk from which a 
portion of the fat has been removed to 
permit the producer to compete with 
milk of lower but still standard qual
ity. This anomalous situation w’ll 
continue just so long as milk contin
ues to be sold on the present irra
tional basis regardless of its compo
sition and its richness.

The prejudice against skim milk is 
apparent in some of our state laws. 
It is this removal of fat. this appar
ent debasing of the product, that has 
brought upon skim milk undeserved 
and unintelligent opprorium. Skim 
milk of course, must not be sold as 
whole milk, or skim-milk cheese as 
full milk cheese, or frozen condensed 
skim milk as ice cream. But here we 
have a valuable food product, a cheap 
source of animal protein in a peculiar
ly digestible form, a most valuable 
culinary adjunct, whose sale is dis
couraged in practically every state in 
the Union, whose sale is prohibited 
under any condition in the great cities 
of New York and Brooklyn, and 
whose sale when permitted is 
hampered by such restrictions as to 
discourage both the seller and the 
buyer of the product.

At least 1.600,000.000 pounds of but
ter are# made anually in this country, 
and from this are obtained about 28- 
000,000,000 pounds of skim milk, and 
about 2,000,000,000 pounds further are 
obtained from cream sold as cream; 
30.000.000.000 pounds annually of a 
useful, valuable, nutritious and digesti
ble food the sale of which is dis
couraged almost universally by re
strictive legislation.

It has been pointed out that in Ger
many 25 cents w'ill buy 538 food units 
in the form of beef, 552 in poultry, 
1,614 in whole milk. 2,311 in butter
milk and 2,562 in skim milk, and yet 
with us this valuable product is large
ly calf food, pig food or chicken food.

So great is the popular prejudice that 
in many localities it can be purchased 
only with extreme difficulty.

As an illustration of the nutritive 
and economic value of a combination 
of skim milk and bread, let me cite 
the comparison made in a Farmer’s 
Bulletin of the United States Depart
ment of Agriculture between a lunch 
composed of bread and skim milk 
and an ordinary lunch as supplied by 
a restaurant. Eight ounces of bread 
and one pint of milk yield 859 calories 
with 0.09 pound of protein for 5 cents, 
while a lunch of eight ounces of soup, 
two ounces of beef, two ounces of 
potatoes, one ounce of turnips, three 
ounces of bread, 0.5 ounces of butter 
and 1.5 ounces of coffee with milk 
and sugar yields about the same num
ber of calories, 865, with 0.05 pound 
of protein for from 15 cents to 20 
cents. The above simple lunch of 
bread and skim milk yields about one- 
third of the required daily nutriment 
at a cost of only 5 cents. In the 
penny luncheons supplied to the Bos
ton school children one of the suc
cessful combinations was skim milk, 
bread and butter.

The second form in which skim 
m lk may be used is in the form of 
milk powder. There are two general 
methods of production: (1) Drying 
on steam heated rotating drums, and 
(2) spraying the milk into a chamber 
through which a current of warm air 
is passing. These milk powders, of 
course, may represent milks of dif
ferent degrees of skimming. Aside 
from the convenience of these milk 
powders in the home or n the camp, 
their keeping qualities and freedom 
from bacterial contamination still 
further emphasizes their usefulness 
and value as food products.

Skim milk cheese is another form 
in which skim milk may come into 
popular use. Undoubtedly in the past 
there have been grave abuses in the 
sale of skimmed or partially skimmed 
milk cheeses as full milk cheese. 
This form of commercial dishonesty, 
however, should not cause us to lose 
sight of the great nutriment value of 
cheese of this sort. The State of 
Washington considers any cheese 
containing less than 30 per cent, of 
milk fat to be “skimmed cheese,” and 
prohibits the sale of any cheese con- 
tain'ng less than 15 per cent, of milk- 
fat, except certain specified fancy 
types. In the manufacture of Amer
ican cheese of the Swiss type, for in
stance, it is often impossible to use 
whole milk and obtain a product that 
can compete with the foreign arti
cle. In this instance a partially skim
med milk yields a superior product, 
and yet this superior product under 
certain laws and regulations must be 
stultified by the label “skimmed milk 
cheese.” Such varieties as Backstein, 
Brie, Camembert, Cottage. Edam, 
Gouda, Limburg, Issigny, Neufchatel, 
Parmesan, Sap Sago and Swiss are 
commonly, if not always made from 
skimmed or partially skimmed milk.

Condensed skim milk is still anoth
er commercial form in which skim 
milk may be purchased. In some 
states its sale is prohibitive altogeth
er, in others a label is required stat
ing that it is not intended for in
fants’ use, but in most cases it may

be sold under its true name. There is 
no reason why this product should 
not find the same wide use suggested 
for the uncondensed article.

The last class of preparations from 
skim milk which I shall call your at
tention is the casein products. Scien
tists agree on the importance of ani
mal albumin in the human dietary 
and the difficulties in relying on meat 
for the supply of this protein. A 
substitute for meat albumin in our 
daily ration in therefore highly desir
able. Such a substitute must be taste
less, inodorous, and for most purposes 
of the character of a flour, it must be 
free from micro-organisms and capa
ble of keeping for any length of time 
without undergoing adulteration.

John Philip Street,
Chemist Connecticut Agricultural 

Experiment Station.

Why the Trade Journal Is this. Mer
chant’s Friend.

The business of the trade -paper is 
to give away the secrets of the busi
ness. The editor finds out the best, 
most economical w-ay of doing things 
and explains these things to his sub
scribers.

Some years ago when I was in the 
soap business I bought a book of 
formulas.

This book cost me an even hundred 
dollars.

It gave secret processes. It was 
bound in red morroco and had a chain 
around it with a brass padlock, like 
unto the old time invention used in the 
Middle Ages known as a chastity belt.

I think I was more impressed by 
the chain and padlock than by any
thing in the book.

In any event I wanted secrets.
Later I subscribed for a trade paper, 

and found that in the course of the 
year every recipe in the wonderful 
hundred dollar book was in my trade 
paper.

The business of the trade paper is 
to give away the secrets of the busi
ness. Nothing is hidden, or can be.

The editor of the paper finds out 
the best, the most efficient, most eco
nomical way of doing things and ex
plains these things to his subscribers.

He does what is most useful to him 
for the subscriber.

A few miles from East Aurora there 
is a brickyard, devoted to making face 
brick. To my certain knowledge, the 
man who runs this brickyard paid 
$3,000 for a formula for making and 
burning these bricks.

He could have, got the whole thing 
from his trade paper, gratis.

The man in business to-day who 
does not subscribe for and read his 
trade paper is as the yesterdays that 
were—tramping his way down to 
dusty death.

To succeed now, we need all of the 
help we can get and there is nobody 
and nothing in the round world that is 
as good and loyal a friend as the trade 
paper.

“Defend me from my friends,” says 
the old aphorism.

“Use your friends by being of use 
to them,” replies the trade paper.

And by this usefulness, this friendli
ness, it has made itself practically in
dispensable to the life of its subscrib
ers .

Notwithstanding our boasted inde
pendence of will and initiative, we are 
all interdependent.

The sooner we let that idea soak 
into our woozy convolutions the bet
ter.

Unification—oneness, fraternity, co
operation, mutual helpfulness; this is 
the flag we must raise and carry on
ward and upward.

The trade paper has these princi
ples emblazoned on its standard, and 
the vast army of its subscribers—alert, 
vigorous, red blooded men and women 
—are following it to victory.

To join the ranks of the trade pa
per subscribers is to link hands with 
the most positive force of our time, 
to become a well drilled, well inform
ed citizen, radiating energy and pow
er.

The primary need of this country is 
education—education in economics.

The very word “economics” throws 
a scare into some people.

They imagine it to be an exclusive 
subject, an abstruse question far be
yond their comprehension.

Economics is simply the exercise 
of economy and common sense in the 
management of the affairs of life.

Economics is not primarily a polit
ical question, for it is based on equity 
and honor.

Its object is to eliminate waste, to 
endow with the spirit of usefulness 
and endeavor.

The trade paper is in the vanguard 
of educational propaganda.

Every field and condition, every 
phase of commercial activity is touch
ed and vitalized by its specialized 
publications. Whether the subscrib
er be a blacksmith hammering out 
his ideas on the anvil, a mason build
ing for time, an iron worker mater
ializing beautiful things from sheets 
of metal, a merchant marshalling his 
campaign, a clerk at his desk, or a 
salesman behind the counter, he will 
find that the suggestions and demon
strations given in his trade paper will 
increase his usefulness, his confidence 
and his power.

The trade paper is unquestionably 
the most reliable medium for the ed
ucation of the craftsman or business 
man.

It substitutes nerve and prosperity 
for nerv: pros.

It helps the subscriber get rid of 
factory melancholia that everything 
is going to the bow wows.

To its pages he turns for counsel 
and is rewarded by sound, practical, 
intimate information.

The trade paper has a menu that is 
wholesome and strengthening. Wind 
pudding is tabooed.

Everything is carefully selected and 
presented in tabloid form. The trade 
paper is concentrated energy, ingenu
ity and brains.

Past masters in modern thought 
and methods control its policy and 
contribute to its page.

Elbert Hubbard.

The man who does his best will 
hold his job longer than the man who 
could do better but doesn’t.

The more money a man has the 
more he dislikes to waste any of it 
paying taxes.
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Petti john’s 
Flour

A Modem, Scientific Flour for Use 
in Place of Graham

Pettijohn’s Flour differs greatly from so-called 
whole-wheat flours. The white part, which forms 75 
per cent., is ground separately. It is a very fine grade 
of patent flour.

The bran part, which forms 25 per cent., is specially 
prepared and added, largely in flake form.

The result is a delicate product and a scientific 
health flour, ready for use without further mixing.

Pettijohn’s Flour is now  advertised in all the w om en’s 
leading magazines and is fast becoming a staple house
hold product.

It is packed in large round 25c tubes with remov
able cover—20 packages to the case.

We ask your co-operation particularly in filling 
customers’ first orders. We will guarantee the sale on 
a trial case.

The Quaker Oats (pmpany
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The Price We Pay For Our Deposits.
The man who expects something for 

nothing deceives himself; there is al
ways a price that must be paid, and 
the longer the account remains unset
tled, the heavier the cost is sure to be. 
So with the banker, the deposits out 
of which his profits are made, must be 
paid for either in money or in service, 
but the question that is perturbing many 
a banker to-day, is whether he is not 
paying more for his deposits than they 
are worth.

It is about fifteen years since the 
custom of paying interest on bank bal
ances became general. Before that time, 
some commercial banks paid interest on 
some bank deposits; now all commercial 
banks pay interest on all bank balances. 
By a process not quite understandable, 
the rate generally adopted was 2 per 
cent, per annum. This rate was not the 
result of any analysis, nor was it deter
mined by careful calculation of cost 
plus expense of handling; it was in 
fact just a piece of guess-work and it 
may be said that the guess has on the 
average worked very well.

Of course, interest could not be paid 
on one class of deposits and withheld 
from others equally profitable, and it 
was not long before the bankers found 
the insurance companies, the railroads, 
the capitalists, in fact all who carried 
accounts of unusual size, demanding 
and receiving interest on their balances. 
The process, once begun, spread rapidly 
to smaller accounts, to less profitable 
kinds of business, until the time came 
when many bankers found it easier 
to make rules applicable to all and to 
pay interest on every account that ex
ceeded a certain very modest minimum, 
rather than to consider individual cases.

The Rise of Trust Companies.
The period during which this develop

ment was going on, was characterized 
by the rise of the modern trust com
panies, financial institutions differing 
in character from any hitherto known. 
The trust company was at first just what 
its name implied, a corporation author
ized by law to exercise a great variety 
of trust functions, but without any 
banking privileges. It was not long 
before the handling of funds coming 
into the trust company’s hands, through 
the operation of its powers, suggested 
the receiving of deposits from its cus
tomers. When distributing legacies to 
the beneficiaries of a will, what is more 
natural than that the money should be 
left on deposit subject to check, rather 
than it should be paid out to be depos
ited in banks? For a time, this function 
of the trust company placed it in a 
position intermediate between the com
mercial bank and the savings bank, but 
it was not long before the trust com
panies began to take on purely commer-

cial business and to make loans without, 
as well as with, collateral. The idea 
of the departmental bank was rapidly 
developed, and we now have trust com
panies doing commercial, savings and 
trust business on a very large scale and, 
in fact, numbered among the largest 
and strongest of our financial institu
tions.

The sections on the Federal reserve 
act which permit National banks to 
take on trust functions and to accept 
savings deposits are not broad enough 
to enable the National banks to com
pete with the trust companies in their 
special field but it is not unlikely that 
in the near future congress will so 
amplify the legislation as to make real 
competition possible.

I have not recalled thèse most fa
miliar facts with the intention of charg
ing the trust companies with responsi
bility for the general payment of inter
est on commercial or quasi-commercial 
accounts, but I believe that they had 
much to do with hastening the general 
adoption of a custom that was already 
prevalent. It is no doubt true that in 
the early stages of the development of 
banking practice in connection with 
trust business, some mistakes in policy 
were made by the managers. It took 
some time for this new variety of bank 
to find itself, to strike its gait, and 
while the process was going on, it was 
just a little severe on the commercial 
banks. No doubt, some of these insti
tutions were sleepy and needed waking 
up, but whether needed or not, the 
awakening was certainly accomplished. 
Trust Companies Charge for Services.

Instead of paying interest on balances, 
the commercial banks had been in the 
habit of performing various services, 
for which no charge was made. Out- 
of-town checks were accepted on deposit 
as cash; exchange was in many cases 
given free ; securities were accepted for 
safe keeping ; and documents in escrow 
were held without charge. The trust 
company, on the other hand, had from 
the beginning made a substantial charge 
for every service, so that when the 
commercial banks began to meet the 
trust company competition in the pay
ment of interest, they were placed at a 
distinct disadvantage.

The general statements just made are 
subject to many exceptions, and are not 
intended to be accurate as applied to all 
banking institutions, or to all parts of 
the country, but rather to illustrate a 
condition which has developed in many 
cities.

As the banker found his profits di
minishing, he naturally tried to ascer
tain where he was losing and where 
gaining, and so the analysis department 
was born. The analysis of accounts

developed startling results; balances 
apparently substantial vanished when the 
float was deducted, and justified the 
gibe that some banks paid interest on 
overdrafts. Free exchange and other 
premiums were found quite without 
justification, while accounts thought to 
be of but little value, showed up as 
steady earners.

I am informed that in certain favored 
cities banking affairs are so stabilized 
that the banker is able to insist on a 
normal profit on each account, that is 
the account must not only pay, but pay 
up to a fixed standard. I can only say 
that in the city where I do business 
we are not yet in that happy position.

LOGAN & BRYAN
STOCKS, BONDS and GRAIN

G rand Rapids, Office 
385 G ODFREY BUILDING 

Citizens 5235 Beil 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 
Winnipeg Grain Exchange 
Kansas C ity Board of Trade

Private wires coast to coast 
Correspondence solicited

T H E  BANK W H E R E  YOU FEEL AT H O M E  

^Q ^ D ^ P I P S ^ A V I N G ^ A N K 1:

WE WILL APPRECIATE YOUR ACCOUNT
T R Y  U S !

Signs of the Times
Are

Electric Signs
Progressive merchants and manufac

turers now realize the value of Electric 
Advertising.

We furnish you with sketches, prices 
snd operating cost for the asking.

THE POWER CO.
Bell M 797 Citizens 4261

TH E PREFERRED LIFE INSU R AN C E CO.
Of  America offers

OLD UNE 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

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

Fourth National Bank
United States Depositary

Savings Deposits

Commercial Deposits

3
Per Cent Interest Paid on 

Savings Deposits 
Compounded Semi-Annually

3'A
Per Cent Interest Paid on 

Certificates of Deposit 
Left One Year

Capital Stock and Surplus

$580,000

WM. H. ANDER SO N . President 
L. Z. CAUKIN. Cashier

JOHN W . BLODGETT. Vice President 
J. C. BISHOP, Assistant Cashier
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Whatever the limitations of account 
analysis may be, we can all agree that 
it is the only true method of ascertain
ing the value of business, and that after 
leaving out the cases on the borderland, 
the results are clear and definite. It is 
in fact the only method of protection 
which the banker can properly apply 
against the increasing and often un
reasonable demands of depositors. Most 
depositors do not wish to carry un
profitable accounts or to make unreason
able demands, and when convincing fig
ures can be shown them, they are usu
ally willing to have their business put 
on a proper basis.

During a long period of active busi
ness, with a good demand for money, 
bank earnings have been in the main 
quite satisfactory, in spite of the grad
ual increase in the price that we are 
paying for deposits. Without warning, 
a condition has arisen which is abnor
mal and without precedent.. The Euro
pean war created an unusual demand 
for the products of our fields, factories 
and shops, which have been sold at very 
profitable prices. The usual balance 
between exports and imports Waving 
been destroyed the result has been an 
unusual increase in bank balances in 
this country. There are, of course, 
other causes contributing to this result, 
among which we may mention the state 
of uncertainty produced by the war in 
the minds of our citizens. While they 
hesitate about new enterprises, their 
capital remains in the form of bank 
deposits. Whatever difference of opin
ion there may be as to the cause, there 
can be none as to the increase, and 
increased deposits with no correspond
ing increase in the demand for loans, 
naturally lowers rates. This dropping 
of rates on loans has gone on for nearly 
two years, with no marked tendency 
towards a rise, until the bankers have 
grown accustomed to rates of from V/2. 
to 3% per cent, per annum for grades 
of paper that hitherto would have sold 
at from 4 to 5 per cent. The natural 
result should be a corresponding re
duction in the rates paid on deposits, 
but such action has not taken place. 
In fact, at no time has there been more 
active solicitation for deposits with all 
the interest, free exchange and other 
premiums that have heretofore pertained 
to such loaning of credit.

Apparently this is an ideal time to 
introduce the custom of paying interest 
on a sliding scale, varying with the 
rise or fall of the average rate obtain
able for commercial paper, or possibly 
with the discount rates of the Federal 
reserve banks, but for some reason no 
one makes the move. Perhaps the 
standards mentioned are not definite 
enough, but more probably, most bank
ers are willing to pay too high a price 
for money for a period believing that 
when the war is over and business is 
again normal, the 2 per cent, rates will 
be more favorable than any rate rising 
and falling with the rate on loans. In 
the meantime, they keep as cheerful as 
possible under burdens that must be 
onerous. No doubt, all cherish the 
hope (which will, I am afraid, prove 
illusory) that when money is again in 
demand, depositors will remember, to 
their credit, the load carried for them. 
The fact that the Federal reserve act 
will be in full effect by November of

next year, after which date balances 
carried with National banks in reserve 
centers can no longer be counted as re
serve, has, without doubt, had its in
fluence in causing the bankers to bear 
the burden patiently. Had not the work
ing of this act been much impeded by 
the extraordinary conditions growing 
out of the war, the results of its com
ing into full effect would be more ap
parent than they are at this time. It 
seems most probable, however, that the 
relations between banks and their cor
responding banks in the various finan
cial centers will not be seriously inter
fered with, and in fact, it is on those 
relations that the free interchange of 
capital from one section to another still 
depends.

Had the Federal reserve banks been 
in operation at the time of the opening 
of the European war, there is no ques
tion that they would have responded 
to the unusual demand for liquid credit, 
in a way that would have given a con
vincing demonstration of their efficiency. 
As it happened, they began business 
when the financial strain caused by the 
beginning of the war was almost over, 
and since then, their rediscount business 
has been so small as to have little effect 
upon the money market. The bankers 
will have to wait for another emergency 
in order to obtain the needed proof that 
the reserve banks will do the work, or 
they may become gradually accustomed 
to the working of those banks in normal 
times.

Charges on Exchange.
During the period of the rise in the 

cost of doing business, brought about 
by the eagerness of banks to get busi
ness more rapidly than it was coming 
to them, many attempts were made to 
check the over-ambitious and prevent 
their ruin through too great generosity. 
The favorite method was by an agree
ment among the banks of certain cities 
to maintain a fixed schedule of charges 
for exchange, on the collection of coun
try checks, and interests on deposits 
(in some cases, to pay no interest on 
deposits). These agreements worked 
with varying degrees of success, the re
sults depending on the character of the 
men who entered into them, and still 
more on the reasonableness of the 
charges that it was attempted to enforce. 
One vice pervades them all. They are 
in fact a combination with competitors 
against customers. No matter how 
carefully an agreement of this character 
may be drawn, it cannot equitably cover 
all cases; it ties the banker’s hands in 
dealing with his clients, and in the end, 
or often in the beginning, it is broken. 
Human nature being what it is, the 
result cannot be otherwise; it is absurd 
to expect a banker to enforce an un
reasonable charge against a good cus
tomer, and if he does so, he is under 
the fear of losing desirable business, 
for there is always a way around. If 
the agreement is among the clearing 
house banks, there are banks outside the 
clearing house, or outside the city, or 
just across the state line, that will take 
on the business cheerfully. It is the 
fate of such agreements to be so riddled 
with exceptions that they amount to 
nothing, and in the end, they fail.

When the Federal reserve act was 
being framed, the matter of charges on 
country checks was considered of such

importance that the attempt was made 
to impose the burden of their collection 
on the reserve banks, but it was done 
in such a manner as to have but little 
force and also to indicate some con
fusion of mind on the part of the fram
ers. In one paragraph, the reserve banks 
are ordered to receive such checks on 
deposit at par, and in another, they are 
permitted to charge the cost of collec
tion, which is not at all the same thing. 
Charges made for the ¡collection of 
country checks were spoken of as a 
burden on the industry of the Nation, 
and it was asserted that there was no 
more reason why a charge should be 
made on the note of a Florida check 
circulating in California, than on 
the note of a Florida National 
bank. Now, a check circulating out of 
a region in which it has some exchange
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value is a burden, and the only question 
is who should bear the burden. In most 
cases, it is the man who sends his check 
outside o£ its legitimate district, who 
should pay the tax, as he usually does 
it with a full knowledge of the circum
stances, and with the desire to shift t© 
others what pertains to himself. Un
fortunately, it is not always easy to 
place the responsibility where it be
longs, and in too many cases, some un
offending bank is the victim.

The Federal Reserve Board has just 
announced a plan for the country wide 
clearance of checks at “par” but with 
certain reservations, such as allowing 
member banks to ship currency to the 
reserve bank at its expense, in default 
of exchange and crediting proceeds of 
collections only when they come into 
the hands of the reserve bank in the 
form of cash. It is needless to say that 
such delay in credit is not at all the 
treatment which banks have grown to 
expect from their metropolitan corres
pondents, although it is unquestionably 
sound banking practice. The country 
banks which have been accustomed to 
deriving a considerable revenue from 
exchanges on the collection of checks 
are naturally alarmed at the loss of 
revenue threatened, and on the other 
hand the governors of the reserve banks 
look with some dread on the heavy ex
pense that will be imposed on them 
through this plan.

If the plan reduces the expense of 
check collection it must in the end pre
vail, and we must admit that present 
methods are wasteful and involve a 
great amount of duplication of work. 
From what I have heard of the disposi
tion of the Federal Reserve Board I 
am convinced that the present plan is 
tentative, that it will be amended or 
even abandoned if found wanting and 
that there is no intention of working 
hardship or injustice on any of the 
banks.

Recently it has been urged that a law 
should be passed prohibiting commercial 
banks (National banks particularly) 
from paying interest on deposits, and 
especially on the deposits of other 
banks. Here we have an attempt to 
save the banker from the results of 
his own generosity’, just as we have 
laws passed to save the people from his 
cupidity. I delivered an address quite 
recently, in which I tried to persuade 
an audience of Texas bankers that 
laws against usury were vain and futile, 
for the reason that the growth of the 
country, the accumulation of capital, 
and the consequent competition abolish
ed usury much more effectually than it 
could be done by law, so that it would 
not be fair to ask me to support a 
movement for legislation to protect the 
banker. Besides, I do not believe that 
it would protect him.

Payments on Deposit.
Now it is just and proper that busi

ness should be paid for, and the suc
cessful banker must pay for his busi
ness. Laws and agreements are clumsy 
expedients at best, and as a matter of 
fact, are not needed ; there are no trans
actions between a banker and his de
positors which cannot be made the sub
ject of bargain and be settled on the 
basis of value. Some commercial ac
counts justify the payment of interest, 
while others do not; one man is entitled

to free exchange and freedom from 
collection charges; the next should pay 
for every transaction which he brings 
to the bank.. By no other method can 
the interests of the depositor and of 
the banker alike be adequately protected. 
If the banker is getting the worst of 
it, he can close the account; if the de
positor is not getting fair deal, there 
are plenty of other banks to do him 
justice.

The analysis department must be ap
pealed to for exact information, and 
with this in hand, it is not difficult to 
arrive at the value of any given account. 
We have inherited our banking practice 
from England, and there is but little 
doubt that the modifications which we 
have made are not always improvements. 
For instance, there is the question of 
branch banks; we decided in favor of 
the isolated small bank managed by a 
local board of directors and generally 
by officers of limited experience. This 
has advantages, to be sure; the bank is 
more responsive to local needs and 
its directors know more of local condi
tions than is possible for the directors 
of a large bank, with a branch, serving 
the community. On the other hand, the 
local bank does not have the strong 
backing of the big bank serving a large 
territory w’ith diversified seasons, 
whose resources can be shifted from 
one section to another as occasion re
quires. It is rather gratifying to see 
how, in the absence of such a system, 
the metropolitan banks have been able 
to supply the needs of their country 
correspondents, either through redis
counts or through direct loans.
Why Not Charge for Every Service?

The Federal reserve banks constitute 
a binding force that, as far as the Na
tional banks are concerned, will tend 
to unite the small scattered banks, give 
a certain amount of direction to their 
business, and, if possible, raise the stan
dard of their loans. We find the Fed
eral Reserve Board recommending that 
National banks be allowed to open 
branches in the city in which they are 
located, and as a method has been dis
covered of providing branches for Na
tional banks through the absorption of 
state banks already so provided, it 
would seem that before long we may 
have both systems working together. 
There is not logical reason why the 
National Government should not permit 
the banks to do directly what it allows 
them to do indirectly. This is all pre
liminary to saying that, in other ways, 
we may find it necessary to return to 
English practice. English banks pay 
interest on practically all deposits, but 
at the same time, they charge for every 
service they perform,' and if the account 
does not carry a substantial balance, 
the dharge will exceed the interest. 
To charge a commission on the debit 
side of an account, and to include post 
age with the telegrams and other “pet- 
ties,” would, I am sure, strike the aver
age American depositor unfavorably, 
and yet if we have adopted a part of the 
practice, why not adopt it in its en
tirety?

Here is a thought for the analysis 
department: Losses have always occur
red and will always occur, no matter 
how careful the management nor how 
perfect the credit department. The 
losses over a period of, say, five years,

can be reduced to an average which will 
diminish by a small fraction of 1 per 
cent., “the rate of earnings on loanable 
funds. The figures used in estimating 
the value of an account have certainly 
been reduced by this fraction, but 
should there not be another and a larger 
allowance for the unexpected, the un
known loss coming from or through 
some great disaster or some unforeseen 
reversal of business conditions. The 
surplus of a bank, what the English call 
the Rest, is such a fund, but it has come 
to be looked on as capital, and a reduc
tion is looked on almost as an impair
ment of capital, which is a strong reason 
for carrying a concealed profit account 
as an insurance against unrealized and 
•therefore concealed losses. Whether 
concealed or carried on the books as a 
special reserve against losses, every 
bank should accumulate such a fund, 
and the percentage on the loanable funds 
necessary for this purpose will form 
another reduction from the earning rate.

It is only by considering the problem 
in all its bearings, and by making sure 
that every expense and every source 
of loss has been taken into account, 
that we can be sure that we are not 
paying too great a price for our deposits. 
The bank that does consider these ques
tions most carefully, is the bank that 
will be ahead in the long run, and will 
give the best service to its depositors 
and confer the most lasting benefits on 
the community. James K. Lynch,

President American Bankers Associa
tion.

A Kalamazoo man has learned that 
there is danger in a bottle when it is

filled with water, despite all commenda
tion of that liquid by the Prohibitionists. 
He was carrying a bottle of mineral 
water when he chanced to meet a friend. 
He stopped for a friendly chat and sud
denly felt a stinging pain in one leg. 
The bottle had been held in the sun 
in such a way that it acted as a power
ful lens and a hole had been burned 
through the man’s trousers and the 
sun’s rays had blistered his leg.

There are times when loquacity tells 
nothing and silence tells much.
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MERCANTILE ADVERTISING.

It Must Be Backed By Goods and 
Service.

Advertising is written salesman
ship, and if one is able to write well, 
you might say that they should be 
able to talk well, yet you know how 
many a merchant is an excellent 
salesman and always knows just the 
right thing to say and when to say 
it. in order to make a sale, still, he 
may make a very poor job of it when 
he goes to write an advertisement.

It is a fact that ten seconds is all 
the attention the average advertise
ment gets. Obviously, then your ads 
have to command considerably more 
than the average amount of attention 
if they are to produce results. You’ve 
got to make ads leap right off the 
printed page or out of the envelope 
and speak in tones that can not be 
resisted and won’t go unheeded. How 
to do this is your problem.

This brings us to the question: 
“What is necessary in one’s adver
tisement copy to accomplish all this?" 
One may answer, “Catchy illustra
tions;” another says, “Good position;" 
yet another answers, “Get the right 
medium;” another replies, “It is what 
you say and how you say it;” still 
another says, “It is the right use of 
white space and unusual display that 
counts.” I recall reading not long 
ago of an advertisement man lying *on 
his death-bed; the doctor had noti
fied them that the end was near; the 
wife was sitting nearby, holding his 
hand, and asked, “John dear, what do 
you want put on your tombstone?’ 
John replied. “I don’t care so much 
about the text, so long as it is well 
displayed and has plenty of white 
space.”

And so it is, I find, with a great 
many advertisers. They have a hobby 
that some one little thing is the all 
essential thing of advertising. Of 
course, all of these things about an 
advertisement is important, but don’t 
lose sight of the important thing— 
the thing that counts above all else— 
the thing that must be right or all 
the rest is useless. The most im
portant thing about any advertising 
you write is not the illustration—not 
the display—not the words it con
tains—it is the goods, the service and 
the reputation behind it.

One of two thoughts I want to 
impress on the reader is that the 
most important things about any ad
vertisement that you put out over 
your name are the goods, the 
service and the reputation behind it.

Men unconsciously read into your 
advertisement copy what they already 
know about your store, your goods 
and your service. If you get their 
attention to an advertisement so that 
they read it, be sure that your goods 
back up the advertisement. If the 
goods aren’t  right, you had better 
not advertise them. Advertise some
thing else that you know is right. I t 
pays to be honest in everything, but 
in advertising it not only pays, but 
is absolutely essential. Why I see 
advertisements every once in awhile 
that might better' not have been pub
lished. The store would have profit

ed more to have paid the paper to 
leave the space blank. Why? Sim
ply because the store advertised 
something it could not deliver—the 
public knew it, so the advertisement 
simply “Rubbed it in” and proclaimed 
to all, “see what liars we are. See 
how we misrepresent. You can’t be
lieve anything we tell you.”

The brainiest advertising man on 
earth can not make a success of your 
store, if you don’t make it the right 
kind of a store. Advertising is not 
a cure-all for all business ills, and 
it won’t make up for slip-shod meth
ods, even if you have good goods. 
Neither will it atone for back-num
ber, second-class goods, even if your 
methods are right.

Now for point number two: Too 
many merchants, I find, want to take 
advertising like they take epsom 
salts—a big dose to-night and expect 
results to-morrow morning. Adver
tising is not like quick action pills 
at all. Instead, it is like liniment. It 
must be correctly applied and gently 
rubbed in. One application in itself 
will not do the trick. You must rub 
until you touch the right spot. Rub 
until you find prospective customers 
coming your way. Then apply some 
more of the lotion and rub it in again 
and again. For results, you have got 
to have good advertising just as you 
have got to have good liniment. It 
takes steady rubbing to cure the case 
and do the trick, but rub it in with 
brains and you will take it out with 
dollars.

All permanently successful mer
chants have the right idea. They 
know it costs too much to pull a 
man to their store by the slender 
thread of low price that may snap 
any minute and let him go back to 
the other fellow next time. It is not 
the individual sales you want to 
make through your advertising so 
much as it is to make friends and 
permanent customers. Make men 
like your store so that they will just 
naturally think of you when they 
think of shoes. You can’t do that in 
a minute any more than you can 
change a Presbyterian to a Baptist 
in a minute or a Democrat to a Re
publican. Even a big dose of adver
tising won’t do the trick. You must 
keep everlastingly at it, remembering 
that your early advertising is a seed 
which you sow in the minds of the 
public, and your future advertising is 
the irrigation that makes them grow. 
You must allow time to allow the 
seed to grow. You know that if a 
seed starts to grow and then is re
tarded from growth for several weeks, 
it is a difficult matter to start it to 
growing again, and the crop is cer
tain to be greatly reduced. It is ex
actly the same with advertising. It 
is the steady consistent advertising, 
that follows regularly week after 
week and month after month and 
ultimately builds up a feeling of con
fidence and good will in the public 
mind favorable to your store.

Successful advertising is invariably 
persistent advertising. The less mon
ey you have to spend, the more es
sential it is that you keep regularly, 
continually and persistently at it.

Spasmodic advertising won't do. It 
wastes a part of your advertising ap
propriation because it produces only 
partial results, and you have no mon
ey to waste. Occasional advertising 
may bring you business temporarily 
under certain extraordinary condi
tions, but you can never make cus
tomers that way. Occasional spuits 
and splurges won’t get you any 
permanent results. It is far better 
that you spend less money each time 
and keep continually and persistently 
at it. Vern C. Devine.
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Michigan Poultry, Buttar and Egg A sso- 
elation .

P re s id e n t—J . W . L yons, Jack so n .
V ice -P re s id en t—P a tr ic k  H u rley , D e

tro it.
S e c re ta ry  a n d  T re a s u re r—D. A. B e n t

ley, Saginaw .
E x ecu tiv e  C om m ittee—F . A. Joh n so n , 

D e tro it;  H . L . W illiam s, H ow ell; C. J .  
C handler, D e tro it.

Trade Marks and Labels For Egg 
Merchants.

“Yesterlaid” was recently allowed 
as a trade mark for eggs—that is to 
say, it was admitted to Federal reg
istration as a trade mark at the 
United States Patent Office. Uncle 
Sam’s sanction of “Yesterlaid” oc
casioned no little surprise among 
egg and poultry men because, at first 
blush, it has the appearance of a de
scriptive word and, under the law, 
trade mark recognition is flatly denied 
to any word that is descriptive of the 
goods to which it is to be attached 
as a means of indicating origin.

When the trade mark experts at 
the patent office were asked, on be
half of the Egg Reporter, how “Yes
terlaid'’ happened to “get by,” they 
explained that after due deliberation 
they had tome to the conclusion 
that the word in question was not 
descriptive but merely suggestive.

This is good news for egg mer
chants, because the suggestive word 
is accounted by most egg and poul
try shippers the ideal trade mark. 
Obviously, a name that can suggest 
freshness, wholesomeness, sanitary 
conditions of production and han
dling or any of the other virtues 
that the average ultimate consumer 
craves in poultry products is just 
so much advertising in addition to 
the trade mark’s regular function of 
identification.

Moreover, the admission of “Yes
terlaid” signifies to a certain extent 
a letting down of the bars on trade 
marks for eggs and kindred lines. 
It is quite possible that there are 
readers of this article who have in 
the past had rejected at the United 
States Trade Mark Division at Wash
ington words no more descriptive 
of eggs than “Yesterlaid,” and they 
may be at a loss to understand the 
present acceptance. It is however, 
merely a case of growing leniency. 
There is now a disposition at trade 
mark headquarters to give the busi
ness man “the benefit of the doubt” 
whenever possible, and as a result 
we see the official .0. K. placed on 
many a trade mark and label that 
would probably have been vetoed if 
offered a few years ago.

Any person who will glance over 
the list of trade mark registrations 
and label entries made at Washing
ton during the past year or two will 
find ample evidence of the increas

ing extent to which egg and poultry 
shippers are making use of the 
“commercial autograph” to dis
tinguish their respective products 
and proclaim quality. Some time 
since the question was raised as to 
■whether the phrase “article of manu
facture,” as used in the statutes 
governing the coyprighting of prints 
and labels could be stretched to in
clude eggs, but the men who have 
the say at the patent office came to 
the conclusion that any vendable 
commodity is within the scope of 
the law, and since that time labels 
as well as trade marks for eggs and 
poultry have been accepted withour 
question at the patent office and 
have been duly enrolled when they 
have not run counter to the regu
lations.

