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A Sound American Creed

We believe in the preservation of American institu-
tions as defined by the Founders of this Republic.

We believe that the privileges of American citizen-
ship carry with them corresponding responsibilities.

We believe that all who enjoy the privileges must
share the responsibilities.

W e believe that the rule of the majority established
through representative government is best for all con-
cerned.

We believe that every man is entitled to life, liberty
and the pursuit of happiness.

We believe that every man is entitled to religious
freedom.

We believe that universal education is the corner-
stone of progress.

W e believe in equality of opportunity for every man
to improve his position in life according to his ability and
willingness to work.

We believe in the largest measure of individual
liberty in all things consistent with the general welfare.

We believe that patriotism is a continuing obligation.

We believe that these self-evident facts demand and
should receive from every man in America.

OBEDIENCE TO LAW
RESPECT FOR THE RIGHTS OF OTHERS
LOYAL SUPPORT OF OUR GOVERNMENT
AND ITS INSTITUTIONS



FRANKLIN
GOLDEN SYRUP

is in demand every day in the year.

This cane sugar
syrup is equally deli-
cious in summer and
winter dishes. It is
a wholesome addi-
tion to the table at
every meal.

The Franklin Sugar Refining Company

PHILADELPHIA

»

“A Franklin Cane Sugar for every use*

Granulated, Dainty Lumps, Powdered,
Confectioners. Brown, Golden Syrup

Finding the Best Food

In these times of high prices and shortage in
food supplies, the housekeeper’s greatest prob-
lem is to find the best food for the least money.
Your customers who understand the food value
of

Shredded W heat Biscuit

solved this problem long ago. It is the one
thoroughly cooked, ready-to-eat whole wheat
product. Contains more real nutriment than
meat, eggs and other high-priced foods. Twenty
years of persistent educational advertising have
built up a world-wide demand for this product.

MADE ONLY BY
The Shredded Wheat Company, Niagara Falls, N. Y.

Red Crown

Pure
Food Products

A Fine Line
For Grocers

Red Crown Food Products are packed
in vacuum sealed tins and prepared in
sanitary kitchens. Attractively labeled.
Correctly priced. Please consumers.
In large demand. Constant repeaters.

All Popular Varieties

Sold through
Wholesale Grocers

Acme Packing Company

Independent Packers Chicago, U. S. A.



Thirty-Eighth Year

MICHIGAN TRADESMAN
(Unlike any other paper.)
Each Issue Complete In Itself.

DEVOTED TO THE BEST INTERESTS
OF BUSINESS MEN.

Published Weekly by

TRADESMAN COMPANY

Grand Rapids.
E. A. STOWE, Editor.

Subscription Price.
Three dollars per year. If paid strictly
in advance.
Four dollars per year,
advance.
Canadian subscriptions, $4.04 per year,
pagable invariably "in advance.
ample copies 10 cents each.
E xtra copies of current issues,
Issues a month or more old,

if not paid in

10 cents;
15 cents;

issues a year or more old, 25 cents; issues
five years or more old, 50 cents.
Entered at the Postofflce of

Grand
Rapids under Act of March 3, 1879.

SLEEPER’S SLIMY HAND.

The Tradesman has information
which it regards as entirely trust-
worthy to the effect that Sleeper has
double crossed Martindale in his can-
didacy for Governor and is clandes-
tinely throwing his influence and that
of his cohorts and henchmen to Milo
Campbell, in consideration of Camp-
bell’s agreeing to appoint Sleeper
United States Senator in the event
of there being a vacancy in that of-
fice. The deal is understood to have
been arranged by Fred D. Green, of
lonia, who enjoys the reputation of
being the most astute politician in
Michigan. The final agreement was
reached at a meeting of Sleeper
henchmen in the Governor’s office
at Lansing. The meeting was attend-
ed by Dick Fletcher, Frank Ells-
worth, and other aspiring and prac-
tical politicians who happen to enjoy
the favor of the Governor because
they are willing to cater to his ambi-
tion to misrepresent Michigan at
Washington. As soon as the Lan-
sing compact was clinched, it is stat-
ed that Gen. Green hied himself to
Grand Rapids and proceeded to line
up the “gang” in behalf of the deal.
This he found it comparatively easy
to do, because he has always stood
well with the local leaders of the
G. O. P., because of his delightful
personality and his jovial good na-
tture. Two leading members of the
party were started out with a sub-
scription paper, soliciting funds from
the jobbing trade and manufacturers
at this market to put through the
deal, which will assure a continuance
of the Sleeper regime. At last ac-
counts more money is understood to
have been pledged than a candidate
for Governor is permitted by law to
expend in his own behalf.

The Tradesman hangs its head in
shame while chronicling the particu-
lars of this deal and the consequences
it involves. The election of Camp-
bell would not necessarily be a public
calamity, albeit he has pledged him-
self to about every interest in the
State- antagonistic or otherwise—»
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which has sent a special pleader to
him in its behalf, but any deal which
has for its object the perpetuation of
Sleeperism deserves the most severe
condemnation and should be rebuked
at the primary election August 31

I he only resort now left for an
honest man who takes pride in up-
holding the dignity of American citi-
zenship is to show his contempt for
Sleeper, Sleeperism and Sleepergraft
by working and voting for the mer-
cantile and business man’s candidate,
Cassius L. Glasgow.

IMPROVEMENT IN DRY GOODS.

The slight improvement in the tone
of the primary dry goods markets is
a natural result of actual needs for
merchandise on the part of those who
must have goods to go on with. Many
factors declare they see no improve-
ment whatever. Others point out that
enquiries from regular customers are
more frequent and widespread. There
are some well authenticated instances
of larger sales.

One of the reasons why reports of
improvement are scoffed at is the dif-
ficulty salesmen are meeting with in
getting business for spring. Buyers
are compelled by financial managers
to limit their future commitments
within the narrowest limits and the
merchandise managers are using every
possible means to liquidate spot
stocks and have future orders accept-
ed. It is not reasonable to say that
business is not improving if distribu-
tion on old orders is maintained to
within 80 per cent, of the orders on
the books after such a shock as the
markets have undergone in 90 days.
To save such a large part of the ad-
vance business is a fine accomplish-
ment under all the circumstances.

It is to be remembered, also, that
retailers are under pressure from two
directions. Consumers are fighting
the prices they are asking for goods,
although very few of the really high
prices have been passed over the re-
tail counters. The retailers are also
trying in every way possible to pro-
vide payment for goods they must take
in for their fall trade. It is not easy
to do this. Anyone following the
course of retail sales will notice that
unusual pressure is being exerted to
induce buyers to come forward and
assist in the liquidation of high priced
stocks. It is not quite time for the
first effects of early fall retailing to
become apparent in the jobbing hous-
es, and hence any little sign of im-
proved spot buying is looked upon as
a positive indication that things will
mend quickly when actual selling
again becomes active. The vacation
season will soon be over and prep-
arations for the children’s school wear
must be undertaken.

Passing through the valley of the
shadow of retribution for overdoing
is not a pleasant process and fright

is expressed more frequently than
confidence. The market is full of sin-
ister rumors and depressing talk.
Nevertheless true corrective forces
are being started in several places
and it is possible for some discern-
ing merchants to foresee an early re-
turn to buying for actual wants. In-
stances of this sort have been too
plain this week to be easily mistaken.
The man who w'ould predict that the
worst is over would be the boldest
sort of a prophet.

But when goods are offered at cost
by mills much of the previous mis-
chief has been eliminated. Curtail-
ment is increasing and will continue
to increase for several weeks. This
will be done in part to save orders,
and in part to assist customers in sell-
ing out their high priced holdings.
Other reasons will be given, but those
two appeal to a business man as sound.
Mills do not want to accumulate
stocks at high prices for which there
is net demand enough to keep mer-
chants happy. On the other hand,
merchants are just as well pleased if
son.c of the goods they have on or-
ders with mills are not delivered faster
than they can distribute them.

The basis for anticipating continued
improvement looks sound. The crop
reports of the week are very encour-
aging. Abundance in many directions
is assured, and abundance with mod-
erate prices means real prosperity.
Transportation troubles are lessening.
Strike talk is less vicious in character.
Get-rich-quick merchants are gradual-
ly being set back in their proper
places and the conservative forces are
again asserting themselves in the mar-
kets. There are a great many mills
that are going to keep running for
months, whatever the course of poli-
tics or finances may be. But more
than all of these things, it is possible
to see in the dry goods stores a de-
cided letting up in the demand for ex-
travagances and luxuries, and a per-
sistent fight for reasonable prices for
good merchandise. Economy is the
beginning of wisdom in trade and
when it brings about more moderate
levels of value merchants will be
ready to move ahead and do business
without worry.

Perhaps the best way to describe
conditions in general mercantile busi-
ness just now is to say that every-
thing is adrift. The moorings, nau-
tically speaking, which in actuality
mean values, are gone. There seems
to be nothing to tie to, not even a
well-founded judgment on what the
ultimate consumer intends doing. Nor
is this state of affairs in any wise due
to what are usually regarded as basic
conditions, which are generally re-
garded as sound. Foremost among
such conditions is the promise of the
yields of farms and fields. This year,
according to the estimates of the
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Agricultural Department, the crops
of wheat, corn and the other grains,
as well as of hay and cotton, are to
be very large, much greater, in fact,
than they were first thought, and each
succeeding week adds to the bright-
ness of the prospect. The fruit crops
have also been showing up splendidly.
Cheaper breadstuffs, as well as fodder,
seem assured, and with these must
come a drop in the prices of meat
and dairy products, especially in view
of the fact that the foreign demand
for these articles is showing a decided
falling off. Even the influence of the
unemployment of labor in certain
fields is being offset by the advance in
wages granted to large bodies of men
employed in the transportation field.
But, despite all these favorable in-
dications, buying continues to halt
for lack of confidence and because of
the uncertainties which seem to loom
ahead. The continuance of the tight-
ness in the money market remains
as another factor in the same direc-
tion, while the greater difficulty in
making collections adds to the prob-
lems of the merchants.

It is exceedingly unfortunate that
both Harding and Cox are parties to
closed shop agreements with the
typographical union, which means that
they are bound, body and soul, to one
of the most unscrupulous and monop-
olistic organizations in the entire in-
famous range of trades unionism. The
man who signs such an agreement
violates the Declaration of Indepen-
dence, which guarantees to every man
the right to life, liberty and the pur-
suit of happiness, and sets at variance
the Constitution of the country, the
teachings of the Bible and the pre-
cepts of Jesus Christ. No one who
signs a closed shop agreement has
any defense for his action except
cowardice and expediency. He com-
mits the crime to avoid controversy
with the union and the destruction of
his establishment by dynamite. He
goes along the lines of least resistance
knowing that he has done wrong; that
he has defied the moral law and the
highest constitutional law' of the land;
set at variance the decisions of the
courts and outraged the sentiment of
every honest man. The closed shop
agreement ties the hands of every
great daily newspaper in America,
with three exceptions, rendering it
impossible for the editor to give ex-
pression to honest opinions which are
hot in accord with the infamous doc-
trines of trade unionism. No dog
chained to a post is more subservient
to his master than the daily paper
editors of this country in their deal-
ings with the twin infamies of the
age—trades unionism and sovietism.

A salesman never becomes popular
with customers unless he is willing to
be bored by them a good many times.



MEN OF MARK.

Frank D. McKay, Candidate For State
Treasurer.

Frank D. McKay was born in Grand
Rapids Nov. 4, 1883. His father was
of Scotch descent and was for many
years traveling representative for D.
M. Amberg & Co. His mother was of
German descent. He attended the
public schools of Grand Rapids until
he had finished the eleventh grade.
His first business venture was as
salesman for the Grand Rapids Fire
Insurance Agency. He has continued
the sale of fire insurance in a broker-
age capacity ever since. His next
move was to sell foreign exchange
mostly Russian and Austrian. He al-
so conducted a steamboat agency. He
soon came to the conclusion that if
he ever got very far in attaining a
competency, he would have to espouse
some other line of business. He de-
cided to embark in handling real es-
tate and up to the present time has
erected and sold over 100 residences,
all fine homes containing modern con-
veniences and up-to date appoint-
ments. He has also platted many
additions, including Hoyt & Hooker,
Frank D. McKay’s subdivision and
the McNamara addition, which in-
volved an investment of $50,000. He
was the first man in the city to sell
lots on the basis of $1 down and $1
per week. He has purchased several
additions and replatted the lots so
they can be sold to better advantage.

Sixteen years ago he was appointed
Deputy County Clerk during the time
Ralph Mosher was County Clerk.
When Robert Hill became County
Clerk, he was promoted to the posi-
tion of Circuit Court Clerk. When
the law was enacted, eight years ago,
creating Assignment Clerks in Kent
and Wayne counties, he was appoint-
ed Assignment Clerk for this county
by Governor Ferris on the recom-
mendation of the three circuit judges
of Kent county. He still occupies
this position, with credit to himself
and with satisfaction to all who have
business to transact in the courts.

Four years ago Mr. McKay en-
gaged in the tire business at 128
Crescent street, at the corner of Bond
avenue, under the style of the Akron
Tire Corporation. The business has
been very successful. The house has
the local agency for the Pennsylvan-
ia Vacuum Cup tires.

Mr. McKay was married fifteen
years ago to Miss Agnes Hermansen,
of Grand Rapids. They have two
children—a boy and a girl—and re-
side in their own home at 1435 Broad-
way avenue.

Mr. McKay owns up to-but one
hobby, aside from his penchant to
erect houses, and that is fishing. His
life has been so busy that he has
found little time to indulge his in-
clination toward that pastime.

Mr. McKay has always been a Re-
publican, having been Secretary of the
Republican county committee for sev-
eral years. He has never held any
elective office, but has this year enter-
ed the lists for State Treasurer in the
belief that every one should do his
part to break up the Sleeper regime
which has developed more personal
selfishness than any other administra-
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tion which has ever held sway in this
State.

Sleeper has two personal candidates
for State office—Treasurer Gorman
and Supreme Judge Clark, both, of
course, of Bad Axe. Judge Clark, the
Governor’s nephew, entered the Su-
preme Bench under a great handicap
—his relationship to Sleeper and his
connection with Sleeperism—but he
has developed so rapidly and shown
so much adaptability for the work
that he has, to a great extent, over-
come the prejudice which accompan-
ied his entrance in public life. Be-
cause of these developments, the bar,
bench and business men of the State
appear to be willing to consent to his
re-nomination, although it is a bitter

Frank D. McKay

pill to swallow any candidate whose
associations are of such a question-
able character. Not so with Gorman,
who is the cringing tool and servile
slave of the chief executive. The peo-
ple of Michigan are so disgusted over
the nepotism and hoggishness of
Sleeper in treating public office as a
private snap that they are determined
to rebuke him for the mistakes he has
made and the narrow ambitions and
selfish intrigues he has constantly
maintained. He aims to continue
Gorman in office solely to enable him
to divert State funds to the little
banks he controls in various parts of
the State. He has reaped a rich har-
vest from the financial benefit he has
acquired from these deposits so long
that he evidently imagines he abso-
lutely owns the State funds and can
continue to divert them to his country
banks, instead of dividing them
among strong banking institutions at
financial centers, where they can be
utilized in a way to benefit the pub-
lic at large.

The election of Mr. McKay would
sound the death knell to the petty
politics and nefarious methods which
have made the office of State Treas-
urer a by-word and nauseated the
business men of Michigan ever since
the Sleeper gang gained the ascend-
ency.

Mr. McKay has all the equipment
necessary to progress and achieve-
ment and he uses to the full what na-
ture has provided him. He is a man
no person can pass by with indiffer-
ence; nor can any city in which he
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moves and lives long leave him out
of its reckonings. He is absolutely
staightforward. He tells the truth
without quibbling. He always means
what he says and mostly he says what
he feels. He believes in fair dealing
and practices it. He also demands
fair dealing in others, and generally
he obtains it. He is without fear, con-
sequently he goes to his objectives
unhampered by many considerations
that might block a less forceful man.
He is a dynamo of energy with a
driving power that is tremendous.

Personal Tribute To Memory of
Sherwood Hall.

My acquaintance with Sherwood
Hall extended over a period of nearly
forty years. It was not a casual ac-
quaintance. It began when we were
young men and, with frequent con-
tact under many and varied condi-
tions, it ripened and mellowed into an
old and valued friendship.

I knew Mr. Hall in business. He
was the soul of honor. His word was
as good as his bond His principles
were based on a living conscience and
his practices followed his principles.

For ten years we were associated
in the West Michigan State Fair, and
to this work he gave much time and
his best abilities. Not for any selfish
end, but whole heartedly for what he
believed to be for the good of the
community.

We were together in the old Board
of Trade and | pleasantly recall how
helpful he was in all its activities;
how earnest he was in any service
required of him.

We were comrads on many a fishing
trip, and what a jolly companion he
was? Not boastful if in luck, not
downcast if the fish did not bite; al-
ways cheerful, whatever happened.

Socially, as | knew him, Mr. Hall
was a typical Southerner in his gen-
ialty, a gentleman of the old school
in his courtesy and kindliness; as a
host, his hospitality had no limit; as
a guest, he made all around him hap-

pyI knew Mr. Hall when the clouds
of sorrow darkened his horizon. How-
ever deep were the shadows, he en-
dured them with fortitude and un-
complaining resignation. When others
were in sorrow, his was the ready
sympathy which brought consolation.
His joys he shared with others and
none was more pleased than he when
good fortune came to his friends.
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Just a year before his death, lack-
ing a day, Mr. Hall was the guest at
a dinner arranged by old friends to
honor his attainment of the scriptur-
al age. It was a simple, informal af-
fair, but it gave him infinite pleasure.
| am sure he appreciated to the full-
est the tribute intended, but to me it
seemed his greatest happiness was in
having old friends and familiar faces
and those whom he loved around him
for a social hour.

Mr. Hall was ripe in years and he
went down with the foliage of fac-
ulties and friendship still green. His
fall was like that of the old oak riven
by a bolt from the sky.

We will miss his familiar figure
and listen in vain for his cheery voice.
But memory of him will remain.

William H. Anderson.

W. E. Zank, druggist at Stanwood,
writes as follows: “Please accept my
compliments on the Tradesman. |
find it not only interesting to read
during my spare time but of much
value to me in my business.”

Petersburg—Fred Kohler will re-
build the hardware and lumber store
recently destroyed by fire; will be
twice as large as former store.

Benton Harbor—J. B. Weir & Co.
have purchased the drug stock of
Irving Talbot, of that city.

MARTIN H HOLCOMB

Candidate for Republican
Nomination for

SENATOR

16th District— City of Grand Rapids
East of River

VOTE AUGUST 31, 1920

QUALIFICATIONS:
Twenty years business experience.
Six years Supervisor.
Four years in Michigan Legislature.
Citz. Phone 66498.

Grocers’ Display Counters

No. 46

This glass front counter shows the goods.
displayed are half sold. Are you interested?

Goods well
If so, let

us give you full particulars and price.

DETROIT SHOW CASE CO,,

Detroit, Mich.
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A Successful Business

Requires

A clean stock, turned frequently;
Careful crediting and close collections;
Economical expenses;

A fair percentage of profit.

Begin Now to Figure

Clean House—Push sale of all goods that have been
on hand longer than usual.

Examine the Over-due Accounts—Insist upon pay-
ment on definite date; the earlier the better.

BE SURE operating expenses are reduced to a working
minimum.

Don't Forget to—Include in your selling cost of mer-
chandise not only the invoice value with freight and drayage,
but rent, taxes, insurance, interest, bad accounts, waste and
shrinkages, as well as clerk hire, light, heat, etc.

How About Fire Insurance? Are you fully pro-
tected ?

W orden Q rocer Companyv

Grand Rapids—Kalamazoo—Lansing
The Prompt Shippers.
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Movement of Merchants.

Owosso—The Auto Sales Co. has
increased its capital stock from $10,-
000 to $30.000.

Greenville—The Greenville State
Bank has increased its capitalization
from $50,000 to $100.000.

Port Huron—Black & Co., dealer
in automobiles, etc., has increased its
capital stock from $15,000 to $25,000.

Hemans—The Hemans Co-Opera-
tive Elevator Co. has been organized
with an authorized capital stock of
$20,000.

Pullman—Floyd Hayes has com-
cluded to retire from the grocery-
business and is closing out his stock
of goods.

Niles—The Hunter Co., Inc., whole-
sale dealer in ice cream, etc., has in-
creased its capital stock from $50,000
to S100,000.

Ludington—Emmet Kanouse and
Arthur Treloggen have opened an ice
cream parlor and confectionery store
on South James street.

Saginaw—Bert Simpson has pur-
chased the Pacific hotel, 715 North
Jefferson street, and will remodel and
refurnish it throughout.

Muskegon—Sam Rosenbaum has en-
gaged in the meat business at 19 Ter-
race street, under the style of the
Packing House Market Co.

Tekonsha—Fire destroyed the store
building and stock of general mer-
chandise of Seeley J. Cook, August
11, causing a loss of over $10,000.

Mt. Pleasant—The W. Doughty Dry
Goods Co. is succeeded by the Charles
Barnard Co. Mr. Barnard was for-
nerly in the employ of the Doughty
.tore.

Hastings—The Hastings Co-Oper-
ative Elevator Association has been
incorporated with an authorized cap-
ital stock of $50.000, $32.500 of which
has been subscribed.

Detroit—The Mayer Carburetor
Sales Co. has been incorporated with
an authorized capital stock of $6,000,
$3.000 of which has been subscribed
and paid in in cash.

Benton Harbor—John Reibes, who
has conducted a drug store here for
many years, has moved his stock to
22 Portage street, Kalamazoo, where
he has opened for business.

Negaunee—E. M. Klein is closing
out his entire stock of dry goods and
clothing and will remove to Muskegon
where he will engage in the same line
<f business about Sept. 30.

Detroit—The new Borowood Hotel,
owned by G. A. Lindke, of the Lind-
ke Shoe Co., was formally opened
a few weeks ago. It has seventy
rooms and is already doing a capacity
business.

Bridgeport—Mrs. Molly Gramlich
has sold her hotel, the Center House,

to Charles Manchester and Mettey

Robarte, who will take possession

Aug. 24, after which they will re-

model the entire building.
Detroit—The Klein-Gordon Co.

has been organized to deal in commo-
ditis, merchandise of all kinds, etc.,
with an authorized capital stock of
$100,000, $65,000 of which has been
subscribed and paid in in cash.

Flint—Farah & Corey has been in-
corporated to conduct a grocery busi-
ness, with an authorized capital stock
of $100,000, of which amount $60,000
has been subscribed, $10,200 paid in
in cash and $20,224.77 in property.

Detroit—Paul J. Schmidt has merg-
ed his boot and shoe business into a
stock company under the style of the
P. J. Schmidt Shoe Co. with an au-
thorized capital stock of $50,000, all
of which has been subscribed and
paid in in property.

Detroit — The \ aeger - Acerman
Shoe Co. on Gratiot avenue, near
Randolph street, is conducting a clos-
ing out sale announcing its retire-
ment from business. This concern
has been in the shoe business for
more than fifteen years.

Detroit—The Great Western Gro-
cery Co. has merged its business into
a stock company under the same
style, with an authorized capital stock
of $50.000. of which amount $40,000
has been subscribed. $1,040 paid in
in cash and $20,000 in property.

Detroit—The Seater Service .Sta-
tion lias merged its business into a
stock company under the style of the
Seater Sales & Service Co. with an
authorized capital stock of $8,000, all
of which has been subscribed, $500
paid in in cash and $4,500 in property.

Jackson—R. B. Ward, formerly en-
gaged in the grocery business at 1304
Francis street, being succeeded by D.
B. Aiken & Son, has purchased the
grocery stock and property of Clyde
J. Smith, at 713 Greenwood avenue,
where he has been actively engaged
since July 12.

Detroit — Morris Canvasser has
merged his plumbing and plumbers’
supplies into a stock company under
the style of the Detroit Nipple Manu-
facturing & Pine Cutting Co., with an
authorized capital stock of $15,000, all
of which has been subscribed, $2,500
paid in in cash and $11,000 in prop-
erty.

Saginaw—The House of Design,
dealer in furniture, furnishings, dra-
peries. etc., has merged its business
into a stock company under the style
of the House of Design, Inc., with
an authorized capital stock of $25,-
030, $12,500 of which has been sub-
scribed and $12.000 paid in in prop-
erty.
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Greenville—M. Skroder has sold
his interest in the clothing stock of
Feldt & Skroder to Earl M. Feldt,
son of the senior member of the com-
pany, and Floyd J. Peacock, Cleve-
land representative of A. Krolik & Co.,
Detroit, and the business will be con-
tinued under the style of W. S. Feldt
& Co.

Manufacturing Matters.

Detroit—The Detroit Metal & Steel
Works has increased its capital stock
from $18,000 to $50,000.

Monroe—The Monroe Steel Cast-
ings Co. has increased its capitaliza-
tion from $100,000 to $300,000.

Holland—The  Tel-Tip-Tip  Co.,
manufacturer of shoe tips, has in-
creased its capital stock from $10,000
to $20,000.

Wolverine—R. R. Burrington, of
Detroit, who recently purchased tim-

berlands near here, plans to build
lumber mill.
Saginaw'—The Central Cut Glass

Co. of Saginaw and Chicago, has filed
notice with the state authorities of
withdrawal from business in the state.

Detroit—The  American  Process
Bakeries has been incorporated with
an authorized capital stock of $20,000,
$10,000 of which has been subscribed
and paid in in cash.

Lansing—The Consumers Paint Co.
has been incorporated with an au-
thorized capital stock of $100,000,
$51.250 of which has been subscribed

and $20,500 paid in in cash.
Detroit— The Motor Balancing
Corporation has been incorporated

with an authorized capital stock of
$2,000, $1,000 of w'hich has been sub-
scribed and paid in in cash.
Detroit—The Ray Battery Co. has
been incoporated wuth an authorized
capital stock of $100,000. $65,000 of
which has been subscribed and paid
in. $1,003 in cash and $64,000 in prop-

erty.
Detroit—The Universal  Trans-
Lever Spring Co. has been incor-

porated with an authorized capital
stuck cf $75,003, all of w'hich has
been subscribed and $7,500 paid in in
cash.

Detroit—The J. S. J. Die & Tool
Co. has been incorporated with an
authorized capital stock of $16,000,
all of which has been subscribed and
paid in, $2,000 in cash and $14,000 in
property.

Niles—The Allerton Foundry Co.
has been incorporated with an au-
thorized capital stock of $50,000, of
which amount $41,000 has been sub-
scribed, $7,000 paid in in cash and
$13,000 in properly.

Detroit—The Vixson Co. has been
incorporated to manufacture and deal
in machinery, building materials, etc.,
with an authorized capital stock of
$50,000, $25,000 of which has been
subscribed and $5,000 paid in in cash.

Muskegon Heights—The Co-Oper-
ative Creamery Co., recently organiz-
ed among the nearby farmers, has
purchased a site on Mafifett street and
will occupy it with a modern cream-
ery, commencing the erection of it at
once.

Pontiac—The Pontiac Industrial
Works has been incorporated to man-
ufacture and sell pleasure boats,
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stump pullers, etc., with an authoriz-
ed capital stock of $50,000, of which
amount $37,700 has been subscribed,
$100 paid in in cash and $32,900 in

property.
Adrian — Workmen have begun
clearing away brush and trees on

Henry ford’s property and a dirt
cofferdam is being built in front of
the river dam. It is reported that Mr.
ford intends to build a new dam to
utilize all the water power at the Red
mill and White mill sites, which are on
his property.

Alma—A company is being organiz-
ed here to take over the automobile
parts business of the Western Car-
buretor Co., which was started just
before the w'ar. Those interested in
the project are Henry H. Soule,
Charles O. Ward and Harley Will-
iams. It is expected that the com-
pany will get into production in
about three months.

Battle Creek—The fact that the ford
Motor Co. has purchased a site in
Battle Creek has given rise to a re-
port that an assembly plant will be
established here. This is not correct,
as the plans call for the construction
of a two-storylsalesroom and garage
for the local distributor of ford cars
and fordson tractors. The structure
will have 35,000 square feet of floor
space.

Cadillac—The Acme Motor Truck
Co. has increased its annual cash divi-
dend rate from 7 per cent, to 10 per
cent. On January 1, 1920 the book
value of the company’s shares was
$17, the par value being $10. On
June 30, according to the audit of the
concern’s books for the first half of
the year, the book value of the shares
had increased to $19.72. At present
there is outstanding $600,000 of com-
mon stock. The officials announce
that the balance of the common stock,
$150,000, is being offered for sale at
$20 a share to present stockholders,
but none of this stock will be issued
until November 15. 1921, and will not
draw dividends until that time, nor
will any discount be allowed for pre-
payment of installments. The stock
is offered to the stockholders at the
rate of one share of the issue for each
four shares of outstanding common
stock.

Fireweed.
W ritten for the Tradesman.
Like a wanton waste of war
Forests fell before the fire
Desolation reigned afar—
Naught escaped the burning pyre.

Oft beneath the woodland fair
We had wandered in our quest
Of the dainty maiden hair
When with it the vale was dressed.

Indian pipes, arbutus too
Coral root and squirrel corn
Winter green, then orchids true
Did those shady nooks adorn.

