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Packed In SAXOLINPaper-lined 

Cotton, Sanitary Sacks

FIELD SEEDS
FoifUse Wherever Seeds Are Sown

Continental Seed Company
Lock Drawer 730 
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■ 1 » .« I ,  B a cane sugar product

1 ! • > * *  u » * B
of the q u a lity  of
F rank lin  Package

! fflE k Sugars.

Delicious for table
'  Ik.* °'®TRiwrrEOBf

Sugar ¡M e g  0 ^
nULADCUW* ^
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cooking.

The Franklin Sugar Refining Company
,  PHILADELPHIA

“ A  Franklin Cane Sugar for every use’
Granulated. Dainty Lumps. Powdered, 
Confectioners. Brown, Golden Syrup

A Healthful Hint
H ow  m any of your customers know about Fleischm ann’s Yeast 
fo r H ealth?
The Yeast you have been selling for years Is now being used 
by thousands to keep a clear complexion, to complete a de
fic ient d iet, and increase the disease resistance power of the  
body.
I t  Is valuable in m any other ways to promote Good H ealth .

You can increase your sales and your profits by interesting  
your customers In Yeast for H ealth .

Read our booklet “ Yeast for H e a lth ” and explain the curative  
power o f F leischm ann’s Y east to your customer.

The Fleischmann C o.
Fleischmann's Yeast Fleischmann’s Service

Problems of Production
N ew  problems of production involv ing  the  

high cost of labor and m aterial and inade
quate transportation facilities have brought 

uncertainty to nearly a ll lines of manufacture. <
W e have not been able to  supply the fu ll 

demand for

Shredded W heat Biscuit
but w e are speeding up production as rapidly  

as possible and w e w ill soon be able to  g ive  
your customers all the Shredded "Wheat they  

want. Shredded W heat is 100 per cent, 
w hole w heat— the most real food for the least 

m oney. It is ready-cooked and ready-to-eat.

M ADE ONLY BY

The Shredded Wheat Company, Niagara Falls, N. Y.

Red Prawn
RETAIL TRADE BUILDERS

BIG SELLERS

24 Varieties in Universal Demand
Sold through W holesale Grocers

ACME PACKING COMPANY
Chicago, U. S. A.

Independent Packers Pure Food Products
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MICHIGAN TRADESMAN
(U nlike a n y  other paper.)

F ra n k , Free and Fearless for the Good 
T h a t W e Can Do.

Each Issue Complete in Itself.

D EVO TED  TO T H E  B E S T  IN T E R E S T S  
OF B U SIN E SS M EN. 

Published W eekly by 
TRA D ESM A N  COM PANY. 

Grand Rapids.
E. A. STO W E, Editor.

Subscription Price.
T hree dollars per year, if paid str ictly  

in advance.
Four dollars per year, if  not paid in 

advance.
C anadian subscrip tions, $4.04 per year, 

payable invariab ly  in advance.
Sam ple copies 10 cen ts  each .
E xtra  cop ies o f current issu es , 10 cen ts; 

issu es  a m onth or m ore old, 15 _cents; 
is su es  a  year or m ore old, 25 cen ts  T issues  
five y ears  or m ore old, 50 cen ts.

E ntered a t th e Postoffice of Grand
R apids under A ct o f M arch 3, 1879.

DRY GOODS M EN  IN  SESSIO N .

Second Annual Convention Held in 
Saginaw.

To-day and to-m orrow  prom ise to 
be red letter days for the Michigan 
Retail D ry Goods Association, which 
is now in session at Saginaw. The 
convention was called to order this 
forenoon by Julius B. Kirby, M anag
ing Secretary of the Saginaw Board 
of Commerce, in the following well- 
chosen words:

The honor of calling to order the 
second annual convention of the Mich
igan Retail Dry Goods Association 
has been conferred upon me by virtue 
of the position I hold as managing 
secretary of the Saginaw Board of 
Commerce. Ordinarily I regard these 
m atters perfunctory, but in this in
stance, I asume this responsibility 
with keen appreciation of the trouble
some times the m erchants of this 
country have recently experienced 
and are now passing through.

W ar always has and will ever con
tinue to unstabilize and jeopardize 
m erchandising business, and, in fact, 
all o ther enterprise not particularly 
adapted to the needs of war. I t  is in
deed gratifying to know that so few 
of our business institutions failed as 
a result of our great war. The rep
resentatives of the various dry goods 
companies are to be congratulated 
in the successful conduct of this vast 
enterprise in our State during these 
uncertain and troublesom e times.

Personally, I regard the dry goods 
business as the leading and m ost im
portant branch of retail m erchandis
ing, and owing to the variety of stock 
always needed to meet the present 
day demands, it can be readily under
stood you have had your many dif
ficulties'in keeping up stock, meeting 
the changes of production costs, the 
many substitutes necessarily forced 
upon you resulting from Government 
demands in respect to the use of 
manufactured products, and the taking 
over of industries for war purposes. 
You, who have met all of these unfor
tunate conditions and emerged with 
your business and the good will of the 
public, are now entitled to great con
sideration. Your business is essential 
to the welfare of every community and 
will always continue to be so.

We are now entering upon a new 
business era. In my judgm ent, you 
are practically through with the en
tanglem ents and uncertainties grow 
ing out of the war.

S trong belief in a gradual and na
tural readjustm ent of business condi
tions w ithout financial disorder or 
any sudden economic calamity is ex
pressed by the Committee on Statis
tics and Standards of the Chamber of 
Commerce of the U nited States of 
America in its semi-annual bulletin 
on crop and general business condi
tions, issued last week. The Commit- ‘ 
tee finds a wide-spread feeling that 
business will continue good for the 
rem ainder of the year.

Conventions of this character re
sult not only in benefits to be derived 
by you as mem bers of one of our 
great business enterprises, but the 
public becomes beneficiary in that it 
directly receives the benefits and ad
vantages in the respective communi
ties represented by you, derived and 
grow ing out of an exchange of busi
ness views, interesting discussion of 
im portant trade m atters, and impreved 
and advanced ideas concerning the 
business generally.

I am sure this meeting will be suc
cessful in every way and the benefits 
anticipated not only by me but by 
every delegate present will be satis
factorily realized, and when you re
turn to your respective homes, you 
will have a feeling that it was well 
to be present at this your second an
nual convention.

Rev. Emil M ontanus, rector of St. 
John’s Episcopal church, pronounced 
the invocation.

M ayor M ercer gave an address of 
welcome, which was responded to by 
President Christian.

At the afternoon session, M anag
er Hammond presented his annual re
port, as follows:

The year that has passed since the 
convention held at Lansing in Sep
tem ber, 1919, has been a very busy 
one for the officers and manager of 
our Association. W e now have 339 
members, and at the beginning of the 
organization two years ago forty- 
seven men were present.

The work of adding to the m em ber
ship was carried on during the fol
lowing w inter by correspondence by 
the Secretary. A t the time of the 
Battle Creek meeting, in March, 1919, 
there were seventy-nine members. 
Last Septem ber at the time of the 
State convention in Lansing there 
174 members and in March, 1920, at 
the time of the Grand Rapids conven
tion, 250 members. We had hoped 
and expected to increase the mem ber
ship to 350 by the time of this con
vention, but have fallen slightly short 
of that number, although we have no 
doubt tha t before this convention 
closes the membership will equal 350 
or more.

This indicates a very substantial 
growth and I am very much pleased 
to report that only two or three mem
bers have shown a disposition to 
term inate their membership. One 
store at Muskegon, one at Ovid, and 
one at Quincy have changed ow ner
ship, but we have every reason to be
lieve tha t the new owners will con
tinue their membeship with us. The 
branch store of the Michigan Stores 
Company located at Charlotte, has 
been discontinued, as has the Em por
ium at D etroit. To this extent we 
have lost in our membership.

I have traveled alm ost constantly 
during the past year, calling on our 
members and soliciting new ones, and 
at this time it is fair to say that the 
territo ry  of the Lower Peninsula has 
been well covered. There is some 
territory , however, in the N ortheast
ern part of the Peninsula and some

on the opposite side that should be 
canvassed. It will soon be desirable 
to extend our membership campaign 
to the Upper Peninsula of Michigan 
and also to more thoroughly solicit 
members in the city of D etroit, where 
I have every reason to believe there 
are 50 to 100 members that could be 
secured.

1 have only made one effort to 
solicit members in D etroit and that 
was in the summer of 1919. I was 
told at that time that the D etroit 
m erchants would be more interested 
in our organization if we could come 
down there and show a membership 
of 300 or more, and I was given as
surances that some of the prom inent 
m erchants there would assist in a 
membership campaign when this re
sult could be obtained.

In view of the fact that D etroit is 
the chief center of commercial ac
tivity of the State, and the further 
fact that many of our members would 
prefer to travèl by rail than by auto
mobile in March, I would recommend 
to the members of the Board of Di
rectors and to the Convention Com
mittee that the convention of March, 
1921 be held in the city of Detroit.
I believe that many of our members 
on t ’ e W estern side of the State 
would gladly pay the extra traveling 
expenses for the privilege of a ttend
ing a live convention in the metropolis 
of oùr State, and I am very certain 
that the support that would come to 
the Association and the interests in
volved, by reason of a convention in 
D etroit next Spring would be of great 
value.

The Michigan Legislature will then 
be in session and we will, by that 
time, begin to realize what legislative 
problems are before us and no effort 
should be spared to make this m eet
ing, wherever it may be held, a big 
success. I t will certainly be an epoch-, 
m arking event in the history of our 
Association work.

Mutual Fire Insurance.
I have communicated regularly to 

the members of our Association re
garding the Grand Rapids M erchants 
Mutual Fire Insurance Company, and 
if you are familiar with the bulletins 
which have been sent, very little need 
be said in this general report regard
ing the affairs of this company. As 
you all know, four of the eight men 
who comprise the Board of D irectors 
H.  N. Trompen, of Grand Rapids: F 
E. Mills, of Lansing: J. R. Sperry, of 
P o rt Huron, and C. P. Lillie, of 
Coopersville) are all members of the 
Michigan Retail D ry Goods Associa
tion. I am very happy to state that 
the directors of our Association, as 
well as the directors of the insurance 
company have unanimously recom 
mended that our President. D. M. 
Christian, of Owosso, be elected to 
fill the first vacancv which may oc
cur on the Board of D irectors. This 
vacancy will probably be created very 
soon and we will then have five of the 
six members of this Board of Direc
tors. In m atters of general policy the 
insurance company is, and will be in 
the future, controlled by dry goods 
men.

Tt requires no eulogy from me at 
this time to im press upon your minds 
that our insurance company is in good 
hands, especially with Mr. Christian 
added to the list above given. I am 
very pleased to say, also, that more 
than one and one-fourth millions of 
insurance is now carried upon the 
stores and pronerty of the members 
of our Association and it is my 
opinion that the company is gradual

ly grow ing in favor throughout the 
State. Under the above m anagem ent 
we should, during the ensuing year, 
easily double the am ount of insurance 
from our Association alone. The to 
tal am ount of insurance in force Au
gust 31, 1920, was $3,313,262.00.

Our Secretary, John D elioog, ac t
ing under the advice and direction of 
the Board of D irectors, has canceled 
a considerable am ount of insurance 
previously w ritten on property that 
was not considered desirable by our 
directors. We have a very much bet
ter class of risks now than we had 
one year ago and with a little more 
elimination of unfavorable risks that 
were placed previous to this year, our 
policies will be first class in every re 
spect.

The expense of conducting our in
surance company is very small, in
deed, compared with the expenses of 
similar organizations. By re-insuring 
with other companies, our net losses 
are kept within a $3,000 limit and the 
premium income has been thus far 
very largely in excess of our fire 
losses and expenses. Mr. D eHoog is 
in attendance at the convention and 
anxious to give specific information 
and answer any and all questions re
garding this work.

Our Bulletin Service.
During the tw enty-four weeks 

which have elapsed since the Grand 
Rapids convention, we have issued 
from this office forty-five bulletins 
and four or five general letters. This 
indicates that we have communicated 
with our members during this period 
twice each week.

We have reason to believe that the 
merchandise exchange features of 
our bulletins have been very well pa
tronized and that many of our mem-
hers have disposed of some superflu-
ous fixtures and good s at a reason-
able figure to themse Ives and at a
very substantial profit and advantage
to tlle purchasers.

I wish to urge our m em bers to read 
these bulletins more carefully. I have 
found in my travels tha t many of our 
members are ignorant of some of the 
information that has been furnished 
them through the medium of these 
bulletins, and while the m ajoritv  of 
them, I believe, give them careful a t
tention. it is my belief tha t your in
terest in the Association and the bene
fits derived therefrom  would be very 
much increased by giving more 
thorough attention to the subject m at
ter of these communications.

This was emphasized upon my mind 
very forcibly by the operations of the 
bad check artist who appeared again 
in Michigan this summer. Last sum
mer, as many of you will remember, 
her operations were very thoroughly 
advertised by bulletins from this of
fice and I had reason to believe at 
that time that she disappeared fr~m 
the state because of publicity which 
was given her through the medium 
of our bulletin.

After being arrested a little later 
and given a nominal fine and thereby 
getting her picture in the rogue’s 
gallery, she operated in the Southern 
states, and it will be rem embered tha t 
a bulletin giving her picture and des
cription was issued in Michigan earlv 
in June. Almost simultaneously with 
the issuing of this bulletin she ap
peared again in certain portions of 
the State and actually made victims 
of some members of our Association 
who had been vigorously warned 
against her method of doing business.

It is not necessary, nor would it 
be good taste, for me to m ention the
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names of our mem bers who were vic
timized by this woman, but in some 
cases, I am sure, if they had read our 
bulletins a little more thoroughly, 
they would have been on guard 
against her. . I ij a certain portion of 
the State where we at that time had 
no members, she secured, after a stay 
in the community of about two weeks, 
paym ent of worthless checks to the 
am ount of approxim ately $1,700. I am 
pleased to say tha t we were success
ful in securing new members in that 
locality and my only regret was that 
I had not had the time to solicit their 
membership previously.

Michigan M erchants Association.
I am very enthusiastic regarding 

the organization and operations of 
the so-called Michigan M erchants A s
sociation. A t the suggestion of one 
of the directors of the Michigan Re
tail Dry Goods Association, I issued 
a call last January to the officers of 
certain mercantile associations of the 
State to meet with the A ttorney Gen
eral of the State in Lansing to dis
cuss m atters pertaining to profiteer
ing. This conference was well a t
tended and was the subject of a para
graph in my report last March.

As a direct result of this confer
ence and upon the call of Lee H. 
Bierce, of Grand Rapids, the Michi
gan M erchants Association was o r
ganized with a hardware man for 
President, a wholesale grocer for 
V ice-President and two association 
secretaries for Secretary and T reas
urer respectively, with the President 
of each Association as a member of 
the Board of Directors.

I have advocated to our P rogram  
Committee that a thorough discussion 
of the plans and purposes of this 
Federated Association should be had 
a t this convention and Lee H. Bierce 
and Geo. A. Murphy, of Grand Rapids, 
are on our program . I t is unneces
sary, therefore, for me to comment 
further regarding this Association. I 
mention it here to give ourselves the 
credit of taking the prelim inary steps 
which has led to its organization, al
though we are indebted largely to 
Lee H. Bierce, of Grand Rapids, for 
the splendid results which have been 
thus far obtained.

Michigan Fair Price Commission.
I agree with the gentlemen who 

gave the address of welcome this 
m orning when he says tha t in his 
judgm ent we are practically through 
with the entanglem ents and uncer
tainties growing out of the war and 
that there is at this time and will con
tinue to be a natural readjustm ent of 
business conditions without financial 
disorder or economic calamity.

We were favored by the selection 
of W illiam Brogan as member of the 
so-called Michigan Fair Price Com
mission. This is in my opinion an
other indication of the value of o r
ganization, as I have reasons to be
lieve that Mr. Brogan, who is a suc
cessful business man of good judg
ment and a credit to any organiza
tion of this kind, was selected because 
of his connection with the organized 
business interests of the State.

It is not my purpose to comment 
regarding the official conduct of this 
Commission. The m erchants of 
Michigan have not been troubled as 
they have been in other states with 
the foolish and perplexing rules and 
regulations by their commissions. I 
would suggest that at our experience 
meeting and smoker Mr. Brogan be 
called upon to make a few statem ents 
regarding the results, if any, tha t have 
been obtained by the appointm ent of 
this commission.

C ontrollers Congress.
At the request of Lew Hahn, M an

aging D irector of the National Retail 
Dry Goods Association, our P resi
dent appointed a comm ittee to attend 
the Controllers Congress held in 
Cleveland, June 7 and 8. L. G. Cook, 
of Jackson, was the chairman of this 
committee, and with one of his as
sociates, attended the convention 
throughout its entire session.

Mr. Cook will report on this con
vention and his rem arks will be sup
plemented by C. B. Clark, of the J.

L. Hudson Company, of D etroit. This 
is another substantial part of our p ro 
gram  which, I believe, should result 
in great benefit to the M erchants of 
the State.

In my report last M arch I referred 
to a blackmailing case similar to the 
one which we had just disposed of in 
the G ratiot County Circuit Court. 
One of our members, A. J. Larsen, of 
H astings, a man of unquestioned 
character, received threatening letters 
from a certain debtor of his, demand
ing that an account should be cancel
ed. The nature of these threats were 
very serious and would have resulted 
in much harm  to Mr. Larsen had they 
been carried out. For several weeks 
I gave the m atter careful attention 
and was finally able to bring about 
a sattlem ent of the case that was en
tirely satisfactory to Mr. Larsen.

In this connection I wish to refer 
also to malicious gossip tha t has been 
perniciously prom ulgated throughout 
the State tha t certain m erchants in 
certain localities have been arrested 
and fined for profiteering. I have 
given considerable time to this kind 
of work, but have found in nearly 
every case that it has originated from 
some disgruntled debtors who have 
been required to pay their honest 
debts and who for petty reasons have 
had $ certain grudge against the m er
chant charged with profiteering.

Our members will rem em ber the 
case in one of our smaller Michigan 
cities, where rum ors were circulated 
to the effect tha t one of the prom in
ent clothiers of the town had been 
summoned to D etroit to answer a 
charge of a federal agent on profit
eering and had been required to pay 
a heavy fine and also to pay a con
siderable sum of money to keep the 
m atter from . becoming public. This 
rum or I followed to some irrespons
ible parties and was surprised to find 
that in several other localities in that 
portion of the State similar reports 
had been circulated concerning several 
other well-known and highly respect
ed merchants. In following these I 
found that there seemed to be an o r
ganized propaganda at work and in 
every instance the parties starting the 
rum ors seemed very glad, indeed, to 
retract.

So far as I know, nothing of this 
kind has occurred very recently and 
doubtless this method of attacking 
m erchants as alleged profiteers has 
been abandoned so far as our State 
is concerned.

In conclusion, perm it me to say that 
I desire to be useful to each and every 
member of our organization. No sug
gestion or request, however simple it 
may seem, will be passed by thought
lessly. Communicate freely with the 
Office and let us make the Association 
a power for good to the m erchants of 
Michigan.

W elching On Sugar Contracts.
W ithout minimizing the seriousness 

of the sugar situation for many a 
grocer, there is som ething ludicrous, 
and by no means creditable, to some 
of the wild scrambling of grocers to 
‘’get from under” their engagem ents 
and actually “welch” on their plain, 
simple contracts with the refiners un
der the camouflage of having been de
ceived into their predicam ent by the 
refiners.

T hat the grocers, the great bulk of 
them, bought sugar too freely because 
of a panicky fear of a sugar famine 
and out of a genuine desire to p ro
tect themselves against the legitimate 
needs of their custom ers cannot be 
gainsaid. But it is also true that m ost 
of such grocers are not the ones who 
are wailing the loudest just now; the 
injured innocent party  is the one who 
tried to “get his while the getting was. 
good,” and undertakes now to plead 
having been victimized by the wicked 
refiners’ salesmen. Since when did a.

sugar salesman possess the power to 
pull the wool over the eyes of the 
wily jobber? The meeting reported 
called in Georgia for the purpose of 
hunting up evidence for a test case, 
but which apparently did not event
uate, was an episode in point. There 
are evidently bad losers in the specu
lative game. I t is all very well to 
speculate when one wins—-when one 
shows one’s “business acumen” and 
“sound judgm ent”—but in the end the 
facts will probably prove that the job
ber was as much to blame for guess
ing wrongly as any one else.

The lam entation by the mercurial 
president of the Southern Wholesale 
Association is characteristic; so is his 
barrage of abuse and recrim ination of 
every one who doesn’t agree with 
him—both in and out of the Govern
ment—but it is not surprising that

Everybody is watching the 
Carnation Family Series of 
advertisements in The Sat
urday Evening Post and 
in leading women’s maga
zines.

They are co n stan t re
minders of the purity, con
venience and economy of 
Carnation Milk and are 
increasing the already tre
mendous sale of this famous 
brand.

Every Carnation adver
tisement links the grocer

the rank and file of his followers 
know when to take their medicine 
and keep calm.

It may be that a m eeting of protest 
can result in some united attem pt at 
action, but it is doubtful if anything 
sensational will come from  the Call, 
which reads in part as follows:

Bring all papers in your possession 
bearing on the sugar situation. Bring 
contracts that you may have signed 
for sugar already delivered and yet 
due. Bring letters and circular letters 
that you may have received from Su
gar brokers and refiners. Bring every
thing, in fact, that you h a \e  in the 
way of evidence which bears a t all 
on the subject.

Edgar W atkins our counsellor, will 
he at the meeting. He has been in 
close touch with the whole situation 
and has made a study of your posi
tion. We believe tha t he has som e
thing to tell you that may make you 
look at things in a different light.

with this cam paign and 
refers to him as the Car
nation Milkman.

Are you taking full ad
vantage of this selling help ?

Ask our representative 
or write direct to us for 
C a rn a tio n  a d v e r tis in g  
material and selling helps. 
A ddress th e  C a rn a tio n  
Milk Products Company, 
933 C ons u m ers  B ld g ., 
Chicago, o r 933 S tu a r t  
Bldg., Seattle.

Remember, your jobber can supply you

Carnation Milk
'From Contented Cows”

The label is red and white

WE OFFER FOR SALE
United States and Foreign Government Bonds

Present market conditions make possible exceptionally  
high yields in all Government Bonds. W rite us for 
recommendations.

HOWE, SNOW, CORRIGAN &  BERTLES
401-6 Grand Rapids Savings Bank Bldg., Grand Rapids, Mich.
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GOOD GOODS
One of the outstanding features of the readjust

ment period is that competition is again entering the 
business world—we mean the real competition where 
quality and service count.

During the last few years the demand for mer
chandise has been so great that many people have 
been compelled to accept goods of unknown or in
ferior brands in order to supply their trade, but these 
days are passing.

T o meet competition as we pass through this 
period, it is absolutely necessary that the live, wide
awake merchants use their experience and their knowl
edge in selecting the best goods the market affords

During this period we have maintained our stand
ards, and we are still in a position to continue to give 
you the best goods that the world’s markets can 
produce.

Buy GOOD GOODS to go with your good 
service and have no fear of the future.

W o r d e n  Q r o c e r  C o m pa n y
Grand Rapids—Kalamazoo—Lans'ng

The Prompt Shippers.
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| E W 5 o ft h e  BUSINESS WORÍD

Movement of Merchants.
H enderson—Leon Smith succeeds 

C. W. Wilcox in the drug business.
Cadillac—Slatts & Joseph succeed 

A. Elenbaas in the grocery business.
Scottville—W illiam F. Pasch suc

ceeds J. A. H ubbell & Son in the gro
cery business.

Fennville—M. E. Parrish  & Son 
succeed A. M. Hulsen in the jewelry 
chinaware and crockery business.

Douglas—L. W. M cDonald has sold 
his stock of general merchandise to 
Roy J. J. Rutgers, who has taken 
possession.

Belm ont—B. C. Jones has sold his 
grocery stock to Daniel Koert, who 
will continue the business at the 
same location.

M arquette—Mrs. C. M. Farrell has 
opened a store at 108 W est Ridge 
street, carying a full line of clothing 
for women and children.
. Ludington—L. W. Secor has sold 
his in terest in the S tar L aundry to 
Raymond W halen and the business 
will be continued under the same 
style.

Lyons—Jam es B. Ludwick has sold 
his store building, stock of general 
merchandise and store fixtures to 
Em ery S. Danner, who has taken 
posession.

W oodland—1 he W oodland Farm s 
Bureau Exchange has been incorp
orated with an authorized capital 
stock of $40,000, $20,000 of which has 
been subscribed.

Chesaning—The Farm ers Meat & 
Produce Co. has been incorporated 
with an authorized capital stock of 
$30,000, of which amount $17.500 has 
been subscribed and $3,000 paid in 
in cajh.

Negaunee—The Bess M. Leonard 
Co., of M arquette, m anufacturer and 
dealer in women and children’s cloth
ing, has opened a retail store at 302 
East Main street, under the manage
ment of Mrs. W. H. Yates.

Lansing—The Grand Leader Co. 
has been incorporated to deal in 
clothing, dry goods, shoes, millinery, 
etc., with an authorized capital stock 
of $50,000, $32,000 of which has been 
subscribed and $5,000 paid in in cash.

D etroit—The P. J. Schmidt Co., 32 
Michigan avenue, is again operating 
in the regular way, although under 
new ownership and management. The 
space, however, is only one-half of 
what it form erly was, the old store 
being cut practically in half.

Plainwell—H. L. Bliss, who has 
been engaged in the shoe business 
here for thirty-seven years, has sold 
his stock to Ham ilton & Son, who 
have moved their own shoe stock to 
the Bliss location. Mr. Bliss leaves 
soon for F lorida, where he will spend 
the winter.

Bay City—The Munley O ’Keefe 
Co. has been incorporated to deal in 
coal, coke, wood, boulders and Mas
sons supplies, with an authorised 
capital stock of $25,000, of whi'eh 
am ount $12,700 has been Subscribed 
and paid in, $3,200 In eaSh and $9,500 
in property,

D etro it—A lterations to the fronts 
of the Regal Shoe store and the 
W alk-Over Shoe store, both on 
W oodw ard avenue, between Grand 
Circus Park and John R. street, have 
been completed, and m aterially im
prove the outside appearances of 
these establishm ents in addition to 
giving more room for window dis
play.

Conklin—The name of the H arris 
M ercantile Co. has been changed to 
the R. FI. Smith Co. The present 
alignm ent of officers is as follows: 
President, A. C. Smith; V ice-Presi
dent and Manager, R. H. Sm ith; Sec
retary and Treasurer, E. A. Stowe. 
The capital stock of the corporation 
has been increased from $8,000 to 
$ 10,000.

D etroit—W ithin th irty  days the 
Newcomb, Endicott Co. expects to 
announce the formal opening of its 
new corner building at Grand River 
and W oodward avenues. The shoe 
departm ent will be located perm a
nently in the new part with more 
space and larger stocks than ever 
before. As in the past, the company 
will feature the Sorosis shoe.

D etroit—The R. H. Fyfe Co. staged 
some record clearance sales in differ
ent departm ents during August. One 
sale in the basem ent consisted of 
odds and ends of women’s shoes at 
$2. For several hours the crowds 
were so great that it was necessary 
to close the basement entrance. The 
company reports that the August 
clearance sales have about cleaned 
up its stocks of summer footwear and 
that, as a result, orders for next sum
mer will be larger than ever before.

Manufacturing Matters.
Lansing—The Rikard Lum ber Co. 

has increased its capital stock from 
$150,000 to $250,000.

Jackson—The F rost Gear & Forge 
Co. has increased its capital stock 
from $400,000 to $1,500,000.

Galesburg—The Battle Creek Job
bing Foundry has removed its busi
ness offices to Battle Creek.

Big Rapids—The M achinery Co. of 
America has increased its capital 
stock from $90,000 to $300,000.

Lansing—The Peez-Cronan Oil Co. 
has been incorporated with an auth
orized capital stock of $20,000, $11,- 
200 of which has been subscribed and 
paid in in property.

D etroit—The Federation Electric 
Construction Co. has changed its 
name to the Federal E lectric Supply 
Co,

Lansing—The George Lawrence & 
Son Baking Co. is erecting a nBw 
plant at the Corner of Shiawassee a n d . 
Cedar streets.

D etroit—The W olverine Enameling 
& Japanning Corporation has chang
ed its name to the W ayne Enameling 
& Japanning Corporation.

D etroit—The Fofnlan-EvknS Drug 
Co, has been incorporated With ari 
authorized Capital stock of $l0,d00, 
$5,100 of which has been Subscribed 
and $1,000 paid in in cash.

D etroit — The W estfall-Swayzee 
Chemical Co. has been incorporated 
With an authorized capital stock of 
$10,000, all of which has been sub
scribed and $1,265 paid in cash

D etroit—The D etroit Carburetor 
Corporation has been organized with 
an authorized capital stock of $100,000, 
of which amount $60,970 has been 
subscribed and $10,000 paid in in cash.

Marshville—The Marshville Milling 
Co. has been incorporated with an 
authorized capital stock of $20,000, of 
which am ount $12,010 has been sub
scribed and paid in, $10 in cash and 
$12,000 in property.

Pontiac—The New E ra Bakeries 
Corporation has been incorporated 
with an authorized capital stock of 
$50,000, all of which has been sub
scribed and paid in, $5,000 in cash 
and $45,000 in property.

D etroit—The Bruce Kannemeyer 
Co. has merged its business into a 
stock company under the style of the 
Bruce Products Corporation, to manu
facture and sell metal cleaners, polish
ing materials, etc., w ith an author
ized capital stock of $40,000. of which 
amount $20,000 has been subscribed. 
$805 paid in in cash and $15,350 in 
property.

Review of the Produce Market.
Apples — Sweet Boughs, $1.50; 

Strawberries, $1.50@2f W ealthy, $1 
@1.25; W olf River, $1.25@1.40.

Bananas—10c per lb.
Beets—75c per bu.
B utter—The m arket is active at 

the same price as a week ago. There 
is a reported shrinkage in the make 
of butter and the consumptive de
mand continues to be good The 
quality arriving is very good for the 
season. The m arket is in a healthy 
condition on the present basis of 
quotations, but we do not look for 
much change in the immediate future. 
Local jobbers hold extra cream ery 
at 55c and first at 53c. Prin ts 2c per 
lb. additional. Jobbers pay 36c for 
packing stock.

Cabbage—Home grown, 75c per bu. 
and $2 per bbl.

Cantaloupes—Home grown Osage 
stock is now selling on the following
basis:
Crate, 12 to 1 4 ________________ $2.50
Crate, 14 to 1 8 _________________2.00

Benton H arbor and home grown
command the following:
S tandards _____________________$2.50
Ponys -------------------------------------- 2.25
F lats --------- 1.00

C arrots—75c per bu.
Cauliflower—$2.50 per doz.
Celery—40c per bunch.

CofcoánutS—$1.20 per doz. or $9 
per sack of 10(1.

CuCumbérs — FÍoitié grown hot 
house, 75t per doe.

Eggs—The m arket is firm on hdw- 
laid eggs. The consumptive demand 
has been very good and the produc
tion is reported to be falling off. The 
quality arriving is good. W e áre like
ly to háve a continued good demand 
w ithout much change from the pres
ent prices. Jobber§ pay 50fc f. o. b. 
shipping point for fresh candled, in
cluding cases. Storage operators are 
feeding out their April and May eggs 
on the following basis:
Candled E xtras ________________ 49c
Candled Seconds _______________ 45c
C h e c k s -------------------------------------- 39c

Egg P lant—$2 per doz.
Green Corn—15c per doz. for Y el

low Bantam, 25c for Evergreen. 
Green Onions—20c per doz. bunch-

es for home grown.
Green Peppers—$1.75 per bu. 
Lemons—E xtra fancy Californias 

sell as follows:
300 size, per b o x ______________ $5.50
270 size, per box _______________ 5.50
240 size, per b o x _______________ 5.00

Fancy Californias sell as follows:
300 size, per box  *_$5.00
270 size, per b o x __ ___ .._____ 4.75
240 size, per box __ ..____ 4.25

Lettuce—Home grown, $2.25 for 
head and $1 for leaf.

Onions—Spanish, $2.50 per crate; 
California, 100 lb. sacks, $3; home 
grown, $2 per 70 lb. sack.