It is difficult to determine just how 
many different egg trade marks have 
been preferred at the patent office 
because in the archives at Washing
ton the egg marks are mixed up with 
those of dairy products of all kinds. 
More than 2,000 trade marks have 
been allowed in that “class,” and 
the official estimate that there are 
several hundred egg trade marks and 
as many more labels and prints—the 
latter being pictorial representations 
such as are used for advertising pur
poses by some egg shippers. There 
are on file not merely a generous 
number of egg trade marks, as the 
term wrould ordinarily be construed, 
but many marks for dessicated egg 
meat and other poultry products.

In the early stages of the trade 
marking of eggs arjd poultry all 
types of marks were employed, but 
latterly there have been distinct 
“fashions” or trends in the egg and 
poultry fields. Nowadays, the popu
lar style of trade mark is either a 
word or else a word displayed in 
conjunction with a picture. The word 
“hen” and the picture of a hen are 
the favorites, and scores of trade 
marks embodying this feature have 
been registered. Of course, a hen 
presentation has to be different from 
the hen candidates previously sub
mitted in order to pass muster, but 
this is not difficult because a picture 
of a hen standing in a given posi
tion will not, as a rule, infringe that 
of a hen in different pose, and the 
head of a hen in .not “too close,” as 
the trade mark experts say, to a full 
length figure of the queen of the 
barnyard.

However, other things than mere 
pictorial similitude weigh with Uncle 
Sam’s censors in deciding what hen 
pictures or egg pictures conflict. 
They are influenced largely by the 
evidence as to whether or not a 
trade mark under scrutiny is uncon-

sciously a partial duplication of an
other already registered or whether 
it has been adopted, with malice 
aforethought, for the express pur
pose of deceiving purchasers into 
the belief that the product to which 
it is applied is the output of the 
other merchant whose reputation has 
already been established and whose 
trade mark has become familiar to 
buyers.

“Red Hen Eggs” is an egg trade 
mark that was recently registered at 
Washington, and its acceptance il
lustrates a point of possible interest 
to many egg and poultry shippers in 
that the owner of the mark “Red 
Hen Eggs,” in order to get a cer
tificate for his mark, had to “dis
claim” the word “Eggs.” To “disclaim” 
a portion of a trade mark means 
that the owner waives any claim to 
a monopoly of that particular part 
of the mark. It will readily be ap
preciated that Uncle Sam could not 
give exclusive rights to the word 
“eggs” to any one shipper. No ob-
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jection was made to the appearance 
of the word in the trade mark as it 
is used in commerce, but an under
standing had to be arrived at in ad
vance that this merchant would base 
his claims merely on the “Red Hen” 
part of the mark.

Egg trade marks are applied in 
various ways. The rules and regu
lations governing trade mark prac
tice specify that trade marks shall 
be attached directly to the goods, 
and this is done in not a few in
stances with respect to eggs, the 
mark appearing as a rubber stamp 
impression on the egg shell or as a 
tiny sticker attached to each egg; 
but the more common usage is to 
apply the egg mark to the box or 
case or other container—a procedure 
that has been pronounced entirely 
acceptable. In the case of pasteboard 
containers it is customary to imprint 
the mark on one surface, but wooden 
cases are likely to be marked either 
by stencil or else by pasting on either 
end a piece of paper carrying the trade 
mark.

Every now and then an egg mer
chant hits upon the idea of trade 
marking the form of container which 
he is empl< g and perhaps evolves 
a distincu shape of box or carton 
in the h .pe that its novelty will win 
it recognition, but all such efforts 
are doomed to failure, just as was 
the project of the merchant who en
deavored to secure acceptance as a 
trade mark of a red paper bag and 
the attempt of the trader who sought 
trade mark recognition for a tin pail. 
Of course, if an egg merchant is real
ly set upon ensuring to himself the 
sole use of a unique package, he can 
apply for a design patent and if the 
design registration bill now before 
Congress becomes a law it will be a 
yet more simple matter to obtain via 
this route the protection that cannot 
be had under the trade mark system.

There are several explanations for 
the disappointments so frequently 
suffered by egg merchants who at
tempt to trade mark at Washington 
their trade names or brand names. 
One reason is, as has been explained, 
the use of descriptive words, that is, 
words which are clearly descriptive 
of the quality of the eggs rather than 
merely suggestive. This is why the 
word “fresh” as applied to eggs and 
“home dressed” as applied to poul
try are taboo at the patent office.

Another stumbling block that has 
tripped up many an egg merchant 
is the geographical name. Naturally, 
an egg merchant might desire to 
identify his eggs or poultry by the 
use of the name of the place of pro
duction, especially if the locality be 
one famous for its egg output, but 
“Brookfield Eggs”—if the geography 
shows that there is a town by the 
name of Brookfield—stands little 
chance of winning a place in the trade 
mark register. Deceptive words are 
discriminated against quite as much 
as are descriptive terms, and an egg 
merchant cannot hope to get trade 
mark standing for his own name or 
his firm name unless the name is dis
played in distinctive manner.

A contradictory circumstance that 
has caused some confusion in the 
egg and poultry line, as well as in

other fields, is that the descriptive
ness which is an impediment in the 
case of a trade mark is a necessity 
in the case of a label. In other words, 
the rules at the patent office prohibit 
the copyrighting of a label which is 
not descriptive of the article on which 
it is used. However, the label ex
aminers at Washington are not ex
acting in their requirements as to 
description. “Fresh eggs” might be 
held just as completely descriptive 
as a lengthy paragraph describing the 
eggs, and in many instances pictures 
have been officially acknowledged to 
serve the purpose quite as well as 
words, this being especially true in 
the poultry field.

Labels are also required under the 
law to possess “artistic” merit, and 
the unwillingness of the officials at 
Washington to receive labels con
sisting merely of descriptive words 
printed in a commonplace manner or 
supplemented merely by ordinary 
printers’ ornamentations has caused 
much hard feeling on the part of mer
chants who had overlooked this re
quirement of a label. The label ex
aminers claim that they intend to be 
very broad and liberal in interpreting 
this “artistic merit” qualification—an 
initial letter in a circle has, on oc
casion, sufficed—but they persist that 
they cannot accept just a plain job of 
typesetting with no evidence of skill 
or originality. It may be noted that 
the United States Patent Office, in 
considering labels that are proper for 
copyright entry, aims to co-operate 
with the Department of Agriculture 
in its enforcement of the Food and 
Drugs Act, and any label that arouses 
suspicion of misbranding is subjected 
to rigid comparison with the sample 
of the food that must be furnished 
by the label user.

One lack in the United States trade 
mark laws which has worked to the 
disadvantage of egg and poultry ship
pers in not a few instances is the ab
sence of any provision for register
ing what are known as collective or 
community trade marks. In a num
ber of instances, groups of egg and 
poultry men, banded together in one 
way or another for mutual protection 
or to stimulate the sale of their prod
ucts, have desired to register a com
mon trade mark adopted, presum
ably, with a view to establishing a 
reputation for the eggs and poultry 
originating in a certain district or lo
cality. In every instance, however, 
it has been found impossible to reg
ister the trade mark, presuming that, 
as is usually the case, the association 
of shippers does not actually own 
and control the products marketed 
under its blanket trade mark.

Of course, if the individual egg 
shippers choose to actually transfer 
their output to a central selling 
agency, which institution, although it 
may be conducted co-operatively, is 
literally engaged in commerce, it is 
possible for that marketing organiza
tion to register a trade mark. That 
is the manner in which this trade 
mark problem has been solved by 
fruit growers in Florida and South
ern California. But where an asso
ciation of producers is, as is usually 
the case, merely a trade organization 
that is not engaged in commerce,

since each individual member retains 
in his own hands the disposition of 
his product, such a body cannot take 
title to a collective trade mark. This 
condition of affairs is rather hard on 
American egg shippers and other in
terests that believe that in union there 
is strength, fhe more so because such 
all-for-one, one-for-all trade marks 
are recognized by law in foreign 
countries. In Ireland and in Den
mark, particularly, have collective 
trade marks been used effectively by 
marketers of eggs, butter and poul
try products.—Waldon Fawcett in 
Egg Reporter.

When you sell goods you feel cer
tain will not prove satisfactory see 
that the customer understands per
fectly the quality he is getting.

Watson-Higgins 
Milling Co.

Merchant Millers 
Grand Rapids, Michigan

Owned by Merchants

Products Sold Only 
by Merchants

Brands Recommended 
by Merchants

Is a Charge or Credit Ever For
gotten in Your Store— Cash 

Ever Out of Balance?

Stop It
N o  o th e r system  w ill enable you  to  de- 

partm entize you r daily business as does this.
It is no t a cash register on ly , it is a R E 
C O R D E R , and only  $30.00 installs it.

D rop  us a postal that w e m ay send yo u  the  com m ents of o thers w ho  are using it.

STANDARD CASH REGISTER COMPANY
No. 3 College Ave. NORTH MANCHESTER, INDIANA

Quality Guaranteed
This 10c jar is 

identical with Na

tionally Advertised 

Brands selling at 

15c.

Our packages re

tailing at 15c and 

25c are equally at

tractive.

Nice profit for 

dealers. Ask your 

jobber. See quota
tions in Price Cur

rent. Made in Grand 

Rapids.

The Bel-Car-Mo Nut Butter Co., Inc
Grand Rapids, Mich.

Actual size 7 oz. Packed 2 doz. in case. Retails at 10c.



24 M I C H I G A N  T R A D E S M A N September 6, 1915

SEEING AMERICA FIRST.

Interesting Experiences of a Leading 
Oregon Cheesemaker.

W ritte n  fo r  th e  T rad esm an .
We were a party of four men all of 

whom had stayed pretty close at home 
in our different sections. For my own 
part I had been engaged in the pro
fessional work I had chosen as a means 
of extracting dollars as painlessly as 
possible from that rich and easy class 
known as dairy farmers, in the capacity 
of cheesemaker, and now felt justified 
in taking what I believed to be a well 
earned holiday. In our school days we 
had run across names as Seattle, Port
land, “Spokane Falls,” Cascade Moun
tains, Columbia River, Tacoma, Mt. 
Rainier, Mt. Adam, and Puget Sound, 
but the names meant nothing as not one 
of us had these names in mind. Having 
spent a few days among the Thousand 
Islands, we crossed over to Kingston, 
Ont., then took a Grand Trunk train 
to Toronto, Queen City of Canada, and 
capital of Ontario. We spent three 
days taking in many points of interest, 
among them Queen’s Park, Trinity Col
lege, University, Governor’s residence, 
Parliament buildings, Fair grounds, a 
city in themselves, where I had often 
taken prizes on cheese at the big Indus
trial Expositions, St. James’ Cathedral, 
which has one of the tallest church 
spires in the world. We visited the 
Oddfellows Hall, one of many fine build
ings which we were told is always 
ready to welcome visitors and sight
seers. It was nearly dark, and a man 
that I had never seen nor heard of 
came up and said he was “looking for 
me.” Well, I thought instantly of a 
traveler I had read about in an old book 
at home, that was beaten and robbed, 
and left for dead on his way from 
Jerusalem to Jericho, so I said to myself 
“I’m in danger,” and got out of that 
neighborhood right away. Probably I 
was just a little nervous, but under the 
circumstances what would you think? 
Next morning we boarded a C. P. R. 
train for Owen Sound, then by steamer 
Manitoba to Sault Ste. Marie, Mich. 
At Sault Ste. Marie we took the “Soo 
Line” to Duluth, Minnesota, where we 
inspected those immense grain elevators 
and ware houses that handle millions 
of bushels of wheat, grown in Minne
sota, and the Dakotas. In Duluth we 
bought tickets to Tacoma, Washington, 
on the Northern Pacific via Minneapolis, 
where we spent five hours admiring the 
splendid red brick office buildings, fine 
residences, and well paved streets. 
Everything in Minneapolis that we saw, 
had an air of stability, giving one the 
idea that the city and all it contains 
in the way of improvements are intended 
to stay. When we saw the country with 
•which it is surrounded we felt sure it 
will stay. Our run across Minnesota 
from Minneapolis was in daylight, it 
is a grand country. It was early June 
and as the train rushed on through 
never ending fields of wheat, meadows, 
green pastures with herds of well kept 
dairy cows, comfortable farm houses, 
big barns with mansard roof, and stone, 
or cement walled stables underneath, 
showing thrift and care, my comrades 
agreed with me that here is indeed a 
land of peace and plenty. Then across 
North Dakota where the sky seemed to 
rest on wheat fields in every direction.

Htow many of our people claiming to 
be best citizens, living in cities, know 
nothing of what it looks like to see mil
lions of acres of wheat growing, or the 
appearance of a good dairy farm out 
in the free and open country, although 
they are eating and drinking the produce 
from these wheat fields and dairy farms 
every day; in fact they take pains to 
ensure themselves against such sights, 
for when they travel by train a few 
hundred miles to another city, or to 
some seaside resort they usually make 
it a point to engage a Pullman berth 

.in a night train, without any thought 
of those beautiful and bountiful fields, 
and comfortable homes they are passing 
by, where a far greater proportion of 
happiness prevails than in any city, and 
which even to look upon is life renew
ing and inspiring. Next we passed
through the “bad lands” and were glad 
when darkness hid the view, for they 
may be described with two words, 
monotonous desolation. Next day we 
got to Livingston, Montana, where the 
peaks of the Big Belt mountains gave 
us our first view of perpetual snow. 
It was a clear day and the big pointed 
peaks seemed just outside the town. On 
asking a lounger at the station how far 
it might be to the nearest snow covered 
point, he said it was about twelve miles. 
My remark that it did not seem so far, 
met with his contempt, “well” he replied, 
“we have very high sky here, that makes 
them appear so Qlose, if the sky wasn’t 
so high them mountains would punch 
holes in it.” Of course that was con
vincing, but it seemed to me there would 
be no trouble in killing a deer on the 
highest point with my rifle from where 
we stood. At Livingstone we were only 
fifty-four miles from Gardiner, at the 
end of a railroad, and which is at the 
entrance to Yellowstone National Park, 
which we passed up for another trip. 
Soon we were in the midst of moun
tains, our train winding in and out and 
around and between smooth, steep, 
grassy sides, in serried ranks that in 
shape reminded me of the old “tallying” 
iron my mother used for ironing the 
frills in her night caps. Here and there 
away up the mountain side could be 
seen a “mine” which in the distance 
looked just like a ground hog’s hole with 
a little bank of red earth pulled out 
around the entrance. The mountains in 
this range show very little rock, mostly 
smooth, bare steep slopes reaching away 
up to where a crust of snow remains 
all summer. We emerged from the 
Bozeman tunnel 5,592 feet above sea 
level at daylight, where the road runs 
some distance along the Missouri River 
near its head waters, it is a pretty valley 
and we saw it in all its green beauty 
at sunrise, with its steep rocky battle
ments on both sides, it appeared to me 
that every acre of the valley is cultivat
ed. At some period of the world’s his
tory a mighty river must have swept 
through this valley, now the Missouri 
here is only an insignificant creek. It is 
down grade from Bozeman to Spokane, 
Wash, which is 1,919 feet above sea 
level. Spokane is a beautiful city, with 
its million dollar glittering white marble 
court house, its two million dollar Dav
enport Hotel, with its series of water
falls in the heart of the city, tumbling 
down eighty feet in less than a quarter 
of a mile, giving immense water power
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part of which is harnessed to drive city 
and interurban cars in all directions, 
operate sawmills, factories, lighting the 
city and many other cities as well, at 
a very reasonable cost. The city is sup
plied with pure water from artesian 
wells a thousand feet deep. Spokane is 
the business center of a territory larger 
than all New England, known here as 
the “Inland Empire” because it lies be
tween two great mountain ranges, the 
Rockies and Cascades. Many Western 
Mining Kings have their castles here 
and live in the lap of luxury, in fact 
the “Empire” has a long list of noble 
titles, Mining Kings, Power Princes, 
Timber Barons, Wheat Lords, Knights 
of the Range, Queens of Fashion, etc. 
Surrounded by wheat fields and dairy 
farms, rivers and lakes teeming with 
fresh water fish, cattle ranges, pine 
forests, marble hills, and rolling prairie 
for hundreds of miles, Spokane is in a 
class by itself. Leaving Spokane we 
pass through fields of wheat, cattle ran
ges, horse ranges, dairy farms, on down 
to Pasco, Wash., then make a side trip 
to Walla Walla, a pretty city in a pretty 
valley. Here is three thousand square 
miles of garden land, deep, black, friable 
soil that gives a prodigal yield of wheat, 
peaches, cherries, apples and other fruits, 
also hay, potatoes and vegetables in 
general. Returning to Pasco we cross 
the Columbia here into Kennewick 
where strawberries ripen through nearly 
six months in the year. Sixty thousand 
crates are shipped from this immediate 
vicinity during the season. Our next 
point of interest was the well known 
Yakima Valley, up which the railroad 
runs 150 miles, and which shows the 
wonders of irrigation in its fields of 
alfalfa, potatoes, apple orchards and 
dairies. We passed through North Ya
kima and Ellensburg, thriving, populous 
and busy cities that have been built 
up in a few years by local business. 
Pretty soon we were in that grotesquely 
wild, broken, jagged, rocky, topsy turvy 
mass of nature, uncouth shapes, heights 
and depths, called the Cascade Moun
tains. From the train you can almost 
reach out and touch mountains rising 
in almost perpendicular shafts of gray 
and green rock and shrub, thousands 
of feet to their icy summits, with here 
and yonder a snow covered peak tower
ing other thousands of feet above those. 
Meantime the train winds up one grade, 
turns and winds up another, turns again 
on a down grade gathering momentum 
to carry it up the next grade, around 
the south side, back again and up and 
around the north side, always higher 
and higher; then with a smothered roar 
plunges right into the next mountain 
ahead and comes out on the other side. 
We have crossed under the backbone 
of the range through the Stampede 
tunnel, and now we are going down 
grade on the west side. A wet dark 
night settles around us so we leave 
our observation seats to rest our eyes 
inside while we wait for the conductor 
to call out “Tacoma,” which he does at 
midnight. We are taken to the Tacoma 
Hotel, and at once got to our rooms, tired 
and drowsy, the rumble of the train 
still in our ears and the mountains 
dancing before our eyes. Sunday morn
ing June 5, memory of that morning 
lingers, bright sunshine, balmy air, 
laden with the perfume of roses. The

“City of Destiny” certainly gave us a 
pleasant greeting. Everyone we met 
was carrying roses, ones, twos, and in 
armfuls. Old men and women, young 
men and maidens, boys and girls, people 
in all walks of life had them; every 
car conductor had a rose in his button
hole, every motorman a bunch on his 
window ledge. Yes, it was the rose, 
emblem of love, that first held our atten
tion in a strange city where we were 
strangers, but you need not be a 
stranger long in Tacoma, for no one 
is too busy to give a stranger a word 
of cheer, or information. The city is 
built around the head of Commence
ment Bay, an arm of Puget Sound, ris
ing in terraces from the waters edge 
to 500 feet above. You can stand on a 
paved street and throw a stone into 
water 200 feet deep. Looking northwest 
we enquired what snow capped range 
of mountains that was, we were told 
“that is the Olympics,” about 8,000 feet 
high and covered with snow all summer. 
Then our attention was called to a big 
mountain in the southeast—“That is Mt. 
Tacoma.” We had never heard of it 
for on the maps it is named Mt. Rainier, 
and is 14,440 feet high. Only one other 
mountain in the United States is in dis
pute as to which is the highest—Mt. 
Whitney in California. But here it is 
Mt. Tacoma, which we were told was 
the original Indian name, meaning 
“nourishing breast.” It is in full view 
sixty miles away, but usually appears 
to be just outside the city. Tacoma is 
well built, both for *business and resi
dence. It has sawmills that cut hun
dreds of millions of feet of lumber an
nually, three door factories turning out 
two finished doors every minute of a 
ten hour day, each, the whole year, a 
wheat warehouse nearly three quarters 
of a mile long, first class public schools, 
a high school stadium built of concrete 
in the face of a hill overlooking the bay, 
that will seat 40,000 people, numerous 
well kept parks, one of thirty acres in 
the heart of the city, another 600 acres 
on Point Defiance, a very great variety 
of manufactories and well paved wide 
streets. Traffic with Seattle is main
tained by electric, and steam trains and 
passenger boats, every hour. The tides 
here rise sixteen feet, and the waters 
of the Sound rarely show a ripple. 
Green predominates, fir, spruce, cedar 
and hemlock clothe the hills, from which 
the name “evergreen state,” is derived.

But we must see Seattle, so we board 
the interurban, take the thirty-six mile 
trip through the White and Black and 
Green River Valley which is so level 
that part of the time the rivers flow 
in one direction and part in another or 
opposite direction. It is a rich section, 
milk flows almost as plentiful as water, 
two big condensers, big creameries, 
skimming stations, stations on the line 
where only milk is shipped to supply 
Seattle and Tacoma. Seattle is like 
Rome, built on srven hills, and backed 
by Mt. Tacoma—no it is Ranier here 
if you expect to make friends in Seattle. 
Here is a truly metropolitan city. Head
quarters for Washington, headquarters 
for Alaska, it is pre-eminently a com
mercial city, with its miles of docks 
and shipping, its other miles of whole
sale stores and warehouses with Elliott 
Bay and Puget Sound and the Olympic 
Mountains in front and the fresh water
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lake, Washington, over the hill in rear, 
with its palatial hotels and big depart
ment stores, big theaters, big sky scrap
ing office buildings, with her thirty 
thousand ton steamers, and hundreds of 
miles of smooth paved streets. Where 
Orient and Occident meet the North 
and South, her people may be excused 
for writing their address “Seattle, U. S. 
A.” A line of passenger boats ply be
tween Seattle and Victoria, and Van
couver, B. C , another line runs to Ta
coma, another to Olympia, the capital 
via Tacoma, while numerous lines ply 
in and out among the hundreds of 
islands in the Sound. Another line runs 
to Bremerton where the big U. S. Navy 
Yard is located, others to points away 
down the Sound to Everett, Bellingham 
and many other points.

Three days spent around Tacoma, 
Seattle and Puget Sound points, then we 
board a train for Portland, Oregon, 
known as the “City of Roses” which it 
surely is. We arrived in Portland dur
ing their rose festival, and if a city can 
be made a fairyland, then we saw fairy
land. An evening parade was just start
ing having forty electrically lighted 
floats built on flat cars run on the city 
car tracks, by regular motormen. These 
floats represented historical, and local 
events, as the discovery of the Columbia 
River, Indians giving way to the white 
man, spring, harvest, salmon fishing, 
Dante’s Inferno, etc. Some of these 
floats cost $2,000 each and took six 
months to build. Single autos had 40,- 
000 roses in their decorations, and there 
were hundred of autos. The fire depart
ment, engines, hose wagons, etc. Mfere 
covered with roses, and blankets of

M I C H I G A N

roses decked the horses. We saw 5,000 
school children each carrying a large 
bouquet, the State Governor, the Mayor, 
war veterans in autos, all literally buried 
in roses, in a parade five miles long and 
taking three hours to pass a given point. 
We saw horse trucks and auto trucks 
loaded with tons of fresh cut roses 
going to headquarters for decoration. 
We saw other thousands on exhibition 
for prizes in the Armory, a building 200 
feet square, and then on going through 
the residential parts of the city there 
was no appearance of roses having been 
picked. This rose festival we found to 
be a regular institution, incorporated 
under the laws of Oregon, and takes a 
fund of $100,000 to finance it every year. 
The Governor proclaims a holiday, and 
attends in his official capacity, the Mayor 
and police take an active part, giving 
some idea of the interest taken by citi
zens in these annual displays. Business 
is suspended and all take part in what is 
the most important recess of the whole 
year. In fact thousands from all over 
the State, and other states make it a 
holiday and join- in the city’s festivities.

Portland seems more fortunate in her 
environments than any other city in the 
United States, so far as the writer has 
seen them, and that means many of 
them. We went up to Council Crest 
1,200 feet above the river, but only 
twenty-five minutes run on a street car, 
and in full view we counted five snowy 
mountain peaks—Mt. Hood across the 
Valley sixty miles east 11,225 feet high, 
Mt. Jefferson 10,200 feet, both in Ore
gon; 120 miles to the north is Mt. 
Rainier or Tacoma, seventy miles north
east Mt. Adams, 12,000 feet and over

there forty miles north blushing Mt. St. 
Helens 10,000 feet, the bride of the 
Cascades, often showing a pink shade, 
as seen from here, which the writer 
suggests may be caused by a reflection 
from so many Portland roses. She is 
the youngest of peaks in the Cascade 
range, for time has not yet made wrink
les in her face, as she has done with 
Mts. Hood, Adams, Jefferson and Rain
ier. From our point of observation on 
Council Crest, Portland spreads out 
north, south and east, with the Willa
mette River flowing through its center, 
from south to north, joining the Colum
bia twelve miles below, which flows 
through a gorge at tide level through 
the Cascades from east and here turns 
north then west to the ocean. With the 
aid of but one lock, the Columbia is 
navigable 550 miles from the sea. Van
couver a city of 15,000 across the river 
in Washington lies in full view north. 
Oregon City, Oregon’s old capital lies 
fifteen miles up the Willamette south, 
where a canal and locks enable steamers 
to ply 130 miles up to Eugene. Here at 
the falls you may catch salmon weigh
ing ten pounds with a rod and reel, not 
by mere chance but by regular whipping; 
then again we look across the city and 
valley and see that mighty wall of moun
tains, 200 miles from north to south, 
with our naked eyes, with those five 
great white pillars guarding the great 
spirit whom the Indians believed had 
his dwelling place far in that land of 
mystery, which is covered with ever
lasting snow. Mt. Hood is looked on 
particularly as being Portland property. 
It is in full view from nearly all parts 
of the city, and can be reached easily

by auto in about three hours to the snow 
line, over a highway smooth as floor, 
every foot of which passes through 
scenery that cannot be surpassed in this 
world. Passing close to Multnomah 
falls 800 feet high. Bridal Veil falls 
nearly as high. Latourelle falls and 
others, twenty-two falls in twenty-five 
miles of road, besides thirteen snow 
capped peaks. Thirty miles of this 
highway cost one million dollars. It is 
cut in the sides of cliffs, tunneled 
through rock, rising perpendicular from 
the Columbia River and having windows 
cut through to light the way. This drive 
cannot be described, many have tried 
to do that, it must be seen to appreciate 
what wild freaks nature has performed 
within sight of Portland, where the In
dians fully believe from their legends, 
and scientists partly agree with them 
that the Columbia flowed under ground 
here, and through some irruption of 
nature the ground above, which they 
called the “Bridge of the gods,” fell 
into the river.

But we must be going, we have spent 
a week taking in the wonders that sur
round Portland, so we take a train for 
Forest Grove, one of Oregon’s seats of 
learning twenty-five miles west. There 
we hired a driver to take us over the 
mountains of the coast range, by the old 
Wilson River road, to Tillamook, and 
Garibaldi beach, right on the Pacific 
shore, where the nearest neighbor west
ward is Japan a matter of 5,000 miles. 
In the mountains we stopped at a small 
creek for lunch, a mere rivulet trickling 
along under the shade of giant firs, 
larch and cedars. One of the boys got 
out his rod and started fishing, we sug-
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gested he take a dipper and dip the creek 
dry, then pick up the minnows. Well in 
half an hour he came back with an 
even dozen mountain trout, up to nine 
inches long. Talk about speckled beau
ties! Well our driver had just “hitched 
up,” but had to stay till we cooked and 
ate those trout. Were they good? Its 
no use to tell you. That night we camp
ed on the Wilson River and caught 
twenty more next morning for break
fast. Other small mountain rivers in 
the vicinity are Trask, Tillamook, Mi
ami, and Kelchis, all emptying into Til
lamook bay near Garibaldi beach, and 
all actually alive with trout. The max
imum heat in summer here is about 80 
deg. with an average of about 65 deg. 
Mountains drop down to within a few 
hundred feet of the ocean beach, cover
ed with a thick growth of fir, spruce, 
cedar and hemlock, so the mountain 
sides are always green, the grass is 
always green, and milk, butter, cheese 
and eggs are always fresh, as right here 
within a few miles, a million dollars 
worth of cheese is made every year. 
Oysters, clams and crabs are here for 
the gathering and in season plenty wild 
geese and ducks. A railway connects 
Portland with the beach resorts, also 
several lines of boats via Astoria, but 
we preferred coming by wagon, and 
sleep and eat in the cool shady moun
tains at leisure. Thousands spend the 
summer at Garibaldi Beach, Bayocean 
Park, Rockaway, Elmore Park, Cannon 
Beach, Nehalem Beach or Seaside, a 
stretch of about forty miles, then on 
down the coast, Netarts, Cloverdale 
Salmon River, and Newport. All of 
these places have telephone and postal 
communication to any point outside. 
They may also be reached direct from 
Portland by auto, in a few hours.

Having spent a week at the beaches, 
and in the mountains, we came out by 
auto via Sheridan, through one of the 
best dairy sections in America. Cheese 
is made everywhere in big co-operative 
factories, and shipped by train or boat 
to Portland, Seattle, San Francisco and 
into Idaho and Montana. From Sheri
dan we went back to Portland fifty 
miles by train, then started by train up 
the Willamette Valley, south through 
Oregon City, Woodburn, Albany, Salem, 
the Capital, a beautiful city of 15,000, 
in a beautiful section of country, on up 
through Eugene, another beautiful city 
of 15,000, to Drain, 180 miles south of 
Portland, and a veritable garden all the 
way. Wheat farms, dairy farms, hop 
fields, fruit orchards and chicken ranch
es. At Drain we take a seat in the four 
horse mountain stage bound for Coos 
Bay ninety-six miles away, and away we 
go down the Umqua river road, in the 
Coast range. We arrive at Scottsburg 
in the evening after bumping over the 
“thankee ma’ams” till we wish we had 
taken the other road via Roseburg, but 
the driver makes us comfortable by say
ing that would be worse yet. There we 
take passage on a comfortable boat to 
Gardiner, where we put up for the night, 
then take the same boat next morning 
to a landing where river and ocean meet. 
There the crew jumped into the surf and 
holding the boats yawl steady while we 
step in and are pushed ashore, where a 
four horse stage is waiting to take us 
down the beach at low tide twenty-two 
miles to another landing on Coos Bay.

The beach was smooth as only a tide 
can make it, there is not a rock or ob
struction of any kind in the whole dis- 
stance, the waves from low tide roll 
under the stage perhaps half way, at 
intervals, a sea lion will lift his head 
above water and look us over, then roll 
back into the breakers, things were 
going along nice and smooth when all 
at once a wave rolled over us and. 
receding, took stage, horses and all 
hands with it, far into the breakers, of 
course we were all spilled, but luckily 
the next wave was not so high, and 
helped the horses to struggle back to 
shore. None of us were hurt much but 
the last we saw of our grips they going 
in the general direction of Honolulu. 
We were told that no matter how quiet 
and peaceable the old ocean may seem 
he is liable at any time to make a 
treacherous move like that. We arrived 
at the landing in rather dripping spirits 
and were taken by launch nine miles 
up the bay to Marshfield. Next day 
was Sunday and a party of six hired 
a launch that took us across the bay and 
up the south fork of Coos River to fish 
for trout, and say, we caught trout! 
When 'we unloaded our catch at the 
hotel that evening we filled a large wash 
tub with big speckled pictures. We 
stayed here eight days visiting North 
Bend, Empire City, many inlets around 
the bay. Visited a creamery where a 
thousand dollars worth of butter and 
cheese is turned out every day for 
months, visited a milk condenser, an ice 
plant, cold storage, and butter plant, 
took a trip to Coquille the county town, 
and down the Coquille River by boat 
thirty-five miles to Bandon where we 
attended church service in a natural 
cavern worn by the waves out of solid 
rock, and is now used as a church, and 
for special services when the Bishop of 
Oregon visits Bandon. Back again to 
Marshfield to wait for the Steamer 
Breakwater bound for San Francisco 
via Eureka, but another story must tell 
about that part of our trip.

Coos county, Oregon, is full of re
sources. Lumber, is a principal indus
try, the beautiful myrtle grows here, 
so much sought after for high grade 
furniture. Dairying is at its best here, 
deep bottom land brings $200 an acre 
for dairy purposes. Strawberries ripen 
until November. A line of steamers run 
to San Francisco and two other lines 
call in here between Portland and San 
Francisco, and a railroad will be finished 
in 1916 giving direct rail to Portland. 
The bay and river is their public road. 
Every farmer has his launch and goes 
to town when he pleases, which is quite 
often. We will now say goodbye hav
ing traveled 4,000 miles so far on the 
trip. R. Robinson.

Too Literal.
One day a man who was interested 

in social work went into the tenement 
district and, wishing to see a certain 
man, having only a general idea as to 
where he lived, approached a small 
boy.

“My boy,” he asked, “can you show 
me where M. Schmidowitz lives?”

“Yes, sir. Come right with me, 
sir.”

The boy entered an adjacent door
way and started to climb the difficult

stair. Up four flights he went, the 
visitor breathlessly following, and 
finally paused at an open door.

“This is the floor, sir,” said the boy. 
"Mr. Schmidowitz lives in there.” 

“Looks as if we stacked up against

hard luck,” remarked the visitor, peer
ing into the room. “Mr. Schmido
witz doesn’t appear to be here.”

“No, sir,” was the rejoinder. "That 
was him sittin’ down on the front 
doorstep when we come in.”

l A N o k
T H A T ’S ALL
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Promising Field For Another Kind 
of Specialist.

W ritte n  fo r th e  T rad esm an .
To see ourselves as others see us! 

We ought to be able to nowadays. 
If one wants to increase the will pow
er or improve in concentration or 
memory, there are books that tell 
just how to get to work. And wc 
very likely have an encouraging as
surance from the author, that as a 
result of following his teachings some 
pupil has increased his earning capa
city from say seven hundred dollars 
a year to tWenty-five thousand. If 
things like that can be done along cer
tain lines of mind development, equal
ly remarkable things ought to be ac
complished along this other line. 
Some one should be able to increase 
our psychical vision until we might 
see, sharply reflected as in a mirror, 
the image of our personality as it 
impresses itself upon our ac
quaintances—this image showing with 
unflinching photographic accuracy, 
our peculiarities and weaknesses and 
absurdities as well as our good qual
ities. As yet we do not have this 
psychical vision. So we go on, un
conscious of faults which make us 
disagreeable and possibly ridiculous.

Oh, the excellent people whose 
presence is made almost unendurable 
by some miserable little fault or pe
culiarity! And very often they them
selves do not realize that they have 
it.

I was started on this train of 
thought yesterday by meeting Char
lotte Burgess down town. I was 
amazed to see how her egotism is 
growing on her. Four or five years 
ago it was scarcely noticeable. Let 
me be perfectly fair regarding Char
lotte. She is an admirable girl, or 
perhaps I should say bachelor maid, 
for she is 30 years old. So cour
ageous and so honest and upright and 
whole-hearted and generous! And so 
plucky! The clear grit of her has 
many times astonished all who knew 
her. She has succeeded in her chosen 
work in spite of discouragements 
which would have downed any one 
else. And she is so loyal and devoted 
to her own people. Moreover she is 
bright, witty, a fluent conversation
alist, and can talk understanding^ on 
almost every subject under the sun. 
And she has such amiable and en
dearing characteristics, and a person
ality that would be really charming 
were it not for that dreadful Big I.

As before remarked, this Big I rap
idly is getting bigger. As Charlotte 
climbs the ladder of success, as she 
comes to know her own abilities and 
feel greater confidence in her own 
powers, she delights more and more 
to recount her professional successes
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and to tell of adventures in which she 
has been the heroine. She even re
peats her own clever sallies and apt 
replies. Whenever and wherever she 
can, she monopolizes conversation, 
putting her own affairs and doings 
and sayings to the front. The only 
persons whom she seems now to en
joy having about her are those who, 
e ther because they are natural toadies 
or because they have some ax to 
grind, take the role of admiring listen
ers. Her real friends, those who have 
known her for years and who love 
her and appreciate her for her real 
worth, no longer find her entertain
ing and agreeable as she used to be. 
Most of her talk is nothing else but 
a rather refined sort of bragging, 
which bores and repels those who 
have Charlotte’s interests sincerely 
at heart.

“Couldn’t some one say something 
to her about it, just call her attention 
to it in a perfectly kind and friendly 
way?” suggested Mrs. Gray, when 
she and Mrs. Hoover, both old friends 
of the Burgess family, were lamenting 
Charlotte’s fault while lunching to
gether at a cafe. “I shouldn’t  want 
to undertake it myself,” continued 
Mrs. Gray. “I haven’t any talent for 
that kind of thing. But maybe you 
could, Mrs. Hoover. You have a 
world of tact and very rarely offend 
anyone.”