Ail had fallen in the fire
Blackened scapes did now remain

Could there come the fond desire
Rre to see these scenes again

But to-day we journeyed there
And a glory met our eyes
Like a mantle everywhere

Had descended from the skies.

When the setting summer sun
Decks the clouds in softest red

So the fireweed had begun
Blooming where once all was dead.

Till a sea of color shown
Over hill and blackened wood
In a summer it had grown-
Turning failure into good.
Charles A. Heath.

Train the mind how it should go
and it 11 proceed of its own volition.
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Essential Features of the Grocery
Staples.

Sugar—The reduction to 17.10c less
2 per cent., basis of fine granulated,
announced last Thursday by Arbuc-
kle, had up to the end of the week
little apparent effect upon demand.
It was, however, considered to be too
early to base an opinion upon this
fact and the pressure by second
hands to unload at 16j4@16-K[c that
a further decline in refiners prices is
probable. There is still much high-
priced raw sugar to be melted against
which granulated has been sold, some
of the forward sales running well in-
to the fall months. All indications
pointed to a glut of refined sugar in
many, if not all. markets and en-
deavors made by second hands to dis-
pose of their surplus stocks at the
best obtainable prices to avoid heavy
carrying charges. Strenuous efforts
are also being made to induce refin-
ers to cancel contracts, deliveries on
which are yet to be made. Perhaps
a typical instance of the general sit-
uation in consuming markets is that
disclosed in a telegram from a prom-
inent wholesale grocery firm in the
far South. In part it read as follows:
“This market is glutted with sugar.
Refiners have been requested to hold
up further shipments and to cancel
unfilled orders for the reason that
payment cannot be made for them.
We have over half of our capital tied
up in this item and any more deliv-
eries will embarrass us. Refiners in-
sist on filling contracts which they
have for shipment for the balance of
the year, but most of these contracts
were booked by a local broker and
were not signed, although a letter was
sent requesting us to advise if book-
ing was not satisfactory, which we
ignored until we had altogether too
much sugar. Are such contracts le-
gally binding?”

Canned Fruits—There is some call
for the better grades of 1919 Cali-
fornia peaches and apricots, but for
seconds and standards the market is
far from active. What call there is
is routine in character and limited in
volume. “Additional orders for 1920
packs are not being placed at the mo-
ment. Pineapples rule firm on Hawai-
ian packs. Apples show an easier
tone on future State standards, which
are offered as low as $4.75. Buying
ideas are limited. Spot offerings are
indifferently regarded.

Canned Vegetables—The canned
food market is going through one of
the dullest and most inactive spells
experienced in several years. The
price tendency is toward lower levels,
and with no stability shown in either
spot or future offerings the buyer can
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hardly be censured for limited orders
for his bare necessities. There is so
little interest shown that in order to
create any buying demand a discount
is often required, leading to an ir-
regular market all along the line. Al-
though jobbers’ stocks are light they
are not being replenished at present,
so that the only bright aspect is in
the anticipated heavier spot demand
later on, when necessity forces the
distributor to come onto the market
for his actual needs. At present he
is working on his reserve stocks, but
even though they are light they can-
not last forever. Tomatoes have
shown pronounced weakness. Future
prices have been subject to almost
steady decline since they were first
named. Spot tomatoes are salable
only in a small way here and there as
the goods are needed and sacrifice
prices are the feature of the market,
California No. 2”~s and No. 10s are
in no better position on spot as to
tone or demand. There was very lit-
tle trading in corn last week. A few
pickup orders were turned in by sales-
men, but they plainly indicated an
apathetic buyer. Standards hold up
in price fairly well, but they show no
firmness and no strength despite the
fact that the old crop is pretty well
cleared up. Fancy Maine and State
corn is about out. No new future
buying of consequence is going on.
Peas reflect the same general trading
conditions. Some Southern lines are
selling, but the prices are strained
to the lowest level canners will ac-
cept. Western and State packs are
quiet also. Minor vegetables have
been more or less at a standstill in the
dull and narrow market as it stands at
present.

Canned Fish—Inaction is as pro-
nounced in fish as it is in vegetables.
Maine sardines are being tested out
as to prices as canners are firmly
holding their goods at the old price
levels, while buyers are underquoting
the market in an effort to get the
weak sellers to loosen up a bit. Trad-
ing is not heavy in any description
in the domestic and foreign fields.
Some canneries have reopened, but
the pack outlook is far from favor-
able as cans are still short of require-
ments. California and imported sar-
dines were neglected all of last week.
Salmon shows its greatest firmness in
red Alaska, which are almost unob-
tainable, affording an outlet for the
better grades of medium red. The
latter is offered at a wide range of
prices, covering an equally wide vari-
ation in quality. Pinks are not sell-
ing freely, but they are held up in
price owing to the fact that they can-
not be replaced on the Coast except

at equal or higher prices. Chums are
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dull. Tuna fish remains a slow seller
for the 1920 pack.

Condensed  Milk—An indifferent
spot demand, covering a period of
several weeks and during which there
have been no large orders for relief
buying, has created an unsettled and
irregular market on condensed milk.
A wide variety of prices are quoted
on resale blocks, but the range is sub-
stantially the same as it has been.
B"oka s all complain of a general in-
action in the foreign and domestic
fields. On some brands on which the
six months’eguarantee has about run
out, the market is sloppy and as low
as $9.25 a case is quoted. From this
figure, values run all the way up to
$10.50 a case, depending upon the
brand and the seller. Fresh shipments
command the outside figure, but they
are taken sparingly.

Olive Oil—Permits to export oil
from Spain are allowed only on de-
posit of 150 per cent, of the export
for local handling by the government,
at about 65 cents per pound. This
adds to the export price the difference
between the fixed price of the oil and
its actual market value. At the price
there is little demand for olive oil
from European countries, the United
States and South America seeming
alone to be willing to purchase.

Review of the Produce Market.
Apple—Duchess command 75@85c;
Red Astrachans, $1@1.10; Sweet
Boughs, $1.75.
Bananas—9]/sc per Ib.
Beets—Home grown, 30c per doz.
bunches; bulk, $1.25 per bu.
Blackberries—$5 per crate of 16 gts.
Butter—Local jobbers hold extia
creamery at 53c and first at 5lc.
Prints 2c per Ib. additional. Jobbers
pay 35c for packing stock.
Cabbage—Home grown, 90c per bu.
and $2.25 per bbl.
Cantaloupes—California stock is
now selling on the following basis:

Standards, 45s $4.50
Ponys, 54s 4.00
Flats - 2.00
Honey Dew 3.00

Indiana Melons are held as follows:

Standards $3.25
Ponys 2.50
Flats 1.25

Michigan Osage are now in mar-
ket, being offered on the following
basis:

122x 12__ 1 $3.25
I x 1 2.75

Carrots—30c per doz. for home
grown.

Cauliflower—$3.25 per doz. for Cal-
ifornia.
Celery—40c per bunch.

Cocoanuts—$1.50 per doz. or $10
per sack of 100.
Cucumbers — Home grown hot

house, $1 per doz.

Eggs—Jobbers pay 46¢ f. 0. b. ship-
ping point for fresh candled, includ-
ing cases.

Egg Plant—$2.50 per doz.
grown are now in market.

Green Corn—20c per doz. for eith-
er Yellow Bantam or Evergreen.

Green Onions—25c per doz. bunch-
es for home grown.

Green Peppers—$2.50 per bu.

Lemons—Extra fancy Californias
sell as follows:

Home

5
300 size. per box _ _ $5.50
270 size, per b >x — 550
243 size, per i«

Fanev California:5 sell follows:
300 size, per bex _ $5.00
270 size, per b:x 4.75
240 size. per bex — 425

l.ettiicie—Henae growii, $i.50 for

fread and #5c i :r leaf.
c>nionsi--Spanish, > pei: crate;
uiiinois Yellow 70 la. bags. $2.25:
Cal ifori i, 100 Ib. sacks, $3.50.
>rang<is—Faricy Calif::>mia Valen-
cia icw sell as foilows:

100
126 _ 800
150
176 _8.00
200 — - 800
216 — — o _8.00
250 7.50
288 -- 7.00
324

P'arsleir—50c per doz. bunches.

P'eaches—The miirket is well sup-
plied with Elberta:S fram  Illinois,
which ci3mmand $5 per bu.: home
grown Dewey (freestme) fetch $3.50
per bu.

rears—Clapp's Favorii:e, $I1L50 per
bu.

Pickling Onions—$2 per box of 16
Ibs.

Pieplant—$1.50 per bu. for
grown.

Plums—Burbanks, $4.50 per bu.

Pop Corn—$2.25 per bu. for ear;
shelled rice, 10c per Ib.

Potatoes—Home grown command
$1.65(3)1.95 per bu. Cobblers from
Virginia range around $6 per bbl.

Radishes—Outdoor grown, 20c per
doz. bunches.

Spinach—$1.25 per bu.

St: mg Beans—$2 per bu.

Sweet Potatoes—$3.75 per 50 Ib
hamper.

Tomatoes—Home grown hot house
$1.10 per 7 Ib. basket; garden grown,
$1.25 per J> bu. basket.

Water Melons—60@75c for
souri.

Wax Beans—$2 per bu.

Whortleberries—$4.50@5 per crate
of 16 gts.

home

Mis-

Whenever a certain Toledo grocer
engages a new clerk, he asks him to
write a personal letter to all of his
friends telling them of the writer’s
connection new connection and invit-
ing them to trade at that store. The
clerk, as a rule, is glad to do this and
his lodge, church, and other friends
are glad to trade with him.

M. D. Crane, dealer in general mer-
chandise at Stanwood, writes as fol-
lows: "I hope | may be able to take
the Tradesman for years to come, as
I consider it the only worth while
trade paper we have ever had in Mich-
igan. Keep it going, it is a great help
to me.”

George W. Millspaugh & Son, gro-
cers at Ann Arbor, writes as follows:
“We could not get along without the
Michigan Tradesman.”

The Grand Rapids Art Glass Co.
has changed its name to the Grand
Rapids Art Glass-Mirror Works.
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THE GOLDEN WEST.

How It Looked To Ex-Congressman
Belknap.
Written for the Tradesman.

To have a real good time on an
auto ride through New Mexico, one
must have a good sport streak run-
ning through his veins.

Every sign of the morning promis-
ed a well-mannered day and the trail
map told a story of plains, lava beds,
extinct volcanoes, adobe ruins, ranch
houses, good roads and those his-
toric hills, three of them named by
the early travelers through the coun-
try, the wagon mounds, the mountains
which in their makeup resemble the
covered top emigrant wagons. It
takes no stretch ot imagination to see
the resemblance, each being more
than 2,000 feet elevation above the
plains.

Los Vegas, the starting place of
the day, has an elevation of 6,500 feet
and the mountains on the other side
of the valley, one hundred miles, dis-
tant have an elevation of nearly 10,-
000 feet, with snow in sight all the
year.

The wagon mounds were the sign
posts which guided the emigrant to
water, wood and good pastures—three
factors in life of man and beast on
the plains.

The trail followed close to the rail-
road over twent-five miles of fine
roads and past a few well watered
ranches then another twenty-five
miles of extinct volcano craters and
lava beds—a hard country causing
slow time.

We had arrived at the summit of
a wide sloping plain when we discov-
ered a puncture in one hind tire. Then
we also spied a storm in the air, the
first we had met up with in the State.
With a hurry change of tires we got
out the side curtains for the first time
on the trail. Large drops of water,
high gusts of wind and a sky that
said trouble were soon in evidence.
The elements were celebrating some
one of the great events of the long
ago time. We did not linger to
look up the calendar, but put
on all the gas we had and hur-
ried towards wagon mound. For a
couple of miles we kept about even.
Then it came at us from all angles.
First rain with whirling winds, then
hail in blinding sheets. Inside the car
we were alright. Outside there was
raging a battle of the elements which
was deafening for an hour. | was
in the market for a Kansas cyclone
cellar. The hail was so thick and
blinding that it stopped the car.

When the air cleared for a moment
we found ourselves near a small
ranch house and in a slidght depression
in the road the railroad at our right
a few rods away and a wide sloping
hill at our left. The hail covered all
the country to a depth of more than
a foot and, to our amazement, was
moving in a grand slide down the
water way upon us. Quick to get
the situation our driver put on all the
power we had and backed our auto
out of its peril. A moment later a
torrent of floating hail was rushing
past in our front and banking up
against the railway embankment. Then
came another deluge of hail, then
rain, then again hail and when it let
up. there were two feet of hail as
large as marbles and hard as flint
floating down the sloping waterwash,
not half a mile wide, piling up against
the railway. Had we failed to back
out of its path, we would have been
in cold storage for the season.

At last the storm let up, although
the sky was full of war clouds which
threatened our future. Then we dis-
covered other tourists were close up
behind us. The first car contained a
man, his wife and two small children:
the next a man and his wife. Both
had just recovered from the flu and
both of these had camping outfits.
Then came a heavy Reo car with
two ex-service men. The younger of
the two had pinned to his breast the
highest honor conferred upon an
American soldier of the Kaiser’s war.
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The other, the elder man, wore the
chevrons of a Motor Corps Sergeant.
| hey, also, had a camping outfit and
plenty of pep to warm the situation.
The glass in all their windshields was
in mourning, the tops shot to rags,
dripping tears on on the passengers
inside.

The ranch house with its cattle
sheds was the one haven of sefety in
sight until a long freight train turned
in on the sidetrack, tooting thanks
or it might have been defiance to the
storm king. The train men tried to
come over the banked-up hail, to our
aid, but had to give it up. They could
not wade it, climb over or swim
through. Then a limited passed on
the main line and the freight went on
to_the East and we were alone in our
misery.

The writer was wearing light shoes
and $10 trousers. The chauffeur was
digging out his rubber boots from the
step box. That ranch house looked
good, so he broke the road along the
wire fence to the gate and a bee line
to the house.

The madam had a heart, was right
on the job, the house was all ours,
also her two pairs of rubber shoes.
She had between jumps been looking
at us for she had other troubles of her
own. Eleven cows, some calves, a
pair of horses, a lot of pigs and a right
smart flock of Rhode Island Reds.

The next morning, after the hail
had partly melted away, we gathered
up about a hundred of these biddies
and a bushel of little baby chicks.
The coroner said some were just
killed by hail stones, some drowned
by the deluge of water, some a lot of
both, all junk now ready for the back
lot. The soldier boy with the bronze
medal over his heart said with a sigh,
“Just like it was over there with the
Rainbow Division. They shot lead
and steel at us over there and here
ice did the business.” With the
Angel of Mercy’s rubbers | got my
women folks out of the car and into
the house with dry feet 1 must tell
you about that house—the inside.

Ranch houses are never very large.
In the main room, about 16 x 16, there
were three beds, one in each of three
corners curtained off; the fourth cor-
ner contained a grand piano made of
genuine mahogany with carved legs.
Open on the key board was “My Old
Kentucky Home.” There was a lot of
other music, sheets and books. Then
there was a lean-to kitchen, a large
modern range, a cream separator,
dining table, with all the other attach-
rpents to go with a well-provided fam-
ilv.

Of course, there was a man with
the outfit, but he had been so busy
with the stock at the barns and stock-
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ades—the calves, pigs and colts, all
calling for help—that he could give
us no attention. Unexpected guests
dropped in with the hail, a bit of a
surprise party.

I remembered that when we came
in sight of the ranch house, a wind-
mill in the yard was breaking the
speed limit. The painted biades of
the fan were running away. Now as
1 looked up it presented only a few
splinters.  Scattered about the yard
were bits of gayily painted lumber.

As the hail ceased we mustered all
the shovels from both autos and ranch
and began to dig out. Li the deep
drifts the chauffeur of our- car filled
his rubber boot tops with hail that
packed down about his ankles, freez-
ing his legs and feet and he was suf-
fering intense pain, as we worked in
vain to pull the boots off his feet and,
after much time, succeeded in doing
SO.

We dug out the two cars with the
camping outfits, got them together,
put up their tent coverings and made
them comfortable with fires of old
rail ties. All too soon the night came
on with showers that helped melt
away the ice. Between the rains we
dug in the canal until we were bushed.
The Angel of Mercy loaded that
kitchen table with bacon and eggs,
hot tea biscuits, milk, fresh churned
butter and coffee.

All the beds in the house were giv-
en up to the guests, who needed them
most, and the host and hostess
spread a bed for themselves on the
floor in the space between the real
beds. It happened in the winter
months that this space was occupied
by a heater stove Rains are so un-

The Machine
you will
eventually

Buy!
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usual that when they put away the
heater for the season, they forgot to
put a cover over the pipe hole in the
ridge of the roof. It seems that old
Pluvius had waited a long time for
this chance to get even with the coun-
try. We fellows who had been work-
ing in the road had sense enough to
come in when it rained. About mid-
night the roar that came across the
plains from the mountains on the
South with flashes of liquid fire that
lighted up the country set me think-
ing. | never could see the need of
investing in lightning rods, but if a
rod agent had happened along just
then he could have sold me several.
We knew there was a good fire in that
kitchen range and the two soldier men
and myself soon were drying our feet
and legs in the wide open oven.

When we entered through the Kit-
chen door it looked as if the ranch
house occupied the middle of the
stage and the spot light working over-
time. We talked only in whispers,
lest we wake up the sleepers in the
main room and there was no door be-
tween us. It seemed as if Pluvius
had his Sﬁot“ght on that hole in the
roof and hit it full size, a twelve-inch
stream right into the middle of that
shake down bed. As is usual in such
affairs, the man jumped up and cussed
while the chambermaid hustled the
bed out of the flood into the only dry
place under the piano. It doesn’t
sound good to hear a woman swear
and in a case of this kind only a man
of good physique is strong enough to
do the subject justice. And | think
he did.

This being a well planned rain and
fire storm, there was no wind as in

is a high class add-
ing and listing machine,
scientifically constructed
along standard lines and
sold at @ minimum cost.
You can PAY more, but
cannot purchase better
value.

M. V. Cheesman, State Distributor,
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the day before and it was doing more
to rid us of the hail than an army
could do with shovels. So the old
Sergeant laid down on the floor with
his feet under the range and passed
into dreamland.

Said the other ex-service man, “Cap-
tain, | wish dad and mother couPd
look in on me now. Dad is the best
old boy in the State of Texas, got a
big business and lots of dough. 1 am
the yeast that keeps the dough work-
ing. Dad doesn’t like the girl 1 want
to marry. He says she is a fine girl,
but not as fine as the one he has
selected, so dad gives me a roll—$1,000
in $20 bills—and a Reo and tells the
Sergeant to outfit for a Summer in
the hills, where | can see the countr
and of course, forget that girl. | will
go back in the Fall, busted, the Reo
In rags and settle down with the best
girl. You see, Captain, | plan it this
way: | will scout around in no-man’s
land until | find a place in the sun,
where there is a creek with fish and
a swimming hole just outside the can-
yon. There will be oranges, apples
and peaches. On the bungalo there
will be roses and wisteria. | don't
expect to find all these things ready
made, just the canyon, the water and
the fish. She and | will do all the
rest. When the Sergeant and | find
the place up in Colorado somewhere,
I’ll wire my girl, not dad’s girl, to
hike out on her wedding tour. The
first one of those twenties | peel off
that roll that’s here in my shirt, will
be given to the chaplain. We will get
right out of this at sun up and dig in
the ice, as | dont want to fool away
any time.”

We did get out in the first light and
the rain had done wonders to help.

All told now there were six able-
bodied to shovel out a canal wide
enough to pass the autos. About 9

o’clock another freight with the same
crew as the day before came in on

the siding. The conductor was a man
in every sense of the word. We
gathered in our children, women and

other non-combatants and by a half
mile’s walk put them in the train ca-
boose with bread and hot coffee.
When they had a clear track they
pulled out on the main line and in
due time were at wagon mound.

At noon we Passed the first car
through the drifts from both ways.
Through four feet of drifted hail and
slush ice we helped each other until
the blockade was broken. All the
hail was in a four mile space. When
once over this, we had fair wheeling.

One line more for that Mother of
the Ranch house We discovered all
about it while washing up the dishes
that morning. Educated in an East-
ern college, graduated with a big
diploma, now hanging over the piano,
bonnet full of romance, life full of
energy, a cow-boy with g big hat and
jingling spurs all make separate chap-
ters of life’s book. This Fall they will
sell all the stock and ranch, move to
a town, where they can educate their
only daughter, now 11 years old, and
begin to live over again.

There is nothing like a tornado of
hail to develop some men. Some of
these auto tourists go out on the great
desert Blains expecting to find Cal-
ifornia boulevards and perpetual sun-
shine with a pocket full of insurance.
They are liable to run up against a
boulder of lava at any turn of the trail.
It is at this time that a shovel is more
persuasive than a silk hat.

Charles E. Belknap.

Experience of Hotel Inspection in
Washington.

Coldwater, Aug. 16—I send you
herewith a letter received from Hon.
Lewis T. Hart, Governor of the State
of Washington, bearing on the opera-
tion of the hotel inspection depart-
ment in that State.

This is a matter that should appeal
to every voter and taxpayer in the
State of Michigan.

With the still further increases in
railroad passenger fares and the ever-
lasting continual increase in every
service that confronts the traveling
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man in pursuit of his business, it is
high time that we should be afforded
at least the safety of life and property
and be given a just consideration of
our cause. John A. Hach,

Chairman Grand Legislative Com-
mittee.

Portland, Oregon, Aug. 10—Believ-
ing that it might be beneficial to that
great army of men who spend so much
of their time away from home supply-
ing the needs of the public, through
their calls at regular intervals upon
the merchants of the country, | am
taking the liberty of complying with
the request of some of the members
of the United Commercial Travelers
of America to write you briefly con-
cerning the condition of the hotels of
the State of Washington.

Having myself in early years been
engaged in a vocation that necessitat-
ed a considerable amount of travel
over the State, | know something of
the condition of the hotels as they ex-
isted at that time. A few years ago
the United Commercial Travelers of
this State appeared before the Legis-
lature with a bill providing for hotel
inspection and regulation. The Leg-
islature readily complied with the re-
quest of the traveling men and enact-
ed that bill into law. The result of
the operation of this law is that the
furnishings of our hotels have been
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improved several hundred per cent,
and are made in a large measure as
homelike as it is posible for a public
house to be. The sanitary conditions
have been so improved that one is al-
most as safe from disease in any of
the hotels of this State as he would
be residing in his own house.

At first the hotel keepers were in-
clined to resent the interference with
their business, but as they have noted
the cheerfulness and good nature of
the traveling public by reason of the
safety and sanitary improvements and
the pleasures and comforts of hotel
life, they gladly welcome the visit of
the Hotel inspector and readily com-
ply with any suggestion for greater
improvements for the health or com-
fort, pleasure or convenience of their
guests.

Being a firm believer in laws that
make for the betterment of mankind,
safety of health and life, 1 would like
to direct the Commercial Travelers
of this country to a study of the health
statistics of our State and of the re-
sults brought about largely by the co-
operation of our Commercial Travel-
ers, Hotel Inspectors, State Board of
Health and the hotel keepers.

If every state in the Union had a
similar law governing hotels, popular-
ly and properly enforced all criticism
from commercial men and tourists
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would cease and many ailments to
which human flesh is heir, would rap-
idly disappear and | beg to tender to

any one interested anywhere, the
counsel and advice of our Hotel In-
spection Department, of our hotel

keepers and of our united commercial
travelers, any and all of whom will be
willing and glad to render you any
possible assistance in having such a
law placed upon the statutes of every
other State in the Union.

Louis F. Hart, Governor.

Some One Blundered.

Lansing, Aug. 16—In your issue of
Aug. 4 you made note that | (E. P.
Hobart) has disengeged in the gro-
cery business with E. I. Pierce here
in Lansing and has set up shop in St.
Johns.

Some one must have known more
about our affairs than we did our-
selves, for 1 knew nothing of any
change until | saw it in your columns.
Pierce & Hobart at one time conduct-
ed a store in St. Johns. | (Hobart)
sold out to Pierce a year ago and have
been located in Lansing ever since
and expect to stay.

Will you please make the necessary
correction in your next issue of the
Tradesman as to my location and re-
member | am an ardent booster for
the Tradesman? E. P. Hobart.

Lily W hite

“The Flour the Best Cooks Use”

Is Sure to Please You

It is milled to meet all the requirements of quality, and yet it sells for only
a little more than ordinary flour.

The quality of the flour comes out in the baking.
the color, the nutriment, all depend upon the selection of wheat and the
processes of milling.

How it bakes, the flavor,

LILY WHITE is made from the choicest wheat grown in this country—not

Look for the
ROWENA
trade-mark
on the sack

flour.

Try LILY WHITE—Results will convince you.

too hard, nor too soft, but just right for perfect balance.
of the kernel are milled. The wheat is cleaned four times, scoured three times,
and actually washed once before going onto the rolls for the first break*
result is a flour of superfine texture, of perfect uniformity of granulation, of a
most palatable flavor, of unsurpassed color.

Everything baked from LILY WHITE is light, tender, delicious.
all-round flour.

Only the “goodies”

The

It is an

Countless thousands of women are enjoying reputations won
from baking wonderful bread, rolls, biscuits and pastry from this high-grade

Ask for LILY WHITE at your dealer’'s.

Ads like these are_being run

Michigan.

Satisfaction is guaranteed.

VALLEY CITY MILLING CO.

GRAND RAPIDS, MICHIGAN

“Millers for Sixty Years”

. . regularly and continuously in the princi?al papers throughout
! You will profit by carrying” Lily White Flour in stock at al
placed in position to supply the

times, thereb?/ eing
ou

emand we are helping to create for Lily White F
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SUGAR MARKET DEMORALIZED

A condition approximating demor-
alization has been developed in the
sugar market within the past week.
Indications cf its approach have been
apparent to close observers for some
time, for to them it has been evident
that a reaction to actual conditions
of supply and demand was due. It
is now apparent to any one who fol-
lows day to day market develop-
ments, even cursorily, that consumers
have overbought.

The causes which forced prices to
unprecedented high levels i ; tho earlv
months «f the year have been so
frequent];r set forth that it would
seem to he unnecessary ii recapita-
late them but for the fact that a clear
understar diiig of the present situa-
tion would not he possible without
starti; g at ihat point in discussing it.

The panicky fears of large rnanu-
facturi; g cimsumers such as candy-
makers vMen it became apparent that
the Gryeri Inent was to exercise no
further cil.trel cf the purchase and
distribuii.m ci raw sugars, with the
implicaticni that the competition of
the world’s market for the purchase
of the 19191920 Cuban crop would
lesult in a highly restricted supply
for this country, induced them to en-
ter upon a Wild buying campaign in
which price:; appeared to cut no fig-
u.e. The a\merage household consum-
er actuated by the same fears, and
haviig a8 keen remembrance of the
intuii,e of last winter and that of the
year before, t>ok to hoarding, there
is every reason to believe. While
there was a very heavy apparent con-
sumption of |efined sugar in the first
half cf tlie year the exact reverse of
this conditic>n exists now when de-
maud in hormal times is at the peak.

Instead cii buying more sugar the
manufactijring consumers are endeav-
dring to sell what they have already
bought at prices much below those
made hv reiiners, while jobbing gro-
cers who finid the outlet through re-
tail chain:els choked are pursuing the
same cornse. Neither is meeting with
aly measureahle success, as the only
market is with the household con-
sumer cr small ma lufacturer and
these are either already supplied or
are curtailing their use of sugar to
the minimum.

In fact the high prices that have
prevailed up to the present date have
defeated their own ends. In conjunc-
tion with the cost of fruits they ap-
pear to have discouraged the house-
wife from "putting up” the wusual
quantity of preserves. All indications
point to an exceptionally small use
of sugar for this purpose so far this
season. Instead of hoarded reserves
being consumed in that manner they
are going to meet the ordinary’re-
quirements of the kitchen and table
if the fact that "all the sugar you
want” fails to increase the sales of
retailers who freely display such
signs is to be taken as a criterion.
In the commercial canning field in-
dications are said to point to a cur-
tailed cutput, not so much because of
the cut of sugar as the scarcity of
tin plate for cans arc thc difficulty
of financing operations presented by
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the stringency of the money market.
It is also thought that the wave of
economy that is sweeping the country
is having its effect upon the consump-
tion of candy.

The fact that the price of raw su-
gar has declined more than 10 cents
a pound sir.ee the peak was reached
in late May and that refined is fast
following may not be accepted as
evidence of a continuing downward
movement. There are certain ele-
ments in the situation which furnish
reason for the belief that a point must
soon be reached whe.e a balance be-
tween supply and dema :d will be
found. While the arrivals cf so-call-
ed outside sugars have been and con-
tinue to be heavy, their total as com-
pared with normal requirements of
so-called outside sugars have been
and continue to be heavy, their total
as compared with normal require-
ments cf the country’s consumption
is net excessive a d it would not re-
quire a much further decline to dis-
courage further purchases of them
for shipment to the American mar-
ket. Such as remains of housewives’
hoards must soon he used up, it is
pointed out, and, moreover, there yet
remains some five or more weeks cf
the fruit season cf which better use
will probably be made than of the
part that is gone in household pre-
serving with c.heaper sugar as well as
fruit. Candy consumption, although
reduced, will require quite as much
if not more sugar than normally. It
is noted that the Cubans, who are
in a strong financial position, are not
keen to meet the market for raws
as it is being made by holders of car-
goes afloat or soon to be shipped,
who are in need of money to meet
the calling of loans by banks. It is
also evident that refiners who have
much sugar coming to them that was
bought at cost and freight prices far
above the present market cannot sell
refined cheaper except at losses run-
ning into millions.