O ranges—Fancy California V alen
cia now sell as follows:
100 --------------- -------- ---------------- $9.50
126 -----------------------------------------9.50
150 -----------------    9.50
176 ----------- . . . . . . . . . . . . ----- . . . .  9.50
200 -------- -- ----------------- . . . . . . . .  9.50
2 1 6 -------. . . ___________________ 9.50
250 -------------------------------------------9.00
288 --------- . . . . ___ _______ 8.50
324 . . . . — -----—        8.25

Parsley—50c per doz. bunches.
Peaches—Champions, $2; Prolifics 

and Kalamazoo, $3@3.50; Elbertas, 
$3.25@3.50; Barnards, $2.50. The 
Crop is so large and the buying ex
changes and grow ers’ association are 
so hampered by lack of tran spo rta 
tion that a large portion of the crop 
is destined to the lost. The so-call
ed grading of the above organiza
tions prove to be a joke, due to lack 
of care or inexperience of handlers. 
The demand for peaches is very 
small, for some reason.

Pears—B artlett, $2.25; Clapp’s Fav
orite, $2; Sugar, $1.75.

Pickling Onions—$1.60 per box of 
16 lbs.

Pieplant—$1.50 per bu. for home 
grown.

Plum s—Bradshaws, $2; Guiis and 
Green Gages, $1.75.

Potatoes—Home grown command 
$1.25@1.35 per bu.

Radishes—20c per doz. bunches.
Spinach—$1 per bu.
String Beans—$1.50 per bu.
Sweet Potatoes—$3.25 per 50 lb. 

hamper.
Tom atoes—Ripe, $1 per ^  bu. bas

ket; $1.75 per bu.; green, $1.50.
W ater Melons—50@60c for In 

diana.
W ax Beans—$1.50 per bu.

mailto:1.25@1.40
mailto:3@3.50
mailto:3.25@3.50
mailto:1.25@1.35
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Essential Features of the G rocery 
Staples.

Sugar—Refined is still on the 
down grade. Some refiners have re
duced their price to 15c in a large 
way and speculators are making still 
lower prices to close out. Raws are 
still very weak, the lowest price 
reached being 9c for future delivery. 
Nobody is buying any sugar which he 
doesn’t have to have and as the time 
goes on it is becoming clearer than 
ever tha t a large number of the large 
buyers stand to lose very heavy sums 
of money on their contracts with the 
refiners. Local jobbers are holding 
standard grades of refined at 18c. 
Chicago jobbers are offering “cane 
sugar” at 15@16c, but m ost of the 
offerings turn out to be cheap and 
unattractive Java and P o rto  Rico 
sugars which are very unsalable. This 
is a good time for the grocer to in
sist on knowing the name of the 
m anufacturer before placing his o r
der for sugar.

Tea—The m arket continues weak, 
with no indication of any im prove
ment. Certainly the demand is no 
better than it has been for some time. 
Summer had doubtless interfered with 
this to some extent and if this is the 
only cause, we will probably see an 
im provem ent from  now on. There 
is some pressure to sell, which is giv
ing a weak tone to the market. There 
is more tea about than can be con
sumed in the near future and the 
whole situation is a bit sluggish.

Coffee—No change has occurred in 
the m arket for Rio and Santos coffee 
during the week, except a slight de
cline in Santos grades. Rio grades 
are about unchanged. Milds, however, 
are som ewhat easier and, generally 
speaking, the m arket shows no im
provem ent and very dull demand. The 
w orld’s visible supply of coffee is in
creasing and it 'is still decidedly a 
buyer’s m arket, and only a m arket for 
the buyer who w ants to buy his im
mediate wants.

Canned F ru its — California 1919 
packs are moving in a small way. 
Peaches are steady on the best grades, 
of which there are but few on spot. 
S tandards and w ater fruit go a t heavy 
discounts. A pricots are not salable 
except in a small way. New packs can 
be bought at 15 per cent, under the 
opening prices, but the demand lacks 
force. The entire California line 
shows stagnation. Old pack H aw ai
ian pineapple is alm ost all cleaned 
up, but new crop is arriving in a 
small way but not in large enough 
volume to relieve the shortage. The 
m arket continues strong in old and 
new packs. Gallon apples of 1920 
pack are easy and not salable except 
in small blocks. Prices are a t least

$2 a dozen under opening, but that 
signifies little with the buyer. Spot 
sales are infrequent.

Canned Vegetables—The principal 
change in the canned food m arket is 
the tom ato situation, which has im
proved in outlook as well as in prices. 
The pulse of the m arket is stronger, 
as one operator put it, although the 
norm al mid-September activity is 
lacking. As it is believed that No. 2s, 
in passing from 80c factory to 85 @ 
90c, have passed bottom  and may be 
headed tow ard a flat dollar figure in 
the near future, under ordinary busi
ness conditions a great increase in 
buying orders would occur, but as 
they are lacking it is evident tha t even 
the chances of paying higher prices 
later on are not causing action. T ight 
money is the real reason for the re
stricted demand. A buyer who has 
faith in the m arket a t 85c and who 
wanted to secure 50,000 cases at that 
figure passed up the purchase as he 
could not swing the deal, and many 
others who w ant varying am ounts un
der the same conditions are doing the 
same thing. The m arket, however, is 
by no means stagnant, for the ad
vance could not have occurred unless 
there was sane buying. Trading, how
ever, is restricted and of the small 
lot order type and not speculative or 
even norm al in the way of contract
ing against actual distributive require
m ents for the fall and winter. No. 3s 
have improved along with No. 2s and 
closed at $1.25 @ 1.30 for full stand
ards f. o. b. factory. No. 10s are not 
so active at $4 @ 4.25. The pack is 
a t its height, and as the num ber of 
canneries in operation is limited and 
the capacity of those running below 
average, it is a foregoing conclusion 
tha t the total pack in the tri-S tates 
will be much lighter than normal. 
This fact, coupled with the light re
serves of old tom atoes, is a favorable 
sign for better prices later on. The 
new freight rate on California to 
m atoes and the higher prices a t which 
they are offered on the Coast have 
been too much of a handicap to allow 
them  to sell readily in the local field. 
Southern are considered the best buy 
and Coast packs go begging. Spot 
tom atoes are moving in a nominal and 
routine way on the basis of prices on 
new pack. Corn was inactive all week 
and easy in tone. I t is salable only 
in a small way to meet urgent jobbing 
demands. S tandards are the only of
fering, and while some $1 factory 
goods are offered in the way of Maine 
style Southern, the careful buyer is 
apt to pay 5c or 10c more for gilt 
edged brands. W estern are moving 
slowly. W ith a large pack in sight 
there is no disposition to buy heavily, 
while canners are not forcing their 
goods on a reluctant trade. Small

sieve W estern fancy peas are the only 
offering in the line in which there is 
active buying interest. Canners are 
not carrying a large surplus over their 
contracts and offerings are not heavy 
but a car here and there is available. 
E xtra standards, for the buyer’s own 
label, are not in demand, nor are 
straight standards. Southern packs of 
all grades are offered but are not mov
ing. T rade channels have been tem 
porarily filled. W hile the situation 
favors the buyer, he is looking for 
lower prices than the canner will ac
cept.

Canned Fish—Chief feature is the 
opening prices on Alaska salmon is
sued by a number of packers and all 
about on the same level except in 
pinks and chums, which were shaded 
by one operator. The tendency of 
the m arket may be judged when it 
is remembered that last July, when 
one packer named his opening prices 
on pinks and chums, they proved to 
be those now current. At the time 
they were named other canners said 
that the m arket was too low and fore
casts of higher ranges were made. 
Now the m arket has settled on the 
basis of the early named prices and 
there is no noticeable reluctance to 
confirm subject to approval of price 
contracts. Red Alaska at $3.25 Coast 
is considered a good buy, but to get 
the fish some pinks and chums must 
be taken and with a large carryover 
of both, the buyer does not want new 
goods of grades which are already in 
surplus and slow sellers. Medium 
reds are also neglected. The spot sal
mon m arket is inactive and only of 
casual interest to the buyer. Maine 
sardines are taken in small lots by 
the domestic and foreign trade, but the 
tone of the m arket still rem ains weak. 
Keyless oils are procurable a t a wide 
range and at w hat appears to be fav
orable prices, but they go a begging. 
California ovals are not wanted even 
at heavy concessions. Foreign sar
dines are of nominal interest and im
portance. Tuna fish of the 1920 pack 
is in no better jobbing demand.

Dried Fruits—The m onotony of the 
dried fruit m arket was broken last 
week by the announcem ent of open
ing prices on Oregon Italian prunes 
packed by the Oregon G rowers’ Co
operative Association of Salem, on a 
basis of prices considerably below 
those previously declared by other 
competing independent packers. At 
the higher range previously made pub
lic there was little buying interest 
shown and with the m arket autom atic
ally lowered by the association the in
dependents have now switched from a 
prem ium over the organization to J4 
@ lc under the Association, depending 
upon the size. Confirmations of A s
sociation contracts are slow in com
ing in while brokers representing the 
independents complain tha t they are 
unable to book any business a t con
cessions. In cases where the buyer 
is interested and is quoted a cut in 
price, he very often fails to take the 
goods when he sees that he can get 
his own figure. This indicates some 
weakness or a t least an inaction which 
is in line with that shown in Cali
fornia prunes and in other dried 
fruits. The E astern trade is not buy
ing and there is no getting around that 
fact nor disguising the real situation.

As pointed out frequently in these 
columns, it is not a question of price, 
nor of needing the goods later on. I t 
is purely a money m atter with the 
trade. Speculation is frowned upon 
by the banks and as money is tight, 
only the barest kind of dried fruit 
buying is indulged in at present, 
w hether it be prunes, raisins or other 
products. California prunes are in
active am ong the independent offer
ings which are the only ones urged 
to sale at the moment. Some old 
crop fruit is being bought for prom pt 
shipment from the Coast, but this 
business is limited. The California 
raisin m arket has been som ewhat up
set by the proposed action against 
the California Associated Raisin Co. 
as set forth on page 30 of this week’s 
issue. No further raisins on the 
first allotm ent are available and 
what will be done with the subse
quent offerings and what prices they 
will bring is unknown just now. Cal
ifornia raisins on spot are firm and 
scarce. Foreign are steady but not 
overly active. New crop foreign are 
regarded as too high for free buying. 
Apricots are sparingly offered on the 
Coast by all packers and in terest in 
them is nominal. The spot m arket is 
tame and featureless. Old crop cur
rants are urged to sale to clean up 
the stock before new goods arrive. 
Smyrna figs are selling better than 
California, although the demand is 
hardly normal.

Sugar Syrups—The m arket has a 
weak tone, owing to limited buying 
for domestic consumption. W hile 
prices are not quotably changed, 
there is no doubt that they are shaded 
where necessary to secure an order.

Molasses—Between season’s dull
ness is w ithout influence upon the 
tone of the m arket; light stocks, with 
new crop still some weeks off, induc
ing holders to adhere firmly to their 
quotations.

Cheese—The m arket is firm, w ith a 
light consumptive demand, at prices 
ranging about l/iC per pound higher 
than a week ago. Considerable cheese 
is going into cold storage. W e do 
not look for any change in the near 
future.

Provisions—The demand for smok
ed meats is falling off to a consider
able extent and the m arket is fairly 
steady at a decline of lc  per pound 
over a week ago. Pure lard is steady, 
with a light demand, at prices rang
ing about the same as last week. Lard 
substitute is in very light demand. 
There is reported heavy stocks and 
the m arket is weak at about c de
cline from last week. Canned meats, 
dried beef and barreled pork are in 
light demand at unchanged prices.

Salt Fish—No im provem ent has oc
curred in the demand for mackerel 
during the week, but the trade are 
expecting an im provem ent in the de
mand on account of the cooler w eath
er. Prices are unchanged, with hold
ers steady to firm in their ideas.

The Roden Leather Co. has merged 
its business into a stock company un
der the style of the Roden Leather 
Corporation, with an authorized cap
ital stock of $150,000 common and 
$300,000 preferred, $275,000 of which 
has been subscribed and paid in in 
property.
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AROUND T H E W ORLD.

Impressions Graphically Recorded By 
Noted Globe Trotter.

Nara, Japan, March 5—The scenes 
change so rapidly here in Japan and 
one hears and sees so much that it is 
difficult to collect your thoughts. 
Some of our first im pressions still 
remain with us, while others have 
undergone great changes, if they are 
not entirely lost. The longer we stay, 
however, the more we are impressed 
by the poverty of the country. There 
is progress, of course, but not in the 
sense we understand progress, nor 
to any similar degree. Electric cars 
and electric lights are really the only 
things we see that in the least remind 
us of home. The Russian war was a 
very expensive glory and even a 
short trip through Japan should con
vince any one that the “yellow peril” 
scare we hear so much about is politi
cal buncombe, pure and simple. These 
people have more than enough to do 
to look after themselves without 
bothering about the possessions of 
others. True, China is keeping them 
busy just now: in fact, only to-day we 
met troops on their way to China, but 
1 take this to be a concerted move in 
which other nations are interested 
and for such purposes Japanese forc
es are the m ost available.

Talking about Japanese soldiers, 
my information is that a private 
makes six sen (three cents) a day, a 
first lieutenant, three hundred and 
sixty yen (one hundred and eighty 
dollars) a year, and the commander 
of an arm y division six thousand yen 
(three thousand dollars) a year. Ser
vice is enforced upon all for three 
years, with the exception of those who 
can pass a mental examination of 
fixed standard, and these serve only 
one year and then become part of the 
reserve army. O ut guide tells me 
that 160,000 regulars, with a reserve 
running it up to a million men, is 
about the estim ated number. It is 
also hard to learn anything in refer
ence to taxes, except the general 
statem ent that they are very high. In 
formation that I* have gathered varies 
so greatly that I cannot give any of it 
credence.

In my last letter I spoke of not see
ing any real Japanese life as being 
one of the drawbacks of this method 
of traveling. I had the pleasure of 
meeting an attache of one of the for
eign embassies and he relieved my 
mind by telling me that in spite of his 
long residence in Tokio, no oppor
tunities were ever offered him to ob
serve Japanese life of the higher 
class. The high officials have two 
homes—one continental and the other 
Japanese. In the form er they do their 
entertaining in true European style 
and in the latter they do not en te r
tain at all. Their entertainm ents, ac
cording to this gentleman, are very 
formal, dull and considerably of a 
bore.

Coming back to our trip from Nik- 
ko to M iyanoshita; after seven hours’ 
trip  on the railroad we alighted at 
Kozu, a small fishing village. There 
we were met by special trolley cars, 
which carried us about twelve miles 
—an hour’s run. Rain had continued 
to follow us; the air was quite chilly, 
but the ride was interesting, the car 
running mainly through a num ber of 
small fishing villages and very close 
to the houses. I t was dark and dreary 
when we reached Yumoto, the end of 
the trolley line, where we took rick
shaws for a four mile ride up the 
mountain to the Fujia H otel, at Mi
yanoshita, about fourteen hundred 
feet above the sea.

The road, as you can well imagine, 
was very steep. Each rickshaw was 
supplied with a pusher, but before the 
end of a mile I decided tha t walking 
was preferable, as I have not yet be
come fully accustomed to a two leg
ged animal as a beast of burden. Each 
rickshaw (there were about eighty in 
all) being supplied, as is the custom, 
with a Japanese lantern hung on the 
shafts, made w hat otherwise might 
have been a dull scene a very wonder
ful picture.

On the way up, I was joined by an
other member of the party. W ith 
our pusher to carry my coat and 
sweater, we made so m u ch ' better 
time than the rickshaws tha t we a r
rived there tw enty minutes before 
the rem ainder of the party. W e were 
not exactly fit looking subjects to 
enter the dining room, but as no one 
looks very “fit” after traveling a 
week, mostly in the rain and with 
suit cases as our only luggage, none 
of us were particularly  presentable. 
The hats of the ladies have long since 
passed the stage of shabby gentility 
and are bordering on, if they have 
not passed, the disreputable stage.

The Fujia H otel is all tha t we 
could wish for under any conditions. 
It is under the same management as 
the H otel at Nikko, but is much larg
er. D uring six or seven months of 
the year, M iyanoshita is crowded with 
tourists and is considered a very 
fashionable resort. They have every 
convenience that summer or w inter 
hotels offer in the states and more, 
the hotel is better conducted. Labor 
is so cheap tha t a servant is a t your 
beck and call any moment

On Saturday, we awoke to find the 
sun shining for the first time in sev
eral days and a welcome sight it was, 
particularly as it brought out to great 
advantage the wonderful mountain 
scenery—comparable, I should say, 
with any that I have ever seen. The 
m ountains are entirely of volcanic 
production and the vari-colored soil, 
mingled with forests, flowers and 
cultivated land, is a sight that I shall 
not soon forget. The w eather was 
mild; so mild, in fact, th a t we enjoyed 
a swim in a very large tank, situated 
on a hill about two hundred yards 
from the Hotel. This tank is fed 
from springs, one hot and one cool, 
giving the w ater a tem perature of 
about seventy. It pours into the tank 
in great volumes over a w aterfall of 
picturesque design.

A fter a leisurelyTjreakfast, we s ta rt
ed with our guide on a trip to Lake 
Hakone, about twelve miles through 
the mountain passes. The women of 
the party  were carried in chairs (four 
coolies to a chair) and the men rode 
on horseback. The horses, or rather 
ponies, are of a rugged Russian type 
and ambitious as well as sure footed. 
At that, however, in the twelve miles, 
the horses outfooted the coolies only 
by about half an hour, reaching H a
kone in less than an hour and a half— 
the coolies in about two hours. At 
Hakone you are supposed to get a 
fine view of Jujiyam a, but Fuji being 
13,000 feet high, is not influenced by 
the w eather of the country in the 
lower altitudes and easily kept out 
of sight all day. In  fact, I am told 
that a t this season of the year he is 
seen only on rare occasions. Lake 
Hakone is itself about twenty-four 
hundred feet above sea level and well 
w orth the trip, even without Fuji.

W e had luncheon at the Matsuzaka 
H otel, a small place, but much better 
than one would expect. Then again, 
after a twelve mile horseback ride, 
and a row  on the lake, you are not 
very apt to be finicky about food. 
The Em peror has a Summer Castle 
on Lake Hakone, which, he never 
uses. The Crown Prince, however, 
spends much of the Summ er a t his 
palace at Miyanoshita. A fter lunch
eon we were taken part way across 
the lake in a flat bottom  boat and 
from this point started  home, arriving 
there a p re tty  tired lot of men, wo
men, coolies and horses.

Sunday we had rain again and a 
regular mountain rain at that. W e 
spent the m orning pottering around 
in the neighborhood of the Hotel, 
visiting several very interesting and 
seductive curio shops. The entire 
party was booked to leave at 6 o’clock 
in the evening, but at the suggestion 
of our guide, our party  of ten started 
a t 3 o’clock in the afternoon in order 
to get the benefit of daylight in our 
ride down the mountain, In making 
the down trip, we fully realized w hat 
the up-pull had been, for in many 
places it took all the strength  of our

two coolies to keep the rickshaws 
from running away.

We arrived in Kozu about 6. Our 
guide had telephoned (this is one of 
the marks of Japanese progress I 
have overlooked) to the Kyokatu 
H otel for dinner. The rooms were 
cold and we were quite chilled, but 

-with, the aid of hot Scotch and the 
Japanese charcoal stoves, all were 
soon warm as toast. At our request, 
country Geishas were brought in to 
entertain us while at dinner. They 
brought all they had in town and sor
ry looking Geishas they were, but 
they did their best and really helped 
us pass quickly, if not altogether en- 
tertainly, our two hour wait for the 
rem ainder of the party. If nothing 
else was accomplished, we certainly 
amused them and also a large part 
of the population of Kozu, who in
sisted on peeping through the sliding 
shutters which are used instead of 
windows.

That night we had our first experi
ence in Japanese sleepers. They were 
not so awfully bad—four sections at 
one end, a com partm ent in the center 
and six sections at the other end. We 
had the com partm ent; that sounds 
grand, but differs only from the sec
tion in point of more privacy and less 
air. W hen the berths are not made 
up, the seats, as in most first-class 
cars, run parallel with the car, the 
same as the seats in our street cars. 
The beds are not bad, but quite nar
row. There is one wash room in the 
car, but in the morning they apolo
getically informed us that the “new 
towels (meaning fresh) were no 
more.” Julius Fleischman.

The Biblical Scholar.
“H ere,” said the pious-looking jew 

eler, “is a watch I call ‘Faith.’ ”
“And why?” asked the curious cus

tomer.
“Because, like faith, it would be 

dead w ithout works.”

Till Then.
W ritten  for the T radesm an.
“There w as not a  m an to till th e  ground” 

In days o f old ere E den bloom ed  
W ant “A d s” appeared th e w orld around  

For m en to farm  e lse  earth  w a s  doom ed.

H ave w e to -d a y  gone farth er back  
P ast E den’s  tim e and E d en ’s  bow er  

And still do h a rv est b lessin gs lack  
B ecause w e need m ore farm er pow er.

It’s n o t th e fu ndam ental th in g  
T h at first som e, factory  should  rise  

w here spindled w h eels  can w hirl and s in g  
In som e luxu rious enterprise.

So v ita l is the so il to  m an,
T his world can n ever b est su rv ive  

U nless w e till it a ll w e can—
T ill then th en  till if  w e w ould  th rive.

C harles A. H eath .

««.»ji»«« ornci
H\e Economy G arm enf

Michigan Motor Garment Co.
Greenville, Mich.

4 Factories—8 Branches

Red Seal Lye
In Sifting Top Cans

The Greatest Cleaning and Cleansing 
Article on Earth

Be sure you ask for and get

RED SEAL LYE
and you will have the best.

See directions for use inside of 
cover in each can.

Sold by

Storekeepers Everywhere

P. C. TOMSON & CO.
Manufacturers PHILADELPHIA, PA.
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No more mistakes in adding 
up the items of a sale

OLD WAY
By hand and brain and 

pencil.
Makes mistakes.
Causes losses.
Causes worry.

NEW WAY

This new receipt-printing cash register 
adds the items by machinery.

(D It prints a receipt for each customer. — fr

it prints the price of each article.

It indicates the price of each article.-------- >

J. SMITH  
COMPANY 
lO MAIN ST.

0.07
0.32
0.48
0.19

0  It prints the total of all items. ----------
It retains an added and printed record.

TOTAL

$ 0 1 .0 6

Copy of receipt, with merchant's 
name, printed for each customer

It also does many other things which have made 
National Cash Registers a business necessity.

We make cash registers for every line of business

N A T I O N A L
C A S H  R E G I S T E R  C O .

D A Y T O N ,  O H I O
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T H IN G S T H A T  W IL L  N O T  W O RK
To those who, because of some de

pressing circumstances in certain 
lines of business, are inclined to be 
pessimistic in their outlook, there 
should come a measure of reassurance 
and a feeling of confidence from the 
study of the crop reports which the 
Government is issuing. The predic
tion made of a record corn yield and 
of ample supplies of wheat and other 
grains, as well as of bountiful crops 
of cotton, fruit and animal feed, is 
bound to inspire confidence. T rans
portation difficulties, which have pre
vented the movement of commodities, 
are also being rapidly overcome, and 
this means a speedy return  to ade
quate distribution. Soundness in 
these basic conditions is of more im
portance than the tem porary disturb
ances due to the shrinkage of m arket 
values as a result of the deflation 
which is now in progress, but which 
is unevenly operating. In certain 
lines the shrinkage has been greater 
than in others, but in nearly all, con
siderable time elapses before the de
clines are apparent in the retail m ar
kets. The general public is naturally 
im patient at the slowness of the p ro 
cess and seeks to hasten it by a re
fusal to purchase unless concessions 
are made, while producers and dis
tributors are loath to take a loss and 
do business on the basis of the lower 
levels of replacement cost. So there 
rem ains a kind of deadlock which is 
sought to be overcome and which 
must be disposed of before business 
can move in anj- kind of satisfactory 
volume.

Now, no one expects tha t prices are 
to be reduced to anything like p re
war levels for some time to come, if 
ever. But, on the other hand, people 
are not going to be content with a 
reduction of 10 per cent, or so on the 
cost of articles which have been sell
ing at three or four times the prices 
of half a dozen years ago. N or are 
certain claptrap methods, which w ork
ed for a while after the armistice, 
likely to prove successful if they are 
repeated now. One of these, for in
stance, was the offering of goods at 
a comparatively low price at the open
ing of a season in order to stimulate 
buying, and then, after this had been 
accomplished, run up prices as the o r
ders came in and a demand had been 
created. This device is as out of date 
and discredited as is the use of a 
pretense of scarcity such as was em
ployed to induce buyers to bid up 
prices against one another. The time 
has come for fair play on the part of 
all concerned, with the cards displayed 
face-up on the table. There will have 
to be a scaling down of profits all 
along the line, from producer or 
m anufacturer down to the retailer, if 
the consum er is to be induced to buy 
otherwise than reluctantly and for 
immediate and absolute needs. This 
is especially the case at the moment, 
not only because the general public 
refuses to be further exploited but 
also for the reason that it has been 
taking to heart the lesson of economy 
which has been inculated by force of 
circumstances. Even though prices 
should be reduced quite sharply, it 
does not seem likely that this will be 
followed by profuseness in buying. A 
great many have been learning the

value of a dollar in bank or invested 
at interest.

In prim ary m arkets, under condi
tions of this kind, a little more a tten 
tion than usual is being paid to what 
the retail stores are doing. The com
paratively cool w eather of the last 
fortn ight has been an incentive to 
buying for Fall. The close of the 
vacation period for m ost people has 
been hastened by this and by the 
prospective opening of the schools 
all over the country. This has made 
it necessary to resort to the stores for 
all kinds of supplies in which articles 
of wear figure prom inently. A fair 
am ount of business of this seasonal 
kind is reported, and much more, it 
is expected, will be shown during the 
rem ainder of the month. Thus far, 
however, there has been an absence 
of that prodigality which was so 
marked even as late as at this time 
last year. This is indicated not only 
by the smaller quantities bought, but 
also in the character of the purchases 
made. It is no longer the expensive
ness of an article which makes the 
strongest appeal. Service is, appar
ently, what is desired above all other 
things. Even reduction sales of the 
more expensive articles have lost 
some of their appealing quality. There 
has always been, and there will be al
ways, a demand for the very best 
qualities. U nder norm al conditions 
this kind of trade has been com par
atively restricted. It was vastly ex
panded during the war period and, 
subsequently, by the so-called newly 
rich. A half dozen years ago it was 
a m atter of common knowledge that 
the average man wore a suit of clothes 
costing $12.50 and a pair of shoes 
which cost $2.50. O ther apparel for 
both men and women was on a similar 
scale of expenditure. Now, while it 
is not possible to get back to such a 
basis, the determ ination seems to be 
to get as near to it as the changed 
circumstances will permit.

T H E  N EW  W O O L E N  PR IC E S.
Sellers of woolens and w orsted ap

pear satisfied with the prices named 
by the leading factor in the m arket 
for the Spring season but it is be
lieved tha t some of this satisfaction 
may be traced to the opportunity  af
forded to the mills, anxious to get 
business, to .cut th'eir prices under 
established m arket values. In other 
words, the point is made by those in 
touch with the situation that, while 
the “umbrella is held over” the mills 
that w ant to salvage as much as pos
sible of their high-priced surplus 
stocks caught in the slump of a small 
demand and reduced values, there is 
a chance for other organizations to 
slice profits further and get more 
than their share of the business offer
ed.

The feeling is strong in the m arket 
tha t before the Spring season is over 
there may occur further revisions in 
prices. I t  has been custom ary for 
many mills tha t opened previous to 
the leading company to revise their 
quotations when these proved higher 
than the m arket, especially if their 
fabrics came into competition with 
similar goods a t lower values. This 
season, it is said, the tables may be 
turned and the smaller mills make 
prices for the larger organizations.

The situation is described as one 
where the biggest factors are not so 
well conditioned as the smaller oper
ators, for the reason that greater 
quantities of raw  material stocks were 
purchased by the larger companies 
when the m arket was advancing. Be
ing favored customers, also, they got 
opportunities to buy m aterials when 
the little concerns could not secure 
what they actually needed. Conse
quently, it is explained, greater sur
pluses have accumulated among the 
larger concerns than among the smal
ler. If this is the trUe state of af
fairs, it is felt that under the present 
circumstances the smaller mills oc
cupy a better position than their 
large competitors, and in the drive 
for business during the season just 
opened they should be able to offer 
better values if they care to do so.

Practically the same situation is 
said to exist in the cutting-up trades. 
Buyers of woolens from these trades 
who were chiefly desirous of unload
ing accumulated stocks expressed 
themselves satisfied with the opening 
and at the same time took pains to 
point out that, with the prices named, 
no great reductions could be made in 
the wholesale prices of clothing and 
garm ents. On the other hand, the 
buyers who represent concerns anx
ious to increase their sales volume by 
offering lower prices were disappoint
ed at the small reductions on the new 
woolen lines. Even though these con
cerns might have some surplus of 
either piece goods or apparel, they 
appear willing to take a loss and make 
it up by increasing sales.

The best opinion among piece goods 
buyers supports the theory tha t there 
will be a lower m arket basis supplied 
before the Spring season is ended, or 
else purchasing will continue to be 
confined to jobbers willing to sell 
goods for less than the mills. From  
this source of supply and from mills 
anxious to get business, the buyers 
believe they will be able to obtain all 
but a small portion of their fabric 
needs in case further price adjust
ments are not generally made.

T H E  FR EN C H  LOAN.
Bankers here are frank to admit 

that the success of the French loan 
last week would probably force forth
coming corporate borrow ers to meet 
the competition of the 8 per cent, 
basis of the French bonds. I t  was the 
judgm ent of financial authorities tha t 
it would require two or three weeks 
to apply the acid test to the French 
loan in order to determine w hether 
it will “stay placed” am ong investors. 
If it does, the impression was that 
it would result in a marked turn for 
the better in the whole investment 
situation.

The outcome will be watched with 
interest because of the bearing it may 
exert upon financing that had been 
held in abeyance until the French flo
tation was out of the way. The over
subscription to this big issue was 
viewed as affording an impressive in
dication of the vast am ount of idle 
capital seeking investm ent “at a rate.” 
The big onsideration, as viewed in 
this vicinity, was tha t the closing of 
the French loan cleared up a gigantic 
financing problem  and opened the way 
for home financing. As to the fate

r jo f  the latter, it was pointed out tha t 
'! success or failure will largely rest 

,. with the course of the money m arket 
« between now and the end of the year. 

W ith 8 per cent, in people’s minds, it 
was regarded as conceivable th a t high 
costs of borrowing would be a requi
site to success.

L IN E N  T R A D E  IS Q U IE T .
Jobbers seem well persuaded that 

linens cannot go lower despite con
ditions which may arise in this coun
try, which would make a lower price 
advantageous. T he lim itation on 
production because of the absence 
of the Russian flax supply from the 
m arket has frequently been m ention
ed, and it still holds good.

Actual new business is slow in 
going into the hands of im porters, 
because jobbers and retailers are cau
tious in all their forward comm it
ments. If the inactivity of the trade 
continues the im porter who carries 
stock in this country will be the chief 
source upon which the d istributor 
will have to rely in event tha t he 
finds need for larger stocks of linens 
for nearby delivery.

Mills in Belfast are well supplied 
with orders for the rest of this year, 
but im porters say that deliveries in 
the early months of the new year 
are readily obtainable. The trade in 
this country comprises the best sin
gle custom er for export for the linen 
mills of the U nited Kingdom, but 
there are many other channels of dis
tribution, and linen men from  over
seas are confident in considering their 
other m arkets tha t they will not be 
without orders next year even though 
the United S tates goes lightly on 
linens.

TR A D ES U N IO N  TY R A N TS.
In the plain language which he 

addresses to the union anthracite 
miners 'P res id en t W ilson does not 
speak for himself; he speaks for the 
United States Government and the 
American people. As he well says. 
America and the world could no t and 
did not compromise with the T eu
tonic m ilitary machine of Europe 
which treated sacred pledges as 
scraps of paper. .This Nation cannot 
and will not compromise with union 
labor organizations or individuals 
that violate solemn agreem ents and 
contracts with their Government and 
with the public.

E ither the coal miners must live up 
to the wage award of President W il
son’s joint commission, as they 
pledged them selves.to do before they 
went into the proceedings, or they 
must be dealt with as outlaws and 
cutthroats. E ither the coal m iners 
must mine coal, as they have con
tracted to mine it, or the mine oper- 
ators, backed by the Government and 
the country, m ust get the coal mined 
without the aid of and against the 
will of the union thuggers.

And when American will and 
American power set out to settle this 
coal strike the fight m ust not stop 
until this union labor machine is 
smashed as thoroughly and as finally 
as the m ilitary machine of Europe 
was smashed.
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100%
I N C R E A S E

Over previous records is the goal we’ve set for our

CITY DAY SALE
Tuesday, Wednesday, Thursday, Sept. 22, 23

To insure success we will offer our trade

The Greatest Array of Values
in our history, Several Thousand Pairs of Men’s High Grade Welts of 
our own make, together with an unusual assortment of Women’s,
M isses and Children s shoes at prices that are far below the present 
market.