“Don’t try to flatter me that I could 
do anything of the kind,” replied Mrs. 
Hoover, laughing. “If I don’t offend 
people, it’s because I don’t tell them 
unwelcome truths. What kind of a 
situation would it make to point out 
to Charlotte the ugly fact that she 
exaggerates her own importance? A 
hint wouldn’t accomplish anything— 
she never would imagine it was meant 
for her. And as to telling her plain
ly, that would only make her angry 
and resentful, break friendship be
tween us, and do no possible good. 
Of course some one of her own fam
ily might speak to her, but none of 
them see the failing. Charlotte is so 
much smarter than the rest they all 
regard her as a perfect wonder. Her 
egotism fairly feeds on their pride 
in her. They’ll not say anything and 
surely no outsider would want to 
tackle the job.”

If Charlotte could realize her fault 
she would try to correct it at once. 
But Mrs. Hoover is right—no person 
of discretion will tell friends and ac
quaintances of their failings. You 
don’t inform your neighbor that he 
often misses it by being so mulishly 
stubborn. Nor do you tell his wife 
that she is a dowdy dresser. There 
are plenty of women—and some men 
■•—so fussy that they tire everybody 
out, but you can’t say anything to
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them about it. You have acquaint
ances who talk altogether too much, 
but do you dare hint to them of gar
rulousness?

The home folks rarely work re
formation in such cases. Often, like 
Charlotte’s family, they are blind to 
the fact that any failing exists. Some
times they see, but keep silent for the 
sake of peace or from motives of 
policy. When one who stands near 
does speak out, isn’t the result apt 
to be recrimination and a quarrel, 
with the fault not eradicated but 
strengthened and confirmed instead?

So there is needed some one with 
convincing professional authority to 
make us see ourselves as others see 
us. We might call persons who would 
take up this line of work, Specialists 
in the Improvement of Personality. 
It could easily become the thing to 
consult them. And are we not more 
ready to follow advice that we seek 
and pay for, than that which is ten
dered us unasked? If you meet a 
plain-spoken friend who tells you you 
are getting fat, you are annoyed and 
almost insulted. You try at once to 
prove that you are no heavier than 
she is. But when a skillful and high- 
priced physician says “You must re
duce,” you cheerfully follow his regi
men of diet and exercise. If there 
were specialists for the improvement 
of personality we should one and all 
have wit enough to avail ourselves 
of their services, and seeing ourselves 
as others see us would be an accomp
lished fact. Quillo.

Wholesomeness of Sauer Kraut.
It is not generally known that sauer 

kraut is among the most ancient foods 
of Europe. Centuries ago it was 
made in Germany, where the peasants 
put it up in old wine casks and sim
ilar containers. In the Russias, like
wise, the use of sauer kraut runs back 
far beyond the memory of man.

The mode of curing the cabbage 
was much the same in both coun
tries, but in Russia the kraut was 
preserved in pits in the ground. It 
stands to reason that in those distant 
ages the manner of processing and 
handling this product was extremely 
crude and primitive. The farmer went 
about his task with tools of his own 
making, chopped up his cabbage, 
processed it to the best of his knowl
edge and belief and called the result 
“kraut.’’

Perhaps in no other single instance 
can the stamp of modern progress be 
more clearly felt and seen than in 
the development of the sauer kraut 
industry. To-day there are special 
machines for shredding the cabbage 
into long thin strips and the curing 
is now done in large vats .or tanks, 
with extreme precautions taken as to 
the cleanliness and general sanitary 
conditions surrounding the manufac
ture of the product.

After tanking or curing the cab
bage, in other words, after the cab
bage has become kraut, it is packed 
in barrels or kegs. It is also put up 
in No. 3 and No. 10 tins, which are 
hermetically sealed, this treatment en
suring sanitary conditions and abso
lute retention of the natural flavor 
until thé tins are opened. Thèse

packages are sold at surprisingly rea
sonable prices. It is generally ac
cepted the world over, among die
ticians, that sauer kraut is one of the 
most valuable products of the vege
table kingdom in wholesomeness and 
appetizing quality. The acidity of 
the fermented cabbage acts in con
junction with the acid of the stomach, 
in this manner aiding and stimulating 
digestion.

It is a well-known fact that many 
people who cannot eat plain boiled 
cabbage without subsequent distress, 
may eat sau^r kraut with perfect im
punity.

The United States to-day manufac
tures sauer kraut equal in quality to 
that of either Germany or Holland. 
No expense has been spared in the 
perfecting of American processes, 
many manufacturers having gone so 
far as to import kraut experts from 
Europe. By means of experiments 
and by a gradual attainment of ex
perience, American sauer kraut has 
reached a point of perfection excelled 
by that of no other country in the 
world.

It may be said, furthermore, that 
as a food it is the cheapest product 
on the market, a single quart, or No.

3 can, containing sufficient for a fam
ily of five or six persons.

John Dill Robertson, 
Health Commissioner of Chicago.

He Had ’Em.
Bobby’s mother had forbidden him 

to fight, but he came home one day, 
bruised and battered, with the blood 
running down his face and two front 
teeth missing.

“Why, Bobby,” said the mother 
sternly, “you have been fighting again 
and have lost two of your teeth.” 

“Oh, no, I haven’t mother,” replied 
the young man, “I ’ve got them both 
safe in my pocket.”
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opened in front of you.

A nheuser-Busch, St. Louis
Anheuser-Busch Branch

Distributors GRAND RAPIDS, MICH.

S eeIhat( ro w n3 e a r sTh is Fôx



30 M I C H I G A N T R A D E S M A N S ep tem b e r 6, 1916

E = DRY GOODS,
FANCY G O O D S^N O TIO N S

Story of a Dry Goods Dealer’s Ro
mance.

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

It would be wholly erroneous to infer 
from what has been hitherto set down 
in this chronicle that Elsworth Seaton 
Moore, dry goods dealer, of Centerville, 
had been one of your shrinking, bash
ful men, whose mental forces are 
thrown into helpless panic by the pres
ence of a petticoat; that, prior to his 
sudden impulse for the adventure-path, 
he had known nothing of womankind. 
Nothing could be farther from the fact 
than such a supposition. Mr. Moore 
lived a wholesome, normal life; and, as 
a member of one of the oldest and most 
substantial families in the community, 
in addition to his being locally prom
inent as a leading business man, Els
worth Seaton Moore possessed unsought 
passport into the most exclusive circles 
of Centerville’s social life. Ambitious 
mothers with marriageable daughters 
regarded Mr. Moore as one of the co
terie of masculine eligibles—not overly 
large in the most favored of cities— 
about whose social status there could 
be no shadow of doubt. Socially, Els
worth Seaton Moore was twenty-four 
carats fine, which is, as all must admit, 
the unalloyed article.

And yet we find him at the mature 
age of 32 absolutely unscathed by Cu
pid’s shafts. Mildly interested in young 
women he had often been, but never in 
love. Many matrons whose carefully- 
laid plans for a daughter, sister or some 
other near relative or friend, had struck 
on the rock of Moore’s insusceptibility 
and settled in the sea of foundered 
hopes, had come to rate Mr. Moore as 
an incurable bachelor. If these dear 
ladies could have looked upon his inner 
life and realized how ardently Elsworth 
Seaton Moore longed for adventure, 
with all the hope and joy and sweet 
suffering that go therewith, they would 
have corrected their estimate of that 
seemingly callous gentleman. In the 
breast of this most sedate and matter- 
of-fact man—an adventurer by nature, 
by vocation a dry goods dealer—there 
smouldered the fires of romance. And 
now the day has come, the hour has 
struck, and the gods of love and of 
chance have called the bluff of the man 
who doubted. Elsworth Seaton Moore 
is already adventuring.

Strange, isn’t it, how sometimes we 
seem to know things by a flash of in
tuition—by a sort of immediacy and 
unmistakableness amounting to clair
voyance?

When, after heading his automobile 
west on Fifth avenue, and skilfully 
worming through the worst of the crush 
and jam that punctuate this popular 
boulevard—especially at intersecting

streets—Mr. Moore ventured a furtive 
glance at his unknown passenger who 
sat beside him on the front seat Yes, 
he assured himself, the lady was evi
dently in trouble. And nothing on earth 
appeals so directly to the perenially 
chivalrous in mere man as the sight of 
a fair lady in trouble. As he dexter
ously maneuvered the wheel, he won
dered why.

“I should have asked you the direc
tion,” he observed, “but in the press, 
I—”

“You turned as I wished,” interrupted 
the other; and he liked the quality of 
her voice. Then after a brief pause: 
“I live at West View—Brighton and 
Pell Place—if you know where that is. 
And I am, oh so anxious to be there 
as quickly as I can.” And there was 
something tremulously solicitious—a 
strangely worried quality in her tone 
and manner.

Mr. Moore nodded comprehendingly.
“I am afraid it was a desperately 

bourgeoise thing for me to do,” com
mented the lady in black, “asking a 
perfect stranger to take me to my home 
in his car.”

“Conventions are made for man,” he 
suggested, “not man for conventions. 
Why shouldn’t you?”

“It is surely good of you to put it that 
way,” returned the lady; “but I’m 
afraid I’m inconveniencing you.”

“But you haven’t—you aren’t—in the 
least!” he dissuaded.

“I was wanting for a streetcar,” she 
stated, “and hoping a taxi might happen 
along. But they never do when you 
want them,” she sighed.

He smilingly concurred with her on 
the unreliability of taxis, keeping his 
attention focussed upon the machine 
which was still an atom in a vast, haz
ardous mass of sluggish traffic, and 
required careful manipulation.

“I was wondering,” resumed the lady 
presently, “whatever you could think 
of me?”

“Why?” queried the other; and the 
woman liked his brusque frankness. 
“You’ve done nothing reprehensible.”

“Thank you!” she said, brightening. 
“But I’m sure I’m taking you miles 
out of your way!”

“No-o!” he cheerfully fabricated; 
“you’re not at 'a ll! It’s of no conse
quence; don’t bother about it!”

“It surely is kind of you!” she mur
mured, sinking back into the cushions 
as the car shot forward more rapidly.

And Elsworth Seaton Moore fell to 
wondering what it was about the little 
lady in black that reminded him vague
ly of some one he had seen or known. 
And he also speculated idly as to the 
occasion of her hurry—an urgency so 
great as to prompt her to precipitate 
herself upon a total stranger, obviously

agaifist her inclinations. Her every 
word and movement proclaimed her a 
lady, and her worried preoccupation 
piqued him. “A most interesting per
son,” was his mental comment; which, 
on glancing back, was quickly followed 
by another: namely, “was the driver of 
the big car just back of him pursuing? 
If so, why?”

“Have you decided about me?” sud
denly asked the little lady in black, 
giving him a quick, appraising look.

“Huh?” he exclaimed a bit guiltily; 
“decided what?”

The lady in black smiled faintly.
“I mean have you made up your mind 

what sort of a person I am?”
“Why,” he returned surprisedly, “how 

did you know I was—I mean why did 
you think I was surmising?”

And looking, he saw that back of the 
trduble that was hovering in her eyes, 
there was a suggestion of mischief.

By now the car was turning off Fifth 
avenue north on Hopple, which is a wide 
street and paved with wood blocks, and 
greatly loved of Centerville’s automo- 
bilists. The car shot forward at a 
lively clip, and as they sped there came 
the soft, rhythmical purrings of 
eight-cylindered concord. Just back of
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them came the other car and the dis
tance between the two didn’t increase 
appreciably.

“I will tell you now,” and the lady 
in black turned to Mr. Moore; “and I 
trust you will not be angry with me.'’ 

Of course he assured her that, by no 
possible contingency, could he be angry 
with her. In the meantime he wondered 
about that other car.

“I had a vivid premonition,” she re
sumed, “just- a few moments before I 
saw you approaching. It was all so 
real, so terrible! I cannot begin to 
tel you how it effected me. i  have 
often heard of such things, but I never 
experienced anything like it before. It 
was as if I saw that someone who is 
dear to me needs help at once, or 
something tragic will • happen.”

It was the manner of her rather than 
her somewhat inchoate disclosure that 
impressed Mir. Moore.

“Well, madam,” he said, when she 
had finished, “your suspense will soon 
be over, for at this rate it won't take 
us long to eat up the distance to West 
View, if we don’t have a—”

Just then there was a loud explosion, 
at which his companion screamed and 
frantically clutched his arm, interfering 
with his efforts to slow down. The big 
car swerved dangerously toward the 
curb, narrowly missing what might have 
been a serious mishap, and straightened 
out on its way.

Glancing back, Elsworth Seaton 
Moore said whimsically, “The gentle
man in the rear kindly had our blow
out.” And then he noticed that his 
companion’s face was white as marble. 
Apparently she had missed swooning 
by a hair’s breath.

Charles L. Garrison.

Dangerous Leaks and Wasteful Prac
tices of Retailers.

During the last twelve months we 
have been confronted with National 
emergencies, which have caused us to 
begin to take stock of our National re
sources and to appreciate the necessity 
of preparing ourselves for a struggle 
which might tax our utmost endeavors. 
We are also beginning to appreciate 
that in many respects preparation for 
war is also preparation for peace. The 
building of a navy and the recruiting 
and training of an effective army are 
no more important than the organiza
tion of our business in accordance with 
the most efficient methods.

In this cost research we are grappling 
with some of the greatest problems of 
waste which confront business men. 
There are, I am told, about 200,000 re
tail grocers in the United States. How 
many of them are operating their stores 
on the most economical basis? Judging 
from the figures which the Bureau has 
obtained, only a small proportion of the 
total. The waste due to poor methods 
is enormous in the aggregate.

I sincerely believe that the vast ma
jority of retail grocers are striving to be 
efficient, and I know that they welcome 
all constructive suggestions. Their prob
lems are many and complex and aid in 
solving those problems can be rendered 
only after long, painstaking and sym
pathetic study. ,

The retailer’s first task, and one of 
his greatest tasks, is to obtain an exact 
knowledge of his costs. Ignorance of

cost in most instances causes waste. 
The figures which we have obtained 
indicate that, as a rule, those retailers 
who have poor book-keeping methods or 
none at all are operating least economic
ally. The retailers with the lowest ex
pense ratios, on the other hand, know 
at all times just what they are doing 
and where they stand.

In the 253 retail grocery stores from 
which reliable figures were obtained the 
common figure for total expense was 16.5 
per cent, of net sales. Although they 
were operated under similar circum
stances, ninety-six of these stores show
ed a higher expense ratio. A small but 
significant group of especially well-man
aged stores, with good accounting sys
tems, were operating at 13 per cent. 
Probably a larger proportion of the 
total number of stores in the country 
are operating at more than 16.5 per cent. 
The high expense in such instances is 
quite commonly due to wasteful meth
ods.

One retailer may pay especial atten
tion to the saving of twine and wrap
ping paper, and still employ two men 
to do the work of one. The great waste 
in the retail grocery trade is not in 
twine and wrapping paper, but in human 
labor. The highest expense for wrap
pings and miscellaneous selling expenses 
is 1.4 per cent, of the net sales, and the 
common figure is 0.4 per cent. Salaries 
and wages of sales forces on the other 
hand, in one store amounted to 10.6 
per cent, of the net sales; it commonly 
is 6.5 per cent, and may ordinarily be 
reduced to 5 per cent. We have found 
the average sales per sales person vary
ing from $5,000 to $20,000 per year, the 
common figure being about $10,000.

In some stores it is through sales 
force expense that the total expense is 
inflated. In other stores the total ex
pense is high because of excessive de
livery charges, in others because of rent, 
in others because of losses from bad 
debts. But the exact cause for high 
expense, and frequently for ultimate 
loss, cannot be readily detected unless a 
retailer is keeping his books properly 
with a detailed classification of his ex
penses.

Upon the retailer himself the respons
ibility for his own book-keeping primar
ily rests, and if he is to succeed in the 
retail grocery business under present 
conditions it is absolutely essential that 
he use at least a simple accounting sys
tem. It should be the object of cost 
research to provide this guide and there
by aid in the elimination of waste which 
is essentially a National economic loss.

Another source of National waste is 
in the slow stock-turn in our retail 
grocery stores. The common figure for 
stock-turn is only seven times a year, 
and many grocers are turning their 
stock only two or three times a year; 
yet a monthly stock-turn, or twelve 
times a year, is apparently possible for 
all, and some grocers are already turn
ing stock more rapidly than once a 
month.

The instances of many unsatisfactory 
conditions in the retail grocery trade 
have long been recognized by whole
salers. The time is now ripe for ac
complishing a broad and lasting im
provement. In making up our minds to 
carry through the work which has al

ready been begun, let us not lose sight 
of the fact that it is not only to our own 
interest as business men but that it is 
a matter of great National importance. 
We cannot be fully prepared for great 
emergencies either in our business life 
or in our National affairs unless we 
eliminate unnecessary waste and put all 
of our business on a thoroughly sound 
foundation. Melvin T. Copeland, 

Director Harvard Bureau of Business 
Research.

A Discriminating Mother.
A W est Side teacher who asked a 

girl to purchase a grammar, received 
the following note from the little girl’s 
mother:

“I do not desire that my Matty in
gage in grammar and I perfer her to 
ingage in more useful studies and 
can learn her to write and speak prop
er myself. I went through two gram
mars and can’t say as they did me no 
good. I perfer Matty to ingage in 
German and drawing and vokal music 
on the piano.”
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can apply the remedy.
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BUTTER SANITATION.

Alabama Official W ants Government 
To Control Dairies.

One of the sensational episodes of 
the convention of Dairy, Food and 
Drug Officials at Detroit was the 
fight between the dairy interests and 
the friends of oleomargarine. It took 
two forms, one a resolution con
demning butter as filthy and disease
breeding, and the other a resolution 
favoring the making and sale of oleo
margarine, free from an artificial tax.

The aggressor, so far as could be 
determined by watching the proceed
ings, was Emmett A. Jones, chief of 
the Alabama State Bureau of Immi
gration and Markets. He introduced 
the anti-butter resolution, which was 
as follows:

Whereas—During the progress of 
this convention, as well as in other 
sessions of this organization, atten
tion has been directed to the lack of 
adequate inspection of dairy products 
entering into interstate commerce, 
and to the necessity of devising more 
effective methods for the safeguard
ing of the public health from the 
dangers of these unwholesome food
stuffs; and,

Whereas—It is not right that the 
Federal. Government should permit 
this large volume of disease-carrying 
products to be poured into the chan
nels of trade without restraint; and,

Whereas—The leading food and 
dairy journals and health officials 
throughout the country declare that 
large quantities of these dairy prod
ucts entering into both domestic and 
foreign commerce, are made from 
the milk of diseased cows and from 
milk that has been allowed to stand 
in insanitary vessels and undct in
sanitary conditions until it has be
come soured, often putrid and other
wise contaminated and unfit for hum
an food; that such dairy products are 
among the active agents in the spread 
of infectious diseases; and are there
fore a menace to the general public 
health; and,

Whereas—By skillful manipulation 
with neutralizers, and with the aid of 
coloring matter, these unwholesome 
dairy products are put into such at
tractive forms that the mass of con
sumers are unable to distinguish such 
from wholesome products; while by 
further skillful manipulations, butter- 
makers are able to incorporate exces
sive amounts of water, salt and curd 
so as to keep within the prescribed 
limit of 16 per cent, moisture and at 
the same time reduce the butter-fat 
far below the standard of 82J-4 per 
cent., and,

Whereas—In  the absence of proper 
and adequate inspection, dishonest 
producers are able to get into their 
plants all kinds of unmarketable 
rancid butter, low grade, uninspected 
fats and oils, and incorporate same 
into their product, and sell the great
ly increased output beautifully col
ored as and for butter, with but little 
chance of detection, thereby greatly 
endangering the public health, de
stroying the faith of consumers in all 
dairy products and creating grossly 
unfair competition with the honest

creamery man and butter-maker; 
therefore be it

Resolved—That Congress be urged 
to enact and put into operation, 
through such department as may be 
deemed best, some adequate plan of 
inspection and regulation of the man
ufacture of all dairy products enter
ing into interstate and foreign com
merce, to the end that the general 
public health may be conserved and 
the honest manufacturer be protected 
from the fraudulent operations.

“The leading dairy journals and 
health officials declare that insanitary 
conditions exist in -many instances 
and that a large percentage of the 
milk products are produced from 
sour, putrid and diseased cream,” de
clared Mr. Jones, in an interview.

“In the annual report of the Unit
ed State Department of Agriculture 
for 1912 it is said that cream is fre
quently shipped great distances to 
creameries to be made into butter 
and is often received in such a filthy 
and putrid state as to be thoroughly 
unfit to enter into the composition 
of a food product; that an examina
tion of 1,554 lots of cream delivered 
to the creameries and cream-buying 
stations showed 113, or 7.3 per cent, 
to be of first-grade; 484, or 31.1 per 
cent, of second-grade, and 957, or 61.5 
per cent, of third-grade; that the 
third-grade consists of cream that is 
dirty, decomposed or very sour; that 
94.5 per cent, of 715 creameries in
vestigated were insanitary to a great
er or less degree; and that 72.b per 
cent, of these creameries did not 
pasteurize the milk so as to destroy 
any disease germs that might be 
present.

“It is this 61.5 per cent, of third- 
grade butter so terribly indicted, tried 
and found guilty by conservative and 
well informed men, and the sentence 
confirmed; it is this disease-laden, 
filthy product, beautifully but arti
ficially colored and artistically wrap
ped, which a majority of the Amer
ican people must eat, or go hungry.

“Allow me to call your attention 
to two excerpts from the Chicago 
Dairy Produce, March 21, 1916. On 
page 18 a lengthy address is publish
ed, in which is said:

“Beware of the cream buyer that 
tells you he would just as soon have 
old, sour, rotten cream as good, clean, 
sweet flavored cream. To-day com
petition in many localities is keen 
among the cream buyers and they 
force one another to accept anything 
that looks like cream.”

“What does this Association think 
of this kind of competition? Will 
you help to maintain or help to re
form?

“One of your members has stated 
during this convention that h^ had 
found the baby’s soiled clothes soak
ing in the separator. Who eats this 
cream and butter separated from 
‘the dirty, filthy, often bloody, pus 
matter that collects as slime in the 
separator bowl, with the additional 
flavor obtained from the baby’s soil
ed clothes?”

“I still read from the Chicago 
Dairy Produce:

“It is claimed by the veterinary de

partment of our State that ,in sec
tions where whole milk creameries 
are the most numerous, they find a 
larger per cent, of hogs infected with 
tuberculosis, all of which shows be
yond a doubt that the disease is 
spread from farm to farm through 
this medium of skim milk. Another 
case is cited where a number of the 
family where market milk was pro
duced were infected with typhoid 
fever, the raw milk from the dairy 
was delivered and an epidemic of 
typhoid fever among the patrons of 
the dairy was the result. * * * But
ter itself may carry disease. It was 
found that tubercle bacilli existed in 
a raw cream, unsalted butter for a 
period of nine months after' being 
made, and in raw cream salted butter 
for six months after being made. It 
was also found that out of 1,233 sam
ples of raw cream butter made in 
different sections of the country, 163, 
or 13.2 per cent., contained tubercle 
bacilli.

“Does the producer of this kind of 
dairy products offer a word of denial 
to these awful charges? Do they 
suggest the slightest remedy?

“It would be a reflection on the 
intelligence of this organization for 
me to proceed further producing evi
dence showing that insanitary condi
tions do exist, and that a large per 
cent, of the milk products are made 
from sour, putrid and diseased cream. 
The health of a community, a State 
and a country should come first in 
the minds and the hearts of officials. 
Consequently, disease-spreading foods 
should have your serious considera
tion.

“The great need of our people for 
butter, or for some substitute there
for, and the alarming dangers coming 
to them through this volume of un
inspected, disease-spreading interstate 
commerce butter, brought us to a 
careful consideration of oleomar
garine.

“I feel that every member ot this 
convention is trying to develop his 
dairy interests for the health and 
happiness, not the disease and d.ath 
of the pepole. They try to inspect 
the herds and destroy the diseased 
ones, but how can they compete with 
interstate butter pouring in upon 
them, free from Federal inspection 
and regulation, which constantly in
fects their people and in turn re-in- 
fects their herd.

“The unscrupulous dairyman and 
the dishonest creameries and butter 
factories seem to turn a deaf ear to 
the thousands of American mothers, 
whose children are every year being 
murdered by slovenly farmers and 
debauching creameries.”

Tight Covers More Effective Than 
Fasteners.

For some months past the railroads in 
official classification territory have had 
in force a regulation requiring that the 
covers of cheese boxes must be securely 
fastened to the boxes, and prescribing 
certain ways in which this fastening 
should be done. Before this regulation 
went into effect it had been customary 
to ship cheese in boxes with covers 
simply slipped on.' Probably in the hope

of lessening breakage and lessening the 
chances of the theft of cheese or parts 
of cheese from the boxes while in tran
sit, the railroads put into effect their 
present regulation requiring covers to 
be firmly fastened to the cheese boxes. 
A great variety of fasteners were em
ployed by shippers of cheese. Some used 
rope, some metal strips, some patent 
metal fasteners, some nails and some 
tacks, and in many cases either the 
boxes were injured by the fastening 
or the fasteners, or the fasteners were 
so difficult to remove that the box was 
frequently broken in attempting to re
move the cheese at this end of the line 
for inspection or for paraffining. Further 
the fasteners employed greatly increased 
the labor of removing the cheese from 
the boxes.

In view of the criticism aroused by 
the railroad regulation the official classi
fication committee recently held a hear
ing to consider amendments to the pres
ent regulation which would remove the 
objectionable features and still favor 
a decrease in breakage in transit and a 
safeguard against the theft of cheese 
from the boxes while in the care of the 
railroads.

If the regulation is designed to reduce 
breakage of boxes in transit it would be 
far more effective were it modified to 
require simply that cheese be shipped 
only in boxes that fit both in diameter 
and height, and that covers, if not fit
ting snugly be wedged on. Considering 
the material from which cheese boxes 
are made, any driving of nails or tacks 
into the wood simply increases the 
chances of splitting the box. M,uch of 
the breakage actually occurring in tran
sit, apart from that caused by careless 
handling, is due to the fact that the 
cheese boxes are much higher than the 
cheese contained. Thus in piling the 
boxes the weight of the tier falls wholly 
on the sides of the lower boxes and is 
not borne by the box and cheese jointly, 
the latter being the case when the sides 
of the box are cut down to correspond 
to the height of the cheese.

If the regulation is to protect the con
tents of the boxes from vandalism a 
tight cover will be about as effective 
as the fasteners usually employed.

An Interesting Experiment.
A good deal of human character and 

motive is disclosed in the disposition 
men make of their property after 
death. The study of a will is always 
interesting, psychologically; often it 
is a self-revelation.

The late Mrs. Thomas W. Palmer 
leaves a fortune of close upon a mil
lion dollars for the founding of a 
school to teach girls the duties of the 
wife and the mother and management 
of the home. Herself childless, she 
still realized * that the community’s 
best asset is the quality of its moth
ers.

The real question is whether the 
feeling that leads to true motherhood 
—the holiest and best—can be taught 
in a school. Institutional life does 
not foster the true home spirit. A 
school may teach the domestic pro
cesses, the supervision and economic 
management of a home, by rote; the 
inspiration that makes a house a 
home is a thing intangible and not 
to be taught in that fashion.—Detroit 
Free Press.



S 'eptem per 6 1916

The
Business 
Farmer 
h a s an

Exhibit"



34 M I C H I G A N  T R A D E S M A N September 6, 1916 '

The Shoe Salesman’s Work Inside the 
Stores

If my readers have followed my ad
vice they are in the depths of “Gray’s 
Anatomy,” studying the chapter devoted 
to orthopedics, and I doubt they are 
able to discuss articulation, bones, liga
ments and muscles and are able to call 
the names of the different bones of the 
foot.

I want you to know everything it is 
possible to learn about the feet that 
you can get from a careful study of the 
anatomy of the foot.

I want you to know the names of the 
different bones of the foot, but I do 
not want you to make the great mistake 
of using them in your conversation with 
customers whenever it is necessary for 
you to discuss orthopedics. This knowl
edge is to assist you in the better fitting 
of feet, but not to be used as a conum- 
drum, or to puzzle or bewilder your 
customers.

In making a sale, if you find it neces
sary to emphasize a certain point, use 
your knowledge to impress upon the 
mind of your customer the fact that 
you are master of your business. A 
complete knowledge of the anatomy of 
the foot gives you a number of selling 
points and it enables you to better un
derstand why shoes are built in a cer
tain manner for different kinds of trou
ble.

But in your selling talk remember 
that Delthoid and Thibilias muscles 
mean nothing to the average customer 
unless you can explain their functions. 
What you desire most is the confidence 
of your customer to enable you to fit 
the foot correctly.

For example, a physician will call on 
you if you require his services. He will 
look at your tongue, take your tempera
ture etc., simply say measles, write a 
prescription, leave directions for your 
care and depart. He would probably 
scare you into something worse if he 
told you all he really knew about his 
diagnosis of your case, but it was not 
necessary for him to do so because of 
your confidence in his ability to treat 
your particular case.

Now the “know how” shoe salesman 
is engaged in treating feet by the means 
of correctly fitted shoes. He is in a 
much harder position than the physician, 
because the doctor has studied his pro
fession, and before he was permitted to 
practice he had to go before a board 
of medical examiners and pass an exam
ination as to his ability.

The shoe salesman by his own efforts 
must establish a reputation of his ability 
to fit feet, but he cannot do this by talk
ing too much about the anatomy of the 
foot, or using words that really mean 
nothing to the customer. He must 
apply his knowledge of the foot to the

particular customer that he is to fit, 
the knowledge he has derived from a 
look at the old shoes the customer was 
wearing, and the shoe he proposes to 
fit to this foot. In order to make the 
transaction complete he must make the 
sale, he must establish confidence in the 
customer of his ability, and to make 
this sale harmonious to all concerned 
it must work out just as he has said 
it would. There are the principal fac
tors of correct fitting and of modern 
business building shoe salesmanship.

As a practical illustration of what 
I have outlined, let us make a sale upon 
the rules I have laid down.. After a 
cheerful greeting the customer is seated. 
She desires to purchase a pair of shoes 
that will be comfortable and that will 
not hurt and she states that your store 
has been recommended as being able 
to do this, yet she doubts your ability 
to do so as she has had so much trouble 
in other stores. “Well, in that case,” 
the salesman should reply, “I , believe 
you have come to the right place, for 
most foot trouble can be in a large 
measure relieved if you get the right 
shoe.”

The woman may say, “I wear a 4 D 
shoe, that’s the size I have always 
worn.” Now this very statement gives 
the opening for which you have been 
looking. Meantime you have taken off 
the old shoe, measured the foot and 
taken up the old shoe and noted that 
it was too short, that the outer edge 
of the sole and heel showed no wear, 
while the inner side of the sole was worn 
through, the heel was badly run over on 
the inside, and that the counter showed 
the same weakness toward the inside; 
also in such cases, which are common, 
the arch of the shoe is flattened. With 
this knowledge gained from an exam
ination of the old shoes you know that 
the customer has weak arches.

Now run your hand over the foot 
itself, which in ordinary cases will show 
a slight dislocatioin of the scaphoid 
bone and some swelling under this point. 
The great toe will have a tendency to
ward a bunion joint, and all of the 
toes will be bent and twisted out of 
their normal positions. In extreme 
cases of severe muscular strain there 
will be a swelling on the outside of the 
foot just under the ankle bone.

Your reply to the statement that the 
customer always wore a 4 D shoe would 
he something like this: “We fit shoesSchwartzberg & Glaser 
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Logan Shoes and
School Boys

These are times when 
it pays to investigate. 
Prices are higher—we 
all know that—but 
some good substantial 
shoes may be obtained 
at prices that will not 
make it necessary to 
revolutionize y o u r  
selling plans.
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the prominent and important Boys’ Lines.

We carry Logan Shoes in Grand Rapids at LOGAN’S 
Boston Prices, NET.

Grand l̂ apidsvShoe ffiPubberffc
The Michigan People Grand Rapids

Boys’ High Cuts
For School Wear

You can depend on this shoe to stand the hard 
knocks of school wear. Made of best quality chrome 
leather with half double re-inforced soles. Just the 
shoe for wear during the wet fall months.

WE CARRY THEM IN STOCK

Rindge, Kalmbach, Logie Company
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according to size required, unless you 
demand a particular size, which of 
course leaves us no other alternative 
but to let you have it. Where there is 
any trouble we prefer to fit the foot 
in the shoe best adapted to the foot re
gardless of the size marked in the shoe, 
for after all modern lasts vary in size 
a great deal, but one thing we do know 
is that you have been wearing the wrong 
size shoe.

“Your old shoes have started a bunion 
joint, your toes are doubled up, show
ing that the old shoes were too short, 
and you have a slight tendency toward 
fallen arches, which at this stage I be
lieve can be prevented if you wear a 
shoe like this, which has a low heel and 
is snug fitting in the waist of the foot. 
You see the front of this shoe allows 
every toe to lie perfectly flat in the shoe.

(At this point demonstrate to the 
customer by taking the mate of the 
shoe and laying your hand on the sole, 
in doing so the fingers will show how 
the foot will rest without crowding in 
the forward part of shoe, for the fin
gers are like unto the toes).

“You see this snugly fits the foot from 
the great toe joint back to the heel. 
This proves that the wide part of the 
foot is in the wide part of the shoe, 
as it should be, and this modified fore
part allows the toes to open and shut 
in a similar manner to the opening and 
shutting of the hand.

“This allows free normal action of 
the muscles and ligaments of the foot 
just as nature intended, which restores 
the elasticity and strength of the mus
cles, and, as they tighten up, forces the 
bones back to a normal position without 
the use of a plate which would be nec
essary in a short time.

“I have a great many shoes that will 
be more stylish and perhaps look better 
to you than this one, but if in your 
place, I would get the foot back to a 
more normal condition and then, if you 
wish, you can wear a different shoe, 
but I feel sure that you will get com
fort as well as relieve your trouble by 
wearing this shoe now. Not only that, 
you will find it will keep its shape and 
appearance because it does not crowd 
the foot at any place.”

Now I know perfectly well what you 
are thinking—too much talk, takes too 
long, etc. If so, you and I must dis
agree. This customer had to be shown; 
it was done without using language that 
would have been Dutch to her and 
she was sold the shoe you know will 
prove satisfactory to her.

My point is this: There are many 
customers like this woman who are sin
cerely seeking foot comfort. The sales
man who is able to show them the first 
time gets their business; the next time 
the sale is made . without any serious 
talk.

The salesman has established in the 
customer's confidence his ability to find 
and relieve their foot troubles. After 
that he is on the same footing as a 
physician writing a prescription; his 
judgment is gospel. He must know

the anatomy of the foot, but he must 
let his fitting and diagnosis of foot 
troubles show in his work of fitting 
feet.

There are certain laws of nature that 
must be obeyed. You can fit feet any 
old way for a long time and get away 
with it, but all of a sudden nature gets 
her back up and your customer finds 
you out for just what you are. As I 
have said before, right is right, wrong 
is wrong, and sooner or later you are 
sure to be found out. Which side are 
you going to be on?—H. E. Currier in 
Shoe Retailer.

Men’s Fall Hats.
The fall season will show a consid

erable featuring of light-weight hats, 
and this, perhaps, is not so much of 
an advantage to the retailer as light 
colors. Light-weights, although made 
of lighter materials, do not hold their 
shape as well as do the heavier hats.

The retailer feels, with some de
gree of justice, that the customer who 
buys a light hat does not return, be
cause it does not give satisfactory 
service. In every city, however, there 
is a good percentage of men who will 
wear what is stylish, regardless of 
durability. If the retailer will frank
ly admit when selling a light-weight 
hat that it has not the same wearing 
quality as a heavier one, this objec
tion will be largely overcome and 
again will lead to increased sales.

In the matter of shape the tendency 
this fall will be toward a hat with a 
low crown and a broader, flatter brim. 
This is one of the few items of men’s 
wear in which the military influence 
is making itself felt in the shape and 
appearance of the article.

Origin of the Word Humbug.
The word “humbug” had its origin 

as follows: Among the many issues 
of base coin made from time to time 
in Ireland there was none so worth
less as that made by James II. at the 
Dublin mint. It was made of what
ever metal was the easiest to get, 
lead, copper, pewter or brass, and so 
low was its intrinsic value that twen
ty shillings of it was worth only two
pence sterling. The soft mixed metal 
of which that worthless coin was com
posed was known to the Irish as 
“uimbog,” pronounced oombog, mean
ing soft copper, or worthless money. 
Thus the phrase “humbug” originated 
by a person saying: “That is a piece 
of uim-bog.” “Don’t try to pass off 
your uim-bog on me.”

