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CAN you name a single, 

solitary man who has ever 

achieved a great, big, un

qualified success in any line 

of legitimate business by 

limiting his mental and 

physical exertions to eight 

hours a day?



F L E I S C H M A N N ’S YEAST
Helps Success

fellows to concert pitchIt is tuning up a lot of good 
and making them stick.

It seems to make you feel like 
a dash into the big breakers 
—a ride over the mountains 
—and a brisk “rub-down” all 
in one.

T h e W ay to Take Yeast 
Yeast bas an appetizing, 
creamy taste. Yon eat from 
one-balf to a whole cake 3 
times a day before meals; 
or take it  crumbled in water, 
fru it Juices, or milk.
Yeast is not a drug or med
icine. I t  is a food and a 
tonic, and as such should be 
taken persistently for best 
results.

Its the vitamine content, and the other beneficial 
things-that Fleischmann’s Yeast contains, that does 
the trick. Tell your customers about it I

TH E FLEIISCHMANN C O M PA N Y

The Machine 
you w ill 
eventually

Buy

1 3 5 .0 0
ALL MACHINES 
FULLY GUARANTEED

js 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,
317 Houseman Bldg.

Grand Rapids, Michigan

Package Sugar 
Means Efficiency

Grocers who handle 
F ra n k lin  P a c k a g e  
Sugars are enabled to 
have cleaner, neater, 
more attractive stores 
because of the elimina
tion of bulk containers, 
sp illage  and w aste. 

They save the clerks' time which can 
be devoted to window dressing and 
other store work of the kind that 
helps sell goods.

The Franklin Sugar Refining Company
(PHILADELPHIA

SUGAR-GAME A “ A  Franklin Cane Sugar for every use1* MADE FROM SUGAR-CANE

1 (fkJu '.Granulated. D ainty Lumps, Pow dered,¡¡|i Confectioners, Brown, G olden Syrup i t
1 'A  

jgj

Doz. Cost Makes a Difference
You know the best buy—

V/i lb. carton— 2 doz. to case @ $1.25«per doz.
5 lb. sack.......10 to bale @ $3.55 per bale

Guaranteed Quality

Pan Cake Flour 
Seif Raising Buckwheat

Sm ile W ith Us

Absolutely the Biggest Bargain offered the Trade

From your jobber—or direct.

Commercial Milling Company
D E T R O I T

Red Prawn
P u re  F o o d  P r o d u c ts
24 Appetizing Varieties 24

Provide

Quality |jf
gjM Pffny\

Economy S  
Convenience | |  
Nutrition

VIAL LOAF , 1 
ANDMEM-PRW0

CHIU CONCARHEiS
f J  WITH B E ANS

ACME packing COMPANY.CHICAGO, u. s. A.
O f  C O N T E N T S  "

TIME and 
LABOR  
SAVING  
for your  
Consumers

4*

Acme
Packing Company 

Chicago, U. S. A. 
Independent Packers
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C an a d ia n  s u b sc rip tio n s , $4.04 p e r  y e a r , 

p a y ab le  in v a ria b ly  in  ad v an c e .
S am ple  cop ies 10 c e n ts  each .
E x t r a  cop ies o f c u r r e n t  is su e s , 10 c en ts ; 

is su e s  a  m o n th  o r  m o re  old, 15 c e n ts ;  
is su e s  a  y e a r  o r  m o re  old, 25 c e n ts ;  is su e s  
five y e a r s  o r  m o re  old, 50 c en ts .

E n te re d  a t  th e  P osto ffice  o f G ra n d  
R ap id s  u n d e r  A c t o f M arch  3, 1879.

P E E R L E S S  P IR A T E S.

Complete D isclosure as to Identity  
of Schemers.

The Tradesm an has good news for 
the near victims of the so-called 
Peerless Talking Machine Co. Alleg
ed representatives of the concern are 
now in the State, turning back the 
alleged illegal notes to the makers 
and returning the machines to Ohio 
points—some to Toledo, some to 
Celina, some to F rem ont and some to 
o ther places. The methods they are 
pursuing in taking back the machines 
are graphically described in the le t
ters published elsewhere in this con
nection.

The Tradesm an has ascertained tha t 
the Peerless Talking Machine Co. is 
evidently a copartnership composed 
of A braham  W eber and Clarence W. 
Shaver. W eber is the practical owner 
of the business and is out on the 
road m ost of the time, placing “agen
cies” (a la prom issory notes) for the 
machines, which are produced in a 
little m anufacturing plant a t Celina, 
Ohio. Shaver is reported to  be an 
attorney and probably drafted the 
crafty  documents which gave Michi
gan m erchants so many sleepless 
nights and unpleasant days. These 
schem ers were introduced at the Na
tional Produce Bank of Chicago by 
one Jacob Goldman, who appears to 
stand well at that financial institution. 
So far as the Tradesm an can learn, 
the notes obtained by alleged fraudu
lent representations were all sent out 
for collection and returns through 
that bank. The Tradesm an notified 
the bank two weeks ago tha t the 
notes were obtained by alleged fraud 
and tha t no reader of the Tradesm an 
would be likely to honor an obliga
tion obtained under such conditions. 
Following are some of the letters the 
Tradesm an has received, clearly 
showing the status the swindle has 
assumed in this S tate up to the time 
of w riting:

Deerfield, Gtjt. IQ—W e have just 
read your articles in last. Tradesm an

relative to Peerless Talkin Machine 
Co. and as we have had a similar ex
perience with these people, thought 
best to write you. We signed for 
eight machines at $157 each, but the 
Peerless company we dealt with was 
from Celina, Ohio. W e believe the 
salesman switched contracts on us, 
because the contract we signed was 
not the contract we read before sign
ing. After the machines were deliv
ered at our station a man named W at
son called to collect pay in full for 
them. We were not prepared for 
anything like this, as we were told 
that machines were not to be paid 
for until sold, but W atson had our 
signed contract which, apparently, 
was a note to be paid on demand. 
W e took a copy of this to one of the 
best lawyers in Adrian, who advised 
us tha t the contract was collectable 
and in all probability we would have 
to pay at the end of a suit. In the 
meantime we found that a number of 
other m erchants had been swindled 
in the same m aner and we then pro
posed to get out of the deal as best 
we could. W atson made several calls 
on us later to collect the $1,200. In 
the meantime we found there was no 
such company in Celina other than 
an amusement company, which is in 
some way connected with the two 
swindlers.

W e “settled” with W atson by giv
ing him a Chicago draft for $200. He 
returned the machines to Toledo, but 
we immediately had our bank stop 
payment of the draft. As it is now, 
we have our original contract and 
our bank is threatened with suit by 
W atson for stopping payment on the 
draft. The Chicago bank advises that 
it will protect the interest of its cus
tom er where, apparently, he is being 
swindled. W hile this was rather un
businesslike, yet we believe we did 
right and if possible will hold off 
paying the money. In making settle
m ent we were careful to not sign or 
give W atson anything tha t would 
bind us again. All he has now is a 
Chicago draft made directly to him 
by our bank. W ould you advise our 
bank to stand suit in case it goes that 
far? This salesman and W atson were 
sure polished swindlers and caused 
a great deal of trouble in our county 
and we are willing to help in any way 
to have these men get their just dues.

W. F. W eisinger & Son.

Stanwood, Oct. 21—In reading your 
issue of Oct. 20, I saw your article, 
Doings of the Peerless Talking Ma
chine Co., and wish to let you know 
that I was one of their victims caught 
in their swindling scheme. I find 
by reading over the different letters 
that have been sent to you that they 
worked their game with me the same 
as thev did those that have w ritten 
you of their methods of doing busi
ness. I was not to pay for the m a
chines until after they were sold and 
was surprised to receive notice from 
them that they were sending a sight 
draft to my honor bank here for 
collection, w*hich came several days 
ago.

I will have to admit tha t I am the 
sucker this time, but it is a little bit 
of a consolation to  know that I am 
not alone in this world. To all of 
those that have been caught in this 
swindle can count me in to fight it 
out with them. If the laws of Mich
igan are such tha t they will allow a 
gang of rascals such as those of the 
Peerless Talking Machine Co. to

come into this State and put across 
a Aim flam game, as they have been 
doing, and get away with it, then it 
is about time there should be some 
law made to put these fellows out of 
business.

Any advice that you may have to 
offer me on the above will be wel
comed and thank you for the interest 
that you have shown in exposing 
these frauds. W. E. Zank.

Celina, Oct. 23—We have your let
ter of the 21, addressed to the Mers- 
man Bros, of this city and handed to 
this company for reply who handles 
the talking machine end of the busi
ness.

All that we know about the Peer
less Talking Machine Co. is that two 
gentlemen came in here some time 
ago, purporting to be from May- 
wood, 111., and contracted for a quan
tity  of machines to be shipped direct 
to their customers, as they forwarded 
orders to us.

The gentlemen were of goodly pres
ence and appealed to us as being good 
business men. Their obligations to 
us have been met prom ptly at all 
times. H. J. Beam, Sec’y.

The H arponola Co.

Grand Rapids, Oct. 22—One of 
your associates advised John Roberts, 
of D utton, to pay a $315 note obtain
ed by fraud. I think it was Mr. 
Hoekstra.

So far as I can learn this is the 
only money the sharks succeeded in 
getting out of Michigan, although 
they secured about 150 notes by their 
sharp practice. I caught them at the 
game before the notes fell due, ex
posed the swindle and advised the 
m erchants not to pay the notes.

As near as I can figure, I have 
saved my mercantile friends more 
than $100,000 by this campaign of ex
posure. The machines they sent the 
m erchants were junk.

I regret that Mr. Roberts should 
have obtained the advise he did in 
your office, because if any of you had 
called me up 1 could have told you 
in a few words that the deal was a 
swindling game and that the signa
ture thus obtained was worthless.

E. A. Stowe.

Grand Rapids, Oct. 23—Yours of 
Oct. 22 received and contents noted.

Your communication was the first 
information I had that Mr. Roberts 
had been in the office. I immediately 
took up the m atter with the assistant 
who talked with him. He informed 
me that he received no information 
from Mr. Roberts about any fraudu
lent transaction but, as I recall, was 
told that Mr. Roberts had signed a 
note for a couple of phonographs; 
that the machines were satisfactory 
and that he had signed a note for 
them, but seemingly they did not 
keep their promise that they would 
come and sell the machines.

My assistant informed me that he 
knew nothing about any other deals 
that may have been put through and 
that the m atter simply came to him in 
the line of the regular calls a t this 
office by one who asks a simple ques
tion. He said he had no intimation 
that there were other deals put 
through or that any sharp practices 
had been resorted to in this particular 
deal or any others, so in his mind it 
simply simmered down to whether a 
man should pay a note that he had 
signed, he having received consider
ation.

I wish that we had known some

thing about the campaign you waged 
against these parties, which goes to 
show that we are hack numbers if 
we do not read the Michigan T rades
man constantly. I would be glad to 
have you inform me at any time of 
these campaigns that you wage and 
hope to be able to give you the co
operation of this office.

Cornelius Hoffius, 
Prosecuting A ttorney.

D eW itt, Oct. 20—I noticed in the 
Oct. 13 issue of the Tradesm an your 
exposure of the Peerless Talking Ma
chine Co. I do not know yet w hether 
1 am a victim or not, but forewarned 
is forearmed, so I am writing you 
for the steps of procedure you furnish 
to the subscribers of the Tradesman. 
This is my case: H. T. Wallace, of
Celina, Ohio, came to me with a 
year’s contract with the Peerless, not 
Peerless Phonograph Co., of Celina, 
Ohio. The contract was that I was 
to store four machines or rather 
store three and exhibit one. The ma
chines were not to be paid for until 
sold, they to send on agents to do 
the selling. The contracts were sent 
in to be O. K.d by the company and 
one returned to me, but as they have 
not been returned I am wondering if 
this is not the same game you tell 
about.

To-day four machines arrived at 
depot, but I have not taken them out, 
as I have not been asked to receipt 
for them, so this must be a little dif
ferent deal than has been worked 
else where, though it may be the same 
gang. As I have signed no notes and 
the machines are not to be paid for 
until sold, I don’t see how tney can 
get me very bad, but send me the in
formation as to manner of dealing 
with them if you think it is the scheme 
and accept my thanks for your w arn
ing pages in the Tradesman.

C. H arry  Moon.

DeW itt, Oct. 25—The nefarious 
gang have been here and gone w ith
out charging me a cent, thanks to the 
exposure of the Michigan Tradesm an. 
The next morning after I wrote you 
a :d  before I had a chance to hear 
frcm you, two men drove up and en
quired if the talking machines had 
arrived. I replied, “They are at the 
depot.” They wished to know why I 
had not gotten them up and I told 
them I had not received my contract 
back, although they were to send it 
in a few days and it was now two 
months. They said we have the con
tract and the agency. I asked to see 
it and saw in an instant that it was 
not like the one I had signed for I 
had kept a copy of that, unbeknown 
to the agent when he was here. I 
signed the contract at that time with 
a pen as I w rite a very light hand 
they had put a carbon in and traced 
my name and made it appear on this 
note contract. W hen they found 
out I had kept a copy of the con
tract, they asked me to explain what 
the agent had asked me to do. I 
told them and they said the agent 
had misrepresented things and they 
did not want any m isunderstanding. 
They said I was supposed to buy the 
machines outright to get the agency. 
I asked them if they thought any 
one would buy four machines of a 
make never heard of to  secure the 
agency. A man who said his name 
was W atkins said, W e will ship the 
machines back if you will go to the 
depot and release them. He gave me 

(Continued on page twenty-five)
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M E N TA L  T E S T S  IN  H IR IN G  M EN
Psychology is a portentous word to 

the layman, implying many weird no
tions from mental telepathy to the 
ouija board. Therefore, when there 
is talk of applying the principles of 
psychology to industry or business, it 
is oivly natural for the average grad
uate of the school of experience with 
no fancy looking letters after his 
name to grow a bit suspicious. If by 
any chance he was a small and humble 
unit in the late arm y of millions, his 
feelings on the subject of psycholog
ical tests might be indicated by a smile 
a dow nright guffaw, or else by stars 
or asterisks. There were few men in 
the arm y who had much respect for 
the methods introduced by college 
professors to find the higly skilled 
watchmaker or the lowly ditch digger. 
The arm y m an’s experience, or so he 
will tell you, was tha t the selections 
made worked according to one rule 
only, and that one a system of op
posites. If a man could dig a ditch 
the arm y put him at adjujsting es
capements. Only lawyers made good 
ditch diggers, according to the A. E. 
F. This, of course, was not the case 
though some mistakes surely were 
made.

If the arm y personnel tests served 
no other useful purpose than to ac
quaint the general business and in
dustrial world with the semblance of 
a proper method of hiring men and 
keeping them hired, they were, ac
cording to em ploym ent experts, of 
great benefit to business and industry. 
In short, the seed was sown to be 
reaped in other fields than the army. 
The first step adopted by the arm y 
in getting inform ation about its per
sonnel was to interview all its new 
soldiers, and, by the enumeration of 
some tw enty-odd occupations, get at 
what the “rookie” was qualified, to do. 
Education and religion were set down. 
This method was considered fairly 
sound, with the exception that many 
men professed skill in lines with 
which they either had only a bow
ing acquaintance or none at all. T here
fore, to supplement the interview, if 
a man owned up to some skill as a 
lathe worker, a test was introduced to 
let him prove it. This was the so- 
called psychological test, and with it 
were introduced others designed to 
indicate the intelligence of the new 
man. The latter tests went down in 
arm y song and tradition as “nut tests” 
because they consisted of m ind-tw ist
ing problems, such as crossing out a 
certain letter as often as it appeared 
in a sentence or paragraph, of un
raveling the links in a chain puzzle, 
etc. The rating  scale was prepared 
for the officer personnel, and consist
ed in giving a man a certain number 
o i points for the possession of cer
tain qualities in either greater or 
lesser degree in comparison with a 
highly developed type. Thus, an of
ficer would be picked out whose health 
and bearing were excellent, and the 
man to be rated compared with him 
as regards those qualities. W hen it 
came to rating  initiative, another of
ficer possessing this tra it to an adm ir
able extent would be used as a stan
dard of comparison.

Be cause a rating scale is easy to 
devise, it is more generally used than 
psychological tests. R ating scales are

used in industry in g reat variety, and 
it is this variety which causes some 
criticism. The danger, it is explained, 
is tha t the qualifications desired may 
be so broad as to defeat the purpose 
of the rating  scale by reason of in
definite standards. Thus, for a sales
man initiative is a highly desired trait, 
while not so necessary in a foreman, 
of whom loyalty and organizing ability 
are demanded. Consequently, when a 
rating  scale is prepared it should, ac
cording to the best opinion, be ap
plied to special types of men, and a 
particular scale devised for each em 
ploye group. Salesmen should decide 
upon the qualifications of bro ther sales
men, foremen on foremen, etc. Good 
results are reported to have followed 
the rating of executives and foremen 
by the employes under them, as well 
as having the w orkers rated by their 
superiors.

In the army, despite constant in
sistence by inspectors on the point 
tha t proper ra ting  would show only 
a small variation in the total points 
scored, there was always the feeling 
that prejudice m ight interfere consid
erably with the results. Thus the 
“good fellow” type was thought to 
have the best of it when it came to 
rating, even if his efficiency was of a 
questionable type. And w hat held 
true in the arm y is offered as an ob
jection in the rating of business abil
ity. But this criticism is waived aside 
by those who place faith in rating 
scales. I t is pointed out that preju
dice often attaches to a person who 
may have but one undesirable trait. 
A review of all the good traits will 
serve to minimize the undesirable 
one. In this the rating scale of esti
m ating the worth of a man. It tends 
to make either his superior or equal 
—depending upon who does the ra t
ing—consider him in a broader light 
with a consequent elimination of fric
tion which comes of dwelling on one 
fault.

In a sum mary of objections raised 
to the rating  scale method the As
sociation of Corporation Training sets 
down the following:

1. The lack of any fundamental or 
consistent method by which rating 
scales are devised.

2. The fact that they are often ap
plied indiscriminately to a wide va
riety of jobs and persons.

3. The lack of any close relation
ship between rating scales and job 
specifications.

4. The vague and indeterm inate 
manner in which qualities on the ra t
ing scale are usually defined.

5. The difficulties which the in
herent vagueness of the rating  scale 
places in the way of an accurate esti
mate of the results of its use.

As advantages are cited:
1. It tends to educate executives 

to observe more closely and accur
ately the character of their worker.

2. If properly used, it educates the 
w orker in the knowledge of his own 
shortcom ings. At least, it informs 
him of the opinions which his super
visors hold.

3. If systematically used, it pro
motes a periodic, instead of a sporadic 
expression of opinion.

4. Because it makes it necessary 
for the appraiser to check off the 
various qualities of an individual

against each other, thus producing a 
balanced result.

5. Because the appraisal made goes 
on record for or against the man who 
makes it.

6. Because the ratings by one ap
praiser can be systematically checked, 
one against the other.

The rating scale is only a beginnig 
for the concern that wishes to know 
more fully the qualifications of its 
employes. W hile labor was scarce, 
very little chance to pick and choose 
the m ost desirable help was given. 
Now that the labor m arket shows 
signs of easing up, it is thought that 
a num ber of concerns will introduce 
psychological tests in order to be 
more fully informed not only of the 
ability of their present employes, but 
of applicants. Psychological tests, it 
is pointed out, should not be consid
ered a panacea for all labor troubles. 
Neither are they relied upon entirely 
to determine the fitness of employes, 
present or prospective. In  their true 
application they supplement and do 
not supplant the usual employment 
procedure.

Those who are in earnest about the 
value of the tests have not much use 
for the pseudo-psychologists who 
claim everything for their methods. 
There are many faddists in this line, 
just as there was a large crop of “ef
ficiency engineers” when efficiency 
was the magic word of business.

A sum mary of the position and ap
plication of psychological tests in in
dustry made by the asociation above 
referred to shows that:

1. The number and variety of in
stances in which tests have been suc
cessfully applied under industrial con
ditions w arrants the belief that they 
can be successfully extended to other 
industries.

2. One distinct step in advance is 
the prevalence in industry of a better 
understanding of what psychological 
tests really are.

3. The failure of tests, in a ma
jority  of instances, are usually at- 
tributal to superficial methods of giv
ing the tests and following up the re
sults, and is not inherent in the prin
ciples of the tests themselves.

4. T ests should be used to sup
plement and not supplant the ordinary 
employment interview.

5. T ests should be first applied to 
jobs which have the largest turnover 
and in which the turnover is most 
costly.

One of the m ost im portant features 
in connection with the use of tests is 
the maintenance of a careful and sys
tem atic follow-up to determine the 
value of the results. Such a proced
ure will not only enhance the value 
of the tests, but will shed a welcome 
light on employment methods in gen
eral.

7. There is still considerable prop
aganda abroad as to the efficiency of 
tests. Any wholesale attem pt to in
troduce tests in industry should be 
looked upon with distrust.

8. A wider field for tests than 
merely the acceptance or rejection of 
applicants for employment is in the 
economical placem ent of labor within 
industry.

I t  frequently takes sadness to teach 
us to appreciate gladness.

T H E  SIT U A T IO N  IN  W O O L E N S.
There is getting  to be an impression 

that prices of fine wools have about 
reached their minimum. One of the 
things bearing out this assumption 
is the course of prices at the auction 
sales in Melbourne, Australia, during 
the last week. These sales were 
looked forward to with interest by 
those in the trade here because the 
kind of wools offered included such 
as appealed particularly to the do
mestic manufacturers of woolens. The 
Melbourne prices showed, if anything, 
a slight increase over those recently 
current. But the coarser grades seem 
still in slight demand and they are 
likely to remain low in price because 
of fine much greater quantity avail
able. The English labor troubles 
have caused an indefinite postpone
ment of the auction sales of colonial 
wools which were to begin to-m orrow  
in London. Dealings here are as yet 
curtailed and little impression has 
thus far been made on the stocks of 
domestic wool of last Spring’s clip 
now held in storage. The goods m ar
ket still shows few features. O rders 
for Spring have not been large despite 
the fact that concessions in price have 
been made from those announced at 
the openings. Clothing manufacturers 
have been slow to contract for their 
needs, not being sure as yet how 
large these will be. They are waiting 
to hear from the retailers who are 
having troubles of their own and who 
have announced that they are dispos
ing of their Fall stocks w ithout any 
profit. I t is all p arf of the readjust
ment, which is hitting the retail 
clothiers harder than any other class 
unless it be the furnishing goods 
men. Dress goods sales show more 
movement than do m en’s wear fabrics, 
especially in the cases where low 
prices have been made.

M EA T VS. RICE.
While it is to be hoped that the 

m eat-eating doughboy will never have 
to go in arm s against the rice-eating 
Japanese, it is interesting to compare 
what it is which nourishes two races 
of high fighting capacity. The A m eri
can adult meat consumption is 280 
pounds annually, contrasted with 2.5 
pounds for the Japanese, who get 
along on 14.1 pounds of sugar, where
as we Yankees seem to think we 
must consume 120 pounds. O urs is a 
country with an abundance of fruit, 
and so we eat or waste 250 pounds a 
year, and the Japanese have not much 
more than a good taste with their 
30. We use 450 pounds per man of 
wheat bread and cereals, and the 
Japanese is nourished mainly by his 
annual ration of 282 pounds of rice. 
We are living luxuriously, but this 
does not mean we could not get on at 
half the cost by using a greater 
amount of vegetables and course 
cereals. W hen we sent the boys over
seas we economized some and their 
fighting ration showed a big increase 
in m eat as marked by the difference 
between 280 pounds and 456 pounds. 
W e fight and win on meat. Japan 
fights and wins on rice.

If you do no t w ant loafers in your 
store, arrange things so tha t they will 
have to stand up. Give them  no place 
to lean or sit, and they will not; 
bother you long.
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Deep dow n in his h eart every  am bitious w holesale grocer 

cherishes the  sam e ideal—Leadership.

T o  create  sales, to  keep up w ith  the  ran k  and  file, to  m eet com 
petition—these alone do no t satisfy . H e is im pelled to  b igger things 
—he seeks to  leave all com petition  fa r behind, to  forge ahead, to 
dom inate.

B ut m any  factors en ter in to  leadership . You can “m ake a b e t
te r  m ousetrap  th an  your ne ighbo r” until th e  end of tim e, b u t the  
w orld  will never m ake the  beaten  track  to  your door until it know s 
th a t you a re  m aking  b e tte r m ousetraps.

M erit a lone does no t m ake fo r leadership. Public recognition  
of m erit does. In the  end, it all reverts, not to  the  p roduct alone, 
b u t to th e  public w ho buy  the  p roduct.

T h e  jobber m ust furn ish  th e  reta iler w ith  goods w hich can be 
hand led  a t a  profit and  yet give th e  consum er entire  satisfaction. 
T his is the  problem  every w holesale  grocer m ust solve before he 
can a tta in  his d ream  of leadership .

W e believe th a t the  big  g row th  of our business is the  result 
of the  righ t kind of business m ethods and due to  our careful selec
tion of good goods.

W O R D E N f i R O C E R  C o m p a n v
Grand Rapids—K alam azoo— Lansing 

T he Prom pt Shippers.



4 M I C H I G A N  T R A D E S M A N O cto b er 27, 1920

Afl1 i, l i* ^ ---- __

Myfs OFTHE BU SINESS W ORlfl

Movement of M erchants.
Clinton—J. H. Poole succeeds W ill 

H ans in the m eat business.
Ewen—The State Bank of Ewen 

has increased its capital stock from 
$20,000 to $25,000.

Jackson—The Buell Auto Co. has 
changed its name to the Gilbert 
Loomis M otors Co.

Saline—The Citizens Bank of Sa
line has increased its capital stock 
from $25,000 to $50,000.

Big Rapids—The Big Rapids Gar
age has increased its capital stock 
from $25,000 to $50,000.

Gwinn—George Geiger has taken 
over the lease of the Swanzey Range 
hotel and will continue the business.

C harlotte—Sims & W ilson have sold 
their drug stock to its form er owner, 
F. E. Beard, who has taken posses
sion.

W hitehall—John O. Reed has pur
chased the W hite Lake Garage and 
automobile accessories stock and will 
continue the business.

Ferry—Mrs. Edwin L. Benton has 
sold her stock of general merchandise 
to Jake Ackterhoff, of Shelby, who 
will continue the business.

Mt. Clemens—Chisholm & Dicker- 
son, dealers in automobiles, accessor
ies, parts, etc., have increased their 
capital stock from $10,000 to $30,000.

Hesperia—A. E.- Mills has purchas
ed the interest of E. C. Mills in the 
general stock of Mills & W right. The 
business will be continued under the 
same style.

Muskegon—B. H. Bloch, coal and 
wood dealer at Manistee, has pur
chased yards of the Crescent Coal Co. 
and will continue the business in con
nection with his other yards.

Lansing—John Wilson. Jr., has sold 
a half interest in the Blue Bird con
fectionery store, East Michigan ave
nue, to E rnest L. Roscoe and the bus
iness will be continued under the 
same style.

D etroit—The Central M ercantile 
Co. has been organized to buy and 
sell stocks of merchandise, with an 
authorized capital stock of $15,000, 
$14,000 of which has been subscribed 
and $7,250 paid in in cash.

Mt. Pleasant—'The Coburn-Kauff- 
man Co. has been organized to deal 
in monum ents, cem etery equipment, 
etc., with an authorized capital stock 
of $10,000, $5,000 of which has been 
subscribed and paid in in cash.

Muskegon—The King Clothing Co. 
has purchased the tw o-story building 
at 38 W est W estern avenue which it 
occupies and will remodel it, install
ing modern fixtures, show cases, etc., 
and a modern plate glass front.

Bay City—The Young Co. has been 
incorporated to deal in all kinds of 
L r.iber and tim ber products, with an

authorized capital stock of $100,000, 
of which amount $50,000 has been sub
scribed and $10,000 paid in in cash.

Detroit—The C. E. Trom bly Co. 
has been incorporated to deal in elec
tric washing machines, mangles, etc., 
with an authorized capital stock of 
$15,000, all of which has been sub
scribed and $1,500 paid in in cash.

Yale—H enry A. W illiams has m erg
ed his general merchandise business 
into a stock company under the style 
of H. A. Williams, with an authorized 
capital stock of $10,000, all of which 
has been subscribed and paid in in 
cash.

Iron M ountain—The American Se
curity Bank has been organized with 
an authorized capital stock of $50,000 
and will open its doors for business 
as soon as the building it has pur
chased has been thoroughly rem od
eled.

Hesperia—Husband & Anderson 
are erecting a new tw o-story and 
basement building, 40 x 100 feet in 
dimensions, which they will utilize to 
house their hardware stock. The 
building will be constructed of ce
ment, with ornam ental brick front.

D etroit—Edward J. Nebel, dealer 
in leather, findings, shoem akers’ sup
plies, etc., has merged his business 
into a stock company under the style 
of Edward J. Nebel, Inc., with an 
authorized capital stock of $35,000, 
$30,000 of which has been subscribed 
and paid in in property.

Grand Rapids—M. J. Elenbaas & 
Sons have merged their fuel, grain 
and building material business into a 
stock company under the same style, 
with an authorized capital stock of 
$25,000, of which amount $17,000 has 
been subscribed, $779.23 paid in in 
cash and $12,230.77 in property.

M anufacturing M atters.
Detroit-—The McConnell Shoe Co. 

has increased its capital stock from 
$12,000 to $25,000.

Port Huron—The Miller Drug Co. 
has increased its capital stock from 
$.30,000 to $150,000.

Grand Rapids—The Auto Indicator 
Co. has changed its name to the Au
tomobile Signal Co.

Jackson—The Nulyne L aboratories 
has increased its capitalization from 
$300,000 to $2,500,000.

Jackson—The Michigan Catering 
Co. has increased its capital stock 
from $10,000 to $150,000.

Owosso—The Independent Stove 
Co. has increased its capital stock 
from $350,000 to $600,000.

Detroit—The Illinois W hite Metal 
Co., Inc., has increased its capital 
stock from $20,000 to $30,000.

W yandotte—The Beals & Selkirk 
Trunk Co. has increased its capital 
stock from $160,000 to $320,000.

D etroit — The D etroit Sanitary 
Closet Co. has increased its capital 
stock from $100,000 to $200,000.

Manistee—The W. A. Bates Turning 
Co. has been organized to manufac
ture knobs and small articles of wood.

Jackson—The Jackson Stove & 
Stamping Co. has increased its cap
ital stock from $200,000 to $1,750,000.

Lansing—Hugh Lyons & Co., m an
ufacturer of display fixtures and show 
cases, has increased its capital stock 
from $150,000 to $500,000.

Ovid—William Dickson, formerly 
engaged in the baking business at 
Elsie, has installed modern machinery 
and opened a bakery here.

Lansing — The Lansing Rubber 
Stamp Co. has engaged in business 
at 112 East Michigan avenue. The 
company will solicit business through
out Central Michigan.

D etroit—The P. & G. Stamping Co. 
has been incorporated with an au
thorized capital stock of $10,000, of 
which amount $5,000 has been sub
scribed and $3,000 paid in in cash.

Grand Rapids-—The B-J Stem Gas 
Generator Co. has been incorporated 
with an authorized capital stock of 
$50,000, $41,500 of which has been 
subscribed and paid in in property.

D etroit—The Markwick Sanitary 
Food Bag Fastener Co. has been in
corporated with an authorized capital 
stock of $10,000, of which amount $7,- 
800 has been subscribed, $1,500 paid 
in in cash and $5,100 in property.

D etroit—The Blue Bird Shop has 
merged its business into a stock com
pany under the style of the Blue 
Bird Candy Shops, with an authoriz
ed capital stock of $10,000, $7,000 of 
which has been subscribed and paid 
in in property.

D etroit—The City Candy Co. has 
been incorporated to manufacture and 
sell at wholesale and retail, candies, 
etc., with an authorized capital stock 
of $2,400, all of which has been sub
scribed and paid in, $2,000 in cash and 
$100 in property.

M arquette—The J. S. Davis M otor 
Co. has merged its business into a 
stock company under the style of the 
Upper Michigan M otors Corporation, 
with an authorized capital stock of 
$40,000, of which amount $20,000 has 
been subscribed and paid in, $6,000 
in cash and $14,000 in property.

Ludington—Jacob B ernhart is mov
ing his house furnishing goods stock 
from the A rbiter hall to his new 
quartets at 408, 410 and 412 South 
Jam es street. He recently made a 
ten strike by purchasing the double 
brick store on South W ashington 
street, in the Fourth ward. It is 
163 x 214 feet in size, two stories and 
basem ent, with sidetrack to the rail
road. He will use it for a salesroom, 
storage of surplus stock and the 
manufacture of upholstered goods.

Two-Ccnt L etter Rate To Stand.
W ashington, Oct. 26—Postal esti

mates to be subm itted to the coming 
session of Congress, Postm aster Gen
eral Burleson said to-day, will not 
recommend any increase in the two- 
cent first class letter rate in connec
tion with any plan of taxation revision, 
and will renew the departm ent’s p re
vious recom m endations for a one-cent 
local delivery rate.

The Postm aster General estim ates 
that a reduction of the local delivery 
rate from two cents to one would 
probably increase postal revenue 
rather than decrease it.

Tanners P redict Cheaper Shoes.
Chicago, Oct. 26—Cheaper shoes 

will soon appear on the m arket as a 
result of the greatly lowered price of 
leather, according to the officials of 
the T anners’ Council, a t the comple
tion of their two days’ deliberations 
this evening. The reduction in leath
er costs, the stagnant m arket and ac
cusations of profiteering in leather, 
which the tanners say are unjust and 
unwarranted, were the subjects of dis- 
cusssion throughout the meeting.

It was finally decided tha t a sta te
ment should be issued which would 
clarify the atm osphere. A s a result 
H arry  I. Thayer, newly elected presi
dent, isued the following statem ent:

“After two days deliberation the 
thought was crystallized that, owing 
to the severe decline in the price of all 
hides and skins, it should now be 
possible to give the consum ing pub
lic a cheaper shoe, which has been 
generally kept out of the m arket be
cause of the prevailing idea tha t prices 
of shoes were still unfair and above 
true value. However, it m ust be 
recognized that, while a reduction in 
shoe prices would now be possible, at 
the same time, owing to the greatly 
increased cost of all o ther item s en
tering into the production of leather 
and shoes, anything near a pre-war 
price is absolutely precluded.”
■ While the tanners were deliberat
ing on ways and means of giving the 
public the benefit of lower prices their 
board of directors at a special m eet
ing last night decided tha t a change 
in the Incom e Tax law is absolutely 
necessary if they are to be saved im
mense losses, such as m ight drive 
many of the weaker concerns to the 
wall, they say, and would seriously 
impair the standing of some of the 
bigger concerns.

They pointed out that their income 
tax returns were made on the basis of 
costs of hides and finished materials, 
that much of this stock has not been 
disposed of at the higher prices, but 
will have to be disposed of a t a loss, 
and therefore the profits on which 
they will have to pay taxes are purely 
paper profits and not actual. They 
will appeal to Congress for relief.

Stock Companies Feel Effect of M u
tual Competitors.

The time has come when the stock 
fire insurance companies m ust neces
sarily stand together and fight as a 
unit against the mutual and in ter
insurance companies which are p irat
ing on the insurance business and 
reaping the harvest w ithout con
tributing to the attendant expense. 
The stock companies year after year 
are improving fire protection condi- 
tipns in an effort to reduce fire loss
es. They are expending millions to 
save life and property. The m utuals 
and inter-insurers are seeking every 
possible advantage to procure the 
preferred business. They not only 
reduce rates and pay commissions in 
excess of the stock companies, but 
put forth the additional bait of re
turn premiums in dividends. The 
results of the insurance business in 
California are such that these mu
tuals and inter-insurance pirates are 
bobbing up at every turn and the 
representatives of the stock fire in
surance companies can only accom p
lish results by concerted action in 
working for the general good of the 
business.—Pacific U nderwriter.

Governor Cox has stated repeatedly 
during the campaign that if he is 
elected President he will urge Con
gress to enact a law making it obli
gatory for retail m erchants to brand 
the wholesale price on every product 
and article they handle.
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Essential Features of the Grocery 
Staples.

Better feeling all around is mani
fested in the grocery business. Ad
justm ents of prices have been made, 
the situation is finding its level, as in 
the case of sugar. Stocks are getting 
low everywhere and dealers are be
ginning to buy again. W holesalers 
suggest tha t dealers need not be 
afraid to buy enough to fill their 
wants.

I t will be noted that sugar is one 
of the items that seems at last to have 
found a stable basis. Settlem ent of 
the Cuban situation with the aid of 
the Eastern bankers—despite the 
obstacles thrown in their pathway 
by the food officials at W ashington— 
and final determ ination of prices at 
which they can sell and at least get 
out whole by the beet sugar makers 
has helped to add to the steadying in
fluence of the fact that the excess 
sugar has about disappeared from 
the market.

Milk is one of the commodities 
whose price seems to be affected 
downward by the drop of the export 
movement, or the return of unaccept
ed goods that were exported. The 
small condensaries seem to have 
stocks on hand still that will affect 
the price while it remains. The situ
ation has resulted in a closing down 
of many of the sm aller factories.

W ashington dispatches are to the 
effect tha t the sensational campaign 
conducted solely for political purposes 
by the D epartm ent of Justice against 
the high cost of living will be ended 
and the entire fair price organization 
disbanded Nov. 1. L etters have gone 
out from the D epartm ent .to fair price 
comm ittees and all others engaged in 
the campaign, advising them  of the 
D epartm ent’s decision to term inate 
this fiaco, conceived by cheap poli
ticians and conducted in a spirit of 
bigotry and unfairness.

Sugar—T he m arket is steady at 12c 
in New Y ork and 13c in Grand Rap
ids. There should be a g reater dis
parity between New York and Grand 
Rapids prices and there will be as 
soon as the sugar in speculators’ 
hands is all closed out, which is by 
no means a rem ote possibility. 
S tronger news has come from Cuba 
on account of the American Govern
m ent’s interference into the financial 
situation down there and in conse
quence there has been less sugar 
pushed for sale. Perhaps the m arket 
is not quite so full and sluggish as 
it was, but the little strengthening 
it has developed is not enough to pro
duce much result. Refiners are more 
interested in raw s and it would not 
be surprising if prices advanced 
slightly.