This is a Wonderful Opportunity to Secure a 
Complete Stock of Men’s High Grade Welts

All the wanted leathers, on smart lasts and patterns, at ridiculously low prices.

Time and space are too limited for us to attempt to list, in detail, the 
shoes we will offer you on Sept. 21, 22 and 23. You’ll have to come in 
and see them.

Make your plans now to visit us while in town for the West Michigan 
State Fair. Call on us first, we’l l  supply you with your fair ticket. Make 
this your meeting place, we’ l l  check your parcels. If you can’ t come, 
phone, write or wire us and we’l l  ship sample pairs.

Rindge, Kalmbach, Logie Co. *GpidN
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The High Cost of Shoe Repairing.
U ntil recently shoe repairing has 

been regarded as a side line or inci
dental to the shoe trade. W ith the 
increased cost of shoes, as well as 
im provem ents in wearing qualities, 
the conservation of shoes has be
come an im portant factor. Shoes of 
fine quality are now repaired several 
times w ithout im pairment of style or 
ease. The business amounts to more 
than tw enty million dollars a year in 
M assachusetts and gives employ
ment to several thousand men. Ma
chinery for shoe repairing, highly de
veloped, has standardized the busi
ness and improved the workmanship 
and quality of the job. The business 
has grown so fast tha t shops have 
been overworked and prices have in
creased on account of the growth of 
the demand as well as the in 
creased cost of leather, other materials 
labor and overhead charges. Many 
complaints have been received by 
this commission. There are one-man 
shops run by experienced, high grade 
repairers, and many which are w ithout 
much skill in workmanship or tra in
ing in the industry, where prices are 
made both too high and too low, 
where men follow the prices put out 
by larger firms or charge whatever 
the traffic will bear and the custom er 
can be made to pay.

There is great variation in price 
and that w ithout entire regard to the 
quality of the stock or the character 
of the workmanship. For example, 
whole soles and heels vary from $2.15 
to $4, with an occasional firm charg
ing $4.50, and in one case the price 
was $6 for handsewed work. Half 
soles vary from 75c. to $2.75; leather 
heels from thirty-five cents to seventy- 
five cents and rubber heels from forty 
to seventy-five cents. The leather for 
whole soles costs from sixty cents to 
$1.30 per pair and there are substan
tially twenty-five different grades or 
qualities. Half-soles cost practically 
one-half or less and soles for women’s 
shoes, because of smaller sizes and 
lighter stock, cost forty per cent, less 
than for men’s shoes.

M achinery for shoe repairing is 
sold either outright, on leases, easy 
term s of paym ent or placed in shops 
on royalty. The cost for these ma
chines per pair varies from two to 
three cents. Some of the large and 
best managed shops figure their jobs 
as follows:

M en’s Shoes
Leather (varies from 60c to $1.30, $1.00
Heels (from  8c to 2 5 c )__________ .25
Machine ________________________ .03
Thread and other m a te r ia ls______ .05
Labor, y2 h o u r __________________ .65

A total o f ----------------------------- $1.98
About 40 per cent, for overhead .77 

Total ----------------------------------- $ 2 7 5

Some fine repairers claim more 
than one-half hour’s time for the job. 
In some cases these jobs reach the 
repair man through a retail store and 
these stores add from fifty cents to 
21.25 as their profit in handling the 
order, frequently giving credit and 
the delivery of the shoes. Custom ers 
requiring this service should pay for 
it. Their cost may be reduced by 
waiving the service and shopping 
around am ong repairers who do work, 
at lower prices.

The shoe repairing business has 
not yet taken its place in prom inent 
shops as in some other parts of the 
country. I t  is frequently located in 
unattractive alleys and basem ents. I t 
continues with the added disadvan
tage of dealing with its custom ers 
through retail stores.

The repair business is not always 
well managed as to the buying of 
stock. W ith ffew exceptions it does 
not buy stock either of the big leather 
concerns or the sole-cutting concerns, 
but buys supplies through still an
other channel, and paying a profit to 
a peddler or jobber of heels and soles. 
The present reduction in the price of 
leather is absorbed before it reaches 
the repair man. Thus the repair man 
who does the w ork makes no great 
money, buying his stock of a third 
party, paying at least one extra profit 
and delivering his product to his cus
tom ers through another party  either 
at the expense of his custom er or 
himself.

Modern shoe repairing machinery, a 
product of M assachusetts, has stand
ardized the labor and in a great de
gree the quality of the work. There 
is no way of standardization of the 
leather, and no custom er can tell 
after the job has been finished as to 
the quality of the stock.

Many excellent substitutes for 
leather are used and many of them 
are claimed to be superior in wearing 
qualities. The cost is generally at 
least 25 per cent, less and in style, ap
pearance and wear they easily rival 
the high-grade sole leather. The 
price of the complete job varies from 
$1.40 to $3.25 with no variation in the 
quality of the stock. Composition 
soles, rubber heels, and indeed leath
er soles, are for sale in many depart
ment stores, and the repairing of shoes 
in the home is becoming common. 
Shoe repairing outfits for the home 
are on sale in hardware stores. Much 
of the repair work in the small shops 
is done by men w’ho learned to re 
pair shoes in their homes before com
ing to this country and therefore took 
up shoe repairing as unskilled labor. 
From  these small shops have grown 
the shops now employing a number 
of men and equipped with machines.

In some of the W estern States 
shoe repairing is taught in the schcools 
as a branch of manual training, and 
with the manufacture and sale of com
position soles and heels readily fitted, 
the home repairing is likely to in
crease.

The price of repair work is large
ly in control of the customer, who 
may find satisfactory work at a great 
variety of prices. He may buy his 
own stock and have it put on; he may

Shoe Store and Shoe P epair 
Supplies

SCHW ARTZBERG & GLASER  
LEATHER CO.

57-59 D ivision A ve. S. Grand Rapids

Michigan Merchants

While attending the West 

Michigan State Fair, make 

our office your headquar

ters.

We are offering some very 

special bargains to Fair 

week visitors.

Herold-Bertsch Shoe Co.
Manufacturers of Serviceable Footwear 

11-13-15 Commerce Ave. GRAND RAPIDS, MICH.

Built Like An Auto Tire

BLUCHER
Brow n duck upper. L oose lined to toe. H a lf-b e llow s ton gue. Fibre 

insole and counter. L eather sock  lin ing. Gray corrugated  rubber so le  m ade  
from tire-tread  com position. Rubberized toe box. P n eu m atic  heel.

F or hard w ork and hard play, w here stou t, serviceab le  footw ear is  
needed. M ail-bag duck uppers, joined by live steam  pressure to tire-tread  
so les, g ive  the ideal com bination of durab ility  w ith ou t e x cess  w eigh t. P n u e-  
m atic  h eels  ease  the fee t and a  leather sock  lin in g  insures cool com fort.

M en's E  and E E
Sizes

_____ B to 12 B ai.
B oys’ _____________________ _____  2% to  6 _
Y outh s’ _____ _________ __ _____11 to 2 _
W om en’s  __________________
M isses’ (Spring H eell .. 
C hild’s  (Spring H eel)

_ __ 11 to 2 
-------  8 to 10%

---------2.10
---------1.85

We have thousands of cases of H O OD TEN N IS on the Floor. 
Write for special T ennis Catalogue.

H O O D  R U B B E R  P R O D U C T S  C O . ,  I n c .
G R A N D  R A P I D S ,  M I C H I G A N
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easily seek out shops where prices 
are a t the minimum w ithout much 
charge for m anagem ent or overhead, 
or, if he prefers service and credit and 
convenience, it may be found in the 
best appointed shoe stores so num er
ous throughout the state.

The shoe repairer may better serve 
the public by shops better organized, 
better buying of stock, and directly 
dealing with his customers. Such 
shops may properly deal in shoe find
ings, shoe polish, and conduct a shoe 
shining business to a ttrac t trade and 
profit.

The customers, by shopping around 
will find free competition, a variety of 
prices, may select the stock in either 
leather or standard makes of com
position soles and heels, and an op
portunity  to save som ething by self- 
service. Chas. H. Adams.

Relation of T raveling Salesman to 
Shoe M erchant.

Salesmanship is a fundam ental nec
essity in all businesses, and the shoe 
salesman, wholesale or retail, has a 
future before him which, according to 
the old plan of merchandising, would 
have been an impossibility.

To-day, when $8, $10 and $12 are 
ordinary prices for shoes, it requires 
salesmanship of a higher order, but 
this better salesmanship is accompan
ied with more fitting salaries and com
pensations.

The new era in footwear has chang
ed old time traditions of the game. 
Style is now a wonderful business p ro
ducer. W ithout it we once grew 
stagnant. W ith it we are prosperous, 
and, bear in mind, tha t we are not

forcing style on an unwilling public. 
On the contrary, when the necessity 
of war made style a forbidden m eas
ure, custom ers did not like it.

In speaking of style in footwear, it 
is timely to call attention to the fact 
that the Style Committee numbers in 
its ranks representatives of three 
great bodies of shoemen, viz: The N a
tional Shoe R etailers’ Association, 
The National Shoe M anufacturers A s
sociation, and the N ational Boot and 
Shoe M anufacturers’ Association. 
Thus, all the factors in the footwear 
world are working together for the 
production of shoes which embody the 
style element.

Recognizing the necessity of closer 
association in trade the traveling shoe 
salesmen organized and we, like you, 
discuss in »our meetings topics of cur
rent interest and inform  ourselves so 
that we may always be abreast of 
ever changing conditions.

The traveling salesman to-day from 
the style end is as im portant as any 
part of the business. H is employer 
depends upon him for style tenden
cies. In many cases salesmen write 
and design entire lines and your sales
m an’s confidence is a w orthy asset. 
You can not afford to be w ithout it, 
and our feeling tow ard you is most 
friendly. In fact, our employers as
sert tha t they are entitled to a 50-50 
break, and claim that we split 60-40, 
the retailer getting  the long end.

It is impossible to consider the re 
lation of the traveling salesman to the 
retailer without emphasizing the mu
tuality of interest which exists be
tween you as m erchants and us as 
salesmen. Ju st to the degree tha t we

understand and appreciate the fact 
that our interests are interrelated to 
that degree will we both benefit.

The traveling salesman who calls 
upon you is in position to be, and 
wants to be, your business adviser to 
a certain extent. By tha t I mean he 
is anxious to see you succeed in the 
fullest measure, because he realizes 
that as you succeed so will he.

Going from store to store he comes 
in contact with many advanced m eth
ods of merchandising shoes, methods 
which he would gladly pass on to you 
if given the opportunity. He is in 
touch with fundam ental facts and con
ditions in the world of leather and 
footwear which are yours if you want 
them. In every way the salesman 
realizes that you and he are both in
terested in selling more shoes at a 
profit, and it is his desire to share 
with you the information which he 
gathers from various sources.

In other words, the traveling sales
man is not merely an individual in
terested in how many dollars w orth 
of merchandise he can sell you to 
day, he is interested in seeing you 
make of your business the greatest 
possible success, and that this end 
may be realized, he comes to you as 
a business friend, giving freely of his 
fund of knowledge gained by his study 
of m arket conditions, style demands in 
different parts of the country and the 
fundam entals of the craft, and picked 
up in the stores visited here and 
there in his territory.

It is this m utuality of interest be
tween salesman and retailer which I 
wish to impress upon you, believing 
tha t while either working more or less

independently can make a reasonable 
success, both working in harm ony, 
team work if you please, can accom
plish results for each impossible un
der other condition. Look upon the 
traveling salesmen who call upon you 
as friends and business associates 
rather than as men out to sell you all 
the goods possible. You will find 
your confidence well placed, and that 
the salesmen will be ready and will
ing to co-operate with you in every 
way.

We, who are fortunate enough to 
live and do business in this wonderful 
northw est, nee.d have no fear about 
the future. This is a section where 
prosperity comes largely from the soil, 
where the farm ers have more land un
der cultivation than ever before, and 
where the price of our great staple 
product is guaranteed.

W hen your salesman comes give 
him your order. Prices will not come 
down for some time. The increased 
cost of footwear is largely due to in
creased wages for labor. Shoes can
not be cheaper until wage scales are 
lowered, and there is nothing in sight 
to indicate this in the near future 

George J. Nichols.

Shopping.
v\ hen  m y love goes shopp ing  

I go too;
So«' a b o u t h e r  h o p p in g  

Such a  m o tley  c rew ;
If sue  b u y s  a  stock ing '
I d o n 't  th in k  i t  sho ck in g ,
F o r i t  looks so n e a t  in 

H e r  sed u c tiv e  s h o e !

W hen  m y  love goes' sh o p p in g  
I go too.

C lose beside  h e r  s to p p in g  
T ill th e  d e a r  is th ro u g h ;

T hen  b eh in d  I tru n d le
H earing  m an y  a  bundle .
H a v in g  w ith o u t m u rm u r  

P a id  th e  b ill th a t 's  due!

+ + 'A + + + it+ ir + + 'k + + + + + k + + + + + + + + i(+ + ir + i( i t i t i r £ i( i ( ititirir1ririririr'k'k'k'kit'kii&'k'k'kit'ki('k'k'kir'k'ki('k'ki(-k'k-kit'k'k'ki(iritit'k'k-k'k-k'k'k-k-k-kit-k-k'k-k-kir'k'k1rit-kitititt *

CITY DAY, Sept. 22, 1920
W e W E L C O M E  ye local and  ou t of tow n  Shoe D ealers alw ays bu t pa rticu larly  on th is day. 
C ity  D ay of this year as of the  preceding years m eans m any  th ings to us.

F irst: W e  m ake  a  suprem e effort to  m ake  w elcom e our dealers, to  show  them  w h a t w e 
have and  w h a t w e can do for them .

Second: W e offer bargains th a t cannot be  beat. W e m ake these bargains a t such a  price 
th a t you could no t afford  to  m iss them .

T hese a re  only a  few  of th e  m any  th ings th a t  m ake it p rofitab le  for you to  visit the  
H 1R TH -K R A U SE C om pany on C ity  Day.

In as much as the WEST M ICHIGAN STATE FAIR is here this week, you can make it your main 
attraction to visit HIRTH-KRAUSE and then go to the Fair.

Come in and get acquainted with our “ More Mileage Shoes.’'

j(¡riM fause
Shoes

Mopo

M il e a g e
Guarantee
This pair«?/ Hirih'K̂ ause 
shoes S* ̂ uaranlcedfodivë 
more vfear ¿ndcomforf man 
any oilier* shoe sdaal (he 
same price, as (He lealher is 
scientifically' prepared ad 
fhe/are made (o preserve 
(he proper shape«/ (he 26 
bçnes of (he

Shoemakers’ fo r  three G enera lions’

Tanners and Shoe Manufacturers (¡rand Rapids, Michigan



12 M I C H I G A N  T R A D E S M A N Septem ber 15, 1920

Usury and a Seven Per Cent. D is
count Rate.

The Federal Reserve Bank dis
count rate having been raised to 7 
per cent, on collateral paper, a dif
ficult situation has resulted in such 
states as New York, where the high
est legal rate of interest is 6 per 
cent. Houses which are using trade 
acceptances drawing 6 per cent, in ter
est are subjected to a loss when this 
paper is discounted at 7 per. cent.

Question has been raised by some 
business houses as to. why the Fed
eral Reserve Bank is perm itted to 
charge 7 per cent, when the law of 
the state establishes 6 per cent, as the 
highest rate. The answer is, tha t a 
bill of exchange or other form of 
negotiable instrum ent, valid in its in
ception, and which has been once ne
gotiated, may be sold at any dis
count tha t the holder sees fit. W here 
the sale of a bill of exchange is a 
mere loan, a rate of discount higher 
than the legal rate effects usury. 
The usury statutes, it will be rem em 
bered, forbid only the loan or for
bearance of money at more than the 
established rate of interest. A bill 
of exchange, having once been ne
gotiated becomes a chattel in the 
hands of the holder, and may be sold 
for as low a price as the holder is 
willing to acept. Thus it is that a 
trade acceptance drawn by A and 
accepted by B may be taken to the 
bank by B and sold or discounted at 
whatever price the bank will pay.

W here, however, a bill of ex
change has been endorsed or o ther
wise guaranteed by the seller, the 
•eller becomes contingently liable to 
)ay to the purchaser at a future day, 

a sum greater than that received with 
legal interest. “As to the character 
and effect of such a transaction the 
authorities present some four differ
ent view's: 1. Some courts have
held such a transaction to be clearly 
usurious, and tha t the usurious in
dorsee takes no rights against any of 
the parties to the instrum ent. 2. 
O ther have held that while the 
transaction betw een the indorser and 
indorsee is usurious, the defense of 
usury is personal to the indorser and 
not available to the prior parties. 3. 
A third view limits the right of re 
covery against the vendor-indorser to 
the am ount received by him with 
lawful interest, and thus makes the 
transfer not usurious and gives the 
purchaser recourse against prior par
ies to the full am ount of the obliga

tion. 4. But in accordance with 
the clear weight of authority, such a 
transaction is regarded as a valid 
sale of a chattel with a w arranty of 
its soundness, and the purchaser is 
allowed to enforce the obligation to 
its full extent against his own in

dorser and all prior parties.” (39 Cyc. 
Page 933.) Among the courts which 
have held such a transaction usurious 
are those of M assachusetts, New 
Jersey, South Carolina and Virginia. 
New Y ork perm its the recovery 
against the vendor-endorser of only 
the am ount he paid with interest. 
Connecticut, Georgia, Indiana, Iowa, 
Maine, Minnesota, Pennsylvania and 
Tennessee have all held a transaction 
of this sort to be only a sale of a 
chattel and valid and enforcible.

W ere A to give his prom issory 
note to B, and B to discount the 
same at more than the legal rate, the 
transaction would not be a sale, but 
a usurious loan; and in all cases 
where the taker knows that the pa
per had no prior inception, the courts 
are in agreem ent in declaring the 
transactions usurious. W here a taker 
does not know that the paper had no 
prior inception a difficult question 
arises, New York holding the loan 
usurious and the ignorance im mate
rial, while Pennsylvania and Illinois 
have held the contrary.

W here paper has been endorsed 
by A for the accom odation of B, 
and there has been no negotiation of 
the paper, it falls into the class of 
paper which has no legal inception, 
and until it is negotiated for value it 
cannot be discounted for more than 
the legal rate. W here the discounter 
is ignorant that the paper is accom
modation paper the conflict above 
noted again occurs, New York hold
ing that the transaction is usurious 
and Iow'a, Kansas, M innesota, Penn
sylvania, V irginia and W isconsin 
among others holding the contrary. 
In H olm es vs. State Bank, 53 Minn.

Make This Your Bank

Established 1853

W e not only are prepared and 
equipped to care for your banking  
needs, but we also

W A N T  TO  DO IT

In a way which w ill m eet w ith  
your unqualified approval

CLAY H . H O LLISTER  
P resident

CARROLL F . SW E E T  
V ice-P resid en t  

GEORGE F. M ACK ENZIE  
V .-P res . and C ashier

ERNST & ERNST
A U D I T S  -  S Y S T E M S  

T A X  S E R V I C E
1 A Unique Service, v ita l to the progressive and su ccessfu l fu nction in g  
o f m anufacturing and b u sin ess organizations.
2 Perm anent Organizations in tw en ty-five  of the country’s  la rg est com 
m ercial cen ters and w ith a record of con sisten t serv ice  in  business s y s 
tem s.
3 Specialists for 20 Years in A ccounting, C ost and Production Problem s.
4 System Staff. Services in 25 offices.
5 Consulting Service for execu tives  and b u sin ess m an agers w ho m ay  
need the m ost experienced su ggestion  and advice in the im provem ent 
of their operating m ethods and system s.
6 S traight Line Methods—the d irect w ay  to secure accu rate  know ledge  
a t all tim es o f every - detail of your bu sin ess—E lim in ation  o f the u n 
necessary in all clerical and production w ork—T he stren gth en in g  and  
co-ordination of e ssen tia ls .

Grand
Rapids

304 N a t’l C ity  
Bank Bldg.

ERNST & ERNST
A U D I T S  -  S Y S T E M S  

T A X  S E R V I C E
O F F IC E S  IN  23 O T H E R  C IT IE S

D etro it

Dim e Bank  
Bldg.

Sealed  B o o k s
Over 95% of all Wills made, remain unbroken. 
This is impressive testimony as to the respect 
shown the written word.

When opened, it becomes Law.

Have you written down your little contribution 
to History, to be opened some day? Our 
printed form of WILL is a valuable aid in this 
connection.

A sk  for our Digest of the Law, “Descent and 
Distribution of Property” 15th Edition.

C O M P A N Y

W e carry in stock and manu
facture all styles and sizes in 
Loose Leaf Devices. We sell 
direct to you.

Flat Opening 
Loose Leaf Devices

G R A N D  RAPIDS, MICHIGAN
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350, the court said, “We are aware 
of the doctrine of the courts of New 
York and some other states, tha t ac
comodation paper in the hands of 
the payee cannot be the subject of a 
sale; ‘that, to be a subject of a sale, 
the paper m ust have a pre-existing 
vitality’; that an accomodation note 
having, in fact, as against the maker, 
no validity and no legal inception, 
anyone who buys it of the payee 
takes the precise place of the payee 
in respect to the defense of usury, 
although he purchases in ignorance 
of its true character, and supposing 
it to be, as it appears on its face, 
business paper, and given for value; 
and hence when such note is sold, 
even to a bona fide purchaser, at a 
discount g reater than the legal rate 
of interest, the transaction is usurious. 
The same courts hold, as do all 
courts, tha t if a party buys of the 
payee an accomodation note for its 
face, he can recover on it, and tha t 
the fact tha t the maker received no 
consideration will be no defense; also, 
that after paper has had an inception 
and has become live business paper, 
a person' may buy at any discount he 
can get for it, w ithout rendering the 
transaction usurious. W e confess 
that these distinctions are altogether 
too refined to commend themselves to 
our judgm ent. The doctrine of the 
New York courts virtually converts 
the purchase of a note into^what the 
purchaser never intended or supposed 
it to be, viz., a loan of money, w ith
out which there can be no such thing 
as usury. Undoubtedly, if defendant 
had purchased this note knowing tha t 
it was accomodation paper, and hence 
had no vitality while still in the hands 
of the payee, the transaction would 
have amounted to a loan of money. . 
But the better rule, and the one as 
we think m ost consonant with rea
son and justice, is that if the holder, 
a t the time he bought the paper, did 
not know that it was not already a 
valid subsisting security in the hands 
of the payee, there can be no inten
tion of lending money, which is the 
very essence of usury, and he may 
recover upon it of the maker. H e 
m ust assume that the apparent rela

tion of the parties and character of 
the paper is the real one.”

The penalties for usury are severe. 
In some states the lender forfeits 
double or triple the am ount of inter
est so taken or received, in other 
states the transaction is void and the 
lender loses both the principal and 
interest, while in others the lender 
forfeits double or triple the amount 
of interest so taken or received, and 
at least one state adds the penalty of 
fine and imprisonment.

N. A. Counsellor.

Kent State Bank
Main Office O ttaw a Ave.

Facing Monroe

Grand Rapids, Mich.

Capital - - $500,000
Surplus and Profit - $750,000

Resources
\ l%  Million Dollars

3H Per Cent.

Paid on Certificates of Deposit
Do Y our Banking by M all

The Home for Savings

JOIN THE

GRAND RAPIDS 
SAVINGS BANK 

FAMILY!

B R A N C H  O F F IC E S
Madison Square and H a ll S treet 

W est Leonard and A lpine Avenue  
Monroe Avenue, near M ichigan  

East Fulton S treet and Diamond Avenue 
W ealthy  S treet and Lake Drive  
Grandviile  Avenue and B S treet 

Grandville  Avenue and Cordelia S treet 
Bridge, Lexington and Stocking

Fourth National Bank
Grand Rapids, Mich, 
nited States Depositary

Savings Deposits

Commercial Deposits

3
Per Cent Interest Paid on  

Savinas D eposits 
Com pounded Sem i-Annually

_ ■ B

Per C ent Interest Paid on  
Certificates o f Deposit 

Left O ne Year

Capital Stock and Surplus

$600,000
WM. H. A N D ER SO N , President L A V A N T  Z. CALK IN, V ice President

J . C LINTO N BISHOP, Cashier
H ARRY C. LUNDBERG , A ss’t  Cashier A LVA  T . EDISO N, A ss’t Cashier

M a t t e r

( f u n t a r a t i n n
FLINT and GRAND RAPIDS

C a p ita l  $4,500,000. 7% Cumulative Participating 
Preferred Stock, 600,000 Shares of Common Stock

A  SA F E  I N V E S T M E N T
TH A T YOU CAN EASILY FINANCE

r T C E R S i

ALBERT E. MANNING, , .............
Resigned as Deputy State Banking Commissianer 

to accept Presidency of the Corporation.
CARROLL F. SWEET, Vice President,

Vice President Old National Bank, Grand Rapids.
C. S. MOTT, Vice President,

Vice President of General Motors Corporations,
President Industrial Savings Bank.

CLARENCE O. HETCHLER, Secy., GRANT J. BROWN, Treas.,
President Ford Sales Co., Flint. Cashier Indus. Savings Bank, Flint.

D I R E C T O R S .
DAVID A. WARNER

Travis-Merrick-Warner & Johnson. 
Attorneys. Grand Rapids, Mich.

W. P. CHRYSLER
Vice President Willys-Overland Co.. 
Director Industrial Savings Bk., Flint.

FRED J. WEISS
Vice Pres, and Treas. Flint Motor Axle 
Co., Director Ind. Savings Bank, Flint.

E. R. MORTON
Vice President City Bank of Battle 
Creek, Mich.

HERBERT E. JOHNSON,
President Kalamazoo City Savings 
Bank, Kalamazoo, Mich.

LEONARD FREEMAN
President Freeman Dairy Co. Direc
tor Industrial Savings Bank, Flint.

FLOYD ALLEN
President Flint Board of Commerce. 
President Trojan Laundry. Flint.

S. A. GRAHAM
Vice President Federal-Commercial 
and Savings Bank. Port Huron, Mich.

CHARLES E. TOMS
Cashier American Savings Bank, 
Lansing, Mich.

A. C. BLOOMFIELD
Vice President National Union Bank 
of Jackson, Mich.

100 Shares Preferred Stock, par value $10.00, and 
100 Shares Common Stock, par value $1.00, sold 
jointly for $1,250 Cash, or $250 Cash and $50.00 
per month for 20 months.

R E A D  What the Financial Editor of the Detroit
Times says about this stock in answer to” 

to an inquiry regarding i t :
With the official personnel and opportunities 

offered, this department would be led to believe 
there is a bright future ahead for the Michigan 
Finance Corporation. It has men known and 
respected at the helm, men to whom reputation 
is far more valuable than fruits of misdeeds and 
it generally is agreed the business is to be had.
The writer, while not recommending, regards 
this investment as of the highest class.”

R. T. JARVIS fie CO., 609K-606 Michigan Tru»t Building,
Grand Rapids, Michigan.

GENTLEMEN :

Without any obligation on my part, please send me full infor- 
mation regarding the purchase of Michigan Finance Corporation 
Preferred and Common Stock.

Name,.

Address,.

R. T. JARVIS & COMPANY
Investment Securities

605X-606 Michigan Trust Bldg.
G R A N D  RAPIDS,

Citizens Phone 65433, B«B U> <
- MICHIGAN
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LURE OF T H E  W ILD.

Captain Belknap’s Experiences Near 
To Nature.

For about a quarter of a century 
ex-Congressman Belknap, of Grand 
Rapids, has spent his summer vaca
tions in a cabin at Onota, about 
twenty-two miles W est of Munising. 
This season is no exception to the 
general rule. The Tradesm an has 
prevailed upon its erstwhile contribu
to r to write a series of letters detail
ing his experience in the wilderness. 
The first letter is subm itted herewith, 
as follows:

A ntler’s Cabin, Onota, Sept. 10— 
The cabin where I am living the true 
life of my vacation days is on the 
W est end of the lake of the twro hills. 
W hite men call it Deer Lake. In the 
Chippewa Indian days it was Squaw- 
aw-ga-nong, the waters of the two 
hills. It is two miles long, one mile 
wide and the bay at the W est end is 
“The H aunted W ater.” It is a place 
where, once upon a time, many moons 
ago, the foundation gave away, letting 
the surface of this rock land sink be
neath the waters of Lake Superior, in 
some places to an unknown depth, 
and since that day it has been a lake 
by itself. The big lake is dammed by 
a ridge of water washed sand stones, 
overgrown by birch, cedar and hem
lock, with once and awhile a white 
pine standing guard like a soldier over 
all the vicinity.

There is no bottom  to one end of 
the lake, near the cabin. Its scaley 
inhabitants do not speak our dialect. 
If they did, there would be many big 
fish stories told by the city man who 
has the luck of always losing the big 
ones.

There is an outlet from the lake to 
the big lake, its course so winding 
tha t it is a mile of adventure. It re
quires a mile of distance to the canoe
ist in which to display its wonderful 
a rt gallery. I t is like wandering 
through the galleries of an exhibition 
of the w orld’s finest things. In the 
beginning of this canoe trip it is best 
to whistle a tune or two. If not, you 
are liable to surprise some of the na
tives enjoying their m orning baths. 
Here lives Mrs. M uskrat and family; 
Mrs. Mink and her kittens which she 
is training to catch suckers, like pro
spective oil wrell stock brokers; and 
right here is an untrapped lot of 
suckers more innocent than those fish

ed up by the late lam ented Ponzi. It 
is claimed tha t a sucker is born every 
minute. H ere they m ust beat that 
record ten to one—a happy hunting 
ground for tha t string of men known 
as financiers.

And here live the beaver, the dam 
builder, who by the way is a damned 
good builder if let alone for a couple 
of nights.

It is a favorite place for Mrs. John 
Doe, whose kids wear polka dot 
clothes and look at you with eyes that 
charm away the evil thoughts of 
wicked man. And when the sun is 
going down behind the hill the ducks 
come, sailing in from the big lake to 
discuss the latest style of fall feathers, 
pull a few aquatic weeds and open a 
tew clams wnich they swallow w ith
out pepper or salt. The odors of wild 
fern, w’ild roses, high bush cranber
ries and cedars in their bloom fill 
your nostrils and make one forget all 
else but the “Lure of the W ild.” The 
whir of a partridge brings you with 
a start out of your dreams. We never 
fish for suckers while there is a trout 
or black bass in the waters and the 
sucker soon is forgotten as a creation 
that cuts no ice when he has checked 
out all his savings deposits.

The cabin is in the forest of 65,000 
acres of heavy timber, where the run
ways of the Michigan deer make the 
only trail. H ere in this country no 
man need starve. W ith a shot gun 
and fish line he can get the very best 
in the market. I know a fellow of 
this sort and he seems to be getting 
fatter all the time. He has some 
money in the bank—he doesn’t know 
how much—and I don’t care to get 
him to thinking about it.

A t the cabin there is quite a settle
ment, none of whom pay taxes or 
rent. I sat out on the steps last night 
visiting some of these wild fellows. I 
save up all my dry bread, all the table 
leavings and often an extra loaf to 
make a banquet for these trusting 
neighbors.

Mrs. W oodchuck with her three 
young chucks occupy a place under 
the woodshed. She is very trusting, 
not knowing that there is a bounty on 
her pelt. She is a high liver, she 
feasts on canteloupe shells and green 
corn cobs. Mrs. Molly Cotton Tail, 
when I came here a month ago, had 
two additions to her family—twelve 
in all. Now she comes out w ith six 
more. There are four generations, 
from the big old lady with a pair of 
ears alm ost as long as those growing 
on a Missouri mule to the young ones 
of the last generation, which are be-

WILLIAM A. WATTS, President

CLAUDE HAMILTON, Vice Pres. FRANK H. DAVIS, Secretary

JOHN A. McKELLAR, Vice Pres CLAY H. HOLLISTER, Treasurer

RANSOM E. OLDS, Chairman of Board

O ffices: 4 th  f lo o r  M ich ig an  T r u s t  B ldg., G ra n d  R ap ids, M ich ig an  
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Combined Capital and Surplus _______________ $.1,724,300.00
Combined To ta l Deposits _____________________ 10,168,700.00
Combined T o ta l Resources ____________________ 13,157,100.00

G R A N D  R A P I D S  N A T I O N A L  CITY B A N K  
C I T Y  T R U S T  & S A V I N G S  B A N K

ASSO CIATED

The Man Who Travels
An individual of means selected as an Executor of 
your will is very apt to be a man who travels* He 
might be away on a trip when you die.

He may take a trip at a time he should stay at home 
and look after your estate. You cannot compel him 
to remain at home.