The less confidence a man has in him
self the more he may have in others.

“ Brandau-Brand”
Service Shoes

FOR SHOP AND FARM
Manufactured b ;

Brandau Shoe Go. • Detroit, Mich.

BIGGER, BETTER SALES 
ARE YOURS

If  you w ill center your business on the 
H. B HARD PAN (service) and BERTSCH 
(dress) shoes for men.

It is extremely difficult to OVER-ESTIMATE the importance of 
HEROLD-BERTSCH quality in your shoe department.

The extreme care taken to use only the best leather, trimmings, 
workmanship, etc., insures the same uniform wear-resisting qualities 
in every pair of shoes made in our factory.

ARE YOU CAPITALIZING FULLY THE GOOD NAME THESE 
LINES HAVE ATTAINED?

Think what their sale will mean to you in protection and profit.

For your convenience in ordering we carry a large stock of 
each number on the floor.

CONCENTRATE ON THESE LINES AND 
WATCH YOUR BUSINESS GROW

THEY WEAR LIKE IRON 

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

Shoes for the Boys
DRESSY—SERVICEABLE 

A Good School Shoe

No. 6543—Gun Metal, Button, Matt Top, Half Double Sole,
Sizes 1 to 5)4 .....................................................$1.60

School begins soon. Order now. 

HIRTH-KRAUSE COMPANY
Hide to Shoe

Tanners and Shoe Manufacturers

Grand Rapids, Michigan
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Pointers in Regard to Fall Stove 
Trade.

W ritte n  fo r th e  T rad esm an .
There is one fact in regard to stove 

selling which it will pay the dealer to 
hear constantly in mind. Stove sell
ing isn't a matter of a few weeks, 
or of a single season, or of a single 
selling campaign—it is something that 
the merchant can work for every day 
in the year. Not that he can make 
sales every day in the year; but he 
can at least pave the way for them.

The other day a man walked into an 
up-state hardware store, and selected 
a modern, thoroughly equipped range. 
He asked a few questions regarding it, 
paid the price in cash, and gave his 
address. As he was about to go, he 
added : “I was looking at this range 
a couple of years ago but couldn’t see 
my way clear to buy it. The other day 
I noticed your advertisement and talk
ed it over with the wife and we de
cided that it was time to do something 
and that if we couldn’t afford the range 
two years ago, we couldn’t afford to 
do without it now.”

Here was an instance of salesman
ship, backed by advertising, working 
results after two years. A good sell
ing talk in the first place, backed by a 
single reminder, brought about the ulti
mate sale. Sales do not always come 
with as little effort ; but a determined 
follow up system of advertising and 
selling will produce good results in 
boosting the stove department of any 
hardware store.

The thing to bear in mind is, that the 
stove department is working, not mere
ly for short range results, but for long 
range results. The sale that you miss 
to-day may be made a week or a month 
or a year hence if you follow up the 
customer. The advertising matter that 
seems to bring no immediate result is 
nevertheless doing its work of keeping 
your stoves and ranges fresh in the 
prospect’s memory. The stove dealer 
who quits discouraged because the im
mediate results are not all he has been 
led to anticipate is throwing away a lot 
of good work. Keeping at it is thé 
“secret of success” in the stove trade ; 
if a principle of business so plain and 
outstanding can be termed a “secret.”

The successful stove dealer must be 
something of a campaigner. He must 
be able to look behind him for lessons 
and ahead of him for plans. He must 
be able to visualize to-morrow and next 
month and next year as well as the im
mediate present. Having in his head

a pretty clear idea of what he intends 
to attempt and what he hopes to ac
complish, he much work resolutely to
ward the goal he has set for hhimself. 
Hard work plus intelligence can’t fail 
to accomplish results in business. With 
this certainty to encourage him, the 
stove dealer must work resolutely for 
results.

A very natural thing to do in han
dling a stove campaign is to note down 
the names of folks who look at your 
stoves but can’t be brought to the point 
of actual buying. The names are easier 
to remember jotted down on paper 
than merely carried in your head. But 
if you are going to jot down the names 
of these prospects, why not make a 
systematic canvass for prospects so that 
you can plan your selling campaign to 
cover your entire field? The result 
of this logic is that we come to the 
prospect list.

Names for the prospect list can be 
secured in various ways. First, there 
are the customers who didn’t buy last 
time you talked stove to them'—last 
week perhaps, or last season. Then the 
members of your sales staff should be 
on the alert for more prospects. Your 
advertising will bring you more. In 
their country canvassing, your road 
men will run across a good many. You 
can learn of others through customers. 
Put all these names and addresses on 
paper, and send the madvertising liter
ature from time to time. Perhaps an 
attractive booklet, or perhaps a cir
cular letter. Your advertising matter 
needn’t deal with stoves alone; you may 
advertise the store generally; indeed, 
the greater variety of bait you use, the 
likelier you are to land the prospect 
for a stove sale. If a man or woman 
Can be persuaded to buy all sorts of 
hardware necessaries at your store right 
a% g, the stove sale will usually—al
though not always—follow as a matter 
of logical sequence.

But, remember, it won’t always fol
low. The customer who is quite con
tent to buy tacks and chisels at your 
store may have an obsession in favor 
of some make of stove or range which 
you don’t handle. To counteract that 
obsession, you should play up your 
makes of heaters and ranges in your 
circular and newspaper advertising.

Of course, a good window display 
every now and then will help. When 
stoves are in season, they should be 
given their due share of prominence 
in the store arrangements. This means 
a good share of window display, and 
an adequate amount of floor space.

In the small store, floor space for 
heaters and ranges is a serious prob
lem. The difficulty may be remedied 
by more frequent window display. 
To show up well on the floor, stoves

should not be too much crowded, 
either by other stoves or by different 
lines in stock. But even where they 
are crowded to some extent, they can 
be made to show up better by avoid
ing the common mistake of using 
them as part of the shelving arrange
ments of the store.

Even the most careful hardware 
dealer is apt to run across instances 
where a clerk, in a great hurry, dumps 
half a dozen articles of stock upon 
the nearest range while he hurries 
to wait upon another customer. Now, 
the clerk is right in giving the cus
tomer prompt attention, even at the 
cost of not immediately replacing 
those articles he has just brought up rams

Reduces Fire Insurance 
Rates

Will Not Ignite from Flying 
Sparks or Brands]

Sold by
All Lumber Dealers

H. M. Reynolds Asphalt Shingle Go.
“Originators of the Asphalt Shingle" 

Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

“Blizzard” Ensilage Cutters

CLEMENS & GINGRICH CO.
Distributors for Central W estern States

1561 Wealthy St. Grand Rapids, Michigan
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from the basement: but there should 
be somewhere else to store them 
temporarily than on top of a range. 
Using the range as a catch-all for 
goods of one sort or another, dusters, 
discard newspapers and litter of one 
sort or another does not help to 
make sales in the stove department.

The heaters and ranges should be 
dusted regularly and kept clean and 
bright. In the customer’s eyes, a 
rusty range is as unattractive as a 
second hand range. Appearance is a 
great factor in making sales.

The careless dealer says: “People 
will come here and buy my ranges.”

But the thoughful dealer who has 
analyzed the buying and selling prob
lem puts it in this way: “If I am to 
sell as many heaters and ranges as 
I should, I must make the heaters 
and ranges help me. That means, 
they must be so bright and clean that 
they will attract customers and make 
people eager and proud to own them.”

So, show the prospect a range that 
he would like to see in his kitchen, 
or a heater that he can picture throw
ing a cosy glow over his living room 
on a winter night.

In range selling particularly a dem
onstration is an immense help in 
making the range desirable to the 
average customer. The demonstra
tion is a splendid opening event for 
the season. This does not necessari
ly require an expert demonstrator; 
but it does require that whoever is 
called on to demonstrate the range 
should thoroughly understand its 
workings. One hardware dealer 
made an arrangement with one of his 
customers—an experienced cook who 
understood this particular range thor
oughly—to conduct a three-day c(em- 
on^tiration. Biscuits, cookies, tarts 
and even bread were made, and vari
ous points in economical cooking 
demonstrated right in the store by a 
woman whom the townspeople knew 
as one of themselves. A member of 
the store staff can, however, usually 
demonstrate satisfactorily, with a lit
tle study of range problems.

Here is an important point in stove 
selling: train the salespeople to know 
the stove. Whether it is a range or a 
heater, the salesman should be able to 
answer intelligently all sorts of ques
tions. For intending purchase^ of 
heaters and ranges do ask just that 
sort of questions, some sad, some 
funny (unconsciously so) but all 
deadly serious; and a quick wit and 
a thorough understanding of the 
goods is needed to answer them. The 
clerk who doesn’t know the goods 
can rarely sell them.

William Edward Park.

Varied Abuses of the Net Weight 
x Law.

The enactment of the net weight law 
by Congress and many of the states was 
for one purpose, namely, to protect the 
consumer by putting on every closed 
food package the net weight of the con
tents therein for purchase. By this he 
could compare the relative price of the 
package foods as compared to the prices 
of the same foods in bulk. It was essen
tially and wholly a consumers’ law, and 
all rulings should have been made to 
carry out that spirit.

Seldom has a food law been mon

keyed with against the consumer more 
than this same law. The Federal De
partment started out with a ruling that 
a ham wrapped up in several courses of 
paper and then inclosed in a cloth sack 
and sewed up was not “in package form” 
and need not be labeled with its net con
tents. Could anything be more ridicu
lous? Why should the packers object 
to putting the net weight on these goods 
except for the purpose that they were 
ashamed to let the consumer know how 
much brown paper he purchased at 25 
cents a pound?

Next came a ruling that syrup manu
facturers might label their cans of syrup 
in pounds and ounces. From time im
memorial consumers have bought syrups 
by the quart and gallon. Did you ever 
hear of a consumer going into a store 
and asking for two pounds of molasses? 
Go into a grocery and ask for a gallon 
of corn syrup and you will be given a 
can labeled ten pounds. How many con
sumers know how many pounds are in 
a gallon of syrup? As a matter of fact, 
ten pounds of corn syrup lacks one and 
three-quarters pounds of a gallon.

Why should the manufacturer object 
to placing the number of quarts on the 
label instead of the number of pounds 
except that he expects the package to be 
worked off on the consumer as a gallon 
and such a label would inform the con
sumer that he was not getting his gal
lon? And I have seen lard cans labeled 
466 ounces, requiring a consumer to do 
an example in long division to see how 
many pounds he was getting. And we 
have a proposal that the net weight may 
be expressed in the metric system. It 
might just as well be stated in Greek 
so far as the average consumer is con
cerned.

In enforcing this law I believe its 
spirit and object should be kept in mind. 
Commodities should be so labeled and 
in such terms as the consumer has been 
used to buying these commodities. Thus 
oranges and lemons should be labeled 
in terms of numerical count; syrups, 
molasses and vinegar in terms of liquid 
measure; potatoes, apples and domestic 
fruits (except grapes, which are always 
sold by the pound) in terms of dry 
measure; and cereals in pounds and 
ounces avoirdupois. Of what use to 
label the net contents of any package 
if it give the average consumer no. in
telligent information?

Now as to tolerances: Our law is 
uniform with all laws and provides that 
the Dairy and Food Commissioner may 
make tolerances as to small packages. 
Contrary to the Federal Department, I 
have based the exempted small package 
on value and not on weight, and I be
lieve this to 'be correct. Some stuffs 
may be of high value per pound, and to 
exempt the small package of an ounce 
might result in a serious short weighting 
to the consumer. I make the 5-cent 
package my exception, so we do not have 
to label a bottle of pop holding several 
ounces and let go without a label a 
small bottle of valuable extract. Further 
than this, I have made no tolerances for 
public consumption. It would simply 
result in legalizing short weight pack
ages.

In enforcing this law I examine each 
case on its individual merits, and I can 
readily tell whether it is a case of de
liberately short weighting; if it is, I

prosecute. Suppose the inspector weighs 
fifty sacks of flour and finds every one 
of them uniformly short a certain 
amount. This is intentional. If only 
occasionally one is short, I can attribute 
it to accident. Some commodities shrink 
in storage, others do not.

All these things are taken into con
sideration in each individual case before 
starting a prosecution. Then when I 
get into court I am not confronted by 
any official toleration. We have un
officially determined many tolerances, 
but we do not give them out for public 
consumption and thus establish a legal 
basis for short weighting the consumer.

James W. Helme,
Food and Dairy Commissioner of 

Michigan.

Finding a diamond is also hard luck.

H o w  M uch Com es Y o u r W a y  
T hat Gets A w ay?

Every auto that whizzes past your door, Mr. Dealer, will stop 
somewhere for gasolene. Why don’t you stop them at your door? 
It’s easy enough, if you use the right signal.

Autoists have long ago learned that a 
Bowser “Sentry” Pump is

The Sign of a Progressive 
Grocery Store

the same as a clock, out in front, calls at
tention to the jewelers, or a striped pole 

, signalizes the location of a barber shop.
In addition to their advertising value

outfits are money-makers. You make a 
profit on gasolene and on other sales made 
to those who would not otherwise stop.

Buy gasolene in any quantities you 
want, store it safely underground where it 
can’t evaporate or deteriorate, then pump 
any amount desired directly into your cus
tomers’ cars, quickly, accurately measured 
and filtered.

This “Red Sentry” Equipment is only 
one of many self-measuring pumps and 
storage systems we manufacture. We make 
outfits for handling kerosene, paint, lubri- 

\  eating and volatile oils of all kinds, and a 
r § request for descriptive matter and informa

tion concerning anything along this line 
won’t obligate you in the least.

S. F. BOWSER & COMPANY, Inc. 
Fort Wayne, Indiana

Sales Offices in All Centers and Representatives Everywhere
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THE MEAT MARKET

I_____
An Old-Time Butcher to His Son.

To hear a good many butchers taik, 
the average person couldn't help but 
be convinced that retailing meat was 
on its last legs, and that any man 
who went into the business was 
marked for failure and nothing else.

The fellows that think this way ad
vance a lot of funny arguments. One 
of the most frequently heard is the 
statement that people are gradually 
cutting down the amount of meat 
which they consume. The butcher 
who makes this statement usually 
sees the whole of the United States 
on a vegetarian diet within the next 
ten years or so.

Now. it’s true enough that the aver
age person eats less meat to-day than 
he did twenty years ago. But when 
that’s said only half the truth is said. 
It takes a greater amount of meat to 
supply the country's demands to-day 
than it ever did before. Each mouth 
to be satisfied may eat less, but there 
are a good many more mouths to be 
filled nowadays than there used to 
be. The idea that the demand for 
meat is falling of! actually is not true 
at all; it is increasing faster than 
the demand can keep pace with it.

Another type of butcher says that the 
business is going to the dogs because 
there is no more money in it. Accord
ing to him prices are so high that there 
isn’t a chance in the world for a butcher 
to make a living profit on what he sells. 
He is continually saying that the only 
thing he wishes is that he could get in
to" another line of business, where the 
difference between wholesale and re
tail prices is enough for a man to see 
something after he does all his work.

The trouble with this fellow is that 
his mind is in the past while his body is 
in the present. He continues to do bus
iness in the old haphazard fashion, and 
never allows the changed conditions 
which he must face to have effect upon 
his ways of doing business. All he says 
about not being able to make anything 
is true enough so far as he is concerned; 
but altogether false when his statements 
are applied to a butcher who has moved 
with the times and who really sells his 
meat instead of practically taking an 
order and handing it out.

The butcher who adjusts his prices ac
cording to his expenses and his whole
sale costs, who really runs his shop on 
a merchandising basis, is the fellow 
who is showing a living profit at the 
end of every week these days.

The fellow, however, who always gets 
my goat good and hard, is the guy who 
is always complaining about competition. 
“You can’t make money in the butcher 
business to-day because there are too 
many in it,” is his favorite declaration.

He seems to take it as a personal in
sult every time a new man opens a shop, 
no matter if the fellow is ten or twenty 
blocks away from him. You’d think to 
hear him talk that there existed a sort 
of a little monopoly in the meat busi
ness restricting it entirely to the fel
lows who are already in, and keeping 
those who are out, out for good.

Competition is usually a hard thing 
to meet successfully. No man knows 
that better than myself. But the way 
to meet it is not to sit down and com
plain about it. Business was never held 
nor new business gained through fol
lowing that sort of an action. The way 
to meet it is to set your wits a-working 
and give your customers something that 
the other fellow can’t or won’t give 
them. I don’t mean lower prices, for 
price-cutting is not competition. I mean 
better satisfaction, better service, and 
a good, even quality of meat. That’s 
the thing that holds the trade and 
gains it for you: complaining about the 
other fellow never did and never will.

I suppose we wouldn’t be human if all 
of us didn’t sit down occasionally and 
get a good stiff kick out of our systems. 
I know that I do it lots of times, and it 
does me good. But I have no patience 
for the fellow that’s always kicking. 
Neither have I any patience with the 
fellow that always sees success in any 
other line of business save the one which 
he happens to be in.

Retailing meat on a successful basis 
is by no means an easy job. I’m willing 
to admit that it is harder and more 
difficult than are most lines of retail 
business. But complaining about it con
stantly won’t mend matters; hard work 
and brains are the things that count.

So far as there being no money in 
the game, well, there isn’t for the fellow 
that has neither of these two qualities.— 
Butchers’ Advocate.

Be sure of your facts before at
tempting to pose as a liar.

Drawing Poultry Properly.
A keen knife is a first essential, al

though some butchers use a pair of 
curved scissors, somewhat like surgical 
scissors, to make the first incision.

Remove the head first. Sever the neck 
close to the head, taking care not to 
cut the windpipe and the gullet. These 
can be the more easily removed if left 
attached to the head. Draw the neck 
skin back and remove a short section 
of the bone, thoroughly washing out 
any blood that may collect. Finally 
draw the skin forward and tie it firm
ly-

Remove the intestines through small 
opening, as a large aperture is unsightly. 
Cut carefully through the walls of the 
abdomep, making the incision entirely 
around the vent, then hook the first fin
ger into the loop of the intestines and 
draw them out. Cut away the gall sack 
from the liver, the blood vessels from 
the heart, and empty the gizzard of the 
contents.

Cut off the shanks after first remov
ing the strong sinews that run up 
through the legs and which spoil its 
quality. To take out these sinews run 
a knife down the back of the shank be
tween it and the sinews. Remove the

skin above the sinews and pull the latter 
out singly by means of a strong fork 
or skewer. A still easier way is to 
have a strong hook fastened at the prop
er height. Place the point of the hook 
under each sinew, which can be then 
more easily drawn out. The bird is 
now ready for tying up. Replace the 
giblets in the body cavity, draw the 
ends of the drumsticks in down to the 
“pope’s nose” and tie firmly. Finally 
fold the wings behind the back. Birds 
so tied are usually very attractive, ap
pearing plump and chunky, due to the 
absence of sprawling legs and wings.

Compound Lard.
Compound lard, or compound, as it 

is usually called, is made of cottonseed 
oil, and oleo stearine or tallow, or 
both, as the case may be. The generally 
accepted formula is 80 per cent, cotton
seed oil and 20 per cent, stearine. An 
alternative formula is 75 per cent, cotton
seed oil, T'A per cent., tallow, and 17^ 
per cent, oleo stearine. Oleo stearine 
is the product which is left after oleo 
oil has been extracted from the beef fat.

Luck is a fine thing to have, but it is 
a poor thing to wait for, because it does 
not come to folks who wait for it.

W ilmarth show cases and store fixtures in West Michigan's biggest store

In Show Cases and Store F ixtures 
W ilm arth  is the best buy—bar none

Catalog—to merchants

Wilmarth Show Case Company 
1542 Jefferson Avenue • Grand Rapids, Micb.

JVVade Jn G ran<* R a p id s

THE FIRST AND FOREMOST
B UILD ERS OF CO M PU TIN G  SCALES  

3 2 6  W . M A D ISO N  ST. CHICAGO
ALW AYS OPEN TERRITO RY TO  FIRST CLASS SALESM EN
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Talks By the Butcher Philosopher.
The butcher who fails to go into 

the wholesale market and buy with 
the proper amount of judgment finds 
that this is the most dangerous time 
for him. The weather at this season 
of the year is noted for its change
ableness. Some days are compara
tively cool, but they are usually 
followed by days that are real summer 
weather.

Encouraged by a cool day, the 
butcher who is inclined to be care
less in his buying goes into the mar
ket and buys as he has been accustom
ed to do during the whole of winter. 
He never quits until his icebox is 
chock-a-block full. Along comes a 
warm spell. The customers being un
accustomed to the heat feel it more 
than they do when it comes later in 
the year. The first thing they do is 
to cut down the amount of meat they 
are eating.

If this should happen upon a Fri
day or a Saturday, the inevitable re
sult will be that the heat will check 
business temporarily and leave the 
butcher with a good sized stock on 
hand Monday morning that needs 
trimming and that will take a lot of 
good hard work to sell.

In this part of the country we have 
some blazing hot days in May and 
June and the wise butcher should look 
out for them. The temperature is 
often as high as it is in mid-summer, 
and, as I said before, the people are 
not accustomed to it, and as a result 
it hits them with all the greater severi
ty. This sort of weather is also a 
mighty bad proposition for the meat 
that hangs over. It is really worse in 
fact than is the real summer weather, 
for by that time the butcher is pre
pared and he sells his meat under 
summer conditions.

So the best thing for the butcher 
to do is to start in right now and do 
his buying on the same plan as he 
does it during the summer months. 
Remember it is better to be careful 
than to be sorry.

If you start wrong and get stuck 
with an over supply during the next 
month or so, your trade will be more 
apt to criticise your meat than they 
will if it happens later in the season, 
for they are not willing to make al
lowances until the real summer ar
rives.

Prices are high at present and there 
is no immediate sign of them coming 
down to lower levels. In fact, most 
of the wholesale trade expects that 
they will go higher within a very 
short time. Why speculate, then? It 
is always a gamble to buy more than 
you need and a gamble in which the 
butcher loses nine times out of fen. 
Stale meat never attracts trade. 
Fresh meat inspires confidence in your 
market among your customers. Fresh 
meat is always worth the price.

Let next week’s meat come out of 
next week’s car. It often costs no 
more; it may at times cost less. And 
even if it does cost you a cent a pound 
more, remember that it is worth more, 
for it is fresh meat, and a good pro
portion of it doesn’t have to go into 
the scrap box instead, of over the 
blocks.

The reason why so many butchers 
lose money during the warm months

is primarily foolish buying, and ‘the 
losses which they must stand through 
this. Buy with care and a due appre
ciation of the actual conditions and 
you will find that much of what you 
are constantly complaining will no 
longer exist. And start right in, for 
if warm weather isn’t here to-day, it 
probably will be to-morrow.—Butch
ers’ Advocate.

Second Use For Pickle.
A pickle that will show 78 degrees 

strength, to which has been added 5 to 7 
degrees of sugar and saltpetre, making 
it 83 to 85 degrees when used, will show 
a strength of 52 to 58 degrees after the 
meat has been taken out, the rest of 
curative agents having been absorbed 
while it was in use. The remaining in
gredients, however, are just as good 
when purified, salt and sugar being the 
same under all conditions; hence, when 
meats are fully cured, the old and used 
pickle should be put in a vat, in the bot
tom and sides of which are galvanized 
iron coils. Steam should then be turned 
on in these coils, heating the pickle by 
the radiation from the pipes.

After the pickle has been thoroughly 
boiled for an hour or it should be al
lowed to settle. The particles of grease 
as well as all the albuminous parts which 
the pickle has drawn from the meat 
cured in it previously will arise to the 
surface in the form of a scum; this 
should be skimmed off and the pickle 
boiled again. A second skimming is 
then necessary, after which it should 
be drawn off and allowed to cool.

It is now as useful as ever. For in
stance, to a vat of 1,500 gallons of old 
pickle 50 degrees strength add 200 
pounds of sugar and thirty-eight pounds 
of saltpetre. Figuring on the basis of

B & B Ice King
Refrigerators and 

Refrigerator Counters
For the Grocer and Marketman 

Absolutely the finest produced. Sold on easy monthly 
payments. Send for free catalog No. 38.

Beauty,
Durability,
Economy,
Efficiency,
Safety and
Satisfaction.

None Better at 
Any Price

Ligonier Refrigerator C o.
210 Cavin Street Ligonier, Indiana

300 pounds of salt to bring the pickle ■oSSÄS?»
back to its original strength, the pickle 
will cost a little over a cent a gallon. 1

Mayence Red Sausage. uìfnfiìPn i
iCut the neck of pork with the rind IsfisEral

on into long, thin pieces. Take ten
a fe

iépounds of these strips; chop finely three I
pounds of thin rinds; mix the two to
gether and season with seven ounces 
of salt, one-half ounce white pepper, 
one-half ounce peppermint, one-half 
ounce ground cloves, one-third ounce 
marjoram and one-fifth ounce mace. 
Work all well together and then add 
enough pig’s blood to color the whole 
well. Fill into a pig’s stomach and put 
into water boiling hard at once, and 
stir slowly for a quarter of an hour in 
order that the blood does not run to 
one side of the sausage.

Duck of Mutton.
A duck of mutton is made from the 

forequarter. First take out all the rib, 
breast, back and neck bones; then un
joint the shoulder bones from the 
blade bone socket, and take out the 
blade bone from the inside with care, 
as this will represent the tail. Care 
should be taken at all times not to break 
the outside skin. Bend the neck back 
to the breast and roll the back over the 
breast to the neck of the mutton and 
tie. Cut a slit at the top of the meat 
at the rib end; insert the socket end 
of the blade for the tail, shape the arm 
for the neck and use some skewers for 
legs.

^Aia/umizecC’*^

We guarantee FRANKLIN CARTON SUGAR 

to be full weight and made from sugar cane. Its 

reputation as the Standard of Purity and Quality, 
and its great popularity are all additional guarantees 

to you that Franklin Carton Sugar will please your 

customers and is the best sugar for you to handle. 
The ready-weighed sealed cartons save you time and 

trouble and prevent loss by overweight.

Cartons hold 1,2 and 5 lbs., according to grade 

Original containers hold 24, 48, 60 and 120 lbs.

THE FRANKLIN SUGAR REFINING CO. 
Philadelphia
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G rand  C ouncil of M ichigan U. C. T .
G rand  C ounselor—F red  J .  M outier,

D e tro it.
G rand  J u n io r  C ounselor—J o h n  A. 

H ach , J r .,  C oldw ater.
G rand  P a s t  C ounselor—W a lte r  S. L aw - 

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

Jackson .
G ran d  T re a s u re r—W m . J .  D evereaux , 

P o r t  H uron .
G rand  C onductor—W . T. B allam y, B ay  

C ity.
G rand  P ag e—C. C. S ta rk w e a th e r , D e

tro it.
G rand  S en tin e l—H . D. R anney , S ag 

inaw .
N ex t G rand  C ouncil M eeting—B ay  C ity, 

J u n e  1 a n d  2, 1917.

Pickings Picked Up in the Windy 
City.

Chicago, Sept. 5—One of Chicago’s 
new ideas is going to be tried out in 
Washington Park the coming winter. 
Part of the lawn tennis court will be 
covered over with canvas so that the 
fresh air lawn tennis players will have 
the pleasure of trying out their skill 
during the mild weather this winter. 
This will give the public a playground 
for the winter, which will be very prac
tical and appreciated very much.

Mrs. C. Jacobson, 111 North Valley 
avenue, Grand Rapids, is spending a 
few weeks with her brother in Chicago, 
expecting to return home about the 
middle of September.

The writer wishes to correct a state
ment made last week in reference to 
Joe Gervais, of Detroit. Mr. Gervais 
is Secretary-Treasurer of the National 
Twist Drill and Tool Co., of Detroit, 
instead of the Detroit Twist Drill Co., 
as reported last week.. The above error 
was through a misunderstanding on the 
part of the writer. I hope this is sat
isfactory' to all concerned.

Fresh meat and other commodities 
took a big jump in Chicago last Thurs
day, and now the question is whether 
or not prices will jump back to normal 
now that the strike is called off.

Chicago never gets tired or has a 
chance to forget strikes. The past few 
days there have been from five to six 
thousand freight handlers on a strike, 
merely for the reason that the railroads 
refuse to let the walking delegates into 
the freight houses during working 
hours to callect the monthly dues.

After awhile the business man will 
find it rather disagreeable in any line 
of business to hire union labor, for 
the reason that strikes are so common.

All cafes and cabarets outside of the 
loop in Chicago are now getting a 
touch of poor business and the cafes 
and amusement places in the loop are 
taking on their winter finery.

Election is now the topic of Chicago. 
In every block where there is an empty 
building you will see banners announc
ing Republican, Democratic, Prohibi
tionist, or Socialist meetings. It is too 
bad it is not a little colder, so that a 
few of Chicago’s stragglers may have a 
place to hang out.

One of the features of politics in 
Chicago at the present time is the wom
an’s school, whereby some of the wom
en suffragists are getting instructions 
as to the finer points of politics.

Herb Carlson, of Carlson Bros., left 
on his summer vacation for Northern 
Wisconsin last Thursday, where he will 
spend his time fishing and hunting. He 
did not seem to care about the threat

ened railroad strike, thinking too much 
of the fish he expects to catch.

Charles W. Reattoir.

Overcoming the Fighting Instinct.
Jackson, Sept. 5—A short time ago 

I happened to witness a real fight be
tween two little girls of this United 
States of America, children of a cul
tivated family. When the children were 
separated one of them announced: “If 
she kicks me I shall kick her.” Did 
not that child express briefly the piti
fully childish idea of “honor” which has 
through all the ages of human sav
agery made the ordinary man feel that 
if any one injured him he must return 
injury for injury?

The question of a new school cur
riculum has been put to the public. It 
has been suggested that the study of 
history be dropped. Certainly if it is go
ing to be taught as unintelligently, as 
illogically, as it has commonly been 
taught, it might as well be dropped, and 
all other studies with it, and our chil
dren turned out to fight or play with 
the other animals as their passions in
clined them.

History is the record of man’s long 
struggle with the brute in his own na
ture, and of possibilities of self-victory 
so great that again and again a man, 
a spiritual being of love, justice, and 
mercy, rises above the brute in himself 
and others, and history records a Wil
liam Penn and his noble fellow-settlers 
of early Pennsylvania, it shines with 
the examples of a Tolstoy victorious 
over all the evil life urged on him by 
the men and women of our day who 
employ “education” to make, through
out the world, “society” more sensual 
and warfare a devil’s weapon to de
stroy souls and torture bodies. His
tory holds up to honor the perfect cour
age of a Garrison, who before raging 
mobs held to his solemnly beautiful 
declaration of principle: “He is a man, 
not to be harmed by my hand nor with 
my consent. I will let him see that in 
my heart there is no desire to do him 
harm . . . .  and that I have no other 
weapon to wield against him but the 
simple truth of God, which is the great 
instrument for the over throw of all 
iniquity and the salvation of the world.” 
The history of our own day has names 
which will shine like these, guides to 
all that is true and high, unstained by 
human blood, unspotted by the world.

An American Woman.

Leisure Hour Jottings From Jackson.
Jackson, Sept. 5—James Imel has ac

cepted a position with the Royal Val
ley Coffee Co.., of Detroit. He will 
represent that house in Southern Mich
igan.

A good many carloads of potatoes 
are being shipped into Jackson from 
outside markets.

It would seem that what the Ameri
can people demand more and more each 
day is amusement and entertainment. 
In a place like Jackson this is very 
noticeable and theaters and picture 
shows are all doing a good business.

The county fair opens next Monday 
with prospects for a big show. Man
ager Burris says the local display will 
be larger than ever as well as that 
made by outside exhibitors.

The Briscoe people are now turning 
out fifty automobiles per day.

The Cornwell Co. has taken on the 
Clark-Coggin Co.’s line of coffee for

Jackson and vicinity. It is understood 
that the house will soon be a wholesale 
grocery establishment, with a full line.

The eight hour law is passed. One 
class of labor is exalted—and the pub
lic will have to work sixteen hours to 
pay the bill.

The high price of flour has made it 
necessery for Jackson bakers to advance 
the price of bread to 6 and 12 cents 
per loaf. This will help some families 
to realize that they can bake their own 
bread.

With houses scarce and work plenti
ful, Jackson is still prosperous and 
looking better each day. Spurgeon.

The fellow who is so careful that 
after shaking hands he counts his 
fingers to be sure they’ve all been 
handed back is quite the equal of 
the old timer, a deacon in the Bap
tist church, who, contrary to the 
custom of deacons, always sat in 
the very back seat instead of a front 
one, doing this, so his son seriously 
says, that he might save the interest 
on his money while the collection 
box w*as being passed. For the bene
fit of those who haven't been to church 
lately, possibly it would be consider
ate of me to say that the collection 
box alwrays starts in the front of the 
house and moves slowly and sugges
tively and majestically to the rear, 
while the organ weeps a mournful 
tune.

The personal appearance of clerks 
has a good deal to do with their suc
cess in holding trade. See that your 
force looks right anyway whether it 
is right or not.

Too frequent collections are apt to 
thin the congregation.

Hotel Hermitage
John Moran, Mgr. 

E U R O P E A N  P L A N  
Grand Rapids, Mich.

Rates without bath 50, 75 and $1.00 

Rates with bath $1.00 and $1.50 
per day

CAFE IN CONNECTION
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UPPER PENINSULA.

Recent News From the Cloverland 
of Michigan.

Sault Ste. Marie, Sept. 5—A mo
tion picture car showing industrial, 
agricultural and power possibilities in 
Cloverland and an automobile for the 
Secretary-Manager and a stronger 
link of friendship between Delta 
county people and the Upper Penin
sula Development Bureau are the 
three results obtained during the 
meeting of the organization in Es- 
canaba. The suggestion of Senator 
A. T. Roberts, of Marquette, that the 
Bureau purchase a motion picture 
machine brought about the suggestion 
that the Bureau co-operate with the 
different railroads which traverse 
Cloverland in order that a car be fit
ted up as a motion picture house and 
taken through different states where 
prospective settlers might view the 
wonderful possibilities here.

The Soo entertained the State Poor 
Commissioners’ convention here last 
week and it was, indeed, interesting 
to the Sooites to see this large dele
gation enjoying the sights in this 
most wonderful part of the State, 
as they had never dreamed of such 
fine farming lands being located 
around the Soo. Their wonderment 
increased while they were here. Many 
having their kodaks with them took 
pictures of the farms, reaping oats 
and wheat Sept. 2. They stated that 
in Lower Michigan all their crops 
were in and they were now busy get
ting in coal arid putting on the win
ter attire. They were greatly im
pressed with the good roads over 
which they traveled throughout the 
country and remarked that they were 
far superior to the roads further 
South in the State. Reports of this 
kind naturally make us Sooites swell 
up, but nevertheless we are proud 
at all times to show our friends from 
Missouri whenever we have an op
portunity.

Professor Ralph Bloem, well-known 
musician from Grand Rapids, has 
opened a studio here and expects to 
remain in this healthful climate.

Mr. and Mrs. Stacy B. Hinks and 
son, of Toledo, are visiting at the 
home of Mrs. Hinks’ parents, Mr. and 
Mrs. D. H. Moloney. Mr. and Mrs. 
Hinks were former Sooites, the Soo 
being Mrs. Hinks’ birthplace, and 
their many friends are more than 
pleased to meet them again. Mr. 
Hinks holds a responsible position at 
Toledo and has been very successful 
since locating in the latter place.

St. Ignace is to have a new jewelry 
store, with Major F. V. Pilson as 
proprietor. The new store it is ex- 
oected will be open for business 
about Oct. 15 with a full line of 
jewelry. Watch St. Ignace grow.

Just fifteen years ago last week 
Herbert E. Fletcher, well-known As
sistant Cashier of the Sault Savings 
Bank, returned from Toronto and the 
Pan-American exposition. In mem
ory of the event, many of his friends 
sprung a surprise on him in serving 
a picnic dinner at the Shallows it 
also being the anniversary of 
his birth, and Herb’s surprise could 
hardly be imagined when he was pre
sented with the new Chalmers. How
ever, he is still wearing the same 
sized hat and it has had no bad ef
fects, although he was more than 
pleased with the entertainment in his 
behalf.

“The waste basket is often mightier 
than the pen.”

C. T. Carr, of the Auditor General's 
office, at Lansing, was a Soo visitor 
last week, being a guest at the State 
Poor Commissioners’ convention. It 
is said to be the first time that a 
lawyer was ever cross examined by 
his clients.

W. Sawtelle, the well-known lum
berman from Onaway, and his wife 
were Soo visitors this week, making 
the trip in their Buick car. He was 
somewhat astonished in the many im
provements made since his visit here

a few years ago. Mr. Sawtelle reports 
the roads good in most of the places, 
with the exception of a few bad spots 
between Mackinac Island and Ona
way.