From all these circumstances it
would appear that the immediate fu-
ture of the market is dependent upon
the pressure need}- holders of “out-
side" sugars and overbought Cuhas
and Porto Ricos will bring to bear
to liquidate such holdings and on
whether the consuming demand will
increase sufficiently to easily absorb
the surplus supply now in sight. That
the lL.mit cf the decline has not been
reached is the consensus of trade
opinion, but that it will go very much
further is not believed by conserva-
tive people. Exporters have been
showing renewed interest in the mar-
ket (f late, although prices have net
reached the poi: t at which they are
ready to take hold. When they do
it is believed that there will be af-
forded a European outlet, especially
in countries that have been sending
their sugar here and depriving them-
selves to take advantage cf our high
prices, thus greatly relieving the sit-
uation.

Unless you know what is in the
windows on display, you may find
yourself in the position of knowing
less than your customer.
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THE FOOL AND HIS MONEY.

W ith the arrest of that enterprising
financier, Mr. Ponzi, for using the
mails to defraud prospective deposi-
tors of money in his “company,” the
usual termination of schemes for
paying fabulous profits has arrived.
The newspapers have given to this
gentleman’s mysterious achievements
all the publicity that could have been
desired, and there can be no doubt
that the public has read the daily bul-
letins of the Government’s investi-
gation, not only with absorbing in-
terest but with a good deal of willing
credulity towards Ponzi’s assertions
as to the source of his profits.

Interest cf 50 per cent, every
monlh-and-a-half on money intrusted
to Ponzi was a bit staggering to the
matter-of-fact mind. But when it was
patiently explained by the head of the
“Securities Exchange Company” that
this represented only the proceeds of
buying bills of exchange on Europe
at the depreciated current rates and
using them to purchase in Europe
“postal return coupons” payable in
America at par cf exchange, the pub-
lic began to yield to the belief that
perhaps, after all, a new machinery
for accumulating wealth beyond the
dreams cf avarice might have been
discovered. It is always difficult to
say, when the actuals character of
such ur.derta -rings; is exposed, wheth-
er the indignation of the man in the
street is greater because a wicked
deception is exposed or because a
pleasing illusion has been shattered.

While the secret remained a secret,
not much interest was taken in the
fact that, although dealing in “mail
coupons” might conceivably have
yielded a profit of a few hundred
dollars offset by a fairly equivalent
running expense account, the use of
the alleged six or seven millions in
the imagined enterprise was impos-
sible. This attitude of the readers
of the news towards the “Ponzi in-

vestigation" was precisely the atti-
tude of the 40,000 individuals who,
the Federal investigators now cal-

culate, may have intrusted the "wiz-
ard” with their money. It is all a
familiar amiable weakness of human
nature, and perhaps its recurrence in
every period of haphazard specula-
tion, after repeated lessons from past
episodes of the kind, is no more sur-
prising than the fury of the specula-
iive public to buy stocks on any-
body's “tip” at the top of a wildly
inflated market.

There does not appear to be any-
t.iirg novel about the Ponzi episode.
Such exploits differ only in the ex-
planation of his methods offered by
the manager of the scheme to the
believing public. The “Franklin Syn-
dicate,” whose author came to grief
in the similarly speculative period of
1903, alleged secret means of manip-
ulating the stock market—Iess orig-
inal than Ponzi’s explanation but
equally convincing. That undertak-
ing paid 10 per cent, a week to de-
positors; this “dividend” being de-
rived, as was to have been expected,
from the cash paid in by new de-
positors. We believe that the “Frank-
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lin “Syndicate” received in all a little
over a million dollars of deposits
and paid out some $600,000 in “divi-
dends;” most of the remainder having
been used up in unlucky private spec-
ulation by a couple of scamps who
had employed the “manager” of the
syndicate at $25 a week to deceive
the investing public.

Such achievements are in fact by
no means confined to these relatively
humble ventures. Men who were on
earth thirty years ago will possibly
remember how the ingenious Ferdi-
nand Ward deceived his innocent
special partner, Gen. Grant, with the
story of fabulous winnings on the
Stock Exchange and deceived the
Stock Exchange itself by whispered
tales cf “War Department contracts”
obtained through the General’s in-
fluence, while all the time he was en-
gaging vin an infatuated speculation
of his own in South American se-
curities. No pretext, one would say,
could have been more easily proved
to be pure deception. Yet even in the
heart of Wall Street, Grant & Ward
were able to fail with credit liabilities
cf $25,000,000 and assets of about
$25,000.

FIND DELIVERY COSTS.

How much does it cost for a de-
partment store to carry home a pack-
age for a customer? The National
Retail Dry Goods Association, which
is answering the question, has com*-
piled the results of a questionnaire
on the subject and found that it may
cost a store an average of anywhere
from 5.5 cents to 30 cents.

Thirty-threC stores, members of the
Association, were asked how much it
cost them. These stores, each of
which does a business of more than
$1,000,000 annually, gathered their
statistics and sent in the results to
the bureau of research and informa-
tion of the association. The result,
as shown by the bureau in a chart it
has prepared, indicates that for fifteen
of the thirty-five stores the cost of
delivery per package is 12-15 cents.
For eight of them the cost is 15-18
cents. It cost four stores less than 10
cents to deliver a package, two it
cost 10-12 cents, two 18-25 cents and
two more than 25 cents.

The stores included in the list are
scattered all over the country from
Massachusetts to California, and from
Washington to Texas. The statistics
show the result of careful accounting,
and include practically every expense
connected with the delivery of the
package, such as the package col-
lectors’ wages, the shipping depart-
ments wages, delivery department
wages, freight and express charges,
postage, special messengers, C. O. D.
collection charges, packing supplies,
gasoline and oil, electric light, de-
preciation, repairs, rental charges for
space occupied by delivery depart-
ment, loss, uniforms for employes.

Those stores, however, which show
a per package cost less than 10 cents
did not include in their reckoning such
an item as rental.

Results of the questionnaire seem
to indicate that it costs a trifle more-

than 12 cents to deliver milady’s par-
cel.
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An up-to-date National Cash Register
would tell if this clerk i1s worth the raise
that he Is asking for.

RATIONAL Cash Register records would tell
instantly whether this clerk had increased his
sales enough to make him worth more money.

Up-to-date National Cash Registers give complete
daily records of how much each clerk is selling and
the number of customers each clerk is waiting on.

They show which clerks are the most valuable.
They enable merchants to fix wages on actual selling
records.

They give the records needed for a profit sharing or
bonus system. This makes the clerks directly inter-
ested in the success of the business. It puts them on
their mettle and results in increased business.

The National Cash Register Company, Dayton, Ohio
Offices in all the principal cities of the world
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ion,
President—J. E. Wilson, Detroit.

Retail Shoe Dealers’ Associa-

Vice-Presidents — Harry Woodworth,
Lansing; James H. Fox, Grand Rapids;
Charles Webber, Kalamazoo; A. E. Kel-

Io%g, Traverse City. .
. Secretary-Treasurer—C. J. Paige, Sag-
inaw.

Speeding Up Sales in the Shoe Store.

In any sales problem, be it shoes or
automobiles, the first essential is the
merchandise involved. | will assume,
therefore, that the shoes we are go-
ing to talk about tonight: are good
shoes—sturdy, stylish and built over
salable lasts; that they are priced
right, built on right lasts, and honest-
ly constructed. Now then, we have
our stock, and the first problem in
connection with maximum sales is to
locate a store where a majority of
the large buying prospects normally
pass.

Advantageous location is essential
to good business. If you locate where
people pass and pay proportionately
higher rent, you cut selling costs be-
cause you do not have to pull them
away from established trend and traf-
fic—because your windows are con-
stant reminders at a point in the city
where most of the shoe leather is be-
ing worn out—in other words, more
shoes are worn out on the principal
business streets than in the resident-
ial sections. The cheapest form of
advertising is a store location in the
heart of traffic. Correct location
solves one basic problem in that it
puts the store where the people are,
and thereby obviates the necessity of
pulling the people to the store, the re-
sult being automatic.

Having stock and store, we must
now establish a policy. To you it
may seem trivial, but it is neverthe-
less essential to cite that in shoe sell-
ing, correct fit must be the corner-
stone. A salesman who puts a sale
before a fit can cripple any business.
The old “Public be damned policy”
passed away a long time ago in the
railroad business, and never has had
any place in the modern shoe store.

As long as there are human beings
some few people will take advantage
of courtesy and kindness, but there
never has been a business of any kind
that could not afford to establish as
the backbone of its sales organiza-
tion the policy that the “customer is
always right." There will be times
when such a policy is imposed upon,
but they are so rare and so incon-
sequential that they can be turned by
-lever salesmen into good talking
points and “mouth to ear” advertis-
ing.

Promptness in meeting the possible
patron, the constant smile no matter
what the demand, the willingness to
display and fit a wide variety are all
essentials of successful selling. Here
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I will give you a good point, the most
impressive thing a shoe salesman can
do is to try a pair on a man’s feet,
and then refuse to let him take them
because they do not fit to best ad-
vantage. When a man’s foot is fit-
ted it is a simple mater to fit his
purse. _In short, the selling policy
must be such as to inspire absolute
confidence and dependability. It
must not only seem to do things, but
it must actually do these things. Such
a system may cost more to sell pair
of shoes number one, but its effect
is continuance, and cuts the selling
cost not alone to the individual pa-

tron in the future, but makes him a
walking advertisement among his
friends.

Of course, to do this a salesman
must believe in the shoes he is selling,
must understand and believe in the
policy behind the business, and must
realize that to the average cus-
tomer the salesman is the firm.

We have found that to imbue this
knowledge and spirit in each of our
men, and to keep interest keyed to
the best advantage of the patron that
frequent meetings of our men, col-
lectively and individually are advis-
able.

Now let us recap for a minute. We
have the merchandise, the store, the
policy, and the selling organization—
they are each all right. The question
now before us is how many pairs of
shoes can we sell?

Volume of business is fundamental
to success. The more times a mer-
chant can turn over his stock or his
capital, the more money he makes.
Here is a safe way to look at your
business. Costs go up when sales are
slack. Rent, light, insurance, clerk
hire, and overhead in general is the
same on the dull day as on Easter
Saturday. No salesman or selling sys-
tem is high priced when steady sales
are produced. The dull days are the
profit eating days.

V hat force, therefore, can we put
behind our business to stabilize trade,
to encourage a constant flow to equal-
ize the demand upon our organization?
Our best answer is advertising. There

Shoe Store and Shoe Pepair
Supplies

SCHWARTZBERG & GLASER
LEATHER CO.
57-59 Division Ave. S. Grand Rapids

tL j¢, P honorbilt
SHOES (

For Riaver and Better Business

TRADESMAN August IS, 1920

The “Bertsch’ shoes are
shoes your customers

want. Reasonably priced

— quick sellers— they will
give you a larger volume

of sales with increased

profit, and the unusual
value will mark you as
the leadingshoe merchant
In your city.

Herold-Bertsch Shoe Co.

Manufacturers of Serviceable Footwear GRAND RAPIDS, MICH

UOo D-
alo

Bui‘lt Like An Auto Tire

ibre Counter

it

Keepsthefeet
| .
P!m IH%

.
£ i!re Inmole
Preventsdrawing

/ Entro Heovy
Prtented ~ ‘Com position filler
Shock ebsorbtny

inettm *ticUrei

BLUCHER

Loose lined to toe. Half-bellows tongue. Fibre
Gray corrugated rubber sole made
neumatic heeL

. Brown duck upper. ed
insole and counter. Leather sock lining.
from tire-tread composition. Rubberized toe” box.

For hard work and hard play, where stout, serviceable footwear is

needed. Mail-bag duck uppers, joined by live steam pressure to tire-tread
soles, %lve the ideal combination of durability without excess weight. Pnue-
matic heels ease the feet and a leather sock lining insures cool comfort.
Sizes Bal.
Men’s E and EE __ to 12 «2.85
Boys’ | 2% to 6 2.60
Youths 11 to 2 2.35
Women’s 2% to 8 2.35
Misses” (Spring Hee 11 to 2 210
Child’s (Spring Heel 8 to 10% 185

We have thousands of cases of HOOD TENNIS on the Floor.
Write for special Tennis Catalogue.

PRODUCTS CO., Inc.
, MICHIGAN
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is a rather old “fogey” contention that
advertising adds to the cost of an
article, hut we have found that the
man who pays for advertising is the
man who does not advertise.

It costs no more in the average
shoe store to sell double the numbers
of pairs of shoes—the trick is to scat-
ter the trade to an even flow rather
than to the exclusive Saturday night
demand. Through advertising, the
customer comes to your store pre-
pared to buy—and the minute he
crosses yur door he is fifty per cent,
sold. Right there is a cut of fifty
per cent, in selling costs.

Another important point is that the
customer comes to the store knowing
what he wants, which saves time, and
time is money in inspecting stocks.

We look upon advertising as busi-
ness insurance. Every one of you
carry life insurance and fire insurance,
but most of you overlook the oppor-
tunity to insure the life of your busi-
ness. Whatever we have spent in ad-
vertising and by the way we are prob-
ably the largest shoe advertisers in
the South, we still have. Advertising
with us is an investment and not an
expense. The word “Uneeda” is list-
ed in the good will of the National
Biscuit Co. at six milion dollars, one

million dolars a letter. When you
think “Gillette,” you think safety
razor. When you think “Kodak” you

think Eastman, and when you think
collars you think “Arrow.” We like
to believe that when some people in
New Orleans think shoes, they think
“Porkorny” and if you admit that
they do you must admit that the name
“Porkorny” is probably worth to-day
more than we have spent jn advertis-
ing in the fifty-nine years of our ex-
istence.

Do you make the mistake of con-
fusing advertising with your dona-
tion account. Charge it to capital in-
vested, charge plenty of it, and | think
you will find it the best stimulant to
speeding up sales. We find that news-
papers because they give an oppor-
tunity for the development of edu-
cational argument, and billboards be-
cause they serve as a general remind-
er everywhere, are the two best forms
of advertising, and here is another tip
—one twenty-seventh of all the peo-
ple in the United States live in Louis-
iana and Mississippi, they all wear
shoes, and it pays to develop mail
order business. To again summarize
the matter of speeding up sales—give
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service, and do not be bashful in tell-
ing people about it. Ralph Levy.

Opinions of Two Michigamme Mer-
chants.

C. F. Sandstrom, general
“Certainly | will renew. The Trades-
man is a mighty good help to me and
is the best thing | ever invested in for
the money. It keeps me posted. It
tells me when, where and what to
buy. It gives me the forecast of the
markets and | have followed its ad-
vice and made money by it. Its ed-
itor, Mr. Stowe, has since the very
first done all he possibly could for
the business man and he is one of the
very best Americans living. He fights
for his country as much as the men
in the trenches. The way he goes
after traitors, crooks and crooked
politicians without regard to party, is
a caution. What he has to say he says
so we all understand him. | say, give
us more men like Stowe and more pa-
pers like the Tradesman.”

Ed. G. Muck, grocer: “I like the
Tradesman. It is a good thing to have
on file in the store of any prosperous
merchant.”

Bottom Facts FréJ_m Booming Boyne
ity.

Boyne City, Aug. 17—Crops around
Boyne City are looking fine.

The Chamber of Commerce is
working up a fall harvest festival, to
be held Sept. 21. The affair is to be
captained by W. F. Tindell and sec-
onded by Richard Walker, of the City
High School Agricultural Department
and promises to be a very attractive
affair.  This is preliminary to the
county fair to be held at East Jordan
the following week.

The Traction Engine Co. is making
its first shipment of the “Chicago 4~
tractor to Oklahoma and other South-
ern and Western points. The vari-
ous exhibitions and tryouts have been
eminently satisfactory in this vicinity.

The Crozed Stave Co. has begun
placing the machinery in its plant. The
equipment, beside the special stave
cutting machine, is of the most
modern and up-to-date character and
is a credit to the promoters and will
add to the city’s industrial attractions.

Maxy.

Don’t wait until to-morrow to make
use of to-day’s opportunities. To-mor-
row will bring opportunities of its
own.

OFFICE OUTFITTERS
LOOSE LEAF SPECIALISTS

237-239 Pearl St. (near the bridge) GrandIRapids ] I E . A

TRUE ECONOMY

People are now beginning to realize the advantage and economy
of buying their shoes by the mile not by the pair.

It is at this point where Hirth-Krause shoes come to the rescue and

bring true economy.

Look for the More Mileage Guarantee on all Hirth-Krause shoes.

y irth 'tta u se

Shoemakers for three Generations

B—

Makers of Work Shoes and Horse Hide Gloves

GRAND RAPIDS
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MR. SHOE DEALER

ARE YOU AWARE OF THE FACT THAT OUR LINE OF
MEN’S FINE SHOES COMPARES FAVORABLY WITH THE
FINEST PRODUCED ANYWHERE IN THE COUNTRY?

DO YOU REALIZE THAT FROM OUR IN-STOCK CATALOG
YOU CAN SELECT A COMPLETE ASSORTMENT OF MEN’S
FINE WELTS AND THEREBY ELIMINATE EXCESSIVE
TRANSPORTATION CHARGES, LONG DELAYS, DUE TO
TRAFFIC CONDITIONS AND THE MOST IMPORTANT OF
ALL, “LOST SALES,” THE DIRECT RESULT OF BOTH?

CONSIDER THE NEARNESS OF OUR FACTORY TO YOUR
STORE, THE MANY BENEFITS THAT ARE BOUND TO
RESULT, FROM RELYING ON US TO SUPPLY YOUR NEEDS
OF FINE SHOES FOR MEN AND DON'T FORGET THAT WE
CARRY 22 STYLES IN-STOCK FOR IMMEDIATE DELIVERY.

FIFTY-SIX YEARS OF SHOE BUILDING WITH “QUALITY”
AS THE WATCHWORD IS THE RECORD THAT WE HAVE
TO OFFER YOU AS A GUARANTEE THAT OUR PRODUCT
WILL BEAR OUT ALL OUR STATEMENTS REGARDING
THE STYLE, QUALITY AND THE SERVICE OUR SHOES
WILL RENDER TO YOUR CUSTOMER.

TRANSPORTATION CONDITIONS AND FREIGHT RATES
ARE SUCH THAT YOU OWE IT TO YOUR CUSTOMER AND
YOURSELF TO GIVE OUR LINE THE CONSIDERATION
THAT IT JUSTLY DESERVES.

COME IN AND SEE US. WRITE FOR OUR CATALOG OR
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Stock Dividend Status Explained By
Treasury Department.

No decision of the Supreme Court
of the United States in recent years
has been of greater importance to the
financial interests of the country than
that handed down in the case of Eis-
ner vs. Macomber. This decision has
given rise to numerous enquiries as
to just what stock dividends are for
the purpose of the Income Tax
Acts, how they are to be determined
and treated, and distinguished from
other dividends.

The following rulings, embodied
in Treasury Decision 3052, cover the
questions which will most frequent-
ly arise and which are of widest in-
terest to corporations and taxpayers
generally.

“Where a corporation, being au-
thorized so to do by the laws of
the state in which it is incorporated
transfers a portion of its surplus to
capital account, issues new stock rep-
resenting the amount of the surplus
so transferred and distributes the
stok so issued to its stockholders such
stock is not income to the stock-
holders and the stockholders incur no
liability for income tax by reason of
its receipt.

“Where a corporation being there-
unto lawfully authorized, increases
its capital stock and simultaneously
declares a cash dividend equal in
amount to the increase in its capi-
tal stock, and gives to its stockhold-
ers a real option either to keep the
money for their own or to reinvest
it in the new shares, such dividend
is a cash dividend and is income to
the stockholders whether they re-
invest it in the new shares or not.
“Where a corporation which is not
permitted under the laws of the state
in which it is incorporated to issue
a stock dividend, increases its capital
stock and at the same time declares
a cash dividend under an agreement
with the stockholders to reinvest the
money so received in the new issue
of capital stock, such dividend is sub-
ject to tax as income to the stock-
holder.

“\\ here a going corporation hav-
ing a surplus accumulated in part
prior to March 1, 1913, and being
thereunto lawfully authorized, trans-
fers to its capital account new stock
representing the amount so transfer-
red to the capital account and then
declares a dividend payable in part
‘n cash and in part in shares of the
rew issue of stock, that portion of
the dividend paid in cash will be deem-
ed to have been paid out of the sur-
plus accumulated since March 1 1913,
and is subject to tax, but the portion
of the dividend paid in stock will not
be subject to tax as income.

“A dividend paid in stock of an-
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other corporation held as a part of
the assets of the corporation paying
the dividend, is income of the stock-
holder at the time the same is made
available for distribution to the full
amount of the then market value of
such stock. This ruling is based
upon the decision of the Supreme
Court of the United States in Pea-
body vs. Eisner (247 U. S. 347),
which was not modified by the case
of Eisner vs. Macomber. If such
stock be subsequently sold by the
stockholder the difference between
its market value at date of receipt
and the price for which it is sold is
additional income or loss to him as
the case may be.

“The profit derived by a stock-
holder upon the sale of stock receiv-
ed as a dividend is income to the
stockholder and taxable as such even
though the stock itself was not in-
come at the time of its receipt by the
stockholder. For the purpose of de-
termining the amount of gain or loss
derived from the sale of stock re-
ceived as a dividend or of the stock
with respect to which such dividend
was paid, the cost of each share of
stock (provided both the dividend
stock and the stock with respect to
which it is issued have the same
rights and preferences) as the quo-
tient of the cost of the old stock (or
its fair market value as of March 1,
1913, if acquired prior to that date)
divided by the total number of shares
of the old and new stock.”

One Way To Avoid Bad Checks.

Speaking of the passing of bad
checks, a prominent banker makes
this suggestion: If the average mer-
chant would instruct his clerks who
have checks offered for cashing after
banking hours to ask the parties giv-
ing them to state telephone and street
numbers, they would probably be able
to make certain whether the check
could be safely cashed. The clerk
would have a certain department call
the telephone number or information
at central might be consulted to see
if the numbers and names were cor-
rectly given. A conversation with the
resident at the proper telephone num-
ber would usually give information of
value either for or against the party
wishing to cash the check. Again, if
the latter did not wish to wait long
enough to permit the telephoning to
be done, this could probably be con-
strued as evidence that the cashing
of the check is not safe. There are
many checks, he adds, in amount too
small to warrant going into the ex-
pense of prosecution, but these small
bad checks are a dead loss to the
merchant and in the aggregate may at
the end of the year reach a consider-
able total.
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Attempt To Break Down the Present
System.

Before the establishment of the Fed-
eral Reserve System, the check col-
lections of the country were made by
reciprocal arrangements between com-
mercial banks, and a number of seri-
ous evils grew out of this practice.

1 Charges for exchange were
made by banks for paying and remit-
ting for their own checks, these
charges in many cases being highly
exorbitant.

2. In attempts to find some avenue
of approach to the paying bank
which would avoid payment of ex-
change charge, checks were forward-
ed by extremely circuitous routes,
with increased risk to those who had
indorsed the checks and increased ex-
pense for handling.

3. The Federal and State laws at
that time permitted the bank to count
as reserve checks which it had mere-
ly forwarded for collection, with the
result that a substantial portion of
the reserves shown by our banks
were purely fictitious, as the same
check frequently served as reserve
for several banks at once, when, as a
matter of sound banking principle, it
should not have counted as reserve
for any bank until actually collected.

The Federal Reserve Act contained
provisions requiring the Federal Re-
serve Banks to collect checks for their
member banks, and active operations
under this provision began in July,
1916, at which time the Federal Re-
serve par list included 14,656 banks.
Gradually the par system has gained
ground, until at the present time it
numbers 27,000 banks, leaving only
3,000 of the banks of the country
whose checks cannot as yet be collect-
ed at par. Thirty-four states are now
entirely par, the exceptions being Wis-
consin, Minnesota, Washington, Ore-
gon, Arizona and ten states in the
South. Thus, an enormous tax on
commerce, due to exchange charges,
indirect routing, etc., has been almost
entirely eliminated, and our check col-
lection system has been made to func-
tion along lines of real efficiency. Dur-
ing the first month of the new collec-
tion plan’s operations, the twelve Fed-
eral Reserve Banks together handled
an average of 133,113 items, or $5°-
301,696 daily. In the most recent
month for which figures are available
the daily average was 1,328,114 in
number and $567,180,320 in amount.
All checks handled by a Federal Re-
serve Bank are sent either direct to
the bank on which drawn or to an-
other Federal Reserve Bank or
branch, which in turn sends direct to
the banks on which drawn, so that
the routing is very direct.

This is a brief statement of the de-
velopment of one of the three op-
erating functions of the Federal Re-
serve Banks provided for in the orig-
inal Federal Reserve Act, section 16
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thereof, as written by R. M. Gidney
of Buffalo. It is a function the value
of which was promptly recognized
by the busines men of the country
and quickly attracted the atention of
the members of the National Asso-
ciation of Credit Men, giving them
added reason for extending support
to the passage of the Federal Re-
serve Act.

Unfortunately some of the banks
feeling that under the provisions of
the par system of collecting checks
their right to make a special collec-
tion charge or tax for service which
they claimed was rendered was cur-
tailed, have endeavored to secure an
amendment to the Federal Reserve
Act such as will give the banks the
right to charge a collection fee on
checks, and thus bring about a re-
turn to the chaotic and costly check
collection conditions that existed
prior to 1914. The first attempt was
through the Hardwick amendment in
1917, and a second attempt is now
being made in H. R. 12379, introd-
uced by Representative Steagall of
Alabama, and H. R. 12646 by Rep-
resentative McFadden of Pennsyl-
vania.

If one of these bills is enacted, the
result will be that all the great work
which has been done to get 27,000
banks of the country to come into the
par system, will have been lost, and
the savings to merchants and manu-
facturers of the country, estimated
at many millions annually will go with
it.

The theory of the collection charge,
from the viewpoint of the banker, is
that it costs money to transfer the
funds represented by the checks, but
in practice the Federal Reserve sys-
tem has relieved the individual banks
of this cost, since it agrees to pay the
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cost of shipping currency in payment
of checks, and thus has removed
whatever justification might former-
ly have existed for exchange deduc-
tion. Therefore, in urging the reten-
tion of the par system, one is not
advocating anything in the slightest
degree unfair to the banks. And this
being so, it is to the interest of busi-
ness men, and credit men in particu-
lar, to do just as they did when com-
batting the Hardwick amendment—
get as many messages as possible to
their representatives at Washington
and to members of the Banking and
Currency Committee of the House of
Representatives—Edward J. King of
Illinois, J. C. Strong of Kansas and
Otis Wingo of Arkansas.

The credit men in the various mar-
kets should enlist the interest of the
country merchants, a great number
of whom pay their creditors in other
cities by remitting their own checks
upon local banks. Formerly creditor
merchants had to pay a charge for
collecting such foreign checks, the ag-
gregate annual cost of such collec-
tions being a large sum and forming
aeheavy and unnecessary tax upon
business.

Three thousand country banks are
hostile to the present system and are
seeking to break it down. By repeal-
ing the provisions of the Federal
Reserve Law, which made a free col-
lection system possible, they demand
the right in paying checks drawn on
themselves by their own depositors
in favor of creditors in other locali-
ties to deduct a charge, called ex-
change, although they incur no ex-
pense in paying such checks; and
should they desire to ship currency’
in payment thereof the shipping
charges are paid by the Federal Re-
serve Banks.

It is for credit men everywhere to
act against a threatened injustice. It
is wrong to force upon the entire
business community a tax merely to
enable a small minority of the coun-
try banks to continue a charge for
services which the better system now
in effect has made unnecessary.

William Gregg.
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Will Overhaul Internal Revenue Laws

Whatever may be done in the way
of overhauling the Underwood-Sim-
mons tariff law next spring, | believe
there will be a whole-hearted effort
to revise our emergency internal rev-
enue legislation and the problems that
will be developed in connection with
this work will be of a caliber to com-
mand the serious consideration of the
ablest members of both the big par-
ties.

It goes without saying that if the
Republicans are victorious at the polls
they will go to work upon a revision
of the tariff law soon after the elec-
tions. The Ways and Means Com-
mittee has already done considerable
work along this line and a large
amount of statistical matter has been
gathered for use in the coming re-
vision.

The United States Tariff Commis-
sion has also prepared a review of a
number of the leading industries from
a non-partisan standpoint and will lay
many facts and figures before Con-
gress as soon as it is advised that the
tariff schedules are to be overhauled.

It hardly need be said that should
the Democrats win in November thep
will proceed most conservatively in
the revision of the Underwood-Sim-
mons law. It is generally conceded
that they will make important amend-
ments in its schedule at a compara-
tively early date, assuming, of course,
that in carrying the election for Presi-
dent they also succeed in electing a
Democratic House and Senate.

Should the Federal Government at
Washington be divided on party lines
with the Presidency in the hands of
one party and the Senate or House, or
both, in the hands of the other, the
situation would be a problem the out-
come of which no one in Washington
is now brave enough to attempt to
forecast. It is safe to say, however,
that under any such conditions, noth-
ing but the most conservative chang-
es would be made in the tariff laws,
although there is absolutely nothing
in a bi-partisan government that
would prevent the comprehensive
overhauling of the internal revenue
status.