Tea—The m arket shows no change. 
There is considerable tea about which 
can be purchased at alm ost any price, 
this being largely distressed asso rt
ments which holders do not feel like 
carrying any longer. The news from 
the tea m arkets abroad is also dull 
and not very firm. The situation is 
still decidedly in buyers’ favor.

Coffee—The m arket is sick. Rio 7s 
got down below 7c, green and in a 
large way, for a day or two, but later 
came back to about 7c. Santos 4s de
clined about y2c, green and in a large 
way. Mild coffees were a shade weak
er in sympathy, probably l/ 2c per 
pound. The m arket is still very much 
depressed. There is considerable 
talk about Brazil getting  into the 
situation and using some plan to pro
tect the market, but nothing along 
this line has happened yet. The 
visible supply of coffee in this coun
try is steadily increasing.

Canned Fruits—Both fruits and 
jam s are decidedly quiet. The tend
ency of both is toward lower prices to 
a ttrac t a wider outlet, but the develop
ments of the past few weeks have 
shown that even where the packer will 
cut his prices there is little or no in
crease in the total movement. The 
only business is in the resale of Cal
ifornia fruits on spot. Old packs are 
selling at low prices as the fruit is 
m ostly of low grade. There is no 
more than a narrow, routine demand 
for the new arrivals and no addition
al buying on the Coast for later ship
ment. Pineapples are steady at 
opening on a small premium for the 
Hawaiian pack. Apples are easy and 
not in demand, either for 1920 or 1919 
offerings.

Canned Goods—Tom atoes are dull 
and dragging. The buyer with cash 
handy is getting some real bargains 
at present. The closing range of 
prices a t the factory was: 75@80c on 
No. 2s, $1.15 on No. 3s and $3.75 on 
No. 10s for the best standard goods. 
Corn rules low, with a noticeable ab
sence of any free trading even at the 
low prices of Southern and W estern 
packs. Some of the larger packers 
are holding their Southern standards 
at $1 factory, but sales have been re
ported down to 85c. Peas are quiet, 
but practically unchanged as to values. 
Southern early Junes are offered at 
$1.10, sifted $1.15@1.20 and extra 
sifted $1.40@1.45. W estern and State 
are steady on fancy and weak and 
inactive on other grades. An in ter
esting comparison of prices now and 
in 1915 at this season is shown. In 
1915 No. 10s Southern tom atoe stand
ards of the best M aryland pack were 
quoted $1.90 factory, good Southern 
corn 65c, New York and Southern 
sifted peas 62^£c.

Canned Fish—Salmon shows no

particular change for the week. The 
prevailing dullness and weakness has 
even affected red Alaska to some ex
tent, probably about 5 cents a dozen. 
Pinks and chums a: e still very weak, 
chums being the weaker of the two. 
The demand is light. Sardines are 
quiet and in very light jobbing de
mand. Maine market is in favor of 
the buyer. Im ported sardines are 
about unchanged and quite dull. Buy
ers are taking them only as they need 
them.

Dried Fruits—The outstanding fea
ture concerns the sale of 1920 Calif
ornia prunes to Eastern buyers of As
sociated packs. At first there was 
talk pf repudiation of contracts, re
jections and cancellations, but as the 
attitude of the buyer crystallized, fol
lowing more or la s concerted action 
am ong the larger contesting interests, 
it developed that a call for a revision 
of prices would be made and, failing 
to secure that, legal action to compel 
the California Prune and Apricot 
Growers, Inc., to reduce its opening 
prices. As this has been flatly re
fused by the Association a long drawn 
out- and hotly contested legal battle is 
in prospect. The outcome is prob
lematical, but disinterested observers 
are more or less unanimous in their 
opinion that the “f. o. p.” contract 
upon which the fruit was sold will be 
upheld by the courts, as it is the same 
in use this year as in former years. 
Certain houses have made a demand 
upon the Association to revise its 
prices, which it announces it will re
fuse to do. The step which will bring 
the m atter to a head will be the re
fusal to pay the drafts on cars covered 
by “f. o. p.” contracts. So far as 
known no such action has yet been 
taken. New pack California and O re
gon prunes have not been selling of 
late because of the weakness of the 
market, and this latest move will add 
only greater perplexity to the situa
tion. Sales are largely of old prunes 
at low prices. Raisins are now in free 
supply from Spain, Australia, Chili 
and other foreign countries, with the 
first carloads of new crop California 
here. While steady and with a fair 
movement, the m arket has not been 
spectacular. Currants are quiet here 
even at the reduced cost under raisins. 
Small lot orders predominate. Ap
ricots show- weakness in all grades 
except fancy Blenheims and extra 
choice. O ther types favor the buyer. 
Peaches have sold in a moderate way, 
chiefly in small parcels. Pears are 
practically in no demand.

Corn Syrup—Further price revision J 
were announced Saturday, each grade 
being quoted 25c lower with the ex
ception of tanners’ solid, which was 
16c lower. Demand has been very 
light in the past week.

Sugar Syrups—A fair business is 
being done in small lots and prices 
remain at the same levels, with little 
prospect of change before the end of 
the month, although stocks are very 
heavy.

Molasses—The m arket has been 
quite steady with both buyers and 
sellers committed to a waiting policy. 
Stocks are heavy, but distributors in
dicate that there is no liklihood of 
concessions before the coming in of 
the new crop stock next month.

Rice—The m arket in the past week

has been quiet with a downward 
tendency in all but the Saigon grades. 
A ttention has been concentrated on 
the domestic grades', as heretofore 
during the season, the foreign grades 
bemg neglected. The volume of busi
ness has been light.

Ch ose—The market is somewhat 
easier, quotations having declined 
about lc per pound on the various 
styles. This was brought about very 
largely by the light consum ption in 
this commodity and a good make. 
Ui.less there is a heavier demand 
prices will show a further decline.

Provisions—The m arket on lard is 
steady, quotations being about the 
same as they were a week ago. There 
is an ample supply to meet the pres
ent demand. The market on lard sub
stitute is slightly easier, prices about 
l/2c per pound lower than previous 
quotations. This commodity is in 
very good supply and there is a fair 
demand. The m arket on smoked 
meats shows a decline of about l@2c 
per pound, due to a light co rsump- 
tive demand and an ample supply. 
The m arket on barreled pork is steady 
and unchanged. The m arket on dried 
beef is steady, with quotations un
changed. The m arket on canned 
meats is steady and unchanged.

Salt Fish—Present quotations on 
mackerel are very much below the 
former prices, and as a m atter of fact, 
are alm ost down to pre-war level. 
Retailers can now sell small mackerel 
for less than 10 cents each, which, 
should have considerable effect upon 
the demand. The movement, how
ever, in mackerel is not yet very 
active, possibly owing to the delay in 
fall weather.

Escapes Prune Damage.
Douglas county, Oregon is the 'only  

prune-growing district in the State 
that has not reported losses of this 
year’s crop ranging from 25 to 65 per 
cent, according to statistics filed in 
the local offices of the Oregon Grow
ers’ Co-operative Association of Sa
lem, Ore. In other sections of O re
gon and Clarke county, W ashington, 
from 40 to 75 per cent, of the prune 
crop was destroyed by the heavy 
rains.

Due to the continued wet weather, 
deliveries from private prune evapor
ating plants to the Oregon G rowers’ 
Association headquarters have been 
slow, and it will be several weeks be
fore the officials will be able to de
termine the extent of the prune losses 
in the State.

Bleached Raisins 500 Tons.
President Wylie M. Giffen of the 

California Associated Raisin Com
pany estim ates the bleached raisin 
crop of California this year at 500 
tons. This fruit is produced largely 
in the Sacrem ento Valley in the 
Marysville district and to a very small 
extent in the San Joaquin Valley. Ac
cording to the president of the raisin 
company the prices on bleached 
raisins named a short time ago show 
about the same ratio of increase over 
last year as is shown in other raisins 
this season, except that extra fancy 
are higher in proportion. One-fifth of 
the bleached output will go to_ the 
California Packing Corporation,.

mailto:1.15@1.20
mailto:1.40@1.45
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A RO UN D  T H E  W O R L D .

Im pressions Graphically Recorded By 
Noted Globe T ro tter.

En Route from Singapore to Ran
goon, April 2—Hail Brittania! H ong 
Kong, Singapore and Rangoon in 
rapid succession, and with Calcutta 
and the rest of India soon to follow, 
we awaken to a realization of the 
power of the Briton and what he has 
done and is doing tow ard the civiliza
tion of the world. G reat B ritain’s 
ability to rule and rule successfully 
is, undoubtedly, due to a policy which 
carries with it patience and a respect 
for the customs and homes of the 
people with whom she has to deal, 
rather than a policy of rapid and 
forced assimilation. She conforms 
herself to the custom s of a country, 
ra ther than demanding a conform a
tion by its people to those of the 
newer world, but withal rousing w ith
in them great respect for the Crown 
and the law.

In the places we visited, cleanli
ness consistent with local conditions, 
good streets and roads and a general 
appearance of prosperity, together 
with marked good behavior of the 
people seemed to be the rule.

Singapore, the capital of the Straits 
Settlem ents, is no exception to this 
rule. It offers little in point of spe
cific interest, but is well worth the 
visit of one who finds himself in this 
part of the world. It has been an 
English possession since 1827. The 
population is three hundred and fifty 
to four hundred thousand—seventy- 
five per cent. Chinese. If you do not 
want to take the time to refresh your 
memory by looking at the map, it may 
interest you to have me tell you that 
Singapore appears to be a peninsula at 
the extrem e Southeastern part of Asia 
just South of Siam. It is, in fact, an 
island about twenty-seven miles in 
length, separated from the main land 
by a very narrow  arm  of the ocean 
and separated on the South from the 
Islands of Sum atra (D utch) by the 
straits of Malaka.

The shipping harbor for large ves
sels is very narrow  and the docks sev
eral miles from the city proper, al
though there are extensive harbor 
facilities for vessels of the smaller 
type nearer the city. The entrance 
to the harbor is picturesque, due in 
the main to its narrowness.

We arrived in port and went along
side our dock early in the morning 
of March 30. We had no difficulty 
in securing m otors of very fair type 
and started prom ptly in order to make 
some headway before the heat of the 
day, at which time we now fully 
realize sight seeing in the tropics or 
any kind of exertion is not only un
pleasant but dangerous.

Immediately to the N orth of Singa
pore on the main land is Johore— 
ruled over by one Imbrahim, the Sul
tan of Jahore, who is one of the most 
picturesque figures ever offered for 
view to non-suspecting and gullible 
tourists. I say “for view” but, in fact, 
we did not see him. We heard much 
of him and this is the substance of 
what we heard:

His father, extravagant to the ex
treme, sold or m ortgaged his right to 
succession to the Sultanship of Jo
hore. This, however, did not hold 
good in law and upon the death of 
the old Sultan, the right of succession 
fell to the present Sultan. He was 
one of the many sons (the number 
was stated to be four hundred) at that 
time was working as a stable boy. 
It seems that at the time of the old 
Sultan’s death, the fortune had been 
som ewhat patched up, owing to in
creased value of land, etc., and Im 
brahim made the best of the oppor
tunities afforded him. He is only 
about thirty-five years of age and re
ported to have an annual income of 
about four hundred thousand pounds. 
He maintains five houses or palaces in 
Singapore, in four of which he has 
wives. The fifth is undoubtedly for 
his personal comfort. He has spent 
much time abroad and is supposed to 
have married a chorus girl in London 
less than a year ago. She is not in

cluded in the count of four; in fact, 
according to the story this last m ar
riage was of short duration. Among 
other luxuries, the Sultan maintains 
a racing stable, race meetings being 
held twice a year in Singapore, and 
it is a m atter of public knowledge that 
not very long ago he purchased a 
well known winning race horse in 
Australia, brought him to Singapore, 
entered him under a false name and 
cleaned up the race meeting. In spite 
of his faults, he is said to be an ex
cellent business man, having in culti
vation and under his personal obser
vation five thousand acres of rubber. 
The fact that some years ago the pres
ent governm ent offered him a fabu
lous sum annually to give up the 
Sultanship and travel, which offer he 
refused, in itself suggests his sagacity. 
So the Sultan rules on, at least in 
name. The British advisor is at his 
elbow to assist him and the Sultan 
follows his advice and does not worry 
himself about the affairs of the gov
ernm ent while the governm ent does 
not have to w orry about the Sultan. 
So Johore, the Province of Im bra
him, was our first objective point.

The drive of about twelve miles 
over excellent roads, through pineap
ple plantations, real tropical jungles 
and rubber plantations, was very 
pleasant. The pineapple plantations 
were, in the main, of comparatively 
recent cultivation, in some cases stub
ble from the forest growth not hav
ing been cleaned away. However, the 
cultivation of both rubber and pine
apples seem to be making rapid 
strides; in fact, one of our fellow 
passengers who visited Singapore 
about ten years ago informed me that 
great changes had taken place and 
much progress made during that time 
and that it was really difficult to 
reconcile the conditions to-day with 
what they were at that time. W ere 
no difficulties other than a pleasant 
drive and a ferry necessary to visit 
Johore, I should say that a visit there 
was time well wasted. The ferries 
being of the passenger variety, our 
motor cars were left on the Singapore 
side and we again resorted to rick
shaws as a mode of conveyance.

It was planned to visit the Sultan’s 
palace, his mosque and a Chinese 
gambling house. We visited the pal
ace, but were only perm itted to see 
the state dining room and the audience 
room. The Sultan does not like 
Americans and while this seems to 
be quite true of all Colonial British, 
from whom he may have gotten his 
cue, he has a special reason of his 
own for absolutely refusing them ad
mission to his palace, in brief:

Two years ago, when our excursion 
ship last cruised in these waters and 
at which time the palace was visited 
by Americans, a foolish pasenger mis
took the Sultan for his chauffeur and 
addressed his as such. Now it is “a 
bas” all Americans.

The mosque is undergoing repairs, 
but it was quite a relief to go through 
the formality of removing our shoes, 
as the day had become very hot and 
the marble floor of the mosque was 
cool.

The gambling house was the only 
thing I found of interest. H ere was 
a realization of the fact that when 
gambling, all people and races seem 
to lose their individuality, for they 
all look alike. The gambling expres
sion seemingly overshadows all of 
the features which usually predom in
ate. Even without this knowledge I 
could have lived on and the whole 
party  was much pleased to again find 
ourselves in motor cars and on our 
way in search of other and more en
tertaining things.

We found the native villages in ter
esting, although not vastly different 
from those we had seen in other O r
iental countries except for their situ
ation amid wonderful palm trees of 
many varieties. W e drove through 
cocoanut groves, miles in length on 
both sides of the road, in fact, our 
luncheon was taken in a small hotel, 
literally planted in the center of cocoa- 
nut trees.

The Sea View H otel, as its name

implies, overlooks the ocean. The 
Sea View H otel, also as its name im
plies, is far more particular about the 
sea view than it is about the food it 
furnishes to its guests. However, as 
a goodly am ount of sea breeze ac
companied the view and as the ther
mometer was somewhere up in the 
nineties, we were well satisfied to pass 
the very hot period of the day under 
the shade of the sheltering palms.

The late afternoon was spent in a 
continuation of our drive and I should 
say that we had fairly covered the 
Island by the time we were ready to 
return to the ship for dinner. D ur
ing the evening the Raffles H otel of
fered a special dinner and ball in our 
honor. The scene was a very attrac
tive one, most of the men and wo
men in evening dress, an excellent 
military band (belonging to the Sul
tan) playing in the balcony and the 
surroundings almost made us forget 
that we were so many thousand miles 
away from the places where scenes 
such as these are alm ost as common 
as are the palm trees in Singapore. 
The Raffles Hotel advertises itself as 
the Savoy of the Orient and is, I 
should say, well deserving of its own, 
as well as the public praise. W e left 
shortly after dinner to drive through 
the streets of the city, as the night 
life of Singapore had been pictured to 
us as one of the chief attractions to 
strangers. We found that the pictures 
had not been overdrawn.

While the sights in Yokahama, To- 
kio and H ong Kong had presented 
unusually busy and interesting scenes, 
in Singapore we discovered the real 
“great white way” of the Orient. 
Chinese, Japanese, whites—men and 
women hawkers, peddlers, fakirs, sight 
seers, people on foot, in rickshaws, in 
carriages, all seemed to vie with one 
another in the noise and bustle of the 
occasion. Even the delicate odor of 
dried fish and other odors indescrib
ably, but which seem to be a part of 
O riental civilization, while louder than 
usual, did not detract from but rather 
added to the interest of the scene. 
At 11:30, when we started back to the 
hotel, the streets were, if anything, 
busier than at any earlier hour.

At the hotel we found the ball in 
full sway. The dancing of the Ameri
cans seemed to amuse the Britons as 
much as the dancing of the Briton 
amused the American. May be the 
Americans have mannerisms—it is a 
sure thing that we can see them in 
the Britons and they can probably see 
them in us. Be that as it may, I 
might again merely suggest that the 
Colonial Briton, as a class, wastes no 
love on his American cousin and it is 
entirely probable that none is wasted 
on him in return.

On Sunday we spent our time in 
the city. We visited a few Chinese 
shops of a very inferior class, drove 
through the Botanical Gardens and 
the grounds of the Governor’s Palace, 
finally taking luncheon at the Raffles 
Hotel, preparatory to sailing at 4 
o ’clock. In the Botanical Gardens 
much attention is paid to landscape 
gardening and the cultivation of rare 
plants and flowers. It is a very won
derful park, with an advantage over 
other botanical gardens visited by us 
in having broad driveways upon which 
driving is permitted.

At the Raffles H otel we beheld an 
interesting scene. We got our first 
view of the Hindu juggler and snake 
charm er, also the vendor of precious 
jewels, so that the time for leaving 
for our ship came around only too 
quickly.

Upon our arrival at the dock, we 
found hundreds of natives, prepared 
to take a last pull at the .purse strings 
of the ever-willing tourist, the usual 
money changers ready to change 
whatever money we might have left, 
into the coin of other lands at rates 
not consistent with conservative bank
ing and it took quite a bit of coaxing 
on the part of the Captain, with the 
assistance of the ship’s whistle, to get 
the perspiring passengers aboard to 
make a start for Rangoon.

Julius Fleischman.

Changed H er Mind.
It was an Irish girl of whom the 

story is told that she refused to m arry 
a most devoted lover until he had 
amassed a fortune of one thousand 
pounds. A fter some expostulation he 
accepted the decree and w ent to work. 
About three m onths after this the 
avaricious young lady, m eeting her 
lover, asked:

“Well, Charley, how are you getting 
along?”

“Oh, very well, indeed,” Charley re 
turned cheerfully. “I ’ve saved thirty- 
five shillings.”

The young lady blushed and looked 
down at the toes of her boots and 
stabbed the inoffensive earth  with the 
point of her umbrella.

“ I think,” she said faintly, “I think, 
Charley, tha t’s about near enough.”

If you stop giving your engine gas, 
the other fellow will soon go past 
you. If you stop giving your store 
advertising, your com petitors will 
soon leave you behind.

Business Control 
Through Systems

■ O foster healthy busi
ness growth and profit
able expansion, and to 

prevent failures due to lack 
of system, the Systems De
partment of this organization 
of Certified Public Account
ants renders the following ser
vice throughout the year:

1. R ev iew s c u r re n t  p ra c tic e  to  
re v e a l le a k s  a n d  lo sses .

2. D evelops a n d  in s ta lls  c o s t a n d  
fin an c ia l sy s te m s .

3. E s ta b lis h e s  de fin ite  o rg a n iz a 
tio n  p ro ced u re  to  in s u re  d e 
p a r tm e n ta l  co -o p e ra tio n .

4. F a c il i ta te s  th e  su b m iss io n  o f 
d a ily  a n d  m o n th ly  o p e ra tin g  
re p o r ts .

5. E s ta b lis h e s  ex ec u tiv e  po lic ies. 
6. T ra in s  c le ric a l s ta ff .
7. D ev ises  p ro f it-s h a r in g  p la n s . 
8. O ffers a  co n tin u o u s  c o n s u lta 

tio n  s y s te m s  se rv ice .
Additional information fur

nished on request.

Seidman & Seidman
A ccountants and T ax C onsultan ts  

GRAND RAPIDS  
SAVINGS BANK  BLDG. 

NEW  YORK, W ASHINGTON  
N EW ARK

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, Spow, Corrigan &  bertles
401-6 Grand Rapid* Savings Bank Bldg., Grand Rapids, Mich.
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Claim Retailers W ant Food Sub
stitutes.

According to a recent address of 
President John A. U lmer of the Na
tional Association of Retail Grocers 
at the Food Comm issioners’ Conven
tion at St. Louis the war-time re
course to substitute foods convinced 
the grocers that the time has come 
when a fairer attitude should be dis
played tow ard low grade, but perfect
ly wholesome food products and open 
the door to reasonable substitutes 
which could and would greatly reduce 
the high cost of living. Mr. U lmer 
said in the course of his address:

“We have been passing through a 
great era of times which can be sep
arated into four periods. F irst, we 
had a period of preparedness in which 
we astonished the world as well as 
ourselves in changing from a non- 
com batant nation to one of the g rea t
est fighting machines of all times. 
The second period, our participation 
in the W orld W ar is now a m atter 
of history, of which we may well 
be proud. This was followed by a 
reconstruction period which was 
equally as trying, and we are now 
upon the threshold of a period of 
commercial and financial stabilization 
in which we m ust be especially care
ful, so that the correct conditions can 
be brought about with the least 
am ount of injury to the industrial and 
commercial welfare of our country.

“D uring the last few years the de
mand for various commodities exceed
ed all available supplies and created 
such a condition tha t prices rose to 
unheard of heights. The people have 
perforce been educated to the use of 
substitutes as a means of conserving 
food during the war. As a rule, I do 
not favor substitution, but there are 
times when it becomes absolutely 
necessary for some of the people to 
use some sort of an im itation of the 
real article. If I cannot afford to 
purchase an all-wool suit of clothing, 
in which to cover my nudity, then I 
can purchase one of inferior quality 
which will answer the purpose equally 
as well and still not impair my health. 
So it is with foods. If butter becomes 
so scarce that the price of this much- 
needed comm odity puts it out of my 
reach, then I ought to be perm itted 
to procure a substitute which is w ith
in my means, just so that it is pure 
and wholesome and not injurious to 
my health and the health of my fam
ily. But it never should be perm itted 
to be Sold for som ething which it is 
not.

“The sale of substitutes ought to be 
perm itted w ithout exacting a license 
fee or any tax, simply because it can 
be procured at a lower price than the 
genuine article which it is intended 
to replace. If the use of artificial 
coloring is harmful in oleom argarine 
then its use ought to be prohibited en
tirely. The same thing holds good 
with regard to butter. But if the use 
of artificial coloring or flavoring im
proves the appearance or taste of any 
article of food, w ithout any injurious 
effects, then the use of same ought 
to be perm itted, with proper restric
tions with regard to informing the 
public as to the use of such coloring 
o r flavoring.

“I believe that it would not be out 
of place nor im proper for this conven

tion to go on record one way or the 
other. If articles of food are being 
sold or being perm itted to be sold 
by the paym ent of a special tax be
cause of that particular article of food 
being unwholesome and injurious to 
the general health of the people then 
it would be fitting for you to con
demn the sale of' said commodity be
cause of that fact.

“On the other hand if said article 
of food is wholesome and not in ju r 
ious to the general health of the peo
ple, then as a means of bringing down 
the high cost of living it would be 
no more than proper that you, as the 
servants of the people, go on record 
favoring the repeal of any tax on all 
articles of food, so that the man who 
labors may be perm itted to procure 
a substitute for the genuine article 
if such article of food is out of the 
reach of his pocketbook.

“I am a retail grocer—have been 
engaged in this business all of my 
life—and I do not represent any man
ufacturer of oleom argarine, nor have 
I had any conversation with any

m anufacturer upon this subject. My 
only interest is that of the retail deal
er in articles of food and the con
suming public. My only desire to 
bring this before you gentlemen is by 
reason of the fact that to me it seems 
an injustice to the people to place an 
additional tax of 10c per pound upon 
an article of food which is so neces
sary to many of our people. If the 
use of artificial coloring is harmful in 
oleom argarine, then it is equally as 
harmful in butter and its use ought 
to be prohibited entirely.

“1 do not believe that any article of 
food which is to be used as a substi
tute for some other article of food 
ought to be perm itted to be sold in 
bulk. Proper restrictions should be 
made that the various substitutes be 
sold in original packages, only by 
designated weights with properly la
beled containers, so that the buying 
public may know just what they are 
getting.

“The average housewife desires to 
procure nothing but the best food 
obtainable, and the producer of the

genuine article need have no fear that 
the demand for substitutes will spell 
‘ruin’ for his article. It is only by 
reason of the fact tha t there are times 
when there is an unusual scarcity of 
a commodity which creates such a 
demand that the price really becomes 
prohibitive to many people that a pure, 
wholesome substitute ought to be 
available to overcome such a condi
tion.

A Good Salesman
Turns up with a smile and still 

smiles if he’s turned down.
Takes a firm interest in the firm’s 

interest.
Knows that he is looking out for 

his own interests when he is looking 
out for the interests of his customers.

Keeps his word, his tem per and his 
friends.

Wins respect by being respectful.
Is courteous in the face of discour

tesy.
Has self confidence, but doesn’t 

show it.

T H E  SIGN OF QUALITY

Flour Must Nourish 
Or It Is Not Flour

The goal of scientific flour milling is to produce an article that first of all has 
100% power of nutriment. Flour always has been—and, thanks to modern 
milling science, is now more so than ever—the staple food to build vigor and 
sustain human life.

Lily W hite
“ The Flour the Best Cooks Use”

is a flour containing the choicest selection of soft and hard wheat grown in 
Look for the America. Soft wheat improves the flavor and color. It insures the baking of a 
ROW ENA good looking loaf of bread. The flour is correctly balanced to make as good 
trade-mark bread as it does biscuits and pastry.
on the sack There is just enough hard wheat in LILY W HITE to make it the ideal all- 

around hour.
After being cleaned four times it is scoured three times, then actually washed, 
so that every bit of dirt is removed from the kernels of wheat.
When the wheat has gone through our “six-break system” it comes out uni
formly granulated, perfect in color and fine in texture. We know, and count
less thousands of users know, that everything baked from LILY W HITE is 
tender, white and deliciously flavored—and fully nourishes.
Prove LILY W HITE quality by trying a sack. You can use it for all pur
poses. It is guaranteed to give perfect satisfaction. At your dealer's.

V A LLEY  CITY MILLING CO.
GRAND RAPIDS, MICHIGAN 

“Millers for Sixty Years”

Ads lik e th ese  a re  being  run r e g u la r ly  and co n tin u o u s ly  In th e  p riiic ip a l p a p e rs  th ro u g h o u t 
M ichigan. You w ill profit b y  c a r ry in g  L ily  W hite F lo u r  in  s to c k  a t  a ll tim e s , th e re b y  being  
p laced  in  p o s itio n  to  s u p p ly  th e  d em an d  w e a re  h e lp in g  to  c re a te  fo r L ily  W h ite  F lo u r .



8 M I C H I G A N  T R A D E S M A N O cto b er 27, 1920

E N D IN G  O F GAME O F  GRAB.
W hen the first signs of deflation 

became evident a few months ago, 
many engaged in m anufacturing be
gan to get disquieted because they 
feared labor troubles as the result of 
any efforts to reduce production costs. 
While the war was on and for some
time thereafter, as much if not more 
extravagance was shown by civilian 
producers of merchandise as was by 
the Government. Everything was at 
high pressure, and expense was not 
considered. Q uantity production was 
the essential. Low-grade mines and 
the poorest equipped of factories were 
pressed into service to accomplish the 
purpose aimed at, and the values of 
products were arbitrarily  fixed on the 
basis of a profit to the weakest among 
the producing agencies. The necessi
ties of the case, and the withdrawal 
of so many of the w orkers for serv
ice in the arm y and navy and in 
other Government labor, resulting in 
an und :r supply of manual laborers, 
enabled those so employed to make 
virtually their own term s. H ours 
were shortened, while wages were 
raised and the daily output of men 
was very much reduced. Some of the 
wage advances, especially those in 
the textile trades, where a low scale 
prevailed before the war, were un
doubtedly justified. But in many 
other cases they were not, especially 
when the reduced output was con
sidered. But employers made no 
objections to any demands made on 
them, no m atter how outrageous, be
cause they were able to pass them 
along with the ultim ate consumer 
finally bearing the burden.

T hat this state of affairs could not 
continue indefinitely was pretty  gen
erally understood. It was a game of 
grab, the only limit being what the 
public would stand. And the public 
was very docile for several years. It 
stood not only for profiteering by 
employers and employes, but also 
for the large toll taken by the horde 
of speculators who infested every 
avenue of trade. W hen it rebelled 
and refused to buy at the prevailing 
prices, things began to happen. Among 
the first to feel the effects were the 
smaller speculators in different lines. 
They went to the wall. In silks and 
furs they were especially numerous, 
as recent bankruptcy records show. 
But the depression in these lines was 
so great as to engulf some very large 
concerns, which avoided failure only 
by going into the hands of trustees 
who are try ing to protect creditors 
and prevent the too great a break in 
prices which would follow forced 
sales of large stocks of goods. Cases 
of this kind sounded the note of w arn
ing which was followed by efforts on 
the part of many to protect them 
selves from losses. Cancellations of 
orders came from retailers to the job
bers, who, in turn, refused to take 
goods from m anufacturers, each try 
ing to saddle the loss on the other. 
Then came reductions of prices in 
the prim ary m arkets for the purpose 
of try ing to determine on what basis 
goods could be sold. This excite
ment is still in progress, with some
what indeterm inate res’ I s because of 
the reluctance of those having stocks 
bought at high prices to stand their 
share of the loss.

At the producing end there are no 
delusions. M anagers of mills and 
factories, aware of the fact that they 
have the alternative of selling their 
goods at low figures or not at all, are 
casting about to see how they can 
reduce the cost of production. The 
fall in the prices of raw materials— 
metals, wool, silk, cotton, leather, and 
the like—has been a great aid in this 
direction. I t has also been found 
necessary to get rid of wasteful meth
ods, w hether in the shop or in the 
m arketing of products. More a tten 
tion is being paid to labor turnover 
and the general speeding- up of pro
duction, as well as to holding buyers 
to their orders and the avoidance of 
extravagant discounts and datings. 
But, when all this is done, there still 
rem ains the labor question, especially 
as regards the wage scale. It is be
yond doubt tha t the greatest propor
tionate increase in wages of the re
cent years has been in those of un
skilled labor. This was due to the 
fact that the supply was not equal to 
the unprecedented demand. Just now 
there is a super-abundance of this kind 
of labor, and the prospects are that 
this condition will be accentuated, 
now that the crops have been harvest
ed and hordes of im m igrants are com
ing in. Unemploym ent is becoming 
marked and wages are being read
justed. W ith the unionized trades 
the case is not so bad, and employers 
were a little fearful as to how. they 
would look upon propositions for 
wage reductions. Experiences abroad 
like those in Italy  and Great Britain 
were not reassuring. Up to date, 
however, in this country a more trac t
able disposition has been shown. In 
a nurnber of mills and factories, em
ployes have voluntarily agreed to re
ductions of wages rather than have 
an entire stoppage of work. In New 
York the action of the cloak, suit and 
skirt m anufacturers in refusing to al
low union dictation has been sub
mitted to w ithout a strike, and 
clothing m anufacturers are insisting 
on a piece-work system instead of a 
weekly wage.

T H E  GOOD W IL L  T R IU M P H .
The United States took much of its 

trades unionism from Great Britain, 
because the slimy hand and itching 
palm of trades unionism developed 
earlier in England than it did in this 
country. Also, we imitated much of 
what England did in the way of in
dustrial reform  by law. Here, as well 
as there, many disheartening inci
dents occur. No one regrets the bur
den assumed for the purposes which 
Lloyd George - expressed. G reater 
burdens could be more easily carried 
for the same purpose, and more cheer
fully, if the objective were realized. 
But it is pitiful som etimes to learn 
on what stony ground the seed of 
benevolence falls. How often have 
the approaches of well-meaning cap
ital been rejected by union labor w ith 
aspersions of hypocrisy and treach
ery! How often does union labor 
learn that it has been tricked and 
betrayed by other sections of itself, 
and yet w ithout resenting it! Too 
often labor denies to labor the right 
to work in peace under the law, which 
is suspended by labor law. N ot sel

dom labor conspires with capital 
against other labor and capital. Chap
ter and verse can be quoted, which 
nobody can deny, showing tha t it is 
a policy of governm ent to suspend 
laws passed in the general interest 
for the benefit of sections of it and 
that lawmakers pass laws designed to 
confer privilege where votes can be 
made by that sort of bribery.

And yet the world is not ruined. 
England shows a bravery under its 
burdens which ought to be easier for 
us, at the peak of a prosperity such 
as the world never saw before, amid 
a world of distress. Volunteers to 
better our conditions in the German 
or Russian manner are worse traitors 
in effect, w hatever the beneficence of 
their intentions, than the deluded fol
lowers of false labor leaders. The 
sociologists and trade unionists 
should be allowed to think and talk 
as they will, but when they attem pt 
to put their ideas into acts in the 
manner of military strategy, oppres
sing those whom they cannot con
vince and making disorder an argu
ment, they should learn that society 
can practice “direct action” under the 
law as well as suffer under it outside 
the law. . Society is not made up of 
labor and capital, but of human be
ings. There is so much tha t is good 
in the w orst of us, and so much that 
is bad in the best of us, that there is 
no reason for despair >or surprise at 
anything, so various are men and 
women. They fall into classes as bad 
and good much more correctly than 
into the category of labor and capital. 
The Bolsheviki are producing, not 
classes of society, but universal pov
erty. Commonly it is thought that 
the Bolsheviki are dividing Russians 
into the haves and the have nots. 
W hen :the meddlers cease from med
dling, society in all lands will stratify 
according to goodness and badness, 
rather than according to property or 
lack of it. In  that day the good will 
triumph, for the seeds of destruction 
are born with evil as surely as the 
sparks fly upward. T hat is not 
“preachy” nor a counsel of perfection. 
It is the height of worldly wisdom, 
born of experience, and is better 
w orth preaching than false morality 
or humanitarianism.

T H E  C O TTO N  SIT U A T IO N .
* Not so long ago a number of those 
representing Southern cotton inter
ests were protesting that not less than 
40 cents a pound should be accepted 
for cotton because it cost 37}4c a 
pound to produce and they were con
cocting all kinds of schemes whereby 
they could keep the material pegged 
up to their price. The trouble with 
their calculations was tha t no two of 
them seemed to agree on what it 
really dees cost to grow and pick 
cotton, the price 'varying even in ad
joining fields and being as much de
pendent on the competency and m eth
od of the grow er as upon any other 
circumstance. Then, again, the state
ments made may not all have been 
true. Thus, a set of grow ers com
plained of paying as high as 1 to 2 
cents a pound for picking, while at 
the same time in a calculation of costs 
the price of picking was set at 4J4

cents. The course of events seems to 
have moderated the demands of the 
cotton holders since they now set 
their irreducible minimum of price at 
30 cents. To hold it to that price they 
are urging the closing of gins for 
th irty  days beginning Nov. 1 and, in 
some places, are threatening to des
troy the plants of new spapers which 
do not support the policy of forcing 
30 cent cotton. These things, as in
dicating the lack of demand, have 
only helped to depress the price. In 
this m atter of price it begins to look 
as though the bottom  had been touch
ed and that any perm anent change is 
not likely to be great. One thing that 
will help will be the formation and 
operation of a corporation under the 
Edge law to finance exports. Any
thing that will increase demand will 
aid, and legitimately, the m arket value 
of cotton.
. In cotton goods the feature of the 
last week has been the drastic reduc
tions in the prices of both woven 
and knit goods. Following the large 
cut in muslins prices of the week be
fore came a slash of 50 per cent, in 
percales. O ther bleached gooids and 
sheetings showed similar declines. The 
effort on the part of mills is to get 
business so as to keep the looms in 
operation. W hile it cannot be said 
that the revised prices negative the 
idea of profits by the mills, it is cer
tain that their managers recognize 
that" the day of extraordinary profits 
has passed. The reductions in their 
dividend rates shows this as well as 
any other circumstance. How much 
of a volume of business they will be 
able to secure with the reduced prices 
remains to be seen. Perhaps the pres
ent week, when more jobbers will be 
in town, will give a good indication 
of this. A small percentage of profit 
on a large volume of production is 
what the mills are seeking. They 
hope to effect economies further by 
reductions in wages, some of which 
have already been put in effect. The 
m arket for gray goods, where the 
prices have been sagging for the last 
two or three months, showed some 
signs of price strength here and there 
during the last week, although the 
volume of business done was not 
large. Makers of knit goods are ap
parently in a quandary. O rders are 
not coming in and a number of mills 
have been obliged to suspend opera
tions. Significant in its way was the 
reduction of balbriggan underw ear 
to $3.25 per dozen. This is the kind 
of goods tha t used to retail before the 
war at 25 cents. Under the new 
prices it can be sold at retail a t 50 
cents a garm ent. Yarn prices keep 
dropping under the slackened de
mand. H osiery sales are insignificant.

The Treasury D epartm ent now 
holds that sales of carbonated w ater 
for use in compounding drinks at soda 
fountains and similar places of busi
ness are taxable under the Revenue 
Act of 1918, notw ithstanding the fact 
that the w ater so sold is used by the 
purchaser in compounding drinks at 
the fountain for which tax is collect
ed from the custom er at the time of 

; sale. This is a reversal of a decision 
formerly given by the D epartm ent.

Many heated discussions come from 
hot heads.
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“ I /IKO” Aluminum Ware as Thanksgiving Special

H . L E O N A R D  &  S O N S Commerce Ave. at Fulton Street 
GRAND RAPIDS, MICHIGAN

Here is a genuine bargain— We believe this is the lowest price for the best ALUMINUM WARE MADE IN THE WORLD. 
New ware just received on an old order, and offered while these assortments last at the old prices. Carefully note the 
prices quoted and the substantial discounts with the assured profit to you— because you w ill certainly sell a ll you buy. 
Order by mail. DON'T DELAY.

