
T hirty-E ighth  Y ear  G R A N D  R A P ID S , W E D N E S D A Y . J A N U A R Y  5 . 1921 N u m b er 1 9 4 6

LIFE’S GAME
Life's not a question of lose or win,
It's simply a matter of just dig in.
It's as rosy to pull as it is to balk,
Success isn't built upon idle talk»
Loosen your collar and buckle in
With your jaw set hard and a forward chin.
Never a moment under the sun,
But millions of tasks are unbegun.
Comfort and ease, wealth and fame,
Are waiting ahead for you to claim*
Get into the game and play your part,
This is the minute to make your start.
Step to the plate and try for a clout,
A one-base hit beats an easy out.
A man can do what man has done,
And there's room at the top for everyone.
Tackle the job and wade right through it.
This is the moment to start to do it.
A slacker never gets much reward,
Runs that are in are the ones that are scored* 
Enter the battle with vigor and zest,
Tighten your belt and do your best.
Pull from the mob—why follow the throng? 
Forget the loafer, he'll trail along.
A battle lost is never a sin
If you fairly and squarely tried to win.
When the whistle blows on the final day,
And you’re up at the window awaiting your pay, 
'Twill matter not if you've lost or won,
If you've played the game, not just looked on.

Orrin A. DeMass.
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Fleischmann’s Yeast for Health
is one big opportunity.
Through mi .izines and newspapers the story 
of YEAST FOR HEALTH is being told your 
customers—creating a demand that means bet
ter business—bigger profits—prosperity.
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STATUS OF W OM EN BUYERS.
In a wholesale house the other day 

was a girl, young, pretty  and well 
dressed, who might have been a 
daughter of some member of the firm 
making a casual call, but she was not. 
She was the buyer for a departm ent 
in a big Michigan dry goods store. 
W omen buyers are no novelty, al
though perhaps the num ber does not 
increase as rapidly as m igh t be ex
pected. Noticeable in many of those 
coming in recently is their youth. 
Buying is strenuous, the wholesale 
people say, and the younger women 
have good nerves. So have the older 
women who have worked up in the 
business. One house says the women 
buyers who patronize it range in age 
from 19 to 60.

There is a large increase in women 
buyers in the women’s ready-to-wear 
trade, which was form erly handled 
entirely by men, but in women’s fancy 
goods departm ents, where women 
buyers might be supposed to monopo
lize the field, from  70 to 80 per cent, 
are men. Buying is a business in 
which, in the higher branches, the 
women’s salaries are as good as the 
men’s and that is very good.

I t is only within about the last fif
teen years that the woman buyer has 
made a place for herself. Previous 
to that it was rare to see a woman 
buying in a wholesale house. W hen 
they first began to appear each one 
was considered a rara avis, too much 
could not be done for her, and she 
expected a great deal. W hen she 
came to a big city to buy there was 
not a theater which was allowed to 
escape her, and she could have dined 
three times a day if it had been pos
sible.

One young woman of those first 
days, when things grew monotonous 
and she felt dull, allowed herself to 
become engaged from  time to time. 
These were not bona fide but paper 
affairs. She sent out notes announc
ing her engagem ent to H arry  Jones 
or Charlie Brown, or let it slip out 
in conversation with her friends, and 
as she was pretty  and popular, the re

sult was a shower of presents, most 
of them very well w orth while. One 
drum m er who traveled the young 
lady’s route said that he had sent her 
at least three sets of presents for as 
many different engagements.

But with the coming of more wo
men into the field and the standard
ization of the business this frivolity 
has passed away, the wholesale men 
say, and women buyers are treated 
like the men. If they are taken to the 
theater once or twice or to dinner it 
is a personal m atter, more or less, a 
pleasant thing to do because they are 
alone in the city, but not a m atter of 
business.