When you name the GRAND RAPIDS TRUST 
COMPANY as Executor you know we will not 
travel, thereby removing the risk of an Executor being 
away from home at an important time.

Our officers will be glad to consult with you about 
your estate. There is no obligation.

IIrand RapidsTrust Rdmpany
GRAND RAPIDS, MICH.

O T T A W A  A T  FOUNTAIN BOTH PHONES 4391
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ing brought up on rye bread crusts. 
They are very cute now, but I fear 
they will all grow  up to become a part 
in life of that great drama, “haussen- 
peffer.”

There are also a lot of chipmunks and 
some Canada Jays, called in the old 
times W hisky Jacks. All these folks 
get on without any social squabbles 
until the sun casts a few shadows. 
Then a lot of ill mannered owls set 
up their evening anthem. Then the 
wild folks of the cabin wake up and 
take notice. The owls set up a ses
sion of the Echo Bay Police Court, 
with the addition of the echoes from 
the hill sides. The rabbits scatter to 
the shelter of the undergrow th and 
where but a few minutes before were 
a lot of confidential neighbors, there 
is nothing in sight but the woodchuck 
hole leading under the wood shed.

Referring to the echoes from the 
hills, there is an Indian legend that 
came to me many years ago from a 
Chippewa medicine man. “He was 
good medicine” and I have faith in 
the tale.

“It was many years ago. All the 
Shores of the great lake were the 
hunting grounds of the Chippewas. 
There was a village at Munising, an
other at Au Train, another at Laugh
ing Fish and one at Shelter Bay. At 
the one at Shelter Bay, there was one 
woman who was a gossip. Many 
times all the men of the village were 
away on long voyages for furs, on 
discovery and adventure. W hen they 
returned there was a glad welcome. 
Then was the time for this trouble 
maker to practice her art. Tales of 
visits to the squaws and maidens by 
the young men from the other vil
lages led to many jealousies and much 
trouble in the family customs of the 
Chippewas.

A t a time when all the men were 
away the young women of .the vil
lage made many buck skin bindings, 
with which they bound, hand and foot, 
the trouble maker, placing her on her 
back in a canoe, with many cerem on
ies of the tribe. All the women of

the village took their seats in other 
canoes and the fleet paddled away to 
the far end of the lake, where it was 
believed there was no bottom ; that 
all was w ater until the land of the sun 
was reached on the other side.

At the bay all was silence except 
for the wails of the condemned squaw. 
Then it was believed a spirit from the 
deep upset the boat and, as the body 
sank from sight, the wails aroused all 
the spirits of the woods and to this 
day in the evening hours the bay has 
been haunted. The spirits of the 
woods and w aters are not at rest.

From  my cabin my voice calls back 
from three directions in three distinct 
echoes; and so with the owls. There 
may be one or a dozen, but, as the 
young rabbits have never been told 
the legend 6f the bay, they think 
there is an owl on every side, hunting 
a supper, and at the first hoot, they 
run home to mamma. Sometimes in 
the quiet of the night, as I am sleeping 
in my bunk in the upstairs of the 
cabin, where I can look out on the 
bay, the owls will s tart the trouble.
I imagine a voice from the w aters 
“ Ke-naw-we-shin-che-mo-ka-man. ” 
(H ow  do you do, white man.) I know 
it is the trouble maker calling. May 
her voice never grow less, for there 
is a charm in knowing she is where 
she belongs. I would believe some 
spirit of the hills and the waters were 
floating about in this wild wilderness 
of midsummer dreams.

Many times I have let out my tro l
ling line to sound the depts. I will 
do it no more, less I hook this trouble 
maker of the past.

So I turn over on the other side 
and alm ost before the last echo comes 
out of the glen. I have left Old Man 
Trouble far behind. And before he 
catches on to the canoe, it is time to 
broil a trout. I complain only of the 
short nights in this nook of the woods.

Charles E. Belknap.

W ithout economy none can be rich, 
and with it none need be poor.

Oyer Five Millions Insurance Force

Michigan Shoe Dealers Mutual
Fire Insurance Company

Frem ont, M ichigan

Insurance in force August 1, 1920 — ------------ — ------
N ew Business during August ___________________

$5,331,050.00
237,350.00

T O T A L  ___ __ $5,568.400.00

_____ $22,942.37
Cash received during August ____________________ _____  6,276.50

T O T A L ______$29.218.87

Cash paid out in August, 1920 -------------------------------- _____  3,437.69

Cash on hand September 1, 1920 --------------------------- ___ $25,781.18

Insurance in force September 1, 1919 —  ---------
Insurance in force September 1, 1920 - ------------  .

___$2,894,925.00
___  5,568.400.00

G A IN  IN  O N E  Y E A R  __________________ ___$2,673,475.00

More than 2,000 property owners co-operate through the M ichigan Shoe 
Dealers M utual F ire  Insurance Co. to combat the fire waste. To date they  
have received over $60,000 in losses paid, and even larger amounts in d iv i
dends and savings, w h ile  the Company has resources even larger than  
average stock company. Associated w ith  the Michigan Shoe Dealers are 
ten other M utual and Stock Companies for reinsurance purposes, so th a t 
we can w rite  a policy for $15,000 if wanted. W e w rite  insurance on all 
kinds of m ercantile Stocks, Buildings and F ixtu res at 30 per cent, present 
dividend saving.

O N E  OF T H E  S TR O N G E S T  C O M P A N IE S  IN  T H E  S T A T E  

Dividend for 1920, 30 per cent.

If  you w ant the best. Place your Insurance in our Company. W e w rite  
Insurance on a ll kinds of m ercantile stocks and buildings.

The Name:
REPRESENTS:

Michigan Bankers and Merchants Mutual Fire 
Insurance Co. of Fremont, Mich., on your policy

Quality, Security, Protection
W ith  an im m ediate 
saving to  you of

W IL L IA M  N. S E N F , Secretary

Bristol Insurance Agency
“T h e A gency of Personal Service”

Inspectors and State Agents for Mutual Companies

STOCK INSURANCE vs. MUTUAL
350 Stock Companies in operation in U. S. today.
2000 M utual F ire  Insurance Companies in operation in U. S. today.
1500 Stock Companies have started in U . S.— 1300 fa iled , 16 per cent survived. 
2900 M utual Companies have started in U. S.— 700 fa iled , 76 per cent survived. 
Stock Companies sell indem nity a t a profit. (C om petitive  Agency system  

encourages over insurance, resulting in high expenses and loss ratio . 
Average expense, 45 per cent; loss, 50 per cent.

M utual Companies sell m axim um  protection a t m inim um  cost. (Reducing fires 
and keeping expense a t a m in ium . Average expense, 15-20 per cent; loss, 
25-30 per cent. Can you afford to patronize the costly old line system.

C. N . BRISTOL, Manager A . T . M ONSON, Secretary
F R E M O N T .  M I C H I G A N

The Grand Rapids Merchants Mutual 
Fire Insurance Co.

STRICTLY MUTUAL
Operated foi benefit of members only.

Endorsed by The Michigan Retail Dry Goods Association.
Issues policies in amounts up to $15,000.

Associated with several million dollar companies.

Offices: 319-320 Houseman Bldg. Grand Rapids, Michigan
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The Dreams You Dream For Your 
Children.

W ritten  for the T radesm an.
The dream s that yon dream ed about 

your children when they were born 
—have they come true? Are they 
coming true every day, or are you 
waiting? Have they failed altogether? 
W ere they wrong or mistaken 
dreams? W hose fault is it if they 
haven’t come true and never will? 
H eredity’s, or environm ent’s? O r 
just your fault?

Every m other builds air castles in 
which she places her new-born baby— 
castles so fanciful sometimes that even 
the most wonderful baby never could 
grow up and be really happy in any 
of them. But there are other air 
castles, real ones, and dreams so fine 
and sensible, so practical and possible 
of achievement that any devoted 
m other m ight make them  come true.

The worth while dream  about your 
baby, the only one w orthy of thought 
and plain and accom plishment—the 
only one, in fact, that can come true— 
is that of finding out as far as you 
can the actual personality of your 
particular baby, and in every possible 
way helping him to develop that. As 
Erville B. W oods of D artm outh Col
lege says in his rem arkable paper in 
the American Journal of Sociology, 
for July, 1920, “each personality is 
unique, in literal fact the only one of 
the precise kind ever struck off in the 
fortuitous commingling of innum er
able germinal cells of innumerable an
cestors.” He quotes Conklin’s “H e
redity and Environm ent:” “Every 
living being appears on careful ex
amination to be the first and last of 
its indentical kind.” The problem is 
to allow the child to grow in its own 
inner spirit and character to the full
est possible extent, with so much 
conformity to the conventions of the 
world about him as will enable him 
to be of service and a source of hap
piness to others.

To-day I heard a m other say:
“Bobby goes away to school this 

fall, thank goodness. I simply can
not manage him, and his father is too 
busy. I understand the discipline of 
that school is excellent; he will soon 
tone down and learn to mind.”

I know something of the dream  of 
that m other for her boy. W hen and 
how did it fail-—for it certainly did 
not come true? Somewhere there was 
a dreadful mistake, an oversight, a 
neglect; the little life stream  went 
astray and could not be brought back. 
Now somebody else must take charge 
of that life, with all the handicaps of 
the old error and the bad habits that 
have been allowed to accumulate. The 
boy may come back much improved— 
we have all seen that happen—but in 
the meantime there has been a loss,

and the w orst of the losses is a futile 
dream and a m other’s sense of failure.

A while ago I heard a father say 
of his badly spoiled little girl “Oh, 
she will come out all right. She has 
fine stuff in her, and by the time she 
come home from college she will be 
a fine young woman.”

Isn ’t it a shame to be looking for
ward to some future time when 
somebody else may be able to rectify 
your blunders, to patch up your ruin
ed dreams? To-day that little girl of 
four, six, eight; tha t boy of ten, 
twelve, fourteen, ought to be sweet 
and lovable, unselfish and helpful and 
considerate—the best possible child of 
tha t age. It is up to you now, and 
if your child, any child, isn’t fulfil- 
ing your dream it is because there 
was som ething the m atter with the 
dream, or, more likely, som ething the 
m atter with you.

Each day, to-day, every day as it 
comes should see your dream coming 
true. In the development of charac
ter you never can wholly undo the 
mistakes of yesterday. It is terribly 
true, as O m ar says:
The moving finger writes, and having

w rit
Moves on; nor all your piety nor wit 
Can lure it back to cancel half a line, 
N or all your tears wash out one word

of it.
Every day the life, training, educa

tion of a child ought to be completed 
as far as it has gone; fair and whole
some service and joy to others. Lives 
are of varying length; the task of 
education is never finished; develop
ing character is an expanding circle.

Many fathers seem to think tha t 
their task is done when they supply 
the means of keeping their sons 
housed and fed and clothed; when 
they have kept them alive long 
enough to send them to college with 
money enough to pay expenses, and 
tha t if after a while a few debts and 
skylarks have to be paid for it will 
all come right somehow. “He m ust 
learn by experience,” they say. Ah, 
but there are experiences that de
stroy character as well as those that 
strengthen it. Your child is getting  
experiences of every kind—you can
not help tha t; but you can in large 
measure select and in terpre t the kind 
of experience tha t he will get!

“Castles there are for every one, 
maybe; but every castle opens with 
a key.” T hat thought comes back to 
me from an old poem, and it is true. 
W ithin limits you can make of your 
child alm ost anything you please— 
along the lines of his unique person
ality; but you can’t do it with folded 
hands. W hat the man or woman is 
at tw enty, thirty, forty  is the result 
of w hat was done or neglected before 
he or she was six years old. If  you

i.V.'ATOV.'.V.'.Vffl

Quality—Service—Attractiveness— 
Durability

Constructed of heavy galvanized rust-resisting Armco Iron reinforced 
with bar steel, Dayton Display Fixtures will last a business lifetime. 
Metal bins for fruit and vegetables are perforated, preventing decay. 
The durable, white enamel finish protects from rust and permits of 
frequent washings, insuring cleanliness and sanitation. Mounted 
on roller bearing casters they are easily moved within the store 'qr 
to and from the sidewalk. A

i& X & fd c g ^ jix tu r jE

affords perfect display of from two to four times the quantity of 
goods shown by old methods. It is guaranteed to increase sales, re
duce delays, and increase valuable flpor space. Quickly pays for itself.
Many types in different sizes and combinations.
Write today for illustrated catalog.

P aten ted

THE
DAYTON
DISPLAY
FIXTURE

COMPANY

Dayton,
Ohio
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want to have anything to do with the 
kind of person your son or daughter 
is to be, you m ust do it in accordance 
with a plan and an intelligent under
standing of the character of the child 
in those earliest days when first it be
gins to show itself.

W e have all seen boys and girls 
come back from boarding school and 
college much improved; but the very 
saying of tha t implies tha t they went 
there embodying the failure of their 
early training of their parents’ dreams 
for them. I always wonder how much 
finer they m ight have been had their 
first years been guided wisely. Some
body “lost ou t” in those early days, 
and irreparable mischief was done. 
More often than not they never re
gain tha t close touch with their par
ents which is the only contact tha t in
sures the carrying out of the dream s 
that were dream ed for them when 
they were babies.

It is well to dream dream s for your 
children, but they will not make them 
selves come true.

Prudence Bradish.
(Copyrighted 1920.)

Biography of the Late Frank J.
Wheaton.

Frank J. W heaton was born at 
Burr Oak, Nov. 6, 1869. The family 
shortly after rem oved to M anchester, 
where the lad attended country school, 
finishing his edueation in the high 
school at Grass Lake. He then en
tered the laboratory of the E. J. 
W eeks D rug Company, at Jackson, 
rem aining with tha t house for about 
ten years. H e then w ent on the road 
for a D etroit wholesale drug house, 
rem aining in tha t capacity for three 
years. He then engaged as motor- 
man on the street car system  at 
Jackson. Three m onths later the car 
he was directing was smashed into 
by an interurban car which caused 
him the loss of a leg. This occurred 
April 3, 1903. F o r three years there
upon he was given employment in 
a dispatcher’s office of the M ichigan 
Railway Company, at Jackson, when, 
he formed a co-partnership with an 
associate and engaged in the drug 
business on E ast Main street under 
the name of Brow & W heaton. This 
business continued into M ay of last 
year, when he sold his in terest to his 
partner and purchased the F lat Iron  
D rug store. He continued this busi
ness up to the time of his death, which 
occurred on Aug. 24.

Mr. W heaton was m arried Sept. 
13, 1893, to a Jackson lady and they 
had one child, a daughter, now th ir
teen years of age.

Mr. W heaton was a member of the 
Masonic orders up to and including 
the Council, having served the latter 
as Thrice Illustrious M aster for sev
eral years. H e was also Secretary of 
the Michigan State Pharm aceutical 
Association for five or six years.

Besides his wife and daughter he 
leaves three b rothers and two sisters, 
all of whom were present a t the 
funeral, which was held at the late 
home of the deceased under the aus
pices of the F. & M. lodge No. 17.

Mr. W heaton was a man of strong 
likes and dislikes. He made many 
friends and accum ulated few enemies. 
He was courteous to all, greatly be
loved by his friends and respected by 
business men generally.

T H E  SIG N  OF Q U A L IT Y

Best Wheat—Perfect Milling 
That Make a Perfect Flour

There is a greater difference in flour than even women of experience in home 
baking realise.
The difference in quality always comes out in the baking. You could not 
induce thousands of women in Michigan to use any other flour than

Lily W hite
Look for the 
ROWENA 
trade-mark 
on the sack

“ The Flour the Best Cooks Use”
They stick to this flour year after year because it makes for them deliciously 
flavored, white, tender bread, rolls, biscuits, and flaky, melt-in-the-mouth 
pastry. It is an all-around flour. There are definite reasons why LILY 
WHITE is so good.
In the first place the finest wheat is used—a grain of just the right balance, 
neither too hard nor too soft. It has strength and nutrition to build health and 
make a 100% food. As we mill this wheat, it is cleaned four times, scoured, 
three times and then washed before going on the rolls for the first break. Only 
the hearts of the grain are used—the very best part. The most careful, scien
tific and sanitary milling converts the wheat into finished flour of wonderful 
texture, uniformity of granulation and color. FLOUR COULD NOT POS
SIBLY BE MADE BETTER.
Prove our claims for LILY WHITE by giving it a trial. It is guaranteed to 
give you absolute satisfaction. Ask for it at your dealer’s.

VALLEY CITY MILLING CO.
GRAND RAPIDS, MICHIGAN 

“Millers for Sixty Years”

a ria likp th ese are being run regu larly and continuously  in the principal papers throughout 
M ichigan. You w ill profit by carrying L ily  W hite Flour in stock  a t all t im e ^  thereby being  
placed in position  to supply the dem and we are helping to create  for L ily W hite  Flour.

DOLLARS vs. SENSE
It takes Sense to accumulate Dollars.

Sense on the part of the dealer calls for him to furnish the Trade with the 
Best Quality of merchandise at a price within Reason—

J i j C f / t l l f o j ’jC SELF R A IS IN G  PAN CAKE FLOUR
a n d  b u c k w h e a t  c o m p o u n d

FILL T H E SE  R EQ U IR EM EN TS IN EVERY SENSE
You Can Pay More—But Can Get No Belter Quality!

HENKEL’S comes packed:
1 1 4  lb. cartons, 2 doz. to case -------------- @ $1.25 per doz.
5 lb. sack, 10 to b a le ----- ----------------------- @ 3.55 per bale
10 lb. sack, 5 to b a le ----- ---------- ------------- @ 3.50 per bale

TH E SEASON IS O N —Most Jobbers have our Brand N ew  Stock.
G ive your order for immediate delivery and satisfy your trade.

Manufactured by

COMMERCIAL MILLING COMPANY, DetroitSm ile W ith  Us
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FANCY GOODS ̂  NOTIONS

Something of the W ool Situation. 
Wool dealers seem to believe that 

prospects of doing business have been 
helped by the opening of the woolen 
goods m arket for Spring, although it 
is a little difficult to see on w hat their 
hopes are based. The mills seem to 
be well supplied with raw material so 
far as quantity goes, but they may, 
of course, come into the m arket for 
special varieties if orders for fabrics 
are sufficiently large. The prospects 
for this at the m om ent do not seem 
to be very bright, but no one can tell 
w hat a day may bring forth. A 
bright spot was the upholding of 
prices for the finer varieties of wool at 
the London auction sales, but even 
there the quantities were not very 
large and much of the demand was 
from Continental buyers. Apropos of 
these London sales, it is w orth re
calling the clam or made by the Ameri
can Free Trade League when Great 
Britain took over the A ustralian and 
New Zealand clips for the period of 
the war and a year thereafter. This, it 
was vehemently declared, would give 
the English m anufacturer of woolens 
a decided advantage over his com
petitors in this country because the 
form er would get his wool cheaper. 
W hat really happened was tha t the 
British Government got so much wool 
tha t it has been only too willing to 
sell it to whoever needed it, and 
Americans have been large purchas
ers. The British even w ent so far 
as to send a large quantity  here to 
be disposed of at auction. I t  is an
nounced that auction sales of Aus
tralian wooll will be held next month 
at Melbourn, Sydney and Adelaide, 
but that the quantity will be limited 
to 100,000 bales. The prices obtained 
at these sales will afford a good line 
on the m arket. In  the local clothing 
field the principal topic of interest 
during the past week has been the 
resolve of a large m anufacturing con
cern to have all its w ork done out of 
town in order to avoid the excessive 
expense here because the union mem
bers have been “laying down” on 
their w ork and producing only about 
45 per cent, of their form er output. 
W hether the example will be largely 
followed or not is still a question. But 
it will certainly cause the w orkers to 
cease asking further concessions.

cept for the opportunity they afford 
for the speculative contingent. U n
less an early frost comes the cotton 
crop of this year will exceed the aver
age of the last four years, and, with 
the carryover, be more than ample 
for all needs. Consumption is not 
keeping pace. The old theory was 
tha t each year should show a certain 
percentage of increase in consum p
tion over the year before. This does 
not seem to be borne out by the facts. 
People in poverty stricken countries 
are managing somehow to do without, 
and this is by no means the exception 
in countries which are not poverty 
stricken. The continued upward trend 
in the price of cotton was stopped 
some time ago and is not likely to be 
resumed in the near future unless 
there should be a failure of the crop. 
The belief in this helps to account 
for the dropping in the prices of cot
ton fabrics. In  some constructions 
of gray goods it would look as though 
bottom  had been reached, but buyers 
are not yet sufficiently convinced of 
this to order with freedom and make 
comm itments far ahead. Buying of 
wash goods for Spring will now be
gin in some volume, and the next 
week or so should show how retail
ers feel on this subject. In  knit goods 
the situation shows no change, al
though Spring prices, now so long 
delayed, ought to be set before the 
end of the month. H osiery prices still 
rem ain in doubt, with the general im
pression tha t they will be lower.

Prices Made For Spring Woolens.
As to the prices determined on for 

the Spring fabrics, one thing alone is 
indisputable, viz., th a t they are lower 
than they have been officially for sev
erally years. This m ust be further 
qualified by saying this is the case so 
far as made public, because every ef
fort seems to have been made to keep 
secret the prices fixed. Such a course 
always provokes the suspicion tha t 
prices may not be the same for all 
custom ers. A cut of 20 per cent, or 
so is shown in certain numbers, but 
there is no real way of making a com
parison because prices were not quot
ed for the Spring of 1919 and 1920. 
W hen the prices are compared with

Cotton Consumption and Fabrics.
W eather is the thing which seems to  

be the m ost prom inent as a factor ju s t 
now in determ ining the betting in the 
cotton exchanges. Every inch of rain 
is potential and made the m ost of. 
As a result there were some quite 
violent fluctuations in the quotations 
last week, each upturn being counter
ed with a downward plunge. Basic
ally, these are of very little value ex-

We  are manufacturers of

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

CORL-KNOTT COMPANY,
Comer Commerce Ave. and 

Island S t
Grand Rapids, Mich.

Can We Look For You?
O ur last w eek’s announcem ent to ld  you

abou t our $250,000 CITY  D A Y  to  be  held  
T uesday  Septem ber 21, W ednesday  Sep
tem ber 22 and T hu rsday  Septem ber 23.

W ith  m arke t conditions m ore or less un 
settled  and m ost m erchants know ing no t 
w h a t to  do, it w ill be  w ell w orth  your w hile  
to  visit us during  th is sale, for th e  follow ing 
reasons:

U In order to instill confidence in merchants that the basic 
fundamental conditions are sound, we have a proposi
tion which will get you the business at a profit, without 
any risk on your part. Our salesmen can tell you about 
it or you can find out about it when you are in the 
House. We have not space here to go into further 
detail*

2. We want you to come and see what we are doing to 
better serve you, especially now when we are doing our 
remodeling and redecorating. We want you to see and 
know that we have as modern and up-to-date a plant 
as there is in the country.

3. The West Michigan State Fair will be held at that 
time and it will be well worth your while, also the 
merchants of Grand Rapids will hold Dollar Day, which 
is a merchandising event well worth your study.

4. Regardless of all other reasons our biggest reason is 
to sell you all the merchandise you need for Fall, during 
this sale at prices which you cannot get anywhere else. 
So come prepared to buy your wants in a large way. 
We are going to have such a REAL SALE that you 
will not be able to resist making large purchases at 
that time*

In as m uch as w e a re  going to  serve 
lunch and  provide en terta inm ent, w e w ish 
y o u  w ould sign and  re tu rn  th e  a ttached  
coupon accepting our invitation  to  a ttend  
th is sale. It w ill only  tak e  you  a  m inute  
to  fill it ou t and  m ail to  us and  it w ill enable 
us to  m ake our p lans so as to  adequate ly  
tak e  care  of you and  your friends a t  th a t 
tim e.

GRAND RAPIDS DRY GOODS CO.
Grand Rapids, Mich.

Exclusively Wholesale No Retail Connections

D ate__________________________________

I w ill attend your $250,000 C IT Y  D A Y  S A L E  on Tuesday, September 
21, W ednesday, September 22, Thursday, September 23. (D ra w  a line  
under date or dates you w ill be here.)

I w ill be accompanied by friends so th a t you can get ready for

_______________________ meals.

W e have the follow ing suggestions to m ake:

Nam e

Address

4
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those for the Spring of 1918, which Similar comparisons m ight be made can W oolen Company. Two days be- down its mills for two m onths so as
is the latest to be had, they show in- for certain other fabrics the prices of fore the company published page ad- not to produce any goods for which
creases of from 25 to 30 per cent., and which have been made known, al- vertisem ents explaining its position it did not have an order which stuck,
those in turn were about 150 per cent, though no uniformity is shown in the and incidentally urging the m erits of The company’s announcem ent led the
above those of two years before. Much reductions made. One theory in the the extra $20,000,000 of common stock trade to believe that there would be
was made of the quotation on the trade was tha t the best reductions which it recently issued and which it some drastic cuts in prices for Spring
Fulton 3192 serge, an 11-ounce fabric, have been made on goods for which regretfully stated was quoted at 20 fabrics, and the opening attracted
which used to be regarded as a kind there will be least call. A nother was per cent, below par. I t also stated more attention than it otherwise
of key to values, although it is no that the company wished to protect that the indictm ents against the com- m ight have done. Aside, however,
longer so. The reduction in price of custom ers who still have much of pany were “notice to the trade by the from this there was a conviction that
this was only seeming because com- certain fabrics left over. But nearly Government that the prices for wool- prices would have to be reduced, not
parison was made with the peak price all agreed tha t noit much business will en cloth m ust be reduced.” This, it only because of the great drop in the
asked for this Fall. Compared with be placed at the new figures and tha t was asserted, caused cancellation of cost of raw w ood  but likewise be-
the price for the Fall of 1919 it is $1.05 the next set to come out will be on orders despite the fact that the indict- cause there would be no m arket for
greater per yard, or 40 per cent. more, lower levels. ' ments were dismissed. The total of woolen fabrics at the old prices. Re-
This fabric was priced for the Spring  ____  such cancellations on the books of cent auction sales of woolens also in-
of 1914 at $1.07^2 per yard. The new American Woolen Corflbany’s Posi- the company amounted to more than dicate th, t cutters would only buy at
price is $3.67J-2 . There does not seem tion. $40.000,000, or, as stated, “sufficient to reductions.
to be sufficient reason for the jump More interest than usual attached give employment for two m onths to -------- -----------------
this Fall to $4.50 per yard, or even to to the formal opening last Thursday all our w orkers.” Apparently, to Small things become great when a 
the reduced figure for next Spring. of the Spring offerings of the Ameri- even up things, the company shut great soul sees them.

PAUL S T E K E T E E  & SONS
WHOLESALE DRY GOODS

GRAND RAPIDS, MICHIGAN

You can buy  here  a Complete stock of D ry Goods, D raperies, H osiery, U nderw ear, etc.
A ll goods first-class in every w ay  and  up-to-date—th e  reliable products of dependable mills 

only, the  follow ing lines a re  show n in g rea t variety , ready  for shipm ent:

Brown Sheetings Printed Lawns White Goods
Bleached Sheetings Galatea Nainsooks

W'ide Sheetings W oolen Dress Goods 
Storm Serges

Piques 
Bed Spreads

Sheets and Pillow Cases Poplins Damasks
Cotton Ducks Suitings Laces
Tickings Flannels Handkerchiefs
Denims Outing Flannels Crinoline
Prints Wool Blankets Linings
Percales Comfortables Underwear
Ginghams Taffetas Knit Goods
Organdies Messalines Sweater Coats
Silk Hosiery Silk Lisle Hosiery Cotton Hosiery

D uring F a ir W eek— Sept. 20 th  to  24 th  w e will offer m erchandise from  all our departm en ts 
a t special price reductions.

QUALITY MERCHANDISE RIGHT PRICES PROMPT SHIPMENTS

Christmas Approaches!
On the floor now in Holiday Boxes

CHRISTMAS NECKWEAR 
CHRISTMAS SUSPENDERS 
CHRISTMAS HANDKERCHIEFS 
CHRISTMAS GARTERS 
CHRISTMAS ARM BANDS

Fancy Special Packing. Get in on an early selection.

T i a n i e l  ‘P a t t o n  &  C o m p a n y

G R A N D  R A P I D S
T h e M en’s  F u rn ish in g  G oods H ou se  o f M ich igan

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

&



¿o M I C H I G A N  T R A D E S M A N Septem ber 15, 1920

Exam ination of Results of Frozen 
E gg Products.

A recent bulletin (No. 846) of the 
United States D epartm ent of A gri
culture by H. W. Redfield, is entitled, 
“Examination of Frozen Egg P rod
ucts and Interpretation of Results.” 
Its ninety-six pages are filled with the 
results of elaborate investigations, 
conducted by the author with the as
sistance of a number of members of 
the Bureau of Chemistry, to study 
critically the methods of analysis ap
plied to frozen egg products, to as
certain whether these methods might 
be standardized so as to give concor
dant results when a number of an
alysts examined the same product 
simultaneously, and to learn w hether 
the results of standardized methods 
would truly reflect the known quality 
of carefully prepared samples.

The research was conducted in the 
summer of 1917, the details being fully 
described in the bulletin. A series of 
samples was prepared from the dif
ferent grades made commercially, al
lowing the breakers to follow their 
usual system of grading; a similar 
series in which the grading was done 
by members of the Bureau of Chemis
try ; and a series including a com
posite sample of each class of eggs 
considered inedible in so far as they 
were obtainable.

The prelim inary investigation in
volved the bacteriological, chemical, 
physical and microscopical examina
tion of absolutely fresh eggs, yolks 
and whites mixed under aseptic condi
tions. of fresh eggs yolks and whites 
separated, also of cold storage eggs 
considered edible after similar m eth
ods.

The results of these analyses are 
given in the first seven tables of the 
bulletin, which record the results in 
detail and in averages.

In the discussion of the results of 
this prelim inary investigation atten
tion is called to the fact tha t the an
alytical results agreed rem arkably 
whether the samples were purchased 
and examined in New York, Phila
delphia, W ashington, Chicago or San 
Francisco, indicating that but one 
basis of judgm ent as to quality is 
necessary for the whole of the United 
States.

In the progress of the investigation 
frozen egg samples were prepared in 
four commercial houses. The m anu
facturers are said to have shown a 
gratifying spirit of co-operation. As 
nearly as possible identical types of 
samples were prepared in different 
houses with different raw materials, 
different equipment and different 
breakers.

The results of the analysis of this 
multitude of samples occupy some 
thirty-six pages of the bulletin, in 
which are given the physical condi
tion of each sample and, in particular 
and by averages, the findings as to 
total solids, ammonia nitrogen, acid
ity of fat, reducing sugar, indol, ska- 
tol and the number of organism s per 
gram, including specification of acid 
producers, alkali producers, and con
firmed B. coli.

Among the exhaustive conclusions 
drawn from these tabulations (as to 
which those most particularly inter
ested are referred to the bulletin) we 
may mention here the following:

T hat several analysts when exam 
ining the same samples at the same 
time, by methods modified during the 
investigation, and fully described in 
the bulletin obtained results in close 
agreem ent.

Differences in analytical results 
parallel to a marked degree the re
sults of physical examination of the 
eggs composing the samples.

Eggs showing practically no de
composition occur in ordinary break
ing stock, even in August, implying 
that the degree to which such eggs 
are present is proportional to the care 
with which they have been gathered, 
coded  and handled.

The products prepared experim ent
ally by the investigators showed some
what less decomposition than those 
prepared commercially from the same 
raw materials.

The analyses show that leakers 
should be opened in the breaking 
room  rather than in the semi darkness 
of the candling room  where proper 
grading is declared to be impossible.

A comparison of results from first 
grade whole egg with those from 
second grade (when two grades of 
edible porducts are made) leads the 
author to the conclusion that such 
grading is impracticable with break
ing stock eggs. I t is stated tha t in 
the samples of commercial second 
grade the figures for nitrogen am 
monia, acidity of fat, etc., indicate an 
unsatisfactory character of the prod
uct.

Analysis of the drip from breaking 
knives and trays showed that it was 
unfit for food.