We do not recall any piece of leg-
islation enacted in the past forty years
that for unpopularity could hold a
candle to the excess profits law. Man-
ufacturers, wholesalers and retailers
in every line of trade have execrated
it heartily, and every economist who

Michigan Bankers and Merchants

Insurance in force Aug. 1, 1920
Premium and Re-Insurance Receipts for period--------------—---
Dividends to Policy Holders
Losses Paid for period
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chances to make a speech takes a wal-
lop at it. 1t would have been repealed
long ago but for the difficulty in find-
ing a more satisfactory method of ob-
taining revenue which must be pro-
vided if the excess profits tax is to be
repealed.

Readers of the Tradesman will re-
member Congress was on the eve of
striking the excess profits tax law off
the statute books at the last session
but finally yielded to the politicians
and went off on a wild goose chase
after the soldier vote with the so-
called bonus bill. You can’t have a
big soldiers’ bonus and at the same
time get rid of the excess profits tax
any more than you can spend your
money and at the same time keep it.

There will be less injustice done in
the collection of excess profits taxes
in the future than there has been in
the past. The Government is no long-
er fixing prices, war babies are not
yielding the returns they did before
the armistice was signed, and, gener-
ally speaking, things are getting down
to a more conservative basis.

This does not mean that the de-
mand for the repeal of this vicious leg-
islation will cease to be heard through-
out the land. But it does mean that
the operation of the law will be less
drastic and inequitable than in the
past.

Read the Michigan Tradesman and
Moved On.

On Monday Floyd E. Schoup, of
Beaverton, was here looking over the
town with a view of moving his ice
cream and butter factory from that
town here. He had read a brief arti-
cle in the Michigan Tradesman, stat-
ing that a Chamber of Commerce had
recently been organized here and that
we had a live town, so he concluded
that he would come over and see.
The town struck him all right and all
that was lacking was a suitable loca-
tion. He looked over the Beemer
building and thought that suitable.
President Cable accompanied him to
Harrison to see the owner and a bar-
gain was speedily made.

As soon as possession can be ob-
tained, Mr. Shoup will move his ma-
chinery here and commence business.
It is to be hoped that this is only the
-forerunner of others to follow.—
Clare Sentinel.

A man who thinks himself of little
importance usually is.

C. N. BRISTOL, Manager

to comtiat the fire waste.
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Remarks About the Powers of Ob-

servation.
W ritten for the Tradesman.

When | was a little girl | read
somewhere—the fact that | cannot
remember where may serve as an il-
lustration of what | have in mind to
say—a story entitled “Eyes and No-
Eyes, about two boys, one of whom
saw what he looked at, while the other
didn’t. One found a great store of
interest in the world about him; the
other was more or less bored with
life, and, | suppose (maybe the story
didn t say so; anyway, | know it must
have been a fact), that he had to seek
or have others find for him, enter-
tainment of an artificial sort

I have been thinking of this story
during an experience that | have been
having lately; an experience very
simple and commonplace, but to me
very significant. An experience with
curtain-rollers—those spring affairs on
which window shades roll up and
down.

In the little woodland camp which
my family has occupied for a part of
each summer during the past few
years, every window shade in the
house was put on hind-side before, so
that the shade not only was inside-
out, but rolled down on the side of
the roller away from the window,
leaving a light space of two inches
at each side. The simple reason was
that the fixtures in which the metal
ends of the rollers rested were put in
on the wrong sides—the left-hand one
where the right should be, and vice-
versa. On each roller were printed
directions, warning against just such a
mistake. The man who owned and
occupied the camp before us put them
up higiself; he told me so. | can
imagine him for all the years after
he put them up growling about their
having been made wrong in some way
that he couldnt understand. He was
a traveling salesman.

Now, | do not blame that man for
not understanding how to put up
window shades, or for not being able
to see the simple thing that needed
to be done to Set them right. But all
the time my husband was muttering
to himself as he changed every fix-
ture about “the blind fool that put
these up.” | was thinking about the
man’s parents, and the wonderful op-
portunities they missed in the train-
ing of the child; opportunities not
only for his benefit, but for great in-
terest and delight for themselves.

The power of observation is a mat-
ter of training, just as much as any
other faculty. It lies at the base of
all intellectual operations. Left to
itself the ordinary developments of
the mind, it does wonderful things;
the most neglected child acquires
power of seeing and an astonishing
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fund of information. But with wise
training the power can be indefinitely
developed, along every line, and the
child’s usefulness, capacity and gen-
eral intelligence immensely increased.
And | can tell you that if the power
to see, accurately and comprehensively
is not thus trained very early, before
he is six or seven years old, it never
will be.

It relates to every activity of life.
For instance, the man or woman who
seems oblivious to the common cus-
toms known as good manners and is
inconsiderate of the comfort and men-
tal peace of those about him, usually
is so because he or she does not see
what is going on; does not notice
how others conduct themselves. And
they lose a great deal of comfort and
enjoyment on their own part and are
the cause of no end of embarrassment
to others.

It all goes back at last to the ques-
tion of the amount of pains the par-
ents or others who guided the little
child’s earliest years took to open his
mind and sharpen his faculties. It
goes back beyond that; for the per-
son who guides the child may be dull
and unobserving herself. You have to
start, | guess, with the great-grand-
parents at least!

When my first child was the merest
infant we surrounded him with things
to see, to handle, to hear. And as
early as possible we began to draw
his attention to things which had
characteristics that he could notice—
color, shape, weight, odor, sound. A
bit later we gave him things which
were nearly alike but slightly differ-
ent, so that he could notice small dis-
tinctions for himself—distinctions of
temperature, shade and tone. Very
soon he wa6 able, and eager, to play
little games involving these matters.

| took him to market with me, and
let him help me select out things that
called for discrimination. | let him
help me prepare for the table the
things we had bought. He counted
and noticed the colors of the cran-
berries as he picked them over and
washed them; he arranged the pota-
toes with regard to resemblances in
size and shape.

He helped me distribute the clean
things that came from the laundry,
separating the colored and the white
articles and so on.

| encouraged him to draw and paint
the things he saw, not only because it
amused him, but because the habit of
reproducing what you have seen in-
creases your power of observation and
calls for loser attention to details of
form and color.

I made him notice whether things,
like roller-shade fixtures, were on the
right side or the left; were square or
round, longer or shorter. | had him
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select and arrange colored worsteds,
putting together those that were pre-
dominately red, or blue or yellow. As
soon as he was old enough, | led him
to write about what he saw. And he
always told his father in the evening
the things he had seen and done dur-
ing the day.

By means like these one opens the
mind of the child to the characteristics
of the world about him. It is of the
utmost importance to him, and of the
most wonderful pleasure and inspira-
tion to the one who guides his in-
creasing development.

Prudence Bradish.
(Copyrighted 1920.)

& Gamble vs. the Whole-
salers.

The action of the Proctor & Gamble
Co. in eliminating the wholesale gro-
cer as a factor in the distribution of
that company’s products is something
which the wholesaler will do well to
consider very carefully.

A company which has attained a
position of unequalled importance in
its field wo.uld not sever relations
which have endured for three-quarters
of a century unless it believed that it
was justified in doing so.

Proctor

August 18, 1920

There are several questions which
the wholesale grocer might ask him-
self. For example:

Can he distribute the manufactur-
er’s products more economically than
can the manufacturer himself? Can
he prove it—or does he merely think
it?

Can the wholesaler who is a manu-
facturer as well as a wholesaler ex-
pect co-operation, forever and a day,
from those who are manufacturers
only?

Is the wholesale grocer a distribu-
tor—as he claims to be—or merely an
order filler—as some of his critics say
he is?

What service does the wholesaler
render the public that cannot be ren-
dered, equally well and at equal or
less cost, by some other method of
distribution?—Printers’ Ink.

The fellow who prides himself on
always saying just what he thinks us-
ually thinks a lot of things that might
better be left unsaid.

Whether you win or lose in your
argument with a customer, the argu-
ment does not make any hit with the
customer.

Let HEBE have its own special
place onyour shelves

ECAUSE there is no other article in your
store exactly like it, H ene should have its

own special place inyour store.

Don’t put it with

your canned milk—keep it with the cooking

HEBE

-a distinctive product for distinctive uses
—without a competitor

supplies.

Sold for just wh t it is, and r., it is labeled— *a compound
ot evaporated skimmed milk and vegetable fat” — it creates

a nevv field of profit

Recommend and sell it as an economical

liquid ingredient for cooking and baking and for use in
coffee, and it will add to your volume of business.

cu*toniers know y°u have H evbe and reap the ben-
efits of H ebe advertising now appearing in women’s magazines

of nation.,1 circulation.

Trim your counters and windows

with Hebe and send to us for attractive window and wall

hangers counter cards,
sumers Bldg., Chicago.

leaflets, etc.

Address 2838 Con-

THE HEBE COMPANY

Seattle

Eticago
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INSPECTION SERVICE

COPYRIGHTED 120
By N.C.A

Do your customers know?

£T will be of interest to the house-

wife who trades at your store to know
what a far-reaching and efficient service
stands back of the Inspection Seal of
the National Canners Asso-

ice in the many canneries whose brands
will bear the Inspection Seal is the prac-
tical application of its plan to serve your

customers.
-------------- The Seal itself is the

ciation. For over seven years
the Association’s extensive re-
search laboratories in Wash-
ington have been serving your
customers’ interests. Here,
under the direction of some
of the world s most eminent
food scientists, various prob-
lems of the canning industry
are worked out and the most

NOTE CAREFULLY

The National Canners Asso-
ciation has organized an effic-
ient inspection service for the
purpose of assuring satisfac-
tory sanitary conditions and
clean, sound food products,
canned either in tin or glass.

Any canner may subscribe
to the Inspection and Adver-
tising service and by comply-
ing with the Association re-
quirements may secure the
privilege of placing the Seal
on each can of his products.

housewife’s assurance that the
Foods are scientifically pre-
pared from wholesome raw
materials in clean surround-
ings and packed as full as
practicable.

Over 700,000,000 cans,
bottles and jars of the 1920
pack of fruit, vegetables,
meat, fish and sea-food will

scientific and sanitary methods of pre-
paring canned foods from wholesome raw
materials are determined.

The Association s daily inspection serv-

bear this Seal. Through a forceful nation-
al advertising campaign, millions of wo-
men will know that the Seal is their sure
guide to wholesome canned foods.

NATIONAL CANNERS ASSOCIATION, Washington, D. C.

ﬁ nation-wide or anlzat%on formed in 1907, consistin o;grg-
ucers oi all varieties of hermetically sealed canne 0ds
which have been sterilized by heat. It peither produces, buys
nor sells. 1ts purpose Is to” assure for the mutual benént
of the industry and the public, the best canned foods
that scientific "knowledge and human skill can produce.

30

onibur i
m\wlz]able
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Nominations For Offices of

Goods Association.

Lansing, Aug. 16—I am directed by
the chairman of the nominating com-
mittee of the Michigan Retall Dry
Goods Association, and in compliance
with Section 8 of Article 5 of our
constitution, to send you the report
of the Committee on Nominations,
which in accordance with the Consti-
tution must be sent to our members
thirty days previous to the time of
our Annual Meeting.

The Nominating Committee ap-
pointed by President Christian is as
follows :

C. O. Sprowl, Lansing, chairman.

F. A. Wendland, Bay City.

W. J. Dancer, Stockbridge.

E. F. Blake, Middleville.

D. W. Goodnow, Howell.

This Committee met several days
ago and made the nominations as fol-
lows:

_President—George T. Bullen, Al-
bion.

W. O. Jones, J.
Co., Kalamazoo.

J. W. Knapp, Lansing

First Vice-President—John C. Toel-

Dry

R. Jones Sons &

ler, The Toeller-Grant Co., Battle
Creek.

Herbert N. Bush, Flint.

W. P. Emery, Crowley Milner &
Co., Detroit.

Second Vice-President—J. B. Sper-
ry, Port Huron.

Paul F. Steketee, P. F. Steketee &
Sons, Grand Rapids.

J. H. Walthers, Walther’s Dept.
Store, Bay City.

Secretary-Treasurer—L. G. Cook,
Cook & Feldher Co., Jackson.

H. E. Beadle, Sturgis.

Leon Rosacrans, Tecumseh.

Director, 1 year—H. G. Wesener,
The Wm. Barie D. G. Co., Saginaw.

B. H. Carter, Midland.

E. F. Mills, The Mills Company,-
Ann Arbor.

Director, 2 years—D. W. Robinson,
Alma.

C. E. Hagan, Mt. Pleasant.

E. C. Lloyd, Belding.

Director, 2 years—D. Mihlethaler,
Harbor Beach.

S. A. Lockwood, Lapeer.

Otto Sachse, Chas. Mercantile Co.,
Pontiac.

Director, two years—J.
ents, Rochester.

E. F. Blake, Middleville.

Guy L. Thoms, W. L. Thoms &
Son, Centerville.

We also recommend that the retir-
ing President and Secretary be made
ex-officio members of the Board of
Directors for the ensuing year.

To explain the method of electing
officers and directors | quote from the
section of the constitution above re-
ferred to:

“Any member desiring to place an-
other .candidate in nomination for the
board of directors or officers must
place the nomination in the hands of
the secretary at least ten days prior
to the date of the annual meeting.
Such nominations shall bear the signa-
ture of the nominator and of two
members seconding it.”

By this means it will be observed
that any one who is not fully satis-
fied with the nominations made by
the Nominating Committee is in a
position to nominate candidates of his
own and have the names placed upon
the official ballot. On the date of
the Convention the official ballots will
be prepared and distributed among
our members and the voting will be
done practically according to the
Australian method.

It is believed that this provides a
very fair method of choosing officers
and giving each and every member a
chance to consider who the candidates
are and, in fact, nominate additional
candidates if he so desires.

Jason E. Hammond,

Manager Michigan Retail Dry
Goods Association.

H. Clem-

Situation in Wool and Woolens.
Dealings in wool lately have been
very scarce, as is natural under the
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circumstances, and it is curious to
note that what indications of activity
are shown are for the medium-priced
varieties. The great, overpowering
vogue for the finest merinos is gone,
without, however, the mills having
disposed of their large accumulations
of this variety. It is felt that the call
will be for garments that will not
fetch the topnotch prices of the last
year and that the needs of those who
wish to practice economy will be the
principal ones to be met. A little
curiosity prevails as to the results of
the Government’s offering of about
1,563,000 pounds of assorted wools.
Sealed bids for these will be opened
in Boston on the 25th inst. This Gov-
ernment, like that of Great Britain, is
anxious to get rid of its holdings and
go out of the wool business for all
time. There is no longer any hope
of profit for either of them in con-
tinuing at it. A wild scheme was re-
ported from Australia during the
week. There, as in New Zealand,
the South American countries and
South Africa, there happens to be a
very large quantity of wool seeking a
market. It is gravely asserted that
Australia purposes in the future to
manufacture its wool and ship out
fabrics instead. It is conceded, how-
ever, that this could not be done even

under the most favorable circum-
stances in less than about fifteen
years. So this has no bearing on pres-

ent conditions. But there is no likeli-
hood of anything of the kind being
attempted except on the smallest scale
the Commonwealth having neither the
population nor the artisans, to say
nothing of the machinery or equip-
ment, to accomplish anything of the
kind, and needing whatever capital it
can secure for purposes that promise
a quicker and surer return in profits.
The goods market here is lifeless. It
is now expected that openings for
Spring will be had after labor day.
There is as yet no assurance that the
orders will be anything like they have
been in previous years. The uncer-
tainty of consumer-buying remains
the principal factor. Dress goods are
in about the same position as are
fabrics for men’s wear.

A N x B*va.aTxmT omet

the Gament"

Michigan Motor Garment Co.
Greenville, Mich.
4 Factories—8 Branches
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Do You Need Personal
Help During These
Trying Times!

No one seems to know just what to do, but we think that our
“DRY GOODS SERVICE” will be sufficiently valuable to lighten
the load considerably, and bring you safely through these worrisome
days. Read what it is and send in your subscription NOW.

TEN REASONS WHY

(1) MARKET AND BUYING ADVICE
We will give you specific and definite advice as to when and
when not to buy on any specific item or items. We will, also
give you general market advice from time to time. All subscrib-
ers will receive every Monday morning a short letter outlining
the situation as we see it.

MERCHANDISING

We will send you every month several helpful pamphlets con-
taining merchandising stunts to build your business, which can-
not help but be useful to you. We will answer any personal
questions on merchandising and tell you how we think you can
best merchandise your business.

ADVERTISING

We will furnish you from 4 to 8 ads, from full page size down,
covering all general lines of merchandise every month. These
are drawn up in such a way that you only need to fill in the
items. There are a few catchy cuts which we will furnish at cost
and which will only cost a very small amount.

WINDOW TRIMMING AND STORE ARRANGEMENT
Every month we will send you four simple but attractive and yet
inexpensive window displays. These are the kind that can be
put in by your clerks easily.

ACCOUNTING AND SYSTEMATIZING
An important phase of your store business and we stand ready
to supply you complete data and show you how to handle same.

INSURANCE

This is an item on which you need expert advice. In addition to
any general information, you can ask any specific questions,
which will be handled by the Chairman of our Board, Mr. E. A.
Stowe, who is an authority on this subject.

TAXES, INCOME, ETC.
Do not worry and fret about your taxes.
advice and help you make out your returns.

CREDIT, FINANCE, INVESTMENTS
We will gladly advise you on all matters pertaining to Credit,
Finance or Investments, without any additional charge.

STORE MANAGEMENT

Your store must be properly managed and our service will give
you many good points and we stand ready to give you personal
advice at any time requested.

(10) PERSONAL HELP
We want to make this service a real help to you. When request-
ed experts from this Company will call upon you personally to
solve any problems you may have, without expense to you. We
feel that these calls will be of as much benefit to us as to you,
hence we do this without cost to you.

2

®)

4

®)

(6)

@)

We will give you

(8)

C)

Subscriptions received now will receive service beginning Sep-
tember 1, 1920, but we must limit the subscription to the first mer-
chant in each town who subscribes. Be the lucky one and do it now.

GRAND RAPIDS DRY GOODS CO.
Grand Rapids, Mich.

Exclusively Wholesale No Retail Connections

Date

Dry Goods Service,
c-0 Grand Rapids Dry Goods Co.

Grand Rapids, Mich.

Gentlemen:

We wish to procure your Dry Goods Service for our store and
agree to pay the sum of $24.00 per year for the use of same, payable
at the rate of $2.00 monthly. We also agree to pay additional for all
cuts that we may want to ‘use in connection with the advertisements
that are supplied monthly in the service.

Yours very truly.
Name
Address
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Cost of Cotton and Fabrics.

Aside from the fluctuations in the
quotations of cotton, shown daily in
the reports of the exchanges and
based on reports of weather condi-
tions in one section or another, there
is one outstanding fact which militates
against any permanent increase in
price. This is the practical certainty
of a fairly large crop, combined with
a carry-over sufficient to more than
provide for the world’s probable needs
for the year to come. Loud outcries
followed the statement of Secretary
Hester of the New Orleans Cotton
Exchange that the carry-over was 6,-
000,000 bales, and a lot of efforts have
been made to try to whittle this down.
But no one contends that there will
be less than 3,500,000 bales, and this,
with the probability of about 13,000,-
000 bales of the new crop, will give
more than ample supplies for all
needs. This is especially true since
the indications of a lessened demand
from abroad. The seriousness of the
situation from the standpoint of those
who are trying to keep up price levels
is apparent from a hurry call for a
meeting sent out to members of the
Southern Cotton Association to take
steps to conserve their interests. Cur-
tailment of output by the mills is not
helping matters any, and spinners are
determined to get their raw material
at as low a price as possible, in or-
der to meet the public demand for
cheaper cotton goods. During the
last week the goods market has been
comparatively stagnant. Most of the
offers which have been made for goods
in the gray have been below the cost
of production. The mills are showing
a disposition to let go fabrics on the
basis of about 80 cents a pound, as
against the $1.30 or so which they
were demanding ninety days ago.
Bleached and printed fabrics share
this kind of weakness and most
goods are unsalable in any but small
lots. Despite curtailments at the mills
there does not seem to be any lack of
spot goods to be had, nor is there any
great stickling as to price if a cus-
tomer with cash comes along. Knit
goods and hosiery manufacturers are
still marking time, very much unde-
cided as to how and when to poceed.

Basting Threads.

“When | was a girl,” said the lovely
old lady, “we used to buy for bast-
ing a thread that was cheaper than
the regular sewing thread and not

MICHIGAN

quite so nice, but which was plenty
good enough for basting. Then when
we pulled out our basting threads
we never threw them away, but roll-
ed them up on spools and used them
over again as long as we could.

“Maybe there are people still who
practise that economy, but so far as
my knowledge extends people to-day
buy the best thread and use it for
basting and then throw the basting
threads away. And, do you know, I
think that in these later days we have
become wasteful in many little ways?
In my youthful days we never wasted
anything.”

Glasgow Is His Choice.

Clare, Aug. 16—Mr. Glasgow has
been my choice for Governor from
the beginning. He is a man who has
been tried in public affairs and did
his duty well. | consider him a man
of great business ability and believe,
if elected Governor of Michigan he
would be an honor to the business in-
terests, not only the mercantile, but
every interest of the State that is es-
sential to the best interests of all.

Business men all over the State
ought to get busy and not falter from
now on until a good and competent
business man is nominated and elect-
ed Governor. F. Tatman.

On dull days use your spare time in
planning to prevent duller days in the
future.

We are manufacturers of

Trimmed & Untrimmed HATS
for Ladies, Misses and Children,
especially adapted to the general
store trade. Trial order solicited.

CORL-KNOTT COMPANY,

Comer Commerce Ave. and
Island St
Grand Rapids, Mich.

“The Quality School"
A. E. HOWELL, Manager
110-118 Pearl St. Grand Rapids,
School the year round.

Mich.
Catalog free.

Prices.

The mcCaskey register Co..
ALLIANCE, OHIO

The Latest and Greatest Idea in

MEN'S CAPS

The Adjustable Cap “Faultless”

With One Cap in stock you have ALL

SIZES and can flt anybody.

No elastic.

All the latest cloths.

Daniel *f9 Patton & Company

GRAND RAPIDS
The Men's Furnishing Goods House of Michigan
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MICHIGAN
STATE FAIR

SEIT.9-SEPT.1Z

BKGEIt-BETTER
THAN EVE

10

10
NIGHT™>*

SEPT. 3 - SEPT.12

19
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Michigan Poultry, Butter and Egg Asso-

) ciation.
President—J. W. Lyons, Jackson.
t\/_tlce—Premdent—Patrlck Hurley, De-
roit.

ley, Sagina

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

Secretary and Treasurer—D. A. Bent
w.

Unjust Treatment Accorded Western
Egg Shippers.

Boston, Aug. 16—George E. Cutler
has kindly given me copies of much of
the correspondence which he has had
with you in regard to egg breakage, |
have been much interested in this, as
well as in the attempt made by Mr.
Meek in the interview given in the
Produce News of July 24, to sidestep
the responsibility for damage, and in
which he also attempts to say that
the carriers are not trying to avoid
legitimate claims. But it seems to
me that somewhere in the transit of
these eggs, the railroads should ac-
cept the responsibility; and responsi-
bility for the safeguarding of these
eggs the minute they sign the bill of
lading for any kind of a shipment, or
the minute that they hitch on to a car
that may be loaded by the shipper.

it is evident that shippers of eggs
are using all care possible in packing
and loading, but they are attempting
to follow out the directions of the Ag-
ricultural Department for solid load-
ing, and these recommendations have
resulted in nothing or if anything,
more breakage. The carriers have
been asked to inspect the loading of
eggs, and accept or reject the condi-
tions as they find them, but they say
this would take too much of their
time, so that is impossible. They
have been asked to inspect certain
shipments which they think might be
delivered to them in a damaged condi-
tion, but they say they have no time,
so in substance they have no time to
inspect before accepting shipments,
yet they wish to enforce rules which
compel the receiver to inspect their
terminals and to definitely decide just
what his damage is before accepting
shipments; and afterwards when he
discovers a whole lot of concealed
damage, the receipt which he signed
at the railroad must be evidence that
they were in good order. So, to size
up the situation, they want to assume
no responsibility by inspecting the
eggs or the loading, neither do they
wish to assume any responsibility for
concealed damage, even when it is
very evident the goods have been
damaged for several days.

Now it would seem that the minute
the carriers sign the B/L for a small
shipment, or not a carload, just that
minute they should assume the re-
sponsibility for conditions which they
practically accepted, and their liabil-
ity should not expire until we have
had an opportunity to definitely de-
cide the condition of these eggs when
they are received at destination; and
as 1l is common knowledge that much
of this damage is concealed (and the
better the e?gs are packed the more
it is concealed) we should not give
up our rights to inspection if within a
reasonable time the eggs are discover-
ed broken, even if in our places of
business.

I will admit that it results in a good
deal of unnecessary expense and labor
to inspect eggs before accepting them,
but that same statement should apply
to the receiver as well as to the car-
riers themselves. And where there is
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any suspicion on the part of the car-
riers that certain merchants are not
loading and packing in a proper way,
they do have the privilege of in-
specting anywhere, and this inspec-
tion should be made to satisfy their
own curiosity and not as the final
judgment in passing eggs on to the
receiver.

This damage which is so extensive,
that is resulting in so much ill feel-
ing and is of such importance evident-
ly all takes place from the time the
eggs are loaded into the car, or de-
livered on a station platform until
they are finally delivered at destina-
tion, and where the breakage is clearly
2 or 3 days old when received at the
final destination, there is no question
as to the breakage belonging to the
railroads and they should be obliged
to inspect it even if it is concealed
damage which is not discovered until
it reaches our place of business.

| trust you have read the interview
of Mr. Meek in the Produce News
and if you have, | believe you will
agree with me that he is attempting
to say that the railroads are not re-
sponsible for anything and not trying
to avoid claims. They are paid for
performing a service and well paid,
but they are not responsible for the
damage which is found in cars and
they do not propose to pay any claims
for damage that is concealed or to
pay for any claims which can be de-
clined for some technical reason or
other.

We have just received this morning,
three letters from the claim agent of
the Boston & Albany railroad. Two
of them are positively declining claims
for $1.76 and for $6.23 respectively.
Both shipments were in the same car
and both shipments showed conceal-
ed damage. The claim agent was
notified the very day the eggs were
received and told of this damage and
he was asked to inspect it, but he re-
fused to do so, and now both claims
are being turned down on the recom-
mendation of the New England
Weighing and Inspection Bureau, and
neither claim has been investigated
or declined on its just merits. He
simply says that the claims are de-
clined on the recommendation of the
New England Weighing and Inspec-
tion Bureau, because it finds that they
were delivered without exceptions.

We admit the latter part, but we
have ample proof that the eggs were

You Make
Satisfied Customers

when you sell

“SUNSHINE”™
FLOUR

BLENDED FOR FAMILY USE

THE QUALITY IS STANDARD AND THE
PRICE REASONABLE

Genuine Buckwheat Flour
Graham and Corn Meal

J.F. Eesley Milling Co.
The Sunshine Mills
PLAINWELL, MICHIGAN
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WE ARE

EXCLUSIVE
DISTRIBUTORS

FOR

“Dinner Bell

ALWAYS FRESH AND SWEET

M. Piowaty & Sons of Michigan

MAIN OFFICE, GRAND RAPIDS, MICH.

Branches: Muskegon, Lansing, Bay City, Saginaw, Jackson,
Battle Creek, Kalamazoo, Benton Harbor, Mich.; South Bend, Ind.

OUR NEAREST BRANCH WILL SERVE YOU

L7 We Sell

1?7 We BuSy jll? W e Store
Hr GGS

Hr GG Hr G G S

in the market to buy
FRESH EGGS and fresh made DAIRY
BUTTER and PACKING STOCK. Ship-
pers will find it to their interests to com-
municate with us when seeking an outlet.
We also offer you our new modem facilities
for the storing of such products for your
Write us for rate schedules
WE SELL
of all

We are always

own account.
covering storage charges, etc.
Egg Cases and Egg Case material

kinds. Get our quotations.
GRANT
DA-LITE We are Western Michigan agents for
CANDLER Grant Da-Lite Egg Candler and carry in

stock all models. Ask for prices.

KENT STORAGE COMPANY, Grand Rapids, M.Vhig.n

MILLER MICHIGAN POTATO CO.
Wholesale Potatoes, Onions

Correspondence Solicited

Frank T. Miller, Sec’y and Treas. Wi, Aldes, SmithyBuiiding

SEND US ORDERS

FIELD SEEDS

WILL HAVE QUICK ATTENTION

Both*Phoned iH Tro*d8 Moseley BI’OthEI’S, grand rapids,mich.

M. J. Dark & Sons

W holesale

Fruits and Produce

186-188 Fulton St., W.
1 and 3 lonia Ave., S. W.

Grand Rapids, Michigan

M. J. DARK
Beffar latta aa Mas«
22 years tip erfcaca

WE HANDLE THE BEST GOODS OBTAINABIig
AND ALWAYS SELL AT REASONABLE, prices
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in bad order when received although
it was concealed damage and the eggs
were inspected by a sworn inspector
for the Boston Fruit and Produce Ex-
change, and his certificate of inspec-
tion was attached to the claim but
this was wholly ignored.