‘R A IN B O W ” A SSO R TM EN T—“V IK O ’

1 only  
1 only  
1 only  
1 only  
1 only  
1 only  
1 only  
1. only  
1 only  
1 only  
1 only  
1 only  
1 only  
1 only  
1 only  
1 only  
1 only  
1 only

5232—2 Qt. 
5432—2 Qt. 
5035—5 Qt. 
5037—7 Qt. 
5625—5 Qt. 
5627—7 Qt. 
5122—2 Qt. 
5602—2 Qt.
5082— 2 Qt.
5083— 3 Qt.
5084—  4 Qt.
5055— 5 Qt.
5056— 6 Qt. 
5060—10 Qt. 
5094—4 Qt. 
5096—6 Qt. 
5098—8 Qt. 
5100—10 Qt.

P e r c o la t o r _i _____
Percolator Colonial
Tea K ettle _______
Tea K ettle -----------
Tea K ettle Colonial 
Tea K ettle Colonial
Double Boiler _______
Double Boiler Colonial
Convex Sauce Pan __
Convex Sauce Pan __
Convex Sauce Pan __
Preserve K ettle _____
Preserve K ettle _____
Preserve K ettle _____
Convex K ettle ______
Convex K ettle ______
Convex K ettle ______
Convex K ettle ______

10% Special D iscount for A ssortm ent 

Total Cost of 18 P ieces ______________

A LU M IN U M  W A RE.
Cost Price R etail

Each Price
_________$ 1.77 $ 2.80
_________ 2.10 3.25
_________ 2.95 4.50
_________ 3.90 5.85
_________ 3.10 4.65
_________ 4.00 6.00
.................  2.15 3.25
_________ 2.25 3.40
_________ 1.05 1.50
_________ 1.40 2.10
_________ 1.80 2.70
_________ 1.55 2.25
_________ 1.65 2.50
_________ 2.30 3.50
_________ 1.80 2.70
_________ '2.00 3.00
_________ 2.50 3.75
_________ 2.83 4.25

$41.10 
.  4.11

-$36.99

$61.95

“A P E X ” SAUCE PAN, 3 P IE C E  SET-
W A RE.

1 only 5041 — 1 Qt. Double Lip S
1 only 50411/2— 1 J/jj Qt. Double Lip S 
1 only 5042 —2 Qt. Double Lip S

Special Price N est of T hree ___
For Special Sale a t $1.95 N est.

‘V IK O ” A LU M IN U M

Cost Retail
Pan ____ ______ $ .48 $ .75
Pan ____ ______  .58 .75
Pan ___________  .74 1.10

$1.80 $2.70
______ $1.30

H. LEO NARD & SONS,
Com m erce A ve. a t Fulton St.,

Grand Rapids, Mich.
You may ship the follow ing order: 

Q uantity

D ate.

Description

“ Su nbeam ” A ssortm ent _________

“ R ainbow ” A ssortm ent __________

“ Honor B righ t” A ssortm ent _____

“ A P E X ” Sauce Pan s, N ested (3)

Nam e ____________________________ _

P. O. __________________ ____________

Shipping Point ____________________

Price

-$69.40 per case  

_ 36.99 per case  

.  210.84 per case  

-  1.30 per nest

‘SU N BEA M ” A SSO R T M E N T —“V IK O ” A LU M IN U M  W A RE.

4 only  
3 only  
2 only
1 only
2 only  

only  
only  
only  
only  
only  
only  
only  
only  
only  
only  
only  
only

5232—2 Qt. P ercolator --------------------$ 1.77
5432—2 Qt. Percolator Colonial
5035— 5 Qt. T ea K ettle -----------
5307—7 Qt. T ea K ettle -----------
5625—5 Qt. Tea K ettle Colonial —  
5627—7 Qt. T ea K ettle Colonial —
5122—2 Qt. Double 
5602—2 Qt. Double
5082— 2 Qt. Convex
5083— 3 Qt. Convex
5084—  4 Qt. Convex
5055— 5 Qt. Preserve
5056— 6 Qt. Preserve

Boiler Colonial 
Sauce Pan —
Sauce Pan ------
Sauce Pan  

K ettle - — 
K e t t l e __

5060—10 Qt. Preserve K ettl 
5094— 4 Qt. Convex K ettle  
5096—6 Qt. Convex  
9097—8 Qt. Convex

1 only 5100— 10 Qt. C onvex K e t t l e ___

10% Special D iscount for A ssortm ent _____  7.71

T otal Cost of 36 P i e c e s ______________________ $69.40

Cost Price R etail Price
Each T otal Each Total

_$ 1.77 $ 7 J08 $ 2.80 $11.20
2.10 6.30 3.25 9.75
2.95 5.90 4.50 9.03
3.90 3.90 5.85 5.85
3.10 6.20 4.65 9.30
4.00 4.00 6.00 6.00
2.15 4.30 3.25 6.50
2.25 4.50 3.40 6.80
1.05 2.10 1.50 3.00
1.410 2.80 2.10 4.20
1.80 3.60 2.70 5.40
1.55 3.10 2.25 4.50
1.65 3.30 2.50 5.00
2.30 4.60 3.50 7.00

_  1.80 3.60 2.70 5.40
2.00 4.00 3.00 6.00
2.50 5.00 3.75 7.50

2.83 4.25 4.25

$77.11 $116.65

“H O N O R  B R IG H T ” A SSO R T M E N T —“V IK O ” A LU M IN U M
W A RE.

C ost Price  
Each

1 only 5043—3 Qt. Lip Sauce Pan ________________________ $ 1.15
1 only 5044— 4 Qt. Lip Sauce Pan _________________________  1.35
1 only 5083—3 Qt. Convex Sauce Pan _____________________ 1.40
1 only 5084—4 Qt. Convex Sauce Pan _____________________  1.80
1 only 5055—5 Q t. Preserve K ettle _______________________  1.55
1 only 5056—6 Qt. P reserve K ettle _______________________  1.65
1 only 5094— 4 Qt. Convex K ettle _________________________  1.80
1 only 5096—6 Qt. C onvex K ettle _________________________  2.00
1 only 5122—2 Qt Double Boiler _____ ,____________________  2.15
1 only 5602—2 Qt. Double Boiled Colonial _________________ 2.25
1 only 5035— 5 Qt. T ea K ettle _____________________________  2.95
1 only 5625— 5 Qt. Tea K ettle Colonial ____________________  3.10

$23.15
10% Special D iscount for A ssortm ent ________ ,__  2.31

Retail 
Price 
$ 1.75 

2.00 
2.10
2.70
2.25 
2.30
2.70 
3.00
3.25 
3.40 
4.50 
4.65

$34.80

T otal Cost of 12 P ieces .$20.84
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Michigan Retail Shoe D ealers’ A sso c ia 
tion.

P re s id e n t—J .  E . W ilson , D e tro it.  
V ic e -P re s id e n ts  — H a r ry  W o o d w o rth , 

L an s in g ; J a m e s  H . F ox , G ra n d  R ap id s ; 
C h arle s  W eb b er, K a lam azo o ; A . E . K e l
logg, T ra v e rs e  C ity .

S e c re ta ry -T re a s u re r—C. J .  P a ig e , S a g 
inaw .

Clean Out Stocks Before Considering 
Styles.

As it was—none of us need be re
minded, unless we like to dream and 
dwell upon pleasant rem embrances 
of by-gone days, when everything 
sold. and the only difficulty was hav
ing enough merchandise to supply 
the unheard of demands.

A year ago competition was a minor 
detail. 1 here was big business for 
everyone, and the price of any article 
was a second consideration. It was 
with this feeling of absolute confi
dence that we all bought shoes for 
last spring delivery—scrambled for 
m erchandise—bought anything—and
anything was a good buy. Prices 
were steadily climbing, and every
thing pointed to the continued vol
ume of business, and more than what 
we had jju st gone through. Like a 
flash from a clear sky there came a 
change. Due to the repeated state
ments of the various papers, advising 
the public of cheaper shoes in sight, 
also some very open rem arks from 
some of the largest m anufacturers es
pecially of cheaper shoes, our con
suming public at once began to de
mand shoes at prices much lower 
than m erchants were able to buy them 
themselves. This brings us to the 
second section of our discussion:

As it is now. Again I say you need 
not be reminded, but many should 
be reprimanded.

As shoe men I think you should he 
considered as the most intelligent 
class of merchandisers of any line. 
I here is no business that requires so 
much study, so much detail, so much 
diplomacy, and so much real labor 
as shoe merchandising. I think a 
successful shoe m erchant will in the 
hereafter be awarded a starry crown 
for his efforts here on earth. But 1 
hate to think of the hereafter of the 
what I call unsuccessful shoe m er
chant.

I may be wrong in my assumption, 
but when a shoe man tells me he is 
not going to make money this year, 
I consider he is not a successful m er
chant. As retailers of shoes, you are 
entitled to make a profit. I know 
every one of us can look the world 
quare in the face if we are accused 

of profiteering, but we are entitled 
to a legitimate profit. It is upon this 
ground I want to be heard as being 
strictly opposed to what is known as 
the half price sale." Every one of 
you know when a man actually sells 
a shoe for half price, he loses money,

and big money. No new quotations 
that I have seen will allow him to 
buy back a shoe of the same value 
that he sold for half price. We may 
adm it that shoes cost less now than 
a year ago, or a season ago, but not 
that much less.

Remember you have only shoes to 
sell and if you make money from your 
business, you must sell at a profit.

It seems to have gone so far in this 
price slashing method of shoe m er
chandising that some m erchants think 
the more they actually lose and give 
away, the more successful they are.

The so-called "half price sale” has 
many other evils in my estimation, 
hirst, it is likely to create the suspi
cion of the public, leading them to 
believe there is an extrem e and enor
mous profit in shoes, and if there ever 
was a time when such a thing should 
not be, it is now. As m erchants, you 
know that no shoe can be sold at half 
its marked price without a loss, but 
your custom er believes, and he is en
titled to think, that you are making 
a profit even when you sell him at 
half price. I can’t see where you do 
him a favor in deceiving him, and I 
know you do yourself a great injustice.

N ext: Every store has its regular 
clientele and followers, and there will 
be a great percentage of such trade 
that will wait for your “half price 
sale.” In other words, you sell them 
only when you sell at a loss.

Of course, the style element figures 
in, and we all know that we have 
chased many a rainbow in shoe styles 
this last year, only to find that the 
staple styles are the only possible 
ones to give our trade at the price 
they want to pay, and leave ourselves 
a legitimate profit. Naturally on ac
count of such radical style changes, 
the Sale! Sale! Sale! cry has been 
stronger this season than ever. But. 
gentlemen, don’t you think it is time 
to drop this style chase, and clear our 
stocks without a loss—only a close 
markeup—and make ready for the 
style change that is inevitable? I re
fer to the colored kid boot. We all 
know that colored kid boots did won
ders for the shoe business several 
years ago, and I firmly believe they 
will do so again.

Let us presume that all stocks are 
heavy. Do you think it is good judg
ment to give our shoes away in order 
to carry this style now? Do you 
think that with the increasing de
mands for cheaper shoes, our trade 
will buy colored boots at the price

Shoe Store and Shoe P epair 
Supplies

SC H W A R T Z B E R G  & G LA SER  
L E A T H E R  CO.

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

Specializing in high grade service shoes 

for many years has made possible the 

wonderfully long wearing H. B. HARD 

PAN (Nailed) service shoe line of to-day.

Your out door customer is asking for this 

kind of a shoe to-day. Sell him the 

b e s t-th e  H. B. HARD PAN service 

shoe.

Herold-Berfsch Shoe Co.
Manufacturers of Serviceable Footwear 

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

Bullseye Boots
Pressure-Cure

Red and Black Boots
IN  STO CK  IM M EDIATE SH IPM E N T

Construction
Red or Black* Gem Upper. Gray 
foxing and plain edge sole. Tough 
gray sole joined together by Hood 
Tire process.

Long Wear 
t t k  Good Looks

Men's B ullseye Red and B lack Short B o o t s ________ ;__ $4.00
B oys' B ullseye Red and Black Short Boots ___________I  3.30
Y ou th s’ B ullseye Red and B lack Short Boots ______II 2.45
Men’s  Red and Black Hip and Sporting ______________ 6.00

W e have th ousan ds of cases  of rubber footw ear on th e floor. W rite for  
specia l rubber footw ear catalog .

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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we shall be compelled to ask? I ask 
these questions to be enlightened. 
You undoubtedly understand my at
titude. I know colored kid boots are 
a good bet, but let us clean house first 
and realize on the merchandise we 
own.

From  now on—or as it will be—we 
must all work harder, work with more 
system  and accuracy, knowing our 
stocks as never before.

I firmly believe shoes will cost less 
money, perhaps not this season, but 
I think there will be a gradual de
cline for the next two years, or four 
seasons. I don’t think we will ever 
see the old $4 and $5 days again, and 
I know none of us want to, but we 
shall be able to buy shoes for less 
than we do now. This means we 
m ust buy only w hat we can sell from 
season to season, and clean our stocks 
as we go, to avoid sacrifices. We 
m ust sell downward on the declining 
m arket as we sold upward on the ad
vancing market. We must be prepar
ed to take on any good novelty style 
tha t presents itself, and make our 
profit on such styles.

W e shall continue to sell shoes, of 
course, but the volume of pairs and 
not dollars should be our guide.

The laboring class, which I think 
represents our best business, is fully 
employed at high wages, and such a 
class are the ones tha t buy our most 
extrem e novelties or highest priced 
shoes. N ot only do they buy them 
once, but they buy them again and 
often, and they usually pay cash.

J. H. Conrad.

The Abolition of Tobacco.
The campaign against tobacco as 

presented by L. Ames Brown in his 
article in thè O ctober A tlantic en
titled “ Is a Tobacco Crusade Com
ing?” is being developed by the W om 
an’s Christian Tem perance Union and 
other organizations along entirely 
new lines of economic and sociolog
ical propaganda. The old attacks on 
smoking as a “vile habit” and tobacco 
as a “filthy weed” are abandoned in 
favor of a more scientifis method. 
W hile this new attitude views “sm ok
ing as the twin evil to drink,” yet, as 
is made clear in the pamphlet, “Nico
tine Next,” prepared for the W. C. 
T. U. by Professor Frederick W illiam 
Roman, of the Chair of Economics, 
Syracuse University, the anti-tobacco 
crusaders prefer to handle the prob

lem as a m atter of personal, social 
and industrial efficiency. This also 
is the attitude of the attack on to 
bacco carried on by the Life Exten
sion Institu te of New York in a 
broadside entitled “W hat It Costs to 
Smoke Tobacco,” the leaflet being 
one of the “Keep-W ell Leaflets” is
sued by the Institu te in the interest 
of the prolongation of life and its 
betterm ent. In  this pamphlet, which 
gives full support to the W. C. T. U. 
argum ents, it is set out as a result of 
careful investigation that “the man 
of science and the hard-headed busi
ness man on . com paring notes arrive 
at the same conclusion regarding both 
alcohol and tobacco. According to 
them, these drugs are not compatible 
with work; the cigarette sm oker is 
ruled against by most employers.” 
Arguments of this kind presented by 
the Union and the Institute and by 
other organizations attacking tobacco 
are at present met by no counter
replies by the smokers, who are un
organized; and while the tobacco cor
porations are getting  ready to reply 
to what they call are the “false and 
misleading statem ents contained in 
the anti-tobacco propaganda.” Mr. 
Brown points out tha t to-day the 
general issue of personal rights in
volved in the tobacco question is 
being looked after only by the re
cently organized Constitutional Lib
erty League.

Under the circumstances, while the 
alm ost universal use of tobacco in 
some form seems to present a differ
ent situation from that which existed 
in the m atter of the consumption of 
liquor, those who want to defend this 
forgivable indulgence and social lux
ury must realize that everything is 
not quite so rosy as it looks. For, 
of course, when it comes to any kind 
of propaganda, those who believe in 
it as an article of faith or as a fetish 
are untiring. They never admit de
feat and they never give up their 
quest. And that the anti-tobacco 
crusaders are in earnest none can 
doubt.

Inevitable Result of the Poison 
Propaganda.

Grandville, Oct. 26—The after- 
m arth of the distributing of tons of 
poison through Northern Michigan 
has been of a sadly disappointing na
ture.

Bee men up around Petoskey com
plain of the loss of many swarms 
through the dispensing of grasshop

per poisons through that region. It 
does seem an unfair method, to say 
the least, which perm its one class 
of citizens to use poisons for the sav
ing of their own crops, while at the 
same time the act destroys the crops 
of a neighbor.

Some way ought to be found out 
of this grasshopper muddle that will 
be fair to all concerned and save the 
State from another grasshopper 
plague.

No reports have come to us of the 
number of birds destroyed by the use 
of these methods sanctioned by the 
agricultural powers of the State, but 
there has been a distinct protest from 
bee men against the destruction of 
their stock in trade, and it seems to 
be a protest well taken. One need 
not wonder that honey is high with 
a large per cent, of the bees sacrificed 
in order to save other crops.

If, by distribution of poisons, we 
slay myriads of birds and destroy a 
large per cent, of the bees, where do 
we get off at? The conditions are 
not pleasant to contemplate, and it is 
certainly up to our wise entom ologists 
to find a substitute for these deadly 
poisons used to annihilate grasshop
pers.

Michigan, along with many other 
states, has suffered much from the 
unwisdom of spraying laws, bird laws, 
and laws calculated to preserve farm

crops, which, while doing some good 
in one direction, work untold evils in 
another.

Not only do bird and bee life suffer, 
but some very serious “accidents” have 
taken place in the infested regions. 
One wealthy farmer, at least, we are 
informed, paid the penalty of his life 
because of his preparing poisons for 
spreading over the fields for the pur
pose of destroying grasshoppers.

If no more than one human life 
has fallen a sacrifice to this poison 
propaganda, that is sufficient to warn 
the public about dabbling in these 
State-approved remedies for the cure 
of the grasshopper evil.

We have geniuses at work solving 
all sorts of problems, and many of 
them are successful in operation. W hy 
not then bend the energies of human 
endeavor toward finding out how to 
abate the grasshopper in a manner 
that will in no way endanger human 
life, destroy myriads of song and in- 
sectivcrous birds, and wipe out the bee 
industry, which is as im portant and 
legitimate as the raising of a corn or 
wheat crop? Old Timer.

The advertisem ents in the trade 
paper pay two classes; the advertis
ers who put them there, and the deal
ers who read them.

M O R E  F A C T S

Atone
Mileage
Guarantee
This pdiPo/KiriU^uus: 
shoes u^uaiwiecdbdivfe 
more nfeap *1 comfort1U 
ànyolhcr doe sold at the 
Sdire price. «1 Be lealher is 
¿□eniipcdiy prepared «J 
Diesare made b  present 
Be proper shape«/ the 26 
tones 0/  the loot-H*—»

When you stop to think that you 
can honestly guarantee the quality of 
the “More Mileage” Shoes now, the 
same as you always could, and if you 
will make this one of your talking 
points when selling these shoes you are 
going to have a great many more satis
fied customers.

HI RTH-KRAUSE
Manufacturers of the “ More Mileage Shoes”  

Grand Rapids, Michigan

Something New and Better
The HOWARD Line 

Boy's Welts That Wear
Celoid Chrome Soles

23 to 100% More Wear than 
the Finest Oak Sole

More Wear, Combined with the Flexibility and Fine 
Finish of Oak Leather.

IT  IS Channeled and Finished. It is Waterproof. It Will Not Slip

The Guaranteed Sole That W ill Outwear Any 
Oak Sole in the World

Eight Sturdy, Stylish Numbers 
in Stock Now

Selected Chrome Side Uppers, Solid L eather Construction 
W ing F oo t Rubber H eels

A Standardized Product. Two Leathers, Two Lasts, One P attern .
8101 Boy’s D ark T an English Bal. “L ittle T ad L ast” ------ $4.75
8151 L ittle M en's D ark T an Eng. Bal. “L ittle  T ad L ast” ----4.25
8103 Boy’s D ark T an N ature Bal. “Y oungster L ast” ----------4.75
8153 L ittle Men’s D ark T an N ature Bal. “Y oungster L ast” —  4.25
8100 Boy’s Gun M etal E nglish Bal. “Little T ad L ast” ,-------4.50
8150 L ittle Men’s Gun M etal Eng. Bal. “L ittle  T ad L ast” -4.00
8102 Boy’s Gun M etal N ature Bal. “Y oungster L ast” ------- 4.50
8152 L ittle M en’s Gun M etal N ature Bal. “Y oungster L ast” -4.00

W R IT E  F O R  SA M PLES

RINDGE, KALMBACH, LOGIE CO.
10 to  22 Ion ia  A ve. N . W .

G RAND RAPIDS, MICHIGAN
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Deplores Carping Criticism of the 
Reserve System.

At the bankers’ convention at New 
York last week Oscar Wells, presi
dent of the F irst National Bank and 
member advisory committee, Federal 
Reserve System, of Birmingham, Ala., 
discussed the present position of the 
reserve system as follows:

Perhaps no other legislation in 
modern times represents the combined 
efforts of all the interested elements, 
both in and out of Congress, as does 
the Glass-Owen bill, which is based 
on the Aldrich bill and should proper
ly bear the name of its author. As 
bankers you not only helped in the 
making of it, but you have been in
tim ately connected with the process 
of fitting transactions of the Fed
eral Reserve banks to the provisions 
of the act. It is this familiarity of 
yours with my subject which caused 
me to hesitate in undertaking the task 
assigned to me, and even now, after 
a few weeks of preparation, I ap
proach it with a great deal of misgiv
ing as to my ability to add anything 
to your knowledge of it. I feel, how- 
evr, a sense of professional responsi
bility in the prem ises and would lay 
upon you a similar kind of obligation 
whenever and wherever the Federal 
Reserve System is involved, because 
it is and doubtless shall ever be one 
of the great fundam entals of your vo
cational achievements.

As your knowledge and relationship 
is intim ate and peculiar, so your re
sponsibility is correspondingly great. 
Is the Federal Reserve System rea
sonably m eeting the demands of eco
nomic conditions? If not, and you 
can supply the corrective measures, 
your plain duty is not only to offer 
them but to insist upon their being 
accepted. I have enough faith in you 
to believe that you have not halted 
in the expression of your views and 
that you will not do so. I have no 
patience with the charge that the 
bankers of America are under the 
dominance of the Federal Reserve 
Board or any other institution, even 
though it may came from such a high 
source as that of a I'n ited  States Sen
ator of my own political faith. If, 
however, the system is responding to 
the purposes for which you thought 
it was created, taking into full ac
count the varying problems that have 
arisen during its existence, you can 
render the business of which you are 
the authentic representatives, an im- 
partan t service by giving to it your 
whole-hearted stamp of approval. One 
banker friend of mine expressed him
self recently as being 100 per cent, for 
the system and 95 per cent, for the 
adm inistration of it. I need not tell 
you that a great deal of self-sacri
ficing talent is on the Federal Reserve

Board and among the officers of the 
Federal Reserve banks, whose labors 
without your constructive aid become 
burdens of intolerable proportion.

The vagaries of human nature are 
no better exemplified than in the dif
ference in the attitude of the public 
Reserve Act during the period when 
expansion 'w as the essential function 
and the time when it became neces
sary to restrict the use of the expan
sive power of the Federal Reserve sys
tem. Profligacy and extravagance are 
easily acquired habits, while thrift and 
accumulation are the results of self- 
denial and some hardships. Only a 
few months ago we heard nothing but 
praise of the new banking system. It 
was a m atter of pride that we had ac
complished the unparalleled task of 
not only financing the war by fur
nishing the funds required for the di
rect expenditure of the Treasury, but 
that we had taken care of the credit 
needs of commerce and industry to an 
extent greatly beyond our wildest 
dreams of volume, and we had given 
the credit to the functions of the Fed
eral Reserve banks. There was no 
doubt in our minds but tha t the old 
system of an inelastic currency and 
independent reserves would have suf
fered a collapse even without the add
ed strain of war. W hen the Federal 
Reserve Board and the Federal Re
serve banks undertook a policy of a 
readjustm ent of credits by appealing 
to member banks to exercise a some
what keener discretion in the granting 
of loans for non-essential purposes 
and the liquidation in a gradually and 
orderly manner of existing loans of 
like character, we began to hear of 
the injustice done to many quarters,Make This Your Bank

Established 1853
W e not only are prepared and  
equipped to care for your banKlno 
needs, but w e also

W A N T  TO DO IT

In a w ay w hich w ill m eet w ith  
your unqualified approval

CLAY H. HOLLISTER 
President

CARROLL P. SWEET 
Vice-President 

GEORGE F. MACKENZIE 
V.-Pres. and Cashier

G R A N D  RAPIDS N A T IO N A L  C IT Y  BAN K  
C I T Y  T R U S T  & S A V I N G S  B A N K

ASSOCIATED

CAMPALI SQUARE
T he conven ient banks for out of tow n people. Located a t  th e  very  cen ter  o f 

th e c ity . H andy to the street cars—the Interurbans—th e hotels—th e shopping  
district.

0,n account o f our location—our large tran sit fa c ilit ies—our sa fe  deposit vau lts  
and our com plete service  covering th e entire field o f banking, our Institu tions m ust 
be th e u ltim ate choice o f out of tow n bankers and Individuals.

Combined Capital and Surplus _______________ $_1,724,300.00
Combined Total D eposits _____________________ 10,168,700.00
Combined Total R esources ___________________  13,167,100.00

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

ASSOCIATED
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and the system as directed by those 
in charge of its affairs was held re
sponsible for all of the ills of a tight 
money m arket.

The criticism of the Federal Re
serve system, or it may be more ac
curate to say the adm inistration of the 
Federal Reserve system, pertaining 
to its rediscounting or credit giving 
function, uttered either by those who 
were sincere in their opposition to 
the policies inaugurated and by con
viction or tem peram ent held to di
vergent views, through a lack of un
derstanding the impelling purposes, or 
those who in willful disobedience of 
their own conception of soundness 
had found fault because of selfishness 
or a desire to pander to the prejudice 
of the uninitiated, has passed through 
three distinct stages. The first was 
when the Federal Reserve banks as 
well as member banks, began to dis
courage through a slight increase in 
rates, the too frequent renewals of 
loans secured by Liberty Bonds and 
V ictory notes. Very naturally as the 
need of credit for commercial and 
productive purposes became more ap
parent, and bond secured loans grew 
less liquid, the banks instituted a prac
tice of gradual retirem ent. The Fed
eral Reserve banks were anxious to 
reduce the volume of note issues 
against this bond secured paper, g rad
ually substituting therefore paper of 
a more liquid nature, that such out
standing isues might be lessened 
through the paym ent of the collateral. 
This was urged by the critics to be a 
deliberate plan to depress the market 
of Government war securities, not- 
w ithstanidng a decline had already 
set in as a result of the universal de
mand for credit and the consequent 
increasing rates upon other securities. 
They were being sold in large quanti
ties by those who had bought them as 
an act of patriotism  and who were 
taking their losses as the alternative 
of paying a high rate for money need
ed in commercial enterprises. For 
the Federal Reserve banks to have 
maintained rates sufficiently low to 
have held the m arket up on such se
curities would have meant not only 
the carrying of the Government se
cured loans already in the banks but 
would have induced the creation of 
others and defeated the elasticity of 
their own currency as well as pro
hibited the needed accom modations to 
banks for other purposes. It is per
haps only fair to say that if any mis
take was made by the Federal Re
serve banks in connection with the 
absorption of war securities by the 
public and the consequent partially 
elastic note issue, that it was made 
much earlier, in an atm osphere of pa
triotism  and at a time when even a r
tificial means of stim ulating the sale 
of Government obligations seemed 
justified. In the subsequent cold light 
of analysis, of a declining market, it 
is easy to conclude that the lower 
rates on the bonds, as well as those 
maintained by the banks on bond pa
per, and the borrow  and buy argu
ment of salesmanship were both un
wise.

The presentation of only one of the 
several distinct and im portant activi
ties of the Federal Reserve System 
may imply that there are no others, 
tha t they do not contain any problems

w orthy of mention or that they are 
insignificant in comparison. As a 
m atter of fact there are many respon
sibilities to be discharged by, as well 
as there are many achievements to 
the credit of the system, and while I 
do not believe that any of them are 
as vital to its fundamental soundness 
or that their roots are so deeply im
bedded in its perpetuity, they are in
teresting and altogether w orthy of 
your study of them.

New View of the Profiteer.
W hat is a profiteer? Usually the 

seller is made the guilty party, though 
during the wartime control the Lever 
act decisions made both buyer and 
seller culpable for any excess of re
selling or any excess of profit margin 
on the ground that the agreem ent was 
a conspiracy to defeat the law. But 
now comes a decision in the Federal 
court at Los Angeles holding tha t the 
buyer at an excessive price is the 
profiteer and not the seller.

It appears that a former grocer 
named Phillips and an auctioneer 
named Shapiro were indicted for 
profiteering because they had sold su
gar at auction at an excessive profit 
to one Frank H obart. The perm itted 
margin at the time o f the sale, last 
December, was \ l/> cents a pound, 
but in an auction of 800 pounds Phil
lips bought it at 16J4 cents whereas 
the Government price was only 12l/> 
cents and the jobbers’ prices under 
12 cents.

The acquittal for the defendants 
cáme through the decision of the jury 
that while the price received for the 
sugar in question was excessive they 
were not responsible, since the sale 
was made at auction and the bidder 
therefore established the price at 
which it was eventually sold.

Bean Growers H old Crops.
Lansing, Oct. 26—The Michigan 

dried bean crop was never of better 
quality than this year. The yield per 
acre was large, although the acreage 
in the State was considerably le.s 
than it was last year. H arvesting is 
practically over and not in my twenty- 
live years experience have I seen har
vesting conditions more favorable as 
to the weather. Labor on the fains 
was scarce all season, but the auto
mobile plants are not operating to 
full capacity any longer and the help 
situation is improving. Michigan beans 
are cheap compared to the product of 
California and other producing coun
tries, which has led grow ers to hold 
their stock for a later market.

Christian Breisch.

Kent State Bank
Main Office O ttaw a Ave.

F acing Monroe
Grand Rapids, Mich.

Capital - - $500,000
Surplus and Profit - $550,000 

Resources

13 Million Dollars

3 k  Per Cent.
émi

Paid on Certificates of Deposit
Do Your B anking by Mall

The Home for Savings

Peace of Mind
The peace of mind—the sense of security— 

that comes from having one’s valuable papers in 

the modern, strong, convenient safe deposit vault 

of this Company is worth many times the cost 

of a safe deposit box.

B rand Rapids Trust HaMPANY

G R A N D  R A P ID S , M ICH .
O T T A W A  A T  F O U N T A IN  B O TH  PH O N ES 4391

jlltrlpgatt Jfftttanrr 0hnrpnratUm
FLINT and GRAND RAPIDS

C ap ita l $4,500,000. Vfo Cumulative Participating 
Preferred Stock, 600,000 Shares of Common Stock

Preferred Stock now paying quarterly dividends a t die 
rate o f 7% annually.

O F F  I C E R S t  
ALBERT E. MANNING. President,

Resigned as Deputy State Banking Commissioner 
to accept Presidency of the Corporation.

CARROLL F. SWEET, Vice President.
Vice President Old National Bank, Grand Rapida
C. S. MO I T, Vice President,

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

CLARENCE O. HETCHLER, Secy.,
Präsident Ford Sale* Co., Flint.

GRANT J. BROWN, 7 W .
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
V ice  Pres, sad Tress. 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. Mick.

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

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

OLD NATIONAL BANK, flrand Rapids. Haglstrara and Transfar A gants.

R .  T. JARVIS & COMPANY
Investment Securities

60 5X-606 Michigan Trust Bldg. Citizens Phone 65433, Bell M. 433
GRAND RAPIDS, - M ICHIGAN
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Gabby Gleanings From  Grand Rapids.
Grand Rapids, Oct. 26—J. Leo Ky- 

mer and family have gone to San 
Antonio, Texas, for the winter, Mr. 
Kymer and “H ad” Beecher have been 
partners in business for thirty-six 
consecutive years. They first started 
together in the book business at 
Traverse City under the style of 
Beecher & Kymer. They subsequent
ly purchased a drug store at Elk 
Rapids, which they continued under 
the same style. They subsequently 
became members of the book selling 
house of Lyon, Beecher & Kymer, 
Grand Rapids. They are now both 
members of the firm of Beecher, K y
mer & Patterson, booksellers at K al
amazoo.

One of the best kept hotels on the 
Pentw ater branch is the H otel Shelby, 
conducted by Claud L. Peifer. The 
rooms are clean and inviting, the 
housekeeping is scrupulously good, 
the service is excellent and the food 
wholesome and well cooked. Mr. 
Peifer has recently been elected 
President of the Shelby Commercial 
Club, which is a strong tribute to his 
standing in the community and the 
esteem in which he is held by his 
townsmen.

Frank S. Verbeck made a ten strike 
last spring by erecting an addition to 
V an’s Tavern, at Pentw ater, and in
stalling an outdoor dining room 
therein. Mr. Verbeck had a fine run 
of custom all summer, due to the 
enorm ous volume of tourist travel 
which goes by his place of business 
along the W est Michigan Pike.

D. F. Hoskins, Sales Prom otion 
M anager for the Hood Rubber P rod
ucts Co., W atertow n, Mass., is in 
town for a few days, inspecting the 
Michigan distributing house of that 
corporation. Mr. H oskins says that 
the percentage of growth in the Grand 
Rapids house is the greatest of any 
of the branches of the Hood Co.

A large m anufacturing establish
ment in one of Michigan’s best cities 
was employing several hundred men, 
paying them an average of $1 per 
hour. In the face of the business de
pression, they struck for $1.25 per 
hour. The factory immediately closed 
down all departm ents, hanging out a 
notice that all who returned to their 
jobs before Dec. 1 would be paid 75 
cents per hour, while those who held 
out beyond Dec. 1 would be taken 
back only on the basis of 50 cents 
per hour. At last accounts 60 per 
cent, of the working force were back 
on the job on the 75 cent basis.

A large factory in this city notified 
the employes of one of the depart
ments early last week that the factory 
would be closed indefinitely last Sat
urday noon. The men in that depart
ment had been making an average 
wage of $60 per week. They held 
a meeting and decided to send a 
spokesman to the superintendent of
fering to work for $30 per week dur
ing the winter months. The superin
tendent declined the offer, stating 
that when the factory started up again, 
which would be some time in the fu
ture, the men would be given an op
portunity to work at $20 per week.

William Thomas, the sturdy super
intendent of the Michigan Paper Co., 
at Plainwell, was in the city one day 
last week for the purpose of getting 
the whir of the wheels and the dem- 
nition grind of the mill out of his 
cellular tissue for a few hours. He 
was taken in tow by a friend and 
given a passing glimpse of the “green
est and cleanest city in America.” Mr. 
Thom as has recently purchased a 
large building at Plainwell, which he

proposes to convert into an up-to- 
date apartm ent house for the occupa
tion—and enjoym ent—of some of his 
employes in the mill. But for William 
Thomas and his steadfast determ ina
tion to furnish steady employment 
and suitable homes and home sur
roundings for w orthy married men 
who appreciate the com forts which 
accompany well-equipped homes, 
Plainwell would have a very differ
ent class of working people than she 
has. W hen W illiam Thom as dies— 
if such a calamity should ever come 
to pass, which now seems like a very 
remote possibility—the most appro
priate inscription which could be put 
on his tom bstone would be, “He made 
PlainwTell a livable place for w'orking 
people.”

Thom as B. Garble (W orden Gro
cer Company), whose home at the 
corner of Paris avenue and Logan 
street was destroyed by fire last win
ter, has completed the rebuilding of 
the house under the most modern 
plans and again taken up his residence 
am ong the idle rich.

B. Peurung, D istrict ‘Sales Man
ager for the Climax Grocers Coffee 
Co., Indianapolis, is in town for a few 
days, superintending the installation 
of the lines manufactured by his house 
with M. Piowaty & Sons, who will 
handle Climax teas, coffees, spices 
and baking powders at all of their 
branches in this State and Indiana. 
Mr. Peurung has five specialty men 
at work in this State and expects to 
increase the number to thirteen be
fore the end of the month.

W hen you envy another it is be
cause you think he is superior. W hen 
you hold bitterness, malice against 
another, this is, in a way, paying 
homage to what you regard as su
periority.

Believe with all your heart that you 
will do what you were made to do. 
Never for an instant harbor a doubt of 
it. Drive it out of your mind if it 
seeks entrance. Entertain only the 
friend thoughts or ideals of the thing 
you are determined to achieve. Re
ject all thought enemies, all discour
aging moods — everything which 
would even suggest failure or unhap
piness.

Putting  off the little odds and ends 
of work that can be postponed gen
erally results in the unexpected a r
rival of a big task that has to be done 
at once.

BRANCH O FFICES
M adison Square and Hall S treet  

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

E ast Fulton S treet and Diamond A venue  
W ealthy S treet and Lake Drive 
Grandville A venue and B S treet 

Grandville A venue and Cordelia S treet 
B ridge, L exington and Stock ing

STOCKS AN D  BONDS— PRIVATE W IR ES TO T H E  LEADING M ARKETSH ttlM . PERKINS, EVERETT &GEISTERT
, B C U  M  2 9 0 , ;ÖAM YDXJBT BUM». CXWL 4 3 3 4

I INVESTMENT BAN1 
‘frwAMP »aw p l  mcH.u

Fourth National Bank
Grand Rapids, Mich.

United S tates D epositary

Sayings Deposits

Commercial Deposits

3
Per Cent Interest Paid on  

Savings D eposits 
Com pounded Semi-Annually

3'A■ m
Per Cent Interest Paid on  

Certificates o f Deposit 
Left One Year

Capital Stock and Surplus

$600,000
W M . H. A N D E R SO N , P residen t L A V A N T  Z. C A L K IN , V ice P residen t

J .  C L IN T O N  BISHOP. C ashier
H A R R Y  C. LU N D BERG , A ss’t  C ashier A LV A  T . ED ISO N , A ss’t  C ash ier

S u ccessfu l B u sin ess
¡¡IH Su ccessfu l business in any field depends upon efficiency of organ ization . g | i
¡¡H  Organization m eans efficiency—a ju st balance and co-ordination  of all ¡¡¡||
_ _ i m ental, physical and m echanical effort, it is exact knowledge in telligen tly  g g
— appl i ed,  it never gu esses, it knows. It depends on fa c ts  and figures ¡ = |  
§§§| — never on im pressions.