In terpretation  of Results.
The author has worked out an in

genious plotting of analytical results 
to derive a line of demarkation be
tween samples deemed edible and 
those deemed inedible; also m athe
matical form ulas to express this line 
from the elements of the analyses. He 
says that in deciding w hether or not 
a frozen egg product is edible it is 
only in extrem e cases tha t depend- 
ance can be placed upon the deter
mination of any one constituent. In 
all ordinary cases all the analytical 
figures m ust be considered in their 
relation to one another. It was im
possible to devise a composite form 
ula which would separate absolutely 
the two classes of products but by 
giving the m anufacturer the benefit of 
the doubt a formula was devised 
which is said to serve admirably for 
white, whole egg, yolky m ixtures and

You Make
Satisfied Customers

when you sell

“SU N SH IN E”
FLOUR

BLEUDEO FOR FEMILY USE
THE QUELITY IS STEHDERD AMD THE 

PRICE REASOHABLE

Genuine Buckwheat Flour 
Graham and Corn Meal

J. F. Eesley Milling Co.
The Sunshine Mills 

PLAIN WELL, MICHIGAN

SEND US ORDERS F I E L D  S E E D S
WILL HAVE QUICK. ATTENTION

B otif Phones*1217“***** MoSeley Brothers, G R A N D  RAPIDS, MICH.

M. J. DARK  
Better known as Mete 
23 rears experience

M. J. Dark & Sons
Wholesale

Fruits and Produce
106-1*8 Fulton St.. W.

1 and 3 Ionia Ave., S. W.

Grand Rapids, Michigan

WG HANDLE THE BEST GOODS OBTAINABLE 
AND ALWAYS SELL AT REASONABLE PRICES

h t

"Calls the Appetite” j

»UT MARGARIN 
OLEOMARGARINE

1 T T [
_ Ia M r  1 —P« SljPOEN WjltBIITT|co.ollc|co
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W E ARE
E X C L U S I V E
DISTRIBUTORS

FOR

“Dinner Bell”
ALWAYS FRESH AND S W EE T

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 N E A R E ST  BRANCH  W ILL SERVE YOU

" W O R CESTER  S A L T ”
Takes the "Cus" Out of Customers

SEND US YOUR ORDERS

BUTTER
CHEESE
IVORY Non-hardening 
TABLE
FARMER SPECIAL 
BLOCK STOCK

ALT

It Pays the 
To Sell the BEST

KENT STORAGE CO., Grand Rapids, Michigan
DISTRIBUTORS

M I L L E R  M I C H I G A N  P O T A T O  CO.
Wholesale Potatoes, Onioos

Correspondence Solicited

Frank T. Miller, Sec’y and Treas.* vrrand Kapids, Michigan
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unsugared yolk prepared from either 
fresh or storage eggs. This formula 
and the method of its determ ination 
are fully described in the bulletin. I t 
is said to separate the samples into 
edible and inedible groups which 
agree with the classification based up
on the known quality of the raw ma
terials from which they were made.

The bulletin gathers together in 
tables the average results for the dif
ferent groups of egg products, with 
their formula values.

M ethods of examination of samples 
are clearly and minutely described in 
the bulletin, dealing with each partic
ular determ ination; also methods of 
taking and handling samples, the la t
ter including eggs in the shell as well 
as liquid or frozen eggs. This de
partm ent of the bulletin is exhaustive, 
occupying some tw enty pages. I t can 
but prove to be a m ost valuable com
pendium.

Apples Can Be Made Into Cider 
Vinegar.

W ashington, Sept. 13—Growers of 
grapes, apples and other fruits which 
will produce juice which will in turn 
produce alcohol are deeply interested 
in and som ewhat confused by recent 
rulings of John F. Kramer, Prohibi
tion Commissioner. One thing that 
is certain is that a grow er can turn 
his apples into cider and let it turn 
into vinegar w ithout fear of getting 
into trouble regardless of the percent
age of alcohol tha t may develop dur
ing the vinegar making. Selling the 
cider will be a different process be
cause even sweet cider may have more 
than one-half of one per cent, alcohol, 
and this will be contrary to law.

Because of this ruling various State 
officials in apple regions are advising 
farm ers to make cider and put it away 
to become vinegar, which is a safe and 
legal process and will probably yield a 
satisfactory profit, especially for low- 
grade fruit.

A person producing home-made bev
erages from fruits will have to use 
his own discretion in determ ining 
w hether the alcoholic contents is in
toxicating in fact. The prohibition 
people will not lay down any percent
age such as 2, 5 10 or 15 per cent, of 
alcoholic contents in home-made bev
erages.

If a person can drink a wine with 
15 per cent, of alcohol in it, and it is 
not in fact intoxicating—that is, if he 
can walk out the front door of his 
home and down the steps w ithout a t
tracting  attention such as staggering 
or calling the neighbors bad names, 
all well and good. If arrested and car
ried before a court, the judge will be 
the person to determine if the bev
erage was intoxicating fact.

Beverages from the ordinary fruit 
juices are capable of “kicking” up 
quite a lot of alcoholic content when 
iet alone and with nothing added to 
make them ferment, and under this 
recent ruling it will be unlawful to 
add anything. N othing but the natural 
ferm entation of fruit juices is to be 
allowed.

Only a fruit juice that ferm ents by 
the orderly process of standing is 
lawful. H ere is the way some of the 
juices act when left strictly  .alone, 
w ithout addition of sugar or applica
tion of heat:

Blackberry juice will contain as 
much as 4 per cent, of alcohol.

Concord and similar types of grapes 
can be hardly expected to register 
higher than 10 per cent.

The m uscat grape of California, 
having a higher sugar content, will 
go to 15 or 16 per cent.

The berry juices generally have the 
alcoholic content nearest the limit set 
by the drys. Loganberries and the 
sweeter variety of cherries come in 
the same class. All contain about 4 
per cent, of alcohol.

Prohibition officials are going to be 
strict for the prevention of home m an

ufacture of beverage in which sugar 
or anything else has been added to 
aid the ferm entation. Such action is 
forbidden under the revised statutes. 
A nything added makes ‘a mash fit 
for distillation” which is absolutely 
prohibited. Preparation of such a 
mash would make the holder liable to 
both arrest and im prisonm ent and the 
home a seizure as a distillery. The 
offender would be liable for an occu
pational tax and for a tax on the 
product.

H ere is the law on this point:
“No mash, wort, or wash, fit for dis

tillation or for the production of 
spirits or alcohol, shall be made or 
fermented in any building or on any 
premises other than a distillery duly 
authorized according to law. . . .
and ,no person, other than an author
ized distiller, shall, by distillation, or 
by any other process, separate the al
coholic spirits from any ferm ented 
mash, wort, or wash. . . . Every
person who violates any provision of 
this section shall be fined for each of
fence not less than $500 nor more than 
$5,000, and be im prisoned not less 
than six months, nor more than two 
years, provided, further, that nothing 
in this action shall be construed to 
apply to fermented liquors or to fer
mented liquors used for the m anu
facture of vinegar exclusively.”

Persons desiring still further in
formation on the cider situation 
should write to John F. Kramer, 
Prohibition Commissioner, W ashing
ton, D. C.

The Vinkemulder Co.
Grand Rapids, Michigan

Apples Peaches 
Plums Pears 
Grapes Onions

in car lots and less

You will deal with us profitably

Bel-Car-M o
Peanut Butter

The mom ent others see tha t money
grabbing is your dominant passion, 
then the bud of your nobility perish-

COLEMAN <Br»nd)
Terpeneless

LEMON
and Pure High Grade

VANILLA EXTRACTS
Made only by

FOOTE & JENKS
Jackson, Mich.

8 oi. to tOO lbs.

A quality in foodstuffs that you can guarantee your 
customers. The kind of goods that holds the 
patron to the store that sells it. Give it a promi

nent place on your shelves.

Order from your Jobber

Kelt Big Even! ETHEL DARE
The 18 year old superwoman who has astounded the amusement world by performing 
feats never before accomplished by a living aerial acrobat. See her hang by her 
teeth by her toes and change planes in mid air.

432-O T H E R  STELLAR ATTRACTIONS—432

Fireworks Pageants 
Every Evening.

Acrobatic Auto.
See the auto leap the 
gap.

Free Vaudeville 
10 Big Acts

Farm Products Show 
Livestock Show

Horse Races 
$6,000 Purses $6,000

Battle of
Chateau Thierry

Diving Nymphs 

Midway 

Joy Zone 

Forestry Show 

Automobile Show

OPEN EVENINGS GRAND RAPIDS OPEN EVENINGS
Pre War Admission: 50c 7 A. M. to 5 P. M. 50c 25c 5 P. M. to 11 P. M. 25c

REDUCED R ATES ON ALL RAILRO ADS
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Michigan R etail Ha» w are Association.
P resid en t—J. H . T,ee, M uskegon.
V ice-P resid en t— ’ u. n : n G. Popp, S a g 

inaw .
Secretary—A rthur J . S c o tt, Marine 

C ity.
T reasurer—W illiam  M oore, D etroit.

Guarding Against Danger of Waste 
in the Tinshop.

W ritten  for th e T radesm an.
If the tin shop doesn’t pay the 

hardw are dealer, it is probably be
cause of little, undetected leaks that 
eat up the potential profits. That, at 
least, is the view of experienced hard
ware dealers who have studied the 
problem.

“W aste is the entire trouble,” 
stated one hardw are dealer who has 
a successful tinshop departm ent. 
“You have got to watch the shop 
closely to make it pay. But it is a 
useful departm ent and can be made 
a good money maker.

“The first waste,” he added, “is in 
m aterial. T hat is, in raw stock. At 
the present time, when there are so 
many uses to which sheet metals are 
put, it pays to keep alm ost every scrap 
of galvanized iron, tin or black iron. 
As it is, it is no unusual thing to 
find pieces of scrap tha t m ight be 
used thrown heedlesly into the dump 
box. Pieces of scrap quite big enough 
and good enough to be used for re
pair work, such as bottom s for pails, 
lanterns, or for covers, etc. Some 
workmen seem to  think tha t any
thing like this m ust be cut out of a 
whole sheet. I t is just in this very 
item that a lot of waste is involved.

“All this scrap should be put away 
until slack times, as during the win
te r m onths, and then cut up by the 
apprentice into step flashing, outlets, 
end pieces, ferrels, etc. O r another 
good use for scrap galvanized iron, 
or, in fact, iron tha t has .been used, 
is to cut it up into roof patches, about 
3 x 7  inches, and tie them  in, say 10- 
lb. bundles. I find tha t my carpenter 
custom ers are glad to buy these at a 
fair price to do repair work on shingle 
roofs.

“There are several o ther things in 
connection with m aterial tha t it will 
pay to watch. Thus, you should save 
all pieces of scrap brass, copper, zinc, 
lead, etc., old or new, and sell to the 
metal man. I t  pays. Then, too, 
watch carefully for possible waste in 
solder. There are apt to be serious 
leaks in tha t one item, particularly 
w here, inexperienced helpers are in
volved. I find tha t in a shop where 
gas or gasoline is used for heating 
solder, iron, etc., it is quite easy to 
save, by careful oversight, at least 25 
per cent, of this expense. This ap
plies also where charcoal is used.”

A nother im portant item is waste 
time. M ost hardware dealers agree 
that this is the most serious item of 
waste.

“Did you ever stop to think,” asked 
one dealer, “that one non-producing 
hour out of every eight means that 
you make practically nothing for 
tha t m an’s time, after allowing for 
the cost of doing business? This is 
not so noticeable where you have 
only one or two employes, but it 
looms up a large item  where you 
have a big staff. If you expect to 
make anything out of the tinshop, 
this m atter of waste time m ust be 
watched very closely. I know of no 
better way of doing this than by a 
proper system of keeping track of 
eveiy five m inutes of the day and 
seeing that it is properly accounted 
for. This can be done by the time 
card. You then have the whole thing 
right in your own hands.”

This dealer enum erated a number 
of possibilities of time waste, which 
every tin shop should aim to avoid. 
They include:

Late starting, waiting a half hour 
for the shop to warm up.

Lost time through poor lighting 
facilities.

Lost time going to and from jobs.
L ost time through employes leav

ing their jobs 15 or 30 m inutes be
fore the proper time for quitting, 
when they think the boss will not 
know it.

L ost time through allowing visitors 
access to the work shop to talk with 
employes.

Lost time through cutting out un
necessary patterns, when only one 
article of its kind is needed.

This dealer told a story to illustrate 
the last mentioned class of waste. 
Some years ago, a supposedly A -l 
mechanic had a furnace repair job to 
do in which case a taper 90 degree 
elbow .10^4 inches to 8 inches was re 
quired. I t  took him two hourr- to 
lay off and make this elbow. A short 
time after another job somewhat 
similar came along and was given to 
another employe draw ing the same 
wage, and in less than half an hour 
the elbow was finished—in one fourth 
the time and this w ithout a pattern  at 
all. This waste,could have been saved 
by giving the right job to the right 
man.

“If you have a num ber of em
ployes,” added the hardw are dealer, 
“and are not a practical mechanic 
yourself, or find tha t you cannot 
spare time to oversee the departm ent, 
secure a good, live, com petent man 
as foreman and put it up to him to 
make good, giving him all the en
couragem ent you can. Then, do as 
few ‘thank you’ jobs as possible. 
Have work planned ahead so tha t no 
man is kept waiting for a job, when 
he is through with the one he has. 
Finish up every contract job as much 
as possible before beginning another.

This applies especially to furnace 
work, roofing and troughing, where 
materials and tools have to be carted 
to and from work.”

A nother phase of waste is in poor 
figuring on jobs. This is a sort of 
underdrain on the business, not so 
easy Jo detect as wasjte in time and 
materials.

“Do you know,” said one man 
whose tinshop is a profit maker “I do

evEREADy
~__gTO H A G E B A T T E R Y
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SHERWOOD HALL CO., LTD.,
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SIDNEY ELEVATORS
Will reduce handling expense and speed 
up work—will make money for you. Easily 
installed. Plans and instructions sent with 
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giving kind machine and sue platform 
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■■ ' a money saving price.
Sidnov Elevator Mnfg. C o., Sidney, Ohio
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Saginaw Brick Co., Saginaw 
Jackson-I ansing Brick Go., Rives 

Junction

Signs of the Times
Are

Electric Signs
Progressive merchants and manufac

turers now realize the va/aa of Eftcfrfs 
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believe tha t comparatively few of our 
ordinary tinshops ever take the 
trouble to figure up to see if they 
have made anything on contracts 
taken and completed. In fact m ost 
of them could not if they would, as 
no record is kept of time and m aterial 

| on the job. W hat is the result? W hy, 
;; when the next job comes along for 

a price, the p roprietor says, ‘Well, I 
I  guess I came out all right last time, 
|  so here goes on this one’—and all the 
I time, quite likely, he is losing money 
I on both jobs.

“The taking of contracts foo cheap 
9  is, to my mind, a very serious leak, 
I and a quite common one, too. Fail- 
| ure to charge work done is another 
|  leak. If we only had the value of 
I all work done and not charged, 
I through oversight or forgetfulness, 
I it would enable us to take a few 
I weeks’ holidays with plenty of spend- 
I ing money.

“Failure to collect and bring back 
I m aterials left over from jobs is an- 
I other frequent source of loss. I, per- 
I sonally, have discovered goods left in 
I other people’s cellars when jobs were 
I completed—stuff forgotten for years, 
I and found only through accident. The 
§ loaning of tools is another leak tha t

if could be remedied easily enough by 
. charging them  against the borrow ers 
! and giving credit when they are re- 
H turned.”

I t is im portant to charge against 
I  each job everything done in connec- 
I tion with it. You may trim  the price 
■ or rebate if you feel like it; but at 

X least you know then w hat the job 
X cost you and w hat you are making, 
I  and the customer gives you credit in

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

Grocers’ Display Counters

No. 46

This glass front counter shows the goods. Goods well 
displayed are half sold. Are you interested? If so, let 
ua give you full particulars and price.

DETROIT SHOW CASE CO., Detroit, Mich.

good will for w hat you allow him. 
W hen you merely overlook an item  or 
two, it means that you don’t know 
w hat the job is costing—and ten to 
one the custom er who is getting  a 
low price through your oversight 
kicks on what you charge him.

Then, put your best and highest- 
priced men where they will make you 
money. D on’t put a $6 a day man 
on a $3 a day job.

Don’t set your best journeym an to 
do som ething tha t can be done just 
as well by a beginner.

A nother item is cartage, which 
should be charged against every jab. 
It is an item in the cost that is very 
often overlooked.

I t  will pay, even with a first class 
foreman, to know your tinshop de
partm ent thoroughly, and to check up 
its operations from time to time to be 
sure that everything is running satis
factorily. A good tinshop in connec
tion is an asset to any hardware 
store; but efficiency and economy 
can hardly be obtained w ithout a 
certain amount of care and watchful
ness. V ictor Lauriston.

Woman.
B urden-bearer and born to bear thy race. 
P atien t, w illin g  . loving and w ith  grace  
E v e r  bringing com fort to th ine own  
K now ing th ey  are but th y  v ery  bone-; 
N ever tak in g  only p leasure’s  w ay  
B u t unselfifish ly by n igh t or day  
T urns't a  lis ten in g  ear to catch  som e sigh  
w hich thou fe ign  w ould 'st stop by being  

nigh.
N or w ith  all th y  cou n tless cares anew  
D o th y  service  days bring ’ere to you  
A ught but joy—w hich joy  the greater  

grow s
•Even though th y  serv ice  su ffering know s—  
Thou indeed dost seem  a very  part 
Of th a t G reat E ternal, L oving H eart 
W hich—w hen first the world its  courses  

ran
F ash ion ed  fa ir a com forter for m an.

Charles A. H eath .

Don’t Fail to Visit the

West Michigan State Fair
Sept. 20-24--]

The Fair Association Announcements show that the fair 
this year is to be a notable EDUCATIONAL EXHIBITION 
with most unusual displays and contests among the AGRICUL
TURAL, ANIMAL AND COMMERCIAL EXHIBITS, because 
the premium awards are higher than ever and very attractive.

NO FAIR WOULD BE COMPLETE WITHOUT 
AMUSEMENT FEATURES AND THIS WILL BE THE 
GREATEST ENTERTAINMENT SEASON EVER OFFER
ED TO OUR VISITORS. AMONG THEM WE NOTICE:

One Ring Circus
Girls Swimming and Diving 

Exhibition
Hawaiian Village
Army Display of War Relics 

and Moving Pictures (free)
Aviation Exhibits by five 

aeroplanes from the Grand
Rapids flying field.

Fireworks! Pageant of the 
World War Magnificently 
Portrayed.

Flying Trapeze Artists

Slide for Life by a Japanese 
Athlete

Automobile Show (free)
Southern Plantation Show
Building Material Show (free)

ETHEL DARE, the only 
woman aviator to change 
planes in mid-air

Horse Races by the fastest 
horses in the State, Large 
Purses.

Four Novelty Clowns to 
please old and young

In addition to above and other novelties you can

FROLIC ON THE MIDWAY
With the best and highest class shows on the road.

THE FAIR IS OPEN EVENINGS

We are glad to help advertise the FAIR because we think 
it will be worth while—enjoyable and instructive. And we 
especially invite merchants to come in and inspect in person our 
great exhibit of

HOLIDAY MERCHANDISE
On display in our spacious salesrooms, where we show China- 
ware, Silver, Glass and Metal Novelties and Dolls, Toys, Books 
and Games from over

1,200 FACTORIES
Write to us for Hotel Reservation.

H . Leonard &  Sons
Commerce Ave. Grand Rapids,
at Fulton St. Michigan
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G ra n d  C o u n c il  o f  M ic h ig a n  U . C . T .
Grand Counsellor—H . D. R anney, S a g 

inaw.
Grand Junior C ounselor—A. W . S tev 

enson, M uskegon.
Grand Secretary  — Morris H eunian, 

Jackson.
Grand T reasurer—H arry H urley, T rav

erse City.
Grand Conductor—H . D. Bullen, L an

sing.
Grand P age—George E . K elly , K ala

m azoo.
Grand Sentinel—C. C. C arlisle, M ar

quette.

Salesmen’s Suggestions Should Be 
Unselfish.

So many wholesale salesmen have 
an “axe to grind” in making sugges
tions to retail dealers that good ad
vice often falls on deaf ears. This, 
at least, is the opinion of a retailer 
who is constantliy on the lookout for 
information he can use in his business, 
but who adm its having difficulty in 
separating the wheat from the chaff. 
Salesman counsel, he stated further, 
has suffered considerably from efforts 
made in past months to sell goods be
cause the price would be higher later 
on.

“The m erchant who turns a deaf 
ear to the counsel and suggestions 
of salesmen visiting him,” he said, 
“may seem rather unprogressive, but 
the fact is that the salesmen often 
put their own ends above the in ter
ests of their customers. And it is a 
fact that friendly co-operation be
tween salesmen and m erchant has 
suffered a hard blow in the events of 
the last year. F rom  every side, the 
m erchant was urged to buy goods be
fore the next advance came along. 
Now that the price bottom  has drop
ped out of many articles, it will not 
be an altogether pleasant task for the 
salesmen to go back and m eet the 
custom ers he fooled.”

“The salesman who honestly wants 
to give the benefit of his experience 
to his customers,” he continued, “will 
try  to avoid the suggestion of plans 
too evidently based on selfish motives. 
Thus, if a salesman selling clothing 
will only go out of his way to pick up 
information on improved ways of 
selling furnishings, the m erchant will 
be more apt to consider w hat he has 
to say. In  the same way, the neck- 
wear salesman ought to pass along 
a few tips on clothing, and not re
strict his efforts entirely to pushing 
the sale of neckwear.

“There is not the slightest doubt 
in my mind tha t the m erchant recog
nized that an observing salesman, who 
visits several retailers in the course 
of a road trip, m ust come across in
formation which is invaluable to him. 
But when the dealer grows suspicious 
of the salesman, even the profitable 
suggestions are not considered. T hat 
same dealer will travel miles and 
spend good money to attend a con
vention at which he will get only a

couple of ideas tha t he can apply to 
his business, yet he is ap t to spurn 
the same ideas if they come from  a 
salesman who has no t been establish
ed in his confidence. The answer is 
tha t when the wrappings are removed 
from w hat the salesman has to say 
there is often disclosed the usual 
colored gentleman in the woodpile.

“So, for the benefit of salesmen who 
often find custom ers stubborn about 
adopting new ideas, my advice is to 
be sure that the suggestion ventured 
is not too selfish a one. The selfish 
ideas can be worked in, but they 
ought to be coated w ith some others 
that are more disinterested.”

Where Are They Located?
The Tradesm an would like to as

certain the w hereabouts of the fol
lowing gentlemen. Can any of the 
readers of the Tradesm an help us lo
cate them?

F. U. Jones, form erly of T rout 
Creek.

W alter Nelson, form erly of Grand 
Rapids.

W. H. C. Bentham, form erly of 
T erre H aute, Ind.

Max Nowaczyk, form erly of Grand 
Rapids.

H. F. Badgley, form erly of Cadil
lac.

Reuben R. Sliter, form erly of Cad
illac.

R. L. Lorraine, form erly of Bellaire.
Lewis E* Davies, form erly of Grand 

Rapids.
F. E. Ingraham , formerly of Berla- 

mont.
Jas. A. Keane, formerly of Grand 

Rapids.
Don. M. Coon, form erly of Cros- 

well.
Ira  A. Bean, form erly of Kaukaun- 

sa, Wis.

B etter believe yourself a dunce and 
work away than a genius and be idle.

-SHORT CUTS

InG etting

C O S T S
Write to 

^Ba r l o w  B r o s .
O r a n o  R a p i d s . M ic h .

Pr ic e s .

T h e  m c C a s k e y  r e g i s t e r  C o ..
ALLIANCE, OHIO

T he College You Are Looking For
A school offering something for everybody.
A college with a national reputation.
A college with 15,000 graduates, thousands of them 

living in Michigan.
A college offering sixteen new courses.
A school where you will meet with students from 

practically every county in Michigan and from a score 
of other states besides Michigan.

A school where you can get stimulation from seeing 
expert teachers actually at work with children.

A college where a degree is in reach of the student 
who must pay his way by his own hard-earned m mey.

A school where hard work is seasoned with recreation 
and social pleasure.

A college giving special attention to rooming and 
boarding conditions.

Classification for Fall Term, Monday, Sept. 27 
M IC H IG A N  S T A T E  N O R M A L  C O L L E G E  
C. P. STEIMLE, Sec'y-Registrar. Ypsilanti, Michigan

GRAHAM & MORTON 
Transportation Co.

CHICAGO
In connection with

Michigan Railway Lines
BOAT T R A IN  8 P. M.

D A I L Y
D A Y  BOAT SATU RD AY  8 A.M.

Freight for CHICAGO ONLY

■ED CROWN Gaso- 
_ line is made espe
cially for automobiles. 

It will deliver all the 
power your engine is 
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 Rapids.
Grand Rapids, Sept. 14— C. A. 

Marsh, M anager of the J. S. Ball 
Grocery, Battle Creek sends the 
Tradesm an the following story on 
George B. Monroe, of the Jennings 
E xtrac t Co., of Grand Rapids, who is 
well known both in the Upper and 
Lower Peninsulas: “W hile in St.
Ignace during July I noticed some 
one fishing on one of the piers and, 
having nothing better to do, I walked 
out to watch him. I t proved to be 
George B. Monroe. He was all set 
for catching fish; a fine rod and line, 
plenty of bait (not the liquid kind) 
and lots of water to fish in, but the 
-wind was blowing from the wrong 
direction, I guess, because George had 
about given up the ghost when, bingl 
he go t an awful bite. Say, it was 
sure some bite. I t  bent his pole al
most double and strained his line al
most to the breaking point. George 
tugged and pulled and he yanked and 
he tried to coax it and he even used 
some language bordering on profanity. 
Finally, making a superhuman effort, 
he brought out his catch, which prov
ed to be a second hand shovel. This 
was a perfectly good shovel, even if 
it was a second-hand one, but George 
was so disappointed tha t he cast it 
back into the water and hastily pack
ing up his fishing tackle, he beat it 
to shore and we filled up on near 
beer.”

There is no use of offering are- 
ward for a lost opportunity.

Criticism, as well as charity, should 
begin at home.

I t begins to look as though it will 
soon be easier to go out and earn 
a dollar than to borrow one.

Push clear the track; people get 
out of the way of an energetic man. 
Even small ability with great energy 
will accomplish more than the g reat
est ability w ithout energy. If fired 
from a gun with sufficient velocity, a 
tallow candle can be shot through an 
inch board.

The Bible has the greatest record 
of salesmanship ever w ritten. St. 
Paul sold rejigion to A thens when it 
was fearfully overstocked w ith relig
ions of its own. And he did it by 
making a survey of the situation and 
utilizing conditions a t hand, ju s t as 
a modern salesman m ust do.

John D. M artin has returned from 
an extended automobile trip  through 
N orthern Michigan. H e is loud in 
the praise of the beauties of “around 
the horn” route.

George W hitten, whose grocery 
stock at H ow ard was recently des
troyed by fire, has re-engaged in the 
grocery business a t Evans. The W or
den Grocer Company furnished the 
stock.

Clarence J. Farley, President of the 
Grand Rapids D ry Goods Co., is in 
Saginaw this week, attending the an
nual m eeting of the Michigan Retail 
D ry Goods Association.

Muskegon is now marooned on 
three sides—all the sides she can be 
reached by automobile—on account of 
the construction of new roads, nec
essitating w retched detours which 
would wreck the patience of a saint. 
I t is very reprehensible on the part 
of the contractors who are construct
ing the cement road South of Mus
kegon H eights that they do no t in
dicate where a cross road can be 
taken W est to the N orth and South 
road which crosses Mona Lake on the 
float bridge and thence leads to the 
city via Beidler street. If such direc
tions were established at the point on 
the road from  Ferrysburg, the auto 
driver would not be forced to traverse 
the w orst stretch  of road ever per
mitted to exist in a Southern Mihi- 
gan county.

The early closing of all the resort 
hotels on Black Lake this season 
works a hardship on the hundreds 
of tourists and pleasure seekers who 
throng the reso rts  every Saturday and 
Sunday only to find tha t reasonably 
decent accom odations are not to be 
had at O ttaw a Beach, M acatawa Park  
and W aukazoo. I t  is to be hoped 
that another season one of these ho

tels may remain open until Oct. 1, if 
the late season proves to be as warm 
and conducive to pleasure riding as 
September has been this year.

Jacob Phillips, the F irst Citizen of 
Lamont, is looking forward to Marne 
fair week after next with fond an
ticipations. H e has already selected 
the horses which he expects to win 
in the track contests. Deacon Phil
lips will not wager on a horse race 
himself because of religious scruples, 
but he does not deny tha t he furnish
es his close friends with first-hand in
formation on the relative m erits of 
the different horses which enable 
those so favored to make a nice 
clean-up every year.

W illiam H. Borrough has engaged 
in the grocery business at Greulick- 
ville near Traverse City. The W or
den Grocer Company furnished the 
stock.

R. M. Beardsley, Manager of the 
Michigan M otor Garment Co., Green
ville, was in town Tuesday in consul
tation with Ben Dean on the coming 
season’s advertising campaign. Mr. 
Beardsley was very fortunate to fall 
into the hands of so able and capable 
an advertising expert and copy w riter 
as Mr. Dean, whose good work in be- _ 
half of the M otor line has had much 
to do with the rem arkable success of 
the company devoted to its manufac
ture.

The last issue of P o t and K ettle, 
published by Chase & Sanborn, con
tains the following reference to their 
long-time Michigan representative, 
H erbert T. Chase, whom we all de
light to honor: “The town of H a r
wich dots the coastline of the old his
toric State of M assachusetts. I t  is 
located on the southerly shore, or 
what is known as the ocean side of 
Cape Cod—that strip of sand and bush 
that stretched a welcoming arm  to 
the Pilgrim s who sought a haven and 
refuge on a stern and rock-bound 
coast. Harwick is the mecca for city 
folk with jangled nerves. Each sum
mer they flock there, finding in the 
invigorating ocean breeze grateful 
relief from the oppressive heat and 
grind of the city. Indeed the salt 
tang of the sea air of H arwick is a 
tonic tha t produces deep-chested, 
clear-eyed, clear-visioned men. H ere 
it was some half century or so ago 
that H erbert raced and rom ped as 
a boy, building a sound body for 
subsequent success. As a youngster, 
a goodly share of his time was spent 
in anticipation of tha t annual Lucul
lian feast, historicaly and gastro- 
nomically known as the Thanksgiving 
Day Dinner. On old Cape Cod it 
had and still has, of course, a special 
and significant observance. No vil
lage youth boasted a lustier appetite 
than H erbert and his taste and capac
ity ran the gam ut from soup to coffee. 
I t  is recorded tha t while he enter
tained no special grievance for the 
cranberry sauce he always exhibited 
a prodigious fondness for celery. So 
it was perhaps natural tha t in later 
life he should forsake the cranberry 
bogs of the Old Bay State for the 
more inviting and prom ising celery 
patches tha t have made the fame and 
the fortune of Kalamazoo. W hen it 
was suggested tha t H erbert wander 
in these fertile fields he accepted with 
celery-ty. And so for the past thirty 
years he has been educating W ol
verines to the use of good tea and 
coffee as fitting accom paniments to 
the celery and the cranberry sauce of 
every well ordered meal. H erbert be
lieves in keeping just a little in front 
of the procession. H is territo ry  for 
the most part is covered in his trusty  
six-cylinder roadster. There is not an 
inch of Michigan road from  Muske
gon to D etroit, or from Battle Creek 
to Mackinac tha t has not heard the 
w arning “honk” of this traveler’s car; 
or that does not bear in its dust the 
track of his wheels. H erbert is in 
the prime of his life. The glint of 
silver is in his hair. H is carriage and 
bearing is tha t of the chevalier. He is 
the embodiment of the  Gallantry and 
the Chivalry of an earlier and a bet
ter day. I t has been said tha t the 
apparel oft proclaims the man and

none can deny that H erbert is our 
Chesterfieldian representative in the 
best sense, reflecting credit alike on 
himself and on his house.”

W hen the hotel clerk tells you “I 
have no $4 room for you now but I 
can give you som ething at about half
past eight,” he is calculating on the 
law of averages. Experience has 
proved that of each hundred guests in 
a transient hotel, a fairly definite num 
ber of these $4 room s will check out 
each evening.

New Penalty for Reckless Driving.
Grand Rapids, Sept. 14— Fatalities 

and accidents from automobile traffic 
are so numerous and the percentage 
of accidents due to reckless or care
less driving is so great tha t any 
scheme, any suggestion, offering a 
partial solution should be carefully 
considered. The average m otor car 
owner is as human, perhaps as hu
mane, as the rest of us; at any rate, 
he takes pride in his possessions and 
neither seeks nor wishes undue no
toriety. He is usually in possession 
of means, and the paym ent of a fine 
now and then for account of himself 
or his hired man means little to him 
except the trouble and inconvenience 
of appearing in court.

W hy not attack his pride, his sense 
of shame, by labelling the car driven 
by a reckless or careless driver? Sup
pose the law provided that, upon the 
fair conviction by a. special judge, the 
car itself should be prom inently lab
elled with some insignia or device 
which should be easily apparent to 
other drivers and to pedestrians also.