The third letter is asking us to
amend a claim on 18 cases of eggs.
This same Inspection Bureau discov-
ered one case in bad order and they
marked on the cover of this case “23
doz. O. K*—7 doz. short,” and we
found this statement correct and filed
a claim for 7 doz. short, and the In-
spection Bureau recommends a set-
tlement on a basis of 6 doz. short.

| fully believe that shippers and re

ceivers are perfectly wiIIin% to'accept
any responsibility which belongs to
them for damage caused to eggs while
in their possession, and the railroads
should be just as willing to assume
the responsibility and the entire re-
sponsibility for the condition of the
eggs while in their care, and you have
doubtless seen enough of this dam-
age in your city, to see that 99 per
cent, of all of this damage happens
while the eggs are in the possession
of 'the railroads, and we down here
find practically no damage that be-
longs to our teamsters or to the ship-
pers.

It is very evident that -carriers
should be responsible for all damage
to eggs in transit, and their respon-
sibility should begin the minute they
sign the B/L and it should not end
until we definitely determine, upon
examination, in our places of business
that eggs are in aptparent good order.
The trade has suffered a long while
and the consumer has been obliged
to pay for the carelessness of the car-
riers, and | fail to see where they
have done one single thing to stop this
breakage or accept responsibility for
it. E. Wilson.

Store Building in Continuous Service
Since 1836

Redford, Aug. 16—About the sum-
mer of 1836, a man named Cable—
whose descendents still live in this
neighborhood as prosperous farmers—
built a two-story structure, hewed
sills and framed in old-fashioned mill
construction, on the Seven Mile Road,
thirteen miles from the city hall in De-
troit.

Shortly after its completion a man
named Charles Tyson put in a gen-
eral stock of merchandise and the
first regular general store inthe North-
west part of Redford township, began
its career It is still a general store
and dwelling, has never been used for
any other purpose—barring a corner
which for many years accomodated
the Redford post-office—and has
never been vacant.

Mr. Tyson was the first merchant
and he was succeeded, about 1844, by
a man named Osterburg and next,
about 1857, Julius Ziegler, became the
proprietor and manager. After many
years he sold out to his brother, Her-
man Ziegler. In 1904, Herman sold
out to James A. Mack who retained
and carried on the business until last
June, when he sold out to Messrs.
John A. Venus and Edward Grace.

Mrs. Grace—a native and continu-
ous resident of this township, and
who is not of any kin to the Mr. Grace
of the new firm—says, in telling of

the history of the old store: “I have
known the store ever since | have
known anything and | am in my

eighties.”

Messrs. Venus and Grace are young
married men, well and favorably
known as upright and active citizens
and each one of whom has had ex-
perience at merchandising. In addi-
tion, Mr. Grace is well informed as
to barrages, shell-holes, bombard-
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ments, the gas-st&ff and a year or so
of experience as an interesting “case”
in first aid stations, base-hospital and
hospitals in London.

He doesn’t talk fluently about his
experiences “over there,” but his rec-
ord was a severe and most honorable
one. Accordingly he is content to
vent all his enthusiasm in co-opera-
tion with his partner in making the
oldest general store in this part of
Michigan stand out, refurnished
throughout, admirably stocked and
alive with up-to-date methods, a most
attractive establishment, and a decided
convenience for a semi-rural popula-
_tion which is increasing daily.

Charles S. Hathaway.

Information Wanted Regarding Fishel
Greenville, Aug. 16—Sept. 20, 1916,
we sold to Mrs. E. Fishel a bill of
furniture. Mrs. Fishel was then lo-
cated in Edmore, where Mr. Fishel
was a junk dealer. In March, 1917,
they moved to Fennville and that was
the last place where we heard from
them. We understand that Mr. Fishel
has gone on the stage. These goods
were sold to Mrs. Fishel on a con-
tract and the goods were disposed of
without our consent. We would cer-
tainly appreciate it if you could help
us locate either Mr. or Mrs. Fishel.
Jackson Bros.

Be On the Watch For Wymer.

Logansport, Ind., Aug. 16—A party
by the name of Earl J. Wymer, for-
merly a resident of Logansport, is at
the present time located somewhere
in Michigan. While in Logansport
he held a position as manager of a
dry cleaning establishment, but left
Logansport last spring and went to
Michigan, leaving an account unpaid
on our books amounting to $75. We
are anxious to locate Mr. Wymer and
will appreciate any information as to
his whereabouts. A. Grube.

Ball Phona 596

Lynch Brothers

Sales Co.

Special Sale Experts

Expert Advertising
Expert Merchandising

Cita. Phone (1U4

296-219-211 Murray Bldg.
GRAND RAPIDS, MICHIGAN
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Prompt Service
Reasonable Prices
Courteous Treatment

Three features combined for your benefit by

THE VINKEMULDER COMPANY

The Idest Produce Firm Serving the ommunity

Bel-Car-Mo

Peanut Buftter

IsConsistently Good

Automatically packed in air-tight sanitary tins
the moment it is made. Al its original good-
ness is preserved. Guaranteed quality. A
staple that keeps moving in all seasons.

8 0z. to 00 Ibs. Your Jobber has it

Who Gets the Profits?

You—or a
Competitor?

Thousands of grocers profit daily by Sun-Maid advertis-
ing. We urge upon thirty-eight million housewives reg-
ularly the irresistible appeal of Sun-Maid Raisins. Gro-
cers in your vicinity who sell Sun-Maid are getting a
profit, of course. Are you one of them?

Display Sun-Maid on shelf, in window. Let your
customers see that you, too, sell these tender, juicy,
delicious thin-skinned raisins. It’s the brand most
women want.

Get your share of Sun-Maid business.

Order from your jobber.

THREE VARIETIES:
Sun-Maid Seeded
(seeds removed)

Sun-Maid Seedless
(grown without seeds)

Sun-Maid Clusters
(on the stem)

CALIFORNIA ASSOCIATED

RAISIN CO.

Membership 10,000 Growers
Fresno, California

Growers and shippers of
America’s only all-year
nationally advertised
brand of raisins.
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Michigan Retail Hardware Association.
President—J. H. Lee, Muskegon.
Vice-President—Norman G. Popp, Sag-

inaw. i
Secretary—Arthur J.  Scott, Marine

City.
Tyreasurer—WiIIiam Moore, Detroit.

Team Work Helps In the Hardware
Business.
W ritten for the Tradesman.

A lady 1 know was the victim of a
rather unpleasant incident while shop-
ping not long ago. She had tenta-
tively decided to buy her boy an ex-
press wagon for a birthday gift, and
was exercising the feminine peroga-
tive of “just looking around.”

In one store she saw the wagon she
wanted. It was a $10.50 article. But
she didn’t like the price. So she went
on shopping, and in another store she
found the same size wagon, a trifle
shopworn.

“It is a regular $10.50 wagon,” ex-
plained the young clerk who waited
on her, “but it has been used about
the shop and you can have it for $9.

The customer had intended to spend
$8 only; still, this looked like a good

bet. She told the clerk that she would
see her usband, and, if he was agree-
able, would take the wagon at $9.
Ins lalf an hour she came back
to co te her purchase. The clerk
she | et before was downstairs,
and t' oprietor waited on her. He
knew ring of a wagon at $9. There
was 50 size, he explained, and
showed , and the next size was $10.50

but th y were all gone.

The customer just then chanced to
see the shop worn wagon. “That is
it,” she exclaimed. On which the
proprietor insisted that it was a $10.-
50 wagon, and $10.50 was the price.

At this juncture the clerk appear-
ed and explained that he had put a
price of $9 on-the wagon as it had
been considerably used for trucking
about the store. The boss, to use a
colloquial phrase, “shot him off the
limb” in no uncertain fashion. Then,
turning to the embarrassed customer,
he grumbled “Well, seeing he made
you a price of $9, you can have it for
that, but it ought to be $10.50.

“You shouldn’t have taken the wa-
gon,” the woman’s husband told her,
when she narrated the incident. “You
should have told him to keep his old
wagon, if he chose to make such a
fuss about it.” Which comment in-
dicates the unfavorable impression the
incident made on the section of the
buying public immediately concerned.

Incidents such as this bring no
profit to the hardware store. They
create an unfavorable impression. For
one thing, no customer—particularly
a lady—cares to hear a clerk berated
in her presence, even for real short-
comings. It is a safe rule to accept
misunderstandings with a smile; and,
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if the clerk has to be “called,” to do
the job when you are alonfi with him
in the privacy of your office.

Furthermore, the price concession
should have been made ungrudgingly
or not at all. | don’t believe in cut-
ting prices, though in this case the
article proved to be in a worn and
unprepossessing condition that did
not justify asking the full price. But
if circumstances arise where a price is
misquoted and the merchant decides
to stand the loss, he ought, from the
common, practical, business point of
view, to meet the situation in such a
way as to get some business advan-
tage out of it. To say, pleasantly,
“The price quoted you is lower than
should have been quoted, but we will
assuredly stand by our clerk’s quota-
tion” leaves at least a favorable im-
pression.  Whereas the grumbling
concession in the matter of price did
nothing of the sort; in fact the grum-
bling, unsatisfied attitude neutralized
whatever advantage the actual conces-
sion might have secured in the cus-
tomer’s mind.

But these are minor points. The
main point is that, with team-work
inside the store, such a situation
would not arise.

With good team-work, the selling
staff of the hardware store will pro-
duce far better results than where
there is no unity of effort or concert-
ed planning.

In another hardware store a cus-
tomer had the curious experience of
having three distinct and different
prices quoted him on a line of wall
paint inside almost as many days. He
in fact bought the same sized can—
the quart—at 75 cents, 85 cents and
$1.35. The actual price should have
been, at that time, $1.35. The cus-
tomer bought in good faith, undertook
to finish some rooms in his house
under the impression that the 75-
cents-a-quart quotation was the cor-
rect one, and was irritated when he
found that he would have to pay more
for the paint required to finish the
job. Just another instance—though
an extreme one—of bad team work
and defective store organization.

Good team work must begin, na-
turally, with the head of the business.
It is essential that the individual sales-
man should learn to know the goods,
and the prices to ask, but, left to
themselves, they rarely do this. The
responsibility of seeing that his staff
are properly informed rests primarily
with the merchant; the part of the
clerk is to at least remember what is
told him. To knowr the goods, both
merchant and clerk should do his part.

Here is where the occasional staff
conference serves a useful purpose.
There should in every store be some
method for getting the entire staff
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together at periodical«intervals, to
talk over store problems, and promote
better team work between the individ-
uals who are, after all, working for
a common objective. In some large
stores the staff conference becomes
an elaborate affair, often involving a
luncheon; but the store where there is
a small staff can do just as good
work at a quiet table in a restaurant
stall, or even in the “back office” over
a quart of ice cream.

The main essential is for the staff
to get together, discuss their work,
familiarize themselves with goods and
prices, and learn to work as unit.

SIDNEY ELEVATORS

Will reduce handling expense and speed
up work—will make mertiey for you. Easil
installed. Plansand instructions sent witl
each elevator. Write statlrljg requirements,
giving kind machine and sue platform
wanted, as well as height. We will quote
a money saving price.

Sidnev Elevator Mnfg. Co., Sidney, Ohio

BUIEREIDY

STORAGE BATTERY

PEP

Guaranteed 1}/& years
and a size for

YOUR car
SHERWOOD HALL CO., LTD,,

Distributors
Local Service Station,
Quality Tire Shop,

117 Island Street,
Grand Rapids, Michigan.

Foster, Stevens & Co.
Wholesale Hardware
&

157-159 Monroe Ave. 151 oo 161 Louis N.W.
Grand Rapids, Mich.

Michigan Hardware Co.

Exclusively Wholesale

Grand Rapids, Mich.
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Occasionally I have noticed in some
stores evidence of lack of team work
in regard to newspaper advertising.
This is perhaps not so much the case
in hardware stores; most of the in-
stances that have come to my notice
have been dry goods or stationary
stores, or ten-cent stores where young
inexperienced girls are often employ-
ed. | have, however, asked even an
experienced salesman for an adver-
tised article, only to be met with the
explanation that the goods referred
to were no longer selling at that price
—everything had gone up on account
of the war. The salesman being quite
ignorant that the article asked for
had been featured in the current news-
paper advertising at a specially attrac-
tive price.

Theoretically, the ambitious sales-
man ought to familiarize himself with
his firm’s newspaper advertising, and
know what goods are in the current
window displays. But the ambitious
salesman doesn’t—or, at least, the
average salesman isn’t ambitious
enough to post himself in these mat-
ters. | have known salespeople who
weren’t even familiar enough with the
window displays past which they
walked to enter the store, to know
that a certain article was being fea-
tured there at a reduced price.

In practical merchandising it is up
to the overburdened hardware dealer
to supply the initiative in these mat-
ters, and to train his salespeople in
the habit of knowing what the store
is doing in an advertising way. One
big merchant has “pulls” taken of the
current advertising and distributed to
all his salespeople every day and post-
ed in all the departments of his store.
It is a good idea to talk over these
specials at staff conferences, before
the advertising is run; or to call the
attention of salespeople individually
to articles featured. There are many
stores, of course, where such a pro-
cedure may seem superfluous—but
there are some where it isn't.

Victor Lauriston.

Mounts His
Pegasus.
The arrival of the dog days is hail-
ed by President Sam Gompers of the
American Federation of Labor, who,
in a leading editorial of the August
issue of the American Federationist,
calls upon the “workers” everywhere
to unite in defeating candidates for
Congess who have “shown themselves

Gompers Wild-Eyed
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hostile to labor.” The Federation has
decided that it will not take sides in
the great political scrap but that it
will go gunning for every Senator or
Representative who has not been
“fair” to labor.

Here are a few nuggets from this
diatribe:

“The enemies of labor have given
to their servants the mandate that la-
bor must be crushed, its rights denied,
and its liberties destroyed.

“The most virile movement in po-
litical life to-day is the national non-
partisan campaign by the American
federation of labor. There is no mis-
taking the influence that is being ex-
erted for the defeat of candidates who
have shown themselves antagonistic
to the best interests of the working
people.

“The challenge of the forces of
greed and plunder to the citizenship
of the nation is brazen and blunt. That
the right-thinking men and women of
our republic can afford to allow this
challenge to reap a harvest of politi-
cal power at the coming election is
unthinkable. More than in any po-
litical campaign since the civil war
the issue is clearly drawn between re-
action and progress, the wish of the
enemies of labor to go back to what
was.

“Against this concept of darkness,
the people must mass themselves
solidly and invincibly for progress.
There burns in the hearts of the
American people a great and noble
ideal. The spirit army a host of cru-
saders demands expression in the acts
of our public representatives and of
our government.

“In wanton denial of this nobility
of thought and concept, the Hessians
of greed and plunder seek to ride
down the rights of the people and
destroy their liberties. The enemies
of labor have given to their servants
the mandate that labor must be crush-
ed, its rights denied and its liberties
destroyed.”

Now, isn’t that a terrible arraign-
ment of the enemies of labor? The
next time you have occasion to em-
ploy a plumber ait $10 a day or a
bricklayer at $12, get a gun and stand
over him to see that no Hessian rides
him down before he finishes the job.

When people come in with a desire
to look around, to “shop” rather than
to buy, don’t drive them into a quick
exit by urging them to buy.

Brown & Sehler Co.

“Home of Sunbeam Goods"

Manufacturers of

HARNESS, HORSE COLLARS

Jobbers in

Saddlery Hardware, Blankets,

Robes,

Summer Goods, Mackinaws,

Sheep-Lined and Blanket-Lined Coats, Sweaters, Shirts, Socks,
Farm Machinery >&d Garden Tools, Automobile Tires and
Tubes, and a Full Line of Automobile Accessories.

GRAND

RAPIDS,

MICHIGAN
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H. Leonard & Sons

Grand Rapids, Michigan

The American “Fireless” Cookstoves

ROASTS—BAKES—STEAMS—STEWS—BOILS.

Obtains results that are impossible with an ordinary cook-
stove. The food that is prepared in the Fireless is much more
delicious, healthful and nutritious than the food cooked in an
ordinary cookstove.

Not only is the food better tasting and healthful, it also
saves 80 per cent in fuel*

Does away with all drudgery; requires no watching, stir-
ring, basting or turning* Solid aluminum lining, seamless cook-
ing compartments* Sanitary steel outer case*

SAVES FOOD BETTER COOKING

No. 32 One Compartment, 18™4
in. high, in* long, i5%
in. wide. Has one 8 quart
pan; one 4 quart flat pan; two

radiators; one pie rack; one
cake rack; one radiator rack
and one hook. Retail price,
each $i9.75

No. 34 Two Compartment 14™4
in* high, i5% in. wide, 30 in*
long. Fitted with one 8 quart

pan; one set of triplicate pails,
one radiator hook* Retail price,
each $30.00

No. 36 Two Compartment
1872 in. high, 30 in. long,
J5J4 in. wide. Filled with
one 8 quart Kkettle; one 4
quart flat pan; one set of
triplicate pails; 4 radiators;
one pie rack; one cake rack;
one radiator rack and radia-
tor hook. Retail price,
each $33.00

We Are Wholesale Distributors

Ask for Circular and Net Prices
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Grand Council of Michigan U. C. T.

. Grand Counsellor—H. D. Ranney, Sag-
inaw.

Grand Junior Counselor—A. W. Stev-
, Muskegon.

Secretary — Morris  Heuman,

Grand'Treasurer—Harry Hurley, Trav-
erse City.
SirE;rand Conductor—H. D. Bullen, Lan-

Grand Page—George E. Kelly, Kala-
mazoo.

Grand Sentinel—C. C. Carlisle, Mar-
quette.

How One Salesman Increased His
Salary.

There is a chap selling confection-
ery by the name of Land. Land has
imagination. One day he stood wait-
ing for a customer to make change
for a woman. He noticed that the
woman’s eye followed the dealer to
the cash register. He also noticed
that there was a little space around
the cash register that wasn’t working.

“By George,” he thought, “If that
fellow would only fix up a display of
our small specialties around that reg-
ister everybody that comes into the
store would see it and he would
double his business on hy line.” So
he got the dealer to let him arrange
a few packages there. People would
see the candy as the dealer was mak-
ing change and say: “Take ten cents
out for a package of that candy.” It
was surprising how much candy the
dealer sold by merely displaying it
that way.

Another candy salesman had a cus-
tomer who was not selling anything
like the amount of candy that he
would be selling. He told the dealer
that he had to get more business or
the agency would be taken away from
him. The dealer said it couldn’t be
done. The salesman said it could, and
told the dealer if he would give him
a window for a week he would prove
it.

The salesman covered the window
hole with a black velour. Then in the
middle of the window he arranged a
small bon-bon dish in which he put
the contents of a popular box of
candy. Near the dish he stood a
small easel holding a sealed package
of the same candy. There was noth-
ing else in the window to detract from
suggestiveness of the message. It
proved a winner. By such tactics this
salesman was able to jump the sales
of the dealer alone over $4,500 in one
year.

These illustrations are cited to show
how salesmanship has changed in the
last five years. Selling goods is be-
coming more and more a matter of
knowing all sides of your business—
knowing it even better than the man
to whom you are selling. In a recent
letter of instructions to his salesmen
the sales manager of a well-known
house said:

“Under no circumstances should a

MICHIGAN

salesman take a man’s order, thank
him for it and go away. In our opin-
ion a salesman has not completed a
sale until he has given that customer
at least ten new merchandising ideas
which will enable the customer to
quickly dispose of the merchandise
so that he will come back for more.”

The same thought applies in sell-
ing anything—adding machines, soap,
automobiles, or just “stuff” from a
dozen trunks. You can never become
a master salesman unless you mix
imagination and brains with your sell-
ing. Never lose sight of the fact that
you are not selling merchandise—you
are selling ideas about merchandise.
And the more you surround the thing
you are selling with ideas the more
you will sell.

The Real Salesman.

One who has a steady eye, a steady
nerve, a steady tongue and steady
habits.

One who understands men and who
can make himself understood by men.

One who turns up with a smile, and
who still smiles if he is turned down.

One who strives to out-think the
buyer rather than to out-talk him.

One who is silent when he has
nothing to say and also when the buy-
er has something to say.

One who takes a firm interest in his
firm’s interests.

One who keeps his word, his temper
and his friends.

One who wins respect by being re-
spectable and respectful.

One who can be courteous in the
face of discourtesy.

One who is loved by his fellowmen.

He Who Hesitates.

In order to do anything in this
world that is worth doing, we must
not stand shivering on the bank, and
thinking of the cold but jump in and
scramble through as best we can.

It will not do to be perpetually cal-
culating and adjusting nice chances.
This did very well before the flood,
when a man could consult his friends
upon an intended enterprise for a
hundred and fifty years, and then live
to see its success for six or seven
centuries afterwards.

But at present if a man waits, and
doubts, and hesitates one day he will
find he has lost so much time in con-
sulting first cousins and particular
friends that he has no more time left
to follow their advice.

j InGettlng
/ICOSTS
f Writeto

Barlow Bros.

ACRT QU Grand Rapids.Mich.
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new hotel Ittertens
Rates, $1.50 up; with shower, $2 up.
Meals, 75 cents or a la carte.
Wire for Reservation.

A Hotel to which a man may send his
family.

GRAHAM & MORTON
Transportation Co.

CHICAGO

In connection with

Michigan Railway Lines
BOAT TRAIN 8P.M.

DAILY

DAY BOAT SATURDAY 8 A.M.

Freight for CHICAGO ONLY

CODY HOTEL

GRAND RAPIDS
RATESTU gy ihen bash

CAFETERIA IN CONNECTION

August 18, 1920

Beach's Restaurant

Four doors from Tradesman office

QUALITY THE BEST

GODRCH

M TSi
TO CHICAGO
Daily 8:05 P. M.

Central Standard Time

FROM CHICAGO
Daily 7:45 P. M.

Central Standard Time
Day Boat Every Saturday.
Fare $4.10 plus 33 cents War Tax
Boat Car leaves Muskegon Electric
Station 8:05 P. .
Route Your Freight Shipments
“The Goodrich way.”
Over-night service.

Goodrich City Of- Interurban
fice, 127 Pearl St., Station,

With Consolidated 156 Ottawa
R. R. Ticket Offices. Ave.,, N. W.

W. S. NIXON, City Passenger Agt.

OCCIDENTAL HOTEL

FIRE PROOF
CENTRALLY LOCATED
Rates $1.Mand up
EDWARD R. SWETT, Mgr

Muskegon Michigan

ED CROWN Gaso-

line is made espe-
cially for automobiles.

It will deliver all the
power your engine 1Is
capable of developing.
It starts quickly, it accel-
erates smoothly, it will
run your car at the least
cost per mile, and it is
easily procurable every-
where you go.

Standard Oil Company

(Indiana)

Chicago, 111
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Gabby Gleanings From Grand Ripids.

Grand Rapids, Aug. 17—T. L.
Blanke, Controller of the Wurzburg
Dry Goods Co., has been appointed a
member of the Systems Standardiza-
tion Committee authorized by the
Controllers Congress of the National
Retail *Dry Goods Association, re-
cently in convention in Cleveland,
Ohio.

The Corl-Knott Co. has removed
its entire stock to its new building
on the opposite corner from its old
location and is entertaining large num-
bers of fall buyers this month.

Henry J. Vinkemulder has leased
the A. D. Rathbone cottage, at White-
fish Lake, and he and his family will
spend August and September at that
resort. He has purchased a lot at
W hitefish, on which he will erect a
handsome summer home as soon as
building materials recede in price.

W. F. Burns, landlord of the Hotel
Phelps, Greenville, writes as follows:
“l understand the commercial men
are going to try and get a bill through
to have an inspector to inspect hotels
in regard to cleanliness and fire pro-
tection. | want to be one of the first
tobsﬁy | shall heartily support such
a bill™”

J. P. Gannon has engaﬂed in the
grocery business at Hopkins. The
Rademaker-Dooge Co. furnished the
stock.

Edward Harris has sold his stock
in the Harris Mercantile Co., Conklin,
to Ruel H. Smith and E. A. Stowe,
and retired from the management of
the business. The new alignment of
officers is as follows: President,
Amos C. Smith; Vice-President, Reul
H. Smith; Secretary and Treasurer,
E. A. Stowe. Reul Smith, who has
been associated with his father in the
Smith Mercantile Co., at Plainwell,
for several years, has assumed the ar-
rangement of the Conklin store.

Some men make more noise doing
a day’s work than other men do in
organizing a billion-dollar trust.

For one who can not thoroughly
respect himself the high and abiding
confidence of others is impossible.

The time will come when this will
be regarded as a great epitaph for a
man: “He lived while he worked—
lived and enjoyed and helped as he
went along.™

There are people who make no mis-
takes because they never wish to do
anything worth doing.

There is no advertisement for a
business house like having its men go
around bragging because they are
working for it.

To-day is the day, this hour is the
hour, now is the minute—it is the
Code of Accomplishment.

The lazier the man, the more he
will have to say about great things
genius had done.

Don’t mistake the stubborness of
your prejudices for the courage of
your convictions.

Fools will turn out fools whether
they go to college or not.

The auditing and systematizing firm
of Ernst & Ernst is announcing the
opening of an office in Grand Rapids
in suite 304 Grand Rapids National
City Bank building. This firm now
has offices located in twenty-four of
the principal business and financial
centers, including New York, Chicago,
Philadelphia, Boston, Washington,
Cleveland, St. Louis, Detroit, Pitts-
burgh, Cincinnati, Buffalo, Minneapo-
lis, Kansas City, St. Paul, Denver, To-
ledo, Indianapolis, Atlanta, Dallas,
Fort Worth, Houston, Providence and
New Orleans. It is a compliment to
the business and industries of Grand
Rapids that this important and rea-
sonable concern has opened offices in
this city, thereby affording to local
business, the same high grade of
auditing, systematizing and tax serv-
ice that is available in the larger busi-
ness centers.

A well-known salesman whose word
has been good for forty years, more
or less, says: “You gave the McKin-
non House a little puff, but you didn’t
say half enough. The toilets are vile
beyond desciption. The toilet room
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usually has plent%/ of towels—dirty
from use the day before. The rooms
are uninviting, the beds are poor and
the service is punk. The only first-
class thing about the McKinnon is
the rates. Nothing is in keeping with
the charges.” Another long-time sales-
man remarked: “Why not go after
the McKinnon right? You didn't say
half enough. The service is wretched
and the condition of the hotel is any-
thing but sanitary.”

F. J. Seibel makes the following an-

nouncement regarding the annual pic-
nic of the Grand Rapids Dry Goods
Co.: Our annual picnic, as previous-
ly advised, was postponed until Sat-
urday, August 21, and we hope you
will all get ready for the big event.
The picnic will be held at Lake Michi-
gan Park, near Muskegon, and a cara-
van of autos will leave the office at
8 o’clock sharp. The committee in
charge of transportation have plenty
of cars to take everybody. Any of
you who have cars please come to the
office with your car, as we wish to
start from here. “The big event,”
outside of the “eats,” will be the ball
game between the salesmen and the
house. If any of you could see the
attitude of some of the bunch around

the house, you would all realize how
necessary it is for them to get a
“cleanin’”. Some of them are still

crowing about-last year, and had it
not been for the umpire, the salesmen
would have done what they will do
this time. Gerrit Takens will act as
manager for the salesmen; A. Jan-
nausch will captain the bunch, and |
am told that C. J. Farley will do the
“de-ceiving” and L. D. Bovee will do
the “re-ceiving.” This battery will
make ’em look dizzy. The remainder
of the line-up will be kept a secret.
I have been qluietly informed that F.
J. Neuman will play first base for the
house team and has boasted that he
will get a home run and is taking all
bets.  “Sims” will carry water. We
suggest to the house team that they
at least try to make it interesting.

Items From the Cloverland of Michi-

gan.

Sault Ste. Marie, Aug. 17—J. A. Ses-
sions, the popular Community Secre-
tary of the Y. M. C. A, returned last
week from the East, accompanied by
his_bride. Havingi completed his va-
cation, he is now laying plans for fall
and winter activities. He is receiving
congratulations from his numerous
friends who wish him all the joys and
happiness of a long future.

F. Sargent, representing the Clark-
Coggin Coffee Co., is covering the
summer resort territory this week. He
made his first call at Drummond lIsle
which he considers one of the most
attractive spots on his territory. He
not only did a good business, but suc-
ceeded in making numerous new
friends who will be pleased to see him
when he comes again.

The people of Drummond Island
are wearing a broad smile over the
good news that the Kreetan Lumber
Co., which recently suffered a fire loss,
have decided to resume operations in
the near future. Mr. LaBelle, the for-
mer superintendent, who has since
resigned from the Kreetan Lumber
Co., has put the glad feeling into the
village of DeTour with the announce-
ment that he, in company with sever-
al others, are negotiating to put up a
mill at DeTour. Details have not as
yet been finally arranged, but it looks
like a sure thing from all accounts.

The many friends of A. J. McKenzie
representing Carpenter-Cook & Co,,
are extending him their sympathy in
the loss of his wife, whose death oc-
curred last Friday.