“Most of us get what we deserve, 
but few of us are able to recognize 
it.”

A. Robson, proprietor of the Soo 
meat market, has sold his business 
to Martin Norweski. Mr. Robson 
expects to continue buying live stock 
in the country. Mr. Norweski is a», 
experienced butcher and well known 
here, having been with the Moher 
Meat & Provision Co. for a number 
of years. He has a large circle of 
friends who wish him every success 
in his business venture and, as he is 
a natural born hustler, his future suc
cess is assured. William G. Tapert.

Gabby Gleanings From Grand Rapids.
Grand Rapids, Sept. 5—Wonder 

how much longer it will take for the 
3 cent bridge fare charged by the 
Grand Rapids Street Railway Co. to 
pay for that bridge they built several 
years ago. Our recollection is that 
when the bridge was paid for it was 
going to be a straight 5 cent fare to 
Comstock Park. As it is now, you 
ride from Reed’s Lake to North Park 
for a 5 cent fare, the distance being 
nine miles; then you pay 3 cents to 
ride from North Park to Comstock 
Park, which is a distance of about 
one mile.

At the meeting of the Supreme 
Council in Columbus, Past Grand 
Counselor Dave Clink, of Illinois, 
always gets the “red card” for being 
on his feet more times than any other 
member sitting in the convention. 
Never mind. Dave will meet his W a
terloo when our Junior Counselor 
reaches the dignified position of Past 
Grand Counselor and is sent a dele
gate to Columbus. Yes, E. J. is going 
right straight up the ladder.

Mrs. John D. Martin and daughters, 
Carolyne and Esther, met John at 
Battle Creek last Thursday. They 
visited friends there until Monday.

We notice that Akron, Ohio, com
pels autoists to dim all headlights. 
Other cities also do the same thing 
and we believe there is a law in Grand 
Rapids of that same kind, yet our 
streets do not bear the appearance 
of such a law being enforced.

The centennial of gas lighting in 
this country has just taken place, yet 
in Detroit—“where life is worth liv
ing”—you will find many still burn
ing coal oil lamps.

Word comes to us that L. V. Pil- 
kington and family are spending their 
vacation in a beautiful bungalow on 
the shores of Torch Lake. Wait until 
Pilke comes home with his fish 
stories. Those who know him best 
say he can beat even Will Sawyer at 
fish stories—and Will’s stories are 
generally six cylinder.

“The old idea that a traveling man 
must be popular in order to be suc
cessful is now an exploded theory,” 
remarked genial Jim Goldstein the 
other day. “I used to believe in the 
popular stuff and aimed to make 
friends with every one I met, from 
the hotel porter to the head buyer 
of the biggest house on my list of 
customers. One of my strongest 
competitor was a man who was known 
as a veritable crank. Some of the 
trade told me they were actually 
afraid of him, but I noticed that he 
got their orders just the same and 
that he rolled up larger orders than 
I did. That got me to thinking and 
I soon discovered that the good fel
low, so-called, is passed up for a man 
who knows his line and is not at all 
backward in letting it be known that 
such is the case. Such a man is re
spected over and above the man who 
aims to be all things to all men and 
who relies on personality and popu
larity to secure his share of the 
orders.” Ja Dee.

If ignorance is bliss, why so many 
free schools?

Death of Vincent L. Tissera in a 
Chicago Hospital.

Wednesday morning’s mail brings 
the sorrowful news of the death of 
a man who enjoyed the friendship 
of every wholesale grocer and the 
acquaintance of nearly every retail 
grocer in Michigan:

Chicago, Sept. 5—I have written 
Mr. George B. Caulfield, telling him 
that Mr. Tissera passed to the Great 
Beyond early yesterday morning, giv
ing him some of the particulars. I 
wish I had time to give them to you, 
but maybe you may call him up and 
he will tell you.

He was cheerful to the last and 
had said he had fought the fight and 
did the best he could. It came sud
denly and although the attending men 
had told me there was no hope, I still 
thought as long as there was life 
there was hope. He died without 
agony, two or three gasps coming 
just after the nurse had been talking 
to him and he had settled down for 
a nap.

Although his skin was dark, he had 
a heart and soul that far surpassed 
the heart of many a man with a 
white skin. With us, it was the in
ner man we respected and loved, and 
we have lost one of our family.

May H. Barker, M. D. 
The letter to Mr. Caulfield was as 

follows:
Chicago, Sept. 5—I know you will 

mourn with us when I tell you that 
Vincent Tissera gave up the fight and 
passed to the Great Beyond yester
day morning. While there was life 
there was hope and I had hoped to 
the last, although' the attending phy
sicians told me it was hopeless. He 
had been bright and cheerful all day 
Sunday and said he was happy and 
had had such a  nice day. When I 
left him at 10:15 p. m. he wanted to 
know what time 1 would be down in 
the morning. Little did I think I 
would be there at 1:50 a. m. Mother 
and 1 had known him for twenty-five 
years and he had lived at our house 
for the past three years, so it is losing 
one of our family. Our friendship 
has not been an ordinary one and no 
one knows how much I will miss him.

I have been Secretary to the sur
geon who operated for ten years and 
was in a position to see that Vincent 
got the best medical and surgical skill 
the city could give. But no one could 
give him a new heart, for if we could 
he would have had it. He had entirely 
recovered from his operation and was 
feeling happy about that.

There will be a short service here 
to-morrow afternoon at the chapel 
where his friends can see him and 
then I am taking the body to Daven
port where his Blue Lodge will hold 
the funeral, and his ashes will be 
buried there, as it was his wish.

We have lost a friend and a noble 
character. May H„ Barker. M. D.

Mr. Tissera was born in Colombo, 
Ceylon, about forty-seven years ago. 
He came to this county in 1893 as the 
representative of Ceylon at the 
World’s Fair. He was in charge of 
the booth maintained by that country 
at the Fair and while here formed such 
a warm attachment to the American 
people that he concluded to make this 
country his home. He engaged in the 
distribution of Ceylon tea on a large 
scale, receiving the tea from the 
growers in Ceylon, putting it up in 
packages and marketing it in his own 
name.

He enjoyed the personal friendship 
of the late Senator Palmer and many 
other distinguished men who came to 
know him well and to respect him 
greatly. Some years ago he purchas

ed a farm near Grayling which he 
took great pride in developing.

He was made an American citizen 
in the Kent Circuit Court some >ears 
ago at the suggestion of the late 
Samuel L. Lemon, who was his close 
personal friend.

He was a member of the Church 
of England, having been baptized in 
his native city when a child. During 
the twenty-three years he resided in 
this country he returned to Ceylon 
only once—about 1900—when he was 
treated with great distinction by the 
people of his native city. Many ban
quets and other entertainments were 
given in his honor and on his de
parture he was presented with a 
beautifully carved and engraved cas
ket, of which he was naturally very 
proud.

Mr. Tissera was a man of exalted 
character. Hie had high ideals and 
lived up to them to the letter. He 
was the soul of honor in all that the 
term implies and his untimely end 
will be a source of sorrow in thou
sands of hearts. Mr. Tissera never 
married.

Eaton Rapids Business Men Out 
Around.

Eaton Rapids, Sept. 5—About twen
ty-five business men of this city left 
Eaton Rapids this morning at ? 
o’clock for a two days’ trip, going 
from here to Lansing, St. Johns, Ith
aca, Alma, St. Louis, Breckenridge, 
Merrill, Saginaw, Caro, Vassar, Flint, 
Corunna, Owosso. Laingsburg, Lan
sing and back to Eaton Rapids. They 
plan on stopping at Ithaca for din
ner the first day, Saginaw for sup
per, lodging and breakfast, Flint for 
dinner the second day and Lansing 
for supper.

The object of the trip is to meet 
the business men of the different 
cities about the size of Eaton Rapids, 
absorb a few ideas, and forget per
sonal business matter for a few hours.

Will Establish New Bakery. 
Kalamazoo, Sept. 5—George Free

man, for the past five years President 
and general manager of the Freeman 
Baking Co., Church and Eleanor 
streets, has severed his connection 
with that company, resigning from 
all active interest in the concern.

After a short vacation, Mr. Free
man contemplates establishing an
other bakery the size of which will 
be limited so that it may give his 
personal supervision to all its opera
tions.

James Grant, local capitalist, was 
selected by the board of directors,

.—S. B. Monroe, L. T. Bennett, O. K. 
Buckhout and A. Zwisler—to succeed 
Mr. Freeman as manager of the com
pany. Grant will also serve as a di
rector in place of Freeman.

Peaches Came Too Fast.
An appeal has been issued to grow

ers by the California Peach Growers, 
requesting them to withhold further 
deliveries of dried peaches for a short 
time. Approximately 2,000 tons of 
peaches had been received at the 
warehouses, and the facilities of the 
marketing organization are being 
taxed to their limit. The peaches this 
season are about ten days ahead of 
time, and the machinery ordered for 
the company’s plants is about two 
weeks behind time, making it impos
sible to handle the crop immediately.

If a young man has more money 
than brains he can afford to wear a 
wrist watch.
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M ich igan  Board o f P ha rm acy. 
P re s id e n t—E . T . Boden, B ay  C ity. 
S e c re ta ry —C harles S. Koon, M uskegon. 
T re a s u re r—G eorge F . Snyder, G rand  

R apids.
O th e r M em bers—L eonard  A. Se ltzer, 

D e tro it; E llis  E . F au lk n e r, D elton .
Next M eeting—G rand  R apids, N cv. 21, 

22 and  23.

M ich igan  S ta te  P h a rm aceu tica l A sso
c ia tio n .

P res id e n t—C. H . Jo n g e jan , G rand  
R apids.

S e c re ta ry —F . J .  W heaton , Jack so n . 
T rea su re r—Jo h n  G. S tek e tee , G rand  

R apids.
N ex t A nnual M eeting—G rand  R apids, 

J u n e  19, 20 and  21, 1917.

M ich igan  P ha rm aceu tica l T ra v e le rs ’ A s 
socia tion .

P re s id e n t—F red  L. R aym ond, G rand  
R apids.

S e c re ta ry  and  T re a s u re r—W a lte r  S. 
L aw ton , G rand  R apids.

Old Fashioned Remedies Used By 
Old Women.

Nowadays we. in our superior wis
dom. laugh at old women’s remedies. 
Yet many of them have persisted 
through the ages and will continue to 
find favor, whether or not they are 
based upon common-sense principles 
and long experience, for tradition is a 
stubborn enemy, and at the same time 
a very powerful ally. However much 
modern practitioners may scoff at “old 
women,” those who take the trouble 
to think things over and trace modern 
methods to their origin must often 
find occasion to confess their indebt
edness to some unknown old woman 
who provided them with remedies 
which in principle are incorporated 
in the scientific practice of the pres
ent day. It is not without interest 
to recall a few old-fashioned medi
cines on which our great-great-grand
mothers set such store.
Opium Applied to an Aching Tooth.

According to modern practitioners, 
the application of laudanum to an 
aching tooth belongs to. the category 
of old women’s remedies. Yet it is 
a practice that has been recommended 
by many medical authors, notwith
standing that even a hundred years 
ago its usefulness was doubted. T 
find the following in a book published 
in 1824: “This remedy (opium applied 
to the tooth) is seriously recommend
ed by grave authors and used by many 
practitioners of the present day. We 
would ask them, in the name of Galen 
—why? Whenever it appears to have 
succeeded, it is from the opium dis
solving. and so going into the stom
ach. If practitioners, instead of -put
ting a grain of opium, or, what is 
still more absurd, a bit of lint dipped 
in laudanum, into the tooth, would 
put two grains into the stomach, they 
would succeed. * * * We challenge 
the whole faculty to produce a single 
instance of relief unless the opium is 
swallowed.” Ninety years after, we 
find the Codex expressing much the 
same view in other words, namely,

that any good effect obtained from 
the external application of opium is 
due to absorption, or to warmth or 
counter-irritation. It is very hard 
to kill these old beliefs, but next time 
we are asked for a pennyworth of 
laudanum for toothache, rather than 
go through the “poison book” formal- 
itv, let us tell our customers that 
this is an old woman’s fallacy that 
was exploded a hundred years ago.

The Uses of Vinegar.
Vinegar is a very important item 

in old women’s materia medica. Its 
uses are many, from the prevention 
or cure of the plague downwards. It 
will be remembered how the lady in 
“Pickwick,” at Manor Farm, Dingley 
Dell, “proceeded to vinegar the fore
head, beat the hands, titillate the nose 
and unlace the stays of the maiden 
aunt.” Then, again, vinegar is rec
ommended to pass a small fishbone 
that sticks in the throat. “This,” says 
an old authority, “is a good remedy. 
If any fluid will pass it, this has the 
most claim; it creates a roughness 
which, as it were grinds in degluti
tion.” Nowadays a more common 
remedy is the juice of a lemon, but 
presumably the principle is the same 
in each case. “Four thieves vinegar” 
was used in the Great Plague, the 
patient being wrapped in a sheet wet 
with vinegar. So great was the de
mand for this article at the time of 
the Plague that the chemists of that 
day used to advertise that they sold 
it. In this connection, an amusing 
story is told by William Wadd to the 
effect that about this time a certain 
firm of apothecaries in Cheapside had 
taken in a third partner, and on the 
notice appearing in the window, “Four 
Thieves Vinegar Sold Here,” an old 
apothecary passing by and observing 
this, went into the shop. “What!” 
said he, “have you taken in another 
partner?” “No.” “Oh! I beg your 
pardon.” replied the old apothecary, 
“I thought you had by the ticket in 
the window.”

Chickens’ Intestines.
It used to be a common practice, 

and no doubt still is in some parts, 
among the peasantry, to make an in
jection for infants by boiling the in
testines of a chicken in water and us
ing a portion of the broth. But to an 
epicurean this broth is far too pre
cious a delicacy to be used for such a 
purpose. ' Dr. Fernie, in his “Meals 
Medicinal,” relates that of fowl’s liver 
soup— Potage a la Camerain—it was 
written; “a single spoonful of this 
liver soup will lap the palate in Elysi
um, and while one drop thereof re
mains on the tongue, each other sense 
continues eclipsed by a voluptuous 
thrilling of the lingual nerves.”

Sties and Black Eyes.
To remove a sty from the eyelid 

an old wife’s method was to touch it 
with nine sharp thorns of a goose
berry bush. If this was ever suc
cessful, it was by either opening al
together the pustule, or irritating it 
at one particular point so that sup
puration was facilitated. The appli
cation of a piece of raw meat to “a 
black eye” is another homely remedy, 
the principle of which is presumably 
the same as the wet compress. A 
gold ring rubbed on sore eyes is a 
remedy which appears to have no sci
entific basis, and is no doubt merely 
a superstition.

Nose Bleeding.
A key applied to the back of the 

neck to stop bleeding of the nose is 
a device as old as the hills, or, at any 
rate, as old as keys. No doubt a 
multitude of successful “cures” could 
testify to its value, but the explana
tion of an old medical authority that 
the cold key “operates upon the 
olfactory nerves by sympathy, and 
contracts the mouths of the blood 
vessels” would hardly be accepted 
nowadays. Dr. Buchan, whose opin
ions on domestic remedies were con
sidered so valuable more than a cen
tury ago, has nothing to say about 
this simple method; indeed, he dis
courages any effort to stop the bleed
ing except in special cases, but his 
instructions as to how to proceed 
when it is necessary to stop the bleed
ing are too lengthy to quote.

Ink As a Remedy.
Ink is an old woman’s remedy for 

warts that has its origin in the days

of long ago. The Medical Adviser, 
a periodical journal which had a life 
of about eighteen months in the early 
part of last century, has a little an
notation on this subject that is worth 
quoting. After remarking that it is 
only the ink which contains copperas 
that has any good effect, it goes on 
to say that the cure for warts, “which 
is our own invention, was copied from 
our paper by the Public Ledger as if 
it emanated from itself; this is a 
disregard to etiquette, which savors

“ Its strong up-building action 
Gives general satisfaction."

F*r Sale by all Wholeaale D ru u iiti

A l w a y s  R e a d y
To buy or sell store fixtures. BARGAINS in 
‘USED” Cases. Scales, Coffee Mills, Safes and 
Office Desks.

We also deal in new fixtures and our prices 
are the lowest in Western Michigan.

We buy merchandise stocks complete.
Get in touch with us if you want to sell.

Grand Rapids Store Fixture Co. 7 Ionia Ave., N. W.

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 Fflptnrv NationaI Candy Company, Inc.
a  u m a n i  m. a t t u i  j  grand rapids, Michigan

Western Michigan Distributors
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of something more unamicable than 
carelessness, and, although the public 
press in general have most copiously 
and frequently extracted from the 
Medical Adviser, yet we have remark
ed some, as well as the Ledger, who 
forgot to say from what they copy, 
and one or two who call us by an
other name, such as Medical Journal. 
We hope they will excuse this ob
servation, but we are .emulous of their 
notice, as well as our own rights.” 
This gentle rebuke is interesting, but 
there was nothing very wonderful in 
the invention of the Medical Adviser, 
which was merely as follows: “A 
bit of impure potass, or Lapis infer- 
nalis, moistened, should be applied 
to the warts, or gently rubbed to the 
surface of them a few minutes, so as 
to leave a kind of whitish paste upon 
them; over th:s should be applied a 
strip of sticking plaster and allowed 
to remain on a week. On removing 
'he plaster, if the warts are not quite 
gone, a similar application must be 
used.” Another medical use of which 
ink was put by old women was in the 
treatment of recent burns. Here, 
again, the idea was that the copperas 
in the ink acted as an astringent.

Chilblains and Corns.
“To cure chilblains apply a poultice 

of hot roasted onions.” This sounds 
like a very simple remedy for a dis
tressing complaint. Equally simple 
is the old women’s cure for corns, 
namely, to bind on them a leaf of 
houseleek, after having well soaked 
the feet in warm water. It is obvious 
that neither of these “cures” has stood 
the test of time otherwise there

would be a very poor sale for many 
remedies which the chemist of to-day 
keeps in stock.

White Shoe Dressing.
1. Cream of t a r t a r ........... 3 ounces.

Oxalic acid .............. 1 ounce.
Alum ................... 1 ounce.
Milk .............................3 pints.

Mix and rub on the shoes. When 
they are thoroughly dry, rub them 
with a mixture of. prenrred chalk and
magnesium carbonate.

2. Water .........................136 parts.
Fine pipe clay ............454 parts.
Shellac, powdered ..136 parts. 
Borax, powdered . . . .  68 parts.
Soft soap ................... 8 parts.
Ultramarine blue . . . .  5 parts.

Boil the shellac in the water, add
ing the borax, and keeping up the 
boiling until a perfect solution is ob
tained; then stir in the coap (5 or 6 
parts of “ivory” soap, shaved up, and 
melted with 2 or 3 parts of water, is 
better than common soft soap), pipe 
clay and ultramarine. Finally, strain 
through a hair-cloth sieve. This 
preparation, it is said, leaves abso
lutely nothing to be desired. A good 
deal of stiffness may be imparted to 
the leather by it. The addition of a 
little glycerine would remedy this. 
The old application should be wiped 
away before a new one is put on. 
This preparation is suitable for mili
tary shoes, gloves, belts and uniforms 
requiring a white dressing.

The man with but a single idea al
ways has an exalted opinion of him
self.

Holiday Goods
------------------------ A N D  ------------------------

Staple Sundries
('~'\UR line of samples representing the above will be 

on exhibition in our own show room in Grand 
Rapids on and after September 1st. Those of our cus
tomers who have visited our Sundry Department in 
the past will know what to expect when we say that 
our line is a better selected and more comprehensive 
and well balanced line than we have ever shown be
fore. We shall have all the conveniences and facilities 
for taking care of our visiting buyers promptly and 
well. We desire to say, however, that orders placed 
with us early, we can give better satisfaction upon 
than those that come to us later.

Our Mr. F. L. Raymond who has been with us for 
years is in charge of this line and you will receive 
further notice from us asking you to make dates so 
we may give you prompt and first class service.

Hazeltine & Perkins Drug Go.
Wholesale Druggists Grand Rapids, Michigan

WHOLESALE DRUQ PRICE CURRENT
Prices quoted are nominal, based on m arket the day oi issue

Acid»
B oric  (P ow d .) .,. 17® 25
B oric  (X ta l)  . . . . 17® 25
C arbolic  ............... . 82® 85
C itric  ..................... . 81® 85
M u ria tic  .............. . 3® 7
N itric  ................... 8%@ 15
O xalic ................... 80@ 90
S u lphuric  ............. . 3@ 7
T a r ta r ic  ............., . 82® 85

A m m onia
W ate r , 26 deg. ... 8 @ 12
W ate r , 18 deg. ... 5%@ 9
W ate r , 14 deg. ... 4%@ 8
C arb o n ate  ........... 13 @ 16
C hloride ............. 10 @ 25

B alsam s
C opaiba ............... 1 00@1 40
Fir (C an ad a ) . . 1 25@1 60
F ir  (O regon) . . 40® 50
P e ru  ................... 4 50@4 75
Tolu  ........................ 60® 80

B errie s
C ubeb ................. 70 @ 75
F ish  ................... 15 0 20
Ju n ip e r  ............... 8 @ 15
P rick ley  A sh . . . . @ 30

B a r k s
C assia  (o rd in a ry ) 25® SO 
C assia  (Saigon» (tO'W'l 00 
E lm  (pow d. 35c) 30® 35
S a ssa fra s  (pow. 35c) @ 30
Soap C u t (pow d.)

35c .......................  23® 25

Extracts
Licorice .................  38® 40
Licorice pow dered  50® 55

F low ers
A rn ica  .....................  70@ 80
C ham om ile ( tie r .)  95® 1 10 
C ham om ile  (R om ) 55® 60

Gum*
A cacia, 1st ...........  60® 65
A cacia, 2nd ..........  50® 55
A cacia, 3rd ...........  45® 50
A cacia, S o rts  . . .  35® 40
A cacia, pow dered  40® 50 
Aloes (B arb . Pow ) 30® 4o 
A loes (C ape Pow ) 20® 25
Aloes (Soc. Pow .) 40® 50
A safoe tida  . . . .  1 U0®1 10
A safoe tida , Pow d.

P u re  ...............  1 15® 1 25
U. S. P. Pow d. 1 30® 1 60

C am phor ...............  75@ 85
G uaiac  ...................  40® 45
G uaiac , pow dered  50® 55
K ino  .......................  70® 75
K ino, pow dered  . .  75® 80
M yrrh  ...................  ® 40
M yrrh , pow dered  ® 50
O pium  ............. 12 75@13 00
Opium , powd. 14 25@14 60 
O pium , g ran . 14 25® 14 60
Shellac  ...................  35® 40
Shellac, B leached  40® 45
T rag a c a n th

No. 1 .....................  ®3 50
T ra g a c a n th  pow der 2 25 
T u rp en tin e  ........... 10® 15

L eaves
B uchu .................  1 75® 1 85
B uchu, pow dered  1 85@2 00
Sage, bu lk  .............  67® 70
Sage, 14s loose . .  72® 78 
Sage, pow dered  . .  55® 60
S enna, A lex  ......... 55® 60
Senna , T in n ........... 42® 50
S enna, T inn . pow. 50® 55 
U va U rsi ............... 18® 20

O ils
Alm onds, B itte r,

tru e  ............. 15 00@16 25
Alm onds, B itte r,

a rtif ic ia l ......... 7 00 @7 25
A lm ouds, Sw eet,

t ru e  .................  1 25® 1 50
Almouds, Sw eet,

im ita tio n  ........... 65® 75
A m ber, c ru d e  . .  2 00@2 20 
A m ber, rec tified  3 00@3 20
A nise ................... 2 00®2 26
B erg am o n t . . . .  8 00@8 20
C ajep u t ............. 1 35® l 60
C assia  ...............  2 25®2 50
C as to r ................. 1 40® 1 55
C ed ar L ea f . . . .  1 25@1 40
C itrone lla  ............... 90@1 20
Cloves ................. 1 85@2 00
C ocoanut ............... 20@ 25
Cod L i v e r ........... 6 40® 6 50
C otton  Seed . . . .  1 00@1 20
C ro ton  ............... 1 50® 1 80
C upbebs .............  4 25®4 50
E igeron  ............. 1 75® 2 00
E u c a ly p tu s  . . . .  1 00® 1 25
H em lock, p u re  . . . .  @1 00
J u n ip e r  B errie s  10 00@10 20 
J u n ip e r  W ood . .  2 00 @2 20
L ard , e x tra  ...........96® l o5
L ard , No. 1 ........... 85® 95
L a v en d e r Flow . 6 00® 5 20 
L av en d er, G a r’n  1 25® 1 40 
L em on ...............  2 00@2 25
L inseed , boiled, bbl. @ 76 
L inseed , bid. le ss  81@ 86
L inseed , raw , bbl. @ 75
L inseed , raw , le ss  80® 85

M u sta rd , tru e , oz. @1 80 
M u sta rd , a rtif tl oz. @1 65
N eatsfo o t .............  85® 95
Olive, p u re  . . . .  2 50@3 50 
Olive, M alaga,

yellow  ...........  1 60® 1 75
Olive, M alaga,

g reen  ............... 1 60®1 75
O range. S w eet . .4  00@4 20
O riganum , p u re  . .  ®2 50
O riganum , com ’l @ 75
P en n y ro y a l ___  2 25@2 50
P ep p e rm in t . . . .  3 00®3 25 
Rose, p u re  . .  12 00@14 00 
R osem ary  F low s 1 50®1 75 
Sandalw ood, E .

1......................  9 50@9 75
S a ssa fra s , t ru e  1 25®1 45
S a ssa fra s , a r t lf l’l 50® 65
S p ea rm in t ...  2 75®3 00
Sperm  .....................  95® 1 05
T a n sy  ...................  3 50@3 75
T a r, U S P  ........... 30® 40
T u rp en tin e , bbls. @51%
T u rp en tin e , le ss  56® 61
W in te rg reen , t r .  5 50@5 75 
W in te rg reen , sw eet

b irch  ............... 4 00® 4 25
W in te rg reen . a r t  3 00@3 20 
Wornikt-ed . . . .  8 6»>*j>4 on
W orm w ood . . . .  3 75@4 00

P e ta ss lu m
B ic a r b o n a te ___ 1 90 @2 00
B ich ro m ate  ........... 60® 65
B r o m id e ................. 1 65® 1 80
C arb o n ate  ....  1 60® 1 76
C hlorate , x ta l and

pow dered  ......... 57® 60
C h lo ra te , g ra n ’r  62® 65
C yanide ...................  40® 50
Iodide ............... 30@4 40
P e rm a n a g a n a te  2 15@2 25 
P ru ss ia te , yellow  @1 50
P ru ss ia te , red  ___ @3 50
S u lp h a te  ...................  @1 10

Roots
A lk an et ................... 90®1 00
Blood, pow dered  20® 25
C alam us .................  75@3 00
E lecam p an e , pw d. 15® 20 
G en tian , pow d. 38® 45
G inger, A frican ,

pow dered  ........... 20® 25
G inger, J a m a ic a  30® 35 
G inger, Jam a ic a ,

pow dered  ........... 30® 35
G oldenseal pow. 7 50®7 70 
Ipecac, powd. . .3 25 @3 5u
L icorice  .............  32%® 55
Licorice, powd. . .  26® 35
O rris, pow dered 30® 35
Poke, pow dered  20® 25
R h ubarb  ................. 76® 1 00
R hubarb , powd. 75®1 25
R osinw eed, powd. 25® 30
S a rsap a rilla , Hond.

g round  ............... 55® 60
S a rsa p a r illa  M exican,

g round  ...............  25® 30
Squills ................... 35® 40
Squills, pow dered 40® 60
T um eric , powd. 13® 20
V alerian , powd. 70® 75

8«eds
A nise ...................  20® 25
A nise, pow dered  @ 25
Bird. I s  ................. ® 10
C an a ry  ...................  8® 12
C araw ay  ...............  25® 30
C ardam on  ........... 1 g0®2 Oo
C elery  (40) ............. 28® 35
C oriander ........... 10® 1«
OIU .......................  20® 26
F en n e ll ................. @ 75
F lax  .......................  5*4® 10
F lax , g round  . . .  5*4® 10
F oenugreek , pow. 8® 10
H em p .....................  8® 12
Lobelia ...................  40® 60
M u sta rd , yellow  22® 30
M u sta rd , b lack  ..1 9 ®  25 
M ustard , powd. 22® 30
P o p p y  ...................  @ 40
Q uince ...............  1 00@1 25
R ape .....................  10® 15
S abad illa  ............... 40® 50
S abad illa . powd. . .  @ 4 0
Sunflow er ............. 7® 10
W orm  A m erican  @ 25
W orm  L ev a n t . .  1 50® 1 75

T in c tu re s
A conite .................
Aloes .....................
A rn ica  .................
A safoe tida  ...........
B elladonna .........
B enzoin .................
B enzoin Com po’d
B uchu ...................
C an th a rad le s  . . .
C apsicum  .............
C ardam on  ...........
C ardam on, Comp.
Catechu .............
Cinchona ...........
Colchicum .........
C ubebs .................
Digitalis .............
Gentian .............
Ginger ................
G uaiac ...................
Guaiac, Ammon.
Iodine ................
Iodine, Colorless

Ipecac . . . . . . . . . . . .
Iron , clo.................
K ino .....................
M yrrh  ...................
N ux V om ica . . . .
O pium  .................
Opium , C apm h. 
Opium , D eodors’d 
R hubarb  ...........

® 76
® 60 
® 80 
®1 06 
® 70 
®3 50 
® 90 
@2 75 
® 70

P a in ts
Lead, red  d ry  . .  io  @10% 
L ead, w h ite  d ry  10 @io% 
Lead, w h ite  oil 10 @10% 
Ochre, yellow  bbl. 1 &  i u  
Ochre, yellow  less 2 &  s 
P u tty  .....................  j i /J j ,  2
r ! h Xe n e t>  bbi- U4@ 4
0 f d X^n e t n  less 1%@ 6V erm illion, A m er. 25® 30
W aiting , bbl.............. © i i?
lT^H^p  p ‘" V  6L. H . P . P repd . 1 60@1 70

Insecticides
A rsen ic  ...........
B lue V itrio l, b b l . ’. .  $  g
Rorri Vitrib1» le ss  14® 20B ordeaux M ix P s t  8® 10 
H ellebore, W h ite  w

pow dered  ...........  35(3> 40
ITn»«<?t P ow der . .  30® 60
L ead, A rsen a te  10%@ 16 
Lim e a n d  S u lp h u r 

bo)ution . gal. . .  is@  j S 
P a r is  G reen  . . .  37%@

M iscellaneous
A cetan a lid  ........... 90@1 00
A lu“  .........................  9® 12
Aium, pow dered  and

g ro u n d  ...............  11® 15
B ism uth , Subni-

t r a te  ............... 3 80@4 00
B orax  x ta l or

pow dered  ...........  io®  15
C a n th a rad e s  po 2 00® 12 00
C alom el ................1 95@2 00
C apsicum  ............. 3044, 35
Cat m ine  . . . . . .  5 50@7 00
C assia  B uds . . . .  ® 44)
Ch°aikS P ...........30® 36u n a ik  P rep a re d  . .  tj® 8%
W“ *  P rec ip ita te d  7® 10
C hloroform  ........... «5® 73
C iuorai H y d ra te  2 0u@2 26
C ocaine ...............  5 4o®5 60
Cocoa B u tte r  . . . .  60® 70 
¡-.o ik s , lis t, less  70%
C opperas, bbls...........@ 2
C opperas, less  . .  2%@ 7
C opperas, pow d. . .  4® 19 
C orrosive Sublm . 1 85@1 90 
C ream  T a r t a r  . . . .  50® 55 
C ut tie  hone . . . . . . .  45® 60
D ex trin e  ............... 7® 19
D over’s  Pow dor . .  ® 2  60 
E m ery , a ll Nos. 6® 10 
E m ery, pow dered  5® g 
E psom  S alts , bbls. @ 2% 
E psom  S alts , le ss  3® 7
£ r 8° t  .................  1 26@1 50
E rg o t, pow dered  2 76®3 00 
F lake W h ite  . . . .  15® 20 
F o rm ald eh y d e  lb. 15® 20
G ela tin e  ............... 1 00@1 10
G lassw are, fu ll case s  80% 

G lassw are, le ss  70% 
G lauber S a lts  bbL @ 1 % 
G lauber S a lts  less 2® i
Glue, b row n ......... 13® is
Glue, brow n g rd . 12® 17
Glue, w h ite  ........... 15® 25
Glue, w h ite  g rd . 15® 20
G lycerine ...............  43® 66
H ops .......................  45® (0
HOP» .........................  45® 60
Iodine .................  5 68@5 »1
Iodoform  ...........  6 78@6 94
Lead A c e ta te  . . . .  20® 25
L y c o p d iu m ......... 2 75@3 00
M ace .....................  85® 90
M ace, pow dered  95 @01 00
M en tho l ............. 4 00®4 20
M orphine ...........  6 30@6 56
N ux V om ica . . . .  20® 25 
N ux V om ica pow. a  i t  
P epper, b lack  pow. @ 35
P ep p er, w h ite  ......... @ 40
P itch , B u rg u n d y  . .  @ u
Q u ass ia  .................  12® 15
Q uinine, 5 oz. c an s  @ 85 
R ochelle S a lts  . . .  43® 50
S acch arin e  oz........... @1 60
S a lt P e te r  ........... 32® 35
Seid litz  M ix tu re  . .  36® 40
Soap, g reen  ........... 20® 25
Soap, m o tt c a s tlle  12® 15 
Soap, w h ite  cas tlle

case  ....................... @8 00
Soap, w h ite  c as tlle  

less, p e r  b a r  . .  @ 8 5
Soda A sh  ...........  4%@ 10
Soda B ica rb o n a te  2%@ 6
Soda, S a l ............. l \ @  5
S n lr lts  C am phor @ 76
S u lp h u r ro ll . . . .  2%@ 6
S u lp h u r Subl. . .  3®  7

T a m a rin d s  . . ,  ------ 15® 20
T a r t a r  E m e tic  . . . .  @ 80
T u rp en tin e  V en. 3 00@3 25 
V anilla  E x. p u re  1 00@1 50 
W itc h  H a se l . . . .  65@1 00 
Z inc S u lp h a te  . . .  10® 15
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GROCERY PRICE CURRENT
These quotation« are carefully corrected weekly, within aix hours of m a i l i n g , 

end are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filinrf 
at market prices at date of purchase.