Let such device be affixed by a 
proper court official and let it be a 
misdemeanor, punishable by im prison
m ent only, for the device to be taken 
off excepting by the court. If a period 
of, say, three m onths careful driving 
for the first offense and six months 
for the second were provided for, at 
the expiration of which the court, in 
its discretion, according to the nature 
and seriousness of the offence, could

authorize the removal of the stigma, 
would it not be conducive to greater 
care both on the part of owner and 
of driver? Let a third offence involve 
the forfeiture of license and of car.

There are a hundred successful men 
for one tha t is contented.

Foundry Equipment 
For Sale

One Erie City Iron Works Wa
ter Tube Boiler 150 H. P. in 
90% condition.

One No. JO ga. steel stack 36 in. 
diameter x 58 in. long, almost 
new.

One Erie City Iron Works Wa
ter Preheater.

One M. T. Davidson Steam 
Pump size 6 x 4 x JO.

One No. 6 Jewel Dutton Steam 
Engine 40 H. P.

One Whiting 24 in. Cupola.
One Buffalo No. 5 Cupola 

Blower.
Two Brass Furnaces.
One S. & R. Tumbling Barrel 

size 24 x 28, complete with 
countershaft.
The above equipment is prop

erty of this company and is of
fered for sale F. O. B. cars 
Vicksburg.

Peck Iron & Steel Works
Vicksburg, Mich.

M A T C H E S
All Types and Sizes to Suit Every 

Requirement

American Safety Strike 
Anywhere Match

The Most Popular 
Home and Smoker’s Match

American Strike-on-Box Match
Both square and round splints

Diamond Book Match
An excellent advertising medium

Made in America, by Americans, of American 
Materials, for American Users.

We pay City, County, State and Federal Taxes.

Why not patronize Home Industry?

The Diamond Match Co.
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Michigan Board of Pharm acy. 
P resident—H . H. H offm an, Sandusky. 
Secretary  and T reasurer—C harles S. 

K oon, M uskegon.
Other M em bers—E. T. Boden, .Bay 

C ity; Jam es E . W ay, Jackson; F . C. 
Cahow, R eading.

N ex t E xam ination  Session  — Grand  
Rapids, N ov. 16, 17 and 18.

Reciprocal Relations of D rug Jobber 
and Retailer.

Mr. W ebster says a jobber is one 
who usually buys in large quantities, 
for the purpose of selling the same 
goods again to o ther dealers, w ithout 
alterations. He is a promiscuous, in
discriminate dealer, in tha t he gathers 
together the individual preparations 
from the various m anufacturers and 
sends them in a body to the retailer. 
H e is the first transfer station the 
goods reach after leaving the main 
station (the m anufacturer) where 
they are sub-divided and these sub
divisions are consolidated so that a 
small quantity of each m anufacturer’s 
goods are sent in one large aggregate 
to the sub-station (the retailer) for 
further distribution; from  which 
point they reach the consumer, from 
whose standpoint the jobber is the 
least known and the least tangible 
factor in marketing. Therefore, the 
consum er has little general interest 
in the jobber. H e has a hazy idea 
of a middleman who takes a question
able profit and who is criticised on 
guesses and vague suspicions w ithout 
well defined ideas of the profits the 
jobber makes.

My purpose in this article, “W hy 
the W holesaler?” is not a long-wind
ed discussion, but in a condensed 
way analyze the jobber’s service to 
the consum er as well as to the re
tailer and manufacturer. F irst, what 
does he do for the manufacturer? 
Does he earn his pay? He makes 15 
to 20 per cent, gross, which is a small 
profit when one considers the neces
sary expenditures of his business and 
notes the value of his services to the 
manufacturer, retailer and consumer. 
O ut of this gross profit he m ust pay 
expenses of conducting his business; 
he must earn a return  on capital in
vested; and he m ust have som ething 
left as net profit if he is to continue 
to run the risk of his calling. W hat 
return  does he make for the am ount 
he is paid? To the m anufacturer, the 
services of the jobber are tha t of a 
specialist in distribution. H e knows 
the trade intimately, the demand, the 
goods tha t will sell; he has a clintele 
of perm anent custom ers and a ready
made sales force tha t cultivates the 
m arket extensively. Again the job
ber’s services are used in the way of 
storage, shipping and the carrying of 
small accounts with the added re
sponsibility of collecting same. By 
this I mean the goods of a New E ng
land m anufacturer are stocked by

the jobbers throughout the country 
and can render to the retailer im
mediate service; in m any cases, a 
response to a telephone call. In some 
cases the m anufacturer has such a r
rangem ents w ith the jobber tha t he 
can make use of “Drop Shipm ents,” 
which are made direct to the retailer 
by the jobber or m anufacturer’s sales
men; enabling prom pt delivery. These 
shipments are billed to the jobber and 
he m ust run the responsibility of 
collecting same.

If the m anufacturer is not repre
sented through the medium of the 
middleman it would be necessary for 
him to maintain distribution houses 
of his own or compel the dealer to 
wait until he could send an order to 
the factory and obtain the goods in 
return. This, the dealer would not 
like to do, because of the time that 
would be lost in transportation  of the 
goods. If the m anufacturer did main
tain these distribution houses, there 
would still be a great disadvantage to 
the retailer in tha t he could only se
cure the products m anufactured by 
the one house, thereby requiring a 
very large buying force.

Are no t these services rendered by 
the wholesaler w orth 20 per cent, to 
the m anufacturer, who could not per
form  the same services for this 
amount?

The jobber’s services to the retailer 
are tha t of a banker. If a man of 
reputable character wishes to s ta rt 
a retail business, the jobber will 
credit him and furnish him with most 
of his capital until the retailer can 
get on his feet. H is services make 
possible the thousands of neighbor
hood retail stores which our buying 
habits demand. An illustration just 
at this point will give some idea of the 
services rendered by the jobber to the 
retailer. The store has many differ
ent brands of goods on its shelves. 
They are m anufactured by m any dif
ferent firms throughout the country. 
The store has been doing business 
with some two or perhaps more job
bers. The retail m erchant wakes up 
some m orning and finds the whole
salers have been eliminated. H e m ust 
now buy every item  direct from  the 
m anufacturer. In a g reat m any cases 
the retailer would go out of business. 
H e who held on would find the fol
lowing situation: H e would find great 
difficulty in keeping up his stock of 
goods when ordering through the 
m anufacturers after having been used 
to the simple method of giving the 
jobber’s salesman the order on his 
frequent rounds. T his would neces
sitate ordering in larger quantities, 
and in order for the retailer to do 
this, he would have to increase his 
capital and introduce an expensive 
record and purchasing departm ent.

The actual time spent in seeing the 
many salesmen or ordering by cata
logue would be enormous. By or
dering in larger quantities it would 
demand more storage space. The re
tailer would find great difficulty in 
keeping a well-balanced and a well- 
selected stock because he would not 
have the specific knowledge of the 
quality and selling value of every 
competing line in his stock, im portun
ed by a horde of salesmen to stock 
large quantities of one line at the ex
pense of another. Inevitably, he 
would find himself overstocked in 
some things and understocked in 
others. The jobber does not push any 
one kind of goods ordinarily; he tries 
to build up the retailer’s business as 
a whole and he renders valuable ser
vice by aiding him with all kinds of 
buying and selling plans. W ith such 
a situation confronting the small re
tailer w hat would be the outcome, 
since he has more capital invested, a 
g reater overhead expense, and less 
turn in capital? He would either 
have to go out of business, or the 
prices to his custom ers would have 
to be greatly increased.

W ithout the jobber there would 
probably be a cessation of the credit 
arrangem ent that now practically re
sults in the jobbers furnishing many 
a retailer with m ost of the capital with 
which he conducts his business. The 
jobber is the prime factor in stopping 
many of the daily leaks of the retail 
drug store. H is presence makes it 
possible for the retailer to buy perish
able goods only as he needs them. 
The same with goods that sell slowly. 
This prevents dead and spoiled stock 
on the retailers shelves.

The jobber’s services finally reach 
the consum er—even though they be 
indirectly and somewhat foreign to 
the consumer. H e renders them the 
greatest service of all. H e creates 
harm ony between them  and their deal-

The 1920 Holiday Line
WILL SOON BE ON EXHIBIT IN OUR SUNDRY 
SALESROOM HERE IN GRAND RAPIDS ON 
AND AFTER SEPTEMBER 7TH. WE ANTICI
PATE THAT THIS HOLIDAY SEASON WILL 
BE THE LARGEST AND MOST SUCCESSFUL 
IN EVERY WAY IN THE EXPERIENCE OF 
THE DRUG TRADE, BOTH FROM THE VIEW
POINT OF THE RETAILER AND THE WHOLE
SALER. OUR STOCK OF MERCHANDISE IS 
ABSOLUTELY INTACT. WE ARE, HOWEVER, 
AS IN THE PAST TWO YEARS, SUGGESTING 
EARLY BUYING. GET IN TOUCH WITH MR. 
HOSKINS AT YOUR EARLIEST CONVENI
ENCE.

WHOLESALE ONLY

Hazeltine & Perkins Drug Co.
G r a n d  R a p i d s ,  M i c h i g a n

C O M P U T I N G  S C A L E S
overhauled and adjusted to be sensitive 
and accurate, w ill weigh as good as 
new. A few  for sale a t discount prices. 

W . J. K L IN G
843 Sigsbee S t., Grand Rapids, M ich.

C A N D Y

The “DOUBLE A” Kind
Made by

People Who Know How
Our record of over f i f t y  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.

T he  
Sign of

Good
Candy

Made in Grand Rapids'by

N A T IO N A L  C A N D Y  CO.

PUTNAM  FACTORY
Grand Rapids, Michigan

Ask for a copy of our 
latest price list.

We are agents for LOWNEY’S 
in Western Michigan.
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er by making it possible for the re
tailer to carry the goods desired by 
the consumer. In the small towns, 
the consum ers call for many articles 
that could not be obtainable were it 
not for the jobbers being able to sup
ply the retailer with the desired goods. 
He perm its the existence of the 
neighborhood store which is demand
ed by our modern buying m ethods; 
he is an effective factor in creating 
place and time utility; he provides 
for many m anufacturers an economic
al method of m arketing and thereby 
tends to hold down prices; he en
courages retail com petition; increas
es retail efficiency; tends to weed out 
the unfit in merchandise and to en
courage the sale of goods of quality. 
In short—he touches the lives of the 
public in such a variety of ways that, 
if he were to disappear from the m er
chandising field, we should find our
selves seriously inconvenienced. We 
should be under the necessity of 
abandoning old buying methods and 
forming new habits with the source 
of supply.

Now to Sum up in a few w ords: 
“W hy the W holesaler?” He is because 
of the fact tha t down through the 
ages past it has been a human instinct 
to formulate ideas whereby man may 
best serve his fellow man. Is it not 
true that the w holesaler’s forefather 
formed this idea, hence his existence 
to-day. S. B. Higgins.

Study your custom er’s mind. D on’t 
take his or her reasons for not buy
ing at their face value. T ry  to get 
hold of the real reasons so you can 
overcome them.

Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Desien

DENATURED ALCOHOL 
POISON LABELS

In conformity with the require
ments of the new regulations of 
the In ternal Revenue D epartm ent, 
we are prepared to furnish special 
poison labels for use in selling De
natured Alcohol, printed w ith red 
ink on regular gummed label paper, 
as follows:
500 ...............................................  $1-25

1,000 .......................................... 2.00
2.000 ................................................ 3.50
5.000 ................................................ 7.50

All orders prom ptly executed.

Tradesman Company
Grand Rapids

I/ICTOR
■■ is a high class add

ing and listing machine, 
scientifically constructed 
along standard lines and 
sold at a minimum cost. 
You can PA Y  more, but 
cannot purchase better 
value.

M. V. Cheesman, State Distributor,

The Machine 
you wiil 
eventually

Í35M ALL MACHINES 
FULLY GUARANTEED

946 Cherry Street,
Grand Rapids, Michigan

B raender Bull-dog  
E x tra  P ly Cord T ire

BRAENDER
TIRES

Champion of the Road
“ First Because They LAST”

BRAENDER RUBBER & TIRE Co.
Factory—Rutherford, N . J.

Branches — N ew  York, Philadelphia 
Chicago, San Francisco

Wholesale Drug Price Current
Prices quoted are nominal, based on market the day of issue.

A cids
B oric ( P o w d .)_20 @ 29
B oric (X ta l) ___20 @29
C a r b o lic ______ 35® 40
Citric __________ 1 15@1 20
M uriatic _________ 4@ 6
N itr ic  ___________  10@ 15
O xalic ____________ 70® 80
S u lp h u r ic ________ 4@ 6
T a r t a r i c __________ 98® 1 10

A m m onia
W ater, 26 deg. — 12« 
W ater, 18 deg. __ 10«
W ater, 14 d e g .   9«
C arbonate ______ 22«
Chloride (G r a n )_20«

B alsam s
Copaiba _______ 1 0 0 0 1  20
F ir  (C a n a d a )__ 2 50@2 75
F ir  ( O r e g o n )_ 60® 80
P e r u ___________ 7 00@7 25
Tolu ___________  2 00@2 25

Barks
C assia  (ordinary) 45® 50 
C assia  (S a igon ) 75® 85 
S a ssa fra s  (pow. 70c) @ 65 
Soap C ut (pow d.)

40c __________  30® 35

B erries
Cubeb ________ 1 90@2 00
Fish  ____________  50® 60
Juniper __________  10® 20
P rick ley  A sh  ___ @ 30

Licorice
L icorice

E xtracts

powd. 1
> 65 
II 25

Flow ers
A rnica - _- _____-  75® 80
C ham om ile (G er.) 8 0 0 1  00 
C ham om ile Rom  40® 45

Gums
A cacia , 1 s t _ 60® 65
A cacia , 2nd _____   55® 60
A cacia , S o r t s _35® 40
A cacia , powdered 45® 50
A loes (B arb P ow ) 30® 40
A loes Cape P o w ) 30® 35 
A loes (S oc P ow ) 1 25@1 30
A safoetid a  ____ 4 50@5 00

Pow . ________ 6 7 5 0  7 00
C a m p h o r ________ 1 80@1 85
G u a ia c __________
Guaiac, pow dered
Kino ___________
K ino, powdered
M yrrh __________
Myrrh, P o w . __
Opium _______11 50(
Opium, powd. 13 00<
Opium, gran. 13 00®13 60
Shellac ________ 1 7 5 0 1  85
Sh ellac  B leach ed  2 15@2 25
T r a g a c a n t h ___  5 50 @6 50
T ragacanth  powd. @5 00 
T urpentine ______ 35® 40

A lm onds, Sw eet,
im itation  _____ 85 S

Am ber, c r u d e __ 3 00«
Am ber, rectified 3 50«
A nise __________  2 00«
B e r g a m o n t____ 9 00«
C ajeput ________ 1 50«_
C assia  __________ 4 00@4 25
C astor _________  2 15 0 2  40
Cedar L e a f ____ 3 00® 3 25
C itr o n e lla ______1 30@1 60
C loves _________  4 50@4 75
C ocoanut ______ 40® 50
Cod L iver ____  3 50@3 75
Croton _________ 2 2 5 0  2 60
Cotton S e e d __  2 00® 2 15
E igeron _____  10 00® 10 25
Cubebs _______ 13 50013 75
E u c a ly p t u s ___  1 60®1 75
H em lock, pure 2 0 0 0  2 25 
Juniper B erries 8 0 0 0  8 25 
Juniper W ood 3 0 0 0  3 25
Lard, e x t r a ____ 2 15 0 2  25
Lard, No. 1 ____  1 9 0 0 2  10
L avender F low  14 00@14 25 
L avender Gar’n  1 7 5 0  2 00
Lem on _________ 2 7 5 0 3  00
L inseed  boiled bbl. @1 47 
L inseed  bid le ss  1 57@1 67 
L inseed  raw, bbl. @1 45 
L inseed  raw le ss  1 55@1 65 
M ustard, true, oz. @2 95 
M ustard, artifil, oz. @ 60
N e a t s f o o t _____ 1 7 5 0 1  95
Olive, p u r e ____ 5 75@6 50
O live, M alaga,

yellow  _______  4 00@4 25
O live, M alaga,

green  -------------  4 00@4 25
O range, S w eet 12 50@12 75 
O riganum , pure @2 60 
Origanum , com ’l 1 2 5 0 1  60
P enn yroyal ____ 3 0 0 0  3 25
P e p p e r m in t_ 10 0 0 0  10 25
R ose, p u r e __ 24 00025  00
R osem ary F low s 2 6 0 0 2  75 
Sandalw ood, E .

I. ----------------  15 00015  20
S assa fras, true 3 0 0 0  3 25 
S assafras, a r ti’l 1 6 0 0 1  75
S p e a r m in t___ 16 00@16 20
S p e r m _________  2 75@3 00
T an sy  ------------ 10 50@10 75
T ar, U S P  _______ 48® 60
T urpentine, bbls 1 59% 
T urpentine, le ss  1 69@1 79 
W intergreen , tr.

--------------------  12 00@12 25
W intergreen , sw ee t

birch ________ 8 00® 8 25
W intergreen  art 1 20® 1 40
W o r m s e e d __  12 00@12 25
W o r m w o o d_ 16 00® 16 25

Tinctures

55® 60
57® 65 
1001 15 
9 2 0 1  00 
48® 55

Insecticides P ru ssia te , yellow
A rsenic _________ 20® 30 P ru ssia te , red 1
B lue V itriol, bbl. 10 Sulphate
B lue V itrio l, le ss 11® 16
B ordeaux M ix D ry 18® 38

RootsH ellebore, W hite

Potassium
B icarbonate _____
B ichrom ate ___
Brom ide _______ 1
C arbonate _____
Chlorate, gran'r  
Chlorate, x ta l or

powd. _________ 28® 35
Cyanide ________ 55® 70
I o d id e ___________ 4 1 0 0 4  25
"  " 20@1 30

5 0 0  66 
85 0 2  00 

®  85

p o w d e r e d ______ 38® 45
In sec t P o w d e r _85@1 25
L ead A rsenate P o 35® 55 
Lim e and Sulphur

D r y __________ 12%® 27
P aris  Green _____ 48® 58

Ice Cream
A rctic  Ice  Cream  Co.

Bulk, V a n i l l a _________1 26
B ulk, C h o c o la t e ____1 36
B ulk, Caram el _______ 1 45
Bulk, G r a p e - N u t____1 35
B ulk, S tr a w b e r r y ____1 35
B ulk , T u tti F ru itl . .  1 35
B rick , V a n i l l a _______ 1 40
B rick , C hocolate ____ 1 40
B rick , C a r a m e l______1 60
B rick , Straw berry ___ 1 60
B rick , E u ttl F ru itl __ 1 60

Piper Ice  Cream  Co.
B ulk , V a n i l l a _______1 26
B ulk, C h o c o la t e ____1 30
B ulk , C a r a m e l______1 30
B ulk, G r a p e - N u t ____1 SO
B ulk, S tr a w b e r r y ____1 35
Bulk, T u tti F ru itl _  1 35
B rick, V a n i l l a ______I 40
B rick, C h o c o la te ____ 1 60
B rick , C aram el _____ 1 60
B rick , Straw berry __ 1 60
B rick , T u tti F ru itl __ 1 60 
B rick  a n y  com bin at’n 1 60

L eaves
B u c h u _________ 5 6 0 0  6 00
B uchu, pow dered 0 6  00
Sage, b u l k ______67® 70
Sage, % l o o s e ___72® 78
Sage, p o w d e r e d_55® 60
Senna, A l e x ___ 1 4 0 0 1  60
Senna, T inn. ____ 30® 35
Senna, T inn. pow . 35® 40 
U va U r s i _______ 2 5 0  SO

A lkan et _______ 3 50 0  3 75
Blood, pow dered 60® 75
C a la m u s ________ 35® 1 00
E lecam pane, pwd. 2 2 0  25 
G entian, powd. 27 %® 35 
G inger, A frican,

p o w d e r e d ______29® 36
G inger, Jam aica  57 %@ 65 
G inger, Jam aica ,

p o w d e r e d ___ 57 %@ 65
G oldenseal, pow. 8 5 0 0  8 80 
Ipecac, powd. 4 7 5 0  5 00

35«
40«
40«
40«

40 
50 
45 
45 

1 50 
0 1  50 

30® 35

Oils
A lm onds, B itter , 

t r u e _______ 16 0 0016  25
A lm onds, B itter , 

artificia l ____ S 5 0 0 2  75
Almonds, S w eet, _

t r u e ________ 1 7601 00 Worm Levant 1 «001 N

L icorice, powd 
L icorice, powd  
Orris, powdered  
Poke, pow dered
Rhubarb ________
Rhubarb, powd.
R osinw ood, powd. 
Sarsaparilla , H ond

g r o u n d ______ 1 2 5 0  1 40
Sarsaparilla  M exican,

g r o u n d ______ f
Squills __________ 35
Squills, powdered 60 
Tum eric, powd. 25 
V alerian , powd.

S eeds
A nise ___________  33®
A nise, powdered 38®
Bird. I s _________ 13
C anary __________  13
C araway, P o. .30 22
Cardam on ____ 2 25 0  2 60
Celery, powd. .50 40® 45 
Coriander powd .25 16® 20
D ill _______________ 15® 25
F e n n e l l _________ 3 0 0  40
F la x  ___________ 12%® 18
F lax , g r o u n d _12%@ 18
F oenu greek  pow . 10® 20
H e m p _____________ 10® 18
L obelia  _______ 1 7 5 0 2  00
M ustard, yellow  25® 35
M ustard, b l a c k _30® 35
P o p p y ____________  ®  76
Q u i n c e ________  1 5 0 0 1  75
R a p e __ _______  1 5 0  20
S & b a d illa _______ 0  35
Sabadilla . pow d. 30® 35
Sunflow er ______ 14® 20
W orm  A m erican  45

A conite ____ - __ ® 1 85
A loes __________ 0 1  65
A rnica _________ 0 1  75
A s a f o e t id a _____ 0 3  9»
B elladonna ___ 0 1  40
B e n z o in ________ 0 2  40
B enzoin Com po’d 0 3  15
B uchu __________
C a n th a r a d ie s __
C apsicum

@2 70 
® 3 00 
0 2  30

Cardam on ______ 0 1  50
Cardam on, Comp. @1 35
C atechu _______ 0 1  50
Cinchona _______ 0 2  40
Colchicum 0 2  40
Cubebs ________ 0 3  00
D ig ita lis  _______ 0 1  80
G entian ________ 1 40
G inger _________ 0 2  00
G uaiac ________ 2 80
Guaiac, Am m on. 0 2  50
Iodine - - ~ @1 50
Iodine, Colorless 0 2  00
Iron. clo. 0 1  50
K ino . _ ..... 0 1  40
Myrrh - . - 0 2  25
N ü x  V o m ic a __ 0 1  90
Opium 0 4  50
Opium, Cam ph. 0 1  25
Opium, D eodorz’d 0 4  50
R hubarb 0 2  70

Paints
Lead, red dry _ 15%«
Lead, w h ite  dry 15%
Lead, w h ite  o il 15% 
Ochre, yellow  bbl.
Ochre, yellow  le ss  2%
P u tty  ____________  6
Red V en et’n A m . 3 
Red V enet'n  Am . 3%@ 7
Red V en et’n Eng. 4®  8
W hiting , b b l . ____ @ 4%
W h itin g  ------------ 5%@ 10
L. H . P . Prep. 3 75 0  4 00

Miscellaneous
A cetanalid  _____ 9 5 0 1  15
Alum  ____________  16® 20
Alum , powdered and

ground ________ 17® 20
B ism uth , Subni

trate  _________  3 7 5 0 4  00
B orax x ta l or

p o w d e r e d ____11%® 16
C antharades, po 2 0 0 0  6 50
Calom el _______ 2 2 2 0 2  30
C apsicum  _______ 45® 50
Carm ine  ____  7 25@7 60
C assia  B u d s _____ 50
C loves ___________67
Chalk Prepared 16
C h lo r o fo r m ______55®
Chloral H ydrate  1 7 0 0 2  10
C ocaine ___  13 60014  05
Cocoa B u t t e r ____70® 85
Corks, lis t, le ss  40%.
Copperas, b b l s ._ @
Copperas, l e s s _6%@
Copperas, powd. 6%@ 
C orrosive Sublm  2 01®
Cream  T a r t a r ___7 0 0
C uttlebone ______ 70®
D extr in e  ________ 10®
D over’s  Pow der 5 7 5 0  
E m ery, A ll N os. 10®  
E m ery, P ow dered 8 0  10 
Epsom  S alts, bbls ®  05 
Epsom  S alts, le ss  5%® 10
E rgot ____    ® 7 60
E rgot, Pow dered ® 8 00
F lake W h i t e ____ 1 5 0  20
Form aldehyde, lb. 60® 65
G e la t in e ________ 2 2 5 0 2  40
G lassw are, le ss  53%. 
G lassw are, fu ll case  58%. 
Glauber S a lts, bbl. 003%  
Glauber S a lts  le ss  04® 10
Glue, B row n ____ 21
Glue, B row n Grd. 19
Glue, W h ite  ____ 35
Glue. W hite  Grd. 35
G lycerine _______ 37
H o p s __________  1 6 0 0 1  76
I o d i n e _________  5 7 0 0  5 90
I o d o fo r m __ . . .  7 0 0 0  7 30
L ead, A ceta te  _ 2 0 0  30
L y c o p o d iu m ___5 £ 5 0 5  50
M ace ___________  8 5 0  90
M ace, Pow dered 9 5 0 1  00
M e n t h o l_____ 10 0 0 010  20
M o r p h in e ____ 12 5 0 0  13 20
N u x  V o m ic a ____0  30
N u x  V om ica, pow . 26® 36 
P epper b lack pow. 32® 35
Pepper, w h ite  ___ 0
P itch , B urgund y 20®
Q u a s s i a _________ 12
Q u i n in e _________1 22
R ochelle S a lts  _  60
S a c c h a r in e ______
S a lt P e ter  ___
Seid lltz  M ixture
Soap, g r e e n ______
Soap m ott ca stlle  22 %® 
Soap, w h ite  ca st lle

case  ___________  ®25 00
Soap, w h ite  ca stlle

less , per b a r ____
Soda A s h ________ 06
Soda B icarb onate 3%
Soda, S a l ___ ____ 2%
Sp irits Camphor
Sulphur, r o l l ____ 5
Sulphur, Subl__  5%
T a m a r in d s _____25
T artar E m etic  1 03 
T urpentine, V en .
V anilla  E x . pure 1 
W itch  H a ze l _  1 
Bias Snip hate _

20«
40«
25«
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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.

DECLINED
Canned Apples 
Rolled Oats 
Ground Cloves

ADVANCED
Baskets
Citron

A M M O N IA  
A rctic  Brand  

12 oz., 2 doz. in carton, 
per d o z . ___________$1.65

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

A X L E  G R E A S E

B L U IN G

Jennings’ Condensed Pearl
Sm all, 3 doz. b o x ____2 55
L arge, 2 doz. b o x ------2 70

B R E A K F A S T  FOODS  
Cracked W h eat, 24-2 4 85
Cream  o f W h e a t ------9 00
G r a p e -N u t s ________— 3 80
P illsb ury’s  B es t Cer’l 3 00 
Quaker Puffed  R ice — 5 60 
Q uaker Puffed W h eat 4 30 
Quaker B rk fst B iscu it 1 90 
Quaker Corn F la k es  3 70
R alston P u r i n a ---------4 00
R alston  B ranzos ------- 3 00
R alston Food, large __ 4 35 
R alston Food, sm all — 3 35 
Saxon W h eat Food — 5 60 
Shred W h eat B iscu it 4 90 
T riscuit, 18 --------------- 2 25

Kellogg’s Brands  
T oasted  Corn F lak es  4 10 
T oasted  Corn F lak es

Individual --------------- 2 00
K rum bles --------------------4 60
K rum bles, Individual 2 00
B i s c u i t ________________ 2 00
D r in k e t_______________ 2 60
P ean u t B u t t e r ------------3 65
No. 1412. d o z . ________2 25
Bran _________________ 2 60

BROOM S
Standard Parlor 23 lb. 5 76
F an cy  Parlor, 23 l b . __ 8 00
Ex. F an cy  Parlor 25 lb. 9 50
E x. F ey , Parlor 26 lb. 10 00

BRUSHES
Scrub

Solid B ack , 8 i n . __ 1 60
Solid B ack , 11 i n . __ 1 75
Pointed B in d s ________1 25

Stove
No. 1 ________________ 1 10
N o. 2 ________________ 1 85

Shoe
N o. 1 ________________  90
N o. 2 ________________ 1 26
N o. 3 ________________ 2 00

BUTTER COLOR
Dandelion, 25c s i z e __2 80
P erfection , per doz. __ 1 76

CANDLE8
Paraffine, 6 s ________16
Paraffine, 1 2 s _______16%
W ic k t n g ____________ 40

CANNED GOODS 
Apples

3 lb. S t a n d a r d s ___ @
N o. 1 0 _____________  @6 00

B lackberries
3 lb. Standards .......
N o. 10 ____________  @13 00

B eans— Baked  
Brown B eau ty , N o. 2 1 35
Cam pbell, N o. 2 _____1 60
Frem ont, N o. 2 _______ 1 60
V an Camp, N o. % _ 90
V an Cam p, N o. 1 _____1 25
V an Camp, N o. 1 % _1 60
V an Camp, N o. 2 _____1 90

Beans— Canned
Red K id n e y ____1 35@1 60
S t r in g __________1 35@2 70
W ax ___________  1 35@2 70
Lim a __________ 1 35@2 35
Red ____________  @1 10

Clam Bouillon  
B urnham ’s 7 o z . ____2 50

Corn
Standard ______ 1 50® 1 65
Country G e n tle m a n_1 90
M a in e __________1 90@2 26

H om iny
V an Camp ___________ 1 60
F an v ille  ______________ 1 40

Lobster
% lb. _________________ 3 10
% lb. _________________ 5 50

M ackerel
M ustard, 1 l b . ______1 80
M ustard, 2 l b . ______2 80
Soused. 1% l b . ______1 60
Soused, 2 lb. ________2 75

M ushroom s
Choice, Is , per can  80 
H otels , Is , per can_ 65

Plum s
C alifornia, N o . 3 —_2 40

P ears In Syrup
M ic h ig a n _____________ 4 60
C alifornia ____________ 4 60

P ea s
M a r r o w fa t_____1 45® 1 90
E arly J u n e ____1 45®1 90
E arly  June sifd  2 25@2 40

P eaches
C alifornia, N o. 2% __4 75
C alifornia, N o . 1 ____ 2 40
M ichigan, N o . 2 ____  4 25
P ie , ga llon s ________12 00

Pineapple
G rated. N o. 2 _________4 00
S liced  N o. 2 E x t r a __5 25

Pum pkin
V an Camp, N o . 3 _____1 60
V an Camp, N o . 10 ___ 4 60
L ake Shore, N o. 3 ____1 25
V esper, N o. 1 0 _______3 90

Salm on
W arren's 1 lb. T a ll _  4 10 
W arren’s  % lb. F la t  2 60
W arren’s  1 lb . F l a t __ 4 25
Red A lask a  __________ 3 90
Med. R ed A la s k a ____3 60
P in k  A l a s k a _ 2 25 @2 40

Sardin es
D om estic . % s _ 6 00® 6 60
D om estic , % s_ 7 00@8 00
D om estic , % s __ 6 00@8 00
C alifornia S ou sed  _____2 00
C alifornia M ustard _2 00
C alifornia T om ato _ 2 09

Sau erkraut
H ackm u th , N o. 3 _____1 50
S ilver F leece, N o . 3 1 60

Shrim ps
D unbar, I s  d o z . _____2 45
D unbar, l% s doz. ____ 3 75

Straw berries
Standard N o. 2 _______3 75
F an cy , N o. 2 _________ 6 6f

T om atoes
N o. 2 __________ 1 36@1 75
N o. 3 __________ 1 75@2 25
No. 10 __________  @5 75

C A TSU P
Snider’s  8 o z . _!___  2 20
Snider’s  16 oz. . . . . . . . . .  3 36
R oyal R ed, 10 oz. ____ 1 86
R oyal Red, T i n s ____10 00

C H E E SE
B rick  ________________ 31
W iscon sin  F la ts  ____ 31
Longhorn _____________ 31
N ew  York ___________ 30%
M ichigan F u ll Cream  30

CHEW ING GUM
A dam s B lack  J a c k ___70
A dam s B lo o d b e r r y ___ 70
A dam s C alif. F r u i t __ 70
A dam s C hiclets ________80
A dam s Sen Sen _______ 70
A dam s Y ucatan _______ 70
A m erican F lag  Spruce 70
B eem an 's P ep sin  _______ 80
B eech n u t _______________ 90
D oublem int _____________ 70
J u icy  F r u i t ____ _________ 70
Spearm int, W r ig le y s_70
Zeno ____________________ 65

CHOCOLATE  
W alter B ak er & Co.