The Chippewa farmers are planning
a big meeting upon arrival of the
Michigan farmers touring from Bay
City and Battle Creek. They expect
to arrive here Monday. The farmers
have sent a delegation to meet the
visitors at Mackinac City. They will
use the camping grounds on East
Portage avenue, where the pikers held
their camp while here. Arrangements
have been made for a picnic Tuesday
afternoon at Bell’s grove. It is ex-
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pected that the farmers will be given
one of the best times while in the
Soo.

As mother of Presidents, Ohio will
have to be joyful and sorrowful next
November.

George Shields, one of our popular
grocers, had a narrow escape while
enjoying a day off Thursday, when
a wheel snapped off his thrifty ford on
his way to Brimley. George was go-
ing about 15 miles an hour along the
straight roadway at the time of the
accident, which accounts for his es-
cape with only a few scratches.

Considerable work is being done
on the road in Whitefish township
this summer. The entire road from
Vermillion, on the South shore of
Lake Superior, to Whitefish Point,
Shelldrake and Emerson is now being
repaired, so that autos can travel the
entire distance without any difficulty.

John W. Grey, who formerly was
one of the Knights of the Grip, but is
now proprietor of the leading store
at Neebish, called on Soo friends last
week. John is well pleased with the
change of location and from present
indications the old job will be a thing
of the past. William G. Tapert.

Conditions in Wheat and

Flour.
W ritten for the Tradesman.

The past two weeks has shown an
up and down market. On August 4
December wheat was selling at $2.-
20}> to $2.30; from which point it
worked up to $2.45 on the 12th, then
reacted slightly and is now selling
at $2.38

Cash wheat has been bringing ap-
proximately 20c per bushel over the
option

The trade in general have been
looking for lower prices, as have the
majority of the grain men and millers,
and there is still a great deal of senti-
ment in favor of the bear side of the
market, many predicting wheat will
sell lower between now and the mid-
dle of September or the first of Oc-
tober.

However, receipts of wheat at ter-
minal points have shown decreases
right along compared to a year ago.
This is not because of lack of wheat,
but due wholly to inability of the rail-
roads to move the grain from country
points. Cars are exceedingly scarce
and mills have had difficulty in obtain-
ing enough wheat to meet the light
demand for flour. Primary receipts
of wheat the 16th of August were 1-
995,000 bushels, the week previous, 2,-
275.000, a year ago the same period,
3.394.000, nearly double this week’s
receipts.

As long as grain receipts are as
light as they are at terminal points, it
is going to be practically impossible
to force down the price very much
and should heavy flour buying ma-
terialize, the mills would be hard
pressed to obtain sufficient wheat to
keep them running enough of the time
to take care of the business.

The farmer is bullish and refuses to
market in any large volume when
prices get much below $2.40; in fact,
he wants $2.50 per bushel or more.

The total estimated crop this year
is, winter wheat 533,000,000, spring
wheat 262,000,00, or a total of 795,000,-
000 bushels, a decrease from July 1
report of 17,000,000 bushels. Private
estimates, however, exceed the Gov-
ernment report, some of these esti-
mates running as high as 825,000,000
bushels for both spring and winter.

The market is in such shape it is

General
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very hazardous to make a prediction
as to just what is going to happen
during the next thirty days. We have
been looking for somewhat lower
prices than are prevailing, and still
feel there is a possibility of a slight
reduction in the prices of wheat be-
tween now and the first of October:
yet, on the other hand, receipts of
wheat are not sufficient to handle a
normal fall business on flour and the
way everything is shaping up, it
would not be surprising if prices were
around the low mark right now for
the next ninety days.
Transportation will not be improv-
ed materially before the first of Jan-
uary and probably not before the first
of March and until it improves suffi-
ciently to move grain in much larger
volume than it has been moving in
recent months, much lower prices are
wholly out of the question and they
may be higher. Lloyd E. Smith.

Live Notes From a Live Town.

Owosso, Aug. 17—We notice a re-
Bort this week, that Henry ford has
ought the Ann Arbor Railroad.
Fred Hannifan says that explains
what has been bothering his think
tank for two or three days, as he saw
a string of new fords in town day
before yesterday with flanges on the
wheels.  Fred is a mighty observing
young fellow.

We notice that several law suits
have been started against the city of
Ann Arbor by farmers in that city
for pumping all the water from under
their farms, to the disturbance of
their crops and forests. Now that
city always did seem to want every-
thing and we wouldn’t be surprised
to learn next that the city folks would
all go out in the country to pump up
their auto tires and rob the farmers
of all the air. This seems to have all
happened since the State went dry.

J. A. Brader, of Carson City, bak-
ery and confectionery, has admitted
to partnership Paul Todd, of Todd &
Son, Ashley, and will double the out-
put of the bake shop.

B. I. Zizler, of Ashley, has sold his
meat market and grocery stock to
J. Holecluk, of Bannister, who has
taken possession. Uncle Ben Zigler,
who has served the citizens of this
hamlet long and well, now attaches-
himself to the agricultural industry
of potatoes and other high priced
vegetation. Honest Groceryman.

Mr. Glasgow Made Good Impression
at Petoskey.

Petoskey, Aug. 17—Mr. Glasgow
has been in our city a day or so and
| had the pleasure of meeting him
several times. | believe he is the
right man for Governor, inasmuch as
he has a little of the Theodore Roose-
velt spirit and, if elected, will go to
the chair unfettered, as a real man
should, and would thus become a Gov-
ernor for all the people. This cannot
be said of many candidates, as most
of them are class candidates and |
hope the voters will so realize it and
send Mr. Glasgow to Lansing. |
have always been afraid of men who
accept any dope for a nomination and
we have man% who will do so and
then we poor boobs growl because of
poor results when we insist on tying
them up before nomination.

Mr. Bothwell gave Mr. Glasgow a
nice send off in a circular letter this
week. | believe the visit of Mr. Glas-
gow to Petoskey was productive of
good results here. John A. Lake.

Off To Land of Lower Shoe Prices.
Chicago, Aug. 16—Arthur Jackson,
46, stepped into a Chicago shoe store
to-day and asked the price of a pair
of shoes on display in the window.
“$14.50 without the war tax,” re-
plied the clerk, affably.
Jackson dropped dead.
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Michigan Board of Pharmacy.

President—H. H. Hoffman, Sandusky.
Secretary and Treasurer—Charles S.
Koon, Muskegon.

Other Members—E. T. Boden, Bay

CiltEy; James E. Way, Jackson.

xamination Sessions—Houghton. Au?.
17dang 18; Grand Rapids, Nov. 16, I;
and 18.

Selling Flaws and Seconds.

“That every retail druggist should
know his goods, goes without saying,”
said a veteran storekeeper, “but you
have noticed what a so-called ‘sur-
face” knowledge some have about the
goods which is supposed to pave their
way to fame and fortune.”

Every one from cross-roads store
to the large combination “Dougless
Drug Stores” has goods of some kind
to offer the public and it depends in a
great measure how their wares are
“presented” what the outcome will be.

The druggist who placed a blooded
cow in the store window made a
strong appeal to farmers, also as-
sociated live stock with soda business,
framing his appeal in the strongest
manner.

It is a deplorable fact that some
druggists do not seem to want to be-
come letter perfect, also sheer lazi-
ness at times enters into the scheme;
for example, have you ever heard of
the case of Uncle Joe, who keeps the
cross-roads store in my county?

“Seems as if Uncle Joe was sold a
case of ‘grape juice’ by a live sales-
man a short time ago. Joe placed
them on the counter and they sold out
in a few days. Uncle Joe ordered an-
other case and they went the way the
first lot. Then he laid down and to
a customer’s query, ‘Have you any
grape juice?’ Joe replied, ‘No, | ain';
had some, but I sold them all.’

“‘Will you have any more in stock
soon?’ inquired the caller. ‘No, siree,
| ain’t gone to keep no goods that as
soon as | have them in stock, people
come in and buy me out. | ain’t got
the time to be ordering goods like
that every day.””

After all is said and done, also to
get down to solid facts, a merchant
can not count what he did yesterday,
unless he supplements to-day with re-
newed efforts and tries for a better
tomorrow and a great next month,
topped off with a banner year. This
is the way small drug stores grow to
be national institutions.

The following prominent flaws in
storekeeping are as a rule caused by:

Flaws caused by imperfect percep-
tion.

Flaws caused by mistakes in obser-
vation.

Flaws caused by prejudice.

Flaws caused by jumping at con-
clusions.

As a matter of proof and record, an
exceptional shopper recently stated,
“l went into a store the other day to
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purchase a hot water bag. | was at-
tracted by the advertising and win-
dow display of the goods and asked
the druggist before 1 made my selec-
tion if the goods were perfect. He
said:  ‘Yes.” | paid my money and
took the goods home. There | found
various little imperfections in the ar-
ticle which | would expect to find had
| bought ‘seconds,” but the merchant
either did not know enough about the
goods to know they were ‘seconds,’
or did not have the courage to tell me
s0.”

If you want to build for the future,
tell the truth about the goods you
sell, for it is the only way you can
build a following that once secured
on such solid grounds will stick by
your store forever.

B. J. Munchweiler.

New Chemical Aids.

Ingenious methods of utilizing the
natural resources of the United States
were features at the recent meeting
of the American Chemical Society.

Several sections of the society dealt
with the reduction of the high cost of
living in its various phases. The
search for vegetable substitutes for
meat was shown in papers describing
the proteins found in pecans and in
Georgia velvet beans. The growing
importance of the American beet su-
gar industry was revealed in a paper
on its chemical control. The nature
of that invisible and illusive power
represented by the vitamines, which
are so essential to the quality of food
and are destroyed in stale and over-
cooked viands, was discussed in pa-
pers indicating that the day is at
hand when they may be isolated and
administered.

Suggestions for the hardening of
vegetable oils with the aid of catal-
yzers, substances which alter the na-
ture of liquid fats through chemical
reaction, point the way to the fur-
ther development of butter substi-
tutes.

The soft drink industry, which has
increased greatly in the United States,
is making an extensive use of lactic
acid, usually derived from sour milk
and also obtainable from other sourc-
es. The acid is formed by those be-
nevolent bacteria present in the Bul-
garion sour milk drinks made fam-
ous by Metchnikoff as a means of pro-
longing life. The use of edible lactic
acid in the potations prohibition has
popularized, such as ginger ales and
mild beers, would thus tend to pro-
long the span of life.

The slogan, “Use American Pot-
ash,” was sounded by a representative
of the United States Department of
Agriculture, which is endeavoring to
bring this fertilizing element within
the reach of every farmer. Experts
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reported that the American industry
need have nothing to fear from the
German potash companies which once
practically monopolized the trade. The
element is now being obtained in con-
siderable quantities as a by-product
of the making of cement. The an-
nouncement was also made that so
many were the by-products obtained
in the making of potash from kelp, a
giant seaweed plentiful along the Pa-
cific coast of the United States, that
the kelp-potash industry, with which
the Government has been experiment-
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COMPUTING SCALES

adjusted and repaired
Send them in
Service guaranteed

W. J. KLING
843 Sigsbee St., Grand Rapids, Mich.

CANDY

The “DOUBLE A” Kind

Made by
People Who Know How
Our record of over fifty years of
continuous growing business, not

only in Michigan but all over the
United States, speaks for itself.

You take no chances when you
buy “Double A” Brand.

The
Sign of

Good
Candy

Made in Grand Rapids by
NATIONAL CANDY CO.

PUTNAM FACTORY
Grand Rapids, Michigan

Ask for a copy of our
latest price list.

We are agents for LOWNEY'S
;n Western Michigan.

of Holiday Merchandise
IS on Display in the
Saginaw Auditorium

Located at the corner of James and Washington Sts., just in

the next block south of Bancroft Hotel.

We have never before

displayed such a complete line in so prtentious a display room.

We are sure that you will be more than delighted with the mer-

chandise and the service offered by Mr. Hoskins, and his assist-

ant, Mr* Schneider.

Hazeltine & Perkins Drug Co.

Grand

Rapids,

Michigan

1920 line
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ing, can now be developed on a profit-
able basis.

The newly constituted Leather Sec-
tion of the society developed improved
processes in the tanning of hides for
shoes and for industrial purposes
which are likely to greatly increase
the efficiency and speed of tanning
processes and possibly contribute to

Things To Forget.
Forget the slander you have heard,
Forget the hasty, unkind word,
Forget the quarrel and the cause,
Forget the whole affair, because’
Forgetung is the only way.
Forget the storm of yesterday.
Forget the chap whose sour ace,
Forgets the smile in an%/ place.
Forget the trials you have had,
Forget the weather if its bad.
Forget the knocker, he’s a freak,
Forget him seven days a week.

. _ Forget you’re not a millionaire,
a decrease in the prices of footgear. Forget the gray streaks in your hair.
. Forget the home team lost the game,
The section devoted to rubber con- Forget the pitcher was to blame.

Forget the coffee when it's cold.

sidered a new method of testing that

. . 8 Forget the kick, forget to scold.
elastic substance with the microscope Forget the plumbers awful charge,
which is considered revolutionary. Egﬁgg% the fcemanss bill is '\'j‘v’eglzhs

Forget the heat of summer days,
Forget wherever you may roam,
Forget the duck who wrote this poem.

Taken all in all, the meeting is like-
ly to have a far reaching effect not
only upon applied chemistry, but up-
on all American industry. If you cannot get the clerks to push
certain slow sellers, you will do well
to eliminate that class of goods from
the stock.

Knew Better.
“W hat’s that you said?”
“l said ‘talk is cheap.””
“Oh, | thought you said ‘talc.””

It must be that a clerk who is sat-
isfied to excuse his mistakes by saying
that the boss does it that way does
not expect to be any better man than
the boss.

139-141 Monro.* St
Bort» Phonos
GRAND RAPIDS. MICH.

Glenn Rock- Beverages

AMERICA'S FINEST BOTTLED

Ginger Ale Root Beer ‘Sunshine”

Orange Lemon Sarsaparilla

Glenn Rock (Sparkling) Water

When you offer "GLENN ROCK" BEVERAGES to your cus-
tomers you have a feature selling argument to present. They are
bottled at the ""Spring" in Waukesha. This Spring is the oldest and
most famous in Waukesha* Wisconsin—A city with a world-wide

reputation for its wonderful health-giving spring waters.

Sell It By the Case “The Year Round”

Judson Grocer Co. Grand Rapids, Michigan

Use Citizens Long Distance
Service

To Detroit, Jackson, Holland, Muskegon,
Grand Haven, Ludington, Traverse City,
Petoskey, Saginaw and all intermediate
and connecting points.

Connection with 750,000 telephones in
Michigan, Indiana and Ohio.

CITIZENS TELEPHONE COMPANY
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Wholesale Drug Price Current

Prices quoted are nominal, based on market the day of issue.

Acids AImontdts Sweet, 85
Boric (Powd.)_20 @ 29 im itation
Boric (Xtal) 20 @29 Amber, crude 30®3
Carbolic 3B@ 40 Amber, rectlfle_d' 3 50® 3
Qe e—— 1331 % BAQ'rsgeaW 5 000s
uriatic
itri —— Cajeput 150®1
Nm'f— e 1 Cassia 4 00@4
O xalic 75@ 85
Sulphuric 4® 6 Castor 2 1502
Farfaric 98@1 10 getdaf '-”eaf_1358(%(?3
itronella
i Cloves 4 50@4
W ater, 22”&";;"'3 12® gggoell_nilyter 338%4
W ater, 18 deg. 10® Croton — 22502
water, 14 deg.__ 5 Cotton Seed__ 2 35@2
Cﬁlf 033 (G 20@ Eigeron 10 00® 10
R P
ucalyptus
Balsams Hemloc ure
Eo a(rg ) 888% %g Juniper Be?'rlézs
ir anada) Juniper Woo
l;rr (Oregon) %8%7 gg Il:argp 'elxtrla 2 15@22
eru ar 0
Tolu™ === 2 0002 25 Lavender Flow 124 00@14
Barks Il__avender Gar’n %;g@@))%
emon
Cassia (ordlnary) 45® 60 Linseed boiled bbl. @1
Cassia (Saigon 75® 85 Linseed bid less 1 85®1
Sassafras Epow @ 65 Linseed raw bbl. 1
Soadn Cut (powd ) Linseed raw less 1 83®1
0® S5 Mustard, true, oz. @2
Mustard, artifii, oz. ®
Berries Neatsfoot 1 75@1
1903)2 00 Olive, pure 5 50@6
Fish 50(5) 60 O“Vﬁ alaga,” 3 75@4
Juniper 10® 20 yello
Prickley "TAsh ___ 0o 30 Oilg\rg,enMa aga, 3 75@4
Extracts Orange, Sweet 12 50@12
Licorice 60® 65 Origanum, pure @2
Licorice powd. 1 20®1 25 gé:]gnayr%f;‘alcom | % %8®1
Peppermint — 10 00® 10
amica O ee w0 ROSE, 'PluTe — 24 00®25
Chamomile (Ger.) 80@1 00 g;ﬁg;’m%yod':ﬁws 2 50@2
Chamomile om 50® 60 1. 15 00® 15
Sassafras, true 3 00@3
Gums
Acacia, 1st %assafras grtr |17153%®1%
pearmin
Acacia, 2nd Sperm 2 75@3
AGREE Shne i
ar
Aloes %Barb Pow) Turpentine,” bbls. @1 &
Aloes Cape Pow) Turpentine, less 1 95@2
Arodnds T oM Wintergreen, ) g1
L —— w'.'r}'{é}"'r'é'é'ﬁ" sweet
campter ey
intergreen ar
Gualac powdered Wormseed 12 00@12
Krno ~Sowdered Wormwood__ 16 00®16
yrrh i
My, Pow Potassium
Opylum 1 50( Bicarbonate 55@ 60
Opium, W 13 00<L Bichromate 57® 65
Opin; brin B @ Bept— tikt )
ellac
Shellac BTeached 2 15@2 25 Chlorate, granT 48® 55
Tragacanth____ 65007 25 Chlorate, xtal or
Tragacanth powd @5 00 powd. = 28® 35
Tubentine 354 40 Gyanide —— 28, &
i Permanganate 1 15®1 25
Arseniclnsec“udesm@ FIi'russrate yedl'l_w:l 50@ 65
¢ russiate, re 85@2 00
Blue Vifriol,” bbl.
Blue Vitriol, less 114 Sulphate 8
Bordeaux Mix Dry 184
HellebéJre dWhlte Roots
powdere Alkanet 350@3 75
Insect Powder _85@1 25  Blood, powdered 60® 75
Lead Arsenate Po 35® 65 Calamus 60® 1 50
Lime and Sulphur Elecampane, pwd. 22® 25
Dr 12%@ 27 Gentian, powd. 27%® 36
Parls Green __ 48® 68 Ginger, African,
powdered 29® 36
Ice Cream Ginger, Jamaica 5/%® 65
Arctic Ice Cream Co. GIEgSvrdgraendalcaSW/@ 65
Bulk, Vanilla 125 2
Bulk, Chocolale 1 35 Goldenseal, pow. 8 500880
Bulk, Caramel T 45 Lpecac pow i 358 40
Bulk, Grape-Nut__1 35 lcorice, pow
Bulk, Strawberry 1 35 |6ICOTIC€‘ p%de 18% 20
Bulk, Tuttl Fruitr — 135 Orris, powdere 2
Brick. Vanilla 20 Poke, powdered 40® 46
Brick, Chocolate —140 R hubarb_d_ 2250 2 60
Brick, Caramel Teo Rhubarb, "pow @2 00
Eadi Rosinwoad, powd. 300 35
Brick, Strawberry 160 = gaisaparilla, Hond.
Brick, Eutti Fruiti — 1 60 ground 12501 40
Piper Ice Cream Co.
Bulk, Vanilla___ 126 gd" > 9
Bulk, Chocolate_ 130  sqyills, powdered 60® 70
BU”? Caramel 130 Tumeric,” powd, 25@ 30
BUIK Stawberry—1 3 Valerian, powd. 2 00
Bulk, Tuttl Fruiti 13 seeds
Brick, Vanilla 1 4
Brick, Chocolat—l_so Anise 35@ 40
Brick, Caramel 1 60 Anise, powdered 40® 45
Brick, Strawberry — | 60 Bird. : 130 19
Brick, Tuttl Fruiti 1 60 Canary 13® 20
Brick any combinatn 160 Caraway, Po. .30 220 25
L Celery, powd. .50 40® 45
eaves Coriander powd .26 16® 20
Eucﬂu —d_ %g®600 Dill 200 30
uchu pow ered Fennel 30® 40
Sage, bul 67 129
Sage, % loose 150 78 Flax m—lz%g@ 18
Sage, powdered _55® Foenugreek pow. 100 20
Senna, Alex__ T 4001 60 9 pow.
Senna, Tinn._ _30® 35 Hemp 10® 18
Senna Tinn. pow. 350 40 ORSRY ~eron 5207 30
Uva Ursi__ 250 30 Mustard, %lackJO@@ 50
: oppy
Oils uince 16001 75
Almonds Bltter ape 15
AI d Btte 6 00016 26 gagaglll wd. 30
mon abadilla owd.
artificial 250@2 76 Sunflowerp 16
Almonds Sweet, Worm American 46
tru 1 7602N Worm Levant 1 80®1 90
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Tinctures
Aconite
Aloes
Arnica
Asafoetida
Belladonna
Benzoin
Benzoin Compo’'d
Buchu
Cantharadies__
Capsicum
Cardamon
Cardamon, Comp.
Catechu
Cinchona
Colchicum™ __ _
Cubebs_,,
Dlgltalls
Gentian
Ginger
Gualac
Guaiac, Ammon.
lodine
lodine, Colorless
Iron, clo.
Kino
Myrrh
Nux Vomica__
Opium
Opium, _Camph.
Opium, Deodorz’d
Rhubarb

Paints

Lead, red dry 15%}
Lead, white "dry 15%
Lead, white oil 15%4
Ochre, yellow bbl. (
Ochre yellow less 2%t
Putty ---------emooeeeee 54
Red Venetn Am. 34
Red Venet'n Eng. 3%(
Vermillion, Amer. 251
W hiting, bbl.

W hiting N
L. H. P. Prep. 37604 00
Miscellaneous
Acetanalid 95@1 15
Alum 20

Alum, powdered and
groun 17® 20
Bismuth, Subni-

trate 37504 00
Borax Xta

powdered 11%® 16
Cantharades, po 2 00®6 50
Calomel 22202 30
Capsicum 384
Carmine 7 254
Cassia Buds____ 504
Cloves 67<
Chalk Prepared 164
Chloroform 554
Chloral Hydrate 170®.
Cocaine 13 60®14 05
Cocoa B utter 70®

Corks, list, less 40%
Copperas, bbls. @- 05
Copperas, less 6%8 12
Copperas, powd. 6% 15
Corrosive Sublm 2 0102 10
Cream Tartar___70® 75
Cuttlebone 80® 90
Dextrine 10®
Dover’s Powder 5 7506 00
Emery, All Nos. 10® 15
Emery, Powdered 8® 10
Epsom Salts, bbls 05
Epsom Salts, less 5%@ 10
Ergot ®7 60
Ergot, Powdered @8 00
Flake W hite 15® 20

Formaldehyde b. 65® 75
Gelatine 225®2 40

58%.
@03%
Glauber Salts less 04® 10
Brown 214
Brown Grd. 194
W hite 354
e, White Grd. 364
i 37®  ,,
160®1 76
570®5 90
oform 7 00®7 30
ead, Acetfate. 20® 30
podium__~4 0004 25

85® 90

Powdered 95®1 00
10 00®10 20
12 50®13 20

e
mica.

mca pow. 26(

black pow. 37<
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Soap, green 5®
Soap mott casfile 22%®
Soap, white castile

®25 00
Soap,

white castile
less,

Soda A'sh 054
Soda Blcarﬁonate 3%<
Soda, Sal

Splrlts Camphor
Sulphur, roll 4% 4
Sulphur, SubT. 54
Tamarinds

Tartar Emefic 1
Turpentine, Ven.
Vanilla Ex. Fure
Witch Hazel _ 1
Slue Sulphate™_

00
oz
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GROCERY PRICE CURRENT

These quotations are carefully corrected weekly, within six hours of mail-

ing, and are intended to be correct at time of going to press.

Prices, however,

are liable to change at any time, and country merchants will have their orders
filled at market prices at date of purchase.

ADVANCED

AMMONIA
Arctic Brand

12 o0z.16c, 2doz. box 3 00
16 0z.25c, 1doz. box 2 00
32 0z.45c, l1doz. box 3 25

Moore’s Household Brand
12 o0z., 2 doz. to case 2 70

AXLE GREASE

BLUING
Jennings’ Condensed Pearl
Small, 3 doz. box 55
Large, 2 doz. box 270

BREAKFAST FOODS

Cracked Wheat, 24-2 4 85
Cream of W heat__ 9 00
Grape-Nuts 3 80

Pillsbury’s Best Cer'l 2 90
Quaker Puffed Rice_5 60
Quaker Puffed Wheat 4 30
Quaker Brkfst Biscuit 1 90
Quaker Corn Flakes 3 35
Ralston Purina 4 00
Ralston Branzos 270
Ralston Food, large_4 15
Ralston Food, small_3 15
Saxon Wheat Food_5 60

Shred Wheat Biscuit 4 90

Triscuit, 18 225
Kellogg’s Brands
Toasted Corn Flakes 4 10

Toasted Corn Flakes
Individual 2 30
Krumbles 420
Krumbles, Individual 2 00
Biscuit 2 00
Drinket 2 60
Peanut B utter 3 65
No. 1412, doz. 225
Bran 3 60

BROOMS
Standard Parlor 23 Ib. 5 76
Fancy Parlor, 23 1b._8 00
Ex. Fancy Parlor 25 Ib. 9 50
Ex. Fey, Parlor 26 1b. 10 00

BRUSHES
Scrub
Solid Back, 8 in. 1 50
Solid Back. 11 in.__1 75
Pointed Ends 125
Stove
No. 1 110
No. 2 125
Shoe
No. 1 90
No. 2 125
No. 3 2 00
BUTTER COLOR
Dandelion, 25c size __ 2 00
Perfection, per doz. —_ 1 76
CANDLES
Paraffine, 6s 16
Paraffine, 125 16%
W icking 40

CANNED GOODS

Ib..Standards 2
* lb. Standards
No. 10 ©?%)0

Blackberries
3 Ib. Standards
No. 10

Beans— Baked

Brown Beauty, 2135
Campbell, No. 50
Fremont, No. 2 160
Van Camp, % b~ 80
Van Camp, 1 Ib.— 125
Van Camp, 1% Ib~ __ 160
Van Camp, 2 Ib. 180
Beans— Canned
Red Kidney_ 35@1 45
String 1 35@2 70
W ax 1 35@2 70
Lima 1 20@2 35
Red 95@1 25
Clam Bouillon
Burnham’ 7 oz. 2 50
Standard @1 65
Country Gentleman__2 00
Maine 1 90@2 25
Hominy
Van Camp 160
Jackson 130
Lobster
% Ib. 45
% Ib. 4 60
Mackerel
Mustard, 1 Ib. 180
Mustard, 2 |b. 2 80
Soused, 1% 1Ib . 160
Soused, 2 |Ib. 275
Mushrooms
Buttons, Is, per can 1 40
Hotels, Is, per can_1 00
. ~ Plums
California, No. 2 40
Pears In Syrup
Michigan 4 50
California 5 60
Peas
M arrow fat 1 60@1 90
Early Junée___145@1 90

Early June Sifd 1 75@2 40

Peaches
California, No. 2% _ 4 76
California, No. 1 2 40
Michigan, No. 2 4 26
Pie, gallons 12 00

Pineapple
Grated, No. 2 4 00
Sliced No. 2 Extra_4 76

Pumpkin
Van Camp, No. 3 160
Van Camp, No. 10 4 60

Lake Shore, No. 3 135

Vesper, No. 10 3 90
Salmon

W arren’s 1 1b. Tall_4 10

W arren's % Ib. Flat 2 60

Warren's 1 Ib. Flat _ 4 25
Red Alaska 3 90
Med. Red ATaska 3 50
Pink Alaska __ 225@2 40

Sardines

Domestic, %s __ 6 00@6 50
Domestic, %s __ 7 00@8 00
Domestic, 7 00@8 00
Calgforn!a Soused 2 00
California M ustard_2 00
California Tomato __ 2 00
Sauerkraut
Hackmuth, No. 3 1 60
Silver Fleece, No. 3 160
Shrimps
Dunbar, Is doz. 2 10
Dunbar, 1%s doz- 375

Strawberries

Standard No. 2 4 69
Fancy, No. 2 6 51
Tomatoes
No. 2 1 35@1 75
No. 3 1 80@2 35
No. 10 @7 00
CATSUP
Snider’s 8 oz. 2 20
Snider’s 16 oz. —__ 3 35
Royal Red, 10 0z._____ 135
Nedrow, 10% o z T 40
Royal Red Tins__10 00

DECLINED

CHEESE
Brick 32
W isconsin Flats 30
Longhorn 31
New York 31

Michigan Full Cream __ 30

CHEWING GUM

Adams Black Jack___ 70
Adams Bloodberry 70
Adams Calif. Fru |_70
Adams Chiclets

Adams Sen Sen 70
Adams Yucatan 70
American Flag Spruce. 70
Beeman's Pepsin 80
Beechnut 90
Doublemint 70
Juicy Fruit 70
Spearmint, Wrigleys_ 70
Zeno 65

CHOCOLATE
W alter Baker & Co.