ADVANCED
C heese
Sardines
R ais ins

DECLINED

Index to Markets
By Columns

Col
A

A m m onia  .......................  1
Axle G rease  ...................  1

B
B aked  B ean s  .................  1
B a th  B rick  .....................  1
B lu ing  ...............................  1
B re a k fa s t Food ........... 1
B room s .............................  1
B ru sh es  ...........................  1
B u tte r  Color .................  1

C
C andles ...........................  1
C anned  Goods ............. 1-2
C atsu p  .............................. 2
C heese .............................  2
C hew ing  Gum  ............... 3
C hoco late  .........................  3
C lothes L in es  ............... 3
Cocoa ...............................  3
C ocoanu t .........................  3
Coffee ...............................  3
C onfections .....................  4
C rack e rs  .......................  5, 6
C ream  T a r t a r  ...............  6

D
D ried  F r u i ts  .................  6

E
E v a p o ra te d  M ilk ......... 6

F
F a rin aceo u s  Goods . . . .  6
F ish in g  T ack le  ........... 6
F la v o rin g  E x tra c ts  . .  7
F lo u r an d  F eed  ........... 7
F ru i t  J a r s  .....................  7

G
G ela tin e  .........................  7
G ra in  B ags ...................  7

H
H e rb s  .............................. 7
H id es  an d  P e lts  ........... 8
H o rse  R ad ish  ...............  8

I
Ice  C ream  .......................  8

J
Je lly  .................................. 8
Je lly  G lasses .................  8

M
M acaron i .........................  8
M apleine .........................  8
M eats , C anned  .............  9
M ince M ea t .....................  8
M olasses ...........................  8
M u sta rd  ...........................  8

N
N u ts  .................................. 4

O
O lives ................................ 8

P
P e a n u t B u tte r  ...........  8
P e tro leu m  P ro d u c ts  . .  8
P ick le s  .............................  8
P ip e s  .................................. 8
P la y in g  C ards  ...............  8
P o ta s h  .............................  8
P ro v isio n s  .......................  8

R
R ice  .................................... 9
Rolled O a ts  .................  9

8
S alad  D re ss in g  .........  9
S a le ra tu s  .........................  9
S al Soda .........................  9
S a lt .................................... 9
S a lt F ish  .......................  9
Seeds .................................. 10
Shoe B lack in g  .............  10
Snuff .................................. 10
Soda .................................. 10
Spices ................................ 10
S ta rc h  .............................  lo
S y ru p s  ...........................  10

T
T ab le  S auces  .................  10
T e a  ...................................... 10
T obacco  .............  11, 12, 13
T w in e  .............................. 13

V
V in eg ar ...........................  13

W
W icking  ...........................  13
W ooden w a re  .................  13
W rap p in g  P a p e r ......... 14

Y
T e a s t C ake ...................  14

AMMONIA
12 os. ovals, 2 doz. box 1 60

A X LE G R EA SE 
F ra z e r’s

lib . wood boxes, 4 doz. 3 00 
l ib . tin  boxes, 3 doz. 2 35 
3%rb. t in  boxes. 2 dz. 4 25 
101b . pails , p e r doz. ..6  00 
151b. pails, p e r doz. . .7  20 
251b. pails, p e r  doz. ..1 2  00

BA K ED  BEA N S
No. 1. p e r doz .......... 45@ 90
No. 2, p e r  doz. . .  95@1 40 
No. 3, p e r  doz. . .  1 35@1 75

BATH BRICK 
E nglish  ...........................  95

BLUING
J e n n in g s ’

C ondensed P e a rl B lu ing  
Sm all, 3 doz. box . . . .  1 95
L arge , 2 doz. b o x ___ 2 40

F o lg e r’s
S um m er Sky, 3 dz. cs. 1 40 
S u m m er S ky  10 dz bbl 4 50

B R E A K F A S T  FOODS 
A petizo, B iscu its  . . . .  3 00 
B ea r  Food, P e tt i jo h n s  2 13 
C racked  W h ea t 24-2 2 90 
C ream  of R ye, 24-2 . .  3 00 
Q u ak er Puffed  R ice . .  4 25 
Q u ak er P uffed  W h ea t 3 45 
Q u ak er B rk fs t  B iscu it 1 90 
Q u ak er C om  F la k e s  ..1  75 
W ash in g to n  C risp s  . .  1 85
W h ea te n a  .....................  4 60
E v ap o r 'ed  S u g a r  C orn 90
G rap e  N u ts  ...............  2 70
S u g a r C ora  F la k e s  . .  2 50
H olland  R u sk  ............. 3 20
K rin k le  C ora  F la k e s  1 75 
M ap l-F lake , W hole

W h ea t .........................  3 60
M inn. W h e a t C erea l 3 75 
R alsto n  W h e a t Food

L a rg e  18s .................  2 25
R a ls to n  W h t Food 18s 1 45 
R oss’s  W hole  W h ea t

B iscu it .......................  2 70
Saxon W h e a t Food . .  2 80 
S h red  W h e a t B iscu it 3 60
T risc u it, 18 .................  1 80
P illsb u ry ’s  B es t C er’l 1 35 
P o s t T o astie s , T -2  . .  2 60 
P o s t T o as tie s , T -3 . .  2 70 
P o s t T a v e rn  P o rrid g e  2 80

BROOMS
F a n c y  P a rlo r , 25 lb. 4 75 
P a rlo r , 5 S tr in g , 25 lb. 4 50 
S ta n d a rd  P a rlo r , 23 lb. 4 00
Com m on, 23 lb ............. 3 75
Special, 23 lb ................ 3 25
W arehouse , 23 lb ...........4 75
Com m on, W h isk  . . . .  1 1 0  
F an cy , W hisk  .............  1 40

BRU 8 H E S
Scrub

Solid B ack, 8 in .......  75
Solid B ack, 11 in  . . . .  95
P o in ted  E n d s  ..........  85

Stove
No. 3 .................................  90
No. 2 ............................. 1 25
No. 1 ..............................  1 75

Shoe
No. 3 ..............................  1 00
No. 7 ..............................  1 30
No. 4 ..............................  1 70
No. 3 ..............................  1 90

B U T T E R  COLOR 
D andelion , 25c s ize  . .  2 00

C A N D L ES
P araffine, 6s  .................  7
P araffine , 12s ..........  7%
W ick in g  .......................  20

C A N N E D  GOODS 
A pples

3 lb. S ta n d a rd s  . .  @ 9 0
No. 10 .................... @2 75

B lackberries
2 lb ..........................  1 50@1 90
S ta n d a rd  N o. 10 @5 25

B eans
B ak ed  ................... 1 00@1 30
R ed K idney  ......... 90@ 95
S tr in g  .................  1 00@1 75
W ax  .......................  75@1 25

B lueberries
S ta n d a rd  ................   1 40
No. 10 .............................  6 50

C lam s
L ittle  N eck, 1 lb .............1 25

Clam  Bouillon
B u rn h a m ’s % p t ...........2 25
B u rn h a m ’s p ts ............... 3 75
B u rn h a m 's  q ts ............... 7 50

Corn
F a ir  .......................  85@ 90
Good ...................  1 00@1 10
F a n c y  ...................  @1 30

F ren ch  P eas  
M onbadon (N a tu ra l)

p e r  doz................................  1 75
G ooseberries

N o. 2, F a i r .....................  1 35
No. 2, F a n c y  ...............  2 50

H om iny
S ta n d a rd  .......................  85

L o b ste r
% lb .................................... 1 75
% lb ................................... 2 90
P icn ic  F la t  .................  3 10

M ackerel
M usta rd , 1 lb .................  1 80
M usta rd , 2 lb .................  2 80
Soused, 1% lb ...............  1 60
Soused, 2 lb .....................2 75
T om ato , 1 lb ...................  1 50
T om ato , 2 lb .................  2 80

M ushroom s
B uttons, % s .............  @25
B uttons, I s  ...................  @40
H otels, Is  .....................  @34

O y sters
Cove, 1 lb ...............  @ 75
Cove, 2 l b ............... @1 40

P lu m s
P lu m s .....................  90@1 35

P e a rs  In  S y rup  
No. 3 c ans , p e r  doz. . .1  50 

P eas
M arro w fa t ...........  90@1 00
E a r ly  J u n e  . . . .  1 10@1 25 
E a r ly  J u n e  s if td  1 45@1 55 

P each es
P ie  .......................  1 00@1 25
No. 10 s ize  c an  p ie  @3 25 

P ineapp le
G ra ted  ............... 1 75@2 10
Sliced ...................  95@2 60

P um pk in
F a ir  .................................. 80
Good ................................ 90
F a n c y  .............................  1 00
No. 10 .............................. 2 40

R asp b errie s
S ta n d a rd  ...............  @

Salm on
W arre n s , 1 lb. T a ll . .  2 30 
W arre n s , 1 lb. F la t  . .  2 45
Red A lask a  ___  1 85@1 95
M ed. R ed A la sk a  1 40@1 45
P in k  A lask a  ........... @1 20

S ard in es
D om estic, %s ............... 3 75
D om estic, % M u sta rd  3 25 
D om estic, % M u sta rd  3 25
F ren ch , % s .................  7@14
F ren ch , % s .............  13@23

S au e r K ra u t
No. 3, c an s  ...................  80
No. 10, c an s  .................  2 30

S hrim ps
D unbar, I s  doz................1 25
D unbar, l% s  doz.......... 2 40

S ucco tash
F a i r  .......................  @90
Good .......................  @1 20
F a n c y  ................. 1 25@1 40

S traw b e rr ie s
S ta n d a rd  .....................  95
F a n c y  ...........................  2 25

T o m ato es
Good . : ...........................  1 20
F a n c y  .............................  1 50
No. 10 ...........................  3 75

T u n a
C ase

%s, 4 doz. in  case  . . .  2 60 
% s, 4 doz. in case  . . .  3 60 
Is , 4 doz. in  c ase  . . . .  5 60 

C A T SU P
S n id e r 's  p in ts  ........... 2 35
S n id e r’s  % p in ts  ......... 1 35

C H E E S E
A cm e .....................  @20
C arson  C ity  . . . .  @20%
B rick  ...................  @25
L eiden  ................   @15
L im b u rg e r ........... @22
P in eap p le  ...........  40@60
E d am  .....................  @85
S ap  Sago .............  @80
Sw iss, D om estic  @20

C H E W IN G  GUM 
A dam s B lack  J a c k  . . . .  62
A dam s S appo ta  ........... 65
B eem an ’s  P ep s in  ......... 62
B eech n u t .........................  62
C h ic lets  .........................  1 33
C olgan V iolet C hips . .  65
Colgan M in t C hips ___  65
D en ty n e  .............................  62
D oublem int .......................  64
F lag  S p ruce  ...................  59
H esh ey  G um  ...................  48
J u icy  F ru it  .....................  64
R ed R obin  .......................  62
S te rl in g  G um  Pep. . .  62
S te rl in g  7 -P o in t .............  62
S p ea rm in t, W rig leys  . .  64 
S p ea rm in t, 5 box ja r s  3 20 
S p ea rm in t, 6 box j a r s  3 85
T ru n k  S pruce  .................  59
Y u catan  .............................  62
Zeno .................................... 64
S m ith  B ros. G um  ...........  62

CH OCOLATE 
W a lte r  B ak e r & Co.

G e rm an ’s  S w eet .............  24
P rem iu m  ...........................  35
C arac a s  .............................  28

W a lte r  M. L ow ney  Co.
P rem iu m , %s ...................  35
P rem iu m , % s .................  35

C L O T H E S L IN E
P e r  doz.

No. 40 T w is ted  C otton  1 00 
No. 50 T w isted  C o tton  1 40 
No. 60 T w is ted  C otton  1 75 
No. 80 T w isted  C otton  2 00 
No. 50 B ra ided  C otton  1 45 
No. 60 B ra ided  C o tton  1 85 
No. 80 B ra ided  C o tton  2 25 
No. 50 S ash  C ord . . . .  2 25 
No. 60 S ash  C ord . . . .  2 75
No. 60 J u te  ...................  90
No. 72 J u te  ...................  1 10
No. 60 S isa l .................  1 00

G alvanized  W ire  
No. 20, each  100ft. long 1 90 
No. 19, each  100ft. long 2 10 
No. 20, each  100ft. long 1 00 
N o. 19, each  100ft. long 2 10

COCOA
B a k e r’s  ...............................  39
C leveland  ...........................  41
Colonial, % s ................... 35
Colonial, % s ....................  33
E p p s  .................................... 42
H e rsh e y ’s, % s .................  32
H e rsh e y ’s, % s .................  30
H u y le r ................................ 36
L ow ney, % s .................... 38
Low ney, % s ..................  37
Low ney, % s ..................  37
L ow ney, 5 lb. c an s  . . . .  37
V an  H o u ten , % s ...........  12
V an  H o u ten , % s ...........  18
V an  H o u ten , % s ...........  36
V an  H o u ten , I s  ...............  65
W a n - E ta  ...........................  36
W ebb  ......................    33
W ilber, % s .......................  33
W ilber, % s .......................  32

COCOANUT 
D u n h a m 's  p e r  lb.

%s, 5 lb. case  ...............  30
%s, 5 lb. c a s e .................  29
%s, 15 lb. c ase  ...............  29
%s, 15 lb. case  ...............  28
Is , 15 lb. c ase  .................  27
% s  & %s, 15 lb. case  . .  28
Scalloped G em s ...............  10
% s & % s p a ils  ...............  16
B ulk, p a ils  .......................  16
B ulk, b a rre ls  ...................  15
B a k e r 's  B raz il S h redded
70 5c pkgs., p e r  case  2 60 
36 10c pkgs., p e r  case  2 60 
16 10c a n d  33 5c pkgs.,

p e r  c ase  ....................... 2 60
B ak e rs  C anned , doz. . .  90

C O F F E E S  RO ASTED  
Rio

Com m on .......................  19
F a i r  .................................  19%
C hoice .............................  20
F a n c y  .................................  21
P e a b e r ry  .......................  23

S an to s
C om m on .........................  20
F a ir  .................................. 20%
C hoice ...............................  21
F a n c y  .............................  23
P e a b e r ry  .........................  23

M aracaibo
F a ir  .................................  24
C hoice ...........................  25

M exican
Choice .............................  25
F a n c y  .............................. 26

G u a tem ala
F a i r  .................................  25
F a n c y  ............................ 28

Ja v a
P r iv a te  G row th  . . . .  26@30
M andling  ...................  31@35
A ukola  .......................  30@32

M ocha
S h o rt B ean  ...............  25 @27
L ong  B ean  ...............  24@25
H . L . O. G......................26@28

B ogota
F a i r  .................................  24
F a n c y  .............................  26
E x c h a n g e  M ark et, S tead y  
S p o t M ark e t, S tro n g  

P a ck ag e
N ew  Y o rk  B asis  

A rbuck le  .....................  19 00

M cL aughlin 's  XXXX 
M cL aughlin ’s  X X X X  

package  coffee is  sold to  
re ta ile rs  only. M all all o r 
d e rs  d ire c t to  W . F . M c
L augh lin  & Co., Chicago.

E x tra c ts
H olland. % gro . bxs. 95
Felix , % g ross ........... 1 15
H um m el’s  foil, % gro. 85 
H um m el’s tin , % gro . 1 43

C O N FEC TIO N ERY  
S tick  C andy P a ils

H orehound  ...................  11
S tan d a rd  .......................  11
S tan d a rd , sm all ......... 12
T w ist, sm all ............... 12

C ases
Ju m b o  ...........................  11%
Jum bo, sm all ...............  12
B ig S tick  .......................  11%
B oston S u g a r S tick  . .  15

Mixed C andy
P a ils

B roken ...........................  11
C ut L oaf ....................... 12
F ren ch  C ream  ............. 12
F an cy  .............................  14
G rocers ...............-............  8
K in d e rg a rte n  ............... 12
L eader ........................... 11
M onarch  .........................  11%
N ovelty  ...........................  12
P a r is  C ream s ............... 13
P rem io  C ream s ........... 17
R oyal .............................  10
Special ...........................  10%
V alley C ream s ........... 15
X  L  O ............................. 8

S pecialties
P a ils

A uto  K isses (b a sk e ts ) 13 
B onnie B u tte r  B ite s  . .  17 
B u tte r  C ream  Corn . .  15 
C aram el Bon B ons . .  15
C aram el D ice ............... 13
C aram el C ro q u e tte s  . .  14 
C ocoanut W affles . . . .  14
Coffy Toffy ................... 15
N atio n a l M in ts  7 lb t in  20
E m p ire  F udge  ........... 15
Fudge, W aln u t ........... 16
Fudge, F ilb e r t ........... 15
Fudge, Choco. P e a n u t 14 
Fudge. H oney  M oon . .  15 
Fudge. W h ite  C en ter 15
Fudge, C herry  ........... 15
Fudge. C ocoanut . . . .  15 
H oneysuckle  C andy . .  16
Iced M aroons ............. 15
Iced G em s ..................... 15
Iced O range Jellies  . .  13 
I ta lia n  Bon B ons . . . .  13
Je lly  Mello ................... 13
AA Licorice D rops

Lozenges, P ep  ........... 14
L ozenges. P in k  ........... 14
M anchus ....................... 14
M olasses K isses, 10

lb. box ....................... 13
N u t B u tte r  P uffs  . . . . 14
S ta r  P a ttie s .  A ss t . . 14

C hocolates P a lls
A ssorted  Choc............... 16
A m azon C aram els  . . 16
C ham pion ..................... 15
Choc. Chips, E u re k a 20
C lim ax ........................... 15
Eclipse, A sso rted  . . . . 15
Idea l C hoco lates . . . . 15
K londike C hocolates 20
N abobs ........................... 20
N ibble S tick s  ............. 26
N u t W afers  ................. 20
Ocoro Choc C aram els 18
P e a n u t C lu ste rs  ......... 23
Q u in te tte  ..................... 15
R egina ........................... 14
S ta r  C hocolates ......... 15
S u p erio r Choc, (lig h t) 18

Pop Corn Goods
W ith o u t prizes.

C rack e r J a c k  w ith
coupon ....................... 3 25

Oh M y 100s ................. 3 60
C racker Jack , w ith P rize
H u rra h , 100s ............... 3 50
H u rra h , 50s ................. 1 75
H u rra h , 24s ............... 85
B alloon Corn, 50s . . . .1 75

Cough D rops
Boxes

P u tn a m  M entho l . . . .  1 00 
S m ith  B ros...................... 1 26

N U TS — W hole

A lm onds, T a rra g o n a  20 
A lm onds, C alifo rn ia  

so ft shell D rak e  . .  18
B razils  ....................... 14@16
F ilb e r ts  .................  @14
Cal. No. 1 S. S. . .  @18
W aln u ts , N ap les 16%@17 
W aln u ts , G renoble 
T ab le  n u ts , fan cy  13@14 
P ecan s , L a rg e  . . . .  @14
P ecan s , E x. L a rg e  @16 

Shelled
No. 1 S p an ish  Shelled

P e a n u ts  ........... 7%@ 8
E x. Lg. V a. Shelled

P e a n u ts  ......... 11%@12
P e c an  H a lv es  . . . .  @60
W aln u t H a lv es  . .  @38
F ilb e r t M ea ts  . . . .  @38
A lm onds .....................  @,
Jo rd o n  A lm onds . . .

lbs.

P e a n u ts  
F a n c y  H  P  S uns

R aw  .................  6 @ 6 %
R o as ted  ........... 7 @ 7%

H. P. Jum bo.
R aw  ............... 8%@ y
R oasted  ........... 9% @10

C R A C K ER S
N a tio n a l B iscu it C om pany 

B ra n d s

In -e r-S e a l T rad e  M ark 
P ack ag e  Goods

P e r  doz.
B aro n e t B isc u it ........... l  00
F la k e  W afe rs  ............... 1 00
C am eo B iscu it ............. 1 50
C heese S an d w ich  . . . .  l  00 
C hoco late  W afe rs  . . .  l  00
F ig  N ew to n  .................  j  00
F iv e  O’c lo c k  T e a  B e t 1 0o 
G inger S n ap s  N B C  . .  1 00 
G rah am  C ra ck e rs  . . . .  1 00
L em on S n ap s  ...........  50
M. M. D a in tie s  . . . . . .  1 00
O y s te re tte s  .................  50
P re tzeen o s  ...................  50
R oyal T o a s t .................  1 00
Social T e a  B iscu it . .  1 00
S a ltin e  B iscu it ...........  l  00
S a ra to g a  F la k e s  . . . .  l  60 
Soda C rack ers , N B C  .1 00 
Soda C ra ck e rs  P rem . 1 00
T okens ............................  1 00
U needa  B iscu it ...........  50
U needa  J in je r  W ay fe r  1 00
V anilla  W afe rs  ........... 1 00
W a te r  T h in  B isc u it . .1  00 
Zu Zu G in g er S n ap s  50 
Z w ieback  ........................ 1 00

O th e r P ack ag e  Goods 
B a rn u m ’s  A n im als  . .  50
Soda C rack e rs  N B C  2 60

Bulk Goods
C an s an d  boxes

A n im als  .........................  13
A tlan tic s . A sstd  ......... 16
A vena  F r u i t  C akes  . .  15 
B onnie D oon C ookies 12
B onnie  L ass ie s  ........... 14
Bo P eeps, S. o r  M. . .  11
B ouquet W afe rs  ..........  22
C an to  C akes  ...............  13
C am eo B isc u it ............. 25
C ecelia B iscu it ............. 18
C heese T Id B its  . . . .  20 
C hocolate  B a r  (c an s) 20 
C hocolate  P u ff C ake  20 
Choc. H oney  F in g e rs  20
C ircle C ookies ............... 15
C rack n e ls  .......................  25
C ocoanut T affy  B a r  . .  16
C ocoanut D r o p s ........... 16
C ocoanut M acaroons 25 
C ocoanut M olas, B a r  16 
C ocont H oney  F in g e rs  14 
C ocont H oney  J u m b le s  14 
Coffee C akes Iced  . . .  15
C ru m p e ts  .........................  15
C ry s ta l Ju m b le s  . . . .  14 
D in n er P a il M ixed . .  15 
E x tra  W ine  B isc u it . .  14
F am ily  C ookies ............  14
F a n d a n g o  F in g e rs  . .  16
F ig  C akes A ss td ...........15
F ig  N ew to n s ................. 16
F ires id e  P e a n u t Ju m b  13 
F lu ted  C ocoanut B a r  15
F ro sted  C r e a m s ...........12
F ro s te d  R a is in  Sqs. . .  14
F ru ite d  O vals ............... 12
F ru ite d  O vals, Iced  . .  13
F u ll M oon .......................  12
G inger D rops ................. 16
G inger G em s P la in  . .  12 
G inger G em s Iced  . .  13 
G rah am  C ra ck e rs  . . . .  11 
G inger S n ap s  F a m ily  12 
G inger S n ap s  R ound  10 
H ippodrom e B a r  . . . .  15 
H oney  F in g e rs  A ss t’ 16 
H oney  Ju m b les, A ss td  14 
H ouseho ld  Cooks. Iced  14 
H u m p ty  D um pty , S

o r  M................................  11
Im p e ria ls  ........................ 12
Ju b ilee  M ixed ................  15
K a ise r  Ju m b le s  Iced  15 
L ad y  F in g e rs  Sponge 30 
L eap  Y ear J u m b le s  . .  20 
L em on B iscu it S q u are  12
L em on C akes  ................. 12
L em on W a fe rs  ............. 20
L em o n a  ...........................  12
L o rn a  D oone ................. 20
M ace C akes ................... 12
M acaroon Ju m b le s  . .  25
M ary  A nn  .....................  10
M arshm allow  P e c a n s  22 
Mol. F r t .  Cookie, Iced  14 
N BC H oney  C akes  . .  15 
O a tm eal C rack e rs  . . . .  11
O range  G em s ................. 12
P en n y  A sso rted  ............  15
P icn ic  M ixed . . . . . . . .  16
P in eap p le  C akes . . . .  18
P r isc illa  C ake .............  10
R aisin  C ookies ............. 14
R aisin  G em s ................. 15
R oyal L unch  ................. 10
R everes  A ss td .................  20
R itten h o u se  B iscu it . .  18 
See Saw , S’, o r  M. . .  11
S n ap aro o n s .....................  16
Spiced Cookie .............  12
Spiced Jum bles, Iced  15
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S u g a r F in g e rs  ........... 13
S u g a r  C rim p ...............  12
V an illa  W afe rs  ........... 22

B u tte r
Boxes

N B C ,  S q u are  ........... 8
N B C ,  R ound  ........... 8

Soda
N B C  Soda C rack e rs  8
P rem iu m  Sodas ........... 9
S a ra to g a  F la k e s  ......... 15

O y ster
D andy, O y sters  ........... 8
N B C  O y ste rs  S q u are  8 
Shell ...............................  8%

S pec ia ltie s
A dora .............................  l  00
N abisco  (10 c en t tin s ) 1 00 
N abisco  (N o. 204 T in ) 1 75 
F e s tin o  (No. 202 T in) 1 50 
F e s tin o  (25c tin s )  . . .  2 50
L o rn a  D oone ............... l  00
A nola ...............................  l  00
M inerva  F r u i t  C ake 3 00 

A bove q u o ta tio n s  of N a 
tio n a l B iscu it Co., su b jec t 
to  ch an g e  w ith o u t notice. 

CREAM  TA R TA R
B arre ls  o r D ru m s ........... 50
S quare  C ans ................. 54
Boxes .................................  51
F ancy  C addies ............... 59

D R IE D  FR U IT S 
Apples

E v a p o r’ed Choice blk @8% 
E v a p o r’ed F a n c y  blk @9% 

A pricots
C alifo rn ia  ................. 13 @15

C itron
C orsican  .........................  17

C u rra n ts
Im ported , 1 lb. pkg. 15%
Im p o rted , bu lk  ........... 15%

P eaches
M uirs—Choice, 251b. . .  7% 
M uirs—F an cy , 251b. . .  8 
F an cy , P eeled , 251b. . .  12 

Peel
(jem on, A m erican  . . . .  13%
O range, A m e r ic a n ___ 13%

R aisin s
C luster. 20 c a r to n s  . .  2 25 
Loose M usca tels, 4 Cr. 8 
Loose M uscatels, 3 Cr. 7% 
L. M. Seeded, 1 lb. 8% @9 

C alifo rn ia  P ru n es  
90-100 25 lb. boxes . .@ 6 %  
80- 90 25 lb. boxes . ,@ 6% 
70- 80 25 lb. boxes . .@ 7 %  
60- 70 25 lb. boxes . .@ 8  
50- 60 25 lb. boxes . .@ 9 
40- 50 25 lb. boxes ..@ 10 

EV A PO R A TE D  M ILK 
Red B and B rand

B aby ...............................  2 40
T a ll .................................  3 50

5 case  lo ts, 5c less ; 10 
case lo ts, 10c less. 

FA R IN A C EO U S GOODS 
B eans

C alifo rn ia  L im as  ........  8
Med. H a n d  P ick ed  . .  7 50
B row n H olland  ...........

F a rin a
25 1 lb. pacK ages ____  1 60
B ulk, p e r  100 lb ................. 5 00

O rig inal H olland R usk 
P acked  12 ro lls to  c o n ta in e r 
3 co n ta in e rs  (40) ro lls  3 20 

H om iny
P earl, 100 lb. sack  . .  2 50 
M accaroni and V erm icelli 

D om estic, 10 lb. box . .  60
Im ported , 25 lb. box . 3 50 

P ea rl B arley
C h es te r ...........................  4 25
P o r ta g e  .......................  5 75

P eas
G reen  W isconsin  bu. 3 25
Split, lb .............................. 6%

Sago
E a s t In d ia  .....................  8%
G erm an , sack s  ...........  9
G erm an, b roken  pkg.

T  apioca
F lak e , 100 lb. sack s  . .  8% 
P ea rl, 100 lb. sack s  . .  8%
P ea rl, 36 p k g s...............  2 60
M inute , 10 oz., 3 doz. 3 60

FISH IN G  T A C K L E
% to  1 in ...........................  6
1% to  2 In . 7
1% to  2 in . 9
1% to  2 in . 11
2 in ......................................  15
3 in ......................................  20

C otton  L ines
No. 1, 10 fe e t ...............  5
No. 2, 15 fe e t ...............  7
No. 3, 15 fe e t  ............... 9
No. 4, 15 fee t .............. 10
No. 5, 15 f e e t .................11
No. 6, 15 fe e t .............. 12
No. 7, 15 fe e t .............  15
No. 8, 15 fe e t .............. 18
No. 9, 15 fe e t .............. 20

Linen L ines
Sm all .................................. 20
M edium  .............................  26
L a rg e  ................    34

Poles
B am boo, 14 f t. ,  p e r  doz. 55 
B am boo, 16 ft. ,  p e r  doz. 60 
B am boo, 18 f t. ,  p e r  doz. 80

____ 7
FLA VO RIN G  E X T R A C TS 

Jen n in g s  D C B rand  
P u re  V anilla

No- 1, % oz....................... 90
No. 2, 1 % oz................ l  25
No. 4, 2% oz................2 25
No. 3, 2% oz. T a p e r  2 00
2 oz. F la t  ....................... 2 00

T erpene less  
P u re  L em on

No. 1, % oz. P an e l . .  75
No. 2, 1% oz. P a n e l 1 13
No. 4, 2% oz. P an e l 2 00
No. 3. 2% oz. T a p e r  1 75
2 oz. F la t  .......................  1 75

FLUUK A ND F E E D  
G rand  R ap id s  G ra in  & 

M illing Co.
W in te r W h ea t

P u r i ty  P a te n t  .............  7 50
F an cy  S p ring  ............. 8 75
W izard  G rah am  . . . .  7 40 
W izard , G ran . M eal 5 uo 
W izard  B uckw ’t  cw t. 3 50
R ye .................................  6 50
Valley C ity  M illing  Co.

L ily  W h ite  ...................  8 25
L ig h t L o a f .....................  7 85
G raham  .........................  3 60
G ran en a  H e a lth  ___  3 70
G ran . M eal .................  2 70
B olted  M eal ............... 2 60

V oigt M illing Co. 
V o ig t’s  C rescen t . . . .  8 15
V oigt’s R oyal ........... 8 50
V oig t’s  F lo u ro ig t . . . .  8 15 
V oig t’s  H yg ien ic  G ra -
,  h am  ...........................  7 00
W atso n -H ig g in s  M illing Co.
N ew  P e rfec tio n  ........... 8 15
T ip  Top F lo u r ............. 7 75
G olden S h ea f F lo u r  . .  7 40 
K e rn ’s  Success F lo u r  9 00 
M arsh a ll B es t F lo u r  . .  8 50 
K e rn ’s  W isconsin  R ye 6 50 

vv urueii G rocer co .
Q uaker, p a p e r  .............  8 00
Q uaker, c lo th  ............... 8 10

K an sas  H ard  W h ea t 
Voigt M illing Co.

C alla  L ily  .....................  8 85
W oruen G rocer Co. 

A m erican  E ag le , % s 8 20 
A m erican  E ag le , % s 8 10 
A m erican  E ag le , % s 8 00 

sp rin g  w n e a t  
Roy B ak e r

M azeppa .........................  8 25
Golden H o rn  b ak ers  8 15
W isconsin  R ye  ........... 6 50
B ohem ian  R ye  ........... 7 00

JuUson u ro c e r  Co.
C ereso ta , % s ................. 9 70
C ereso ta , 14 s ...............  9 60
C ereso ta , %s ................. 9 50

V oigt M illing Co.
C olum bian  ...................  8 85

>V 01 lieu G rocer Co. 
VVingold, % s c lo th  . .  9 20 
W ingold, % s c lo th  . .  9 10 
VVingold, % s c lo th  . .  8 70 
W ingold, % s p a p er . .  8 90 
W ingold, % s p a p e r  . .  8 70 

Meal
B olted  ..................   4 80
G olden G ran u la ted  . .  5 00 

W h ea t
R ed .................................  1 39
W h ite  .............................  l  35

Gats
M ichigan ca r lo ts  ............. 50
L ess  th a n  ca r lo ts  ........... 52

Corn
C arlo ts  ...........................  96
L ess  th a n  c a r lo ts  . . . .  98

H ay
C arlo ts  .........................  14 00
L ess  th a n  ca rlo ts  . .  16 00 

Feeo
S tre e t C ar F eed  . . . .  37 00 
No. 1 C orn & O a t F d  37 00
C racked  C orn  ...........  37 00
C oarse  C orn  M eal . .  37 00 

FR U IT  JA R S 
M ason, p ts ., p e r  gro. 4 90 
M ason, q ts ., p e r gro. 5 25 
M ason, % gal. p e r gro. 7 60 
M ason, c an  tops, g ro . 2 25 

G E L A T IN E
Cox’s, 1 doz. la rg e  . .  1 46 
Cox’s, 1 doz. sm all . .  90
K nox 's S park ling , doz. 1 25 
K nox’s Spark ling , g r. 14 00 
K nox 's A otdu’d doz. . .  1 25 
M inute, 2 q ts ., doz. . .  1 25 
M inute, 2 q ts ., 3 doz. 3 75
N elson 's  .........................  1 50
O xford ...........................  76
P lym outh  Rock, P hos. 1 26 
P lym ou th  Rock. P la in  90 

GRAIN* BAGS 
B road  G auge, 12 oz. . .  18
C lim ax, 14 oz.......................23
S ta rk , A, 16 oz....................26

H E R B S
Sage ........  15
H ops ...................................... 15
L au re l L eav es  .................  15
S enna  L eav es  ...................  25

H ID E S AND P E L T S  
H ides

G reen, No. 1 .................16
G reen, No. 2 .............. 15
C ured , No. 1 .............. 18
Cured, No. 2 ..............  17
C alfsk in , g reen . No. 1 20 
C alfsk in , g reen , No. 2 18% 
C alfsk in , cu red . No. 1 22 
C alfsk in , cured , No. 2 20% 

P e lts
Old W ool ............. 60@1 25
L am b s  .....................  50@ 75
S h ea rlin g s  .............  50@ 75

8 9 10 11
Tallow

No. 1 .....................  @ 6
No. 2 .....................  @ 5

W ool
U nw ashed , m ed. @32 
U nw ashed , lne  . .  @27

H O RSE RADISH
P e r  doz..................................  90

ICE CREAM
P ip e r  Ice  C ream  Co. B ran d s
B ulk, V an illa  .................  70
Bulk. F an cy , a n y  flavor 75
B rick , P la in  ..................1 00
B rick , F a n c y  ................ 1 20

JE L L Y
51b. pails, p e r doz. . .  2 30 

151b. palls , p e r pa il . .  65
301b. pails , p e r  pail ..1  15 

JE L L Y  G LA SSES 
% p t. in  bbls., p e r  doz. 19 
% pt. in bbls., p e r  doz. 19 
8 oz. capped  in  bbls.,

p e r  doz.............................. 20
M A P L E IN E

2 oz. bo ttle s , p e r  doz. 3 00 
1 oz. b o ttle s , p e r  doz. 1 75
1 6oz. bo ttle s , p e r  dz. 18 00 
16 oz. b o ttle s , p e r dz. 18 00 
32 oz. bo ttle s , p e r  dz. 30 00

M INCE M EAT
P e r  case  .......................  2 85

M OLASSES 
N ew  O rleans

F an cy  Open K e ttle  . . .  45
Choice ...............................  38
Good .................................... 32
Stock .................................  27

H a lf b a rre ls  2c e x tra  
Red H en , No. 2% . . . . 2  15
Red H en , No. 5 ......... 2 00
Red H en , No. 10 ......... 1 95

M USTARD
% lb. 6 lb. box ...............  16

O LIV E S
Bulk, 1 gal. k eg s  1 10@1 20 
Bulk, 2 gal. kegs 1 05@1 lb 
Bulk, 5 gal. kegs 1 00@1 10
Stuffed, 5 oz.....................  90
Stuffed, 8 oz...................  1 25
Stuffed, 14 oz...............  2 25
P it te d  (n o t s tu ffed )

14 oz..............................  2 25
M anzan illa . 8 oz.............  90
L unch . 10 oz................... 1 35
L unch. 16 oz................... 2 25
Q ueen. M am m oth, 19

oz...................................... 4 23
Q ueen, M am m oth , 28

oz.................................. 5 75 ..
O live Chow, 2 doz. cs.

p e r  doz.......................... 2 25
P E A N U T  B U T T E R  
B el-C ar-M o B rand  

25 lb. fibre pa ils  . . . .  10 
14 lb. fibre p a ils  . . . .  10%
10 lb. tin  p a ils  ........... 11
23 oz. ja rs ,  1 doz. . .  2 30
2 lb. t in  pa ils . 1 doz. 3 00
7 oz. ja rs ,  2 doz. ___  1 80
11 oz. ja rs ,  2 doz.......... 1 35
PE T R O L E U M  PRO D U CTS

Iro n  B arre ls
P e rfec tio n  .......................  7.5
R ed  C row n G asoline  17. 
G as M achine  G asoline 28.9 
V  M & P  N a p h th a  . .  16.5 
C apito l C ylinder . . . .  33.4 
A tla n tic  R ed E n g in e  ..19.4
S u m m er B lack  ...............  8.2
P o la rin e  .........................  32.4

P IC K L E S
M edium

B arre ls , 1,200 c o u n t . .9  25 
H a lf bbls., 600 c o u n t 5 25
5 gallon  kegs  ............... 2 20

Sm all
B a rre ls  .......................  10 50
H alf b a rre ls  ................. 6 25
5 gallon  kegs  ............. 2 50

G herk ins
B arre ls  .........................  14 00
H alf b a rre ls  ............... 6 75
5 gallon  kegs  ............... 2 75

S w eet Sm all
B a rre ls  .......................  21 00
H a lf  b a rre ls  ..................11 50
5 gallon  k e g s ...............  4 20

P IP E S
Clay, No. 216, p e r  box 2 00 
C lay, T . D. full co u n t 80
Cob .................................  90

PL A YIN G  CARDS 
No. 90, S te a m b o a t . . . .  75 
No. 15, R iva l a sso rte d  1 25 
No. 20, R over, e n am ’d 1 50
No. 572, S p e c ia l ........... 1 75
No. 98 Golf, S a tin  fin. 2 00
No. 808, B icycle ...........2 00
No. 632 T o u rn ’t  w h is t 2 25 

PO TASH
B a b b itt’s, 2 doz........... 1 75

PRO V ISIO NS 
B arre led  Pork  

C lear B ack  . .  23 00 @24 00. 
S h o rt C u t C lr 20 00@21 00
B ean  ................. 21 00@22 00
B risk e t, C lear 24 00@25 00
P ig  .............................
C lear F am ily  ............. 26 00

D ry S a lt M eats
S P  B e l l i e s ___  14%@15

L ard
P u re  in  t ie rc e s  14 @14% 
Com pound L a rd  11%@12 
80 lb. tu b s  . . . .a d v a n c e  % 
60 lb. tu b s  . . . .a d v a n c e  % 
50 lb. tu b s  . . . .a d v a n c e  % 
20 lb. p a ils  . . .a d v a n c e  % 
10 lb. p a ils  . . .a d v a n c e  %  
5 lb. p a ils  . . .a d v a n c e  1 
3 lb. p a ils  . . .a d v a n c e  1

Sm oked M eats 
H am s, 14-16 lb. 18%@19 
H am s, 16-18 lb. 18 @18% 
H am s, 18-20 lb. 17 @18 
H am , d ried  beef

se ts  ..................... 29 @30
C alifo rn ia  H am s 14 @14% 
P icn ic  Boiled

H am s ............. 19%@20
Boiled H am s . .  29%@30 
M inced H am  . .  13 @13% 
B acon ...................  19 @24

S ausages
B ologna ...............  10%@11
L iv e r  ...................  9%@10
F ra n k fo r t  ............  12 @12%
P o rk  .....................  11 @12
V eal ................................ . 1 1
T ongue  .............................  11
H eadcheese  ...................  10

B eef
B oneless ......... 20 00@20 50
R um p, new  . .  24 50@25 00 

P ig 's  F ee t
% bb ls ................................ 1 05
% bbls., 40 lbs...............2 10
% bb ls...............................  4 25
1 b b l...................................  8 50

T rip e
K its , 15 lb s .......................  90
% bbls., 40 lb s ...............1 60
% bbls., 80 lb s ...............3 00

C asings
H ogs, p e r lb ....................  35
Beef, rounds, s e t  . .  19@20 
Beef, m iddles, s e t  . .  60@70
Sheep .................  l  15@1 35

U ncolored B u tte rln e
Solid D a iry  ___  13%@17%
C oun try  Rolls . . 1 5  @21

C anned  M eats 
C orned B eef, 2 lb. . .  4 50 
C orned Beef, 1 lb. . .  2 40
R o as t Beef, 2 lb ........  4 50
R o as t B eef, 1 lb ...........2 50
P o tted  M eat, H am

F lavor, % s .................  48
P o tted  M eat, H am

F lavo r, % s .................  90
D eviled M eat, H am

F lavor, % s .................  48
D eviled M eat, H am

F lavo r, % s ...............  90
P o tted  T ongue, % s . .  48
P o tted  T ongue, % s . .  90

RICE
F a n c y  .....................  7 @7%
J a p a n  S t y l e ........... 5 @;5%
B roken  ................... 3%@4

R O LLED  OATS 
Rolled A venna. bb ls. 6 20 
S teel Cut. 100 lb. sks. 3 15
M onarch , bb ls...............  5 95
M onarch . 90 lb. sks. 2 85 
Q uaker, 18 R eg u lar . .  1 45 
Q uaker, 20 F a m ily  . .  4 60 

SALAD D R ES8IN G  
Colum bia, % p in t . . . .  2 25
Colum bia. 1 p in t ......... 4 00
D u rk ee ’s, la rge , 1 doz. 4 20 
D u rk ee ’s, sm all, 2 doz. 5 00 
S n id e r’s, la rge . 1 doz. 2 35 
S n id e r’s, sm all. 2 doz. 1 35

SA L E R A T U S 
P ack ed  60 lbs. in  box. 