It e lim in ates fear, estab lish es confidence; is sim ple, hon est, dependable, § 1  
| H  n ecessary . It is the result of— f l§ |

Straight Line Methods
In the Application of SYSTEM

¡H I Stra igh t Line M ethods is str ictly  an A m erican idea. Its developm ent §m§
¡H i and growth is due to the correctness of the idea and to th e high qu ality  jjg§
H U  of the System  Service of Ernst & E rnst, its originators. * Jb b

I SB  E R N S T S  ERNST I
H  304 N a t’l City A U D I T S  “  S Y S T E M S  Dime Bank 
■  T A X  S E R V I C E  ■

OFFICES IN 23 OTHER CITIES

¡¡¡I  STRAIGH T LINE M ETHODS ¡ H

Assets $3,886.069 Insurance in Force $80,000,000

MtoomMig I i a b M n  Couiunr

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

Offices: 4th floor M ichigan T ru s t Bldg., G rand Rapids, M ichigan 
GREEN & MORRISON, Agency Managers forcMichigan

G R A N D  R A P I D S  S A F E  C O .
Agent for the Celebrated Y O R K  M A N G A N E S E  B A N K  S A F E  

Taking an insurance rate of 50c per $1,000 per year. What it  your rate?
Particulars mailed. Safe experts.

TRADESMAN BUILDING ::: GRAND RAPIDS, MICHIGAN
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Facts Regarding Fire Loss Record in 
Michigan.

Under the law, the fire chiefs of 
the state report to us every fire, 
amount of insurance carried, value and 
kind of building. Then we receive 
from the National Board of Fire Un
derw riters the same information, with 
amount of loss paid by the different 
insurance companies. At the end of 
the year we compile the loss. In the 
year 1917 the loss was $10,040,193, the 
num ber of fires, 9,716 and the value of 
property insured $97,343,878. In the 
year 1918 the loss was $10,294,918. 
and the number of fires 10,618, the 
value $118,799,005. In 1919 the loss 
was $12,340,689 and the number of 
fires 11,923, the value being $22,805,- 
628. Owing to the dry weather and 
there being no snow in the winter 
of 1919 the number of shingle roof 
fires was 2,316 against 1,943 in 1918 
and 1,383 in 1917. I think that you 
will agree with me when I say that 
the fire loss has been materially re
duced, when we take into consider
ation that the valuation of property 
has advanced over 100 per cent.

The last legislature enacted a law 
whereby the secretaries of the m u
tual companies report the fires to us 
also. This law took effect Aug. 14 
last year and the number of fires from 
that time to Jan. 1, 1920 was 885 and 
the loss $1,112,531.

It is interesting to note that the 
number of fires and amount of loss 
resulting from cases over which the 
departm ent has control, shows, in 
some instances, a substantial decrease 
over the previous year. There were 
247 less fires of “Unknown and In 

cendiary” origin than in 1918, with a 
reduction in loss of $74,706. The 
number of fires caused by defective 
heating plants was reduced by 180 and 
a reduction of $773,697 loss under 
1918. Although no correct com pari
son can be made as to the fire losses 
for which sm okers were responsible, 
because of no separate classification 
of this cause in reports of previous 
years, we believe there has been a 
favorable reduction in the loss of this 
year, there being only 179 fires with a 
loss of $15,279. The number of fires 
due to gasoline, kerosene and gas 
has increased slightly, but the loss 
has decreased alm ost one-half and 
practically all of the fires attributed 
to this cause occurred in dwellings, 
which means that a reduction in fires 
of this cause can be reduced only in 
educating the public. Fires caused 
by defective wiring have increased, 
both as to number and the amount 
of loss. Several of the smaller cities 
in the State have no ordinance for 
the regulation and the inspection of 
the installation of electric wiring, and 
the departm ent is putting forth an 
effort to influence these cities in the 
adoption of such an ordinance. Spon
taneous combustion and rubbish 
caused 53 more fires in 1919 than in 
1918 and resulted in a slight increase 
in the amount of loss. This is an
other case that can be reduced only by 
educating the public in the dangers 
of perm itting the accumulation of 
rubbish and waste.

Much time was devoted to the thor
ough inspection of public buildings 
duing the year and, although the num 
ber of fires increased slightly, the

amount of loss was reduced some 
$500,000. D uring the year 3,548 in
spections of buildings were made by 
the departm ent throughout the State, 
resulting in the issuance of 533 formal 
orders by the departm ent and approxi
mately as many verbal orders by the 
inspectors while on the ground.

The departm ent has continued its 
thorough investigation of fires of sus
picious origin and investigated 72 
fire- of such nature. Charges were 
brought against 13 persons, resulting 
in four convictions, one acquittal, five 
dismissals and three cases pending; 
disposition has nc t been made of the 
D etroit cases pending from 1918.

Further, 1,267 moving picture 
theaters were inspected during the 
year, 1,147 certificates of compliances 
issued and $12,730 in fees collected.

Several thousand pieces of literature 
were distributed, including 280.000 
“W hy take a chance?” 80,000 “Think 
fire before it happens,” 80,000 "Stop 
fire waste,” 7,000 periodical news 
bulletins and 25,000 lithographed pla
cards on tire prevention.

Homer Rutledge.

W orried.
" I ’m a little bit uneasy," said young 

(Inutt.
“How come?” asked the interested 

friend.
"I found out from the village post

master that on the very day 1 sent to 
a mail order house for a saxaphone 
one of the neighbor girls sent for her 
first lesson in trained nursing and an
other neighbor began taking a corre
spondence course in embalming.

Bristol Insurance Agency
“ T h e  A gency  of Personal S erv ice’*

Inspectors and State Agents for Mutual Companies

STO C K  IN SU R A N C E vs. M UTUAL
350 Stock  Com panies In operation in U. S. today.
2000 Mutual Fire Insurance Com panies in operation in U. S. today.
1500 Stock  C om panies have started in U. S.— 1300 failed , 16 per cen t survived . 
2900 Mutual Com panies have started  in U. S.—700 failed , 76 per cen t survived . 
Stock Com panies sell indem nity at a profit. (C om petitive A gency system  

encourages over insurance, resulting in high expenses and loss ratio. 
A verage expense, 45 per cen t; loss, 50 per cent.

Mutual Com panies sell m axim um  protection at m inim um  cost. (R educing fires 
and keeping expense a t a m inium . A verage expense, 15-20 per cen t; loss, 
25-30 per cen t. Can you afford to patronize the costly  old line system .

C. N . B R ISTO L, M anager A. T . M O NSO N, Secretary
F R E M O N T ,  M I C H I G A N

MR. JONES, to him is just like BUTTER 
The stronger if gets, the less it's worth

W E are not one of the strongest companies in the state, but we are classed with the B E S T
W ith an immediate O  JT f / \  C  
saving to you of mt*ß 1 1 / * Q

Michigan Bankers and Merchants Mutual Fire Ins. Co. of Fremont, Michigan
WILLIAM N. SENF, Secretary

The Grand Rapids Merchants Mutual 
Fire Insurance Co.

STRICTLY MUTUAL
O perated  for benefit ot m em bers only.

E ndorsed by The Michigan Retail Dry Goods Association.

Issues policies in am ounts up to  $15,000.

Associated w ith  several m illion dollar companies.

Offices: 319-320 Houseman Bldg. Grand Rapids, Michigan

STRENGTH More than  2,000 property  owners 
co-operate th rough  th e  M ichigan 
Shoe D ealers M utual F ire Ins. Co. 

to com bat th e  fire w aste. To date  they  have received over $60,000 
in losses paid , and even larger am ounts in dividends and savings, 
w hile th e  Company has resources even larger than  average stock 
company. Associated w ith th e  M ichigan Shoe D ealers are ten  o ther 
M utual and Stock Companies for reinsurance purposes, so th a t we can 
w rite a policy for $15.000 if w anted. W e w rite insurance on all kinds 
of M ercantile Stocks, Buildings and F ix tures a t 30%  presen t dividend 
saving.

Michigan Shoe Dealers Mutual Fire Insurance Company 
Main Office: FREMONT, MICHIGAN

ALBERT MURRAY Pres. GEORGE BODE, Sec'y
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R A ISIN G  A NIM A LS F O R  FU R.

New Industry  W hich H as Developed 
in Michigan.

Four years ago this October, four 
lively fox pups frisked about in their 
cage down in the office of Robert 
H. Clancy, United States custom s ap
praiser.

These pups were making the long 
journey from Prince E dw ard’s Island 
to Gaylord, where they were to make 
their new home on Michigan’s first 
fur ranch that started the fur ball 
rolling in the state.

T hat was in 1916, but the fox pups 
in the crop for 1920 would have a hard 
time crowding into one cage, as there 
are now 2,500 of them, which 
means, in term s of dollars and cents, 
enough money to put a family on a 
very easy, easy street, as the skins are 
worth from $600 to $1,000 or more 
apiece.

And if the pupsare allowed to live 
for a year, when they become breed
ers, they can be sold for as much as 
$50,000 a pair.

To-day there is more than $2,000,- 
000 invested in fox farming alone in 
this state, and Muskegon county con
trols 60 per cent, of all the foxes in 
captivity, or 700 breeding pairs.

The latest fur census for Michigan 
shows there are as many as 48 fur 
farms in the state. Of these, 29 are 
black silver fox ranches, 1 is a red 
cross fox ranch, 8 are skunk farms,
3 raccoon, 2 beaver, 2 muskrat, 2 fox 
squirrel and 1 mink.

The nearst fur farm to D etroit is 
at Clarenceville, where a 10 pair fox 
ranch will be opened this fall. The 
others are scattered throughout every 
portion of the state.

All this has been accomplished in 
four years. W hat will the W olverine 
State do in the next forty years, if 
the industry continues to thrive and 
develop, as the United States Govern
ment hopes it will?

Just now fur farming is only be
ginning to peep over Michigan’s in
dustrial horizon, according to F. C.
I*eierabend, of Gaylord, vice-president 
of the National Silver Fox Breeders’ 
Association, and the one to whom the 
four fox pups were consigned in 1916.

Mr. beierabend is a pioneer fur 
farm er in the State, and one of the 
first to see big possibilities in this 
industry in Michigan. He tells an 
interesting story of how the big idea 
struck him, and when it first hit.

In 1910 he was engaged in the 
theatrical profession and was singing 
at one of the theaters in Montreal. 
One night just before he left the ho
tel to fulfil his singing engagement, 
he stopped for a- moment a t the 
clerk s desk, and while he waited 
there, a surly half-breed bustled his 
way to the front and deposited a 
shabby suit case on the clerk’s 
counter.

Put zis bag in ze vault,” he gruffly 
commanded the clerk, who laughingly 
told him they put only valuables in 
the vault. But the man insisted and 
the clerk finally demanded to know 
its contents before he consented to 
open the vault for so worthless look
ing an old bag.

But when the big fellow opened it 
and displayed ten silver fox skins, 
valued, he said, at $15,000, both the

clerk and Mr. Feierabend became in
terested. The man, a fur breeder 
from Labrador, was not at all unwill
ing to talk about his business, and 
it was this conversation that gave Mr. 
Feierabend his inspiration.

From  then on, he began to make a 
comprehensive study of fur and fur 
farming. He not only studied it, but 
he thought about it, dreamed about 
it and talked about it. At first his 
listeners were skeptical, and, he says, 
were not at all enthusiastic about his 
plans.

So it was not until 1916 that he 
saw his way clear to open a fur ranch 
in the State, and then he did it with 
an heroic effort and only $500 capital. 
As a nucleus for his farm, he pur
chased the fox pups from Prince Ed
w ard’s Island, and his first year’s crop 
yielded him a good profit.

At about this time two other ranch
es were started at Muskegon, one by 
W. H. Smith with three pairs of fox 
and the other by Frank Tuplin with 
seven pairs. These two ranches still 
operating side by side in the town 
of Muskegon, own together more than
1,000 animals, and they are all quar
tered on one city block.

N ot only are individuals interested 
in fur farming, but the United States 
Government is also giving the m at
ter much consideration as a possible 
reSource to stave off a coming crisis.

For the day of the hunter-trapper 
is nearly done. He has, each year, to 
push further and further into the in
terior and still the demand continues 
to be greater than the supply. There 
is an immediate need for new m eth
ods, more economical and more de
pendable than the old system, to in
crease the country’s fur supply.

The only solution to this problem 
is obviously the domestication of fur 
bearing animals. Realizing this fact, 
the D epartm ent of Agriculture has 
made a survey of climatic and other 
conditions in various states, and dis
covered that Michigan is .one of the 
m ost favorable for this purpose.

Consequently, the Government has 
taken several steps to encourage and 
prom ote the industry. One of the 
most im portant is the establishing 
of a governm ent oyvned and operated 
fur ranch at Keesville, N. Y., which 
is to be the forerunner of other ranch
es of this kind.

Right now the D epartm ent of Ag
riculture is seriously considering 
opening a fur ranch like the one at 
Keesville somewhere in Michigan, and 
Congressman McLoughlin, of Mus
kegon, is co-operating with a com
mittee of the National Silver Fox 
Breeders’ Association to convince the 
departm ent of the advisability of this 
plan.

As far as Michigan is concerned, 
the Government has done this much 
to prom ote the industry here. It has 
made a thorough study of the S tate’s 
climate, soil, waste areas, in different 
sections and has divided it into fur 
zones according to the kind of ani
mal to be raised. Then it has taken 
a complete census of all the fur farms 
in Michigan, and published a pam ph
let containing the list for the inform a
tion of prospective fur farm ers who 
want to know where they can make 
their purchases and their nearest fur- 
farm er neighbors are located. These

booklets are furnished on request by 
the Departm ent of Agriculture, and 
the National Silver Fox Breeders’ A s
sociation will supplement this data by 
any other facts or figures desired".

As a result of the Government sur
veys, it has been found Michigan is 
an ideal territory for fur cultivation in 
e'very respect. The climate is partic
ularly well suited to the breeding of 
animals, especially in the N orthern 
part of the State where it is cool and 
moist. The soil, too, is another fav
orable feature as it is comparatively 
free from lime and alkali, minerals 
having an injurious effect on fur.

According to the divisions made 
by authorities, that part of the State 
N orth of an imaginary line drawn 
from Traverse City to 3ay City is a 
part of what is called the Canadian 
Fur Zone, and the best territory in 
the State for fur ranches 

Then there is another zone between 
Traverse City-Bay City line and one 
drawn from Benton H arbor to T o
ledo. This is called the transition 
zone where conditions are favorable 
for the fur industry but not quite as 
good as the zone farther North.

In lands that are high, dry and 
cool, the fox, m arten, fisher, skunk 
and wolverines thrive better than un
der other conditions, but in lands 
where there are swamps or marshy 
places such animals as the mink, 
m uskrat, beaver and others may be 
raised successfully.

They were ill winds indeed, that 
fanned the forest fires of the North 
and destroyed the giant trees, but 
these same ill winds also blew their 
proverbial good. For tfie jack pine 
and cut-over lands of this Northern 
country, experts say, make excellent 
fur farms. There must be in the 
N orthern part of the lowpr, and in the 
upper peninsula, tens of thousands 
of cutover areas practically of no 
economical value at the present time.

Much as the State has lamented 
the possession of so m^ny acres of 
uninhabited, uncultivated, alm ost use
less and worthless land, in the past 
nothing could be done af)out it. The 
soil is not fit for farming, and the 
tim ber too much depleted to be of 
commercial value. But here is a 
solution to the waste land problem in 
the fur farming industry.

The climate is right, the soil, as 
long as there is not top much lime 
and alkali in it, does nof matter, and 
the wild state of the coqntry is most 
desirable, breeders say, fpr the nearer 
the ranch comes to being like the 
wild habitat, the better the animal 
thrives in captivity. For it has been 
found wooded areas, high enough to 
prevent flooding, and , where snow 
does not drift in the w inter time are . 
best adapted for ranch sites.

But trees in the fox runs there 
must bd to give shade in the summer, 
and shelter in the storm y winter 
months. As for the kjnd of trees, 
birch spruce, fir and cedar are p re
ferable because they grow in a hard- 
pan soil, difficult for the animals to 
burrow  through. N orthern Michi
gan certainly seems adapted in every 
way, and the lands up there have not 
reached the sub-division stage yet, so 
they sell for a mere song at the pres
ent time.

One o f . the m ost im portant argu

ments in favor of cultivating fur 
bearing anim als instead of trapping 
them is because of the superior qual
ity of the fur produced in captivity. 
Then, too, breeding them on farms 
eliminates the inhuman process of 
catching the poor animals in traps.

Perhaps few women realize when 
they wrap their luxurious furs around 
them in the w inter what pitiful stories 
could be told about the sufferings of 
the little beasts when trapped and 
left to die in the forest.

There are organizations for the pre
vention of cruelty to domestic ani
mals, but the methods employed to 
kill these, when necessary, are hu
mane. There are laws legislating 
against vivisection, but little thought 
has been given to the fur bearing 
animals who lie for days at a time 
with their feet caught in the firm jaws 
of a merciless steel trap, w ithout any 
food or protection from biting cold 
of the N orthern woods. They must 
die of agony and starvation because 
Queen Fashion has demanded their 
precious skins.

Apart from the inhuman side of 
trapping animals, there are o ther rea
sons which prove this method a wrong 
one from an economic point of view. 
For when the trapper sets his trap, 
he m ust go away and take his chances 
of catching animals of value, or find
ing anything in the trap when he re
turns. Many times the animal caught 
is torn to pieces by its enemies of the 
forest before the trapper comes back 
to claim the skin.

Then, too, the animal caught may 
be too young to make its pelt of 
value or again the pelt may be far 
past the prime stage. Because just as 
there is a proper time to harvest 
fruit, or grain or vegetables when 
they are ripe, there is a certain period 
when animal skins are in the best of 
condition, and this is called prim e
ness.

The trapper m ust take his chance, 
but the fur farmer doesn’t need to. 
He knows definitely just when the 
pelt will be prime, and when he can 
obtain it, and he also knows that 
nothing can destroy his treasure be
fore he can claim it. The pelts aré at

.  n u w n i i T  o n «

lHe Economy Garmenf

Michigan Motor Garment Co.
Greenville, Mich.

6 Factories—8 Branches
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their best about the first of the year, 
around in January and February, and 
when the farmer is ready to harvest 
his crop, he just leads the animals 
into little boxes where with the aid 
of chloroform, they fall asleep without 
any pain or struggle.

Then there is another argum ent 
against the trapping system. W hen 
the animal is caught, if the skin is 
not absolutely prime, the blood rushes 
to the pelt where it destroys the .roots 
of the hair and of course this lessens 
the durability of the fur. Often in 
the death struggle, the fur becomes 
m atted and stained which also spoils 
it to a considerable extent, but when 
the chloroform method is used the 
pelt is taken in perfect condition.

At the present time there are more 
fox farms in the state than other 
kinds of fur ranches, and this is be
cause the silver fox was one of the 
first animals to be raised in captivity, 
and the fox farm ing business has 
passed the experimental stage.

Silver fox skins have always been 
at a premium, and silver fox fur is to 
the fur dealer what gold is to the 
miner. Fashion has favored it; it is 
the fur de luxe. The demand for 
silver fox has always exceeded the 
supply. In the vicinity of Muskegon, 
the only silver foxes on the m arket 
are young pups, and in many cases 
these are sold before they are born.

There are two ways of placing 
valuation on fur-bearing animals, as 
breeders and as pelts. Sold for 
breeding purposes, foxes bring from 
$300 to $1,000 more on a pair than 
when they are sold for fur.

At the present time animals are 
being raised in Michigan mostly for 
breeding purposes. As a general rule 
they live to be about 15 years old, and 
the breeding time covers a period of 
12 years. Each year a mated pair, for 
foxes are strictly monogamous, pro
duce a litter of from 3 to 6 pups, 
sometimes more, but tha t is a fair 
average. And here is a simple arith 
metic problem for the fur farm er to 
solve. If a pair of foxes had three 
pups a year for twelve years, they 
would have raised a family of thirty- 
six in their lifetime.

Then if the farm er sold each of the 
thirty-six pelts for $1,000 he would 
realize a profit of $36,000 in twelve 
years. But this is figuring on one 
pair only. Suppose he had five pairs, 
how much would the farmer make in 
five years in one year? Of course, there 
m ight be more in the litters than 
three, then his profits would be larger 
but this is calculating on a conserva
tive scale.

O r he could sell his 36 pups for 
breeders, he would get more money, 
or again, he could keep them  for 
breeders to increase his own stock. 
Foxes are costly animals to buy, but 
they are not expensive boarders on a 
ranch. They are quartered in pens 
made of woven wire on posts about 
eleven feet from the ground with the 
wire extending about two feet under 
the ground to prevent the animals 
from digging out, and the top is cov
ered with a heavy wire netting. In 
each pen there is a kennel to shelter 
the animals, and there is also a spec
ial apartm ent f6r Madame Fox and 
the youngsters.

As for their diet, the little ones are

fed milk, eggs and biscuits, but the 
full grown animals are allowed fresh 
meats, fish, chicken and some fruit. 
However, fresh meats does not mean 
sirloin steak and lamb chops, but 
horse meat, which has proved very 
good food for foxes. But to keep a 
supply of it on hand throughout the 
winter, many farm ers have found it 
necesary to install cold storage plants, 
at considerable expense.

George Knisely, of Bay City, who 
will open a $50,000 fox ranch at Che
boygan next year has a scheme to 
take the place of the cold storage 
plant however. He will raise white 
rabbits for fox-food instead of horse 
meat, and will m arket the skins for 
fur.

Up to this time, few people have 
realized the wonderful possibilities for 
the fur industry in this State. Michi
gan prom ises to be one of the great
est fur-producing localities in the 
world, and even in this early stage of 
the game has made a rem arkable 
record in the history of the fur in
dustry.

E arly  Christm as Shopping Campaign
D etroit, Oct. 26—For the first time 

in the history of that city retail m er
chants have combined this year in a 
campaign for early Christm as shop
ping. Already prelim inery publicity 
has been had and the campaign will 
continue with gathering force until 
November 1, when a m onth’s forceful 
drive will start. The early s ta rt in 
the campaign is due to two reasons. 
F irst, through the re-organized and 
enlarged Retail M erchants’ Bureau of 
the Board of Commerce closer co
operation among retailers has been 
made possible. Second, it was de
cided that an early campaign would 
do much to bolster a trade tha t for 
several weeks past has been declin- 
ing.

Early publicity has been obtained 
through advance stories in the daily 
press regarding how the campaign is 
to be run. These have included a 
poster design campaign now under 
way and which will close Monday. 
It is open to the art and advertising 
departm ents of the various stores and 
$250 will be given to the designer 
of the best poster. As soon 
as the prize poster is chosen a 
city-wide contest, open to everyone, 
will be started. This will be for the 
six best reasons why Christm as shop
ping should be done early. Co-opera
tion of the board of education has 
been obtained and this contest will be 
featured in all of the schools of the 
city. I t will close Oct. 31. Publicity 
m atter, both for advertising space and 
in the news columns will be made 
available by this contest and will, in 
the opinion of the retailers, not only 
prepare the way for the November 
drive, but will also encourage C hrist
mas buying this month.

D uring the drive each retailer will 
be assigned a certain space in his 
regular advertising to be used to fos
ter the early shopping program. This 
space allotm ent will be made on a 
basis proportionate to the am ount 
used by the various retailers. In con
junction with this retailers’ ads will 
carry a reproduction of the winning 
poster. This will also be displayed in 
all store windows and will be used 
in street car advertising. Stickers 
containing m inature reproductions of 
the poster will be used on all packages 
and mail m atter of the retailers. The 
winning six best reasons for early 
shopping also will be featured in the 
advertising. The various store ad
vertising departm ents will be given a 
free hand as to the copy to be used 
in the space to be devoted by their 
establishm ent to the campaign, thus 
providing the individual touch of the 
different stores.

W ay of Optim ist H ard These Days.
Some progress is being made in the 

sale of bleached cottons and wide 
sheetings at the new levels of prices. 
The distribution in some houses is re
ported as better than any seen for a 
long time and certainly more wide
spread than at any time since the de
cline in gray goods and cotton became 
marked. The temptation to get goods 
for immediate sale with the privilege 
of having four months in which to pay 
the bill has proved too strong to be 
resisted by some buyers who know 
how to handle low priced merchandise 
quickly. No large sales are reported 
in any spot and the chief feature that 
gives satisfaction is the demand that 
is coming from many small users who 
want a few cases as soon as they can 
be shipped.

W e are m anufacturers of

Trimmed & Untrimmed HATS
for Ladies, M isess and Children, 
especially adapted to the general 
store trade. T rial o rder solicited.

CORL-KNOTT COMPANY,
Corner Commerce Ave. and 

Island St.
Grand Rapids, Mich.

“ The Q uality S ch ool”
A. E. HOW ELL, M anager 

110-118 Pearl St. Grand .Rapids, Mich. 
School th e year round. Catalog free.
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Get Prepared for Cold Weather Now
We carry the highest grades of GLOVES and 
MITTENS such as Eisendrath’s Asbestol and 
Helmet Brands.
Come in and see our line or let us submit sam
ples. We have a complete stock.

Quality Merchandise—Right Prices—Prompt Service

Paul Steketee & Sons
W H O LESA LE D RY  GOODS G R A N D  R A PID S, M ICH.

E x c e p t io n a l  Q u a lity
is found in genuine horsehide gloves. Gloves for 
work should be soft and pliable. Our gloves are 
tanned in our own tannery and we know the quality 
of leather from which they are made.

HIRTH-KRAUSE
Manufacturers of Genuine Horsehide Gloves

GRAND RAPIDS MICHIGAN

Keep Your Stock Well Sized Up
WHEN YOU NEED

MEN’S FURNISHINGS
WRITE US

Our Stock is Complete 
Our Qualities and Styles A ttractive 

OUR PRICES RIGHT

7)gnie/ 7*. ‘Patton & Company
* G R A N D  R A P I D S

T h e  M e n 's  F u rn ish in g  G o o d s H o u se  o f M ich iga n
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Percales are reported as not selling 
freely owing to the doubt existing 
concerning what the large printers 
may do when they finally decide upon 
prices for their lines. Some few con
verters who have percales to offer say 
they have not yet received a satisfac
tory response from offers to meet the 
low price of 15c for 4-4 64x60s. In 
certain instances they have adm itted 
that they are not pressing goods for 
sale and are not seeking future orders 
at the price they will accept for spot 
goods.

The gray goods m arkets continue 
quiet. Indifference on the part of 
buyers becomes manifest just as soon 
as mills try  to get a price in keeping 
with costs of production as they now 
stand. A lthough many prices are un
der cost, the opinion is not uncommon 
that still lower cloth prices are pos
sible unless there is a great stiffening 
in raw cotton and an early relief from 
financial pressure. Curtailm ent of 
production by mills, offered as a w arn
ing to buyers, does not seem to affect 
them.

The hopelessness of some sellers of 
wash fabrics for spring is noticeable. 
Some of them have put off all thought 
of an active business until after the 
turn of the year. O thers say it will 
be March before any business worth 
while will be done. Still others say 
they do not know whether they care 
to sell goods to old custom ers any 
mqre, the objection being that it is 
impossible to get perfect goods, and 
buyers will not even accept those 
now. Claims, large and small, are be
ing made by buyers who are getting 
goods on order, and these claims are 
based upon every conceivable cause 
for rejection. Im porters and domestic 
sellers are suffering alike from can
cellations, and claims that mean re
jections.

A new source of m arket nightm ares 
is found in the constant reports of 
lower wages being accepted in isolated 
plants making textiles. Buyers say 
they will not operate so long as mills 
are able to go on producing goods at 
lower cost. Some converters in the 
m arkets stated tha t they would make 
no contracts now until after it is set
tled that new and lower wage sched
ules go into effect in the mills for the 
spring m onths by which time they ex
pect to hear the last word on what 
low prices will be accepted. W ith 
election hardly ten days away, this 
new source of food for the m arket 
bears serves to make all efforts to 
stim ulate trade seem hopeless.

R eports of financial strain within 
the trade become more general and 
open, and whenever attem pts arc 
made to stir up in terest in goods that 
are below cost, and represent sub
stantial losses for the sellers, the 
question comes up of how long it is 
going to take to cover in the shrink
age of "values that has occurred in the 
last few m onths. These and many 
other suggestions heard in nearly 
every quarter indicate tha t m erchants 
are still far from agreed that the time 
has come to buy. It is in such times 
that the wise buyer gets his low 
priced goods in hand and prepares 
for the sure arival of a better distri
bution that is at hand.

If you w ant to convince the other 
fellow, s ta rt in convincing yourself.

Belgium Now Makes Toys.
Toy making in Belgium is in its 

first stages of development. P re ju 
dice against all “m ade-in-Germ any” 
articles induced the m anufacturers, 
points out Consul General H enry H. 
M organ at Brussels, to become rivals 
of the country which for m any years 
had been the predom inant producer 
of playthings, for children. Factories 
have been equipped, w orkers have 
been trained, toys have been perfected, 
and Belgium now seeks to place its 
products in the world’s markets.

Efforts are being made to produce 
Belgian toys or an ever-increasing 
scale, one factory already having pre
pared to double its working force. A l
ready several firms have accumulated 
stocks and are offering goods for ex
port for the forthcom ing Christm as 
season. The m anufacturers have de
cided not to limit them selves to the 
making of particular kinds of play
things, but plan to produce everything 
in the nature of toys, including dolls, 
wooden toys, propeller novelties and 
all sorts of metal toys. The variety 
is quite large.

A lthough Belgium is a country 
where home industries prevail to a 
large extent, toy making is carried on 
in factories. This fact, it is said, is 
owing to the bulk of the output when 
toys are made in quantity productien 
and the consequent unsuitability of 
homes. In addition, special power- 
driven machinery is often necessary. 
Inasmuch as toy m anufacturing is a 
new industry in Belgium and tha t it 
was necessary to train employes, Bel
gian m anufacturers are pleased with 
the results thus far obtained.

The present depreciated franc and 
the comparatively low price of labor 
are factors in putting  m anufacturers 
in a favorable position to compete 
with other countries. W hile the price 
of labor in Belgium has increased 
considerably compared with what it 
was before the war, it is still relative
ly cheap. Two francs an hour is 
called a good average wage in toy 
making. In some cases it is higher. 
W omen and children form a large 
percentage of the employes, though 
there are a num ber of men, including 
wounded soldiers. They work gen
erally 50 hours a week. A lthough a 
bill has been introduced to make the 
eight-hour day legal in Belgium it has 
not yet become a law. Nevertheless, 
eight hours constitute the working 
day in many industries. The piece 
work system  is also in effect, al
though unionism in Belgium is seek
ing to have it abolished wherever pos
sible. Toy w orkers in the shops in 
the Brussels district are non-union.

It is stated that the Belgian toy 
m akers do no t need to depend on 
other countries for their raw  m ater
ial. The wood, paints and varnishes, 
metal and all other supplies necessary 
may be locally obtained. Tin, how
ever, is im ported from England. Some 
cardboard is im ported from the 
N etherlands, as the quality of the 
stock obtained from that country is 
said to be very good.

Instead of being grouchy with cus
tom ers who are cantankerous, finicky, 
and cranky, give them the best trea t
ment you know how, and secure their 
trade.

Standard
C ash

R e g is te r
Com pels you  to be

SYSTEMATIC
W h ich  c le rk  so ld  fo r c ash , a n d  th e  
am o u n t.

W ho p a id  in m oney , to  w h ich  c le rk , a n d  
th e  am o u n t.

W ho  p a id  o u t m oney , th e  a m o u n t a n d  
w h a t fo r.

W ho b o u g h t goods on c re d it ,  w h ich  c le rk  
so ld  th em , a n d  th e  a m o u n t;  th re e  ch eck s  
on th is  tra n s a c tio n .

IT TELLS YOU 
IT TELLS YOU 
IT TELLS YOU 
IT TELLS YOU

T he Secret of the Great Success of

The “STANDARD”
Is, IT Compels You to Make a W ritten Statement of the 

Transaction at the T im e of the Sale
IT  G ives Y ou a  C om plete  S ta te m e n t  o f y o u r W hole  D a y ’s B u sin e ss  
IT  m ak es  c le rk s  c a re fu l. D e te c ts  c a re le s sn e ss . D e tec ts  d ish o n es ty

A Postal Card W ill Bring One of Our Handbooks. Send for it. It is Full of
Good T hings

STANDARD RECORDING CO.
SUCCESSOR TO

S T A N D A R D  CASH  R E G IST E R  CO.
7 C ollege A venue N o rth  M anchester, Indiana

Sjle s h o o k C
THAT GIVE

to o  Pen C e n t  PLUS SER V IC E^ W  
All  kinds. S izes, c o l o r s , and  I h M

GRADES. ASK F O R  SA M PL E S AND- 
P R IC E S .

T H E  MCCASKEY REGISTER C O .. 
ALLIANCE, OHIO

<j\ j  I n G e t t l n g

C O S T S
wtSS lv  / W rite to  

' W  J r  B a r  l o w  B r o s .
¿HOOT CUTS *  O r a n d  Ra p id s . M ich .

Flat Opening 
Loose Leaf Devices

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

rO O SEfEAF (Sl

G R A N D  R A P I D S . M IC H IG A N

Watson-HiggiiisMlg.Co
GRAND RAPIDS. MICH.

Merchant
Millers

Owaed by Merchaati

Products sold by 
Merchants

Brand Reconuneided 
. by Merchants

NewPerfectionFlour
Packed In SAXOLINPaper-lined 

Cotton, Sanitary Sacks

You Make
Satisfied Customers

w h en  you  sell

“ SU NSH INE”
FLOUR

BLENDED FOR FAMILY USE

THE QUALITY IS STANDARD AND THE 
PRICE REASONABLE

Genuine Buckwheat Flour 
Graham and Corn Meal

J. F. Eesley Milling Co.
T h e  Sunshine Mills 

PL A IN W R L L, M ICHIGAN
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M ichigan Poultry. B utter and Egg A sso 
ciation .

i ’residi nt—J. \V . l.yuns. Jackson.
Vice-1 ’resident— Patrick 11 m Icy. D e

troit.
Secretary and T reasurer— It. A. Bent 

Icy, Saginaw .
K xecutivc C om m ittee— K. A. Johnson  

D etroit: II. !.. W illiam s. Howell: C. J
Cliamiler. I »étroit.

G rocers May Strike Back at Ca'.if- 
ornia.

St. Louis, Oct. 26— It is quite evi
dent that the wholesale grocery busi
ness needs readjustm ent. We have 
had our dose. We have been in range 
with every shot fired since the arm is
tice was signed. As a commercial 
body we are the only one still in war 
with the Imperial Government of 
Germany. In other words the whole
sale grocers are now fighting alone the 
war with Germany.

T hat of course is due to the regu
lations of the Food Administration 
and the desertion thereof before we 
got out of the woods. So the country 
has left us and the poor old Lever 
Act to still carry on hostilities. There
fore we must look after ourselves. It 
may be true that the jobber, still ex
alted with the intoxicating music of 
the past, may take fire quickly and 
perhaps he may grow cool just as 
speedily, but I personally think he 
just now is in a state of frigid cal
culation and I believe his spleen is 
going to be invoked first on the pro
ducers of California who have been 
the most boisterous braggers of all 
producers.

For several past years with head 
depressed and with faltering voice and 
with many abject genuflections the 
jobbers have laid their orders as a 
sacrifice at the feet of him who is 
cylept the “seller” and in this the job
ber has chafed under and resented, 
yes. and hated this tinge of servitude. 
He now finds himself the arbiter of 
fate—a condition long sought and de
sired. And, believe me, he will ask 
for judgment. I do not advocate re
taliation and I do not want the job- 
bei s to shackle the progress of trade. 
1 ask that considerate judgm ent may 
act as a bridle to desire. But let it be 
said here that the jobber under the 
stress and guns of war who submitted 
to the term s of the California p ro
ducer will have in the future some
thing to say about contracts, and that 
lie will say it in a loud tone of voice.

It is a m atter of record that in spite 
of conferences, committee meetings, 
appeals, pleadings and representations, 
that the California producers through 
their organizations have ridden rough
shod over the wholesale grocers of the 
country. They have not alone been 
responsible for disturbing the tradi
tional customs of trade, but they have 
instituted new, obnoxious and un
heard of customs which should never 
have been subm itted to and never 
would have been except for the war. 
No one wants to ride his own horse 
to death, but they have ridden their 
critter to a finish. No use to ask them 
now for a ray of joy from their dis
tant shore. They have run out of 
jov.

The jobber is wounded in his pride 
by their insistent demand for money. 
W hen a car is in Trinidad or Denver 
it is a commercial insult to ask for 
money in W ichita, Kansas, or Cleve
land, Ohio. We may as well under
stand that. God has given him, in 
common with the California prodigy, 
some discernment. We may have

homogenous principles but not on 
selling terms. In that they have been 
i.i an offensive class by themselves 
irem  apricots to walnuts, XYZ.

They have as you all know, demon- 
s t- ated som ething which is not alone 
a hardship, nor as mild as an innova
tion but in so far as fair trading is 
concerned they have instigated ig
noble contracts and term s which have 
been the bane of buyers, and which 
were impossible to fasten perm anent
ly on trade. For this they m ust suf
fer.

I understand prunes are being offer
ed now on consignment. I am told 
that the salmon packing business, as 
a whole, is in bad shape and tha t the 
country may look for a repetition of 
1903-4. I am told that conditions on 
the Coast with regard to canned fruits 
have not changed in the least and in 
fact that there has been a steady de
cline with offers of 10 per cent, to 20 
per cent, off opening prices. No one 
likes to see a declining m arket if he 
is in the trade except when common 
sense shows prices abnorm ally too 
high.

But when any section of this coun
try  makes under duress, not alone the 
highest price ever known but prac
tically impossible term s, why, then, 
when the turn comes it is “Katy, bar 
the door!” so far as sym pathy comes 
in. And bear in mind that this senti
ment has not been born on account 
of or as a result of prices. Prices 
could be condoned under conditions. 
The resentm ent comes from the a r
rogant and autrocratic attitude on 
term s which prevailed in California 
alone and which have no place in 
American trade, American customs or 
American citizenship. It only means 
one thing and that is that “from now 
on” the jobber will insist upon his 
own contract when he risks his 
money.

The Case of the A. & P. Co.
T hat chain stores are growing in 

their control of the situation no one 
can deny; even if one denies that the 
independent retailer is “on the to 
boggan.” Take the recent A tlantic & 
Pacific System. In sixty years it has 
grown from small beginnings until it 
is credited with operating over 4,500 
stores, with alm ost 17,000 employes, 
and doing business at the rate of more 
than a quarter of a billion dollars a 
year, mostly in the Eastern portion of 
the country. Its system includes fif
teen general superintendents, 244 as
sistant superintendents, 4,544 store 
managers, 8,552 clerks and 3,422 ware
house employes.