Caracas 43
Premium, %s or %s 56
W alter M. Lowney Co.
Premium, %s 60
Premium, %s 50
CIGARS

National Grocer Co. Brands
El Rajah Diplomat-

_____________________ 0
El RaJah Epicure, 50 75 00
El Rajah Ark, 50__ 75 00
EI Rajah Eplcure 25 83 00

Rajah, Longfel-
low, 95 00
odin, Monarch, 50_ 65 00
Mungo Pk., Perfectos 75 00

Mungo Park, African 90 00
Munsg Park, Gold
tand, 50 100 00

Park,

105 00
Mungo Park, Wonder 92 00
Discount on Mungo Park.
Lots of 500, 61 per 1,000
Lots of 1,000, $2 per 1,000
Lots of 2,500, $3 per 1,000

Worden Grocer Co. Brands
Harvester Line.
Record Breakers, 50s 76 00
Delmonico, 50s __ 76 00
Panatella, 50s 76 00
Epicure, 50s 0

112 5l

Favorita Extra, 50s 97 50
Pre5|dents 505 115 00

Royal Lancer Line
Favorita, 60s 75 00
Imperlales 50s 95 00
Magnilicos, 50s 112 50

La Azora Line
W ashington, 5us 76.00
Panatella Foil, 50s 75 00
Aristocrats 75 00
Perfecto %ranae 50s 977 88

Sanchez & “Haya Clear
Havana Cigars. Made in
Tampa, Florida
Diplomatics, 50s 95 00
Rosa, 20s 115 00
Bishops, '50s ... 115 00
Reina Fina, 50s Tins 115 00
Queens, 50s 135 00

Worden's Special 150.00
lgnacia Haya
Made in Tampa, Florida-

Extra Fancy Clear Havana
Delicados, 505 120 00
Primeros, 50s 140 00
Rosenthal Bros.
R. B. Cigar (wrapped
in tissue) 50s
Lewis Single Binder 68 00
Manilla Cigars
From  Philippine Islands
Lioba, 100S ... 37 60

OBher Brands

B. L, 5

Hesrgmeter Cﬁamplons 9.00
El Dependo. 20s 3750
Court Royal, 505 61 00
Court Royal, 25 fins 61 00
Knickerbocker, 50s 58 00
Boston Straight, 50s 56 00
Trans Michigan. 50s 68 00
Templar, Perfecto,

505 -----m-mmememenenee 100 00
Iriquois, 50s 58 00
CLOTHES LINE
Hemp, 50 ft. 3 00
Twisted Cotton, 50ft. 326
Twisted Cotton, 60ft. 390
Braided, 50 ft 4 00
Sash Cord 525

TRADESMAN

COCOA

Baker’s 53
Bunte, 15c size 55
Bunte, % Ib. 50
Bunte, | 48
Cleveland 41
Colonial, 9%s 35
Colonlal %s 33
Epps
Hersheys %S 42
Hersheys, %s —_ 40
Huyler 36
Lowney, %s 48
Lowney, %s 47
Lowney, %s 47
Lowney, 5 Ib. cans 48
Van Houten,% s__— 12
Van Houten, %s 18
Van Houten,%s 36
Van Houten.Is 65
Wan Eta 36

ebb 33
Wllbur % s 33
Wilbur, %s —__ 33

COCOANUT

%s, 5 Ib. caseDunham 46
%s, 5 Ib. case 45
%s & %s, 15 Ib. case 45
6 and 12c pkg inpails 4 75
Bulk, pails 38
Bulk, barrels 35
48 2 oz. pkgs., per case 4 15
48 4 oz. pkgs., per case 7 50

COFFEE ROASTED
Bulk

M aracabo 30@37
Mexican 38
Guatemala ¢ 38
Java 50
Bogota --------m--mmee- 41
Peaberry 33

Package Coffee
New York Basis

Arbuckle
McLaughlin’s XXX X
McLaughlin®s XXX X pack-
age coffee is sold to retail-
ers only. Mail all orders
direct to W. F. MelLaugh
lin & Co., Chicago.
Coffee Extracts
N. Y., per 100 10%

Frank’s 250 packages 14 50
Hummel’s 50 1 Ib. 10

CONDENSED MILK
Eagle, 4 doz. 12 85
Leader, 4 doz. 10 65

EVAPORATED MILK
Carnation, Tall, 4 doz. 7 45
Carnation, Baby, 8 dz. 6 80
Pet. Tall 7 45
Pet, Baby 510
V&n Camp, Taﬂ—7 15
Van Camp, B by—5 00
Dundee, Tall, do
Dundee, Baby 8 K
Silver Cow, Tall 7 45
Silver Cow, Baby__5 10

MILK COMPOUND

Hebe, Tall, 4 doz 5 80
Hebe, Bab¥ 6 00
Carolene, Tall, 4 doz 5 70

CONFECTIONERY

Stick Candy Palls
Horehound 35
Standard 35
| Cases

Boston Sugar Stick__39
Mixed Candy .
Palis

Broken 37
Cut Loaf 36
Grocers 27
Kindergarten 37
Leader 36
Premio Creams 49
Royal 33
XL O 29
French Creams 39
Specialties Paila

Auto Kisses (baskets) 36
Bonnie Butter Bites_ 36
Butter Cream Corn 41
Caramel Bon Bons 40
Caramel Croquettes__ 35
Cocoanut Waffles 38
Coffy Toffy 42
Fudge, Walnut 38
Fudge, Walnut Choc. 39
Champlon Gum Drops 30
Raspberry Gum Drops 30
Iced Orange Jellies 34

Italian Bon Bons_ —34
AA Llcorlce Drops

5 1b. bo _2 16
Manchus

Nut Butter Puffs 36

Chocolates Palls

Assorted Choc. 44
Champion 40

Honeysuckle Chips 54

Klondike Chocolates__ 47
Nabobs 47
Nibble Sticks, box 2 85
Nut W afers Y
Ocoro Choc. Caramels 45
Peanut Clusters 54
Quintette 44
Regina ] 39

Victoria Caramels__ 45

Gum Drops
Champion 30
Raspberry 30
Favorijte 32
Superior 31
Orange Jellies 34

Lozenges
A A Pep. Lozenges_ 39
A A Pink Lozenges 39
A A Choc. Lozenges 39
Motto Lozenges 41
Motto Hearts 41

Hard Goods
Lemon Drops 39
O. F. Horehound Drps 39
Anise Squares
Peanut Squares 40
Rock Candy __ — 50

Pop Corn Goods

Cracker-Jack Prize 7 40
Checkers Prize — 740
Cough Drops

0Xes

Putnam Menthol___ 2 25
Smith Bros. 2.00
COOKING COMPOUNDS

Mazola

Pints, tin, 2 doz. 7 00
Quart, tin, 1 doz. _ 6 50
% Gal. tins, 1doz. 12 25
Gal. tins, % doz. —11 80
5 Gal. tins, % doz__15 30

COUPON BOOKS

50 Economic grade__2 50
100 Economic grade 4 50
500 Economic grade 20 00
1,000 Economic grade 37 50
Where 1,000 books are
ordered at a time, special-
ly printed front cover is
furnished without charge.

CREAM OF TARTAR

6 Ib. boxes 75
3 Ib. boxes 76

DRIED FRUITS
Apples

Evap’ed, Choice, blk __ 17
Apricots
Evaporated, Choice__ 36
Evaporated, Fancy__ 45
Citron
10 Ib. box 50
Currants

Packages, 15 oz.

Boxes, Bulk, per Tb. 22
Peaches

Evap. Choice, Unpeeled 24

Evap. Fancy, Unpeeled 26

Evap. Fancy, Peeled_ 28

Peel
Lemon, American 36
Orange, American___36
Raisins
Choice S’ded 1 Ib. pkg. 24
Fancy S’ded, 1 Ib. pkg. 25
Thompson Seedless
k 26
Thompson Seedlesc,
bu 24
California Prunes
80-90 25 |Ib.boxes__ @15
70-80 25 Ib.boxes__ @16
60-70 25 boxes 17

30-40 25

FARINACEOUS GOODS

Beans
Med. Hand Picked 8%
California Limas_"—_16%
Brown, Holland 6%

Farina
25 1 Ib. packa%es_z 80
Bulk, per 100 Ibs.

Hominy
Pearl, 100 Ib. sack __ 550
Macaroni
Domestic, 10 Ib. box__ 1 10
Domestic, broken bbls. 8%
Golden Age, 2 doz. __ 190
Fould's, doz. 1 90
Pearl Barley
Chester 7 00
Peas
Scotch, Ib. _ 7
sput, Ib._—" :iiiiro»
Sago
East India 11
Tapioca
Pearl, 100 Ib. sacks 11
Minute, 8 oz., 3doz. 4 05
Dromedary Instant, 8
doz., per case 2 70

August 18, 1920

FISHING TACKLE

Cotton Lines
No. 2,15feet 145
No. 3,15feet 170
No. 4.15feet 185
No. 5/15feet 2 15
No. 6.15feet 2 45

Linen Lines

Small, per 100 yards 6 65
Medium, per 100 yards 7 25

Large, per 100 yards 9 00
Floats
No. 1%, per gross_1 60
No. 2, per gross 176
No. 2%, per gross __ 2 2b
Hooks—Kirby
Size 1-12, per 1,000 84
Size 1-0, per 1000 — 9
Size 2-0, per 1000 —1 15
Size, 3-0, per 1,000 1 3
Size 4-0, per 1,000 _1 65
Size 5-0, per 1,000 1 9%
Sinkers
No 1, per gross
No. 2, per gross
No 3, per gross
No. 4, per gross
No. 5 per gross
No. 6, per gross
No. 7. per gross
No. 8, per gross 33

No. 9, per gross 4 66

FLAVORING EXTRACTS
Jennings
Pure Food Vanila
Terpeneless
Pure Food Lemon

7 Bram 17 tent Per ID%'
1% Ounce 25 Cent_2 00

2 Ounce, 37 Cent_—_3 00
2% Ounce 40 Cent__ 3 20
2% Ounce, 45 Cent _ 3 40
4 Ounce, 65 Cent __ 660
8 Ounce [1.00 9 00
7 Dram, 17Assorted 140

1% Ounce, 25 Assorfed 2 00

Van Duzer

Vanilla, Lemon, Almond,
Strawberry, Raspberry,
Pineapple, Peach, Coffee,
| eppermint & W intergreen
1 ounce incartons 2.00
2 ounce incartons___ 3.50
4 ounce incartons___ 6.75
8ounce- ---13.20
Pints --- -26.40
Quarts - -51.00
Gallons, each 16.00

FLOUR AND FEED
L|Iy W hite, % Paper
ack

--------------------- 14 20
Graham 25 Ib. per cwt 5 80
Golden Granulated Meal.

5 Ibs., per cwt.

Rowena Pancake Com-

pound, 5 Ib. sack _7 20

Rowena Buckwheat

Compound, 5 Ib. sk. 7 79

W atson Higgins Milling-
Co.

New Perfection, %s 14 20
Meal

Gr. Grain M. Co,

Bolted ~ 5 4q

Golden Granulated 11 5 50
Wheat

No. 1 Red

No. 1 White 22?;;%
Oats

Michigan Carlots 80

Less than Cariots 85
Corn

Cariots 17

Less than Cariots 1 8::5)
Hay

Cariots - ---30 00

Less than Cariots __ 34 00

Feed

Street Car Feed 70 00
No. 1 Corn & OatF_d 70 OO
Cracked Corn e

Coarse Corn M_I_ 70 00
Mason, qts., per gro
Mason, % gal gro
Mason, can tops gro
Ideal Glass Top, pts. j
Ideal Glass Top, qqts. ]
Ideal Glass Top, %

gallon

gelatine

Cox’s 1 doz. large 145
Cox’s 1 doz. small_ 90
Knox’s Sparkling, doz. 2 26
Knox’s Acidu’d doz. 2 25
Minute, 3 doz. 4 95
Nelson’s 1 90
O xford _ 3
Plymouth Rock, Phos. 1 66
Plymouth Rock, Plain 1 35
Waukesha 1 go
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HIDES AND PELTS

Hides
Green, No.1l 14
Green, No.2 13
Cured, No.l 16
Cured, No.2 15
Calfskin, green,No. 120
Calfskin, green.No. 2 18%
Calfskin, cured.No. 122
Calfskin, cured,No. 2 20%
Horse, No. 1 6 50
Horse, No. 2 5 50

Pelts
Old W ool 50@1 00
Lambs 50@1 00
Shearlings 50@1 00

Tallow

Wo
medrum
rejects__

@25
@15

Market dull and neglected

Unwashed,
Unwashed

HONEY
No. 10 4 00
No. 15 6 00

No. 25 9 00

HORSE RADISH
Per doz. 100

JELLY
per pail,

Airline,
Airline,
Airline,

Pure, 30 Ib. 6 25

JELLY GLASSES
8 o0z., per doz.

MAPLEINE

bottles, per doz. 1 75
2 oz. bottles, per doz. 3 00
4 oz. bottles, per doz. 5 50
8 oz. bottles, per doz. 10 50

18 00

Pints, per doz.

Quarts per doz. 33 00
doz.

Gallons, per doz.___ 10

1 oz.

% Gallons, per

MINCE MEAT

None Such, 3 doz.

case for 5 60
Quaker, 3 doz. case

for 475

MOLASSES

New Orleans
Fancy Open Kettle_ 95

Choice 85
Good 65
Stock

28
Half barrels 5c extra

NUTS— Whole

Almonds, Terragona 35
Brazils, large washed 26
Fancy Mixed
Filberts, Barcelona__32
Peanuts, Virginia raw 16
Peanuts, Virginia,
roasted 18
Peanuts, Spanish 25
W alnuts, California_ 39
W alnuts, French_—

Shelled

6
Spanish,
0 X 275
bprIanrsﬁ,

Almonds
Peanuts,

10 Ib. b
Pelanuts,

Peanuts,
200 Ib.

Pecans

W alnuts 85

OLIVES
Bulk, 2 gal. kegs, each 4 50
Bulk, 5 gal. kegs each 10 50
Stuffed, 4 o 180

Stuffed, 15 oz 450

Pltted (not stuffe d) 3 00

Manzanilla. 8o0z. 1 45
Lunch,

Lunch,
Queen Mammoﬁ 5 50
Queen Mammoth, 28
Ollve Chow, 2 doz. cs.

per doz. 2 50

PEANUT BUTTER

Bel-Car-Mo Brand

8 0z., 2 doz. in case__
24 1 Ib pails
12 2 Ib. pails

5 Ib. pails, 6 in crate
10 Ib. palls

15 Ib. pails

25 Ib. pails

50 Ib. tins

100 Ib. drums

PETROLEUM PRODUCTS

Iron Barrels
Perfection 19.7
Red Crown Gasoline 28.1
Gas Machrne Gasolrne 433
V. Naphtha 29.7

Capltol Cylmder Iron
Bbls, -------ememeeeemeeeee 8
AtKn ic Red Engine,
Iron_ Bbls. 38.8
Wint< i Black, Tron
Bbls. - .8
Polarine, lIron Bbls.__ 618
FICKLES
Medium
Barrel, 1,200 count __ 1600
Half bbls., 600 count 900
5 gallon kegs___ 00
Small
Barrels 20 00
Half barrels 1 00
5 gallon kegs____ 80
Gherkins
Barrels 28 00
Half barrels 15 00
5 gallon kegs____ 5 00
Sweet Small
Barrels 30 00
5 gallon kegs 6 50
Half barrels 16 00
PIPES
Cob, 3 doz. In box_1 25

PLAYING CARDS
No. 90 Steamboat 225
No. 808, Bicycle 4 00

Pickett 3 00

POTASH

Babbitt’s, 2 doz. 275

PROVISIONS
Barreled Pork

Back 48 00@49 00

Clear _
IS:’hortCut Clear 40 00@41 00
48 00

CI%ar Family

Dry Salt Meats
S P Bellies __ 32 00@34 00

Lard

Pure in tierces 21%@22
Compound Lard 18%@19

80 Ib. tubs advance %
69 Ib. tubs____advance %
50 Ib. tubs___advance %
20 Ib. pails___advance %
10 Ib. pails___advance %
51b. pails_—__advance 1l
3 Ib. pails__advance 1l
Smoked Meats

Hams, 14-16 Ib. 38 @40
Hams, 16-18 Ib. 37 39
Hams, 18-20 Ib. 36 38
Ham, dried beef

sets @42
California Hams 24 @25
Ticnic Boiled

Hams 35 @40
Boiled Ham s_ 60 @62
Minced Hams__ 18 @20
Bacon 35 @52

Sausages
Bologna __ 18
Liver 12
Frankfort , 19
Pork 14@15
Veal _ 1
Tongue _ 1
Headcheese __ . 14
Beef
Boneless 30 00@35 00
Rump, new 40 00@42 00
Pig’s Feet

% bbls _ 0

bbls., 35 Tbs. 315
% bbls 10 00

bbl. — 16 00

Canned Meats
Red Crown Brand
Corned Beef, 24 Is _ 3 90
Roast Beef, 24 Is 3 90
Veal Loaf, 48 %s, 5%

Veal Loaf, 24%s, 7 oz.
Vienna Style Sausage
48%s
Virginies, S 35
Potted Meat, 48%s __ 62%
Jotted Meat, 48 %s 90

Hamburger Steak and

65
260

Onions, 48 % s 175
Corned Beef Hash,

48 % s 175
Cooked Luncﬁ Tongue, 4
Cooked (5 Tongues,

12 2 50

Chili Con Carne, 48 Is 1 40
Pork and Beans, 24 2s 1 50
Sliced Bacon, medium 4 00
Sliced Bacon, large_6 25
Sliced Beef, 2% o0z__2 20
Sliced Beef, 50z. 4 00

Mince Meat
Condensed No. 1 car. 180
Condensed Bakers brlck 30
Moist in glass

MICHIGAN

Tripe
Kits, 15 Ibs. 920
% bbls., 40 Ibs. 160
% bbls., 80 Ibs. 3 00
Casings
Hogs, per Ib. @65
Beef, round set____ 19@20
Beef middles, set__ 50@60
Sheep, a skein T75@2 00

Uncolored Oleomargarine

Solid Dairy 28@29
Country Rolls___ 30@31
RICE

Fancy Head

Blue Rose 15 50

ROLLED OATS

Monarch, bbls. 11 50
Rolled Avena, bbls. 13 00
Steel Cut, 100 Ib. sks. 6 50
Monarch, 90 Ib. sacks 6 40
Quaker, 18 Regular_2 70
Quaker, 20 Family __ 6 85

SALAD DRESSING

Columbia, % pints 225
Columbia, 1 pint__—4 00

Purkee s large, 1 doz. 5 80
Durkee’s med., 2 doz. 6 75
Durkee’s Picnic, 2 dz. 3 00
Snider’s large, 0z. 2 40
Snider’s small, 2 doz. 145

SALERATUS
Packed 60 Ibs. in box

Arm and Hammer _ 355
Wyandotte, 100 %s __ 3 00
SAL SODA
Granulated, bbls. 2 15
Granulated, 100 Ibs cs 2 25

Granulated, 36 2% Ib.
packages 2 60
SALT
Solar Rock
56 Ib. sacks 76
Common
Granulated. Fine 3 00
Medium, Fine 10
Per case, 24 Ibs._2 40

Fivo “paso i
SALT FISH
Co
Middles 28
Tablets, 20
Tablets. % Ib.___ 175
Wood boxes 19
Holland Herring
Standards bbls. 19 50
M., bbls 2 50
Standards kegs 120
Y. M., k egs 150
Herring
K K K, Norway ,, 20 00
8 Ib palls 140
Cut Lunch 125
Scaled, per box 21
Boned, 10 Ib. boxes_24
Trout
No. 1, 100 Ibs. 12
No. 1, 40 Ibs.
No. 1. 10 Ibs.
No. 1. 3 Ibs.
Mackerel
Mess, 100 Ibs. 25 00
Mess, 50 Ibs. 13 25
Mess, 10 Ibs. 2 95
Mess, 8 lIbs. 2 30
No. 1. 100 Ib s~ 24 00
No. 1 50 Ibs. 12 75
No. 1. 10 Ibs 2 80
Lake Herring
% bbl., 100 Ibs. 7 50
SEEDS
Anise
Canary SmM/ 12
Cardomon alabar 120
Celery 65
Hemp, Russian 10
Mixed Bird 13%
Mustard, yellow 23
POPP)’—55
Rape 15

SHOE BLACKING

dy Box, large 3 dz. 3 50
dy Box, small__125
Royal Polish 1 25
Crown Polish 90

TRADESMAN

SNUFF
Swedish Rapee 100 8 for 64
Swedish Rapee, 1 Ib. gls 85
Norkoping, 10c 8 for_64

Norkoping, 1 Ib. glass_85

Copenhagen, 10c, 8 for 64

Copenhagen, 1 Ib. glass 85
SOAP

James S. Kirk & Company

American Family, 100 7 85
Jap Rose, 50 cakes 485
Kirk’s White Flake 7 00

Lautz Bros.
Acme, 100 cakes 6 7
Big M aster, 100 blacks 8 00
Climax, 100s
Climax, 120s —___

ueen White, B0 cakes 6 00
ak Leaf. 100 cakes 6 75
Queen Anne, 100 cakes 6 75
Lautz Naphtha, 100s 8 00

Swift & Company
Classic, 100 bars 10 oz. 7 25

Swift’s Pride, 100 9 0z 5 75
uick Naphtha 7 50
hite Laundry, 100
8% 6 75

Wool, 24 pbars, 6 oz. 19

Wool, 100 bars, 6 oz. 8 00

Wool, 100 bars, 10 oz. 13 00

Peerless Hard W ater,

50s 4 10
Peleorless Hard W ater,
Sunbrite Cleanser. 72s 3 25

Tradesman Company

Black Hawk, one box 4 50
Black Hawk, five bxs 4 25
Black Hawk, ten bxs 4 00

Box contains 72 cakes. It
is a most remarkable dirt
and grease remover, with-
out injury to the skin.

Scouring Powders
Sapolio, gross lots_ 11 00
Sapolio, half gro. lots 5 50
Sapolio, single boxes 2 75
Sapolio, hand 3 00

ueen Anne, 60 cans 3 60
now Maid, 60 cans__3 60

Washin Powders
Snow Boy, 0 5¢
Snow Boy, 60 14 o0z.
Snow Boy. 24 pkgs.
Snow Boy, 20 pkgs.

4 00
4 20
6 00
7 00

Soap_Powders
Johnson's Fine, 48 2 575
Johnson's XXX 100_5 76
Lautz Naphtha, 60s__3 60
Nine O’clock 4 25

Leaf. 100" pkgs. 6 50
Old Dutch Cleanser 4 50
Queen Anne. 60 pkgs.
Rub-No-More

CLEANSERS.

ITCHEN
ENZER

80 can cases,

SODA
Kegs 4

$4.40 per case

Bi Carb,

SPICES
Whole Spices

Allspice, Jamaica__ @18
Cloves, Zanzibar @6
Cassia, Canton @30
Cassia, 5c¢ pkg., doz. @40
Glnger African @15
Ginger, Cochin @20
Mace, Penang @75

Mixed, No. 1 @17
Mlxed Not g
Mixed, y g do 45
Nutmegs 0- @50
Nutmegs, 105-110 @45
Pepper, B lack @30
Pepper, W hite @40
Pepper, Cayenne____ @22
Paprlka Hungarian

Pure Ground in Bulk
Allspice, Jam aiaca__ @18
Cloves, Zanzibar @6
Cassia, Canton
Ginger, African @28
Mustard @38
Mace, Penang @85
Nutmegs @36
lepper,” Black @34
Eepper, VCV hite @20952
apper, ayenne @
Pagpika, Hu,ngarran @60

3 60
5 50

Seasoning
Chili Powder, 15c 135
Celery Salt, 3 0z.___ 95
Sage,” 2 0z. T 90
Onion Salt 1 35
Garlic 135
Ponelty, 3% oz. 2 25
Kitchen Bouquet__2 60
Laurel Leaves 20
Marjoram, l1oz. 90
Savory, 10z. 90
Thyme, 1 oz. 90
Tumeric, 2% 0z .___ 90

STARCH
Kingsford, 40 Ib 11%
Muzzy, 1 1b. pkgs. 9%
Powdered, barrels 7%
Argo, 48 1 Ib. pkgs._4 15

. Kingsford

Silver Gloss, 40 1 1b.__11%
Gloss
Argo, 48 1 Ib. pkgs._4 15
Argo, 12 3 Ib. pkgs._3 04
Argo, 8 51b. pkgs. — 3 40
Silver Gloss, 16 3 Ibs. 11%
Silver Gloss, 12 6 Ibs. 11%
Muzzy
48 1 Ib.packages 9%
16 3 Ib.packages 9%
12 6 Ib.packages 9%
50 Ib. boxes " %
SYRUPS
Corn
Barrels 75
Half Barrels 81
Blue Karo, No. 1%

2 doz. 3 40
Blue Karo, No. 2 2dz.405
Blue Karo, No. 2%, 2

doz. 4
Blue Karo. No. 5 1dz.4 90
Blue Karo, No. 10,

% doz. 4 65
Redd Karo, No. 1%, 2

Red Karo. No. 2, 2 dz.
Red Karo, No. 2%, 2
do

Red Karo. No. 5, 2 dz.
Red Karo. No. 10. v;

doz. 4 85

) Pure Cane
Fair
Good
Choice

TABLE SAUCES
Lea & Perrin, large_5 75
Lea & Perrin, small—_3 25
Pepper -------mmmmeeeeeeoeeeee —125
oyal Mint 150
Tobasco 3 00
England's Pride 125
A-I, large 5 00
A-l. small 2 90
Capers 180
TEA
Japan
Medium 40@42
Choice 49@52
Fancy — " 60@61
Backed Fired Medm
Basket-Fired Choice
Basket-Fired Fancy
No. 1 Xibbs @55
Siftings, bulk____ @21
Siftings. 1 Ib. pkgs. @23
Gunpowder
Moyune, Medium _ 35@40
Moyune, Choice__—40@45
_~ Young Hyson

Choice 35@40
Fancy 50® 60

Oolong
Formosa, Medium _ 40@45
Formosa, Choice__45@50
Formosa, Fancy_55@75

English Breakfast

Congou, Medium _ 40@45
Congou, Choice_ —45 50
Congou, Fancy___ 50®60
Congou, Ex. Fancy 60@S0
Ceylon
Pekoe, Medium __ 40@45
Dr. Pekoe, Choice_45@48
Flowery P. Fancy 55@60
TWINE
Cotton, 3 ply cone_
Cotton, 3 ply balls___
Hemp, ply
VINEGAR
Cider, Benton Harbor_ 40
White Wine, 40grain 20
White Wine, 80grain 27
W hite Wine, 100 grain 29

Oakland Vinegar & Pickle
Co.’s Brands.
Oakland Apple Cider_45
Blue Ribbon Corn —28
Oakland White PickTing 20
Packages no charge.

WICKING
0, per gross _ 70
No % per gross —_ 80
No. per gross —_ 120
No. 3; per gross ___ 190

29

WOODENWARE

wood handles 0
Market, drop handle 1 00
Market, single handle 110
Market, extra 160
Splint, large 8 95
Splint, medium___ 8 75
Splint, small 8 00

Butter Plates
Escanaba Manufacturing
Co.

Standard Wire End

. 8-i30 extra sm cart 1
. 8-50 small carton 1
. 8-50 md'm carton 1

8-50 large carton 1
. 8-50 extra Ig cart 2
. 4-50 jumbo carton i

100, Mammoth__ i

Churns
Barrel,, 5 gal., each __
Barrel,, 10 gal each
Stoine, 3 gal. - -
Stojne, 6 gal. --

— 78

Clothes Pins i
Escanaba Manufacturing
0.

No.
No.
No.

Cases

Carrier
Star Carrier__12 00
Star Egg Trays 8 00
Star Egg Tray 16 00

6 00

Faucets
Cork lined, 3 in. 70

Cork lined, 9 in. 90
Cork lined, 10 in. 90

Mop Sticks
Trojan spring” 325
Eclilpsel patent spring 3 25
No. i common 325
No. 2, pat. brush hold 325
Ideio. No. 7 325
200z cotton mop heads 4 O
120z cotton mop heads 2 85

Pails
10 qt.Galvanized 5 25

12 qt.Galvanized__6 00
It et.Galvanized 7 00
Fibre 9 75
Toothpicks
Escanaba I\C/Ianufacturmg
No. 48, Emco 1 85
No. 100 Emco 375
No. 50-2500 Etneo__3 75
No. 100-2500 Emco __ 7 00
T raps

Mouse, wood, 4

Mouse, wood, 6

Mouse, tin, 5holes 65
Rat. wood 1 00
Rat, spring; 100
Mouse, spring 30

Tubs

No. 1 Fibre 42 00
No. 2 Fibre ... 38 00
No. 3 Fibre 33 00

Large Galvanized 17 00

Medium Galvanized 1500
Small Galvanized__14 00
Washboards
Banner Globe 8 00
Brass, Single 9 50
Glass, Single 8 50
Slngle Peerless 9 00
Double Peerless™__ 11 00
Northern Queen 9 00
Universal 10 00
Our Best 10 00

Window Cleaners

12 in. 165
14 in. 185
16 in. 2 30
Wood Bowls
13 in. Butter___ 3 00
15 in. Butter___ 7 00
17 in. Butter___. _ 11 00
19 in. Butter 12 00
WRAPPING PAPER

Fibre, Manila, white 9

No. ibre 0

Fibre, Manila, white 10%
Butchers Manila _*_12%
Kraft 16

YEAST CAKE

Magic, 3 doz. 2 70
Sunllght 3doz. 2 70
Sunlight, 1% doz.__135
Yeast Foam, 3 doz._2 70
Yeast Foam, 1% doz. 135

YEAST— COMPRESSED
Fleischman, per doz._28
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Some Pertinent Thoughts on Com-
mercial Honesty.
Grandville, Aug. 17—Honesty in
business is recognized as one of the
prime factors in a successful prose-
cution of the work, and yet the cyni-
cal man often speaks lightly of the
moral fiber of those in the mercantile
field, assuming with an air of superior
wisdom and self satisfaction that they

are all dishonest.