A rm  and  H a m m e r . .  3 00 
W yandotte, 100 % s . .  3 00 

SAL SODA
G ranu la ted , bb ls ........... 1 75
G ran u la ted , 100 lbs. cs. 1 85 
G ranu la ted , 36 pkgs. . .  1 75 

SA L T
Com m on G rades

100 3 lb. sack s  . 2 60
70 4 lb. sack s  .......  2 50
60 5 lb. sack s  .......  2 50
28 10 lb. sack s  ........  2 35
56 lb. sack s  ...............  40
28 lb. sack s  .............  20

W arsaw
56 lb. sack s  ...................  26
28 lb. d a iry  in  d rill bags  20 

Solar Rock
56 lb. sack s  .....................  27

Com m on
G ranu la ted , F in e  . . . .  1 15 
M edium , F in e  .............  1 25

SA L T FISH  
Cod

T arge , w hole ........... @ 9
Sm all, w hole ..........  @ 8%
S trip s  o r b rick s  . .  9@ 13
Pollock .....................  @ 5%

Sm oked Salm on
S tr ip s  ...............................

H alibu t
S tr ip s  ...............................
C hunks ...........................

H olland H erring
S tan d a rd , bb ls ............ 18 50
Y. M. w h. hoop % bbls.
S tan d a rd , kegs  ........... 1 05
Y. M. w h. hoop M ilchers 

kegs ...........................
H erring

Med. F a t  Split, 200 lbs 8 00 
T .aborador S p lit 200 lb  10 00 
N orw ay  4 K , 200 lbs. 16 50 
Special, 8 lb. p a ils  . .  70

T ro u t
No. 1, 100 lb s .....................7 50
No. 1, 40 lb s ..................  2 25
No. 1, 10 lb s ....................... 90
No. 1, 2 lbs. ...................  76

M ackerel
M ess, 100 lb s ............... 16 60
M ess, 40 lb s ................... 7 00
M ess, 10 lb s ................... 1 85
M ess, 8 lb s ..................... 1 56
No. i .  100 lbs............... 15 50
No. 1, 40 lb s ................... 6 70
No. 1, 10 lbs................... 1 76

L ake  H erring
100 lb s ............................... 4 00
40 lbs............................... 2 35
10 lbs............................... . 58
8 lb s ............................... . 54

SE E D S
A nise  ............................. 18
C anary , S m y rn a  . . . . 6
C araw ay  ....................... 28
C ardom on, M alab a r 1 20 ,
C elery  .■...........................  45
H em p, R u ss ian  ............. 7
M ixed B ird  ...................  9
M usta rd , w h ite  ........... 22
Poppy .............................  36
R ape  ...............................  10

SH O E BLACKING 
H an d y  Box, la rg e  3 dz. 3 50 
H an d y  Box. sm all . .  1 25 
B ixby ’s R oyal P o lish  85 
M iller’s C row n P o lish  85 

S N U F F
Scotch, in  b lad d ers  . . .  37 
M accaboy, in ja r s  . . . .  35 
F ren c h  R apple  in  ja r s  . .  43

SODA
B oxes ...............................  5%
K egs, E n g lish  ................  4%

SP IC E S 
W hole Spices 

A llspice, J am a ic a  ..9@ 10 
Allspice, lg. G arden  @11 
Cloves, Z an z ib a r . .  @24 
C assia , C an to n  . .  14@15 
C assia , 5c pkg. doz. @35 
G inger A frican  . . .  @ 9% 
G inger. Cochin . . . .  @14%
M ace, P e n a n g  ........  @90
M ixed, No. 1 ........... @17
M ixed. No. 2 ........... @16
M ixed, 5c nkgs. dz. @45 
N u tm egs, 70-80 . . . .  @35 
N u tm eg s. 105-110 . .  @30
P epper, B lack  ........  @20
P epper, W h ite  . . . .  @28 
P epper. C ayenne . .  @22 
P a p rik a , H u n g a ria n  

P u re  G round In Bulk 
A llspice. J am a ic a  . .  @12 
Cloves, Z azn ib a r . .  @28 
C assia, C an ton  . . . .  @26 
G inger. A frican  . . . .  @18
M ace. P e n a n g  ......... @1 00
N u tm eg s  ................... @30
P epper. B lack ........  @24
P epper. W h ite  ........  @32
P epner. C ayenne  . .  @25 
P a p rik a , H u n g a ria n  @45

STARCH
Corn

K ingsford . 40 lb s ...........7%
M uzzy, 48 lib . pkgs. 6 

K ingsford
S ilver Gloss, 40 lib . . .  7% 

Gloss
A rgo, 24 5c p k g s .......... 90
S ilv er Gloss, 16 31bs. . .  6% 
S ilver Gloss, 12 Gibs. . .8 Vi 

Muzzy
48 lib . p ack ag es  ........... 6
16 31b. p ack ag es  ........... 5%
12 61b. p ack ag es  .........  7%
501b. boxes .....................  3%

SY RU PS
Corn

B arre ls  ...............................  30
H alf b a rre ls  ................... 32
B lue K aro , No. 1%,

2 doz.............................. 1 80
B lue K aro , No. 2, 2 dz. 2 lt>

doz........................................  2 40
B lue K aro , No. 2%, 2 
B lue K aro , No. 5, 1 dz. 2 40 
Blue K aro , No. 10. %

doz........................................  2 30
R ed K aro , No. 1%, 4

doz......................................... 4 10
Red K aro , No. 2. 2 dz. 2 40 
R ed  K aro , No. 2% 2dz. 2 99 
Red K aro , No. 5. 1 dz. 2 80 
Red K aro , No. 10 %

doz......................................... 2 70
P u re  Cane

F a ir  ...................................  16
Good .................................  20
Choice .............................  25

F o lger’s G rape P unch  
Q u arts , doz. case  . . .  6 00 

T A B L E  SAUCES
H alford , l a r g e ....................... 3 75
H alfo rd , sm all ............. 2 26

TEA
U ncolored Jap a n

M edium  .......................  20@25
Choice ........................... 28@33
F an cy  .........................  36@45
B ask e t-fired  M ed’m 28@30 
B ask e t-fired  Choice 35@37 
B ask e t-fired  F an cy  38@45
No. 1 N ibs ................. 30@32
S iftings , bu lk  ........... 9@10
Siftings, 1 lb. pkgs. 12@14

G unpow der
M oyune, M edium  . .  28@33 
M oyune, Choice . .  35@40 
M oyune, F a n c y  . . . .  50@60 
P in g  Suey, M edium  25@30 
P in g  Suey, Choice 35@40 

' P in g  Suey, F an cy  . .  45@50 
Young H yson

Choice .........................  28@30
F a n c y  .........................  45@56

Oolong
F o rm o sa , M edium  . .  25@28 
F o rm o sa , Choice . .  32@35 
F orm osa , F a n c y  . .  50@60 

E ng lish  B reak fas t 
Congou, M edium  . .  25@30
Congou, Choice ___  30@35
Congou, F a n c y  . . . .  40®60 
Congou, E x . F a n c y  60@80 

Ceylon
P ekoe, M edium  . . . .  28@30 
D r. Pekoe, Choice . .  30@35 
F low ery  O. P . F an cy  40@50

TOBACCO 
F ine  C ut

B lo t ...............................  1 45
Bugle, 16 oz...................  3 84
Bugle, 10c ...................  11 00
Dan. P a tc h , 8 an d  16 oz. 33
D an P a tc h , 4 oz.......... 11 52
D an P a tc h , 2 oz...........5 76
F a s t  M ail, 16 oz...........7 80
H ia w ath a , 16 oz..............  60
H ia w ath a , 5c ............... 5 40
M ay F low er, 16 oz. . .  9 36
No L im it, 8 oz..................1 86
N o L im it, 16 oz...........3 72
O jibw a, 8 an d  16 oz . 40
O jibw a, 10c ............... 11 10
O jibw a, 8 and  16 oz. . .  42 
P e to sk ey  Chief. 7 oz. 2 00 
P e to sk ey  Chief, 14 oz. 4 00 
P each  and  H oney, 5c 5 76
R ed Bell, 16 oz................. 3 84
Red Bell, 8 foil ........... 1 92
S terling , L  & D. 5c . .  5 76 
Sw eet Cuba, c a n is te r  9 16
Sw eet Cuba, 5c . . . .  5 76
S w eet Cuba, 10c __  95
Sw eet C uba, 1 lb. tin  4 50
Sw eet Cuba, % lb. foil 2 25 
Sw eet B urley , 5c L& D  5 76 
Sw eet B urley , 8 oz. . .  2 45 
Sw eet B urley , 16 oz. 4 90 
Sw eet M ist, % gro . . .  5 76 
Sw eet M ist. 8 oz. . .  11 10
T eleg ram , 5c ............. 5 76
T iger, 5c .......................  6 00
T iger, 25c can s  ........... 2 40
U ncle D aniel, 1 lb. . .  60
U ncle D aniel, 1 oz. . .  5 23

Plug
Am. N avy, 16 oz. . . . .  32
Apple. 10 lb. b u t t  ___  37
D rum m ond N a t. L eaf, 2

and  5 lb ...........................  60
D rum m ond N a t. L eaf,

p e r doz.............................. 96
B a ttle  Ax .......................  32
B race r, 6 and  12 lb. . .  30 
B ig  F our. 6 and  16 lb. 32
Boot Jack , 2 lb ................. 90
Boot Jack , p e r  doz. . .  96
Bullion. 16 oz...................  46
C lim ax Golden T w ins 49
C lim ax, 14% oz.................  44
C lim ax, 7 oz.......................  47
C lim ax. 5c tin s  ..........  6 00
D ay’s W ork. 7 &  14 lb. 38 
C rem e de M enthe. lb. 65 
D erby. 5 lb. boxes . . . .  28
5 B ros., 4 lb .......................  66
F o u r R oses, 1 0 c ............... 90
G ilt E dges, 2 lb ...............  50
Gold Rope, 6 and  12 lb. 58 
Gold Rope, 4 and  8 lb. 58 
G. O. P ., 12 and  24 lb. 40 
G ran g e r T w ist, 6 lb. . .  46 
G. T. W .. 10 and  21 lb. 36 
H o rse  Shoe. 6 an d  12 lb. 43 
H oney  D ip T w ist, 5

an d  10 lb .......................... 45
Jo lly  T a r, 5 an d  8 lb. 40 
J . T „  5% and  11 lb. . .  40
K en tu ck y  N avy, 12 lb. 32 
K ey sto n e  T w ist, 6 lb. 45
K ism et. 6 lb .......................  48
M aple Dip, 16 oz.............32
M erry  W idow . 12 lb. . .  32 
N obby Spun  Roll 6 & 3 58
P a rro t .  12 lb ...................... 32
P a t te r s o n ’s N a t. T.eaf 98 
P eachey . 6, 12 &  24 lb. 43 
P icn ic  T w ist, 5 lb. . . .  45
P ip e r  H eidsieck , 4 & 7 lb 69 
P ip e r  H eidsieck , p e r  dz. 96 
Polo, 3 doz., p e r  doz. 48
R ed  C ross .......................  30
Scrapple . 2 an d  4 doz. 48 
S h e rry  C obbler, 8 oz. 33 
S p e a r H ead , 12 oz. . . .  44 
S p ea r H ead , 14% oz. . .  44
S p ear H ead , 7 oz ........... 47
Sq. D eal, 7, 14 & 28 lb. 30 
S ta r , 6, 12 an d  24 lb. . .  43 
S ta n d a rd  N avy , 7%, 15

and  30 lb .........................  34
T en  P en n y , 6 an d  12 lb. 35
Tow n T alk , 14 oz...........32
Y ankee  G irl, 12 & 24 lb. 32

S crap
All R ed, 5c ...................  5 76
Am. U nion S c rap  . . . .  5 40
B ag  P ipe , 5c ............... 5 88
C utlas, 2% oz................... 26
Globe Scrap , 2 oz..........  30
H ap p y  T hough t, 2 oz. 30 
H oney Com b S crap , 5c 5 76 
H o n est Scrap , 5c . . . .  1 55 
M ail Pouch, 4 doz. 5c 2 00
Old Songs, 5c ............. 5 76
Old T im es, % gro. . .  5 50 
P o la r  B ear, 5c, % gro . 5 76 
R ed  B and, 5c, % gro . 6 00 
R ed M an Scrap , 5c . .  1 42
Scrapple , 5c p k g s ........... 48
Sure  Shot, 5c, % gro. 5 76 
Y ankee  G irl S c rap  2oz 5 76 
P a n  H and le  S crp  % gr 6 00 
P each ey  Scrap , 5c . ..  5 76
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Sm oking
All L eaf, 2% & 7 oz. 30
BB, 3% oz........................  6 00
BB, 7 oz .............................12 00
BB, 14 oz...........................24 00
B adger, 3 oz..................... 5 04
B adger, 7 oz. ..............11 52
B an n er, 5c ..................  5 76
B anner, 20c ................  1 60
B an n er, 40c ................  3 20
Belwood, M ix tu re , 10c }4
B ig  Chief, 2*4 oz..............6 00
B ig  Chief, 16 oz........... 30
B ull D u rh am , 5c . . . .  6 00 
B ull D urham , 10c . . . .1 1  52 
B ull D u rh am , 15c . . . .  1 45 
B ull D u rh am , 8 oz. . .  3 65 
Bull D urham , 16 oz. . .  6 80
B uck  H orn , 5c ..............5 76
B uck H orn , 10c ......... 11 52
B ria r  P ipe , 5c ............. 5 76
B ria r  P ipe, 10c ........... 11 52
B lack  Sw an, 5c ............. 5 76
B lack  Sw an, 14 oz. . .  3 50
Bob W h ite . 5c ........... 6 00
C arn iva l, 5c ................. 5 70
C arn iva l, %  oz...............  39
C arn ival. 16 oz...............  40
C igar C lip 'g  Jo h n so n  30
C igar C lip’g  S eym our 30 
Id en tity . 3 an d  16 oz. 30 
D arby  C igar C u ttin g s  4 50 
C o n tin en ta l Cubes, 10c 90
C orn  C ake, 14 oz..............2 55
C orn C ake, 7 oz.............. 1 45
Corn C ake, 5c ............. 5 76
C ream , 50c p a ils  . . . .  4 70
C uban  S ta r, 5c foil . .  5 76 
C uban S ta r, 16 oz. p is 5 72
C hips, 10c ...................  10 30
Dills B est, 1% oz.........  79
D ills B est, 314 oz.........  77
D ills B est, 16 oz.........  73
D ixie K id, 5c .............. 48
D uke’s M ix ture , 5c . .  5 76 
D uke’s M ix ture , 10c . .11 52 
D uke’s Cam eo, 5c . . . .  5 76
D rum , 5c .......................  5 76
F. F . A., 4 oz................ 3 04
F. F . A.. 7 oz .................11 52
F ash io n , 5c ................... 6 00
F ash io n , 16 oz...................5 28
F iv e  B ros., 5c ........... 5 76
F iv e  B ros., 10c ........... 10 53
F iv e  cen t c u t P lu g  . .  29
F  O B 10c ...................11 52
F o u r R oses. 10c ........... i‘6
Fu ll D ress. 1 Vz oz. ■ • • 72
C lad H an d , 5c ............... 48
Gold B lock. 10c ...........12 <>0
Gold S ta r , 50c p a il . .  4 60 
G ail A  A x N avy, 5c 5 76
G row ler, 5c .................. 42
G row ler, 10c .................  94
G row ler. 20c ................. 1 n5
G ian t, 5c .......................  5 76
G ian t. 40c .....................  .1 72
H an d  M ade. 2% oz. . .  50
H aze l N u t. 5c ........... 6 00
H oney  Dew. 10c . . . .  12 00
H u n tin g . 5c ...................  38
T X  L, 5c .......................  5 10
I  X  L . in p a ils  ........... 3 90
K iln  D ried , 25c ........... 2 45
K in g  B ird . 7 oz .................2 16
K in g  B ird , 10c ........... 11 52
K in g  B ird , 5c .............  5 76
T a  T u rk a , 5c ...............  5 76
L itt le  G ian t. 1 lb ........... 28
L u ck y  S trik e . 10c . . . .  96
L e Redo, 3 oz...............10 80
L e  Redo, 8 & 16 oz. . .  40
M y rtle  N avy , 10c . . . .1 1  52
M yrtle  N avy. 5c ........... 5 76
M ary land  Club, 5c . . . .  50
M ayflow er, 5c ..................6 00
M ayflow er, 10c ............. 1 00
M ayflow er, 20c ........... 1 92
N ig g e r H a ir, 5c ........... 6 00
N ig g er H a ir. 10c . . . .1 0  70 
N ig g er H ead , 5c . . . .  5 40 
N ig g e r H ead , 10c . . . .1 0  56
N oon H our, 5c ........... 48
Old Colonv. 1-12 gro. 11 52
Old Mill, 5c ................. 5 76
Old E n g lish  C rve 1% oz. 96
Old Crop. 5c ...............  6 00
Old Crop, 25c ............... 2 52
P . S., 8 oz. 30 lb. case  19 
P . S . 3 oz., p e r  gro . 5 70
P a t  H and . 1 oz ...............  63
P a tte r s o n  Seal. 1% oz. 48 
P a tte rs o n  Seal, 3 oz. . .  96 
P a tte r s o n  Seal, 16 oz. 5 00
P ee rle ss , 5c ................. 5 76
P ee rle ss . 10c c lo th  ..11 52 
P ee rle ss , 10c p a p e r  ..1 0  80
P eerle ss , 20c ................. 2 04
P ee rle ss , 40c ............... 4 08
P laza , 2 gro. case  . . . .  5 76
P low  Boy, 5c ............... 5 76
P low  Boy, 10c ........... 11 40
Plow  Bov, 14 oz ...........4 70
P edro , 10c ......................11 93
P rid e  o f V irg in ia, 1% . .  77
P ilo t. 7 oz. doz................. 1 05
Q ueen Q uality , 5c . . . .  48
Rob Roy, 10c g ro ss  ..10  52
Rob Roy, 25c doz.......... 2 10
Rob Roy, 50c doz.......... 4 10
S. & M., 5c g ro ss  . . . .  5 76

Rob Roy, 5c fo il . . . .  5 76 
S. & M., 14 oz. doz. . .  3 20 
S old ier Boy, 5c g ro ss  5 76
Soldier Boy, 10c .........10 50
S tag , 5c .........................  5 76
S tag , 10c ........................11 52
S tag , 8 oz. g la ss  . . . .  4 50
S tag , 90c g la ss  ............. 8 40
S oldier Boy, 1 lb ...........4 75
S w eet C aporal, 1 oz. 60
S w eet L o tus, 5c ........... 5 76
S w eet L o tu s, 10c . . . .1 1  52 
S w eet L o tus, p e r  doz. 4 60 
Sw eet R ose, 2% oz. . .  30 
Sw eet T ip  Top, 5c . . .  50
S w eet T ip  Top, 10c . .  1 00 
Sw eet T ips, % gro . . .1 0  80
Sim C ured , 10c ........... 98
S um m er Tim e, 5c . . . .  5 76 
S u m m er Tim e, 7 oz. 1 65 
S um m er T im e. 14 oz. 3 50 
S tan d a rd , 5c foil . . . .  5 76 
S tan d a rd . 10c , p a p e r  8 64 
Seal N . C. 1% c u t p lug  70 
Seal N. C. 1% G ran . . .  63
T h ree  F e a th e rs , 1 oz. 48 
T h ree  F e a th e rs , 10c 11 52
T h ree  F e a th e rs , an d  

P ip e  co m bina tion  . .  2 25 
T om  & J e r ry , 14 oz. 3 60 
Tom  & J e r ry , 7 oz. . .  1 80 
Tom  & Je rry , 3 oz. . .  76
T u rk ish , P a tro l. 2-9 5 76
T uxedo, 1 oz. b ag s  . .  48 
Tuxedo, 2 oz. t in s  . . . .  96
T uxedo, 20c .................  1 90
T uxedo, 80c tin s  . . . .  7 45 
TTnion L eader, 5c coil 5 76 
U nion L ead er, 10c

pouch .......................  11 52
U nion L eader, re ad y

c u t .............................  11 52
U nion L e a d e r  50c box 5 10
W a r  P a th , 5c ............. 6 00
W a r P a th , 20c ........... 1 60
W av e  L ine, 3 o z .’ ........... 40
W av e  L ine, 16 oz........... 40
W ay  Up, 2%  oz. . . . .  5 75 
W ay  Up, 16 oz. p a ils  32
W ild  F ru it ,  5c ............. 6 00
W ild F ru it ,  10c ......... 12 00
T urn  Yum , 5c ..................5 76
Yum  Yum , 10c ........... 11 52
Y um  Yum , 1 lb. doz. 4 80

CIGARS
B a r re t t  C ig a r Co.

L a  Q ualitencia , L ondres 68 
L aQ u a liten c ia , P a n e te lla  60 
L a  Q u alitencia , C oncha 58
B. & S., H a v a n a  ..........33
B. & S., B ro ad lea f .........33

Johnson  C igar Co.’s  B rand  
D u tch  M as te rs  C lub 70 00
D utch  M asters , Inv . 70 00
D utch  M asters , P an . 70 00
D utch  M as te r G rande  68 00
L ittle  D u tch  M as te rs

(300 lo ts) ...............  10 0«
Gee J a y  (300 lo ts) . .1 0  00
Cl P o r ta n a  ....................33 00
9. C. W ..............................3 i »0
W orden G rocer Co. B ra  nut*

Cane*Han Chip  
L ondres, 57Ts, w ood . . . .  35
L ondres, 25s t in s  ........... 35
L ondres, 200 lo ts  ........... 10

T W IN E

C otton, 3 ply  ...................  27
C otton , 4 p ly  ...................  27
J u te ,  2 p ly  .......................  17
H em p, 6 p ly  ....................   1«
F lax , m edium  ...............  28
W ool 1 lb . b a l e s ........ 10%

VINEGAR
W h ite  W ine, 40 g ra in  8% 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine, 100 g ra in  13

O akland  V in eg ar A  P ick le
Co.’s  B ran d s

H igh land  ap p le  c id e r 20 
O akland app le  c id e r . .  16
S ta te  Sea l s u g a r  .........14
O akland  w h ite  p lcklg  10 

P ac k ag e s  free .

WICKING
No. 0, p e r g r o s s ...........SB
No. 1, p e r  g ro ss  . . . .  46
No. 2, p e r  g ro ss  . . . .  66
No. 3, p e r  g ro ss  . . . .  80

WOODEN W ARE  
B askets

B ushels .........................  1 00
B ushels, w ide band  . .  1 16
M ark e t .........................  40
Splint, la rg e  ...............  4 00
Splin t, m edium  ...........  8 SO
Splin t, sm a ll ...............  8 00
W illow , C lothes, la rg e  8 00 
W illow . C lo thes, sm a ll 6 86 
W illow , C lothes, m e’m  T 86

14
B utter P lates

O vals
% lb ., 350 In c ra te  . . . .  35 
% Tb., 250 in  c ra te  . . . .  35
1 lb ., 250 In c r a t e ......... 40
2 lb., 250 In c r a t e ......... 50
3 lb ., 250 in c ra te  .........  70
5 lb ., 250 in  c r a t e .........90

W ire  E nd
1 tb ., 250 in c r a t e .........36
2 tb., 250 in  c ra te  .........  45
3 Tb., 260 in c ra te  ......... F6
5 lb., 20 in  c r a t e ......... 65

Churns
B arre l, 5 ga l., each  . .  2 40
B arre l, 10 gal., each  . .2  65

Clothes Pins 
Round Head

4% Inch, 5 g ro ss  ...........  65
C arto n s, No. 24, 24s, bxs. 70

Egg C ra te s  and  F illers  
H u m p ty  D um pty , 12 dz. 20
No. 1 com plete  .............  40
N o. 2 . c o m p le te  ..........   ¿8
C ase No. 2, fillers, 15

s e ts  .............................  i  35
C ase, m edium , 12 s e ts  1 15

F au ce ts
Cork lined, 3 in .................. 70
C ork lined, 9 In ...........  80
Qnrk lined . 10 in ...................90

Mop S ticks
T ro ja n  s p rin g  ............. l  10
E clip se  p a te n t sp rin g  1 05
No. 1 com m on ...........  l  05
No. 2, p a t. b ru sh  hold 1 10
Idea l No. 7 .................  l  10
121b. co tton  m op h ead s  1 50

Palls
10 q t. G alvan ized  . . . .  2 50 
12 q t. G alvanized  . . . .  2 75 
14 q t. G alvan ized  . . . .  3 00 
F ib re  ...............................  3 00

Toothpicks
B irch , 100 p ack ag es  . .  2 00 
Ideal ...............................  35

Traps
M ouse, wood, 2 holes . .  
M ouse, wood, 4 holes . .  
10 q t. G alvanized  . . . .  j
12 qt. G alvanized  . . . .  1
14 q t. G alvanized  . . . .  1
Mouse, wood, 6 holes . .
Mouse, tin , 5 holes ___
R at, wood .......................
R at, sp rin g  .....................

Tubs
No. 1 F ib re  .................16
No. 2 F ib re  ................ 16
No. 3 F ib re  ................13
I .a rg e  G alvan ized  . . .  9
M edium  G alvanized  . .  8 
Sm all G alvan ized  . . . .  7 

W ashboards
B an n er, Globe ...........  3
B rass , S ingle ............. 5
G lass, S ingle .............. 3
Double P e e rle ss  .........  6
S ingle P ee rle ss  . . . .  4
N o rth e rn  Q u e e n ...........6
Good E nough  .............  4
U n iv e rsa l .....................  4

W indow Cleaners
12 In ..................................  l
14 In..................................  1
16 In ..................................  2

Wood Bowls
13 in . B u tte r  ................. 1
15 in. B u tte r  ................. 3
17 in . B u tte r  ................. 6
19 in . B u tte r  ................. 10

22
45
ba
70
90
70
65
80
75

50
00
500000
00

65
50
60
50
60
26
65
75

66
85
SO

75 
15
76 
60

W RAPPING PAPER
F ib re  M anila, w h ite  . .  6 
Fib re , M anila, colored
No. 1 M a n i l a ...................  6
B u tc h e rs ' M an ila  . . . .  6 
K ra f t  ................................ 9
w a x  B u tle r, sh o r t c  n t  lu 
W ax B u tte r, full c ’n t  lf> 
P a rc h m ’t  B u tte r , ro lls  15

YEAST CAKE
M agic, 3 doz..................1 16
S un ligh t, 3 doz...............1 00
S un ligh t, 1% doz. . . . .  60
Y east F oam , 3 doz. ..1  15
Y east Foam , 1% doz. 86

C H A R C O A L
C ar  lots o r  local sh ip ments ,  
bu lk  o r  sacked  in pape r  or 
jute. P o u l t ry  and s to ck  
charcoal.

DEWEY -  SMITH CO., Jackson .M ch .
Successor to M  O D E W E Y  CO

TELFER’S K . COFFEE

DETROIT

USH
Jarno , 1 tt>. t in  .......... 81
E den , 1 lb . t in  .............. 87
B elle Is le , 1 tb . pkg. 27 
B ism arck , 1 lb . p ag . 24
V era, 1 tb . p k g ........... 88
K oran , 1 tb . pk g ...........82
T e lfe r’s  Q u a lity  25 . . 1 9
M osan .............................. 18
Q uality , 20 ...................  16
W .  J .  G. T e a  ...............  37
C h erry  B lossom  T e a  87 
T e lfe r’s  Ceylon . . .  40

A X LE GREASE

Roasted
D w in n e ll-W rig h t B rands

C lim ax, 100 oval cak es  3 25 
Gloss, 100 cakes , 5c sz 3 60 
B ig  M aste r, 100 b locks 4 00 
N a p h th a . 10ft cak<?s . .  ; 
O ak L eaf, 100 c ak es  3 60 
Q ueen A nne, 100 c ak es  3 60 
Q ueen W hile  I0u eks. 3 9" 
R ailroad , 120 c ak es  . .2  50 
S a ra to g a , 120 c ak e s  . .  2 50 
W h ite  F leece, 50 cks. 2 50 
W h ite  F leece, 100 cks. 3 25 
W h ite  F leece, 200 cks. 2 50

P ro c to r  &  G am ble Co.
L enox  ............................ 8 20
Ivory , 6 oz.......................  4 00
Ivory , 10 oz.....................  6 75
S ta r  .................................. 3 36

S w ift A  C om pany
S w ift’s P r id e  .............  2 85
W hite  L a u n d ry  ...........  3 50
W ool, 6 oz. b a rs  ......... 3 85
Wool, 10 oz. b a rs  . . .  6 50

1 lb. boxes, p e r  g ro ss  3 70
3 lb . boxes, p e r  g ro ss  88 10

BAKING POW DER  
R . C.

Doz.
10c, 4 doz. In c ase  . . .  86
16c, 4 doz. In case  . .  1 26 
25c, 4 doz. in  case  , .  2.00 
50c, 2 doz. p la in  to p  . .4  00 
80c, 1 doz. p la in  to p  6 50 
10 lb . % dz., p in  to p  13 00 

All case s  sold F . O. B. 
jobb ing  po in t.

Special D eal No. 1.
12 doz. 10c, 12 doz. 16c,

12 doz., 25c ............... 49 20
B arre l D eal No. 2 

i  doz. e ac h  10, 15 an d
25c ................................ 32 80
W ith  4 dozen 10c free  

% B a rre l D eal No. 3.
6 doz. each , 10, 16 an d

25c ...............................  24 60
W ith  3 dozen 10c free . 
H a lf-B a rre l D eal No. 3

4 doz. each , 10, 15 an d
26c ................................ 16 40
W ith  2 doz. 10c free . 
All b a rre ls  sold F . O. B.

C hicago.

Royal

l t c  s l i s  . .  90 
%Ib c an s  1 85 
6 o s  c an s  1 99 
% lb c an s  2 66 
% lb can s  3 76 
l ib  c an s  4 14 
l ib  c a n s  13 99 
61b can s  31 69

W h ite  H ouse, 1 lb .................
W h ite  H ouse, 2 lb .................
E xcelsio r, B lend, 1 lb...........
E xcelsio r, B lend, 2 l b ........
T ip  T op B lend, 1 lb .............
R oyal B lend ...........................
R oyal H igh  G rade  .............
S u p erio r B lend ...................
B oston  C om bination  .........

D is trib u ted  by Ju d so n  
G rocer Co., G rand  R ap ids; 
Lee & Cady, D e tro it; Lee 
& Cady, K alam azoo ; Lee 
& C ady, S ag inaw ; R ay  
C ity  G rocer C om pany, B ay  
C ity ; B row n, D avis  A  
W arn er, J ac k so n ; G ods- 
m ark , D uran d  & Co., B a t
tle  C reek ; F ie lb acu  Co.. 
Toledo.

T rad e sm a n  C om pany 
B lack H aw k , one box 2 50 
B lack  H aw k , five b x s  2 40 
B lack H aw k , te n  bxs  2 25

Scouring
Sapolio, g ro ss  lo ts  . .  9 50 
Sapolio, h a lf  gro . lo ts  4 86 
Sapolio, s ing le  boxes 2 40
Sapolio, h an d  ............  2 40
S courine, 50 cak es  . .  1 80 
S courine, 100 cak es  . .  3 50 
Q ueen A nne  S co u re r 1 80

Soap Compounds 
Jo h n so n ’s F ine , 48 2 3 25
Jo h n so n ’s X X X  100 5c  4 00
R ub-N o-M ore  .............  3 85
Nine O’c lo ck  ...............  3 50

SALT

HoRtON'S]
r"EE RUNNING )

Sa l t

M orton ’s  S a lt
P e r  case , 24 2 lbs.......... 1 70
F ive case  lo ts  .............  1 60

W A SH IN G  PO W DER8. 
Gold D u st

24 la rg e  p ack ag es  . . . , 4  30 
100 sm all p ack ag es  ..3  S5

L a u tz  B ro s .' & Co. 
[A pply to  M ich igan , W is
consin  an d  D ulu th , only) 

Snow  Boy
100 pkgs., 5c s ize  . . . . 3  75 
60 pkgs., 5c s ize  . . . .  2 40
48 pkgs., 10c size  ___ 3 75
24 pkgs., fam ily  s ize  , .3  20 
20 pkgs., la u n d ry  s ize  4 00

N a p h th a
60 pkgs., 5c s ize  . . . , 2  40 
100 pkgs., 5c s ize  ___ 3 75

SOAP
L a u tz  B ros.’ A  Co.

[A pply  to  M ichigan, W is 
consin  a n d  D u lu th , only.]
Acm e, 70 b a rs  ........... 3 05
A cm e, 100 cakes. 5c sz  3 60 
A corn, 120 cak es  . .  2 50

Q ueen A nne
60 5c p ack ag es  ...........  2 40
24 p ack ag es  .................  3 75

O ak L ea f
24 p ack ag es  .................  3 76
100 5c p ack ag es  ......... 3 75

FITZPATRICK BROTHERS’ SOAP CHIPS b b l s  
Whit« City (Dish Washing)..................„  gfolh.
No. I Laundry 88% Dry................  ...........  *0 ® ......... e®/Per b,.
Palm Soap « « » D r y . . .  .........

SEND FOR SAMPLES *  P

The Only Five Cent Cleanser
Guaranteed to Equal the Best 10c Kinds

80 Cans.......$2.90 Per Case
SHOW S A  PROFIT OF 40%

Handled by All Jobbers

Place an order w ith your jobber. If goods are not satis- 
factory return  same at our expense.—FITZPATRICK BROS.