W hat individual can compete with 
this? Yet if even a handful of re
tailers were to pool issues, or a whole
saler should combine his custom ers in 
a frank out-and-out unity of action 
they would be ajudged in a restraint 
of trade. W hich is worse for the con
sumer in the long run?

T O L E D O  S C A L E S
A utom atic— No Springs

F o r  S to res , F a c to r ie s ,  W areh o u se s , 
M ills, B an k s , in  f a c t  a  Sca le  fo r  e v e ry  
need . B o th  n ew  a n d  seco n d  h a n d . 
N o. 20 F u lto n  S t., W es t. R e p a ir s  k e p t  
in  s to ck .

M. J. Dark & Sons
Wholesale

Fruits and Produce
106-108 Fulton St.. W .

1 and 3 Ionia A ve., S. W

Grand Rapids, Michigan

M . J . D A R K
Bettn known as Most WE HANDLE THE BEST GOODS OBTAINABLE

22 j w t  experitict AND ALWAYS SELL AT REASONABLE PRICKS

'Calls the Appetite’'

•D IN N ER
NUT MARGARIN 
OLEOMARGARINE

| THC HUT BUTTS R CO. CHIcjhGO

ijL
n \
m
H
&
%

ALWAYS F R E S H

W E ARE

E X C L U S I V E
DISTRIBUTORS

FO R

“Dinner Bell”
A N D  S W E E T

M. Piowaty & Sons of Michigan
M A IN  O F F IC E , GRAND R A PID S, M ICH .

B ranches: M uskegon, Lansing, Bay City, Saginaw, Jackson,
B attle Creek, Kalamazoo, Benton H arbor, Mich.; South Bend, Ind.

O U R  N E A R E S T  B R A N C H  W I L L  S E R V E  Y O U
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The Adventures of Two Deer H unt- 
ers.

Anota, Oct. 26—W ithin the past 
few years it has been my pleasure to 
“meet up” with many men who have 
the good fortune to spend a few days 
of each year in the woods and on the 
waters of the N orth country. I have 
in mind two of these men who are 
high grade fellows, both at home and 
abroad.

Many summers ago they chartered a 
single masted fishing boat manned by 
its owner, a well-known French hunt
er, guide and boatman. W ith their 
families of women and children they 
sailed out of Shelter Bay and made 
course to the Pictured Rocks, fifty 
miles away. It was before the days 
of the gasoline motor boat and there 
were times when they used the white 
ash breeze and seldom broke the 
speed laws.

After a long day’s run they made 
a landing on a bit of sandy beach, 
cut some rollers, got out a rope and 
tackle block and hauled the boat up
on the beach out of danger of pos
sible storm . The women and chil
dren hauled on the rope. Then all 
had a hand in getting  up the tents 

.and making the beds of spruce and 
hemlock boughs.

The captain of the boat was meat 
hungry, as fishermen usually are, and 
that night, followed by my two 
friends, he led the way across the 
jack pine plains about two miles to 
a small inland lake formed by a sag 
in a little river, where upside down 
in a clump of alders he had a skiff 
suspended, well up out of the way of 
the porcupines so numerous in that 
country. '

N early all the meat this fisherman 
fed his family came from this “m ar
ket.” He used for a light a common 
old time bull’s eye, such as police
men used in my boyhood days in their 
hunts for boys who cooned apples and 
watermelons.

The skiff was fitted with a staff for 
the light. One of my friends took 
his seat under the light, the other 
took the paddle in the back, while the 
fisherman sat ont a seat in the middle, 
each with rifle ready for use. Now, 
by all the rules of the game, one gun 
to do the shooting was enough. The 
man under the light should do the 
shooting. It was a night in the full 
moon. The water gave up bunches 
of fog that floated about in the high 
grass and bushes in such a wandering, 
creepy way that the man with the pad
dle did not know w hether he was go
ing somewhere or had already been 
there. The weirdness of the night got 
on the nerves; the startled notes of 
night birds sent chills chasing up 
their backs. A mile of this haunted 
woods and waters and then plainly to 
all came the sounds of steps in the 
shallow w ater of the river, a deer 
directly ahead of the boat. Bunches 
of fog floated by. O ther bunches set
tled down on the headlight. They 
seemed the things that dreams are 
made of, as they came out of the lily 
pads wafted about by the faint cur
rents of air cooled by the w aters of 
the great lake coming in touch with 
the warm w aters of the shallow river. 
All the time the splash of the deer’s 
steps. If it turned its eyes on the 
headlight their fire lost in the wan
dering fogs and was not seen by the 
man under the bulls eye.

The fisherman in the middle of the 
boat saw nothing but ghosts and he 
was brought up to believe in haunted 
houses. In this strained situation the 
boat caught by a cross current, tu rn
ed out of its course slightly and there 
came into view of the man in the 
stern the full outlines of a deer with 
antlers. The rays of the moon coming 
through the open course of the river

made him as plain a target as any of 
the wandering fogs that had so m ysti
fied the party. Noiselessly the pad- 
dler pushed his paddle into the sandy 
river botom to hold the boat in place, 
raised his rifle and fired. Then the 
unexpected happened. The man in 
the bow went out head first carrying 
the headlight with him. The fisher
man went over the side tipping the 
boat half full of water. In the sur
prise of it both lost their guns and, 
standing in three feet of water, they 
cussed the man who did the shooting, 
at the same time feeling about with 
their feet until both guns and light 
were recovered. The fisherman 
cussed in both Indian and French, 
which had no effect on the others, as 
neither understood the lingo. After 
their safety valves had blown out, 
they came aboard and the paddler 
turned the boat’s bow to the shore 
where the cause of all the trouble was 
found where he had dropped in his 
tracks.

A real sportsm an sheds trouble as 
easily as duck does water. A fire of 
birch bark was soon blazing. While 
the two wet men were drying out, the 
wretch who had broken all the rules 
of the game hung up the meat.

Along after midnight three strag
glers came into the camp, hunting a 
bed in the fragrant spruce boughs. At 
sun up the fisherman was broiling for 
the entire party  great plates of Lake 
Superior mutton.

Charles E. Belknap.

You may be as clever as you think 
you are, and yet not clever enough to 
fool custom ers so well that they will 
stay fooled until the goods have 
served their purpose.

D on’t be afraid to ask a custom er 
about the purchase he made last time. 
Show him that your interest con
tinues, and you will retain his good 
will.

OCCIDENT
FLOUR

If you believe in quality—you 
are selling OCCIDENT FLOUR.
W. S. CANFIELD FLOUR CO.

205 Godfrey Bldg.. Grand Rapids, Mich,
Cit. 65618 Wholesale D is tribu to rs  Bell M 1465

Package Sugars Save 
The Grocer’s Time
There is no need for the grocer to 

waste his time and his customer’s in 
scooping, weighing and wrapping 
sugar. He can fill his orders instantly 
with the ready-wrapped

£j)O0 il° Package
Sugars

They save the grocer paper and 
twine. They stop waste of sugar 
through spillage and through broken 
paper bags.

A m erican  Sugar R efining C om pany  
44Sweeten it with Domino**

Granulated. Tablet, Powdered, Confectioner*, Brown, 
Golden Syrup.

B el-C ar-M o
Peanut Butter

A highly nutritious pure food 
staple that conscientious gro
cers like to recommend to their 
trade. Its purity guarantee is 
one that you can emphasize to 
the limit with the knowledge 
that the maker is back of you.

In  »11 sizes a irtigh t tin packages «  J  r  ■ ,  ,
from t  oz. fo ioo ibs. — Order from your Jobber

Whether you need a carload of Apples 
or less, to boost

National Apple Day
Saturday, Oct. 30th

you  can get the choicest of them from

The Vinkemulder Co.
Grand Rapids, Michigan
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M ichigan Retail Hat .'ware A ssociation .
P re s id e n t—J .  H . I^ee, M uskegon .
V ic e -P re s id e n t—N o tm s n  G. P o p p , S a g 

inaw .
S e c re ta ry —A r th u r  J .  S c o tt,  M arin e  

C ity .
T re a s u re r—W illiam  M oore, D e tro it.

H elping the Im plem ent Purchaser to 
G et Results.

For the hardware dealer who also 
handles farm im plem ents—and most 
small town hardware dealers come 
within that category—it is worth 
while to rem ember that future busi
ness depends to a large extent upon 
the satisfactory operation of the im
plem ents sold.

This principle, by the way, applies 
in respect to the various labor-saving 
devices, such as washing machines, 
vaccuum cleaners, etc., that make up 
so large a portion of the hardware 
stock in trade nowadays.

In the implement trade, farmers, im
plement dealers and implement manu
facturers all benefit when a costly im
plem ent gives the maximum of serv
ice. No one benefits when, on the 
other hand, the life of a costly piece 
of farm machinery is cut short 
through careless exposure to the 
weather, or neglectful handling.

In many rural districts the care
lessness of farm ers in regard to their 
machinery is a byword. The farmer 
objects, and with justice, tha t he is 
on the go every minute of the time as 
it is, and that he has little time for 
providing implement sheds, re-paint- 
ing implements, and similar items. On 
the other hand, the implement equip
ment of even a small farm runs into 
a lot of money; and what is careless
ly allowed to go to ruin has to be re
placed, often at added cost. And after 
all when once shed room has been 
provided, the care of the implements 
calls for relatively little work.

Enquiry shows that generally in 
mixed farming communities where 
barn room is available the implements 
are fairly wrell cared for, and usually 
housed in the w'inter. In the grain 
growing districts of the Canadian 
W est, on the other hand, most of the 
machinery is usually left out of doors 
during the winter. Investigation 
shows that in such districts the aver
age life of a binder was only seven 
years; while in the older settled por
tions of Canada and the United States 
the average life of a binder is between 
16 and 17 years, and many binders 
were reported still in good running 
order after 20 years service.

Now, what the farm er buys when 
he buys an implement is. not so much 
wood and metal and paint, but so 
much service. Yet the service a farm 
er gets from a piece of machinery de
pends, not solely upon the excellence 
of the implement in the first instance, 
but to a large extent upon the care

given the machinery after it is pur
chased.

In a great many instances the ma
chinery is blamed for the results of 
neglect; in other instances it gets 
credit for what are really the results 
of care.

To a large extent the success of the 
dealer in the im plem ent trade de
pends on the reputation of the line he 
handles. This in turn depends on the 
sort of satisfaction that line gives the 
purchasers. So, it will pay him to put 
forth a little extra effort to induce his 
patrons to give the im plem ents they 
purchase from him that sort of care 
which will insure satisfaction.

A t first thought, the action of the 
dealer in educating the purchaser of 
a farm im plem ent to postpone the 
day of replacem ent may seem con
trary  to his own business interests. 
“The qu icker. an im plem ent wears 
out, the sooner it must be replaced,” 
is a plausible enough argum ent.

To that, however, there are three 
answers.

First, the farm er after a piece of 
machinery has gone to pieces years 
before its proper time does not go 
back to the same dealer with his re 
placem ent order. No; he blames the 
machinery for the unsatisfactory re
sults realy due to his own careless
ness—and he takes his replacem ent 
order to a competitor.

Second, good service is necessary 
to maintain the reputation of the make 
of machinery you handle. If, by a 
little extra effort, you can make the 
m achinery you sell last 20 per cent, 
longer and do its work 20 per cent, 
more efficiently, the farm ers who find 
it necessary to replace o ther makes 
of implements will come to you.

Third, the farm er who does not 
have to replace his earlier purchases 
of machinery will have the money to 
add other labor-saving devices to his 
equipment. This will make for more 
efficient farming, and help you to in
troduce new' devices in your com
munity—for the farm er who has got 
satisfaction from, say, the binder you

Sand Lime Brick
N othing as Durable 

N othing as Fireproof 
M akes S tru ctures B eau tifu l 

No Painting  
No Cost for  Repairs 

Fire Proof 
W eather Proof 

W arm in W inter  
Cool In Sum m er

Brick is Everlasting

Grande Brick Co., Grand Rapids 
So. Mich. Brick Co., Kalamazoo 
Saginaw Brick Co., Saginaw 
Jackson-I ansing Brick Co., Rives 

Junction

SIDNEY ELEVATORS
Will reduce handling expense and speed 
up work—will make money for you. Easily 
installed. Plans and instructions sent with 
each elevator. Write stating requirements, 
giving kind machine and su e  platform 
wanted, as well as height. We will quote 
a money saving price.

Sidney Elevator Mnfg. Co., Sidney, Ohio

Pioneer Broom Co.
Amsterdam, N. Y.

Makers of
High Grade Brooms

Michigan Jobbers:
Symons & Moffett Co., Flint 
Sturgis Grocery Co., Sturgis 
Moulton Grocer Co., Muskegon
Ask for “Comet,”  “Banker,” 

“Mohawk” or “Pioneer” 
brands.

Krekel-Goetz Sales &  Supply Co.
Grand Rapids, Mich.

Michigan Representatives

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

B r o w n  &  S eh ler  C o .
“Home of Sunbeam Goods“

M anufacturers of

H A R N E S S ,  H O R S E  C O L L A R S
Jobbers in

Saddlery H ardw are, B lankets, R obes, Sum m er G oods, M ackinaw s, 
Sheep-Lined and B lanket-L ined C oats, Sw eaters, Shirts, Socks, 

Farm  M achinery  and G arden T oo ls, A utom obile T ires  and 
T ubes, and a Full L ine of A utom obile A ccessories.

G R A N D  R A P I D S ,  M I C H I G A N
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handle, will be pretty  certain to come 
to you for a corn shredder.

In the m atter of satisfactory serv
ice, the great thing from the farm er’s 
standpoint is to have his implements 
always ready for instant use. In a 
wet season, for instance, when it is 
absolutely necessary to make the most 
of every day, the farm er who had to 
tinker for hours with a binder before 
he can get it going will appreciate the 
fact tha t taking care of implements 
is a real labor saver.

W ith w inter approaching, the hard
ware dealer can do quite a bit to 
ward educating his implement pa
trons as to the proper care of their 
farm machinery.

W inter, when farm work is slack, 
affords an opportunity for overhaul
ing the equipment. Then, worn and 
weakened parts can be attended to 
and replaced. Thorough cleaning 
should be given the im plem ents to 
eliminate dust and grease. This clean
ing will disclose defects; and in the 
winter months there will be lots of 
time to remedy defects before the m a
chinery is again needed. A nother es
sential is to take precautions against 
rust before placing the machinery in 
the implement shed.

W ere such an annual w inter over
hauling of machinery a feature on 
every farm in your community, it 
would bring considerable business to 
the hardw are store. Quite a few re
pair parts would be required. There 
should, too, be a chance to sell im
plem ent paint, for regular repainting 
is an im portant factor in prolonging 
the life of an implement.

An idea that some dealers have 
tried with pretty  good success is to 
send out a circular letter to farm 
patrons in the fall or early winter, 
suggesting just such an overhauling 
of their machinery. Such a letter 
would point out the advisability of 
checking up any weak or defective 
parts and replacing them instead of 
waiting for the breakdown when the 
spring or summer work is at its 
height and every moment counts. 
Then, too, re-painting of implements 
can be urged in this circular. Finally, 
the suggestion can be made that the 
farm er consider the m atter of re
placements, or of adding new items 
to his equipment.

O ther suggestions which the hard
ware dealer can make are tha t the 
overhauling should take the m achin
ery as it comes from its season’s work 
and leave it ready to begin work next 
season. Use tends to disorganizze 
the best machinery; the fixed parts 
are loosened by vibration; the moving 
parts become clogged and fail to act 
as efficiently as they should. A thor
ough inspection and cleaning will dis
close nuts that should be tightened 
and bolts tha t should be renewed. 
Suggest keeping on hand a supply of 
bolts, nuts, screws and cotter-pins; 
and an equipment of wrenches, par
ticularly socket wrenches and exten
sions.

As a protection against rust, all 
moving metal parts should be greased. 
The quickest way to remove rust is 
to keep it off; oil does that. F o r o r
dinary metal vaseline is good; for 
fine tools caoutchouc oil can be 
spread on in a very thin layer with a 
piece of flannel. This will have to

be removed by a second oiling, fol
lowed by washing after 24 hours. For 
woodwork, paint is the best preserva
tive; this applies, too, to most of the 
stationary metal parts.

These suggestions should bring con
siderable business to the hardware 
store; it is small stuff, perhaps, but 
it all counts in the w inter months. 
The great thing is to get your farmer 
patrons into the habit of overhauling 
their machinery every winter. Be
sides the incidental and immediate 
business, it is eminently worth while 
to do everything you can to insure 
service and satisfaction to your pa
trons. In the average small town 
store the implement business occupies 
a considerable place; and no effort 
should be neglected to build up a 
reputation for your line.

Victor Lauriston.

You Will Never Be Sorry For—
Keeping fit.
Being thrifty.
N ot yielding to tem ptation.
Being cheerful and optimistic.
Being hopeful and courageous.
H aving grit and determination.
Taking time to make friends.
Cultivating a love for the beautiful.
Being reliable and absolutely hon

est.
Being straight and clean in your 

life.
Doing your duty cheerfully and 

willingly.
Taking time for needed rest and 

recreation.
Doing your level best in every situ

ation in life.
Learning everything possible about 

your business.
Having worked hard to prepare for 

your life work.
Doing to others as you would have 

them do unto you.
Having learned to be self-reliant, 

to trust in your own power.
Establishing a good name and keep

ing your integrity above suspicion.
Living up to your highest ideal, 

m easuring up to your highest stand
ard.

H elping those who need your help; 
lighting another’s candle with your 
own.

Asuming great responsibility, no 
m atter how distasteful it may at first 
be to you.

By sparing ourselves the daily task 
we dig the grave of our higher pos
sibilities.

SANITARY

REFRIGERATORS

For All Purposes 
Send for Catalog

McCRAY REFRIGERATOR 
CO.

944 Lake St. Kendallville, Ind.

Use a Dayton Display F ixture for your fruit and vegetables and 
your stock is held up attractively to the gaze of every custom er. 
I ts  charm  attrac ts not only those who w ant to buy bu t those who 
didn’t know they wanted to until they saw how delicious it all 
looked. F ru it attractively displayed is its own best sales argum ent. 
I t  has a lure all its own tha t is hard to  resist. A

Users say—
“ Display on a Dayton Fixture doubles 

sales in fru it and vegetables''

gets all of this value out of your fruits and vegetables. Grapes and 
bananas hang enticingly, basket fruit is effectively displayed in per
forated white enameled bins, vegetables in bins and baskets showing 
off the good points of all of them  at once.

The evidence of cleanliness, sanitation, and care in storage and 
display, make goods on a Dayton appear to the custom er to  be of 
higher grade than those shown in the old way. Selection and order 
filling are made easy—custom ers may have goods all picked out while 
awaiting attention, further quickening service. T hat’s why more 
custom ers buy and m ost custom ers buy more off a Dayton.

There’s a Dayton to m eet the need of any store—w rite today 
for illustrated catalog.

THE

DAY! ON 

DISPLAY 

FIXTURE 

COMPANY

Dayton,

Ohio
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Grand Council o f M ichigan U. C. T.
G ra n d  C ounse llo r—H . D. R an n ey , S a g 

inaw .
G ran d  J u n io r  C ounse lo r—A. W . S te v 

en so n , M uskegon .
G ra n d  S e c re ta ry  — M o rris  H e u m an , 

t a ck so n .
G ra n d  T r e a s u re r—H a r ry  H u rle y , T r a v 

e rs e  C ity .
G ra n d  C o n d u cto r—H . D . B u llen , L a n 

s ing .
G ran d  P a g e —G eorge E . K elly , K a la 

m azoo .
G ra n d  S e n tin e l—C. C. C arlis le . M a r

q u e tte .

Coming Crusade Against Commercial 
Bribery.

Granting that tipping is a blame
w orthy practice, the public is partly 
in fault. In every city there is a con
siderable number of persons who like 
to spread-eagle themselves by giving 
extravagant tips. They set the pace 
and others, usually not so well en
dowed with this w orld’s goods, form 
the body of the procession.—Buffalo 
Times.

for retrospection.—W ashington H er
ald.

The following statem ent of the 
policy of M arshall Field and Com
pany, of Chicago, with regard to com
mercial bribery, originally appeared in 
this periodical last April. It is re
printed as a particularly inspiring 
ideal adopted voluntarily by one of 
America’s g reatest business institu
tions.

“The ideals of our business are 
such that the character of our em
ployees is of the utm ost importance. 
We feel that the greatest responsi
bility we have toward our custom ers 
is that we serve them only tha t m er
chandise which will give them  the 
greatest value for the money expend
ed, and we demand of our buyers 
that they follow this policy to the 
letter.

The line of demarcation between 
tips and commercial bribery is not 
very distinct, argues a new periodical 
that has appeared with the sole pur
pose of fighting both forms of graft, 
but whether this “gratuitous” money 
is called a “tip” or a “bribe,” the 
practice of giving it has grown to 
such an extent that it threatens 
American business life with a kind of 
moral dry-rot. The man who com
plains loudest against the tip he is 
obliged to give to get a special table 
at a cafe will think nothing of accept
ing a tip ten times as large for giving 
“special consideration” to some order 
for merchandise, or passing on some 
building specifications, or “fixing” a 
buying department, as the case may 
be.—Literary Digest.

The wail of Mr. Coleridge’s an
cient m ariner would sound like a vic
torious college yell compared to that 
of the stewards on the Mauretania, 
following its docking here from Eu
rope recently. ’Nary one of ’em got 
a single tip. I t was a case of union 
hours against the dance craze. Union 
hours won, at the time, but the danc
ers came back strong at the finish. 
It all happened on the high seas. The 
passengers wanted to dance, and 
called on the stewards to remove the 
saloon tables. The stewards would 
not do it. They said it was after 
union hours. “Oh, very well,” said 
the pasengers, and took the tables out 
themselves. But later, when the boat 
tied to its pier, and the stewards were 
lined up, all smiling and expectant 
and everything, the passengers walk
ed right by. Not only that, but the 
entertainm ent for the men on board 
usually given by the passengers in 
port, will be om itted this trip. In 
stead of long green receipts the 
stewards will get nothing but time

“The aceuptance of commissions, 
gratuities and bribes by buyers can
not help but weaken their charac
ter, and it would only be a question 
of time before our buyers would be 
influenced away from the great re
sponsibility that we feel we owe our 
custom ers in the merchandise that we 
sell. We therefore make it a positive 
rule in our business that they must 
not accept any form of gratuity as it 
would mean dismissal from our serv
ice.

“ It may in terest you to know that 
our wholesale house operates near
ly 500 traveling salesmen and that 
we are constantly im pressing these 
salesmen with the fact that their sales 
record should depend solely upon the 
standards of quality in our m erchan
dise, and that it is contrary  to our 
principles to have them  offer gratu i
ties to the buyers of other retail stores. 
We feel very keenly that a salesman 
weakens not only his character but 
his ability if he operates on any other 
basis than that described.”

D etroit M erchants F ight “Garage 
Stores.”

The “garage store” has invaded De
tro it in such num bers that reputable 
m erchants in the Eastern section are 
up in arm s against w hat they declare 
is unfair competition.

The “garage store” is a shop open
ed in sheet-metal portable garages 
located on vacant lots. City officials 
are now searching for a law to close 
up such establishments.

Use Citizens Long Distance 
Service1SI To Detroit, Jackson, Holland. Muskegon. 

Ü 3 L  Grand Haven, Ludington. Traverse City, 
N Petoskey, Saginaw and all intermediate 

AiJck \ and connecting points.
Connection with 750,000 telephones in 
Michigan, Indiana and Ohio.

CITIZENS TELEPHONE COMPANY

R ED CROWN Gaso
line is made espe-

dally 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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P E E R L E S S  PIR A T E S.
(Concluded from page one) 

the contract and we went to the de
pot. He paid the freight, re-shipped 
them to Clyde, Ohio, instead of to 
Celina, and said the company will 
write you. 1 ell them the same as 
you have me and all will be alright. 
So I got rid of the machines, got the 
contract back without even a jolt, 
although I have lost some sleep in 
the meantime. I realize, however, 
that it was due in no small part to 
the exposure and publicity you gave 
them that I got off so easily. So I 
want to thank you most heartily for 
your courage and prom ptness in g e t
ting after these schemers. I shall a l
ways take the Tradesm an while in 
business or you remain at the head 
of it. C. H arry  Moon.

Amble, Oct. 25—1 read the article 
in the Tradesm an about the crooked 
game played by the Peerless Talking 
Machine Co., of Chicago, I am a vic
tim caught in the same net.

Your article intim ated tha t there 
might be concerted action by those 
victimized to defend themselves.

W ould like to hear from  you in 
regard to it.

W hat should I do in the case and 
what disposal should be made of the 
machines?

I would think from the form of 
their letters tha t all the deals were 
put over in the same manner.

Gilbert Olsen.

Perry, Oct. 20—Received yours of 
Oct. 18 and in reply would say that 
this m orning their agent appeared 
(not the one tha t was here before) 
and brought a signed agreem ent, but 
altogether different than the one I 
signed they have forged my name to 
this one. I was not at home, but my 
wife told him it was not the one and 
he tried to make her believe it was. 
This contract or agreem ent called 
for four talking machines and agreed 
to pay the Peerless Talkin Machine 
Co. or order six hundred and thirty- 
five dollars on demand. She told him 
that I would call on an attorney and 
would not pay it unless the law com
pelled me to and he did not come 
near me, but went to M orrice and 
shipped the machines to the Peerless 
Talking Machine Co., F rem ont, Ohio.

He claimed this company did not 
know anything about the company in 
Chicago. T heir company is in Celina, 
Ohio.

W e consulted the banker a t M orrice 
and he thinks we will hear nothing 
more from them, as they shipped 
them back and we had not refused to 
take them from the depot. He said 
he would call me by phone to see 
what decision we made. If I hear 
anything more will let you know.

Ira  Hem psted.

Bridgeton, Oct. 20—I understand 
you give inform ation about the Peer
less Talking Machine Co., of Chicago. 
I will give you the outline of the deal 
between the agent of the Peerless 
Talking Machine Co. and myself. He 
came here and asked if I was in ter
ested in talking machines and I told 
him no, that we had one in our home 
and. I didn’t care to take in any more 
and he said he wasn’t trying to sell 
me a machine, but he wanted to send 
me a couple for me to sell on com
mission. He told me I could keep 
the first 25 per cent, and send the 
company the rem ainder when I re
ceived it from  the sale. H e told me 
the price run from $100 to $200. I 
didn’t ask him any further about the 
price, because I took it tha t they 
would make the retail price and send 
it with the machines. I finally told 
him he could send along two m a
chines, but I would not be responsible 
for them in case of fire or I wouldn’t 
put any money in them  myself. Then 
he asked me to sign a contract and 
I read the contract over and couldn’t 
see as it was holding me responsible 
for anything and I signed same.

The machines came later and then 
they sent me an invoice asking me 
to pay $315 and then I began to think 
there was som ething wrong, but I 
didn’t send any check and in a few 
days they sent me a notice that they 
had sent the note I had signed to the 
bank here for collection, but as I 
had not signed any note I have not 
paid it yet and it seems they have got 
my name on a different paper than I 
thought I was signing, as I am posi
tive the paper I signed didn’t read 
like the one they sent to the bank for 
collection.

Now if you can give me any in
formation in this deal I will greatly 
appreciate same. W allace F. Scott.

B ottom  Facts F rom  Booming Boyne 
City.

Boyne City, Oct. 26—Boyne City 
expects the State Park employes here 
the latter part of the week to begin 
operations on cleaning up the site 
lately secured by the Chamber of 
Commerce. Ninety acres of the site 
along the shore of beautiful Pine 
Lake, north of the city limits, was 
donated by G. von Platen, of Grand 
Rapids, and Adolph Young, of De
troit. I t is a very attractive piece 
of land, facing Southwest, with good 
water and a splendid bathing beach 
of fine white sand. The land is cov
ered by an indiginous grow th of val
uable and beautiful native shrubs 
and trees. The park is bordered on 
the land side by the fine Boyne City- 
Charlevoix road and will make a very 
delightful stopping place for tourists 
during the summer, besides furnish
ing Boyne City with a good conven
ient playground. The city is to be 
congratulated on securing the loca
tion of so desirable an addition to 
its already full quota of attractions.

O ur sawmills are now ready for 
another reason’s work, having had a 
complete overhauling in preparation 
for the winter. Boyne City is very 
little affected, so far, by the wide
spread slowing down of employment. 
I ts  industries are basic—leather, lum
ber and iron—and it will be some 
time, even with hard times, before 
our plants will be serious affected.

The w riter feels like expressing his 
mind about the idiotic shifting of the 
clocks of the State, following out a 
fad that was imported from Europe. 
If the state or National Government, 
in the in terest of conservation of fuel, 
had turned the clocks ahead in the 
fall, when the norm al day so far as 
operation of industries, especially out
door work, runs into the dark hours 
of the evening, som ething would have 
been accomplished, but to set the 
time ahead in summer, when in the 
latitude of Michigan, even the long
est w orking day by standard time, 
has a t least two hours of day light in 
the m orning and one hour in the 
evening, outside of the regular hours 
of work, is sheer foolishness. Any 
“Old T im er” can give lots of good 
reasons for the opposite course, but 
space forbids. W hy change the clocks 
anyway and muddle the time idea 
all up? W hy not go to work at 6 or 
7 o’clock as well as 7 or 8 o’clock, 
when it is actually the same time of 
day by the sun or stars? Maxy.

L etter Tw enty  M onths Going Half 
Mile.

The Tradesm an this week received 
a letter through the Grand Rapids 
postoffice tha t bore the postm ark of 
the Grand Rapids office, Feb. 15, 1919. 
This means tha t the letter was tw enty 
m onths in reaching its destination, a 
distance of less than half a mile. 
W hile, of course, this is an exception
al case, it is by no means unusual for 
letters to be delayed from  two to four 
weeks in going one to two miles 
while in the custody of the Grand 
Rapids postoffice.

Review of the Produce M arket.
Apples—The m arket is still weak 

and unsatisfactory. Tallman Sweets, 
$1.25; W agners and Baldwins, $1.35: 
N orthern Spys, $1.40@1.50; Snows 
and Jonathans, $1.60.

B utter—The receipts are about nor
mal for this time of year and there 
is a slightly easier feeling, due to a 
moderate falling off in the consum p
tive demand. U ndergrade butter is 
more plentiful than fancy butter, due 
to the fact that the consumptive de
mand has been using the finest grades. 
Local jobbers hold extra cream ery 
at 55c and firsts at 53c. P rin ts 2c 
per lb. additional. Jobbers pay 30c 
for packing stock.

Beets—65c per bu.
Cabbage—60c per bu. and $1.50 per 

bbl.
C arrots—75c per bu.
Celery—40c per bunch.
Chestnuts—Ohio or Michigan, 30c 

per lb.
Cider—Fancy commands 25@40c 

per gal.
Cocoanuts—$1.20 per doz. or $9 per 

sack of 100.
Crab Apples—$3 per bu. for Hy- 

slops.
Cranberries—Early Blacks from

Cape Cod command $10 per bbl. and 
$5.50 per half bbl. C ranberry picking 
on Cape Cod is pretty  well ended. It 
looks now as though the crop would 
total about 270,000 bbls., which is a 
trifle less than 100,000 bbls. short of 
last season. This shortage has been an
ticipated, but is som ewhat in excess 
of earlier estim ates. About two- 
thirds of the Early Blacks have been 
shipped from the Cape. Some late 
berries have been shipped for the 
Thanksgiving trade but no prices 
have been named on them as yet. 
The f. o. b. m arket on Cape advanced 
this week to $9 on Early Blacks and 
the fruit is moving fairly well at 
this figure. T his is an advance of 50c 
per bbl. from the opening price. There 
has been more or less complaint on 
the part of some operators on the 
Cape and in New Jersey tha t the 
opening price was placed at $8.50. It 
has been far from easy to move the 
crop at this figure and those who are 
best posted say that if they had a t
tempted to get $10, f. o. b., that they 
would still have the berries on their 
hands as it would have been impos
sible to make the trade in the interior 
m arkets take them a t this figure.

Cucumbers—Illinois hot house, $3 
per doz.

Eggs—The m arket is firm, with re
ceipts of strictly fancy stock being 
fairly light. The receipts are about 
normal and there is a fair consum p
tive demand. The m arket depends 
very largely on w eather conditions 
throughout the producing sections. 
Jobbers pay 60c f. o. b. shipping point 
for fresh candled, including cases. 
Storage operators are feeding out 
their April and May eggs on the
following basis:
Candled E xtras ________________ 55c
Candled Seconds ____________   49c
C h e c k s_________________________ 42c

Egg Plant—$1.50 per doz.
Grapes—Table grapes command 

$2.50@$3 per bu.; wine grapes fetch 
$1.50@$2. California stock has come

in this week and sells as follows: 
Tokays, $3.50; Emperors, $4.

Grape F ru it—$5.75@6 for all sizes 
Florida stock.

Grape Juice—$1.25 per gal. in bulk. 
Green Onions—20c per doz. bunch

es for home grown.
Lemons—E xtra fancy California 

sell as follows:
300 size, per box _____________ $6.50
270 size, per box ______________ 6.50
240 size, per b o x _:____________ 6.00

Fancy Californias sell as follows:
300 size, per box _____________ $6.00
270 size, per b o x ______________ 6.00
240 size, per b o x ______________ 5.50

Lettuce—Home grown, $2.50 for
head and 15c per lb. for leaf; Iceberg, 
$6.50 per crate.

Lima Beans—20c per qt.
Onions—Spanish, $2.75 per crate; 

home grown in 100 lb. sacks, $1.25@ 
1.50 for either yellow or red.

O ranges—Fancy California Valen
cia now sell as follows:
100 __________________  -$9.50
126 ____________ _____ - ................9.50
150 ________________   9.50
176 ............ 1________ ______ ___ 9.50
200 .................   9.50
216 _____________________  9.50
250 ................. ..................... - ............. 9.00
288 ________________ ________ — 8.50
324   8.25

Parsley—50c per doz. bunches.
Parsnips—$1.50 per bu.
Pears—Kieffer’s, 75c per bu.
Peppers—Red, 30c per doz.; Green, 

$1.75 per bu.
Pickling Onions—$1.50 per box of 

16 lbs.
Potatoes—Home grown, $1@1.25 

per bu.
Poultry—It is impossible for us or 

anybody else at this time to make 
any prediction or forecast as to what 
Thanksgiving turkeys will sell for, 
simply for the reason that a t this time 
nobody knows. O ur advices from 
producing sections indicate that the 
supply of turkeys will be fully as 
large, and possibly a little larger 
from some sections, than last year. 
The quality of the few turkeys com 
ing at the present time compares fav
orably with the quality of other years 
at this period. A great deal depends 
on the w eather conditions between 
now and Thanksgiving. I t takes cold 
w eather to fatten turkeys. If the 
w eather is cool and favorable the 
quality will improve much more rap
idly. W e have no conception a t this 
time as to the probable prices for 
Thanksgiving, as that will depend 
entirely on the question of supply and 
receipts. I t is our opinion, however, 
that prices should rule higher than 
last year. However, as already s ta t
ed, nobody knows what the prices will 
be, as this will be regulated entirely 
by supply and demand.

Pumpkin—$1.50 per doz.
Quinces—$2.50@2.75 per bu.
Radishes—20c per doz. bunches.
Squash—Hubbard, $1.75 per 100 lbs.
Sweet Potatoes—V irginias com

mand $1.85 per 50 lb. ham per and 
$4.50 per bbl.

Turnips—60c per bu.

The Hazeltine & Perkins D rug Co. 
has increased its capital stock from 
$250,000 to $600,000.

mailto:1.40@1.50
mailto:1@1.25
mailto:2.50@2.75
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M ichigan Board of Pharm acy. 
P re s id e n t—H . H . H offm an , S an d u sk y . 
S e c re ta ry  a n d  T r e a s u re r—C h arle s  S. 

K oon, M uskegon .
O th e r  M em b ers—E . T . B oden , B ay  

C ity ; J a m e s  E . W ay , J a c k s o n ; F . C. 
C ahow , R ead in g .

N e x t E x a m in a tio n  S ession  — G ran d  
R ap id s, Nov., 16, 17 a n d  18.

D on’t P u t On A irs in the Drug Store.
As I vigorously and energetically 

scratched the label of a com petitor 
from a bottle which was handed to 
me to be refilled with Oil of Pepper
mint by a customer who was a new
comer into our establishm ent, the 
same thrill filled me as we all feel at 
any evidence of new business, the re 
ward of our honest and faithful efforts 
along the right lines in our profession. 
The pleasure we have in knowing that 
our energetic strivings, the vim and 
pep we are instilling into the little 
store is bringing its results by way 
of rem unerative reward. It makes no 
difference to the right kind of a clerk 
that the store belongs to someone 
else. He should have the same in
terest if he will some day own his 
own establishm ent, and there must 
have been something that was really 
good about our store to a ttrac t the 
custom er who now' gave me his o r
der for the Oleum Gaultheria. H av
ing him at hand it wras up to me to 
satisfy him in the best m anner pos
sible. To treat him so that he would 
call again. T hat is the stuff. To make 
him want to come again.

As I went about my task, which 
was in this case a pleasure, some look 
of mine, some word drew the follow
ing comm ent from this patron, who, 
while he was to all appearance a real 
dyed-in-the-wool Hayseed, felt boots, 
corduroy trousers, blue woolen shirt, 
mitts, heavy cap and all, proved him- 
"self to possess the usual good com
mon sense, always found in these 
folks. They see enough of nature and 
things tha t are real not to be fooled 
by things which are very liable to 
fool some of us, at that. He rem ark
ed:

“My dad and maw always done their 
tradin’ at Cary O. Phyllum ’s Drug 
store. W hen I was a kid, I follerd 
them in thar, too. The folks, all go 
thar yet, but I ses to myself, ses I, 
‘W hen you see a feller puttin’ on airs, 
a-buyin’ two or three automobiles, 
buildin’ a fine new house, spendin’ his 
time a-foolin’ aroun’ with them social 
goin’s-on and the newspapers all filled 
up with readin’ about them, you can 
just bet that the customers, like you 
an’ me, is doin’ the payin’ for it.’ Now 
mark my word, I won’t be one of the 
payers. No, sir-ee; not I.”