C aracas _________________ 43
P rem ium , %s or % s _50

W alter M. L ow ney  Co.
P rem ium , %s __________ 50
Prem ium , %s __________ 50

CIGARS
N ational Grocer Co. Brands 
E l R ajah, D ip lom át

icas  ______________  75 00
E l R ajah, E picure, 50 75 00 
E l R ajah, Ark, 50__ 75 00 
E l R ajah, E picure, 25 83 00 
E l R ajah, L on gfe l

low , 50 __________ 95 00
O din. M onarch, 50_ 65 00
M ungo P k ., P erfectos  75 00 
M ungo Park, A frican  90 00 
M ungo Park, Gold

Stand, 5 0 ________ 100 00
M ungo P ark , Gold

Stand , 2 5 ________ 105 00
M ungo Park, W onder 92 00 
D iscou nt on Mungo Park. 
L ots o f 500, $1 per 1,000 
L ots o f 1,000, $2 per 1,000 
L ots o f 2,500, $3 per 1.000

W orden Grocer Co. Brands 
H arv ester  L ine. 

R ecord B reakers, 50s 76 00
D elm onico, 50s ____ 76 00
P an ate lla , 50s ______ 76 00
Epicure, 50s _______112 50
F avorita  E xtra , 50s 97 50
P resid en ts , 5 0 s ____116 00

R oyal L ancer L ine
F avorita , 6 0 s _____  75 00
Im peria les, 5 0 s ______ 95 00
M agníficos, 5 0 s ____112 60

L a A zora L ine  
W ashington, 50s . . . .  75.00 
P an ate lla  Foil, 50s . .  76 00
A r is t o c r a t s __________  76 00
P erfecto  Grande, 60s 97 50
Opera, 6 0 s ________ 57 00
Sanchez & H a y a  Clear 
H avan a  C igars. M ade in  

Tam pa, F lorida
D ip lom atics, 60s ____ 95 00
R osa, 2 0 s ____________ 115 00
B ish ops, 60s .............  116 00
R eina  F in a , 50s T ins 115 00
Q ueens, 50s ...............  135 00
W orden's S p ecia l __ 150.00

Ign acia  H aya
M ade in  T am pa, Florida. 
E xtra  F an cy  Clear H avan a
D elicad os, 60s _____ 120 00
P rim eros, 60s _ ____ 140 00

R osen th al Bros.
R. B. C igar (w rapped

in  t issu e ) 60s .........  60 00
L ew is S in g le  B inder 58 00 

M anilla  C igars 
From  Philipp ine Islands  
Lioba, 100s .................... 37 50

O ther B rands
B . L ., 5 0 s __________  66 0(
H em m eter C ham pions.

5 0 s __________________69.00
E l D ependo, 2 0 s ______37.60
C ourt R oyal, 5 0 s _____61 00
C ourt R oyal, 25 tin s  61 00
K nickerbocker, 60s _ 68 00
B oston  S tra igh t, 50s 58 00 
T rans M ichigan, 50s 60 00 
Tem plar, P erfecto ,

50s ______________  100 00
Iriquols, 60s ________ 58 00

CLO TH ES LIN E
H em p, 50 f t . _________ 3 00
T w isted  C otton , 60 ft . 3 25 
T w isted  C otton , 60 ft . 3 90
B raided. 60 f t . ______4 00
Sash  Cord ___________ 6 26

COCOA
B aker’s  _________________ 53
B unte, 15c s ize  ________65
B unte, % lb. __________ 50
B unte, 1 lb. ____________ 48
Cleveland _____________   41
Colonial, %s ___________ 35
Colonial, %s ___________ 33
Epps ____________________ 42
H ersh eys, % s ___________ 42
H ersh eys, % s ___________ 40
H uyler __________________ 36
L ow ney, %s ____________ 48
L ow ney, %s ____________ 47
Low ney, %s ____________ 47
L ow ney, 5 lb. c a n s ___ 48
V an H outen , % s ______12
V an H outen , % s ______18
V an H outen , % s ______36
V an H outen , I s ________ 65
W a n -E ta  _______________ 36
W ebb ___________________ 33
W ilbur, % s _____________ 33
W ilbur, yt a _____________ 33

C O C O A N U T
%s, 5 lb. case  D unham  48
%s, 5 lb. case  _________ 48
%s & %s, 15 lb. case  47 
6 and 12c pkg. in pails 4 75
Bulk, pails _____________ 38
Bulk, barrels ___________ 35
48 2 oz. pkgs., per case  4 15 
48 4 oz. pkgs., per case  7 50

C O F F E E  R O A S TE D  
B ulk

Rio __ ________ 17
San tos __  __ ___ 30@32
M aracabo _____ ________ 35
M exican .. ....... ________ 38
G utatem ala  ___ _________ 36
Ja v a  . . . . ___ 46
B ogota  _______________  36
Peaberry _____ ________ 33

Package Coffee 
N ew  Y o rk  Basis 

A r b u c k le ____________  36 50
M cLaugh lin ’s X X X X  

M cL aughlin’s  X X X X  pack
age coffee is  sold  to  reta il
ers only. M ail a ll orders 
d irect to  W . F . M cLaugh  
lin & Co., C hicago.

Coffee E xtracts
N . Y „ per 100 ______ 10%
F rank’s  250 p ack ages 14 50 
H u m m el’s  50 1 l b . _10%

C O N D E N S E D  M IL K
E agle , 4 doz. _______12 85
Leader, 4 d o z . ______10 65

E V A P O R A T E D  M IL K  
C arnation, T all, 4 doz. 7 50 
C arnation, B aby, 8 dz. 6 85
P e t, T a l l _____________ 7 50
P et, B aby ___________ 5 10
V an Cam p, T all _____ 7 25
V an Camp, B a b y ___ 5 00
D undee, T all, d o z ._7 25
D undee, B aby, 8 doz. 6 75
S ilver Cow, T a l l ____7 50
S ilver Cow, B a b y ___5 10

M IL K  C O M P O U N D
H ebe, T all, 4 d o z .___ 5 85
H ebe, B aby. 8 doz. __ 5 70 
C arolene, T all, 4 doz. 6 70

CO NFECTIO NERY

S tick  Candy P a ils
H o r e h o u n d ___________ 35
S ta n d a r d _____________ 35

C ases
B oston  Sugar S tick_40

M ixed Candy
P alls

B roken ______________ 37
C ut L oaf ____________ 36
G rocers ______________ 25
K indergarten  ________37
L eader ______________ 36
P rem io C r e a m s ______49
R oyal ________________ 33
X  L O ______________29
F rench C r e a m s ______39

S p ecia lties  P a lls
A uto K isse s  (b a sk ets) 36
B onnie B u tter  B ite s_36
B u tter  Cream  C o r n _41
Caram el B on B o n s _40
Caram el C roquettes_35
C ocoanut W a f f l e s ___38
Coffy T o f f y __________42
F u dge, W a ln u t ______38
F u dge, W alnu t Choc. 39 
C ham pion Gum D rops 30 
R aspberry Gum D rops 30
Iced O range J e l l i e s __34
Italian  B on B o n s ___ 34
AA L icorice D rops

5 lb. b o x . _________ 2 15
M anchus ____________ 34
N u t B u tter  P u f f s ____36
Sn ow  F lak e  F u d g e _33

C hocolates P a lls
A ssorted  Choc. ______44
C ham pion ___________ 40
H oneysuck le  Chips __ 54
K londike C hocolates_47
N abobs _____________ _ 47
N ibb le S tick s, b o x __2 85
N u t W afers ________47
Ocoro Choc. C aram els 45
P ea n u t C lu s t e r s ____ 64
Q uintette  ____________ 44
R e g in a -----------------------39
V ictoria  C a r a m e ls ___45

Gum Drops
Cham pion ___________30
R aspberry ___________ 30
F avorite  _____________ 32
Superior _____________ 31
O range Je llies  ______34

Lozenges
A  A  Pep. L o z e n g e s_36
A  A P ink  L ozenges 36 
A A  Choc. L ozenges 36
M otto L ozenges _____41
M otto H e a r t s _________ 41

Hard Goods
Lem on D r o p s ________39
O. F . H orehound Drps 39
A nise Squares ______39
P ean u t Squares _____40
R ock Candy ________50

Pop Corn Goods 
C racker-Jack P rize __ 7 40 
C heckers P rize ______7 40

Cough Drops
_  B oxes
P utnam  M e n t h o l____2 26
Sm ith  B r o s .___________ 2.00

COOKING COMPOUNDS 
Mazola

P in ts, tin, 2 d o z . ____7 00
Q uart, tin , 1 doz. __ 6 50 
% Gal. tin s, 1 doz. __ 12 25
Gal. tin s, % d o z .__ 11 80
5 Gal. tin s, % doz__15 30

COUPON BOOKS
50 Econom ic g r a d e_2 50
100 E conom ic grade 4 60
500 E conom ic grade 20 00 
1,000 E conom ic grade 37 50 

W here 1,000 books are  
ordered a t  a  tim e, sp ec ia l
ly  printed front cover is  
furn ished w ith ou t charge.

C R E A M  O F T A R T A R
6 lb. boxes ___________  75
3 lb. boxes __________ 76

FISH ING  TA CK LE  
Cotton L ines

No. 2, 15 f e e t _________ 1 45
No. 3, 15 f e e t _________ 1 70
N o. 4, 15 f e e t _________ 1 85
N o. 5, 15 f e e t _________ 2 15
N o. 6. 15 f e e t _________ 2 45

Linen L ines
Sm all, per 100 yards 6 65 
M edium, per 100 yards 7 25 
Large, per 100 yard s 9 00

F loats
No. 1%, per g r o s s __1 50
No. 2, per g r o s s ____1 76
N o. 2%, per gross  __ 2 25

H ooks— Kirby
Size 1-12, per 1,000 __  84
Size 1-0, per 1,000 __  96
Size 2-0, per 1,000 __ 1 15
Size, 3-0, per 1,000 __  1 32
Size 4-0, per 1,000 __1 65
Size 5-0, per 1,000 __ 1 95

Sinkers
N o. 1, per g ro ss  „ _66
N o. 2, per g r o s s ____72
No. 3, per g r o s s ____ 85
N o. 4, per g r o s s ___ 1 10
N o. 5, per g ro ss  ____ 1 46
N o. 6, per gross  _____1 86
No. 7, per gro ss   _____2 30
N o. 8, per g r o s s _____3 35
No. 9, per g r o s s ___ 4 66

F L A V O R IN G  E X T R A C T S  
Jennings 

Pure V anilla  
T erpeneless  

P u re Lem on
.  „  P er  Doz.
1 Dram  20 C e n t ______1 65
1% Ounce 25 C ent __ 2 00
2 Ounce, 37 C e n t ____3 00
2% Ounce 40 C ent ___ 3 20
2% Ounce, 45 C ent _  3 40
4 Ounce, 65 C ent _5 60
8 Ounce $ 1 .0 0 ________9 00
! Dram , 20 A s s o r te d .. 1 65 
1% O unce, 25 A ssorted  2 00

D R IE D  F R U IT S  
Apples

E vap ’ed, Choice, blk __ 17 

Apricots
E vaporated , C h o ic e  36
E vaporated , F a n c y ____45

Citron
10 lb. box ____________  58

Van Duzer
V anilla , Lem on, A lm ond, 
Straw berry, R aspberry, 
Pineapple, P each , Coffee, 
Pepperm int & W intergreen
1 ounce in cartons __$ 2.00
2 ounce in cartons __ 3.50
4 ounce in c a r t o n s _6.75
8 ounce --------------------13 20
P in ts  ________________ 26.40
Q uarts ----------------------- 51.00
G allons, each  ________ 16.00

C urrants
P ack ages , 15 oz. _______22
B oxes, B ulk, per l b . __22

Peaches
E vap. Choice, U npeeled 24 
E vap. F an cy , U npeeled 26 
Evap. F an cy , P eeled  __ 28

Peel
Lem on, A m erican ___  35
O range, A m e r ic a n ____36

Raisins
F an cy  S ’ded, 1 lb. pkg. 29 
Thom pson Seed less,

1 lb. pkg. ____________ 31
T hom pson Seed less, 

bulk _________________ 30

C alifo rn ia  Prunes
80-90 25 lb. b o x e s ___@15
70-80 25 lb. b o x e s ___@16
60-70 25 lb. b o x e s ___@17
50-60 25 lb. b o x e s ___@20
40-50 25 lb. b o x e s ___@24
30-40 25 lb. b oxes __@ 28

F A R IN A C E O U S  GOODS 
Beans

Med. H and P i c k e d __ 8
California L i m a s ____15
Brow n, H o l la n d _____ 6%

F L O U R  A N D  F E E D
L ily W h ite, % P ap er

sack  --------------------- 14 50
Graham 25 lb. per cw t 6 00 
Golden G ranulated M eal,

25 lbs., per c w t . ___6 60
R ow ena P an cak e Com 

pound, 5 lb. s a c k __7 20
R ow ena Buckwheat 

Compound, 5 lb. sk . 7 70

W atson  H igg in s  M illing  
Co.

New P erfection , %s 14 00 

Meal
Gr. Grain M. Co.

B olted  ________________ 5 40
Golden G ranulated 5 50

W h eat
N o. 1 R e d _____________ 2 40
N o. 1 W h i t e __________2 38

Oats
M ichigan C a r lo t s ______70
L ess than Carlots _____75
Old O ats _______________ ¿5

Corn
C arlots _______________ 1 76
L ess than C a r lo t s ___1 80

H ay
Farina

25 1 lb. p a c k a g e s ____2 80
B ulk , per 100 l b s . ____

H om iny
P earl, 100 lb. sack  __ 6 60

M acaroni
D om estic , 10 lb. box_1 10
D om estic , broken bbls. 8%
Skinner’s  24s, case  1 37%
Golden A ge, 2 d o z ._1 90
F ou ld’s, 2 d o z . ______1 90

Pearl B arley
C hester ______________ 6 00

Peas
Scotch , l b . _____________  6
Sp lit, lb. _____________ 8%

Sago
E a st I n d i a ______________l l

Tapioca
Pearl, 100 lb. s a c k s ____10
M inute, 8 oz., 3 doz. 4 35 
D rom edary Instan t, 8 

doz., per c a s e _____2 70

harlots --------------------32 00
-.ess than C arlots __ 36 00

Feed
S treet Car F e e d   68 00
N o. 1 Corn & Oat F d 68 00
Cracked C o r n _______ 68 00
Coarse C om  M eal __ 68 00

F R U IT  JARS  
M ason, p ts., per gross 8 75 
M ason, q ts., per gro 10 00 
M ason, % gal., gro 14 00 
M ason, can tops, gro 2 85 
Ideal G lass Top, p ts. 10 00 
Ideal G lass Top, q ts. 12 00 
Ideal G lass Top, % 

gallon ------------------ 16 00

C o x s  1 doz. large __ 1 46
C ox’s  1 doz. sm all __ 90
K nox’s  Sparkling, doz. 2 26 
K nox’s  A cidu’d doz. 2 26
M inute, 3 d o z . ______4 95
N elson ’s _______________ 1 go
O xford ___________~  7«
Plym outh  Rock, P h os. 1 66 
P lym outh  R ock, P la in  1 36 
W a u k e s h a ____1_______ 1 ¿0
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H ID ES A N D  P E L T S  
Hides

Grech, N o. 1 ___________13
Greeh, N o. 2 ___________12
Cured, N o. 1 ___________15
Cured, N o. 2 ___________14
Calfskin, greeh , N o. 1 i s  
Calfskin, green , N o. 2 16% 
C alfskin , cured, N o. 1 20 
C alfskin , cUrCd, No. 2 18%
H brse, Nb. 1 _ i______5 50
Horsfe, Nb. 2 ___ 4 50

P elts
Old W o o l ________5d@l do
Lam bs __________  5d@l 00
Shearlings _______ 50 @1 00

Tallow
P rim e _________'______ @ 7
N o. 1 _______________  @ 6
N o. 2 _______________  @ 5

W ool
U nw ashed, m edium  @25 
U nw ashed, reje, ^s__ @15
F ine ________________  @25
M arket dull and neg lected .

HONEY
Airline, N o. 1 0 _______4 00
A irline, N o. 15 ______6 00
A irline. N o. 2 5 ----------  9 00

HORSE RADISH  
Per doz. ____________  1 60

JELLY
Pure, per pail, 30 lb. 6 25

J E L L Y  G LASSES  
8 oz., per doz. ________42

M A P L E IN E
1 oz. bottles, per doz. 1 75
2 oz. bottles, per doz. 3 00 
4 oz. b ottles, per doz. 5 50 
8 oz. bottles, per doz. 10 50
P in ts, per d o z .______18 Oo
Q uarts, per d o z . ____ 33 00
% G allons, per doz. 5 25
G allons, per d o z .____10 00

B el-C ar-M o  Brand

8 oz., 2 doz. in c a s e _
24 1 lb. pails ________
12 2 lb. palls ________
5 lb. pails. 6 in crate
10 lb. pails __________
15 lb. pails __________
25 lb. pails __________
50 lb. t in s  ___________
100 lb. drums __

PETROLEUM  PRODUCTS 
Iron B arrels

P e r fe c t io n ____________19.6
le d  Crown G asoline 29.1 
la s  M achine G asoline 44 
f . M. & P . N aphtha  31 
Capitol Cylinder, Iron

Bbls. _______________ 56.8
A t la n ic  Red E ngine,

Iron B b l s .___ —_ _ _  38.8
Win.tt r B lack, Iron

B bls. ------------ ----- 21.8
Polarine, Iron B b ls__61.8

f i c Kl e s
Medium

Barrel, 1,200 c o u n t_16 00
H alf bbls., 600 coUnt 9 00 
5 gallon k e g s _______ 4 ÖÖ

Sm all
B arrels _____________  20 00
H alf b a r r e l s _________ 11 00
5 gallon k e g s _____  3 80

Gherkins
B arrels _____________  28 00
H alf barrels _________15 00
5 gallon  k e g s _______ 5 00

S w eet Sm all
B arrels _____________  30 00
5 gallon  k e g s _______ 6 5Ö
H alf b a r r e l s _________16 0d

P IP E S
Cob, 3 doz. in b o x _1 25

P L A Y IN G  C AR D S
N o. 90 S te a m b o a t_____ 2 75
N o. 808, B icycle  _____4 50
P ick ett _______________ 3 50

PO TA S H  
B abbitt's, 2 doz. . 2 76

M IN C E  M E A T  
N one Such, 3 doz.

case f o r ____________ 5 60
Quaker, 3 doz. case  

for _________________ 5 00

M O LASSES  
N ew  Orleans

F an cy  Open K e t t l e ____95
Choice _________________ 85
Good __________________ -  65
Stock  !__________________ 28

H alf barrels 5c ex tra

N U T S — W hole
Alm onds, T erragona 35 
B razils, large w ash ed  26
F an cy  M ixed ________
F ilb erts, B a r c e lo n a _32
P ean u ts, V irg in ia  raw  16 
P ean u ts, V irgin ia ,

r o a s t e d _____________ 18
P ean u ts, S p a n i s h __ 25
W alnu ts, C a lifo r n ia_39
W alnu ts, F r e n c h ____

Shelled
A lm onds _____________ 65
P ean u ts, Spanish,

10 lb. b o x ________2 75
P ean u ts, Spanish,

100 lb. bbl. ________25
P ean u ts, Spanish,

200 lb. bbl. _________ 24%
P ecan s _______________ 95
W alnu ts _____________ 85

O L IV E S
B ulk, 2 ga l. k egs, each  4 50 
Bulk, 5 ga l. k egs each  10 50
Stuffed, 4 o z . __________1 80
Stuffed. 15 o z . __________4 50
P itted  (n ot stu ffed )

14 oz. _______________ 3 00
M anzanilla, 8 o z . ___ 1 45
Lunch, 10 o z . __________2 00
Lunch, 16 oz. ________3 25
Q ueen, M am m oth, 19

oz. __________________ 5 50
Q ueen, M am m oth, 28

oz. __________________ 6 75
Olive Chow, 2 doz. cs. 

per doz. ____________ 2 50

P E A N U T  B U T T E R

P R O V IS IO N S  
Barreled Pork

Clear B a c k _ 48 00@49 00
Short C ut Clear 40 00@41 00
P ig  ------------------------
Clear F a m ily ________ 48 00

D ry  S alt Meats  
S P B ellies  __ 32 00@34 00

Lard
Pure in tierces  21%@22 
Compound Lard 18%@19
80 lb. t u b s ___advance %
69 lb. t u b s ___advance %
50 lb. t u b s ___advance %
20 lb. p a i l s ___advance %
10 lb. p a i l s ___advance %
5 lb. p a i l s ___advance 1
3 lb. p a i l s _advance 1

Smoked Meats
H am s, 14-16 lb. 38 @40
H am s, 16-18 lb. 37 @39
H am s, 18-20 lb. 36 @38
H am , dried beef

s e t s __________ 41 @42
California H am s 24 @25
P icn ic  Boiled

H a m s _______ 35 @40
B oiled H am s — 60 @62
M inced H am s — 18 @20
B acon _ ---------- 35 @52

Sau sages
B ologna _______ 18
Liver __________ 1«
Frankfort ______ _  19
P o r k ____________ _ 14@15

— 11
Tongue _________ — 11
H eadcheese ____ — __ 14

Tripe
K its, 15 l b s . __________  90
% bbls., 40 l b s . ______1 60
% bbls., 80 l b s . ______3 00

C asings
H ogs, per lb. ______ @65
B eef, round s e t _____ 19@20
B eef, m iddies, s e t___50@60
Sheep, a  sk ein  1 75@2 00

Uncolored Oleom argarine
S o lid -D a ir y  ______ 28@29
Country R d l l s _______ 30@31

R icE
F an cy  B ea d  __________
B lue R o s e __ .____  12 50

FtdLLED O A tE
M onarch, bbis. ______10 00
Rolled A vena, bbls. 11 00 
Stee l Cut, 100 lb. sks. 6 50 
M onarch, 90 lb. sack s 4 90
Quaker, 18 R e g u la r_2 70
Quaker, 20 F a m i l y _6 85

SALAD DRESSING  
Colum bia, % p in ts __ 2 25
Colum bia, 1 p i n t ___ 4 00
D urkee's large, 1 doz. 5 80 
D urkee’s  m ed., 2 doz. 6 75 
D urkee’s  P icn ic, 2 dz. 3 00 
Snider’s  large, 1 doz. 2 40 
Snider’s  sm all, 2 doz. 1 45

SA L ERA TU S  
P acked 60 lbs. in box

Arm and H a m m e r_3 55
W yand otte, 100 %s __ 3 00

SAL SODA

G ranulated, b b l s .___ 2 15
G ranulated, 100 lbs cs 2 25 
G ranulated, 36 2% lb. 

packages ___________ 2 60

SALT

Solar Rock
56 lb. sack s __________75

Common
G ranulated. F i n e ___ 3 00
M edium, F ine ________3 10

B eef
B o n e le s s _____ 30 00@35 00
Rump, n e w _ 40 00@42 00

P ig 's F eet
% bbls. __________ 1 90
% bbls., 35 l b s . ------ 3 15
% bbls. ____________10 00
1 bbl. _______________ 16 00

Canned M eats 
Red Crown Brand  

Corned B eef, 24 Is  — 3 90
R oast B eef, 24 I s ------3 90
V eal L oaf, 48 %s, 5%

oz. _________________ 1 65
V eal L oaf, 24%s, 7 oz. 2 60 
V ienna S ty le  Sau sage,

48%s ________________ 1 40
V irgin ies, 24 I s ---------3 35
P o tted  M eat, 48%s — 52% 
P otted  M eat, 48 %s 90 
H am burger Steak  and

O nions, 48 % s ------- 1 76
Corned B ee f H ash ,

48 % s _______________ 1 75
Cooked Lunch T ongue,

48 % s ----------------------- 4 00
Cooked Ox T ongues,

12 2 s ______________  22 50
Chili Con Carne, 48 Is  1 40 
Pork and B ean s, 24 2 s -1 50 
Sliced  B acon, m edium  4 00
Sliced  B acon, large_6 25
Sliced  B eef, 2% o z__2 20
Sliced B eef, 5 o z . ____4 00

M ince M eat
Condensed N o. 1 car. 1 80 
C ondensed B akers brick 30 
M oist in g la ss  _______6 60

Per case, 24 2 l b s . ___2 40
F ive  case  lo ts  _______2 30

SA LT FISH  
Cod

M iddles ______________  28
T ab lets , 1 l b . _________ 3 20
T ablets, % l b . _________ 1 75
W ood boxes _________ 19

Holland Herring

Standards, b b l s .___ 19 50
Y. M., b b l s . _________ 22 50
Standards, k e g s ____  1 20
Y. M., k e g s _________ 1 50

Herring

K  K  K  K, N orw ay __ 20 00
8 lb. pails __________ 1 40
C ut L u n c h __________ 1 25
Scaled, per box _____ 21
Boned, 10 lb. boxes — 24

Trout
N o. 1. 100 lbs. ___
N o. 1, 40 lbs. ___
N o. 1. 10 lbs. ___
N o. 1, 3 lbs. ___

Mackerel

S N U F F
Sw edish  R apee 10c 8 for 64 
Sw edish Rapee, 1 lb. g ls  85
N orkoping, 10c 8 f o r _64
N orkoping, 1 lb. g l a s s _85
C openhagen, 10c, 8 for 64 
C openhagen, 1 lb. g la s s  85

SOAP
Jam es S. K irk & Com pany  
A m erican F am ily , 100 7 85
Jap R ose, 50 c a k e s _4 85
K irk’s  W hite  F lak e  __ 7 00

L autz B ros. & Co.
Acm e, 100 c a k e s ____6 75
B ig  M aster, 100 b locks 8 00
C lim ax, 100s __________6 00
C lim ax, 1 2 0 s __________5 25
Queen W hite. 80 cak es 6 00 
Oak L eaf. 100 cakes 6 75 
Q ueen A nne, 100 cakes 6 76 
L autz N aphtha, 100s 8 00

S w ift & Com pany  
C lassic, 100 bars 10 oz. 7 25 
S w ift’s  Pride, 100 9 oz 5 75
Quick N a p h t h a _____ 7 50
W hite  Laundry, 100

8% oz. _____________ 6 75
W ool, 24 bars, 6 oz. 1 95 
W ool, 100 bars, 6 oz. 8 00 
W ool, 100 bars, 10 oz. 13 00 
P eerless H ard W ater,

50s __________________ 4 10
P eer less  H ard W ater,

100s _________________ 8 00
Sunbrite C leanser, 72s 3 25

T radesm an Com pany  
B lack  H aw k, one box 4 50 
B lack H aw k, five bxs 4 25 
B lack B a w k . ten bxs 4 00 

B ox contain s 72 cakes. It 
is  a  m ost rem arkable dirt 
and grease  rem over, w ith 
out injury to the sk in .

* Scouring Pow ders
Sapolio, gross  l o t s _11 00
Sapolio, h a lf gro. lo ts  5 50 
Sapolio, s in g le  boxes 2 75
Sapolio, hand _________ 3 00
Q ueen Anne, 60 can s 3 60 
Snow Maid, 60 c a n s _3 60

W ashing Powders
Snow B oy, 100 5 c ____4 00
Snow  B oy, 60 14 oz. 4 20 
Snow  B oy, 24 pkgs. 6 00 
Snow B oy, 20 pkgs. 7 00

Soap Powders

Oak L eaf. 100 pkgs. 6 50 
Old D utch C leanser 4 50 
Q ueen A nne, 60 pkgs. 3 60 
R ub-N o-M ore _______ 5 50

C L E A N S E R S .

KITCHEN
LENZER

80 can cases, $4.80 per case

Lake H erring

S E E D S

M ixed Bird -----------------13%
M ustard, yellow  _____ 23
P o p p y ________________ 65
Rape ________________  15

S H O E  B L A C K IN G
H and y B ox, large 3 dz. 3 50 
H andy B ox, sm all —  1 25 
B ixb y 's R oyal Polish  1 25 
M iller's Crown P olish  90

12 SODA
Bi Carb, K egs _____ 4

SP IC E S
Whole Spices

25 00 
13 25 

2 95 
2 30 

_ 24 00 
12 75 

2 80

A llspice, J a m a ic a ----- @18
C loves, Zanzibar ___ @60
C assia , Canton ______ @30
C assia, 5c pkg., doz. @40
Ginger, A frican -------
Ginger, Cochin ---------

@15
@20

M ace, P en an g  --------- @75
M ixed, N o. 1 ------------ @17
M ixed, N o. 2 ________ @16

1 M ixed, 5c pk gs., doz. @45
__7 50 N u tm egs, 70-8 --------- @50

N u tm egs, 105-110 — @45
Pepper, B la c k ________ @30

45 Pepper, W hite --------- @40
— 12 Pepper, C ayenne ------- @22

1 20 Paprika, H ungarian
Pure Ground in Bulk

Seasoning
Chili Pow der, 1 5 c ___ 1 35
Celery Salt, 3 o z . ___  95
Sage, 2 oz. _________ 90
Onion S a lt __________1 35
G arlic ________________ 1 35
P on elty , 3% o z . ______2 25
K itchen B o u q u e t___ 2 60
Laurel L eaves ______ 20
M arjoram, 1 o z . ______ 90
Savory, 1 o z . ________ 90
T hym e, 1 oz. ________ 90
Tum eric, 2% o z . ___  90

STARCH
Corn

K ingsford, 40 l b s . ____
M uzzy, 48 1 lb. pkgs.
Pow dered, b a r r e ls___
Argo, 48 1 lb. p k g s ._

Kingsford
Silver Gloss, 40 1 l b ._

Gloss
Argo, 48 1 lb. p k gs._
Argo, 12 3 lb. p k g s ._
Argo, 8 5 lb. p k g s .___
S ilver G loss, 16 3 lbs. 
Silver G loss, 12 6 lbs.

M uzzy
48 1 lb. packages ___
16 3 lb. packages ___
12 6 lb. packages ___
50 lb. boxes _________

SYR U PS
Corn

B arrels ______________
H alf B arrels ________
B lue K aro, N o. 1%,

2 doz. _____________
Blue K aro, No. 2 2 dz. 
B lue Karo, N o. 2%, 2

doz. ________________
Blue Karo. N o. 5 1 dz. 
B lue K aro, N o. 10,

% doz. ____________
Red Karo, N o. 1%, 2

doz. ________________
Red Karo, N o. 2, 2 dz. 
Red Karo, N o. 2%, 2

doz. ________________
Red Karo, N o. 5, 2 dz. 
Red Karo, N o. 10, % 

doz. ________________

W O O D E N W A R E
Baskets

B u sh els, narrow band,
wire handles _______2 75

B u sh els, narrow band,
wood h a n d le s ______2 80

M arket, drop handle 1 00 
M arket, s in g le  handle 1 10
M arket, e x t r a _________ 1 60
Splint, large __________ 9 50
Splint, m e d iu m ______ 8 75
Splint, sm all _________ 8 00

B u tte r Plates  
E scanab a M anufacturing

11% Co.
9% Standard W ire End
7%

4 15 N o. 8-50 ex tra  sm  cart 1 36
N o. 8-50 sm all carton 1 48
No. 8-50 md'm carton 1 58

11% No. 8-50 large carton 1 84
N o. 8-50 ex tra  lg cart 2 30
N o. 4-50 jum bo carton 1 59

4 15 N o. 100. M am m oth .  1 50
3 04
3 40 Churns11% 
11% - Barrel, 5 ga l., e a c h _2 40

B arrel, 10 ga l. e a c h _2 55
Stone, 3 ga l. ________ 39
Stone, 6 gal. ________ 73

- 9%
- »% C lothes Pins

E scanab a M anufacturing
Co.