Fo o t e & i e n k s - ( r e g is t e r e d )  Ginger Ale
(CONTAINS NO CAPSICUM) 9

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

Registered Trade-Mark Crowns
L M  ot Autborlztd Bottlors: A. L. JOYCE 6  SON. Grand Rapids and Tranarst Cllv Mlcb • 

KALAMAZOO BOTTLING CO., Kalamazoo, Mieb.; KILLARNEY BOTTLING CO., Jackson, Mich.
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BUSINESS-W ANTS DEPARTM ENT
A dver t isem en ts  inserted  under  this head for two cents  a word the first insert ion and one cent a word for each subsequent ' >-

continuous insertion. No charge less than  25 cents . Cash must  accom pany all orders.

B U 8IN E 88  C H A N C ta .
To R en t—Tw o b rick  s to res, new ly  r e 

finished fo r d ry  goods, shoes, fu rn ish in g s  
o r c lo th ing . B es t bu sin ess  o p p o rtu n ity  in  
M ichigan. I f  in te re s ted  an d  m ean  b u s i
ness  w rite  Box 162, R ichm ond, M ichigan.

____________________460
F o r  Sale—S pring  w agon  w ith  top , w ood 

sides, d r iv e r 's  s ea t, b rake, pole, sh a f ts , 
cond ition  good, p rice  $65. One 7% H . P ., 
A. C. M otor, 3 phase , 60 cycle, p rice  $120. 
O ne 3 H . P. seco n d -h an d  gaso line  engine, 
in good condition , p rice  $55. One 4 H . P ., 
oil eng ine, new , p rice  $145. O ne 7 H . P ., 
new , gaso line  eng ine  p rice  $155. O ne 20 
H  P. C allahan  gaso line  engine, good con 
d ition , p rice  $260. “M ” E n g in ee r, Box 4,
S ta tio n  “ U ” C inc innati, Ohio. 462

B u sin ess  O p p o rtu n ity —C hance to  en^ 
gage  in coal, wood and  bu ild ing  m a te ria l. 
C ream  bu y in g  in connection . Splendid 
ch an ce  to  g e t s ta r te d  on sm all c ap ita l. 
F in e  N o rth e rn  M ich igan  re s o r t to w n  of 
500. In v e s tig a te  a t  once. A ddress No. 
463, c a re  M ichigan T rad esm an . 463 

F o r Sale—R e s ta u ra n t, con fec tio n ery  
an d  ice c ream . M ichigan tow n  of 6,000. 
Good b u s in ess ; u p - to -d a te  place. H av e  
o th e r  business . A ddress No. 464, c a re  
M ich igan  T rad e sm an . 464

Shoe C lerk W an ted —B etw een  27 an d  
35 y e a rs  of age. Able to  w rite  p rice  
c ard s, etc. Give experience  an d  r e fe r 
ences. M odern Shoe S tore, 122 No. 
M ich igan  S t., S ou th  B end, I nd iana . 465 

F o r R en t—V ery  reasonab le , tw o  s to ry  
b rick  s to res, 20x118 an d  40x118. B es t lo ca 
tio n  in a  good live tow n of tw o  th o u san d  
in h a b ita n ts . L oca ted  in  th e  h e a r t  of th e  
b e st fa rm in g  section  in th e  S ta te  of 
M ichigan. G rea t o p p o rtu n ity  fo r m oving  
p ic tu re , fu rn itu re  o r five an d  te n  cen t 
s to res. L ong lease  if desired . F o r  f u r th 
e r  p a r tic u la rs  w rite  to  D. S ek n e r, C an -
ton, Ohio.____________________  466

F o r Sale—G rocery  and  im p lem en t s to re  
in a  sm all to w n  in  M ontcalm  county , on  
ra ilro ad , do ing  $10,000 business. W rite  
fo r p a rtic u la rs , P e rc y  L. Love, Six L akes, 
M ichigan. 467

F o r R en t—S to re  room  20 x  140, r ig h t in  
th e  h e a r t  of th e  shopp ing  d is tr ic t.  F i r s t -  
c la ss  loca tion  fo r lad ie s ’ re a d y -to -w e a r , 
m illinery  o r a n y  o th e r  business. A ddress
W elk e r’s, F o r t  W ayne, In d ian a ._____ 468

W an ted —To buy , a n  u n d e rta k in g  b u s i
ness  th a t  can  show  good business. M ich
igan loca tion  p re fe rred . Box 282. M an- 
ton , M ich igan. 469

F ix tu re s  F o r  Sale—C lo th ing  case ; one 
lad ies ' w ax  figure an d  th re e  m odels: M c- 
C askey  re g is te r ; 5 -d raw er cash  re g is te r ; 
office d esk ; one co m p u tin g  sca le : one 
T ro em n er b a lan ce  sca le ; sa fe ; oak  c o u n t
e rs  and  sec tio n a l sh e lv ing ; 4-foot c ig a r 
case . All in firs t-c la s s  condition . A d
d re ss  B an n e rm an  B ro th e rs , R ed g ran ite ,
W isconsin ._______________  470

F o r SUle—One of th e  b e s t g ro ce rie s  in 
M ichigan tow n of 4,500. D oing $90,000 
business. A bout $12,000 stock . C an r e 
duce to  su it p u rch ase r. .A d d ress  No.
471, c a re  M ich ig an  T rad esm an ._____ 471

W an ted —S alesm en  calling  on c o u n try  
a n d  tow n  s to re s  (an y  line) to ta k e  o r
d e rs  (side  line) fo r K ey sto n e  (v e te r in a ry )  
C leansing  Pow der. N am e  co u n tie s  cov
ered . A ddress  C. F . H a rm a n  & Son, 
M fgrs., E n te r lin e , P en n sy lv an ia . 415 

G rocery—B est loca ted  in  S an  Diego. 
D oing $50,000 cash  b u s in ess  p e r  y e a r ; w ill 
sell a t  invoice. M igh t co n sid e r p a r t  e x 
ch an g e  Illino is  o r In d ia n a  p ro p e rty . P . O.
Box 193, S an  D iego, C aliforn ia ._____ 445

W an ted —W a n t to co rrespond  w ith  m e r
c h a n t w ho  h a s  good c lean  ru n n in g  s to ck  
a n d  w illing  to  sell r ig h t. 1037 E . M ain
St., G alesburg , Illinois._______________446

F o r  Sale—N a tio n a l c ash  re g is te r  an d  
p ap er b a le r n e a rly  new , office safe , tw elve 
iron  couch tru c k s , s ix  wood, n in e  iron  
E u re k a  tab le  ra ck s, lace c u r ta in  rack , 
g la ss  a n d  wood c a s te r  cups, one h a ir  
p icker. F u rn itu re  w agon  an d  horse . A d
d re ss  No. 447, c a re  M ich igan  T rad esm an .
_______________________________________447 _

F o r Sale—F in e  s to ck  of g ro ce rie s  w ith  
a ll th e  la te s t  u p - to -d a te  fix tu res, good 
loca tion  an d  do ing  a  y e a r ly  bu sin ess  of 
$43,000. R eason  fo r  se lling  hav e  o th e r  
bu sin ess  w hich  re q u ire s  m y tim e  an d  a t 
ten tio n . A ddress  Postoffice Box 77, H ills -
dale, M ichigan._______________________448

F o r Sale—H om e b a k e ry  an d  re s ta u ra n t ,  
only  one in  tow n. Good re s o r t  tra d e  
Box 456, B ellaire, M ichigan. 450

F o r  Sale—C lean s to ck  g en era l m e r
ch an d ise  an d  new  bu ild ing  28 x  50 w ith  
fla t above in  sm all to w n  su rro u n d ed  by 
good fa rm in g  co u n try . $3,500 ta k e s  
ev ery th in g . P o o r h e a lth  cause  o f selling.
No. 439, c a re  T rad esm an .____________ 439

F o r Sale—B a z a a r  s to ck  in  to w n  of 
2.500 popu la tion . L a rg e  tra d in g  te r r i to ry . 
T h ree  fac to rie s . W ill sell invoice p rice  
a b o u t $2,000. A d d ress  No. 451, c a re  
T rad esm an . 451

N otice  To B usiness  M en—F o r  R en t— 
B usiness room  in  th e  b e s t b u s in ess  block 
in  c ity  of H u tch in so n , K a n sa s ; p o p u la 
tion  21,000; good fo r exclusive m illinery ; 
jew e lry  sto re , m en ’s  o r  w om en’s  fu rn ish 
in g  goods. A ddress  T he  R eno In v e s t-  
m en t Co., H u tch in so n , K an sa s . 440 

F o r Sale—E sta b lish ed  g e n e ra l m e r
ch an d ise  bu s in ess  in  v illage  500. Good 
fa rm e r  trad e . A n o th e r business  req u ire s  
m y tim e. $2,000 req u ired . E . L. R ann , 
M orrice, M ichigan. 442

C ollections—O ur collection  serv ice  cov^ 
e rs  th e  e n tire  coun try . L is t yo u r p a s t  
due acco u n ts  w ith  u s  fo r  collection. 
C laim  sh ee t an d  r a te s  on  req u est. T he 
A rth u r  M ercan tile  A gency, T e rm in a l 
B uild ing , Coffeyville, K a n sa s . 444

F o r  Sale—M eat m a rk e t a n d  grocery . 
Only m a rk e t in  tow n  of 700. E . C. L in d 
sey ,_L itch fie ld , M ichigan. ,_____  455

F o r Sale—G eneral s to re , a  good one, 
w ith  Postoffice, n e a r  G rand  R apids. O w n
e r  w ishes to  re tire . R easonab le  te rm s  
to  r ig h t p a rty . E . L. Cole, 624 B ridge
St., G ran d  R a p id s ._________  435

F a c to ry  F o r  Sale—T he p la n t an d  equ ip- 
fe n t of th e  C o m e-P ack t F u rn itu re  C om 
p an y  a t  A nn A rbor. A lso a  la rg e  supp ly  
of fu rn itu re , fu rn itu re  in  p ro cess  an d  
lum ber. F o r  fu r th e r  p a r tic u la rs  ad d re ss  
F . A. S tiv ers , A nn  A rbor, M ich. 437 

E leg a n t H ardw ood  T im b er—Cheap) 
la rg e  o r sm all tra c ts .  R iv e r an d  ra i l 
road. A ddress W ill L. T e  W alt, R ichey,
M ississippi._________________  438

F o r Sale—$10,000 s to ck  g e n e ra l m e r
chand ise , in  to w n  of 600 N o rth w e s te rn  
Ohio. E x ce llen t trad e , good rea so n s  fo r  
selling . E . C. L indsey , L itchfield , M ich-
igan.-_________________________________ 454

D rug  B usiness  W an ted —In  G rand  R ap 
ids o r S o u th e rn  M ichigan. M u st be p a y 
ing  business. A d d ress  No. 456, care  
M ich igan  T rad esm an . 456

M erch an ts  R elief—T h is  l itt le  book is 
a  volum e o f in fo rm atio n , an d  w ill be 
s e n t free  to  a n y  m e rc h a n t w ho  d esires  
to  reduce  stock , c lean  up  odds an d  ends 
o r sell h is  s to ck  com plete. W . D. H a m -
ilton , G alesburg , Illinois.____________ 452

B ak ery  F o r Sale—L a s t te n  y e a rs  a v e r 
age sa le s  $9,000 to  $11,000 p e r  y ea r . 
F u r th e r  in fo rm atio n  ad d re ss  F red  L ag e-
sen , P e n tw a te r ,  M ichigan.__________ 457

B ak ery  F o r Sale—In  co u n ty  s e a t  c ity  
of 1,800 in S o u th e rn  M inneso ta . Good 
loca tion  an d  b u siness . Good sh ipp ing  
te rr i to ry . O nly b a k e ry  in to w n  c learin g  
over $2,000 y early . U p -to -d a te  eq u ip 
m en t. W ill sell a t  invoice price . R ea 
son fo r selling  is o th e r  b usiness. A d
d re ss  C la rk  & W eaver, C aledonia , M inn.
_________________________________ 458

W e buy w hole s to ck s  o r  p a r t  s to ck s  
fo r cash . A d d re ss  M. G uette l, 216 W . 
M onroe S t., C hicago. 301

F o r Sale—U p -to -d a te  m e a t m a rk e t in 
a  th r iv in g  M ichigan c ity  of 3,600 people. 
L ittle  com pe tition  an d  sp lend id  oppor
tu n ity  fo r r ig h t p a rty . C orrespondence 
so lic ited . A ddress  No. 409, c a re  T rad e s 
m a n __________________________________409

S afes  O pened—W . L . Slocum , sa fe  e x 
p e r t an d  locksm ith . 128 A nn  S t., N. E „
G rand  R apids, M ichigan._____________104

T h e  M erch a n t’s  A uction  Co. T h e  m ost 
re liab le  a n d  successfu l sa le  concern . F o r 
c losing  ou t, c lean in g  o r  reducing , a d d re ss
R eedsburg , W isconsin ._______________ 289

S tocks W an ted —W rite  m e if  you w a n t 
to  sell o r  b uy  g ro ce ry  o r  g e n e ra l s tock . 
E . K ru isen g a , 44-54 E llsw o rth  Ave.,
G rand  R ap ids, M ichigan. ______ 304

W ill p ay  cash  fo r  w hole o r  p a r t  s tocks  
of m erchand ise . L ouis L ev insohn , Sag-
inaw , M ichigan. _________________ 757

M erch an ts  P le a se  T a k e  N otice! W e 
hav e  c lien ts  o f g ro ce ry  stocks, general 
s tocks, d ry  goods stocks, h a rd w a re  s tocks, 
d ru g  stocks. W e  h av e  on o u r  lis t a lso  a 
few  good fa rm s  to  exch an g e  fo r such  
s tocks . A lso c ity  p ro p erty . I f  you w ish 
to  se ll o r exchange  y o u r bu s in ess  w rite  
us. G. R. B u sin ess  E x ch an g e , 540 H ouse- 
m an  Bldg., G rand  R apids, M ich. 859

F o r  Rale—Good clean  s to ck  of d ru g s  
an d  s ta t io n e ry  in tow n of 12,500. B u si
n e ss  e stab lish ed  40 y ears . W . H . O akley, 
A d m in is tra to r, Ishpem lng , M ich. 984

F o r  Sale—Old e s tab lish ed  fu rn itu re  
an d  ru g  business. C ity  10,000. A1 trad e . 
W ill sell p a r t  o r all of s tock . M u st sell 
a cc o u n t ill h e a lth . F . S. G utschow , M t. 
C lem ens, M ichigan._____________ 410

F o r  Sale—M eat m a rk e t in K alam azoo. 
Good location . O w ner w ish es  to  re tir e  
a f te r  12 y e a rs  successfu l business . D oing 
good b usiness. W ell equ ipped  m ark e t. 
A d d ress  No. 398, c a re  T rad esm an . 398

C ash  R eg is te rs—W e a re  sa le s  a g e n ts  
fo r A m erican  C ash  R eg iste rs . H av e  a t  
a ll tim es  b a rg a in s  in  used  m ach ines. A ll 
m akes. W rite  us. T he  V ogt B ricker
S ales Co., 211 G e rm an ia  A venue, S ag i
naw , M ichigan. 403

F o r Sale— Stock d ry  goods, g roce rie s  
a n d  fix tu res  on acco u n t of o th e r  b u s i
ness. In  com ing  oil tow n. Invoice  ab o u t 
$2,500. Box 151, M orrison, Okla. 411 

W ould L oca te  a n d  F in an ce—A ny high^ 
g rad e  m a n u fa c tu rin g  p roposition  show 
in g  la rg e  profits. S ubm it p roposition  in 
w ritin g  to  E . D rexel C astle ton , H otel 
S ta tle r , D e tro it. 417

t h e  W O R L D ’S G R E A T E S T  S A LE S  
C ONDUCTORS— O ffe r you th e  se rv 
ices o f men w ho  have had e x tra o rd i
n a ry  success, in  hand ling  both large 
and sm all stocks in  the  U n ited  S tates 
and Canada. There  is no sales p ro 
m o te r o pe ra ting  in th e  w o rld  to -d a y  
can fu rn is h  you w ith  th e  references 
we can. W e no t o n ly  sell y o u r s tock 
— b u t we sell i t  a t a p ro f it  d u rin g  one 
o f o u r persona lly  conducted sales. We 
handle D epa rtm en t S tores, C lo th in g  
Stores, Shoe Stores, F u rn itu re  Stores 
and General S tores, and no to w n  or 
s tock  is too large o r sm a ll fo r  us to  
handle successfu lly. You pay us abso
lu te ly  n o th ing  u n t il  we have sold yo u r 
s to ck  a t a p ro fit . W r ite  to -d a y  fo r  
free  p lans and in fo rm a tio n . L Y N C H  
BROS., 28 So. Ion ia  Ave., (W m . A lden 
S m ith  B ldg .) G rand Rapids, M ich igan .

F o r Sale— $7,000 s to ck  d ry  goods, shoes 
g ro ce rie s  and  crockery . W ell assorted! 
A 1 cond ition , b e s t loca tion  in  tow n 
Good fa rm in g  co u n try . Good tra d e . L ib 
e ra l te rm s  o r w ill conside r re a l e s ta te . 
A ddress  N . B., c a re  T rad esm an .______418

B usiness  W an ted —O w ner w ill exchange  
c le a r fa rm  an d  tow n p ro p e rty  fo r a  going 
busjHess. W h a t h av e  you? C onfidential. 
A ddress 419, c a re  M ichigan T rad esm an  
__________________________   419_

T he  D e tro it M ercan tile  A d ju s te rs , 
counselo rs  and  execu to rs  of h igh  g rad e  
specia l sa le s  an d  b uyers  of e n tire  s tocks  
Room  1, V hay  Block. 91 G ran d  R iver 
Ave., D e tro it, M ichigan. 32

F o r Sale— B est g ro ce ry  and  m ea t m a r
k e t in N o rth e rn  M ichigan. W ill sell b e 
low in v en to ry  a b o u t $6,000 stock . L o 
c a ted  a t  one of th e  fines t su m m er r e 
s o r ts  in  th e  U n ited  S ta te s . D oing $70,000 
bu sin ess  a  y e a r . Good rea so n s  fo r  se ll
ing. A pply  ow ner, Box 84, C harlevoix  
M ichigan. ______________________  333

W an ted —A high ten sio n  live w ire  w ith  
no ch an ce  of sh o rt c ircu itin g , to  open up 
a  d e p a r tm e n t s to re  in  th e  c ity  of Dixon. 
S ta te  of Illinois. A c ity  of from  10,000 
to 12.000 popula tion  w ith  a  p ay in g  tra d e  
a lread y  estab lish ed  a n d  a  th ick ly  se ttled  
an d  p rosperous  co u n try  tr ib u ta ry  to  
sam e  of th ir ty  m iles each  w ay. N o goods 
to  sell, b u t 12,000 to  21.000 sq u are  fee t 
of space  to  re n t in th e  b e s t location  in 
th e  c ity . All m odern. S to re  re ad y  for 
occupancy  ab o u t S'ept. 1. F o r  fu ll p a r 
tic u la rs  ad d re ss  I. B. C oun trym an . 604 
F ir s t  S tree t, D ixon, Illinois. 388

F o r Sale—A t a  b a rg a in , s to ck  of m e r
chand ise , s to re  a n d  house. W m . Sw eet, 
Cedar-, M ichigan._______  416

F o r Sale—U p -to -d a te  b lack sm ith  shop ; 
b ig  lo t an d  house. M artin  S chm itzer, 
B irch  R un, M ichigan. 390

Old E s tab lish ed  H a rd w are  B u sin ess  F o r  
Sale—In  good M aine tow n. S tock  con
s is ts  of h a rd w are , p a in ts , s toves, t in 
w are  an d  p lum bing  s tock  in  good cond i
tion . E x ce llen t loca tion . S to re  h a s  a l
w ays been  a  m oney m aker. Sm all c ap ita l 
requ ired . A ddress L ock Box 25, Y ork
B each, M aine._________  400

Do you w an t a  p rosperous  g en era l 
s to ck  invoicing  a ro u n d  $3,000? W ill g ive 
s u b s ta n tia l d iscoun t fo r qu ick  sale  A d
d re ss  Lock Box 188, U nion C itv, M ichi
gan._______________________    404

F o r  Sale—S to re  bu ild ing  loca ted  on 
m ain  s tre e t . Good liv ing  room s overhead . 
B asem en t a n d  b a rn . Good loca tion  for 
a n y  line  of business. W ill b e a r  in v e s ti
g a tion . T e rm s easy . J . W . C azier,
Conklin. M ichigan._____________  386

F o r Sale O r E xch an g e—Splendid  W est- 
e rn  N ew  Y ork fa rm  fo r shoe stock . W m .
Siddall. H olley, N ew  Y ork._______  372

Look—W e m ake  a  sp ec ia lty  of han d lin g  
s to ck s  of m erchand ise . W e w a n t s to ck s  
now  in exchange  fo r  tw o fa rm s , one 
w o rth  $5,000, a n d  one $35,000. A lso fo r 
incom e p ro p erty . D escribe  y o u r s to ck  
fully an d  w e can  m ake  you a n  offer on 
it. Ph illips, M an ch este r. T enn . 361

S tore  F o r  Sale O r R en t—In  f irs t-c la ss  
location  in c en te r  of tow n  a n d  c e n te r  of 
business. Size 25 x  65, tw o  s to rie s  and  
basem en t. B alcony from  firs t floor. 
Splendid  open ing  fo r d ry  goods a n d  m il
linery , c lo th in g  o r g e n e ra l s tock . W rite  
to  H . L. C ornw ell, L aw ren ce , M ichigan, 
a t  once. B u ild ing  read y  fo r occu p an t 
S ep tem b er 1. 424

F o r Sale—D ry  c lean in g  an d  dyeing  e s 
tab lish m en t. A u to  delivery , d ry  c lean in g  
eq u ipm en t, etc. I f  bu s in ess  is new  to  
bu y in g  p a r ty  am  w illing  to  te a ch  all th e  
n ece ssa ry  p a rtic u la rs  fo r ru n n in g  b u s i
ness  successfu lly . P . O. Box 203, M us- 
kegon, M ichigan . 426

F o r Sale—F in e s t l it t le  d ru g  s to re  in 
S o u th w es tern  M ichigan in c ity  of 40,000. 
C lean stock . P r ic e  $5,500. A ddress  No. 
482, c a re  T r a desm an . 428

For Sale—G eneral m erch an d ise  s tock  
in S o u th e rn  M ichigan. Good b u siness ; 
good loca lity ; good p lace fo r p a rtn e rs . 
A ddress No. 371, care  T rad e sm a n. 371

P O S I T I O N  W A N T E D .

P osition  W an ted —B y com peten t m a r
ried  m an  of ten  y e a rs  experience  in dry  
goods a n d  shoes. S to re  w here  now em 
ployed is being  d iscon tinued , re a so n  fo r 
m y being  open fo r  im m ed ia te  en g ag e 
m ent. C lean c h a ra c te r  and  good all 
a round  sa le sm an  ■without bad  hab its . A d
d re ss  J . E . M oore, W eldon. Iow a. 461

Economic Coupon Books
They save time and expense.
They prevent disputes.
They put credit transactions on cash basis.
Free samples on application.

TRADESMAN COMPANY, Grand Rapids, Mich.

The chances are that you want something more than printing 
when you want a job of printing—ideas, possibly, or suggestions for 
them; a plan as likely as possible to be the best, because compris
ing the latest and the best; an execution of the plan as you want it 
and when you want it. This is the service that we talk about but 
little, but invariably give.

Tradesman Company :: Grand Rapids
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DIRECT ADVERTISING.

System Any Merchant Can Use to 
Advantage.

London, Ohio, Sept. 5—Direct ad
vertising, if managed correctly, 
should pay big dividends to the retail 
merchant. It can be made a mighty 
profitable business getter and business 
holder, and if used correctly, it can 
be used very effectively and very eco
nomically. But if not used correctly 
it will prove far too expensive a form 
of advertising for the retail merchant.

Every merchant, regardless of his 
line of business, can use a mailing 
list and should have one by all means. 
A well compiled mailing list is es
sential in using direct advertising.

The mailing list to be a real busi
ness-getter should be subdivided in
to three main lists; a list of pros
pective buyers; partial buyers—and 
total buyers. Then these three lists 
should be divided again into three 
lists; city people—country people— 
suburb people. Every merchant 
should have his mailing lists so divid
ed. Then these lists should be divid
ed into as many different lists as the 
merchant can use. For instance, the 
hardware dealer will want the lists 
of country people divided into three 
separate lists; land owners—renters 
—and tenants. The city and suburb 
lists he will want divided into owners 
and renters. On his cards (I suggest 
using the card system for your mail
ing lists) he will want a space in 
which to record remarks. Then in 
his lists of country and suburb peo
ple he will record in this space 
the things they specialize in. Foi 
instance some farmers specialize in 
cattle, others in horses, etc. The sub
urb people specialize in gardening 
and poultry, etc. and by having this 
information he can send them adver
tisements advertising articles to be 
used in their work.

The grocer will want his lists di
vided into wealthy people, well-fixed 
people and poor people.

The men’s furnishing dealer will 
want his lists divided into young 
men, business men, farmers, working 
men, etc.

The shoe dealer will want his lists 
divided into about the same lists as 
the men’s furnishing dealer. At the 
bottom of his cards he will want 
space to record information. Here he 
should keep the number in family, 
etc. so he can go after the shoe busi
ness for the entire family.

And so with the other businesses, 
each will have need of different lists 
and they should divide their mailing 
list into the lists they need. Then 
when the merchant wants to promote 
the sale of a certain article which 
is used by only one class of people, 
he can get his advertising directly 
into the hands of those to whom he 
wishes to sell without any lost mo
tion and it will bring in better results 
at a much less expense. If the hard
ware dealer wishes to sell paint, he 
knows that it is the property owners 
who buy the paint and by the use 
of his sub-divided mailing lists he 
can get his advertisements directly 
into the hands of the property owners 
at a small cost, hut if he did not have 
his lists sub-divided he must in order 
to reach every possible customer send 
his advertising matter out to every 
name on his lists and this would 
prove most too expensive for the 
average retail merchants. This same 
plan should be used by the grocer, 
the shoe dealer, the men’s furnishing 
dealer, the dry goods dealer and 
other dealers.

But in using direct advertising, it 
should he used in promoting the sale 
of an article that is only used by a 
certain class of people. It would not 
pay to use direct advertising to ad
vertise an art’de of general use, for 
instance the grocer should use news
paper space if he wishes to promote 
the sale of bananas or oranges for 
these are articles that have a general 
demand and used by almost every

family but if he wishes to promote 
the sale of Kraft cheese he should 
use direct advertising for this article 
is not used by every family but in
stead only used by the better-to-do- 
people and newspaper space would 
prove as expensive a form of adver
tising for this article as direct ad
vertising would for advertising bana
nas and oranges. So in using direct 
advertising the merchant should use 
good common sences.

Not only will direct advertising 
where the sub-divided mailing lists 
are used cut down the cost of ad
vertising but by the use of them your 
circular letters can be made more 
personal and this is necessary in all 
circular letters if they are to produce 
the results. You get your advertise
ment advertising poultry specialties 
into the hands of people who are in
terested in poultry and you can ap
peal to them personally.

It is not my intention to tell you 
how you should write your sales let
ters, but I wish to say that if your 
circular letters are to be effective you 
must put into them the same enthus
iasm, the same intensity, the same 
earnestness, and sincerity you would 
inject into a personal appeal if the 
customer were standing at your el
bow listening to your words.

Now in order to handle your mail
ing lists effectively and economically, 
it will require a small outlay for some 
of the modern machines. If you 
have a mailing list of 5,000 
to 50,000 names you should have 
an up-to-date typewriter, duplicating 
machine, addresing machine, stamp 
aftixer and sealing machine. With 
the latest model typewriter you can 
stencil a copy of the letter you wish 
to send out and then with the dupli
cator you can duplicate as many 
copies as you will have use for, each 
copy will have the same appearance 
as the original typewritten letter and 
will make it have more of the ap
pearance of a personal letter. I would 
advise the purchase of this kind of a 
duplicating machine for it will give 
this original effect and you can have 
a boy work it for you or your clerks 
can run it at odd moments and the 
cost will not exceed 50 cents a thou
sand. You can also stencil the ad
dresses upon your typewriter and en
close them in the frames which are 
furnished you with your addressing 
machine. These will be used in ad
dressing the envelopes and then with 
the typewriter you can very quickly 
“fill in” the head of the letter with 
the name of the person to whom the 
letter is to go and this will add value 
to your letter and make it more per
sonal, giving it the appearance of a 
letter you had run directly off the 
typewriter to the person addressed. 
Then with the assistance of the stamp
ing and sealing machines you can 
very quickly have your letters ready 
for mailing. This feature alone will 
be worth money to you many times; 
something may happen that you 
would like to get out some advertis
ing quick and if you had to wait upon 
your printer it might be a day or two 
before he could accommodate you 
but with the aid of these modern 
machines you could get it out in a 
half day. It is not only a very quick 
way but it enables you to keep your 
doings from your competitors where 
the use of newspaper space would let 
him know just what you are doing 
at all times.

Always use a 2 cent stamp in mail
ing out your letters; while the cost 
is more, it will prove far more ef
fective, and the increased sales will 
more than repay you for the extra 
expenditure.

Never use carbon copies to send 
out; they are bad form and will do 
you more harm than good.

By the use of sub-divided mailing 
lists and modern machines such as 
described in this article, direct adver
tising can be made to pay the retail 
merchant big returns and if properly 
handled can be used very economical.

Walter Engard.

Helme Tells How to Destroy the Re
tail Dealer.

Lansing, Sept. 5—This is a bulle
tin on Michigan peaches—the hor
ticultural kind. Michigan grows the 
finest peaches in the Union and the 
quality is extra good this year. The 
bulk will be marketed between Sep
tember 10 and 30. Don’t buy South
ern peaches which have little flavor 
on account of being picked green for 
long shipment. Food stuffs are high 
this year. Our antiquated methods 
of distribution make the cost still 
higher. From producer to consumer 
has been an ideal dream never yet 
successfully accomplished. And yet 
it can be. Two things are necessary:

1. Organization of the growers 
and standardization of the pack so 
the consumer may know just what 
he is buying without seeing the 
product.

2. Organization of consumers, so 
they can buy direct from the grower 
in car lots of 400 bushels thus saving 
transportation charges, and do tfieir 
own distribution.

The first has now been successfully 
accomplished and fine peaches can be 
bought of the grower in iced cars 
true to grade at very reasonable 
prices. Now its up to the consumer 
to get busy and organize his end in
stead of growling at the high cost 
of living.

Let consumers of each community 
get busy and take orders among 
themselves to buy a car load of 
peaches (400 bu. in bushel baskets). 
All leading varieties can be furnish
ed in three grades. Grade AA con
sists entirely of peaches 2% inches 
and over in diameter; grade A is 1 % 
inches to 21/^  inches in diameter and 
grade B is 1% to 1 ^  inches in diame
ter. The writer has inspected the 
orchards of these growers, the fru't 
has been sprayed and thinned and is 
of fine quality.

The packing is done by mechan
ical graders and every peach in a bas
ket is exactly the size prescribed by 
the grade. No inferior or small fruit 
will be shipped.

Now, Mr. Consumer, it is up to you 
to stop kicking about Mr. High-Cost- 
of-Living and get busy. Organize 
your neighbors in a peach consum
er’s league that will take a car load 
(400 bu.) of peaches. Notify the 
Dairy and Food Department at Lan
sing and we will give you the names 
of reliable growers you can order 
from and quote you net prices which 
will be reasonable.

The one way to cut down living 
expenses is for the consumer to or
ganize and deal directly with similar 
organizations of producers. Retail 
dealers will also be put in touch with 
reliable growers on application to this 
Department. James W. Helme,

Staite Dairy and ¡Food Commis
sioner.

Canada Paying With Her Products.
Trade statistics published in the 

special commercial feature to-day 
show that the Dominion is largely 
meeting the demands and bearing the 
burden of war with the proceeds of 
excessive exports. During the years 
of railway building, accompanied by 
extravagance, we were enjoying the 
abundance attendant on a reckless 
plunge into debt, and there was a ma
terial excess of imports over exports. 
Th s excess made a total during the 
first nine months of 1914 of over 
$130,000,000. This balance of foreign 
purchases was added to current debt 
charges, making a further increase in 
foreign indebtedness. The change 
to-day shows favorable adaptability 
to the force of circumstances. Stim
ulated production and more or less 
forced economy have yielded a sur
plus for export that gives satisfactory 
evidence of Canada’s ability to sus-

tain her burdens and meet her debts. 
During the fiscal year ending with 
March, 1915, although it included sev
eral months of excessive borrowing 
and free consumption, the aggregate 
imports were $455,371,000 and the 
exports $461,442,000. There is here a 
response to the demand for produc
tion and economy—Toronto Globe.

Q uota tions on Loca l S tocks and Bonds.
P ub lic  U tilities .

B id  A sked
Am. L ig h t & T rac . Co., Com. 377 381
Am. L ig h t & T rac . Co., P fd . 109 111
Am. P ublic  U tilities , Com  . 40 43
Am. P ublic  U tilities , P fd . 72% 74
C itizens T elephone 7% 7%
Com w ’th  P r . R y. & L t., Com. 62% 64% 
Com w ’th  P r . Ry. & L t., P fd . 83% 85 
C om w 'th  6% 5 y e a r  bond 102 103%
M ichigan R ailw ay  N o tes  100% 101%
M ichigan S u g a r 108 110
Pacific G as & E lec., Com. 58 60
T ennessee  Ry. L t. & P r .,  Com. 9% 11%
T ennessee  Ry. L t. & P r ., P fd . 49 51
U nited  L ig h t & R ys., Com. 50% 51%T ; +  p_ r > , . . .  TMj  n j  in-U nited  L ig h t & R ys., 1st Pfd . 
U nited  L ig h t 1st a n d  R ef. 5%

74 76

bonds 87 90
In d u s tr ia l a n d  B an k  S tocks.

C om m ercial S av ings  B an k 225
D ennis C anad ian  Co. 75 85
F o u r th  N a tio n a l B ank 225 235
F u rn itu re  C ity  B rew in g  Co. 40 50
G ra n t M otor 7 8
Globe K n ittin g  W orks , Com. 145 150
Globe K n itt in g  W orks , Pfd . 98 100
G. R. B rew in g  Co. 80 90
G. R. N a tio n a l C ity  B an k 150 156
G. R. Sav ings B an k 250
H olland  St. L ou is  S u g a r 16 17
H olland S t. L ou is  S ugar, P fd . 8% 10
H upp  M otor 6% 7%
K ent S ta te  B an k 250
Old N a tio n a l B ank 199 205
Peoples Savirtfes B ank SOO
U nited  M otors 59 61

S ep tem ber 6, 1916.

Misery love6 company and the in
dividuals who complain about the 
price of coal in this State may get a 
little comfort out of the announce
ment that hard coal is selling at $45 
a ton in Italy. This is due to the 
difficulty in obtaining supplies since 
the fiscal year 1916 were 2,798,000 tons, 
against 776,000 tons in 1914, or prac- 
the fiscal year 1916 were 2,798,000 
tons, against 776 tons in 1914, or prac
tically four times as much as in 1914. 
The exports of coal to South Ameri
ca in 1916 are three times as much 
as in the year before the war.

The San Francisco bakers resolved 
not to raise the price of their loaves 
they have been selling for 5 cents, 
but they have cut down the size of 
the loaves. Tw-o and a half ounces 
have been taken from each loaf, so 
that a 5-cent loaf now weighs 
twelve and one-half ounces instead of 
fifteen ounces. They have raised the 
price of doughnuts, rolls and buns 
from 12 to 15 cents a dozen. People 
are still able to buy 5-cent loaves of 
bread in San Francisco, but they do 
not get as much for their money as 
they did.

A Boston tailor who l'ned a fur 
coat with an American flag wanted 
to make the coat look nice. He used 
the prettiest thing he could find, ac
cording to his own statement, and 
no one will deny that, but it was an 
expensive lining. Besides the cost 
of the flag he paid a fine of $50 for 
misuse of the Stars and Stupes.

_________ B U S IN E S S  C H A N C E S .
F o r  Sale O r T rad e—S m all new  s to ck  

h a rd w a re  an d  g roceries. V ery  li t t le  com 
p etition . C ash  tra d e . No. 472, c a re  
T rad esm an . 472

F o r Sale—G rocery  s to ck  in sm all coun 
t ry  tow n. T elephone ex ch an g e  in  c o n 
nection . Good fa rm e rs  tra d e . H av e  
o th e r  b u s in ess  to  look a f te r .  A d d ress  
No. 473, c a re  T rad esm an . 478