W e who read his w'ords may have 
our own opinion on some of the points 
but his thinking is pretty  level for 
the most part. At any rate, right here

let us try to get at the best side of 
it.

It seems to be true, at the first evi
dence of a m an’s success be he farm 
er or pharm acist, there are those who 
have within themselves a t once a 
jealous envy, which amounts to real 
dow nright hate. We can think of no 
part of life as disagreeable as that 
part which brings the day and hour 
wherein some one we well know as 
"poor and struggling” climbs upward 
to success and leaves us to vainly 
watch and wish as he goes on and 
up ahead of us to share the better 
things in life. W e are not apt to 
weigh the price he paid, the long hours 
of discouraging failures, the diligent 
struggle through the days that 
brought hard knocks. Do we fail to 
give the proper credit for his Extra
ordinary talent which was never 
known to us until the day he reached 
the top and tipped success? Some of 
us can never forget, it seems, that he 
was “Old M an” Cloves’s son. So the 
answer comes as we set our teeth, “I 
suppose he is going to put on airs. 
Better not around me, for I know the 
whole tribe, kit and kin.” These 
words come from the lips of those 
who should be first to congratulate, 
first to praise the fellow who has met 
success. If we are prone to enter
tain such ideas, “ro tten ,” jealous 
thoughts, how can we hope for some
thing different from the laity? F irst 
of all, that farm er was jealous of the 
druggist’s success. He did not say 
so, but he was. Jealousy, that great
est evil, was there, as it is liable to be 
in us.

W as there in his rem ark so freely 
given, an answer to the old question, 
a solution for us of the problem, so 
long in our minds, which is this, we 
all have pondered over it: “If I in
stall new fixtures and put on a big 
front, will I be able to make a certain 
class of my trade, those who are in 
themselves humble, feel at home?” 
And if we take this custom er’s re
mark as the voice of the m ajority 
we must answer for ourselves, “Yes, 
I will have to go easy with plans 
which would tend to make anyone 
think, ‘He is trying to put on airs.’ ”

I maintain tha t a business man is 
like a politician inasmuch as he should 
always “feel out” his constituents. 
O ur custom ers are our constituents. 
It is a p retty  good form to live up to 
our custom ers’ expectations as to 
what we should be. To always prove 
well w orthy of the tru st they place 
upon us. No place to put on airs, in 
the drugstore. The reaction caused 
by this m anner on each unit of our 
trade may be compared to the mixing 
of a Sedlitz Pow der—there is some
thing doing. I always feel tha t in 
filling a custom er’s w ants in a haughty

arrogant manner, or allowing any act 
of my life to reflect a “putting on 
airs” attitude, like the politician who 
passes his ragged supporter the day 
after election, with face turned the 
other way. “All-fired” uncomfortable. 
T rying to put on airs.

How does the custom er feel? Just 
like the unnoticed in passing voter: 
“Sore.” And what does he do? He 
plans at once how he will pay back. 
Do we want a single inhabitant of 
our community to have that feeling 
for us and our pharmacy? No. Not 
at all. It is not an attitude, a p ros
pect that one can figure to cash in on.

George Niles Hoffman.

The Value of Loyalty.
The longer we live, the more I 

value loyalty.
W hen I was young I had the silly 

notion that loyalty meant being obe
dient to someone else.

In those blundering days of youth, 
I thought that the greatest thing was 
independence.

To-day, after many hard lessons, I 
know that loyalty—sympathetic, in
telligent loyalty, is one of the most 
valuable virtues that a man can have.

Unless you are loyal to others, no 
one will be loyal to you.

If you are an employer, you must 
be loyal to your workers.

If you are a worker, you must be 
loyal to your employer.

No success—no lasting success, can 
come to any firm unless there is loy
alty on both sides.

H erbert N. Casson.

If you are a victim of your moods, 
push right into the swim of things, 
and take an active part, with a real 
interest in w hat is going on around 
you. Associate with people. Be glad 
and happy, and interest yourself in 
others. Keep your mind off yourself. 
Get away from  yourself by entering 
with zest into the family plans, or the 
plans and pleasures of others about 
you.

COMPUTING SCALES
overhauled and adjusted  to be sen sit iv e  
and accu rate, w ill w eigh  a s  good as  
new. A few  for sa le  a t d iscount prices. 

W . J. KLING
843 S igsb ee  S t ., Grand Rapids, Mich.

CANDY

The “DOUBLE A” Kind
Made by

People W ho K now H ow
O ur record of over f i f ty years of 

continuous growing business, not 
only in Michigan but all over the 
United S tates, speaks for itself.

You take no chances when you 
buy “Double A ” B rand .1

T he v \  Good
Sign of W / W w  Candy

Made in Grand R apids'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 
la test price list.

We are agents for LOW NEY’S 
in W estern Michigan.

Don’t Be Fooled
This summer weather can’t  be everlasting.

You must prepare for the cold snaps that are 
on their way.

You don’t  want to order valuable merchandise 
and have it arrive in a spoiled condition—due to 
freezing.

This is the season at which to order your freez- 
ables, such as Lyko-Hostetters Bitters, Inks of all 
sorts, etc.

Don’t  run the risks which delay entails. Order 
today for your winter campaign.

Hazeltine & Perkins Drug Go.
G r a n d  R a p i d s ,  M i c h i g a n
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The Gift of Folly to Science.

Along the road that leads to knowl
edge are scattered many fake-shops, 
which as a rule do a flourishing and 
profitable business" For the chief 
weakness of the human mind* is cred
ulity.

But, by a curious paradox, the fool
ishness factories every now and then 
produce som ething that proves of sub
stantial usefulness to science.

For example, in New England 
many years ago a man named Perkins 
invented w hat he called a “magnetic 
tractor,” for drawing diseases out of 
folks. I t  was shaped like a pair of 
compasses, with one leg of silver and 
the other of copper. W hen the two 
points were passed over the afflicted 
part of the body the instrum ent was 
supposed by some electrical means to 
alleviate or cure the trouble.

The “trac to rs” undoubtedly did 
benefit many people; also Perkins, 
who sold them  for $5 a  piece. They 
made such a sensation that scientists 
took the m atter up, investigating it 
thoroughly and proving tha t imagin
ation did the work. Blindfolded per
sons were relieved of pain by the 
contact of a couple of pointed sticks 
of wood, which they mistook for the 
instrum ent in question.

The “whole business was plain fool
ishness. N evertheless, the interest it 
awakened led to the first opening up 
of the field of electro therapy; dis
coveries in which have proved of 
such immense im portance to medical 
science.

To-day, as the newest contribution 
to pseudo-science, we have the im
plantation of goats’ glands in human 
tissues, which is declared to have a 
rejuvenating effect. One man who 
subm itted himself to it w rites: “There 
was an immediate im provem ent in my 
entire system, and tha t vigor has con
tinued, I am now nearly fifty years 
old, but I feel as young as I did in 
my tw enties.”

O ther current news relates to the 
discovery of an elixir of life— a secre
tion of the thyroid gland which prom 
ises to restore- youth and extend the 
term  of human life.

M ost of this is really old stuff. I t 
harks back to the famous experi
m ents of D octor Brown-Sequard, who 
more than tw enty years ago was con
vinced tha t he had obtained from 
animal glands (not the thyroid) a 
true elixer of life.

D octor B row n-Sequard’s discovery 
was proved to be an absurdity. N ever
theless, the in terest awakened by it 
led directly to investigations tha t re 
vealed a whole realm  of facts in re 
gard to the so-called “physiologic 
drugs,” which have proved so won
derfully valuable as medicines.

Certain glands in the human body 
secrete substances which are true 
drugs and which are necessary to the 
physical economy, controlling cer
tain functions. Thus, for example, a 
secretion of the “adrenal” gland (on 
top of each kidney) governs blood 
pressure. In medicine (derived from 
the corresponding gland of the sheep) 
it is used to control blood pressure 
and to prevent bleeding in surgical 
operations.

O ther im portant uses are found for

drugs derived from the thyroid (in 
the th roat), the pituitary gland (in 
the brain), the pancreas, etc. But 
none of them renews youth.

They W atched This W indow.
It was difficult, with his narrow  win

dow and small store, for a neighbor
hood druggist to keep his window dis
play interesting and fresh. W hile ar
ranging some bottles of mineral water 
in the window he happened, by ac
cident, to arrange them  like ten pins. 
O bserving the form ation he procured 
a ball, painted on it “A Ten Strike” 
and made a novel display. The week 
following he arranged some soft drink 
beverages in bottles along the same 
formation overturning two that were 
purposely emptied. This time the 
words on the ball read, “Knock down 
your th irst with Nujuice.”

Through this plan of changing the 
bottles and the ball each week he 
evolved a novel yet simple display that 
lasted him over sixweeks. The fact 
that even such simple display can win 
trade was evidenced in a hot spell 
when he displayed some bottled gin
ger ale along with this wording on 
the ball: “Roll inside and get a glass 
of cold ginger ale. D uring that week 
his ginger ale stock was completely 
exhausted, for the first time, although 
even hotter w eather had gone before.

C. T. Hubbard.

Keep constantly in your mind the 
ideal of the man or woman you would 
like to become. Hold the ideal of 
your efficiency and wholeness, and in
stantly strangle every disease image 
or suggestion of inferiority. Never 
allow yourself to dwell upon weak
nesses, deficiencies, or failures. Hold
ing firmly the ideal and struggling 
vigorously to attain it will help you 
to realize it.

Sips of the Times
Are

Electric Signs
Progressive merchant« and manufac

turer* now realize the tala« of Clttltlt 
Advtrllsiag.

We fnrniah yon with aketchea. price« 
and operating coat for the asking.

THE POWER CO.
BeU M 797 C itizens 42(1

Chocolates

Package Goods of 
Paramount Quality" 

and
Artistic Design

W holesale Drug Price Current
Prices quoted are nominal, based on m arket the day of issue.

A cids
B o ric  ( P o w d . )_20@ 29
B o ric  (X ta l)  ____ 20@ 29
C arb o lic  _________ 35® 40
C itr ic  __________ 1 00@1 05
M u ria tic  _________  4@ 6
N itr ic  ____________  10@ 15
O x a l i c __________    60® 70
S u lp h u r ic  ________  4@ 6
T a r t a r i c ___________ 91@1 00

A m m onia
W a te r ,  26 deg . __ 12® 20
W a te r ,  18 d e g ._10® 17
W a te r ,  14 d e g ._ 9® 16
C arb o n a te  _______ 22® 26
C h lo ride  (G ra n ) _ 20® 30

B alsam s
C o p aib a  ________1 00@1 20
F i r  ( C a n a d a ) ___2 50®2 75
F ir  ( O r e g o n )__  60@ 80
P e ru  ____________ 5 25@5 60
T o lu  ____________ 2 00®2 25

B ark s
C ass ia  (o rd in a ry )  45® 50 
C ass ia  (S a ig o n ) 75® 85
S a s s a f ra s  (pw . 70c) ®  65
S oap  C u t (pow d.)

40c ____________  30® 35

C ubeb  ___B! - - Ir _ l  90@2 00
F is h  ____________  50® 60
J u n ip e r  -------------  10® 20
P r ic k ly  A s h ------ @ 30

E x tra c ts
L ico rice  ________ 60@ 65
L ico rice  pow d. —1 20® 1 25

F lo w ers
A rn ic a  ---------------  75® 80
C ham om ile  (G er.) 80®1 00
C ham om ile  R om  40® 45

G um s
A cac ia , 1 s t --------- 60@ 65
A cac ia , 2 n d -------  55® 60
A cac ia , S o r ts  —  35® 40 
A cac ia , p o w d e red  45® 50
A loes (B a rb  P ow ) 30® 40
A loes (C ape  P o w ) 30® 35
A loes (Soc P o w ) 1 25® 1 30
A sa fo e tid a  ---------4 50®5 00

P ow . __________ 6 75@7 00
C a m p h o r ------------ 1 70@1 75
G u a iac  -------------  @1 f ”
G u a iac , pow d ered  @1 50
K ino  ____________  @ °5
K ino , p o w d e re d - @1 00
M y r r h ----------------- JO
M y rrh , P ow . —  @1 50
O pium  ________ 11 50@12 00
O pium , pow d. 13 00@13 60 
O pium , g ra n . 13 00@13 60
S h e l l a c ___________1 25@1 50
S he llac  B leach ed  1 40® 1 50
T ra g a c a n th  ____ 5 50® 6 50
T ra g a c a n th ,  pow . @5 00- ______ tKfih an

Insecticides
A rsen ic  _________ 20® 30
B lue  V itrio l, bb l. @ 10
B lue V itrio l, le ss  11® 16
B o rd eau x  M ix D ry  18® 38
H ellebo re , W h ite

pow dered  ____  38® 45
In s e c t P o w d e r — 85®1 25 
L e a d  A rs e n a te  P . 35® 55
L im e a n d  S u lp h u r

D ry  __________12% @ 27
P a r is  G r e e n ___  48® 58

Ice Cream
A rc tic  Ice  C ream  Co.

B u lk , V a n illa  _________1 25
B ulk , C hoco late  _____1 35
B u lk , C aram e l _______1 45
B u lk , G r a p e - N u t___ 1 35
B u lk , S t r a w b e r r y ___ 1 35
B ulk , T u t t i  F r u i t i _1 35
B rick , V a n illa  ________1 40
B rick , C hoco late  _____1 40
B rick , C a r a m e l ______1 60
B rick , S t r a w b e r r y __ 1 60
B rick , E u t t i  F r u i t i _1 60

P ip e r  Ice  C ream  Co.
B u lk , V an illa  _________1 25
B u lk , C hoco late  ______1 30
B ulk , C aram el _______1 30
B u lk , G r a p e - N u t_____1 30
B u lk , S t r a w b e r r y ___ 1 35
B ulk , T u t t i  F r u i t i  __ 1 35
B rick , V a n illa  _______1 40
B rick , C hoco late  _____1 60
B rick , C aram el ______1 60
B rick , S t r a w b e r r y _1 60
B rick , T u t t i  F r u i t i  __ 1 60 
B rick  a n y  c o m b in a t’n  1 60

L eaves
B u ch u  ___________ @5 00
B u ch u , p o w d ered  @ 5 50
S age , b u l k ______ 67® 70
S age , % l o o s e _72® 78
S age , p o w d ered_55® 60
S en n a , A l e x . ____1 40@1 50
S en n a , T i n n . __  30® 35
S en n a , T in n . pow  35® 40 
U v a  U r s i _________  20® 25

Oils
A lm onds, B i tte r ,

t r u e ________ 16 00@16 25
A lm onds, B itte r ,

a r tif ic ia l ___  2 50®2 75
A lm onds, S w eet, 

t r u e __________ 1 75®2 00

A lm onds. S w ee t,
im ita tio n  _____ 85® 1 00

A m b er, c r u d e _ 3 00@3 25
A m ber, rec tified  3 50@3 75
A nise  __________ 2 00@2 25
B e rg a m o n t ____ 9 00@9 25
C a je p u t _________ 1 50® 1 75
C ass ia  _________ 3 75@4 00
C a s to r  __________ 1 85@2 05
C ed a r L e a f ___  3 00@3 25
C i t r o n e l l a ______1 25® 1 60
C lo v e s __________ 4 50@4 75
C o co an u t ______ 40® 50
Cod L iv e r  _____ 3 00@3 25
C ro to n  _________ 2 25®2 50
C o tto n  S e e d __  2 00@2 15
E ig e ro n  ______ 10 00® 10 25
C ubebs ______ 12 50@12 75
E u c a ly p tu s  _____1 50@1 75
H em lock , p u re  2 00@2 25 
J u n ip e r  B e r r ie s  7 50@7 75 
J u n ip e r  W ood  3 00@3 25
L a rd , e x t r a ____2 15@2 25
L a rd , No. 1 _____1 90@2 10
L a v e n d e r  F lo w  14 00@14 25 
L a v e n d e r  G a r 'n  1 75@2 00 
L em on  _________ 2 75® 3 00
L in seed  boiled  bbl. @1 20 
L in seed  bdl le ss  1 30®1 40 
L in seed  raw , bbl. @1 18 
L in seed  ra w  le ss  1 28® 1 38 
M u sta rd , t ru e  oz. @2 95 
M u sta rd , a rtif il, oz. @ 65
N e a ts fo o t _______1 75@1 95
O live, p u r e ____ 5 75@6 50
O live, M alag a ,

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

g re e n  ------------ 4 00@4 25
O ran g e , S w ee t 10 50® 10 75 
O rig an u m , p u re  @2 50 
O rig an u m , co m 'l 1 25® 1 50
P e n n y r o y a l ____ 3 00® 3 25
P e p p e rm in t __ 10 00@10 25
R ose, p u r e _ 24 00@25 00
R o se m a ry  F lo w s 2 50@2 75 
S andalw ood , E .

I. ---------------  15 00@15 20
S a s sa fra s ,  tru e  3 00@3 25 
S a s sa fra s ,  a r t i ’l 1 25@1 60
S p e a r m i n t ___ 16 00@16 20
S p erm  -------------  2 75 @3 00
T a n s y --------------11 50® 11 75
T a r ,  U S P  _______ 48® 60
T u rp e n t in e , bb ls. @1 18% 
T u re n p t in e , le ss  1 2S@1 38 
W in te rg re e n ,

t r . ---------------  12 00® 12 25
W in te rg re e n , sw e e t

b irch  ------------ 8 00® 8 25
W in te rg re e n  a r t  1 20@1 40
W o r m s e e d __  12 00® 12 25
W o r m w o o d _ 20 00@20 25

Potassium
B ic a rb o n a te  ___ 55® 60
B ic h ro m a te  ____ 47® 55
B rom ide 1 10@1 15
C arb o n a te 92@1 00
C h lo ra te , g r a n ’r . 48® 55
C h lo ra te , x ta l  o r

pow d. 28® 35
C yan ide  ________ 60® 75
Iod ide 4 10(8)4 25
P e rm a n g a n a te_ 1 20® 1 30
P ru s s ia te ,  yellow 50® 65
P ru s s ia te ,  re d_ I 85@2 00
S u lp h a te  ________ @ 85

Roots
A lk a n e t _______ 3 50@3 75
B lood, p o w d ered - 60® 75
C alam u s  ________ 35@1 00
E lecam p an e , pw d 22® 25
G e n tia n , pow d. 2'/%@ 35
G inger, A frican ,

pow dered 29® 36
G inger, J a m a ic a 57% @ 65
G inger, J a m a ic a ,

p o w d e r e d ___ 57 %@ 65
G oldensea l, pow . 8 50® 8 80
Ipecac , p o w d ._ 4 75®5 00
L ico rice , pow d. 35® 40
L ico rice , pow d. 40® 50
O rris , pow d ered  40® 45
P o k e , pow d ered  40® 45
R h u b a rb  ________ @1 50
R h u b a rb , pow d. ® 1 50 
R osinw ood, pow d. 30® 35
S a rs a p a r illa , H ond .

g ro u n d  ______ 1 25® 1 40
S a rs a p a r il la  M exican ,

g ro u n d  ______ ® 80
S quills  __ 35® 40
S quills, p o w dered 60® 70
T u m eric , pow d. 25® 30
V a le r ia n , pow d— @2 00

S eeds
A n ise  ___________ 33® 35
A nise, p o w dered 38® 40
B ird . I s 13® 19
C a n a ry  __________ 13® 20
C araw ay , P o . .30 22® 25
C ard am o n  ___  2 50@2 75
C elery , pow d. .45 35® 40
C o ria n d e r pow . .25 16® 20
D ill _____________ 15® 25
F e n n e ll _____ ___ 30® 40
F la x  ____________ 10® 15
F la x , g r o u n d ____ 10® 15
F o e n u g re e k  pow . 10® 20
H em p 10® 18
L o b e lia  1 75@2 00
M u sta rd , yellow 25® 35
M u sta rd , b lack_ 30® 35
P o p p y  ___________ 50® 60
Q uince  .. 1 50® 1 75
R ap e  — 15® 20
Saba(lilla  ......... ... @ 35
S unflow er 12® 16
W o rm  A m e ric a n 45® 60
W o rm  L e v a n t 2 00@2 25

T inctures
A conite  .. @1 85
A loes ___________ @1 65
A rn ic a  __________ @1 75
A sa fo e tid a  ______ @3 90
B ellad o n n a  _____ @1 40
B enzo in  _________ @2 40
B enzo in  C om p’d @3 15
B u ch u  __________ @2 70
C a n th a ra d ie s  ___ @3 00
C ap s icu m  _______ @2 30
C a r d a m o n _______ @1 50
C ard am o n , C om p. @1 35
C a tech u @1 50
C in ch o n a  ___  _ @2 40
C o lch icum  ______ @2 40
C ubebs _________ @3 00
D ig ita lis  ________ @1 80
G en tian @1 40
G in g er __________ @2 00
G u a iac  __________ @2 80
G u a iac , A m m on . . @2 50
Iod ine  __________ @1 50
Iod ine , C o lo rless @2 00
Iro n . clo. ... ... @1 50
K ino  ___________ @1 40
M y rrh  __________ @2 25
N u x  V o m ic a ____ @1 90
O pium  __________ @4 50
O pium , C am p ._ @1 50
O pium , D eo d o rz ’d @4 50
R h u b a rh @2 70

P a in ts
L ead , re d  d r y _I 5%@ 16
L ead , w h ite  d ry  15%@ 16
L ead , w h ite  oil 15%@ 16
O chre, yellow  bbl. @ 2
O chre, yellow  le ss 2%@ 6
P u t t y  ___________ 5® 8
R ed  V e n e t’n  A m . 3® 7
R ed  V e n e t’n  Am . 3%@ 7
R ed  V e n e t’n E ng . 4® 8
W h itin g , b b l . ___ @ 4%

lu tin g  ________ 5%@ 10
L. H . P. P rep . 3> 75@4 00

M iscellaneous
A c e ta n a lid  ______ 80® 85
A l u m ____________  16® 20
A lum , p o w d ered  a n d

g ro u n d  _______ 17® 20
B ism u th , S u b n i

t r a te  ________ 3 75@4 00
B o ra x  x ta l  o r

p o w d e r e d ___ 11%@ 16
C a n th a ra d e s ,  po 2 00@6 50
C alom el _______ 2 22@2 30
C a p s i c u m _______ 45® 50
C a r m i n e _______ 7 50®8 00
C ass ia  B u d s ___  50® 60
C loves __________ 67® 75
C halk  P re p a re d  16® 18
C h lo ro fo r m ______ 63® 72
C hlora l H y d ra te  1 70®2 10
C ocaine _____ 13 60® 14 05
C ocoa B u t t e r ___ 70® 85
C orks, lis t ,  le ss  40%.
C o p p eras , b b i s ._ @ 05
C opperas , l e s s _6%@ 12
C o pperas , pow d. 6%@ 15
C orrosive  S ub lm  2 01@2 10
C ream  T a r t a r __63® 70
C u ttle b o n e , ______ 70® 80
D e x tr in e  ________ 10® 15
D o v e r’s  P o w d e r 5 75®6 00 
E m ery , A ll N os. 10® 15
E m ery , P o w d e re d -  8® 10
E psom  S a lts , bb ls . @ 05 
E psom  S a lts , le ss  5%@ 10 
E rg o t, p o w dered  @6 00
F la k e  W h i t e ___ 15® 20
F o rm ald eh y d e , lb . 55® 60
G e la t in e ________  2 25@2 40
G la ssw are , le ss  50%. 
G la ssw are , fu ll c ase  50.10%. 
G lau b er S a lts , bbl. @03% 
G la u b e r  S a lts  le ss  04® 10
G lue , B ro w n  ____ 21@30
G lue, B row n  G rd . 19® 25
G lue, W h i t e ____ 35® 40
G lue, W h ite  G rd . 35® 40
G ly c e r in e ________ 37® 55
H o p s __________  1 75@2 00
I o d i n e __________  5 70@5 90
I o d o f o r m _______  7 00@7 30
L ead , A c e t a t e _20® 30
L y c o p o d iu m ____  5 25@5 50
M ace ___________  75® 80
M ace, pow d ered  95@1 00
M en tho l _______ 9 00@9 20
M o r p h in e ____ 12 50® 13 20
N u x  V o m ic a ____ @ 30
N u x  V om ica, pow . 26® 35 
P e p p e r  b lack  pow . 32® 35
P e p p e r , w h i t e ____ @ 50
P itc h , B u rg u n d y  15® 20
Q u a ss ia  _________ 12® 15
Q u i n i n e __________1 12@1 62
R ochelle  S a l t s _50® 55
S a c ch a rin e  ______ @ 38
S a lt  P e t e r ______ 20® 30
S e id litz  M ix tu re  40® 45
Soap , g r e e n _____ 25® 35
S oap  m o tt  c a s tile  22%@ 25 
Soap, w h ite  c a s tile

c a s e ____________  @25 00
Soap , w h ite  c a s tile

le ss , p e r  b a r ____ @2 75
S o d a  A s h _________ 05® 10
Sido B ic a rb o n a te  4®  10
Soda, S a l ______ 2%@ 5
S p ir i ts  C am p h o r @1 50
S u lp h u r , r o l i ____ 5®  10
S u lp h u r , S u b l__  5%@ 10
T a m a r i n d s _____ 25® 30
T a r t a r  E m e tic  1 03@1 10
T u rp e n t in e , V en . 50@6 00 
V a n illa  E x . p u re  1 50@2 00 
W itc h  H a ze l __ 1 60@2 16 
Z inc  S u l p h a t e __ 10® t f
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, w ithin six hours of mail, 

ing, and are intended to be correct a t time of going to press. Prices, however, 
are liable to change a t any time, and country m erchants will have their orders 
filled a t m arket prices a t date of purchase.

4 D V A N C  Kl i
Canned Strina Beans 
D urkee's Salad D ressing

D EC L IN ED
Canned T om atoes  
T w ine
Ground Sp ices

AMMONIA 
A rctic Brand 

12 02., 2 doz. in  c a r to n .
p e r  d o z . ___________ $1.65

Moore’s' H ousehold Brand 
12 oz., 2 doz. to  case 2 70

A X LE GREASE

25 lb. pa ils , p e r  doz. 25 10 

B LU IN G
J e n n in g s ' C ondensed  P e a rl
S m all, 3 doz. b o x ___ 2 56
L a rg e , 2 doz. b o x ___ 2 70

B R E A K F A S T  FOODS 
C rack ed  W h ea t, 24-2 4 85
C ream  o f W h e a t ___ 9 00
G ra p e -N u ts  __________3 80
P il lsb u ry ’s  B e s t C e r’l 3 00
Q u a k e r  P u ffed  R ice_5 60
Q u a k e r  P u ffed  W h e a t 4 30 
Q u a k e r  B rk fs t  B isc u it 1 90 
Q u a k e r  C orn  F la k e s  3 70
R a ls to n  P u r i n a ______4 00
R a ls to n  B ra n zo s  ___ 3 00
R a ls to n  Food , l a r g e __4 35
R a ls to n  Food , s m a l l_3 35
S axon  W h e a t F o o d _5 60
S h red  W h e a t B isc u it 4 90 
T r isc u it ,  1 8 _________ 2 26

K ellogg’s B ran d s  
T o a s te d  C orn  F la k e s  4 10 
T o a s te d  C orn  F la k e s

In d iv id u a l _________2 00
K ru m b le s  ____________4 60
K ru m b le s , In d iv id u a l 2 00
B isc u it _______________ 2 00
D rin k e t ___ ___ -______ 2 60
K xum ble B ra n , 1 2 s __2 25

BROOM S
S ta n a rd  P a r lo r  23 lb. 5 75
F a n c y  P a rlo r , 23 l b ._8 00
E x . F a n c y  P a r lo r  25 lb. 9 50 
E x . F ey , P a r lo r  26 lb. 10 00

B R U S H E S
S cru b

Solid B ack , 8 i n . ____1 60
Solid B ack , 11 i n . ___1 76
P o in ted  E n d s ________1 25

S tove
No. 1 ____________________ 1 10
No. 2 ____________________ l  35

Shoe
No. 1 ________________  90
No. 2 ____________________ l  26
No. 3 ____________________ 2 00

B U T T E R  COLOR
D andelion , 25c s i z e _2 80
P e rfec tio n , p e r  doz. _  l  76 

C A N D L E S
P ara ffin e  , 6 s _________ 16%
P ara ff in e , 12s _______17

-W ick in g  _____________ 60

C A N N E D  GOODS 
A pples

3 lb. S t a n d a r d s ___ @
No. 10 _____________  @6 00

B lack b e rr ies
3 lb . S ta n d a rd s  .........
N o. 10 ------------------  @14 00

B eans— B aked  
B ro w n  B ea u ty , N o. 2 1 25
C am pbell, N o. 2 ____1 50
F rem o n t, No. 2 ______1 60
V an  C am p, N o. % _ 90
V an  C am p, N o. 1 ____1 25
V an  C am p, N o. 1% __ 1 60 
V an  C am p, N o. 2 ____1 90

B eans— C anned
R ed  K id n e y ____1 35@1 60
S tr in g  --------------- 1 75 @3 30
W ax  ------------------ 1 75@2 70
L im a  ----------------  1 35@2 35
R ed  ---------------„  @1 10

C lam  Bouillon 
B u rn h a m 's  7 o z . ____2 60

C orn
S ta n d a rd  _____  1 50@1 65
C o u n try  G en tlem an  __ 1 90 
M aine __________ 1 90@2 26

H om iny
V an C am p ___________ 1 60
F a n v ille  ______________ 1 40

L o b s te r
v*  lb . -------------------------- 3 10
% lb. ------------------   5 60

M ackerel
M u sta rd , 1 l b . ________ 1 80
M u sta rd , 2 lb. _______2 80
S oused , 1% lb. _______1 60
S oused , 2 l b . __________ 2 75

M ushroom s
C hoice. Is , p e r  c an  80 
H o te ls , Is , p e r  c a n_ 65

P lum s
C alifo rn ia , N o. 3 ______ 2 40

P e a rs  in S y ru p
M ich igan  ____________ 4 50
C a lifo rn ia  ____________4 60

P e a s
M arro w fa t _____1 45@1 90
E a rly  J u n e ____1 45@1 90
E a r ly  J u n e  s ifd  2 25@2 40

P each es
C alifo rn ia , N o. 2 % _4 75
C alifo rn ia , N o. 1 _____2 40
M ich igan , N o. 2 _______4 25
P ie , g a llo n s  ________12 00

P in eap p le
G ra te d , No. 2 _________ 4 00
Slice N o. 2 E x t r a _5 25

P u m p k in
V an  C am p , N o. 3 _____1 60
V an  C am p, N o. 1 0 ____4 60
L a k e  S h ore , N o. 3 ____1 25
V esp er, N o. 1 0 _______ 3 90

S alm on
W a r re n 's  1 lb. T a l l __4 10
W a r re n 's  % lb . F la t  2 60
W a r re n ’s  1 lb. F l a t _4 25
R ed  A la sk a  __________3 90
M ed. R e A l a s k a _____3 50
P in k  A l a s k a _ 2 25@2 40

S a rd in e s
D o m estic , % s _ 5 50@6 00
D o m estic , % s _ 6 50@7 50
D o m estic , % s _ 7 50@8 00
C a lifo rn ia  S o u s e d ____ 2 00
C a lifo rn ia  M u s t a r d _2 00
C a lifo rn ia  T o m a to *_2 00

S a u e rk ra u t
H a c k m u th , N o. 3 ________ 1 50
S ilv e r F leece , N o. 3 1 60

S h rim p s
D u n b a r, I s  d o z . ______2 26
D u n b a r, l% s  d o z . _____3 75

S tra w b e rr ie s
S ta n d a rd  N o. 2 ______3 76
F a n c y , N o. 2 ________5 50

T o m ato es
N o. 2 __________1 10@1 60
N o. 3 __________1 60@2 00
N o. 10 _________ @5 50

C A T SU P
S n id e r 's  8 oz. ______ 2 20
S n id e r 's  16 o z . ______3 36
R o y al R ed , 10 oz. ____ 1 36
R oyal R ed . T i n s ____10 00

C H E E S E
B rick  ________________ 31
W isco n s in  F la ts  ____30
L o n g h o r n _____________ 31
N ew  Y o r k - ___  ----------30%
M ich igan  F u ll C ream  30

C H E W IN G  GUM
A d am s B lack  J a c k _____65
A d am s B lo o d b e rry  _____65
A d am s C alif. F r u i t ___65
A d am s C h ic le ts  ________75
A d am s S en  S e n _________ 65
A d am s Y u c a t a n ________ 65
A m erican  F la g  S p ru c e . 65
B e e m a n 's  P e p s in  _______75
B e e c h n u t _______________ 85
D o u b lem in t ___________   65
J u ic y  F r u i t _____________ 65
S p e a rm in t, W r i g l e y s __65
Z eno ____________________ 60

C H O C O L A T E  
W alte r  B a k e r  & Co.

C a r a c a s _________________ 43
P rem iu m , % s o r  % s _50

W a l te r  M. L ow ney  Co.
P rem iu m , % s __________60
P re m iu m , % s __________50

CIG A RS
N atio n a l G rocer Co. B ra n d s  
E l R a ja h  E p icu re , 50s 95 00 
E l R a ja h  E p icu re , 25s 97 00 
E l R a ja h , L ongfellow ,

50s ________________  95 00
F a ra d a y  R o th ch ild ,

E x tra ,  50s ________110 00
F a ra d a y  R o th ch ild ,

Im p e ria le s . 5 0 s ___125 00
F a ra d a y  R o th ch ild ,

J u n io r ,  5 0 s ________  65 00
F a ra d a y  R o th ch ild ,

P a n e te la s ,  5 0 s ____  95 00
F a ra d a y  R o th ch ild ,

M onopoles, 5 0 s ___  95 00
F a ra d a y  R o th ch ild ,

C orono , 50s ______110 00
F a ra d a y  R o th ch ild ,
R oyal, 50s __________ 93 00
M ungo P a rk ,

P e rfec to , 5 0 s ______  75 00
M ungo P a rk ,

A frica n , 50s ______ 90 00
M ungo  P a rk ,

W o n d er, 5 0 s ______  92 00
M ungo P a rk ,

G old S ta n d , 50s __100 00 
M ungo  P a rk ,

Gold S ta n d , 25s „ 1 0 5  00
O dins M on arch , 60s_ 65 00
W orden  G rocer Co. B ran d s  

H a rv e s te r  L ine  
R eco rd  B re a k e rs , 50s 76 00
D elm onico , 50s"_____  76 00
P a n a te lla ,  50s ______ 76 00
P a c e m a k e r, 5 0 s _____ 76 00
R eco rd  B re a k e rs

(T in s)  50s ________ 76 00
A f te r  D in n e r, 5 0 s __  96 50
F a v o r i ta  E x t ra ,  50s_ 97 50 
P re s id e n ts ,  5 0 s ______115 00

L a  A zo ra  L in es
O p e ra s , 50s ________ 57 00
W ash in g to n , 5 0 s ___ 75 00
P a n a te l la  (F o il)  50s 75 00
A ris to c ra ts ,  50s ____ 75 00
P e rfe c to  G ra n d e  (fo il) 97 50 
P a ls , 50s (F o il)

(2 in  fo il p k g . ) _ 97 50
R oyal L a n c e r  L ine

F a v o r i ta ,  50s _______ 75 00
Im p e ria le s , 50s _____ 95 00
M agnificos, 5 0 s _____112 50

S a n ch ez  & H a y a  L in es  
H a v a n a  C ig a rs  m ad e  in  

T a m p a , F la .
D ip lim a tic s , 5 0 s ____ 95 00
R osa , 50s ___________ 120.00
B ishop , 50s _________ 120 00
R e in a  F in a , 50s

( t in s )  -------------------- 120 00
Q ueens, 50s ________ 135 00
W o rd en  S p ec ia ls , 50s 155 00 

Ig n a c ia  H a y a  
E x t r a  F a n c y  C le a r  H a v a n a  

M ade in  T a m p a , F la .
D e licades , 50s ______120 00
P r im e ro s . 5 0 s _______ 140 00

S ta r l ig h t  B ros .
L a  R ose  D e P a r is  L ine

C ab a lle ro s , 5 0 s ______ 70 00
R ouse , 50s _________ 110 00
R eg . E sp ec , 5 0 s ____150 00
P e rfe c to , 25s _______195 00

R o se n th a s  B ro s .
R . B. L o n d res , 50s,

T issu e  W ra p p ed  __ 60 00 
R . B . In v in c ib le , 50s,

F o il W r a p p e d ____ 75 00
F r a n k  P . L ew is  B ra n d s  

L ew is  S ing le  B in d e r,
50s, (5 in  f o i l ) ___ 58 00

U nion M ade B ra n d s  
E l O v e rtu re , 50s, foil 75 00 

O u r N ick e l B ra n d s
M istoe , 100s ________ 37 50
S ioba, 1 0 0 s ___________ 37 60
E l D ependo , 1 0 0 s ____ 37 50

O th e r  B ra n d s  
T h ro w  O u ts , 100s __ 50 00
B. L ., 50s ________   58 00
B o sto n  S t r a i g h t s ____ 58 00
Iro q u o is , 5 0 s ________  58 00
K n ic k erb o ck e r, 50s _ 60 00 
T r a n s  M ich ig an , 50s_ 60 00 
H e m m e te rs  C h a m 

p ions , 50s ________ 60 00
C o u rt R o y al (w ood)

5 0 s _________________ 61 00
C o u rt R o y al ( t in )  25s 61 00 
T e m p la r  P e rfec to ,

50s -------------------------n o  00

C L O T H E S L IN E
H em p. 50 f t. ________3 00
T w is ted  C o tto n , 50 f t .  3 25 
T w is te d  C o tton , 60 f t. 3 90
B ra id ed , 50 f t .  _______4 00
S a sh  C ord  ____________5 25

COCOA
B a k e r’s  ________________ 53
B u n te , 15c size ________55
B u n te , % lb. __________50
B u n te , 1 lb. ___________48
C leveland  _____________ 41
C olonial, % s ___________35
C olonial, % s __________33
E p p s  ___________________42
H e rsh e y s , % s __________42
H e rsey s , % s ____ ______40
H u y le r  _________________ 36
L ow ney , % s ___________48
L ow ney , % s ___________47
L ow ney , % s ___________47
L ow ney , 5 lb. c a n s ___ 48
V an  H o u te n , %s _______ 12
V an  H o u te n , % s _______ 18
V an  H o u ten , % s _______ 36
V an  H o u te n , I s  ________ 65
W a n - E ta  ______________36
W ebb  __________________ 33
W ilb u r, % s ____________33
W ilb u r, % s ____________33

COCO A N U T
% s, 5 lb. c ase  D u n h am  48
% s, 5 lb. case  ________48
% s & %s, 15 lb. case  47 
6 a n d  12c pkg . in  p a ils  4 75
B u lk ; p a ils  ____________38
B ulk , b a rre ls  __________35
48 2 oz. p kgs ., p e r case  4 15 
48 4 oz. p k g s ., p e r  case  7 50

C O F F E E  R O A STED  
B ulk

R io ____________________ 17
S a n to s  ______________ 30@32
M aracab o  ______________ 35
M exican  _______________ 38
G u ta te m a la  ____________36
J a v a  ___________________ 46
B o g o ta  ________________ 36
P e a b e r ry  ______________ 33

P a c k ag e  Coffee
N ew  Y ork B as is  

A r b u c k le ____________  27 50
M cL au g h lin ’s  X X X X  

M cL au g h lin ’s  X X X X  p a c k 
ag e  coffee is  so ld  to  r e ta i l 
e rs  on ly . M ail a ll o rd e rs  
d ire c t  to  W . F . M cL au g h 
lin  & Co., C h icago .