Once there was a man who had
been a merchant in a small town for
a score of years, who, after holding
the fort for a long time as the only
dealer in his bailwick, came out with
a statement that, as it was necessar
in order to compete with rival deal-
ers, that he short-weight his customers
and do various low down tricks, he
had chosen to remain honest and quit
the business.

"It is absolutely impossible to stay
in the store business and not be a
liar and a cheat,” declared this worthy
man. “l have managed all right as
long as | was the only store-keeper
in this burg, but latterly, with several
others contesting the field, there is no
way to live by selling goods without
selling your customer at the same
time. Since 1won't cheat, | shall quit
the business.” And he did.

At the time | thought this man had
warped ideas with regard to the ethics
of merchandising, and | have not been
led to change my belief since the day
"honest John” quit dead and went in-
to retirement, to live out his remain-
ing days in the comforts of a home
his careful methods during a long life
had insured him.

That men in the business world are
any different than those engaged in
farming, labor or sailing the salt seas
is hardly tenable ground, and we must
admit that no better class of men live
than the retail merchants of to-day.
Many a poor fellow, down and out
because of hard luck, has cause to
credit some anathemised middleman
for giving credit when the world look-
ed d;.rk with no ray of light above the
horizon.

1 can personally testify to this, and
shall never go back on those friends
in the business world who have dem-
onstrated the fallacy of that oft-re-
peated lie that "there’s no friendship
in business.” Some of the best friends
I know were among those'engaged in
the mercantile trade.

As in every other line of endeavor,
there are black sheep in trade, but |
contend that these are the exception
and not the rule. Rivalry in business
does not necessarily mean personal
enmity; far from it. There are those
who envy the success of a business
competitor, yet let the pinch come and
the brotherhood of man will assert
itself as in every other walk in life.

When it comes to raising money for
the public good, for charitable pur-
poses, along anly line of endeavor that
commends itself to the best good of
the people, you will find the meligned
middleman there evey time.

In church work they are among
the most worthy contributors, and in
many parts of the country community
churches are springing up, fostered
by the men who sell goods over the
counter. During the war period no
more patriotic citizens were to be
found in the nation than the retail
merchants in both the small and large
centers of trade.

Go where you will and you will find
the merchant vieing with the profes-
sional man and farmer in the foster-
ing of good works. No stronger ad-
vocates of good roads exist. It was
the small town merchant who first
made plain to the farmer the neces-
sity for good roads for the betterment
of himself and family.

With the advent of good roads, farm
property has been enhanced in value,
and nobody dare suggest to the tiller
of the soil a return to the old dirt
road system when fall and spring
were the dreaded seasons of the year.
Marketing has now become a pleas-
ure rather than a dread, while city
village and country have been brought
into closer relations than ever before.

Jealousies which once existed be-
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tween the small town and country
have been reduced to a minimum since
the improved methods of locomotion
have fetched farmer and merchant in-
to closer contact. The business man
and farmer are and should ever be
friends whatever interested politicians
and red ranters may say to the con-
trary.

That honesty is the best policy has
come to be regarded as a fact and
there are less disagreements among
merchants and patrons than ever be-
fore.

In small communities it is some-
times a hard matter to keep church
and Sunday school going without ap-
plying to non-church members to aid.
The man in business, invariably sub-
scribes liberally to the cause.

There are towns where the minister
is almost w'holly supported by the
merchants of the place, while at the
same time members of the church
never patronize the local dealer, find-
ing it to their interest (?) to send all
their money to the mail order houses
for both groceries and dry goods.

The beauty of it all is that the mer-
chant Pays his assessment for sup-

port of the preacher with a smiling
face, never once intimating that he
would like the patronage of these

good Christians who send their monee/
abroad for goods that he is himself
selling. Old Timer.

Refusal To Ship on Contract.

The New Jersey Court of Errors
and Appeals, in the case of the Corn
Products Refining Co. vs. Anna B.
Rasola, et al., have rendered the opin-
ion, that where a vendor contracts
to deliver goods and allows the buyer
credit for a term agreed upon and by
the same writing reserves the right
(if the financial responsibility of the
buyer becomes unsatisfactory to the
seller) to withdraw the credit and de-
mand cash payment for security be-
fore shipment of the goods, then the
question of satisfaction as to the buy-
er’s responsibility is to be settled by
the seller before he parts with the
goods. There must, however, be want
of satisfaction with the buyer’s finan-
c.al responsibility and the refusal to
ship without payment or security
must be based upon that reason alone.

In this case the plaintiff entered
into a written contract by the terms
of which the plaintiff agreed to sell
the defendant 500 cases of so-and-so
to be delivered within sixty days af-
ter delivery of order. The terms of
payment were thirty days net or two
per cent, discount for cash if pay-
ment were received by the seller
within ten days from date of invoice,
subject, however, to the following
stipulations:

“If at any time before the shipment,
the financial responsibility of the buy-
er becomes impaired or unsatisfactory
to the seller, cash payment or satis-
factory security may be required by
the seller before shipment.”

Under this agreement the plaintiff
shipped to the defendant 200 of the
cases contracted for, dating invoice
November 12, 1918. The defendant
on the 26th day of November re-
quested the delivery of the balance
of the cases contracted for. The
plaintiff refeused to honor the re-
quest, and the defendant, claiming a
breach of contract, refused to pay
for the cases delivered. The plain-
tiff than brought suit and recovered
a judgment for the delivered goods
at the contract rate, the court direct-
ing the jury to return a verdict for
the plaintiff.

The facts are that *he plaintiff had
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been doing business for some time
with the defendant, limiting the
credit at $3,000. To comply with the
order of November 26th would have
meant the extension of credit to about
$9,000.

It had been the practice of the de-
fendant to discount bills within ten
days to the extent of at least 75 per
cent, of the purchases, but no dis-
count had been made in the present
case when the request was made that
the plaintiff ship the residue of the
cases contracted for.

The trial court held, that under
this contract the seller had a right to
require cash payment or security be-
fore further shipments, if the finan-
cial responsibility of the buyer had
become unsatisfactory to the seller,
and that the undisputed facts showed
a sufficient basis to sustain a want of
satisfaction with the financial respon-
sibility of the buyer to justify the

seller in exercising the option re-
served in the contract. The court
states that the willingness of the

seller to extend credit upon being
satisfied with the financial respon-
sibility of the buyer must to a large
extent be committed to the judgment
of the seller,and when the respon-
sibility of the buyer becomes un-
satisfactory to the seller, the latter
may require cash payment or satis-
factory security before delivery of
the goods contracted for that the
vendor is entitled to the benefit of
his contract, and if for any reason
not pretended or unreal he becomes
dissatisfied with the financial respon-
sibility of the debtor he may invoke
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his contract and refused to ship un-
til secured according to the terms of
the contract.

The court added, that in the case
before it, the testimony is interpreted
that the refusal by the plaintiff to
make further shipment was because
the plaintiff had become dissatisfied
with the financial responsibility of
the buyer, and not for any other rea-
son. It appears that the plaintiff was
perfectly willing to ship the goods
upon demand if secured; so that
there was no jury question open on
that subject; it was simply a case
where the seller had become dissatis-
fied with the financial responsibility
of the buyer.

The court stated that where a
vendor delivers goods and allows the
buyer credit for a term agreed upon
and by the same writing reserves the
right to withdraw the credit and de-
mand cash payment or security be-
fore the shipment of thegoods, if the
financial responsibility of the buyer
becomes unsatisfactory to the seller,
the question of the satisfaction of
the seller with the buyer’s financial
responsibility is to be settled before
he parts with the goods; but there
must be a real want of satisfaction
with the buyer’s financial respon-
sibility, and the refusal to ship with-
out payment or security must be
based upon that reason alone.

Keep your stock slick and in order,
but don’t be so obvious about it that
nobody dares touch anything for fear
of getting in wrong with the man-
agement.

TRADESMAN
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BUSINESS WANTS DEPARTMENT

Advertisements
Insertion and four
If set In capital letters,
display advertisements

eath
No charge

Inserted under this head for five cents a word the first
cents a word for
double price.
In this department, $3 per Inch.

subsequent continuous Insertion.
less than 50 cents. Small
Payment with order

Is required, as amounts are too small to open accounts.

THE SAME BRAINS

that sold $4,500 in one day for Vic.
Anderson & Sons, Rockford, lll., cloth-
iers, in June; $20,000 for J. D. Merner,
dry goods, at Hespeler, Ont. in July in
13 days; $5,000 worth of shoes for H.
Bedford, £harlevoix, 'n August— these
same brains and this same sales sys-
tem Is available to any merchant of
the better class who wants to reduce
his stock or close it out entirely at a
profit. For particulars write A. E.
Greene, 403 State St., Traverse City,
Mich.

CASH REGISTER FOR SALE

Our No. 736-G National Cash Register.  Prints
detail slip. Records number of sales and number
of customers.

Register was bought new for $275 from factory
ten months ago. Will furnish orig nal invoice. Have
closed retail department and no further use for it.

Will sell cash or terms.

Soo Creamer« & Produce Co, Soo, Michigan

If you want to sell or exchange your

business, no matter where located, write

Black, 130th St., Chippewa Falls, Wis-

consin. 980
For Sale—Furniture and eight-year

lease forty-room hotel in one of the best

thriving towns in Michigan. Good reason
for selling. Address No. 4, care Michi-
gan Tradesman. 4

For Sale—Old established business of
dry goods, furnishings, shoes and gro-
ceries. Will inventory about $10,000. Can
reduce stock. Located in good small
town about 50 miles from Grand Rapids,
surrounded by excellent farming com-
munity. Domgf splendid business. Brick
building also for sale. Address No. 5,
care Michigan Tradesman. 5

If you are thinking of going in busi-
ness, selling out or making an exchange,
place an advertisement in our business
chances columns,-as it will bring you in
touch with the man for whom 'you are
looking—THE BUSINESS MAN.

For Sale—Grocery store and residence
combined on one of the principal streets

in Port Huron, -overlooking St. Clair

river, Good paying business, worth look-

ing into. F. A. Williams, 2118 Military
8

St., Port Huron, Mich.

For Sale—Stock of groceries, drugs and
crockery, one of the best chances in
South-western Michigan. A live town,
surrounded by fine farms. « This business
has been established forty years. Will
invoice around_$9,000. Address No. 12,
care Michigan Tradesman. 12

W anted—Retail store, or any paying
business — Illinois, Indiana, Michigan,
W isconsin or lowa. Give description. R.
Jones. 2326 VanBuren St.. Chicago. 13

For Sale—Grocery and meat market in

Battle Creek, $45000 business last year.
Up-to-date fixtures. Invoice about $45,-
000. Good reason for _selling. Address

No. 14, care Michigan Tradesman. 14

MIDLAND. MICHIGAN — The best
gent’s_furnishing, tailoring and cleaning
store in Michigan, doing a large business.
$3,500 will handle it. Lewis E. Easley,
Midland, Mich. 17

HOTEL PROPERTY FOR SALE—
Rental from business rooms $55 per
month. Price, terms, business, etc.
right. No opposition. Address F. E.
Farr, Proprietor, Bronson. Mich. 978

For Sale—Chandler & Price 10x 12
Gordon for $200. In use every day, but

wish to install larger machine. Trades-

man Company.

For Sale—Complete stock of dry goods
and groceries. Store doing good busi-
ness. Best location in town of 700. Elec-
tric lights, factories, good schools and
churches. Address No. 2, care Mlchlgzan
Tradesman.

HELP AND POSITIONS FURNISHED
—in all manufacturing, business. aqd
professional lines, Properties bought and
sold on commission. merican Business

Exchange, Box 227, Benton Harbor,
Mich. 974
For Sale—Stock of groceries, shoes,
dry goods and men’s furnishings. Stock

will inventory around $12,000; also store
building, 26 x 85 feet, together with four
lots with barber shop which rents for
$52 per year, and ice house, 18 x 30 feet.
Price on buildings $4,000 at inventory.
Will take in trade one-half in real estate,
balance cash. George E. Seaman, Ba9i7lgy,

Mich.
WANTED—A-I Salesman for Illinois,
lowa, Wisconsin, Ohio, Indiana, Michi-

an. Advertised line, sold by drug and
ardware trade. Apply at once. PAR-
SONS CHEMICAL WORKS, Grand
Ledge, Mich. 997

Butcher Wanted — By
Sept. I. All around man.
Good wages. Married
man preferred. A. S. Bur-
rows, Grayling, Mich.

DRUG STORE—In prosperous farming
country, on Mackinaw Trail, the main

trunk “line leading to the northern re-
sorts. Modern drug fixtures, soda foun-
tain. Rexall, Kodak, Phonograph agency.
Sales over 812,000 in 1919. Will go $16,-
000 to $17,000 this year. Side line that
will net $1,000 profit a year. Inventory,
including stock, fixtures and building,

about $9,000. Will take % down, balance
on good security. Business will bear the
closest investigation. Address No. IS,
care Michigan Tradesman. 18

FOR SALE—Up-to-date retail hard-
ware store, established fifty years in
Southern ort city of 75,000. "Invoices
about $40,000. On account of death of
former owner, going business can be
bought, including good will and trade
name. Address K, O. Reid, Agent, 302
Church St.. Nashville, Tenn. 19

W anted—An experienced salesman in
dry goods and floor coverings for the
leading store in Southern Michigan city
of 6.000. State experience had and give
references. Address No. 20, care Mich-
igan Tradesman. 20

FOR SALE—OId established hardware
business in Eastern Michigan. Stock
and equipment about $14,000. Will have
one local competitor this fall, where we
had had two heretofore. Country trade
in good farming section. Must sell be-
fore winter and go to warmer climate.
This is an_excellent location for a hustler.

Address Crandall Hardware Co., Imlay
City, Michigan.____ 21
FOli SALIS—Only jewelre/- business in
thriving facitore town. nivoice  $2,500.
Reascm for stfiling. ill health. Address P.
K. »ensen, Iltocklord. Mich. 22
For Sale—Gootl propositiion: half or

whole intere!-t in a good liive hardware
store, fine manu facturing and farmin
distriiet. Nioelv kmated. "Atklress No. 23,
care Miehigan Tradesman. 23

For Sale—Stimiisons Detre>it Automatic
Grocery Seal | Ibs. capaicity. In A-Il
condiition, in use only short time when
arty closed out groceries. uire of
ohn N. Erice, Carson City. Mic igag‘i

1want to >uv a good groeery business.
Southeastern Miehigan preferred. F. C.
Harlow, Keej;o Harbor. Miein. 25

For Quick Salti—In the best location
in_a_ town if_OVer 4.000, in Northern
Michigan, a $7,000 stock of dry goods,
men's fumisilings. shoes ancl floor cover-
mgs. also store building and residence.
Owner wisheis to retire. A good chance
for a live viire. Address No. 26, care
Michiigan Traifiesnnan. 26

For Sale—Clean grocery stock and
good fixtures in a Tlive town of 10,000
population. Doing about $60,000 business
this year. Stock will invoice about $6,000.
Fixtures $1,600. In building 25 x 90. Can
buy or lease building. Two blocks from

nearest grocery. ddress Carlson &
Butcher, 1435 Peck St Muske%on
Heights, Mich. 97

Pay spot cash for clothing and fur-

nishing goods stocks.
E. Hancock. Detroit.

ATTENTION MERCHANTS—When in
need of duplicating books, coupon books,
or counter pads, drop us a card. We
can supply either blank or printed.
Prices on application. Tradesman Com-
pany. Grand Rapids.

If you want to reduce or close out your
stock, write the “Big Four” auctioneéers,
Fort Pierre, South Dakota. 994

L. Silberman, 106
566

CASH REGISTERS
REBUILT CASH REGISTER CO.

nc.
122 North Washington Ave.,
Saginaw, Mich.
We buy sell and exchange repair and
rebuild” all makes.
Parts and supplies for all makes.

BANISH THE RATS—Order a can of
Kai and Mouse Embalmer and get rid of
the pests in one night. Price $3. Trades-
man Company. Grand Rapids Michigan.

Will pay cash for whole stores or part
stocks of merchandise. Louis Levinsohn,
Saginaw. Mich. 998

For Sale—Grocery and meat market,
centrally located in° Grand Rapids. Sales
exceed $50,000 per year. Stock $3,500 to
$4,000, rent reasonable, with lease. Good
Reason for Selling. Address No. 999,
care Michigan Tradesman. 999
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WATCH YOUR STEP.

Seasonable Advice For the Wise and
Prudent Grocer.

Although the question, “What is a
profiteer?” still remains unanswered—
much to the disgust of sundry reform-
ers and the relief of most grocers—
it is the season when the prudent
grocer will do well to “watch your
step.” The energetic flying squad-
rons and other flying bugs of the re-
former type are abroad in the land
and redoubling their efforts to attain
glory by bagging a few iniquitous
grocers.

For instance, one reads in the daily
papers about acres of this or that
vegetable or fruit going to waste be-
cause the profiteers won't pay reason-
able prices to the farmers; also com-
parisons of the prices paid the far-
mers for garden truck and the enor-
mous prices charged for the same in
the corner market.

Long since the city, State and the
Federal Governments established vari-
ous schemes for bringing supply and
demand into concert, but without suc-
cess. No one has yet been able to
take a rapidly ripening crop, a vagar-
ious public appetite, a lot of crazy
weather, limited shipping, receiving
and holding facilities and make sup-
ply and demand exactly balance. De-
ductions based on condition in the
field are no criterion as to the condi-
tion in the market. It’s all very well
to sympathize with the farmer for not
being able to sell what ripens in a
given day, but it by no means should
follow that consumer—or his agent,
the retailer—should be cussed because
he doesn’t care to buy what, or all of
it, the farmer may want to sell.

The flaws in criticising food mer-
chandising are those which do not
appear on the surface. No one can
tell just what amount of this or that
he can sell before it spoils. No gro-
cer can buy a sixty-pound tub of but-
ter and weigh out sixty pounds to the
consumer; nor all the poundage of
any bulk commodity he buys. He
must add all his wastes to his fixed
overhead.

On the other hand, it may be waste-
ful to plow' good food into the ground
instead of sending it to market—wil-
ful v.'aste makes w'oeful want—but if
the consumer won’t pay a price for it
that justifies picking and packing and
shipping and selling, there is no
known remedy for the situation. Not
even the wonderful economy of the
cannery can compensate for it. The
farmer grows acreage commensurate
to the expected needs of the packer,
but crop plethora or failure is a fac-
tor which knocks out all calculations;
also the canner’. This year there is
bound to be waste, because the crops
are ripening faster than any cannery
can take care of them, or consumer
demand absorb them. Apparently
there is no help for it.

Wherefore, the “profiteer” finds a
loophole of excuse. But the plain
fact is that if he is a wise merchant
he will take special care in times like
these to keep as far away from ac-
cusation as possible, rather than skim
as close to the edge of public criticism
as he thinks he can.

“Seventh and lastly,” says President
Sears of the National Canners’ As-

MICHIGAN

sociation in commenting on the trade
co-operation with the canners in their
certification plan, “practically all
wholesale grocers who merchandise
canned goods under canners’ trade-
marks and brands are for this move-
ment to-day.” And then he adds that
most of the jobbers selling private
brands are also for it.

The distinction plus the relegation
to position of seventh magnitude is
not without its significance, and the
situation is worth watching. It
brings out one of the salient evolu-
tionary features of the whole scheme
of canners’ inspection and certifica-
tion, broader than the mere question
of whether sanitary methods and as-
suredly honest products are desirable.
In fact if is not surprising that job-
bers should have hesitated to co-
operate fully in the scheme, and by
no means does it indicate opposition
to the spirit of the enterprise.

The plain fact of the case is whether
the canner or the jobber shall be the
sponsor for the goods sold the retail-
ers and consumers. It is the old prob-
lem of the “specialty,” intensified by
a fight for life on the part of the dis-
tributor. Not until recent years did
the canner become what the Socialists
prefer to call “class conscious.” They
were content to pack goods for the
jobber, take their money and leave
the marketing to the buyer. The re-
sult was that in thousands of instances
the community has known canned
foods by the reputation of the job-
ber in its midst, who might have them
packed wherever he pleased without
restraint. But now the canner has
discovered that if his name can be at-
tached to his reputation goods his
reputation will benefit and the con-
sumer will know who packed the
goods and be moved more by that
consideration than the name of the
distributor.

Of course the certification does not
identify the canner—at least not so
that the consumer would get the facts
—but it does divide canned foods in-
to two classes, certified and otherwise
packed. The jobber fears that if the
certified goods get the upper hand in
the consumers’ minds the others will
be taboo and the trade will in com-
mon defense be obliged to patronize
only such canners as use the associa-
tion label. The jobber is not really
opposed to the sanitation and guar-
antee of quality, but thousands of
them do regard the label under the
circumstances as somewhat of a chal-
lenge and therefore to be met with an
attitude of caution if not open antag-
onism.

KNOCKS AT DOOR ONLY ONCE.

If England sells less coal, she must
sell more of other things to keep her-
self economically solvent. If other
countries lack coal, they must sell
other things to buy coal. The brutal-
ity and economic folly of embargoing
coal ought to be too plain to argue.
It would probably fail, and if it suc-
ceeded it would cost us more in loss
of coal profits and cheap imports than
any reduction of the price of coal
would advantage us. Our miners who
are complaining that the mines work
too few days ought to have plenty of
work. Our shipping, tied up by hun-
dreds, ought to have full cargoes go-
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ing and coming for a few years at
least. Our railways ought to have
full earnings. Here are profits not
made by profiteers which would swell
the wage fund in many ways.

The case is the same with food.
Never was there such a combination
of quantity and quality in the United
States, and never was it clearer that
we must seek our profit less in cheap
food than in purchases of other goods,
sold to us by the needy in pther lands,
at whatever concession in price nec-
essary to feed themselves. The In-
ternational Institute of Agriculture re-
ports that the world’s total production
averaged for five pre-war years 52
million metric tons, and for the five
war years averaged 41.6 million. The
decrease in European yields during
the war averaged ten million tons,
and was offset by increases outside
Europe of eight million tons. Even
that shortage of two million tons
would riot be disastrous under normal
conditions, but it happens to be fo-
cused on us as the only source of sup-
ply under the mingled conditions of
shortage of food arid transportation.
If we consume our abundance, we
shall have cheap food at the cost of
declining trade. We shall not deny
ourselves cheap food because our
hearts bleed for the alien hungry, but
because it Is better business to feed
them and pay more for our food.

The case is the same: with cotton.
Once more it may be said that the
prices of these and all other neces-
sities are interchangeable, compensa-
tory, not only in domestic but in
world markets. For the war period
the world has consumed more cotton
than it has produced, and is now con-
suming 21,000,000 bales, with a de-
mand in sight for 10,000,000 more
bales in each decade. Before the war
we supplied about one-fifth of the
world’s demands. During the war we
supplied 37 per cerit., arid we shall
supply what we choose of the world’s
increasing demand for the fiber which
clothes a larger part of the human
race than any other. There are those
who think that we have reached the
peak of production. That only em-
phasizes the fact that the prospect
of cheap cotton is remote unless
reached through depression of trade.
There is talk of cheap wool and de-
pression in the textile industry. It
cannot go far unless cotton cheapens,
for the world demand for the cheap-
est clothing is far greater than the de-
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mand of the highly paid consumers
of silk and wool.

These considerations are not inter-
esting to those who take short views
and think that the prices of the day
are most important. The long view
must be the world view, for *“the
period of our exclusiveness is past.”
There never was such a summons to
profit through service as now. Those
who think that the reduction of the
cost of living by consuming rather
than by selling our surplus is compen-
sation for slacking in supplying world
wants fail to recognize the opportun-
ity which knocks at every man’s door
once, and it is said only ottce.

Stock Fire Insurance Agents Still
Collecting Surcharge.

Hancock, Aug. 16—I find, in travel-
ing through the Upper Peninsula, that
many of the agents for stock fire in-
surance companies have not paid back
the surcharge they criminally collect-
ed between June 25 and Sept. 1, 1919.
Many of the merchants know nothing
about it, nor do they know what a
fight you made to get it off. Some
agents continued to write policies and
charge it after Sept. 1, 1919, when the
companies had agreed to take it off
themselves. | claim and tell the mer-
chants that any insurance company
which penalized its customers by
making anly surcharge after June 25,
1919, should, according to the agree-
ment the stock companies entered in-
to with the State Insurance Commis-
sioner, immediately return the ill-got-
ten gains to the policy holder. You
would hardly think it, but a man who
was in a store at L’Anse, where | was
explaining it said: “Why, | just re-
newed a policy on my house last week
and the agent added the surcharge.”
| believe it would be a good thing to
again publish in the Tradesman the
fact that all surcharge collected any
time after June 25, 1919, must be re-
turned to the Eolicy holder. It is his
by right and they should pay it back
and interest on it for the time they
have had it. | find there is no doubt
a large amount has not been returned.

S. A. Sheldon.

The Tradesman is assured by a
mutual insurance representative who
recently made a trip through the Up-
per Peninsula that very few agents
have returned the surcharge, as they
were instructed to do by the State
Insurance  Commissioner, showing
very plainly that too many stock fire
agents are criminals, emulating the
stock fire insurance company manag-
ers in defying the law and setting at
variance the decisions of the courts
and tfie acts of the Legislature.

It is a little unfortunate that the
State Insurance Commissioner is just
now too busy making slates and
boosting the fortunes of the crumbling
Sleeper regime to give such violations
of the law the attention they deserve.

Ready to Wear

We have a complete line of Children’s School Dresses in
sizes 2 to 6 years or 7 to 14 years. They come in plain colors,
stripes or plaids, priced from $7.50 to $22.40 per dozen. Also
have a good stock of Ladies’ and Children’s Middies in the

well known Slip-Ova Brand.

Quality Merchandise—Right Prices—Prompt Service

Paul Steketee & Sons

I WHOLESALE DRY GOODS
IHIE NG

GRAND RAPIDS, MICH.



Buying in
the Dark

The only way to tell what is really in a tire is
by wearing it out. So far as it's performance
goes you are really buying in the dark. You
must accept the product on faith in the reputation
of the maker and dealer.

The BRAENDER dealer knows what is back of
BRAENDER TIRES. He knows that they are
thé product not merely of machinery and equip-
ment common to all tire makers—but of a sense
of responsibility which will not permit a tire to
pass inspection unless it is right

By the time you have worn out a few
BRAENDER TIRES youll know too what is
in them. It is good material and workmanship
plus the BRAENDER sense of responsibility.

BRAENPKR
CORIt&
E4BRIC

Michigan Hardware Company, Grand Rapids, Mich

BRAENDER RUBBER & TIRE CO.

Factory: Rutherford New Jersey

NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO
132 Nassau Street 1352 W. Girard Ave. 64 E. 14th St. 131-133 8th St.
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REFRIGERATORS PURFOEES

'HE McCray Refrigerator is the favorite with the grocery
and market trade. Many successful Grocers and Butchers
have used McCRAY Refrigerators for more than Thirty

Years with perfect satisfaction. They have unbounded con-
fidence in the refrigerator which bears the name “McCRAY”,
for it standas for QUALITY and LIFETIME SERVICE.

McCray Refrigerators are different in construction than other
refrigerators. They are the result of years of careful study by
refrigeration engineers. Thousands of stores from Maine to
California have found by experience that the McCray is essen-
tial in every store, where perishables are sold.

There is a McCray built to suit your requirements. The styles
illustrated herewith are designed for Grocers and Butchers, but
this is not our complete line. Our Catalogs Nos. 71 and 63
show many more refrigerators and coolers. Get a copy of these
Catalogs—they will tell you more about the McCRAY and what
it will mean to your business.

Our Easy Payment Plan—MCcCRAY Refrigerators and Coolers
are sold on easy payments. If not convenient for you to pay
cash, we will gladly arrange time payments on any McCRAY.
The refrigerator can be secured and paid for while in use.
McCRAY Refrigerators prevent waste—save food and increase
your profits.

Send for Catalog—Let us send you our Catalog that describes
a great variety of designs—one to suit every requirement.
No. 71 for Grocery Stores and Delicatessen Stores. No. 63 for
Meat Markets. No. 52 for Hotels and Restaurants. No. 95
for Residences.

McCRAY REFRIGERATOR CO.

4044 Lake Street Kendallville, Indiana

Salesrooms in Principal Cities
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