No. 60-24, W r a p p e d_5 40
No. 30 24, W r a p p e d_2 75
No. 25-60, W r a p p e d_5 40

3 40
4 05

4 95 
4 90

4 65

3 65
4 60

5 25 
5 10

4 85

F air  _ 
Good _. 
Choice

Pure Cane

75 T A B L E  SAUCES 10 qt.
r-aiis

G alvanized
75 L ea & Perrin, l a r g e _ 5 75 12 qt. G alvanized
60 L ea & 1’errin, s m a l l_ 3 25 1 1 nt. G alvanized
25 Pepper ----------------------- 1 25 Filbre

R oyal M int
Tobasco ________
E ngland's Pride
A -l, large _____
A -l.  sm all _____
Capers _________

T E A  
Japan

■ 0  I
3 00
1 25 
5 00
2 90 
1 80

38@42Medium
Choice _____________  45@54
F an cy  _____________  60@76
B ack ed -F ired  M ed’m  
B ask et-F ired  Choice 
B ask et-F ired  F an cy
No. 1 N ibbs _________ @65
S iftin gs, b u l k _________ @21
S iftin gs, 1 lb. pk gs.— @23

Gunpowder
M oyune, M e d iu m _35@40
M oyune, C h o ic e ___ 40@45

Young Hyson
Choice ______________ 35@40
F a n c y _______________ 50@60

Oolong
Form osa, M ed iu m _40@45
Form osa, C h o ic e _45@50
Form osa, F a n c y _55@75

English B reakfast
Congou, M e d iu m _40@45
Congou, C h o ic e ___ 45@50
Congou, F a n c y ___ 50@60
Congou, E x . F an cy  60@80

Ceylon
Pekoe, M e d iu m ___ 40(g >45 12 in.
Dr. Pekoe, C hoice_45(5 >48 14 in.
F low ery O. P . F an cy  55@60 16 in.

T W IN E
Cotton, 3 ply c o n e ___ 65 13 in.
Cotton, 3 ply b a l l s ____ 65 15 in.
W ool. 6 ply ___________ 23 17

19
in.
in.

A llspice, J a m a ia c a __ @18
C loves, Zanzibar _____@60
C assia, Canton ______ @40
G inger, A f r ic a n ______@28
M ustard ______________ @38
M ace, P e n a n g _________ @85
N u tm egs ______________ @36
Pepper, B lack  _____  @34
Pepper, W h i t e ________ @52
Papper, Cayenne _____@29
Paprika, H un garian_@60

V IN E G A R
Cider, B en ton  H arbor_40
W hite W ine, 40 grain  20
W hite W ine, 80 grain  27
W hite  W ine, 100 grain  29

Oakland V inegar & P ick le
Co.’s  B rands.

Oakland Apple C id e r _45
B lue Ribbon Corn ___ 28
O akland W hite  P ick lin g  20 

P ack ages no charge.

W IC K IN G
No. 0, per gross ___  70
N o. 1, per gross ___  80
No. 2 per gross ___ 1 20
No. 3’. per gross ___ 1 90

Egg Cases
N o. 1, Star C a r r ie r_6 00
N o. 2, Star C a r r ie r_12 00
N o. 1, Star E gg  T rays 8 00 
N o. 2, Star E gg  T ray 16 00

Faucets
Cork lined, 3 i n .    70
Cork lined, 9 i n .    90
Cork lined, 10 in. —__ 90

Mop Sticks
Trojan s p r i n g _______ 3 25
E clipse p aten t spring 3 25
No. 1 com m on _______ 3 25
N o . 2, pat. brush hold 3 25
Ideal, No. 7 _________ 3 25
20oz cotton  mop heads 4 80 
12oz cotton  mop heads 2 85

. .  7 00

Toothpicks
Escanaba M anufacturing  

Co.
No. 48, Em co _______ 1 85
No. 100, E m co _______3 75
No. 50-2500 E m c o ____3 75
No. 100-2500 E m c o ___7 00

T raps
M ouse, wood, 4 holes — 60
M ouse, wood. 6 h o l e s __70
M ouse, tin , 5 h o l e s ___65
Rat. w o o d ________________ 1 00
R at, spring ___________ 1 00
M ouse, spring _______ 30

T ubs
No. 1 Fibre ________ 42 00
N o. 2 Fibre ________ 38 00
N o. 3 Fibre ________ 33 00
la r g e  G a lv a n iz e d _17 00
M edium G alvanized 15 00
Sm all G alvanized —  14 00

W ashboards
Banner Globe ______ 8 00
B rass, S ingle _______ 9 50
G lass, S ingle ------------ 8 50
S ingle P e e r l e s s _______ 9 00
Double P e e r l e s s ___11 00
N orthern Queen ____ 9 00
U niversal __________ 10 00
Our B es t __________ 10 00

W indow  C leaners

Wood Bowls

W R A P P IN G  P A P E R  
Fibre, M anila, w h ite  9
N o. 1 Fibre _________10
Fibre, M anila, w h ite  10%
B utchers M anila ------12%
K raft ________________ 16

Y E A S T  C A K E
M agic, 3 d o z . ------------2 70
Sunlight, 3 d o z . ---------2 70
Sunlight, 1% doz. —  1 35 
Y east Foam , 3 doz. — 2 70 
Y east Foam , 1% doz. 1 35

Y E A S T — C O M P R E S S E D  
Fleischm an, per doz. — 28
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SETBACK TO ARROGANCE.

Raisin Trust Coming To a Show 
Down.

The suggestion in these columns a 
few weeks ago that the California 
Raisin T rust was plainly racing for 
a fall, as evidenced in its plain dis
position to defy the D epartm ent of 
Justice and Federal Trade Commis
sion, appears to be proving correct. 
Advices from W ashington indicate 
that the prosecution of the Raisin 
T rust has passed the stage of con
versation and literature and is now to 
come actually before a Federal court; 
in all of which the grocery trade re
joices.

Rarely if ever has the spirit of the 
A nti-Trust laws been more clearly 
placed at issue before a court than in 
this Raisin T rust case. In intent, in 
method and in effect, it would appear 
as though monopoly were clearly out
lined; monopoly of the supply at point 
of production, monopoly of processing 
plants and packing and absolute m o
nopoly of sales and price, covering 
about 90 per cent, of the available' sup
ply of American raisins. All along 
the line there is unquestioned evi
dence of th rottled  competition and all 
parties affected are in a complaining 
frame of mind tow ard the T rust and 
its methods, however much their 
cause of complaint has been mitigated 
by special favors.

The facts in the case have long been 
patent to anyone who would look at 
them and it was not difficult for the 
Federal T rade Commission to make a 
sw-eeping accusation on which an o r
der to desist or modify practices is 
asked. But the T rust has “played 
ostrich” and contented itself with 
looking in one direction only; purely 
to its beneficent work for the farmer 
and the im provem ent of raisin pack
ing methods. I t has utterly refused 
to admit that anyone else has any 
rights in the m atter and it has dis
played a sharp spirit of Sovietism in 
its reliance on the technical exem p
tion of the farmer from prosecution 
for concerted action which would 
land anyone else in jail.

Anyone who watches the evolution 
of business, knows very well that 
nothing is surer to bring disaster 
than defiance of public opinion. In 
this case that public opinion has 
meant also trade opinion. The gro
cer is the guardian, more generally 
than is commonly supposed, of the 
consum ers pocketbook and it was 
inevitable that throttling  the freedom 
of trade competition menaced the 
public itself. It would therefore ap
pear as though the issue is clear in 
this instance, how far the farm er and 
his selfish interests can defy the pub
lic and its servants, the grocers. The 
grocery trade welcomes the test.

The action appears to exactly meet 
all the points of criticism outlined by 
the National W holesale G rocers’ As
sociation and the “independent” grow 
ers, to whom the wholesalers looked 
for respite from dictatorship. In the 
language of the petition filed with the 
Federal D istrict Court, the serfdom of 
the growers is not only onerous 
in the first instance, but “enforced 
by intolerable servitudes and condi
tions inserted in the contracts and

imposed upon the grow ers and their 
lands, including provisions for liens 
purporting to bind subsequent pur
chasers of the lands to deliver crops 
produced therefrom  to the defendant 
corporation, for heavy liquidating 
damages from failure to deliver such 
crops and for entry upon the lands 
and seizure of the crops from reluc
tant grow ers.”

And, from  the standpoint of the 
jobber, the issue is met by the petition 
to enjoin the T rust from enforcing 
“any of the contracts heretofore made, 
with jobbers or wholesale dealer re
quiring them  to purchase raisins from 
the defendant corporation at prices 
fixed by the defendant corporation; 
and not to employ any of the other 
above described means or m ethods 
of monopolizing trade and commerce 
in raisins and raisin grapes.”

The immediate effect of the Govern
m ent’s action has been w hat m ight be 
logically expected, a complete upset
ting of calculations. H aving so long 
been forced to “take ’em or leave ’em,” 
the trade had expected ultim ately to 
bow submissively, but in keeping 
with the recent trade policy of buy
ing only from hand to mouth to 
“leave ’em.” A t the opening prices, 
although the company is reputed to 
have sold its first allotm ent of about 
a third of its anticipated output and 
withdrawn from the m arket, the bulk 
of the trade has probably not bought 
more than a fifth of their require
ments.

This naturally allows the trade to 
escape any very serious setbacks, but 
there is nevertheless much interest in 
the possibility that the court will stop 
the enforcem ent of such arb itrary  f. 
o. p. contracts as had been booked. 
Such being the case, everyone is up 
in the air as to raisin values this sea
son. If it should turn out in the near 
future tha t there is to be an open 
m arket interesting things may be 
looked for at once.

Many valuable food products can 
be grown abroad more cheaply than 
in this country, but the tariff has been 
persistently  invoked by favored 
groups of farm ers to allow them to 
advance prices unreasonably, safe be
hind the tariff barrier of protection. 
Long since, the Sicily lemon was 
pushed into the sea and the E u
ropean raisin met by a closed door. 
Cuban and other foreign sugars have 
been loaded down with tariff handi
caps while the beet sugars of Colo
rado, Michigan and the Pacific Coast 
enjoyed inflation and fat profits. Now 
it is proposed to shut out the Japan
ese and other foreign beans and the 
peanut from abroad. Anyone with 
half an eye can see where prices of 
these products have soared.

Recently, with a presidential cam
paign looming before us, the efforts 
at “petting the farm er” have been re
doubled and Candidate H arding, only 
this week, was cajoled into making 
prom ises to the farm er tha t he would 
favor encouraging with tariff meas
ures the supremacy of the American 
farm er—of course at the consum ers’ 
cost.

This trend is a cause of apprehen
sion to thousands who, in a general 
way, really favor the principle of pro- 
tetion. In no other respect is the cry

against the H. C. L. so insistent and 
pitiful as in the matter of foodstuffs. 
Either the American people want 
cheap food or they want favoritism 
for the farmer; which is it? There 
are plenty of things the American 
farmer can raise which the foreigner

producer cannot. There is ample 
room for him to evolve profitable 
agricultural lines without recourse to 
the closed door. If the open field is 
desirable in keeping with the spirit 
of the Sherman law, why is it not in 
other directions of influence?

MILLIONS KNOW
Sun-Maid Raisins—

The Brand for Confidence
Show Sun-Maid Raisins in your window, on your shelf, 
Let your customers know you sell Sun-Maid. Sun-Maid 
advertising is reaching millions every year. Sun-Maid 
enjoys the public confidence.

Order from your jobber at once

Supply is limited

TH R EE 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 
n a tio n a lly  advertised 
brand of raisins.

We have
Franklin Granulated 

Sugar Only

Best for every use 

Table— Cooking

Judson Grocer Co.
Grand Rapids Michigan
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BUSINESS WANTS DEPARTMENT
Advertisem ents Inserted under th is  head for five cents a word the firs t 

Insertion and four cents a word fo r each subsequent continuous Insertion. 
If  set In capital fetters, double price. No charge less than 60 cents. Sm all 
display advertisem ents In this departm ent, $3 per Inch. Paym ent w ith  order 
Is required, as am ounts are too small to open accounts.

I f you w an t to sell or exch ange your  
b u sin ess, no m atter  w here located , w rite  
B lack, 130th S t., C hippewa F a lls, W is-  
consin._______________________________980

For Sale or E xch an ge—N ew  grocery  
bu sin ess, all new  stock , located  in B en 
ton H arbor. R eason, ill health . A ddress  
No. 59, care M ichigan T radesm an. 59

FOR SA L E —G eneral m erchandise stock  
and fixtures, invo icin g  $6,000. A  m oney  
m aker. M ontana location . A real op
portunity  if  taken a t  once. B es t o f r ea s
ons for sellin g . A ddress S, care P axton  
-Hotel, M issoula, M ontana. 60

FOR SA LE—D ry goods and fu rn ish ings  
stock  o f abou t $12,000 or $13,000. On a c 
count o f death o f ow ner m u st be sold  
Quick. B u sin ess  estab lish ed  th irty-five  
years. B es t location . A ddress W . A. 
ANN IN G , care W . B. Church Store, St. 
Joseph, M ichigan. 61

W anted—E xperien ced  w indow  trim m er  
and card w riter  for c ity  o f 25,000 one 
hour ride from  C hicago. Apply M andel 
A scher & Sons, C hicago H eigh ts, 111. 62

For Sale—150 acre farm , or w ill e x 
change for stock  o f m erchandise. S ix ty -  
five acres plow  land, th irty  acres pasture, 
fifty-five  acres good second grow th oak  
and hickory tim ber. F air  bu ild ings and  
fences. L ocated  in Jackson  county . J. 
L. M organ, C oldw ater, M ichigan. 63

For Sale—F orty  R ound Oak, F avorite, 
Jew el, G arland and oth er s e lf  feed  hard  
coal baseburners. Som e used  bu t one 
season . All tak en  in exch an ge  for fu r
naces. W rite  for inform ation . M anley  
H ardw are Co., H arvard, 111.__________64

For Sale—Com plete cream ery equ ip
m ent, 300 gallon W izard V ats , churn, 
printer, porcelain lined F ort A tkinson  
battle filler. N . L enhort, B ox  183, Grand 
R apids, Mich._________________________ 65

For Sale—N ew  brick bu ilding in sm all 
tow n. Good location  for a  hardw are and  
im plem ent b u sin ess. C. H . Gould, Clare, 
M ich. ___________________  52

F or Sale—G eneral store located  in  
G enesee County, one o f the b est in the  
S tate . Cheap ren t, e lectric  lig h ts, w a 
terw orks, and fine fixtures. W ill sell 
cheap. H . B . F reem an & Co., Sw artz  
Creek, M ich.___________________________53

F or Sale—A va r ie ty  store doing a  fine 
b u sin ess, s itu a ted  in the b u siest tow n in 
M ichigan. T hree large factories in the  
tow n. Good reason for selling . A ddress  
No. 54, care Mich igan T rad esm an.__ 54_

W anted—Good reta il b u sin ess in live  
tow n. Give particu lars and price. A d
dress No. 57, care M ichigan Tradesm an.

57

C A S H  R E G I S T E R S
R E B U IL T  CASH  REG ISTER CO. 

(Inc.)
122 N orth W ash ington  A ve., 

Sagin aw . Mich.
W e buy sell and exch an ge  repair and 
rebuild all m akes.
P arts and supplies for all m akes.

If you are th ink in g  of go ing  in b u si
n ess, selling  out or m ak ing an  exch ange, 
place an ad vertisem en t in our bu sin ess  
chances colum ns, a s  it  w ill bring you in 
touch w ith  the m an for whom  you are 
looking—T H E  B U SIN E SS M AN.

P a y  sp ot cash  for c lo th ing  and fu r
n ish in g  goods stock s. L . Silberm an, 106 
E. H ancock, D etro it. 566

OCCIDENT FLOUR makes Better 
Bread and Better Customers

W. S. CANFIELD
2 0 5  G o d fr e y  B ld g . G ran d  R a p id s

W h o le s a le  D is t r ib u t o r

For Sale—Cheap. T w o -sto ry  brick  
ven eer  store, building, cen tra lly  located , 
on m ain street, v illage  o f W heeler, M ich
igan. J. P . W ierm an, Breckenridge, 
M ich. 41

For Sale—B u sin ess  and block. Cinch 
for DRUGGIST. Q uick action  necessary . 
B u n tin g—W alkerville , M ichig an.____ 42 

For Sale—G eneral stock  (excep t h ard
w are) located  in su b stan tia l Upper  
P en in su la  tow n. Sa les $50.000 per a n 
num . Stock  in ven tories abou t $10,000, 
fixtures $1,000, bu ild ings $2,500. S p len 
did opportunity to secure w ell e sta b lish 
ed and perm anent bu sin ess. Owner re
tir in g  from a c tiv e  b u sin ess. D iscou nt  
for cash  if taken a t  once. W rite N o. 47, 
care M ichigan T radesm an. 47

W A N T E D —A - l  Salesm an for Illinois, 
Iowa, W iscon sin , Ohio, Indiana, M ichi
gan. A dvertised  lin e, sold  by drug and  
hardw are trade. A pply a t once, P A R 
SONS CHEM ICAL W ORKS, Grand 
Ledge, M ich. 997

W ill pay cash  for w hole stores  or part 
stock s o f m erchandise. L ouis L evinsohn, 
Saginaw , M icb. 998

For Sale— Sash and door m ill. F u lly  
equipped. B edard & M orency Mill Co., 
Oak Park, 111. 45

Grand Rapids Safe Co.
Tradesman Building

Dealer in

Burglar Proof Safes 
Fire Proof Safes 
Vault Doors 
Gash Boxes 
Safety Deposit Boxes

We carry the largest stock in 
Michigan and sell at prices 25 per 
cent below Detroit and Chicago 
prices.

D o m i n o  S y r u p
Domino Syrup is a cane sugar 

syrup of the same high standard 
as Domino Package Sugars. It 
is made daily and can be bought 
as needed by the trade.

A delightful combination of 
q uality  and flavor. D elicious  
for tab le u se — just right for  
cooking.

American Sugar Refining Company
“ Sweeten it with Domino**

Granulated, Tablet, Powdered, Confectioners, Brown, 
Golden Syrup. /

Diamond
ytfSTAL

The.Saßt
itid tS aCCsdßt

-------------

DIAMOND CRYSTAL SALT CO.. 
ST. CLAIR, MICHIGAN.
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A Case of Mind Your Own Business.
Grandville, Sept. 14—T he case of 

Lord M ayor MacSwiney is one that 
seems to excite a great deal of sym 
pathy from ail over the world. H av
ing been throw n into prison for overt 
acts against the authority  of the B rit
ish governm ent, he has taken upon 
himself the role of m artyr in the in
terest of Irish rebels.

W hy sym pathy for such foolish
ness should be m anifested on this 
side of the water is a m ystery. Plain
ly the Lord M ayor of Cork choosing 
to put aside food and dedicate him
self to death for the sake of Ireland 
is not quite the heroic thing to  do.

As to the rights and wrongs of the 
Celtic Isle, the actions of this self- 
condemned m artyr can have little ef
fect on public opinion. There can 
result nothing for the good of the 
Irish people from such tom foolery. 
Men with good sense and patriotic 
hearts are not doing such stunts in 
this day and age of the world.

In the times of ghosts and hob
goblins such silliness m ight be count
ed heroic, but no t to-day. W hy are 
we wasting tears over a m alfactor 
at whose instigation nearly a score 
of policemen were murdered? W hy 
not shed a few tears for the wives 
and families of those murdered men, 
who in perform ing their official duties 
were made the target of Sin Fein 
assassins?

Mayor Hylan, of New York, had 
the gall to request the British to re
lease this convicted mayor from pris
on, a wholly local British affair, with 
which the American m ayor had no th
ing to do, and his thrusting  in his 
plea was an im pertinence rightly 
snubbed by Prem ier Lloyd George.

The premier, in his reply, stated 
politely but firmly that he could not 
interfere with the course of justice 
and law.

The attitude of minding one’s own 
business is very accurately exempli
fied in the case o.l the Lord M ayor 
of Cork. He is a British prisoner, 
his liberty curtailed because of his 
breaking English law. W e of Am er
ica have no more right to interfere 
in his behalf than has Lloyd George 
to request of the Urn led S tates the 
opening of prison doors to Eugene 
V. Debs, Bill Haywood or a dozen 
other criminals confined under the 
American law.

A little modesty on our part should 
be in evidence at this time. T h rust
ing our nose into w hat in no way 
concerns us is becoming a habit with 
some of the self-constituted guar
dians of Ireland’s governm ental af
fairs in the U nited States.

It would be just as pertinent for 
Britain to demand a hand in political 
conditions in this country as for us 
to . meddle between the Irish people 
and the English. L et them  settle 
their own difficulties.

We certainly have troubles enough 
of our own w ithout crossing the 
ocean to th rust our nose into the 
governm ental affairs of foreign na
tions. If we look after our own af
fairs, and do exact justice to our 
own citizens, we shall have enough 
to keep us busy, so tha t there will 
be no time nor inclination to meddle 
in the affairs of others .

A lthough England was at one time 
our enemy, and although we have 
met her at the cannon’s mouth in 
several scraps, it has now, been more 
than a century since we have crossed 
swords with tha t ancient enemy.

One hundred years of unbroken 
peace between the English speaking 
peoples m ust mean something, and 
the cause of Ireland cannot be ad
vanced by Americans taking sides in 
a purely domestic dispute. Hands off 
is the only proper way to deal with 
these complications tha t arise within 
the boundaries of another land than 
ours.

However much we may sympathise 
with Irish aspirations for independ
ence, it is r.ot only foolish but crim 
inal for us to attem pt interference

as between the factions now dom
inant in B ritish politics. As well 
m ight English demand a hearing as 
between the two great parties in the 
United States now m arshaling their 
hosts for the battle of ballots next 
November.

H ands off, noses out, gentlemen. 
Let the governm ent of Britain settle 
its own political differences. And 
while we are about it why not show 
a little modesty in our actions where 
settling with m alcontents is concern
ed? England has a right to resent 
interference on our part w ith her in
ternal affairs.

Have we so soon forgotten the in
dignation tha t rang through this 
country when England threatened 
war because of the Mason and Slidell 
affair of the sixtees? T hat was where 
the British lion roared his loudest 
while thrusting  his nose into Amer
ican politics. N or was that so badly 
out of place as is our present inter
ference with Irish affairs. There was 
a question of international rights in
volved in the Mason and Slidell af
fair which in no way applies to the 
M ayor of Cork incident.

Prem ier Lloyd George acted within 
his rights in snubbing the im perti
nence or a perfidious and pestiferous 
American mayor. A few more such 
snubs may have its effect in curtailing 
American conceit.

T hat the United States m ust have 
a finger in every brawl that is hatched 
in the world is an idea fraught with 
grave danger and should be frowned 
down by every patriotic citizen in the 
land.

America for Americans. L et other 
peoples look after their own political 
fences. Since the close of the world 
war there have been a thousand and 
one theories advanced in connection 
with interferences with European af
fairs. O ur very recent and ever pres
ent troubles with Mexico ought to 
admonish us tha t we need not look 
across the A tlantic for opportunity 
to engage in settling affairs of foreign 
peoples.

Report has it that a British subject 
has been m urdered in tha t country 
below the Rio Grande.

Now what has the U nited States 
to  say about that? O ur Monroe Doc
trine refuses perm ission for foreign 
interference with American peoples, 
while at the same time we are plainly 
pledged to see to it th a t European 
citizens shall not be molested, either 
in person or property, w ithout re
dress.

Even though w& have refused p ro 
tection to our own citizens who have 
sought the shores of Mexico, we can
not well blink the demands upon jus
tice of a Briton foully m urdered by 
Mexican banditti. The more we dwell 
on these things the more convinced 
do we become that it will be not only 
the part of wisdom, but the part of 
strict justice to refrain from all in
terference in the political affairs of 
our cousines across the sea.

Old Timer.

Merry Musings From Muskegon.
Muskegon, Sept. 14—A. W . Steven

son and wife arrived home Saturday 
from an extended visit through E ng
land, France, Belgium and Switzer
land. They report having had a won
derful trip.

The H onest G rocerym an was in 
Grand Rapids Saturday and confirms 
the statem ent tha t the woodchuck 
crop is far above normal.

W ith the coming of cooler weather 
some of the hotel p roprietors near Al
bion and Charlotte may have time 
away from the lakes to pay some a t
tention to the hotel business.

E .P. Monroe. •

The Michigan Violin Co. has been 
incorporated with an authorized cap
ital stock of $25,000, of which am ount 
$15,000 has been subscribed and $2,- 
500 paid in in cash.

Items From the Cloverland of Michi
gan.

Sault Ste. Marie, Sept. 14—The 
Chippewa County fair, which closed 
last week', was a huge success, there 
being a record breaking attendance. 
I t was the finest in many years where 
there was no disappointm ent in the 
line of attractions. The agricultural 
display was said to be one of the fin
est in the State by those who have 
taken in the various fairs. The new 
exhibition building not being finished 
was the only disappointment, but it 
will be in readiness for the next fair, 
and will afford the m erchants an op
portunity for an elaborate display of 
their goods, which they have been 
awaiting.

George Dupuis, for the past seven
teen years in the grocery business on 
E ast Portage avenue, is closing out 
and expects to help swell the popu
lation of Detroit, about Oct. 1. Mr. 
Dupuis has made many friends and 
enjoyed a successful business during 
his stay in the Soo.

Joseph Fletcher, of McCarron, ex
pects to re-open in Mr. Dupuis’ stand 
with a full stock of groceries. Mr. 
Fletcher is well known in this loca
tion and will give the business per
sonal attention.

Jack Pickford finally reached 
France, we see, but the casualties are 
not on his side of the house.

Ground has been broken for the 
new hotel a t M arkuette. The engin
eers declare it will be hard to beat 
when completed. The fact that it is 
located directly next to a church 
should be inducement enough for the 
individual who craves peace and quiet
ness, but how about Sunday m orn
ing’s davenport?. T hat is just the 
time a fellow wants to sleep.

Manistique suffered a severe loss in 
the death of Moses Blumrosen, one 
of its leading citizens. Mr. Blum
rosen was a self-made man. Coming 
to this country when only eight years 
of age, he worked up to the position 
he held at the time of his death. He 
came to Manistique about forty years 
ago with a pack on his back. A few 
years later he opened up one of the 
largest stores in Manistique. He be
longed to a number of fraternal o r
ders. He is survived by his widow, 
two sons and four daughters.

M. J. Schrock, manager of the 
W oolw orth 5 & 10c store for the past 
few years, has been transferred to 
Duluth. Mr. Schrock has made many 
friends during his stay at the Soo 
who regret to see him lea\ e the city, 
but wish him every success in the new 
location. He is succeeded by H. W. 
H agberry, of Fargo, N. D

S. Braude, our well ku wn metal 
and hide dealer, has solo 1 is business 
to Phil. Jacobs who La - taken im
mediate possession. It not as yet 
known what Mr. Braud a-ill do in 
the future, but it is to bv loped that 
he will remain in the So where he 
is well and favorably k.u wn. The 
new proprietor, Phil Jacobs, needs no 
introduction, being a well-known 
baseball fan as well as politician and 
an all round good sport.

It is reported that H. W. Dubiske & 
Co., brokers of Chicago, will open an 
office here at an early date. The 
company maintains seventy-one branch 
offices in sixty of the principal cities 
of the U. S. The Soo is considered 
as a favorable prospect.

The aeroplane was a principal at
traction at the Pickford fair last week, 
but came to grief on the last day of 
the fair while carrying passengers. It 
is reported tha t Charles Haase, the 
heavy-weight biscuit man, may be the 
cause for the mishap. Charles said 
there was no accident when he made 
the trip, but his friends are wonder
ing why lie did not tell his wife about 
the flight on his return to the city.

The steam er Chippewa closed last 
week for the tourist season. It has 
been making trips from the Soo to 
Mackinac Island and on its last trip 
carried the K nights Tem plar excur
sion. From  all accounts the Arnold 
T ransit Co. has had a good season.

F. A. DuBridge, for the past few

years local secretary of the Y. M. C. 
A., has left for Des Moines Iowa, to 
accept a position as physical trainer 
in the high school. H e was one of 
our m ost valuable citizens and his loss 
is deeply regretted, not only in the 
city but in the county as well.

W illiam G. Tapert.

General Conditions in Wheat and 
Flour.

W heat had been selling up strong 
until yesterday at the close of m ar
ket, when the report was circulated 
the French Government had issued in
structions to its buyers not to pu r
chase any more w heat for the time 
being. This caused an im mediate re
action and the price of December 
dropped about 8c, closing around $2.- 
39.

Foreign buying has been one fac
to r in maintaining the price of w heat; 
although, the producer has been re 
luctant to sell a t less than $2.35 to 
$2.40; many have been holding, and 
are holding, for $3.00.

The domestic demand for flour has 
shown some im provem ent, but buying 
is not being done in heavy volume or 
in norm al quantities for this season 
of the year.

Should both domestic and foreign 
buying be in very limited quantities, 
it is likely, with the som ewhat im
proved railroad facilities, lower prices 
would materialize. However, with 
an active domestic demand and nor
mal export trade, values will remain 
firm.

If any of us could see far enough 
ahead to tell just w hat is going to 
happen to the flour trade, it certain
ly would be an easy task to tell what 
the future action of w heat will be.

W e still believe it is good business 
to have three or four weeks’ supply 
on hand or in transit. It is probable 
there will not be great fluctuations 
either up or down. A man in busi
ness m ust have som ething to sell; be
ing out of stock is not conducive to 
increasing trade. Lloyd E. Smith.

Greenville—The Michigan M otor 
Garment Co. opened another branch 
factory at H oward City Monday, 
starting with fifty-two employes. It 
already has a branch at Carson City, 
employing thirty-five hands; a sec
ond branch at Lakeview, employing 
twenty hands and a third branch at 
Lowell, employing twenty-five hands. 
The company has a capacity 100 per 
cent, greater than a year ago, but is 
several weeks behind in filling its o r
ders, owing to the rapid increase in 
sales. Four new travelers are now 
being fitted out to occupy different 
territories, as follows: L. M. Rader,
of Grand Rapids, to cover Central 
New York, with headquarters a t Sy
racuse; George R. Morse', of Grand 
Rapids, to cover Missouri, with head
quarters at St. Louis; E. H. M ahler 
to cover Kansas, with headquarters 
at Kansas City, Mo.; A. T. Benson, 
to cover Nebraska, with headquarters 
at Omaha.

The H uban & Frazer Sales Co., Inc., 
has been organized to job, distribute 
and retail automobile tires, accessor
ies, etc., with an authorized capital 
stock of $15,000, $10,000 of which has 
been subscribed and paid in in cash.



FOR ALL PU R PO SE S
'OW often, if ever, Mr. Grocer and Mr. Butcher, have 

you stopped to consider that the grocery and meat 
business depends on refrigeration.

You are dealing in perishable foods. This means that waste 
due to spoilage is a problem that is always confronting you— 
unless you are prepared. Spoilage is one of the biggest losses 
the grocer and butcher has to meet, and the McCray stops all
such waste.

Remember—the McCray principle of construction has been 
developed with this thought in mind—that the grocery and 
meat business depends upon efficient refrigeration. The pat
ented McCray system assures positive, cold, dry air circulation 
throughout the storage chambers. McCray walls are con
structed of materials that have the greatest heat repelling 
qualities. The McCray display features insure constant and 
effective showing of goods.

Make your refrigerator or cooler pay for itself. Our special pay
ment plan enables any grocer or butcher to secure any McCray 
refrigerator or cooler and pay for it while in use. Increase your 
profits by saving food.

Send for Catalog— Let us send you a catalog that describes a 
great variety of designs—one to suit every requirement; No. 
71 for Grocers and Delicatessens; No. 63 for Meat Markets 
and General Stores; No. 93 for Residences; No. 32 for Hotels 
and Restaurants; No. 74 for Florists.

M c C R A Y  R E F R I G E R A T O R  CO.
5044 LAKE STREET KENDALLVILLE, INDIANA

Detroit Salestoom, 14 E ast Elizabeth Street



Increased Consumption
The Seal of the Inspection Service of the 
National Canners Association blazes the 
w ay to a greater demand for Canned Foods

This Seal—

. —the trade-mark; of the Inspection Service,
—endorsed by hosts of retailers,
—recommended by hundreds of wholesalers,
—used by the packers of 700,000,000 cans, bottles and 

jars of canned foods,
—advertised in national magazines and newspapers,

is a t your command
Y our custom ers will be  to ld  the  sto ry  of th is seal 
th rough  a  national advertising  cam paign, beginning 
in January . T hey  w ill be in terested—th ey  will w an t 
it—m ake early  provision to  carry  it.
N ote Ca r e f u l l y : The National Canners Association has organized an efficient 
inspection service for the purpose of assuring satisfactory sanitary conditions 
and clean, sound food products, canned either in tin or glass.

Any canner may subscribe to the-Inspection and Advertising Service and 
by complying with the Association requirements may secure the privilege of 
placing the Seal on each can of his products.

N A T I O N A L  C A N N E R S  A S S O C IA T IO N
Washington, D. C.

A nation-wide organization formed in 1907, consisting of pro
ducers of all varieties of herm etically sealed canned foods 
which have been sterilized by heat. It neither produces, buys, 
nor sells. Its purpose is to assure for the  m utual benefit 
of the industry  and the  public, the  best canned foods 
th a t scientific knowledge and hum an skill can produce.