Coffee E x tra c ts
N . Y., p e r  100 ______10%
F r a n k 's  250 p a ck a g e s  14 50 
H u m m e l’s  50 1 l b . _10%

C O N D E N SE D  M ILK
E a g le , 4 doz. _________ 12 85
L e a d e r, 4 d o z . ______10 65

E V A P O R A T E D  M ILK 
C a rn a t io n , T a ll, 4 doz. 6 65 
C a rn a t io n , B ab y , 8 dz. 6 50
P e t ,  T a ll ____________ 6 65
P e t ,  B a b y ________________ 4 50
V an  C am p, T a l l ____6 65
V an  C am p, B a b y ___ 4 50
D u n d ee , T a ll, d o z . _6 95
D u n d ee , B ab y , 8 doz. 6 00
S ilv e r Cow, T a l l ___ 6 65
S ilv e r Cow , B a b y ____4 50

M ILK  C O M PO U N D
H eb e, T a ll, 4 d o z . ____4.75
H eb e , B ab y , 8 d o z ._5.20
C aro len e , T a ll, 4 doz. 5 70

C O N F E C T IO N E R Y
S tick  C andy  P a ils

H o r e h o u n d ___________30
S t a n d a r d ______________ 30

C ases
B o sto n  S u g a r  S tic k_39

M ixed C andy
P a ils

B ro k en  ______________ 32
C u t L o a f _____________ 32
G ro ce rs  ______________ 22
K in d e rg a r te n  ________35
L e a d e r  _______________ 32
P rem io  C r e a m s _______45
R o y al ________________ 29
X  L  O _______________ 25
F re n c h  C r e a m s ______35

S p e c ia ltie s  P a ils  
A u to  K is se s  (b a s k e ts )  31
B onn ie  B u tte r  B ite s_36
B u t te r  C ream  C o r n  37
C aram e l B on  B o n s  38
C aram e l C ro q u e tte s __35
C o co an u t W a f f l e s __ 36
Coffy T offy  ___________ 40
F u d g e , W a l n u t _______ 37
F u d g e , W a ln u t C hoc. 38 
C h am p io n  G um  D ro p s  30 
R a s p b e rry  G um  D ro p s  30
Ic e d  O ran g e  J e l l i e s _32
I ta lia n  Bon B o n s ___ 34
AA L ico rice  D ro p s

5 lb . b o x _________2 15
M an ch u s  ______________ 34
N u t B u t te r  P u f f s ___ 35
Snow  F la k e  F u d g e _34

C hoco late  P a ils
A sso rte d  C hoc. _______39
C h am p io n  _____________ 36
H o n ey su ck le  C h i p s _54
K lo n d ik e  C h o co la te s_45
N ab o b s  _______________ 45
N ibb le  S tick s , b o x _2 80
N u t W a fe rs  _______:_45
O eoro C hoc. C a ram e ls  43
P e a n u t  C lu s te rs  _______ 52
Q u in te tte  ____________   39
R e g i n a ________________ 35
V ic to ria  C a r a m e l s ___43

Gum  D rops
C ham pion  ____________30
R asp b e rry  ____________ 30
F a v o r ite  ______________ 30
S u p e rio r ______________ 31
O ran g e  Je ll ie s  ______34

L ozenges ,
A A P ep . L o z e n g e s_35
A A P in k  L ozenges  35 
A A C hoc. L ozenges  35
M otto  L o z e n g e s ______37
M otto  H e a r t s __ ____   37

H a rd  Goods
L em on D r o p s ________34
O. F . H o re h o u n d  D rp s  34
A nise  S q u a re s  _______34
P e a n u t  S q u a re s  ____ 32
R ock C a n d y __________45

Pop C orn  Goods 
C ra c k e r- Ja c k  P rize  7 40 
C h eck e rs  P r i z e __ ___7 40

C ough D rops
B oxes

P u tn a m  M e n t h o l___ 2 25
S m ith  B r o s . ___________ 2.00
P u tn a m  M en. H o re

H o u n d  ___________l  80

COOKING CO M PO U N D S 
M azola

P in ts , tin , 2 d o z . ___ 7 00
Q u a rt, tin , 1 doz. „  6 50
% G al. tin s , 1 d o z ._12 25
G al. tin s , % d o z .__ 11 80

' 5 G al. tin s , % doz—  16 00

COUPON BOOKS
50 E conom ic  g rad e  __ 2 50 
500 E conom ic  g ra d e  20 00 
100 E conom ic  g ra d e  4 50 
1,000 E conom ic g ra d e  37 50 

W h ere  1,000 books a re  
o rd e re d  a t  a  tim e , sp ec ia l
ly  p r in te d  f ro n t co v er is  
fu rn ish e d  w ith o u t ch a rg e .

CREAM  O F T A R T A R
6 lb. boxes ____________ 75
3 lb. boxes ____________76

D R IE D  F R U IT S  
A pples

E v a p ’ed, C hoice, b lk  __ 17 

A p rico ts
E v a p o ra te d , C h o ic e ___ 30
E v a p o ra te d , F a n c y ___ 34

C itro n
10 lb. b o x _;__________ 58

C u rra n ts
P a c k ag e s , 15 oz. _______22
B oxes, B u lk , p e r  lb . _ 22

P each es
E v ap . C hoice, U npeeled  24 
E v a p . F a n c y , U npeeled  26 
E v ap . F a n c y , P e e l e d _28

Peel
L em on. A m erican  ______35
O ran g e , A m e r i c a n _____36

R aisin s
F a n c y  S ’ded, 1 lb. p k g . 29 
T h o m p so n  S eed less,

1 lb. p kg . -----------------31
T ho m p so n  Seed less, 

b u lk  _________________ 30

C alifo rn ia  P ru n es
80-90 25 lb . b o x e s ___@15
70-80 25 lb. b oxes___@16
60-70 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 o x e s ___@28

FA R IN A C E O U S GOODS 
B eans

M ed. H a n  P i c k e d ___ 7
C a lifo rn ia  L i m a s ____15
B row n , H o l l a n d ______ 6%

F a rin a
25 1 lb . p a c k a g e s ____2 80
B u lk , p e r  100 l b s . ____

H om iny
P e a r l ,  100 lb . s a c k _5 50

M acaron i
D o m estic , 10 lb. bo x  1 10 
D o m estic , b rk n  bb ls . 8% 
S k in n e r’s  24s, c ase  1 37% 
G olden A ge, 2 doz. 1 90 
F o u ld ’s , 2 d o z . ___ 1 90

P e a rl B arley
C h e s te r  ______________ 6 00

P eas
S co tch , lb. ____________ 6
S p lit, lb. ----------------------- 8%

Sago
E a s t  I n d i a ______________ 11

T ap io ca
P e a r l .  100 lb . s a c k s _ 10
M in u te , 8 oz., 3 doz. 4 35 
D ro m ed a ry  In s ta n t ,  3 

doz., p e r  c a s e ______2 70

F IS H IN G  T A C K L E  
C o tto n  L ines

N o. 2, 15 ’f e e t _______ 1 45
N o. 3, 15 f e e t ________1 70
No. 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

L inen  L ines
S m all, p e r  100 y a rd s  6 65 
M edium , p e r  100 y a rd s  7 25 
L a rg e , p e r  100 y a rd s  9 00

F lo a ts
No. 1%, p e r  g r o s s _1 50
No. 2, p e r  g r o s s ___ 1 75
N o. 2%, p e r  g r o s s _2 25

H ooks— K irby
Size 1-12, p e r  1,000 _ 84
Size 1-0, p e r  1,000 _ 96
Size, 2-0, p e r  1,000 _1 15
Size, 3-0, p e r  1,000 _1 32
Size 4-0, p e r  1,000 __ 1 65 
Size 5-0, p e r  1,000 „  1 95

S in k e rs
No. 1, p e r  g r o s s _____ 65
N o. 2, p e r  g r o s s _____ 72
No. 3, p e r  g r o s s _____ 85
N o. 4, p e r  g r o s s _____1 10
No. 5, p e r  g r o s s _____ 1 45
N o. 6, p e r  g r o s s _____1 85
N o. 7, p e r  g r o s s _____ 2 30
N o. 8, p e r  g r o s s _____3 35
No. 9, p e r  g r o s s _____4 65

FL A V O R IN G  E X T R A C T S  
J e n n in g s  

P u re  V an illa  
T u rp en e le s s  
P u re  L em on

P e r  Doz.
7 D ram  20 C e n t ______1 65
1% O unce, 25 C e n t_2 00
2 O unce, 37 C e n t ___3 00
2% O unce, 40 C en t __ 3 20 
2% O unce, 45 C en t „  3 40 
4 O unce, 65 C e n t ____5 50
8 O unce, $ 1 .0 0 _______9 00
7 D ram , 20- A ss o rte d_1 65
1% O unce, 25 A sso rte d  2 00

V an D uzer
V an illa , L em on, A lm ond, 
fc> t r a w  b e r ry , R as p b e rry , 
P in e a p p le , P e a ch , Coffee, 
P e p p e rm in t & W in te rg re e n
1 ounce  in  c a r t o n s _2 00
2 ounce  in  c a r to n s  __ 3 50
4 ounce  in  c a r t o n s _6 75
8 ounce  ______________ 13 20
P i n t s -------------------------- 26 40
Q u a r ts  -----------------------51 00
G allons, e ac h  ________16 00

FL O U R  A N D  F E E D
L ily  W h ite , % P a p e r

s a c k  ---------------------  13 25
G ra h a m  25 lb . p e r  c w t 5 10 
G olden G ra n u la te d  M eal,

25 lbs., p e r  c w t . ___3 90
R o w en a  P a n c a k e  C om 

pound , 5 lb. s a c k  __ 5 90

W atso n  H ig g in s  M illing  
Co.

N ew  P e rfec tio n , % s 13 10 

Meal
G r. G ra in  M. Co.

B o lted  -----------------------4 80
G olden G r a n u l a t e d _5 00

W h ea t
No. 1 R e d ____________2 05
No. I W h ite  ________2 03

O ats
M ich igan  C a r l o t s _______62
L ess  th a n  C a r l o t s _____65
Old O a ts  ______________ 68

C orn
C ar lo ts  ______________ 1 10
L ess  th a n  C a r l o t s __ 1 20

H ay
C arlo ts  --------------------- 30 00
L ess  th a n  C a r lo ts  __ 34 00

Feed
S tr e e t  C a r  F e e d ___ 48 00
No. 1 C orn  & O a t F d  48 00
C rack ed  C orn  ______ 48 00
C o arse  C orn  M eal __ 48 00

F R U IT  JA R S  
M ason, p ts .,  p e r  g ro . 8 75 
M ason, q ts .,  p e r  g ro . 10 00 
M ason, % g a l.,  g ro s s  14 25 
M ason, c an  tops , g ro . 2 85 
Id ea l G lass  T op, p ts .  10 00 
Id ea l G lass  T op , q ts .  12 00 
Idea l G lass  T op , % 

g a l l o n ______________ 16 00

G E L A T IN E
C o x 's  1 doz. l a r g e ___1 45
Cox s  1 doz. s m a l l ___ 90
K n o x ’s  S p a rk lin g , doz. 2 25 
K n o x ’s  A c id u ’d , doz. 2 25
M inu te , 3 doz. _______4 95
N e lso n 's  _____ 1 50
O xford  _____________  75
P ly m o u th  R ock , P h o s . 1 55 
P ly m o u th  R o ck , P la in  1 35 
W a u k e s h a  ____________ 1 60

A ,
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H ID E 8 A N D  P E L T S  

H ides
G reen , N o. 1 ___________ 09
G reen , N o. 2 ___________08
C ured , N o. 1 __________ 11
C ured , N o. 2 ___________ 10
C alfsk in , g re e n , No. 1 12 
C alfsk in , g re e n , N o. 2 10% 
C alfsk in , cu red . No. 1 14 
C alfsk in , cu red , N o. 2 12%
H o rse , N o. 1 ________ 4 00
H o rse , N o. 2 ________ 3 00

P elts
Old W ool _________25@ 75
L a m b s  ____________ 25® 75
S h e a rlin g s  ------------25@ 75

Tallow
P rim e  ______________  @ 7
N o. 1 ---------------------  @ 6
No. 2 ______________  @ 5

W ool ■
U n w ash ed , m ed iu m  @20 
U n w ash ed , r e je c ts — @15
F in e  -----------------------  @20
M ark e t du ll a n d  n eg lec ted .

HONEY
A irline , N o. 1 0 _______4 00
A irline , N o. 15 ' ______6 00
A irlin e . N o. 25 ______9 00

HORSE RADISH  
P e r  doz. ____________  1 60

JELLY
P u re , p e r  p a il, 30 lb . 6 25

JELLY  G LASSES  
8 oz., p e r  doz. ________44

M APLEINE
1 oz. b o ttle s , p e r  doz. 1 76
2 oz. b o ttle s , p e r  doz. 3 00 
4 oz. b o ttle s , p e r  doz. 5 50 
8 oz. b o ttle s , p e r  doz. 10 50
P in ts ,  p e r  d o z . ______18 00
Q u a r ts , p e r  d o z . ___  33 00
% G allons, p e r  doz. 5 25
G allons, p e r  doz. ____ 10 00

MINCE MEAT  
N one S uch , 3 doz.

case  f o r _____________ 5 60
Q u ak er , 3 doz. case

fo r __________________ 5 00

M OLASSES 
N ew  Orleans

F a n c y  O pen K e t t l e ___ 95
C hoice __________________ 85
Good ____________________ 65
Stock  ___________________ 28

H a lf b a rre ls  5c e x t r a  

N U TS—W hole
A lm onds, T e r r a g o n a  35 
B raz ils , la rg e  w a sh e d  26
F a n c y  M ixed ________
F ilb e r ts ,  B a r c e l o n a _32
P e a n u ts ,  V irg in ia  ra w  16 
P e a n u ts , V irg in ia ,

r o a s t e d _____________ 18-
P e a n u ts , S p a n ish  ___25
W aln u ts , C a l i f o r n ia _39
W aln u ts , F re n c h  ___

Shelled
A lm onds _____________ 65
P e a n u ts ,  S p a n ish ,

10 lb. b o x ________2 75
P e a n u ts ,  S p an ish ,

100 lb. b b l....................25
P e a n u ts ,  S p an ish ,

200 lb . bbl. ________24%
P e c an s  _______________ 95
W a ln u ts  _____________ 85

O LIV E S
B ulk , 2 g a l. k eg s, e ac h  4 50 
B ulk , 5 g a l. k eg s  eac h  10 50
S tu ffed , 4 o z . _________ 1 80
S tu ffed , 15 o z . _________ 4 50
P it te d  (n o t s tu ffe d )

14 oz. _____________3 00
M an zan illa , 8 oz.' ___ l  45
L u n ch , 10 o z . _________ 2 00
L unch , 16 oz. ________3 25
Q ueen , M am m o th , 19

oz. -------------------------- 6 50
Q ueen , M am m o th , 28
" oz. -------------------------- 6 75
O live C how , 2 doz. cs. 

i..-r doz. ___________ 2 50

PE A N U T  BU TTER

Bel-C ar-M o Brand
8 oz., 2 doz. in  c a s e _
24 1 lb. p a l l s ________
12 2 lb. p a ils  ________
5 lb. pa ils , 6 in  c ra te
10 lb. p a i l s _________ _
15 lb. p a ils  _________
25 lb. p a ils  __________
50 lb. t in s  ___________ _
100 lb. d r u m s __

PETROLEUM  PRODUCTS  
I ro n  B a r re ls

P e r f e c t i o n ____________19.6
• ie d  C row n G aso line  29.1 

l a s  M ach ine  G aso line  44 
i . M. & P . N a p h th a  31
C ap ito l C y lin d e r, Iron

B bls. ________________ 56.8
A tlan  ic R ed  E n g in e ,

Iro n  B b l s . ___________ 38.8
Wint< r B lack , Iro n

B bls. ________________ 21.8
P o la r in e , Iro n  B b ls____61.8

PICKLES
Medium

B arre l, 1,200 c o u n t __ 16 00 
H a lf  bb ls ., 600 c o u n t 9 00
5 g a llo n  k e g s _______  4 00

Sm all
B a r re ls  _____________  20 00
H a lf  b a rre ls  _________11 00
5 g a llo n  k e g s ________ 3 80

Gherkins
B a rre ls  _____________ 28 00
H a lf  b a rre ls  _________ 15 00
5 g a llon  k e g s _______ 5 00

S w eet Sm all
B a r re ls  _____________  30 00
5 g a llon  k e g s _______ 6 60
H a lf  b a r r e l s _________ 16 00

PIPE S
C ob, 3 doz. in  b o x _1 25

PLAYING CARDS
N o. 90 S te a m b o a t___ 2 75
N o. 808, B icycle  _____4 50
P ic k e t t  _______________ 3 50

POTASH
B a b b i t t ’s, 2 d o z . ___ 2 75

PROVISIONS 
Barreled Pork

C le a r  B a c k _ 38 00@42 00
S h o r t C u t C lea r 37 00@40 00

C le a r  F a m ily  _______ 48 00

Dry Salt M eats 
S  1’ B ellies  __ 32 00@34 00

Lard
P u r e  in  tie rc e s  20 @20% 
C o m pound  L a rd  10%@18
80 lb. t u b s ___ ad v an c e  %
69 lb. t u b s ___ a d v an ce  %
50 lb. t u b s ___ a d v an ce  %
20 lb. p a i l s ___a d v an ce  %
10 lb. p a i l s ___a d v an c e  %

5 lb. p a i l s ___a d v an ce  1
3 lb. p a i l s ___a d v an c e  1

Sm oked M eats
H am s, 14-16 lb. 38 @40
H a m s, 16-18 lb. 37 ©39
H am s, 18-20 lb. 36 @38
H a m , d rie d  beef

s e ts  __________ 41 @42
C a lifo rn ia  H a m s 24 @25
P ic n ic  B oiled

H a m s  ___ __ 35 @40
B o iled  H a m s _ 60 @62
M inced  H a m s _ 18 @20
B aco n  ___ ___ 35 @52

S a u sag e s
B o logna  ________ 18
L iv e r  __________ 12
F r a n k f o r t ____ _ __ 19
P o rk  _ ______ - 14@15
V eal ___________ 11
T o n g u e  ________ — 11
H e ad c h e es e  ____ ___ __ 14

B eef
B o n e l e s s ______30 00@35 00
R u m p , n e w   40 00@42 00

P ig ’s F eet
% bbls. .___________  2 15
% bbls., Í15 l b s . ___  3 50
% bbls. .___________ 10 00
1 bbl. ____________17 50

Canned M eats 
R ed  C row n B ra n d

C o rn ed  B eef, 24 I s _4 05
R o a s t B eef, 24 I s ___ 4 05
V e a l L oaf, 48 % s ____1 80
V ie n n a  S ty le  S au sag e ,
48 % s _________________ 1 50
V irg in ie s , 24 I s ____ _ 3 46
P o t te d  M eat, 48 %_ 70
P o t te d  M ea t, 48 %s__ 1 15 
H a m b u rg e r  S te a k  a n d

O nions, 48 % s ______1 80
C o rn ed  B eef H a sh ,

48 % s _____________ 1 80
C ooked L u n c h  T o n g u e ,

48 % s --------------------- 4 00
C ooked Ox T o n g u es ,

12 2 s ______________  22 90
C hili Con C arn e , 48 I s  1 80 
S liced  B acon , m ed iu m  4 00
S liced  B acon , la rg e_6 30
S liced  B eef, 2% oz ._2 25
S liced  B eef, 5 o z . ____4 05

M ince M ea t
C ondensed  N o. 1 c a r .  2 00 
C ondensed  B a k e rs  b rfck  31 
M oist in g l a s s _______S' 00

Tripe
K its . 15 lb s. _________  90
% bb ls ., 40 l b s . ______1 60
% bb ls ., 80 l b s . ______3 00

C asings
H ogs, p e r  l b . ______ @65
B eef, ro u n d  s e t ____19@20
B eef, m idd l s, s e t_50@60
S heep , a  sk e in  1 75@2 00

Uncotored Oleom argarine
oS lid  D a iry  ------------ 28@29
C o u n try  L o l l s ______30@31

RICE
F a n c y  H e ad  ________
B lue R use ___________ 10 50

ROLLED OATS
M on arch , bb ls . _____ 8 40
R olled  A v en a , bb ls . 9 00 
S tee l C u t, 100 lb. sk s. 6 00 
M o n arch , 90. lb . s a c k s  4 30 
Q u ak er , 18 R e g u la r  __ 2 70 
Q u ak er , 20 F a m ily  __ 6 85

SALAD DRESSING  
C o lum bia, % p in ts  __ 2 25
C olum bia, 1 p i n t ___ 4 00
D u rk e e ’s la rg e , 1 doz. 7 05 
D u rk e e ’s  m ed ., 2 doz. 7 65 
D u rk e e ’s P icn ic , 2 dz. 3 50 
S n id e r 's  la rg e , 1 doz. 2 40 
S n id e r 's  sm all, 2 doz. 1 45

SA L ERA TU S  
P a c k e d  60 lbs. in  box

A rm  a n d  H a m m e r_3 65
W y an d o tte , 100 % s __ 3 00

SAL SODA

G ra n u la te d , b b l s . ____2 50
G ra n u la te d , 100 lbs c s  2 75 
G ra n u la te d , 36 2% lb. 

p a ck a g e s  ---------------2 75

SA LT  

Solar Rock
00 lb. sack s __________76

Common
G ra n u la te d , F in e  ___ 3 00
M edium , P in e  _______3 10

Mortons
«UNNI«0

S a l t

P e r case . 24 2 l b s . _2 40
F ive  case  lo ts  _____ 2 30

SA L T  FISH  
Cod

M iddles ______________ 2S
T a b le ts , 1 l b . _______ 3 20
T a b le ts . % l b . ............... 1 76
W ood boxes _________ 19

Holland Herring

S ta n d a rd s ,  bb ls. _____15 00
Y. M., bb ls. _________ 17 00
S ta n d a rd s ,  k e g s ___  90
Y. M ., k eg s  _________ 1 20

Herring

K K K  K , N o r w a y _ 20 00
8 lb. p a ils  ___________  1 40
C u t L u n c h ___________  1 25
S caled , p e r  b o x ____  21
B oned, 10 lb. boxes 24

Trout
No. 1, 100 l b s . ________ 12
No. 1, 40 lbs. ________
No. 1. 10 lbs. ________
N o. 1. 3 lbs. ________

Mackerel

M ess, 100 lbs. _____  25 00
M ess. 50 lb s. ________ 13 25
M ess, 10 l b s . ________ 2 95
M ess, 8 lbs. ________ 2 30
N o. 1. 100 l b s . ______ 24 00
No. 1. 50 l b s . ________12 75
No. 1, 10 l b s . _______ 2 80

Lake Herring  
% bb l., 100 l b s . ______7 60

SE E D S
A nise ________________ 45
C an a ry , S m y r n a ____ 12
C ardom on. M ala b a r 1 20
C elery  _______________ 65
H em p , R u ss ia n  ____ 10
M ixed B ird  ___________ 13%
M u sta rd , yellow  ______23
1 ’o p p y ------------------------ 65
R a p e ________________  16

SHOE BLACKING  
H a n d y  B ox, la rg e  3 dz. 3 50
H a n d y  B ox, s m a l l __ 1 25
B lx b y ’s  R oyal P o lish  1 25 
M ille r 's  C row n Po lish  90

S N U F F
Sw ed ish  R apee  10c 8 fo r 64 
S w edish  R ap ee , 1 lb g ls  85
N o rk o p in g , 10c 8 f o r _64
N o rk o p in g , 1 lb, g la ss  __ 85 
C o penhagen , 10c, 8 fo r 64 
C o penhagen , 1 lb. g la ss  85

SOAP

J a m e s  S. K irk  &  C om pany
A m erican  F a m ily , 100 7 85
J a p  R ose, 50 c a k e s _4 85
K irk ’s  W h ite  F la k e  __ 7 00

L a u tz  B ro s . & Co.
A cm e, 100 c ak e s  _____6 75
B ig  M as te r , 100 b locks 8 00
C lim ax . 1 0 0 s __________6 00
C lim ax , 1 2 0 s __________5 25
Q ueen  W h ite , 80 c ak e s  6 00 
O ak  L eaf, 100 c ak es  6 75 
Q ueen A nne, 100 c ak e s  6 75 
L a u tz  N a p h th a , 100s 8 00

T ra d e s m a n  C om pany  
B lack  H aw k , one box 4 50 
B lack  H a w k , five b x s  4 25 
B lack  H a w k , te n  b x s  4 00 

Box c o n ta in s  72 cak es . It 
is  a  m o s t re m a rk a b le  d ir t  
a n d  g re a se  rem o v e r, w ith 
o u t in ju ry  to  th e  sk in .

Scouring Pow ders
Sapolio, g ro ss  l o t s _11 00
Sapollo , h a lf  g ro . lo ts  5 50
Sapolio , s in g le  boxes 2 75
Sapolio , h a n d  ________ 3 00
Q ueen  A nne . 60 can s  3 60
Snow M aid, 60 c a n s _ 3 60

W ashing 1P ow ders
Snow Boy, 100 5 c ___ 4 00
Snow B oy, 60 14 oz. 4 20
Snow B oy, 24 p kgs. 6 00
Snow Boy, 20 pkgs. 7 00

Soap Pow ders
J o h n so n ’s F in e , 48 2 6 75
J o h n so n 's  X XX 1 0 0 _6 75
L a u tz  N a p h th a , 6 0 s _3 60
N ine  O’c lo c k  ________ 4 25
O ak L eaf. 100 p kgs . 6 50 
O ld D u tc h  C lean se r 4 50 
Q ueen A nne . 60 pkgs. 3 60 
R u b -N o -M o re  _______ 5 50

C LEA N SER S.

■ITCHEN 
LENZER

80 can  cases, $4.80 p e r  case

SODA
B i C arb , K e g s ______ 4

S P IC E S  
W hole S p ices

A llsp ice, J a m a i c a ____@18
C loves, Z a n z i b a r ___ @60
C ass ia , C an to n  _______ @30
C ass ia , 5c p k g ., doz. @40
G inger, A frica n  ______@15
G inger, C och in  _______ @20
M ace, P e n a n g  _______ @75
M ixed, N o. 1 _________ @17
M ixed, N o. 2 _________ @16
M ixed, 5c p k g s ., doz. @45
N u tm e g s , 70-8 _______ @50
N u tm e g s , 105-110 ____@45
P e p p e r, B l a c k _________ @30
P e p p e r , W h ite  _______ @40
P e p p e r, C a y e n n e ____ @22
P a p r ik a , H u n g a r ia n

P u re  G round  In B ulk
A llsp ice, J a m a i a c a __ @20
C loves, Z a n z ib a r  _____®60
C ass ia , C an to n  ______@30
G inger, A f r i c a n ______@26
M u sta rd  ______________ @32
M ace, P e n a n g _________ @85
N u tm e g s  ______________ @36
P e p p e r , B lack  _______ @23
P e p p e r, W h i t e ______ @40
P a p p e r , C ay en n e  _____@29
P a p r ik a , H u n g a r ia n _@60

Seasoning
C hili P o w d er, 1 5 c ___ 1 35
C elery  S a lt, 3 o z . ____ 95
Sage . 2 oz. _________ 90
O nion S a lt __________1 35
G arlic  ________________ 1 35
P o n e lty , 3% o z . _____ 2 25
K itch en  B o u q u e t___ 2 60
L a u re l L e a v e s  ______ 20
M arjo ram , 1 o z . ______ 90
S av o ry . 1 oz. ________ 90
T h y m e, 1 oz. ________ 90
T u m eric , 2% o z . ___  90

STARCH
Corn

K in g sfo rd , 40 l b s . ___ 11%
M uzzy, 48 1 lb. p kgs . 9%
P o w dered , b a r r e l s ___  7%
A rgo. 48 1 lb. p k g s ._4 15

Kingsford
S ilv er G loss. 40 1 l b ._11%

Gloss
A rgo, 48 1 lb. p k g s ._4 15
A rgo, 12 3 lb. p k g s . __ 3 04
A rgo, 8 5 lb. p k g s .__ 3 40
S ilv e r G loss, 16 3 lbs. 11% 
S ilv er G loss, 12 6 lbs. 11%

Muzzy
48 1 lb. p a c k a g e s ____ 9%
16 3 lb. p a c k a g e s ____ 9%
12 6 lb. p a c k a g e s ____ 9%
50 lb. boxes __________ 7%

SYR U PS
Corn

B a rre ls  ________________ 75
H a lf  B a r re ls  __________81
B lue K aro , N o. 1%,

2 doz. _______________ 2 80
B lue K aro , N o. 2%, 2

doz. ______________- 4 25
B lue K a ro , N o. 5, 1 dz. 4 15 
B lue K a ro , N o. 10,

% doz. ______________ 3 95
R ed K aro , N o. 1%, 2

doz. _________________ 3 15
R ed K a ro , N o. 2%, 2

doz. _________________ 4 85
R ed  K ero , No. 5, 2 dz. 4 65
R ed  K a ro , N o. 10, % 

doz. _________________ 4 45

Pure Cane
F a ir  ______________
Good _____________ _
C hoice ____________

TA BL E  SAUCES
L ea  & P e rr in ,  l a r g e _5 75
L ea  & P e rr in ,  s m a l l_3 25
P e p p e r  ________________ 1 25
R oyal M in t __________ 1 50
T o b a s c o ______________ 3 00
E n g la n d 's  P r id e  ______1 25
A - l,  la rg e  ____________ 5 00
A -l,  sm all ____________ 2 90
C ap e rs  ________________ 1 80

TEA
Japan

M edium  ___________  38@42
C hoice _____________  45@54
F a n c y  _____________  60@76
B a c k e d -F ire d  M ed’m 
B a s k e t-F i re d  C hoice 
B a s k e t-F ire d  F a n c y
No. 1 N ib b s  _________ @65
S if tin g s , b u l k _________ @21
S if tin g s , 1 lb. p k g s__@23

Gunpowder
M oyune, M e d iu m __35@40
M oyune, C h o ic e ____40@45

Young H yson
C hoice ______________ 35@40
F a n c y _______________ 50@60

Oolong
F o rm o sa , M e d iu m _40@45
F o rm o sa , C h o i c e _45@50
F o rm o sa , F a n c y _55@75

English B reakfast
C ongou, M e d i u m _40@45
C ongou, C h o ic e ____45@50
C ongou, F a n c y ___ 50© 60
C ongou, E x . F a n c y  60@80

Ceylon
Pekoe , M e d iu m ___ 40@45
D r. P ekoe , C hoice_45@48
F low ery  O. P . F a n c y  55@60

TW IN E
C o tto n , 3 p ly  c o n e ___ 55
C o tto n . 3 ply  b a l l s ___55
W ool. 6 ply ____________ 23

VINEGAR
C ider, B en to n  H a rb o r_40
W h ite  W in e , 40 g ra in  20
W h ite  W in e , 80 g ra in  27
W h ite  W ine , 100 g ra in  29

O ak lan d  V in e g a r  & P ick le
C o.’s  B ran d s .

O ak lan d  A pple C i d e r _45
B lue R ibbon  C orn ___ 28
O ak lan d  W h ite  P ic k lin g  20 

I ’a c k a g e s  no c h a rg e .

WICKING
No. 0, p e r  g r o s s ____  70
No. 1, p e r  g r o s s ____  80
No. 2, p e r  g r o s s ____ 1 20
No. 3, p e r  g r o s s __ __1 90

W O O DENW ARE
B ask ets

B u sh e ls , n a rro w  b an d ,
w ire  h a n d le s  _______2 90

B u sh e ls , n a rro w  b an d ,
w ood h a n d le s  ______ 3 00

M ark e t, d ro p  h an d le  1 00 
M ark e t, s in g le  h a n d le  1 10
M ark et, e x t r a ________1 60
S p lin t, la rg e  __________ 9 50
S p lin t, m ed ium  _______8 75
S p lin t, sm a ll _________ 8 00

B utter P lates  
E s c an a b a  M an u fac tu rin g  

Co.
S ta n d a rd  E m co D ish es

No. 8-50 e x t r a  sm  c a r t  1 45 
N o. 8-50 sm all c a r to n  1 55 
N o. 8-50 m d ’m c a r to n  1 65 
No. 8-50 la rg e  c a r to n  1 95 
No. 8-50 e x t r a  lg  c a r t  2 40 
N o. 4-50 ju m b o  c a r to n  1 65 
No. 100, M a m m o th _1 50

Churns
B arre l, 5 g a l., e a c h _2 40
B a rre l, 10 g a l. e a c h _2 55
S to n e . 3 g a l. ________ 39
S to n e , 6 g a l. ________  78

C lothes Pins
E s c a n a b a  M an u fac tu rin g  

Co.
N o. 60-24, W r a p p e d _5 95
N o. 30-24, W r a p p e d _3 10
No. 25-60, W r a p p e d _5 75

Egg C ases
N o. 1, S ta r  C a r r i e r_6 00
No. 2, S ta r  C a r r i e r _12 00
N o. 1, S ta r  E g g  T ra y s  8 00 
N o. 2, S ta r  E g g  T r a y  16 00

F au cets
C ork  lined , 3 i n . ______70
C ork lined , 9 i n . _____90
C ork  lined . 10 in . ____ 90

Mop Stick s
T ro ja n  s p rin g  _______ 3 25
E c lip se  p a te n t  sp r in g  3 25
No. 1 com m on _____  3 25
No. 2, p a t .  b ru s h  hold  3 25
Idea l, No. 7 _________ 3 25
20oz co tto n  m op  h e ad s  4 aO 
12oz co tto n  m op h e a d s  2 85

Pails
10 q t.  G a lv a n iz e d ____ 5 25
12 q t. G a lv a n iz e d ____ 6 00
14 q t. G a lv a n iz e d ____7 00
F ib re  ________________  9 75

T oothpicks
E scan ab a  M an u fac tu rin g  

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 holes 70
M ouse, tin , 5 holes 65
R a t . wood .................... .  1 00
R a t, s p rin g  _________ . 1 00
M ouse, sp rin g  ______ 30

Tubs
No. 1 F ib re  ________ 42 00
No. 2 F ib re  ________ 38 00
No. 3 F ib re  ________ 33 00
L a rg e  G a l v a n i z e d _ 17 00
M edium  G alv an ized 15 00
S m all G a lv a n iz e d __ 14 00

W ashboards
B a n n e r  G lobe ______ 8 00
B ra ss , S ing le  _______ 9 50
G lass, S ing le  ________ 8 50
S ing le  P e e r l e s s _____ 9 00
D ouble P e e r l e s s ___ 11 00
N o rth e rn  Q ueen  ___ 9 00
U n iv e rsa l __________ 10 00
O u r B es t __________  10 00

W indow C leaners
12 in . _____________ — 1 65
14 1 85
16 in. __ 2 30

Wood Bowls
13 in . B u t t e r _____ „  3 00
15 in. B u t t e r _____ 7 00
17 in. B u t t e r ______ - 11 00
19 in . B u t t e r _______ 12 00

W R A PPIN G  PA PER  
F ib re , M an ila , w h ite  9
N o. 1 F ib re  ____ 10
F ib re . M an ila , w h ite  10%
B u tc h e rs  M an ila  ___ 12%
K ra f t  _______________ 16

Y EAST CAKE
M agic, 3 d o z . ____ ___2 70
S u n lig h t, 3 doz.  _____2 70
S u n lig h t, 1% d o z .  1 35
Y e as t F o am , 3 d o z ._2 70
Y e as t F o am , 1% doz. 1 35

Y EAST—COM PRESSED  
F le isch m an , p e r  d o z ._28
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N ature-Study in City, H om e and 
Streets.

W rit te n  fo r th e  T ra d e s m a n .
“Oh, I do so love nature m yself!” 

exclaimed a m other to me last sum 
mer. “But I do not know how to 
teach it to my children.

“And in the city, where we are all 
w inter,” she added, “of course, there 
is no nature.”

She was so far afield. She did not 
“love nature” herself, else her enthu
siasm surely would have bubbled over 
to her children—w ithout any teaching.

A great deal of “nature” is to be 
found in the city, even in winter. 
Nature study in the modern use of 
the phrase is not science, or what we 
used to call “natural history.” I t need 
not be confined to birds or insects, 
plants or trees. The whole universe 
is composed of “nature.” E verything 
you touch is a part and manifestation 
of nature, and full of interest if you 
study back to origins. “N ature study,” 
says Liberty H. Bailey, “is nature 
sym pathy”—sym pathy with all phases 
of life and existence; never so keenly 
sym pathetic as when a little child is 
studying som ething in which he is 
vitally interested.

It may be he is watching a kitten 
or puppy at play, a fly walking toward 
the sugar bowl, ants at work about 
an anthill; or just letting the sand 
run through his fingers at the sea 
shore, or trying to trace man-made 
materials, cotton, wool, silk, back to 
their original sources. W hen he sees 
in the natural wood that is used so 
much now for “trim ” casing or the 
baseboard along the floor, the m ater
ial that came of a grow ing tree—the 
oak or pine that he knew in the woods 
—he is engaged in “nature study.”

You can carry this on in your own 
city home. P lant a sweet potato, 
stem up, and set it on a sunny win
dow sill. Put half of an ordinary po
tato or a beet or carrot on pebbles in 
a dish of water, and watch what hap
pens. Don’t you think your child 
will be interested to see it grow? 
Seeds of alm ost any kind will sprout 
in a pot of earth—yes, grapefruit, 
oranges, lemons, nuts will do it. They 
need not grow large; but you will 
have a chance to “tell” or “teach” 
the children all you know, and have 
to hustle to keep up with their ques
tions. Never fear but that they will 
be interested.

No “nature” in the city! H aven’t 
you ever thought tha t stones were 
“nature?” A flagstone in the side
walk in front of your house, a pebble 
picked up in the park, stones in a 
wall or gatepost; iron, bricks—where 
did they come from? You m ight even 
find a fossil shell or leaf, or the foot
print of a bird or animal in a stone 
even in the city. Isn ’t tha t “nature”

enough for you? You cannot turn 
around anyw here with open eyes w ith
out seeing more than you can possibly 
understand; w ithout finding oceans of 
material for expression of your “na
ture sym pathy’ if you have any; 
w ithout observing the interdependence 
of all things upon each other.

Last sum m er in Penobscot Bay, in 
Maine, sailing about am ong the 
islands we landed upon one bleak and 
rocky one where there was a wonder
ful quarry of granite, where huge 
blocks of the beautiful stone had been 
cut and lay there ready to be shipped.

\ \  hy,” said one of the bays, “that 
stone is just like tha t in the new 
cathedral near our house. It is the 
same color and all.”

Forthw ith we found out tha t that 
was the very quarry from which ac
tually had come the granite for that 
very church. W hat wonderful flights 
of imagination m ight follow the trac
ing of one of those great granite col
umns, back to the rocky island in 
Maine, where the sea washes the 
shores and the fir trees watch as they 
have been doing since the Indians 
paddled by in their canoes before the 
white man came. Before there were 
even any Indians, and the strange an
imals, now extinct, lived their lives in 
the sea and air and on the land.

“W hat is the use of this so-called 
‘nature study?” ’ one m other dem and
ed of me. “W hy should I study birds 
with my son?”

Well, her son, at tw enty-tw o, has 
just graduated from college with a 
mind as tight shut as a clam; narrow, 
unintelligent, and bigoted; he has per
fectly norm al eyes but sees nothing 
of the world about him. He never 
will see; it is too late now.

The old idea of “teaching” or “tell
ing children, of pouring a lot of use
less or even useful inform ation upon 
their poor little heads, is past. The 
successful teacher draws out the child, 
seeks to find his spontaneous interests 
and answ ers his questions as intel
ligently as possible, adding just a bit 
here and there to broaden knowledge 
and quicken enthusiasm. W hen you 
discuss with him the granite, the po
tato, the brick, let him see and handle, 
talk it over, help him to think about 
the reasons and relations; supple
m enting his own thought carefully, 
interpreting truthfully, but never forc
ing his mind until it is ready.

The result of real nature study is 
real education, development of mental 
powers, broadening of mental horizon, 
opening of mind, and the sympathies. 
Developing the intellectual affections 
is what I like to think happens when 
you encourage in a child his natural 
interest in birds, bees, plants, stones, 
and running brooks, and the ways in 
which they react upon the life of man-

kind. I t  surely makes him more re
sponsive and resourceful to all that 
goes on about him, and enriches his 
happiness as long as he lives.

Prudence Bradish.
(Copyrighted 1920.)

T he Grocer’s Litany.
Deliver us 
F rom  all leaks.
From  dead beats.
From  hold-up men.
From  counterfeits.
From  chain stores.
From  laggard clerks.
From  Government sales.
From  ants in the sugar.
From  tricky wholesalers.
From  consum ers’ returns.
From  combination sales.
From  bum household scales.
From  inventories and taxes.
From  misapplied egg tax.
From  tim e-stealing salesmen. 
From  food-sampling customers. 
From  unw orthy ticket sellers. 
F rom  gift-offering competitors. 
F rom  price decline guarantees. 
From  high cost of living blame. 
From  fair (?) price of commissions. 
From  housewives’ investigations. 
From  change-borrowing customers. 
From  the gosh dinged alarm  clock.
From  discount-accepting competi

tors.

F rom  infant custom ers who “for
get w hat m am a said.”

F rom  the. woman who “can buy it 
cheaper on the next block.”

From  the party  who owes a bill 
and goes elsewhere w ith cash.

F rom  m anufacturers’ and whole
salers* pet patronage system.

From  all idiots who forget the g ro 
cers’ overhead expenses.

F rom  those who accuse him of 
hoarding sugar when his family is 
using molasses.

From  officials and o thers who figure 
the grocers’ profits on cost price.

The sign on the front o f'y o u r store 
is the link tha t connects your place of 
business with your advertising, espe
cially in the case of people who are 
s trin g e rs  to you.

C O L E M A N  (Brand)
Terpeneless

LEMON
and P ure H igh G rade

VANILLA EXTRACTS
Made on ly  by

FOOTE & JENKS
Jackson, Mich.

BLUE BELL and FOREX Peanut Butter
B lue  B ell th e  in co m p arab le , m ad e  on ly  
from  N o. 1 V irg in ia  p e a n u ts , h a n d -s o r te d  

th e  p e a n u t  b u t te r  fo r  c u s to m e rs  d e 
m a n d in g  th e  b e s t. F o rex  is  a  low  p riced  
h ig h  g ra d e  a r tic le ,  from  se lec ted  V irg in ia  
s to ck , b i t te r  sk in s  a n d  h e a r ts  rem o v ed .

BLUE BELL P E A N U T  BU TTER  CO.
Grand Rapids, ,Mich.

D istributors
B o y ian d  O ream ery  Co., A. C asa b ia n ca  &
Son , EUhs B ro th e rs  Co., H e n ry  M eyer,
M . P io w a ty  & Sons, i .  V an  W e s te n -  
B ru g g e , V m k e m u ld e r Co.

Its Superior Quality is 
recognized everywhere

C ereso ta
F lo u r

Its reputation is the best

JUDSON GROCER CO.
GRAND RAPIDS MICHIGAN
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W here O ur Coffee Im ports Come 
From .

The people of the world annually- 
consumed more than two and one- 
half billion pounds of coffee in p re
war days—enough to load a train of 
cars reaching from Philadelphia to 
P ittsburgh.

This consum ption is now nearer 
three billion pounds, and in- the U nit
ed S tates alone 42 per cent, more 
coffee was drunk during the fiscal 
year 1919-20 than in the preceding 
twelve months.

Three-fourths of the world’s coffee 
is grown in Brazil, a country tha t has 
become rich from its coffee industry 
alone. Europe and N orth America 
bear approxim ately the same relation 
to the consum ption of coffee tha t 
Brazil does to its production, these 
two continents using nearly four- 
fifths of all the coffee the world pro
duces.

Holland is the greatest coffee
drinking nation on the globe. I t 
uses 15^ pounds per capita annually, 
while we use 13 pounds, Germany 
5)4 pounds, A ustria-H ungary 2 2-5 
pounds, and the United Kingdom 
tw o-thirds of a pound. On the other 
hand, we use less than one pound of 
tea per capita, where the U nited K ing
dom uses nearly seven pounds, Cana
da is about tw o-thirds English and 
one-third American in its use of cof
fee and tea; it shows a decided pref
erence for the tea, but drinks less of 
it than the m other country, making 
up the difference with coffee. The 
Germans and the A ustro-H ungarians 
use only a negligible quantity of tea.

The coffee plant is a shrub which, 
under cultivation, grows from four to 
six feet high. In its wild state it 
grows three or four times as high as 
in its cultivated state. The dwarfing 
of the plant increases the crop and 
facilitates picking. The leaves are of 
a fresh green color; the flowers are 
white and have an odor strongly re
sembling jasmine.

The green coffee berry of com
merce is nothing more nor less than 
the seed of the coffee “cherry.” These 
“cherries” turn crimson on ripening. 
They are then picked, the pulp is 
taken off by machinery, and the two 
husks which lie between the pulp and 
the seeds themselves are removed. 
The coffee has to be thoroughly dried 
before the husks can be taken off, 
and on many plantations there are 
whole acres of concrete floors for 
this drying process.

W hen run through the m achinery 
for the removal of the husks, these 
la tter are blown away like chaff, and 
the coffee grains are run over sieves - 
so arranged as to grade them  and 
bag them according to size, ready to  . 
be shipped to the w orld’s markets.

W h e n -
W rit te n  fo r  th e  T ra d e s m a n .

W hen did you inspect your insur
ance policies last?

W hen did you last inventory?
W hen did you refresh your mind 

by comparison of profits made?
W hen did you make it a point to 

assemble your helpers in a business 
meeting?

W hen did you last encourage your 
help and say, “W ell done?”

W hen did you go carefully through 
your duplicate stock?

W hen did you last clean and polish 
show fixtures?

W hen did you last examine fire 
buckets and equipment, so if fire 
should break out you will be pre
pared to fight it?

When did you last raise the salary 
of the deserving clerks?

W hen did you last examine the 
window curtains, awnings and signs of 
your store, so they will not reflect 
on the cleanliness of your establish
ment?

W hen do you recall using paint in
side your store?

W hen last did you remove soiled 
drapery in the windows?

W hen last did you charge off a cer
tain sum for depreciation?

W hen did you last examine light
ing, telephone and heating contracts, 
and are you sure you are getting the 
best rates on all?

W hen did you last read your busi
ness journal or trade paper from 
cover to cover?

W hen did you last go over your 
books?

W hen did you exercise last, and do 
you expect the human machine to go 
on forever w ithout attention?

W hen last did you say a cheery 
word to the beggar on the corner and 
drop a dime in his battered hat?

W hen, oh when, did you forget 
business is still conducted by the 
Golden Rule?

A W inner
for

L ig h t Cars 
and T ru ck s

30 x 3)4 and 32 x 3)4

Braender Bulldog
Giant 5-Ply 

Molded Fabric Tire
Made only In th ese  tw o s izes , which  
fit 75% of all the cars in use. 
O versize, 25% stronger, molded on 
airbag, extra  heavy tread, rein 
forced side w all, require oversize  
tubes.

H ave fam ous Braender Dual N on- 
skid Tread.

A fa st seller and a m oney maker.

Michigan Hardware Company
G ran d  R a p id s, M ich .

BUSINESS WANTS DEPARTMENT
A d vertisem en ts Inserted under th is  head for five cen ts  a word th e  first 

Insertion and four cen ts a word for each subseq uent contin uous Insertion. 
If s e t  In cap ita l le tters, double price. No charge less  than 50 cen ts . Sm all 
display ad vertisem en ts In th is  departm ent, $3 per Inch. P aym en t w ith  order  
Is required, a s am ou nts are too sm all to  open accou nts.

I f  you  w a n t to  se ll o r  e x ch an g e  y o u r 
b u s in ess  o r  o th e r  p ro p e rty , no m a t te r  
w h e re  loca ted , w rite  m e. Jo h n  J .  B lack , 
130th S t., C h ip p ew a  F a lls . W isco n sin . 76

P a y  s p o t c ash  fo r c lo th in g  a n d  f u r 
n is h in g  goods s to ck s . L . S ilb e rm an . 106 
E . H an co ck . D e tro it.  566

F O R  S A L E — Sm all s to ck  o f g e n e ra l 
m e rc h a n d ise  a n d  f ix tu re s . G ood loca tion , 
sm all tow n . A d d re ss  N o. 103, c a re  M ich- 
ig an  T ra d e s m a n .______________  103

E x p e rien c e d  g e n e ra l s to re  sa le sm an , 
m a rr ie d , d e s ire s  p osition . P r e f e r  tow n  
u n d e r  5,000. R . A. B u rch , M o u n t M orris , 
M ich.________ 104

W A N T E D — E x p e rien ced  re ta il  s a le s 
m a n  fo r  fo llow ing d e p a r tm e n ts :  p a in ts , 
m ill su p p lie s , a n d  s to v es  a n d  h o u s e fu r
n ish in g . M u st be th o ro u g h ly  e x p e r ie n c 
ed, o f good c h a r a c te r  a n d  w ell re c o m 
m ended . A pply  in  ow n h a n d w ritin g . 
S ta te  ag e , m a rr ie d  o r  s in g le , ex p erien ce  
a n d  s a la ry  you a re  w illing  to  s t a r t  on 
to  p rove  y o u r w o rth . A p p lic a tio n s  n o t 
in a cco rd an ce  w ith  th e  above  w ill rece iv e  
no co n sid e ra tio n . T he  E D W A R D S &  
C H A M B E R L IN  H A R D W A R E  CO., K A L 
AMAZOO, M IC H IG A N . 105

F O R  S A L E —A B U S IN E S S  B LO C K  
c o n ta in in g  tw o  s to re s , one o f w hich  is 
W E L L  R E N T E D . S p lend id  lo ca tio n  fo r 
g e n e ra l s to re , in  th e  b e s t  to w n  o f i ts  
s ize  in M ich igan . P r ic e , $5,000; te rm s . 
$1*000 c ash , b a lan ce  on e a sy  te rm s . D r. 
D ra k e , B re ck e n rid g e , M ich. 106

W A N T E D —A lad y  c le rk  to  ta k e  c a re  
o f d ry  goods d e p a r tm e n t in a  g e n e ra l 
s to re . M u st h a v e  ex p erien ce . A d d re ss  
No. 107, c a re  M ich igan  T ra d e s m a n . 107

F O R  L E A S E —L A R G E  S T O R E  B U IL D 
IN G * in  one o f M ich ig an ’s  b e s t ru r a l  
to w n s, on S ta te  t ru n k  line h ig h w a y  a n d  
ra ilro a d . T ow n is  a  fix tu re  w ith  fine 
ru r a l  a g r ic u ltu ra l  school. H a s  tw o  n ew  
saw  m ills  a n d  o th e r  in d u s tr ie s . C lo th in g  
d ry  goods a n d  sh o es  e sp ec ia lly  need ed . 
A d d ress  No. 108, c a re  o f M ich igan  
T ra d e s m a n . io s

f o r  S A L E —G en era l s to re , s to ck  a b o u t 
$3,500. In  r ich  fa rm in g  co m m u n ity . 
S m all tow n  on  B u rlin g to n  R a ilro a d  in  
N o d aw ay  C o u n ty , M issouri. E ig h t m iles 
J0 n e a r e s t  tow n . W ill se ll s to ck  a n d  
b u ild in g  to g e th e r  o r  s e p a ra te .  A  b a r 
g a in  if ta k e n  soon . A d d re ss  H a r ry  H e n -
n igh , A rkoe , M issou ri. 109

H AY—-A L L  G R A D E S, a n y  q u a n ti ty ,  
d e liv e red  a n y w h e re . L e t u s q u o te  you 
p ric e s. O r we w ill buy . W . A. B U N 
T IN G  & CO., J a c k s o n , M ich. N u m ero u s  
b ra n c h  offices. ilO

C ash  b u y e r o f g e n e ra l s to re s  o r  p a r ts .  
N o th in g  too  la rg e  o r  sm all. A d d re ss  N o. 
i l l , c a re  M ich igan  T ra d e sm a n . I l l

F o r  Sale—M ea t m a rk e t do ing  good 
b u s in ess , on ly  shop  in tow n . E x c e p tio n a l 
ch an ce  fo r som eone . I f  you a re  in te r 
e s ted , ta k e  th is  up  w ith  us. M u st be 
so ld  a t  once. H e rre n  B ros ., T h o m p so n - 
v ille , M ich.______________  95

F o r  Sale—C h an d le r & P r ic e  10 x  12 
G ordon fo r $200. In  u se  e v e ry  d ay , b u t 
w ish  to  In s ta ll la rg e r  m ach in e . T ra d e s 
m an  C om pany .

W a n te d - B u s in e s s  in v e s tm en t, M ich i
g a n  o r  a n y  M id d le -W est s ta te ;  re ta il  
g e n e ra l m e rc h an d ise , c o n fec tio n e ry  o r  
d ru g  s to re , o r  m a n u fa c tu r in g  b u sin ess . 
G ive p a r tic u la rs  a n d  p rice . A d d re ss  No. 
9b, M ich igan  T ra d e s m a n . 96

CAS H R E G I S T E R S
R E B U IL T  C A SH  R E G IS T E R  CO. 

(In c .)
122 N o rth  W ash in g to n  A ve., 

S ag in aw , M ich.
W e b u y  sell a n d  e x ch an g e  r e p a ir  an d  
re b u ild  a ll m ak es .
P a r t s  a n d  su p p lie s  fo r  a ll m ak es .

* ° I ,  Sale— F he b e s t  g ro c e ry  b u s in e ss  In 
th e  T h u m b . L o ca tio n  c e n tra l, n ice  lig h t 
s to re . R e n t re a so n ab le . O. B. Griffin 
V a ssa r , M ich. gg

FO R  S A L E —H o te l p ro p e r ty  a t  H u d so n - 
ville , M ich igan , S team  h e a t ,  w a te r , 
lig h ts , e tc . G ood lo ca tio n ; m ore  b u s i
n e ss  to  be h a d  th a n  c an  be ta k e n  c a re  
of. F in e  o p p o rtu n i ty  fo r r ig h t  p a r ty .  
F o r  f u r th e r  p a r t ic u la rs  in q u ire  o f F . F . 
M cE ach ro n , S ta te  B an k , H u d so n v ille , 
M ich. B o th  ph o n es. 99

A T T E N T IO N  M E R C H A N T S —W h en  in  
n eed  o f d u p lic a tin g  books, coupon  books, 
o r  c o u n te r  p ad s, d ro p  u s  a  c a rd . W e 
can  su p p ly  e i th e r  b lan k  o r  p r in te d . 
P r ic e s  on ap p lic a tio n . T ra d e s m a n  C om - 
V>any, G ra n d  R ap id s.

If  you a re  th in k in g  o f g o in g  In b u s i
n e ss , se lling  o u t o r m a k in g  a n  e x ch an g e , 
p lace a n  a d v e r tis e m e n t in  o u r  b u s in e ss  
ch an c e s  co lum ns, a s  i t  w ill b r in g  you  in  
touch  w ith  th e  m an  fo r w hom  you  a re  
look ing—T H E  B U S IN E S S  M AN.

DON’T SACRIFICE YOUR STOCK. 
LET US CONDUCT A SPECIAL  
SA LE FOR YOU. YOU W ILL  
HARDLY BELIEV E T H E R E SU LTS. 
A W O N D ERFU L SU R PR ISE  AW AITS  
YOU.

TH R EE  STAR SALE SYSTEM  
253 E. Main S t., Jackson, Mich.

I* o r  Sale—S to ck  o f g e n e ra l m e rc h a n 
d ise  co n s is tin g  o f g ro ce rie s , d ry  goods, 
m e n 's  fu rn ish in g s , ru b b e r  fo o tw ear. W ill 
sell o r  r e n t  b u ild ing . A m ig h ty  good 
p ro p o s itio n  to  th e  r ig h t  p a r ty .  W . W . 
A lm ond, D an sv ille , M ich. ' 89

F O R  S A L E —G en era l s to re . B een  in 
b u s in ess  n in e  y e a rs  a n d  hav e  good 
GOIN G  B U S IN E S S . L o ca ted  in one o f 
th e  B E S T  FA R M IN G  T O W N S in M ich
ig an . $8,000 to  $9,000 s to ck . W ill sell 
bu ild in g  o r  re n t .  I w a n t to  r e t i r e  to  
c o u n try  life  a s  I am  sing le . F o r  fu r th e r  
in fo rm a tio n  a d d re ss  A be K offrnan . O w en- 
da le . M ich.______  92

W ill p ay  cash  fo r w hole s to re s  o r  p a r t  
s to ck s  o f m e rc h a n d ise . L ou is  L ev ln so h n , 
S ag inaw , M ich. 998

B A N IS H  T H E  R A T S—O rd e r a  c an  of 
R a t a n d  M ouse E m b a lm e r a n d  g e t r id  of 
th e  p e s ts  in one n ig h t. P r ic e  $3. T r a d e s 
m a n  C om pany , G ran d  R ap id s, M ich igan .

180 a c re  im proved  fa rm  n e a r  C ad illac : 
40 n e a r  H o lland  e x ch an g e  fo r g e n e ra l o r 
h a rd w a re  s to ck  o r re n ta b le  p ro p e rty . 
R eed  R ea lty  Co., C arsonv ille , M ich. 84

WEBER FLOUt M AIS CORPORATION :  
SA U N A , KANSAS. 'v. 3./U Z

W. S. CANFIELD FLOUR CO.
205 Godfrey Building 

G R A N D  R A PID S, MICH.
Cit 65618 Wholesale Distributors Bell M 146

eVEREADY
STORAGE BATTERY

PEP
G uaranteed  years 

and a size for
M ea t C u tte r  W an ted —F o r  good re ta i l  

s to re  in  S o u th  C e n tra l M ich igan  to w n  
o f a b o u t 1,000 p o p u la tio n . W rite  e x 
p e rien ce  a n d  s a la ry  w a n te d  to  F . A. 
L oom is, 225 N o rth  M ich igan  A ve., C h i
cago , 111. 100

G E T  OU R P R IC E S —on c o u n te r  sa le s  
books a n d  c re d it  re g is te rs .  B a t t le  C reek  
S a les  B ook Co., B a t tle  C reek , M ich. 102

YOUR car
SH E R W O O D  H A L L  CO., LTD .,

D istributors
Local Service Station, 

Quality T ire S h o p ,.
117 Island S treet,

Grand Rapids, M ichigan.
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CANNED FO O D S M A R K ET.
An expansion in the demand for 

canned foods would ordinarily be ac
cepted as a favorable sign, but while 
there is more business under way now 
than formerly the situation is even 
more distressing, for a grow th in 
sales merely tells half of the story. 
The reason behind this movem ent is 
the key to the m arket situation. 
Goods are selling better because 
prices are more favorable to the buy
er and less to the packer or seller. 
D isregard to the cost and probable 
replacem ent value later on are lost 
sight of in an effort to keep the m ar
ket in motion. The entire line is in 
the same position w ithout a single 
exception. O rdinarily declines in the 
past have led to a point where a 
speculation or at least a legitimate 
buying ahead for legitimate trade 
wants has occurred, but so far in the 
present m arket no such point has 
been reached, and there has not been 
any strengthening tendency to coun
teract the universal effort on the part 
of the buyer to put the m arket lower. 
No one so far has been a heavy bene
ficiary following the declines, for re 
tail prices in many stores are still at 
high levels and consumption ha's not 
felt the impetus of lower prices. T o
m atoes can be secured on spot to 
better advantage than at factory 
points by reason of the rejection of 
shipments on contracts on point of 
quality, technically, but probably in 
reality on account of prices. W hile 
some concessions have been made to 
the buyer by the packer to make his 
sale stick, other lots are turned down 
and they are forced to sale. The 
buyer is able to pick and choose what 
he wants on spot, and because he is 
not in urgent need of goods he can 
get all he wants. This has kept the 
m arket in a constant state of weak
ness, with irregular values obtaining. 
Added to the troubles of the seller 
is the fact tha t brokers often quote 
below the generally accepted prices, 
and even if they cannot deliver the 
goods, they create even greater weak
ness than would otherwise prevail.

L IN E N  M A R K E T ~U PSET .
The linen trade is still upset by re

ductions and rum ors of reductions. 
In the minds of some of the m er
chants the distribution possibilities 
for one complete season have been 
lost, while in the minds of others 
there is a wider opportunity for busi
ness at the reduced quotations than 
there has been for a number of years. 
There is some business passing with 
the stock houses, but few new orders 
are going across to Belfast.

One of the shocks from which the 
trade is still suffering is the revision 
of the minimum yarn list by the spin
ners in Belfast early this month, after 
the trade had thought that the July 
revision was fixed and guaranteed 
until May, 1921. American im porters 
who have been looking over their cor
respondence relative to that first 
downward revision find that many 
references to it are qualified to the 
effect that the full acceptance of the 
list was contingent upon further ac
tion. It was first published in the 
official trade ppaer of Belfast as the 
“suggested” minimum list. The de

scription was later changed to “fixed” 
minimum list, and it ran unchanged 
and apparently undenied in that form 
for alm ost two months.

Report of the fact that shipment of 
goods from Belfast was being held up 
by request of the im porters on this 
side, which has been previously noted 
in these columns, does not in every 
case mean that the American buyer is 
sidestepping his responsibility in ac
cepting and paying for w hat he has 
ordered. I t  is explained in some in
stances by the fact that delay of a few 
weeks may effect a saving in the im
port duty paid here. These duties are 
levied on the basis of the Belfast m ar
ket at time of shipment, and the pros
pect of a decline there in harm ony 
with the reduced yarn list, makes 
many im porters here anxious to bene
fit by the difference, and willing to 
wait a few weeks if necessary.

SC H EM ER S ON T H E  RUN.
It naturally affords the Tradesm an 

much pleasure and satisfaction to 
realize that it has gotten the Peer
less Talking Machine Co. swindlers 
on the run and thus served its m er
cantile friends another good turn— 
probably saving them not less than 
$100,000 in cash, besides the annoy
ance and disgust they would feel 
every time they looked at the ma
chines which were the innocent cause 
of their discomfiture.

It is not a pleasant duty for the 
Tradesm an to go after men of this 
stripe and expose their nefarious 
schemes to atem pt to extort money 
by disreputable and dishonorable 
methods, but it is a duty neverthe
less and in pursuance of this policy 
the Tradesm an has saved the m er
chants of the Middle W est millions of 
dollars during the past thirty-eight 
years.

T H E  O B N O X IO U S W O RD .
N otw ithstanding their agreem ent to 

discontinue the use of the word “con
current” in their riders, the stock in
surance companies are again putting 
out riders containing »this obnoxious 
term.

T he Tradesm an advises its readers 
to refuse to accept any policy having 
this word in the rider. U nder exist
ing conditions no harm would prob
ably come to the average policy hold
er who holds a policy with the super
fluous word, but its presence in the 
policy gives the unscrupulous adjuster 
a license to ham m er down the am ount 
due the insured.

U N E M PL O Y M E N T  IN C REA SES.
While there are no adequate statis

tics of the changes in employment 
that occur from week to week there 
is abundant evidence that the volume 
of unemployed is steadily increasing. 
There are many trades about which 
little is said in the daily press where 
large numbers of w orkers have been 
turned off, wholly or in part. The 
situation is regarded by the agencies 
who give such m atters their continu
ous attention as becoming increasing
ly acute.

William Foote, form erly engaged 
in general trade at Cedar Lake, has 
re-engaged in the grocery business 
at tha t place. T he W orden Grocer 
Company furnished the stock.

General Conditions in W heat and 
Flour.

W ritte n  fo r  th e  T ra d e s m a n .
Foreigners are beginning to buy 

our wheat again and this coupled 
with the tendency of the farm er to 
hold his wheat for higher prices is 
causing values to go higher. In fact, 
December wheat advanced 10c a 
bushel yesterday and is higher again 
this, morning.

From  a statistical standpoint, wheat 
has been in a very strong position 
right along. Every bushel of our 
wheat will be wanted before another 
harvest is here.

The Chicago Trade Bulletin esti
mated the stocks of wheat after Oc
tober 1 available for export during 
the next nine months and for carry
over to July 1, 1920 amounted to 235,- 
000,000 bushels. If we carry over the 
same am ount of wheat next year as 
we did this year, about 150,000,000 
bushels, tiiere will be only 85,000,000 
bushels available for export during 
the next nine months.

If foreigners continue to buy wheat 
as freely as they have, this will hardly 
be a “drop in the bucket.” Many 
well informed grain people are ex 
pressing the opinion that wheat has 
struck bottom  for the crop; that it 
will not go below $2 again this year.

Germ any’s requirem ents will be 
considerably in excess of the 40,000,000 
bushels estimated she will use, but 
with the present rate of exchange, 
Germany will not be able to provide 
herself with all the wheat she really 
needs. The German mark at the pres
ent time is w orth only about 1-12 its 
pre-war value, so it can be readily 
understood that while our price is 
not high in U nited States money, it 
is exorbitantly high based on the 
value of the German mark to the Ger
man people.

The same condition is true in a 
measure with reference to France, 
England and Belgium; although, they 
are better off financially than Ger
many.

Approxim ately 1,500,000 bushels 
have been sold for export to Great 
Britain this week so far and around 
1,000,000 bushels to France, so it 
will be seen the m arket from that 
standpoint appears to be in a very 
strong position and higher prices 
probable. On the other hand, how
ever, we have been im porting large 
quantities of wheat from Canada. It 
is estim ated 40,000,000 bushels have 
come into the U nited States from that 
source, and every bushel imported, of 
course, increases our supply just that 
much.

Canadian mills are still under-sell
ing American mills, and Canadian 
wheat can be purchased at a lower 
price than the American product, but 
undoubtedly these conditions will not 
continue very much longer.

A nother bearish factor is the lack 
of buying in volume by domestic 
trade. The flour buyer is hesitating 
because of his experience with sugar 
and other products. The larger buy
ers are purchasing one casload where 
they norm ally buy ten this time of the 
year. The same thing is true with 
the retail m erchant, who is buying 
one barrel where he buys ten norm al
ly, and the consum er is following the 
same course of action, buying only

in a hand to mouth fashion. Even 
the farmer, who has been in the habit 
of buying his year’s supply of flour 
in the fall, is purchasing this year 
in % and l/ \  barrel lots at a time.

In this respect the farm er is rather 
illogical, as he is holding his wheat 
for $2.50 to $3 expecting it to advance, 
at least hoping it will, yet still refuses 
to buy flour except in a very limited 
way because of the possibility of its 
being lower. Even a novice knows 
that flour cannot decline if wheat ad
vances.

The producer is holding his wheat 
in accordance with the suggestion 
made by farm organizations and if 
there were a good domestic demand 
for flour and export busines should 
hold up too, there is no question but 
that he would be able to realize a 
much better price on wheat than it is 
bringing at the present time, but the 
producer must not only hold his wheat 
to create a higher value; there must 
be a demand for that wheat.

There is no gainsaying the fact that 
wheat is selling too cheaply based on 
the cost of producing this crop and 
world supplies of wheat and flour. In 
fact, Jam es A. Patten in a recent let
ter to a Toledo broker stated, “I was 
inclined to be bullish on the ground 
that the demand was greater than the 
supply, but it has turned out that I 
was wrong. The general pessimistic 
feeling that has prevailed all over the 
country regarding every article has in
vaded the wheat pit,” etc.

So it will be seen tha t the farm er is 
not only up against a very slack do
mestic demand for his product on ac
count of the slack demand for flour, 
but also run into a deflation period 
when the prices of all commodities 
are declining.

It is true, however, that the Ameri
can people are going to need ju s t as 
much flour this year as last year; in 
fact, more, as there are more of them, 
and although they may continue to 
buy in a hand to mouth way, if the 
farm er really sits tight and holds his 
wheat, we will very likely see con
siderably higher prices, but in our 
opinion, heavy domestic flour buying 
must develop to force the price of 
wheat to $3, the figure the producer 
has stated he must have for his grain.

Conservatism should still be prac
ticed; although, sentim ent is changing 
from the bearish to the bull side on 
both wheat and flour, and the trade 
should watch conditions very closely. 
It may be flour is selling right now as 
low as it will on this crop; it is pos
sible that considerably higher prices 
may prevail. Lloyd E. Smith.

An old fable tells how the monkey 
coaxed the cat to pull hot roast chest
nuts out of the fire. T he monkey 
ate the chestnuts and the cat licked 
sore paws. Many an honest working 
man has been“ burnt” by being a 
cat s paw” for some smooth guy who 

was too clever with his tongue to 
work with his hands.

No m atter how much you know 
about your business, pretty  nearly 
every custom er can tell you som e
thing about it that you don’t know.

Ten minutes at the close of each 
day in solitude, quietly sizing up your 
actions of the day, will help a lot.



We Create the Demand
D uring  the  la s t tw en ty  years we have spen t m illions 
ot do llars c rea tin g  a dem and for

Shredded W heat Biscuit
bu t m uch of th e  m oney spen t in ad v ertis in g  is w asted  

unless we can be sure of the  co -operation  of ou r five 

hund red  thousand  d is trib u to rs  in all p a rts  of th e  
U n ited  S ta tes and  C anada. A  pu re , clean, w hole

some w hole w heat p roduct, com bined w ith  a fa ir- 

se lling  policy , have  insured  th e  co-operation  of ou r 
d is tribu to rs . S h redded  W heat is now  th e  s tan d a rd  

cereal food of th e  w orld , ea ten  in all countries and  in 
a ll climes.

M A D E  O N L Y  B Y

The Shredded W heat Company, Niagara Falls, N. Y.

ASK YOUR JOBBER FOR

Hart Brand Canned Foods
HIGHEST QUALITY

Our products are packed at seven plants in Michigan, in the finest fru it and vegetable 
belts in the Union, grown on lands close to the various plants; packed fresh from the fields 
and orchards, under highest sanitary conditions. Flavor, Texture, Color Superior.

Quality Guaranteed

The HART BRANDS are Trade Winners and Trade Makers
Vegetables—Peas. Corn, Succotash. Stringless Beans. Lima Beans. Pork and Beans, Pumpkin. Red 

Kidney Beans, Spinach, Beets, Saur Kraut, Squash.
Fruits: Cherries, Strawberries, Red Raspberries, Black Raspberries, Blackberries, Plums, Pears, Peaches.

W. R. ROACH & CO., Grand Rapids, Mich.
Michigan Factories at

HART, KENT CITY, LEXINGTON, EDMORE, SCOTTVILLE, CROSWELL, NORTHPORT



B U Y  F R O M  T H E  N A V Y

SPECIAL PRICES
FOR AT ONCE ORDERS ONLY

T h e  offers som e exceptional values for im m ediate acceptance. T hese goods a re  all
m ade in accordance w ith  the  rigid specifications required by  the  N A V Y  and a re  guaran teed  
to  be  in good condition.

Sam ples m ay  be seen a t any  of th e  N A V Y  Y A RD S, addresses of w hich are  given below , or 
sam ples w ill be  sen t upon receipt of prices specified for sam ples in th is advertisem ent.
P urchasers are  requested  to  m ake  a  physical exam ination  of the  actual m erchandise w h er
ever possible. A ll goods are  sold as is. P rices nam ed are  for goods f. o. b. po in t of loca
tion and  a re  sub ject to  change w ithou t notice. A ll goods are  offered sub ject to  p rio r sale.
T E R M S: 10% w ith  order (checks m ust be  certified) rem ainder w hen sh ipm ent is m ade.

MINIMUM ORDER A C CEPTED OF A N Y  ONE COMMODITY IS $ 250 .00

BLANKETS

627 Eaçh
net

Approximately 150,000 blankets, 
strictly all wool, size 66 x 44, colors 
light and dark grays, weight about 4̂ 2 
lbs. each. These blankets are all new, 
clean, made of high grade first quality 
wool, have no raw edges and no seams. 
They are offered at this special price 
for a limited time only. The retail value 
is easily $20.00 per pair.

Price for sample blanket $2.23 and 
postage. No order for less than $250.00 
will be accepted at the net price*

MELTON
YD.
N E T18 oz —  54 in., $3.25

18 oz. 54 inv all wool Melton and K ersey; color, 
navy blue. 'T h e se  c loths w ere made by W en 
dell & F ay, Farnesw orth &  T alm adge, R ickett 
& Shaw , A m erican W oolen Mills and Phoenix  
Mills. No order for less than $25G.OO w ill be 
accepted .

80 YD■ N E T
30 oz. 54 in. all wool Melton and K ersey; color, 
navy blue. T hese c lo th s w ere m ade by R ickett 
& Shaw , The D uval, A m erican , Phoen ix, W or- 
umbo and Milbrook Mills. Only high grade  
w ools w ere used .n th e production of th ese  
fabrics. M anufacturers o f ladies su its  and 
coa ts, as w ell a s m anufacturers of m en’s  ap 
parel, should purchase liberally of th ese  cloths. 
No order for less  than $250.00 w ill be accepted . 
Sam ple sen t on request.

30 oz.— 54 in.

ARCTICS
Six Buckle $2.50 Pair
Su bject to Table o f D iscou nts for Q uantity  

Purchases
75,-000 pair of S ix  Buckle All Rubber A rctics  
lined front and back w ith  heavy wool lin ing, 
sizes from 6 to 12.
Prices for sam ple arctics, $2.50 per pair and 
postage.
No order for less than $250.00 w ill be accepted .

UN DERW EA R

200.000 undershirts o f 50% Merino w ool; h e a v y -'  
w eigh t; color, gray; pu ll-over sty le  w ith  double 
th ick n ess breast and back; fu ll length s leeves  
w ith ribbed cuffs.

Price, $1.25 Each
2010.000 pairs o f draw ers o f 50% M erino w ool; 
heavy w eigh t; color, gray; m ade in regular  
com m ercial sty le ; ribbed an k lets  and double 
crotch , pearl button trim m ed.

Price $1.25 Pair
The above underw ear Js packed fifty  garm ents  
to  a bale, 25 sh ir ts  and 25 draw ers; s ize s  as  
follow s: D raw ers. 5-32, 10-34, 7-36, 3-40. U n 
dersh irts: 5-34, 10-36, 7-38, 3-42. T h ey  are 
packed in burlap bales w ith  s tee l bands and are 
protected by h eavy  w rapping paper.
No order for le ss  than $250.00 w ill be accepted . 
Price for sam ple garm ent $1.25 and postage.

DISCOUNT TABLE
For Q uantity P u rchases o f A rctics  or 

U nderwear
and over— 2 per cen t discount. 

tnSSS'SS an  ̂ over— 5 pCr cen t discount. 
oe’nSS’SS an 5 0Ver— 10 per cen t discount. 
KnnnS'SS an *i 0Ver—15 per cen t discount. 50,000.00 and over—20 per cen t discount.

Prices F. O. B. point of location are subject to change without notice.

Send your orders to 
SENIOR MEMBER,

Board of Survey, Appraisal and Sale at any of the 
follow ing addresses:

Navy Yard, Boston, Mass.
Navy Yard, Philadelphia, Pa.
Navy Yard, Charleston, S. C.
Navy Yard, M are Island, Calif.
Navy Yard, Puget Sound, W ash.
Navy Yard, W ashington, D. C.
T hird  Naval D istrict, F leet Supply Base,

South Brooklyn, N. Y. 
Naval Training Station, G reat Lakes, 111.
Navy Yard, N orfolk, Va.

B U Y  F R O M  T H E  N A V Y