W OOL AND W OOLENS.
W ool prospects during the past 

week were no worse than they have 
been for a long while, and there was 
even some indication of betterm ent. 
The auction sale of Government own
ed wools held in Boston on T hurs
day was rather successful. Most of 
the offering consisted of low-grade 
m aterial and was bought by carpet 
m anufacturers. The most gratifying 
circumstances of the auction was that 
everything offered was sold and the 
announcem ent was made that another 
sale would probably be arranged for 
this month. Abroad, in Great B rit
ain, A ustralia, New Zealand, South 
America and South Africa, efforts 
are being made to get rid of the vast 
holdings of wool in some way so as 
not to break prices. It is being found 
a difficult problem. Serious consider
ation is still given to the proposition 
from A ustralia to take out of the 
hands of the British governm ent the 
large quantity it has under contract, 
so that the material can be gradually 
sold. The British W ool Federation 
has approved the scheme, but it looks 
like an alm ost impossible one to 
carry out because it involves the ty
ing up of a large am ount of capital 
for a long time. The Census Bureau 
report of the operations of woolen 
mills on Dec. 1, issued last Thursday, 
is not very prom ising as regards wool 
consumption, the percentage of idle 
machinery being 51.2 and 44 8 on 
wide and narrow  looms, respectively. 
A reduction is shown on looms, 
cards, combs and spinning spindles 
of all kinds as compared with Nov.
1. There are more signs of activity 
in the domestic goods m arket, al
though it will be the middle of the 
month before the clothing manufac
turers are fairly under way for the 
spring business. No dates have yet 
been set for the next heavyweight 
openings, but it is deemed probable 
that those for overcoatings will not 
be long delayed. Suitings will not be 
shown for quite a while. The trade 
in dress goods shows signs of pick^ 
ing up.

DRASTIC CUTS IN COTTONS.
At the close of 1919 spot cotton was 

selling at over 39 cents and enthus
iasts were predicting 50 or even 60 
cents as a “fair” price to be had for 
it in the near future. The end of 
1920 showed a reduction of 25 cents 
a pound for the material and with a 
decidedly curtailed demand from what 
was expected. The idea prevailing, 
a year ago was tha t all European 
nations, especially the central powers, 
would rush in to secure supplies 
which had been so long withheld 
from them and tha t the demand would 
be greater than what could be fur
nished. But nothing of this kind has 
happened, and even the domestic 
consum ption has been curtailed. 
There is yet hope that a wider ex
port m arket will be developed by 
means of financing foreign credits, 
and it is safe to assert that the do
mestic mills will soon be using more, 
now that the period of curtailm ent of 
production seems approaching the* 
end How great tha t reduction has 
been is shown by the fact that in No
vember the consumption of cotton 
in those mills was only about 332,000 
bales. The w'age cut in the mills 
seems to have been accepted by the 
workers, and this has enabled the an
nouncement of very sharp reductions 
in the prices of fabrics, particularly 
those of finished goods like ginghams, 
chambrays and tickings. The leading 
factor in these lines has given out a 
new price list showing cuts of 35 per 
cent, on top of others made in Sep
tember. Fabrics are now from 20 
cents or more a yard less than they 
were in the early part of last year. 
These cuts indicate an intention on 
the part of mills to do business. And 
it is safe to assume that they will 
meet with a liberal response, as it 
seems likely that the prices now put 
forward are as low as they are apt 
to be for some time to come. They 
are designed as a bait for the buyers 
who are to be in town this week. 
O ther m anufacturers prom ptly met 
the cuts. Knit goods men expect 
business to start in during the pres
ent week and have made preparations 
accordingly.

MORE GERMAN W HINING .
To many, the lugubrious and pes

simistic report on Germany’s foreign 
trade, issued by the H am burg Cham
ber of Commerce early in the past 
week, must have come som ewhat as 
a surprise. Prospects in Central and 
South America especially are regard
ed in tha t report as exceedingly bad. 
In them, it is said, German firms are 
finding it alm ost impossible to re
sume business, which, it is added, is 
now going largely to American con
cerns. From  the whole tone of the

jeremiad one would suppose tha t the 
Germans had expected to resume 
business relations with the world ju st 
where they left off when they started  
their march through Belgium. To 
their apparent surprise, however, their 
form er customers are not welcoming 
the German brutes with open arms. 
The latter learned some things in the 
interim. One of them was that, aside 
from mere initial cheapness, the Ger
man goods in general had little to 
commend them. They were invariably 
cheap im itations of those produced 
in other countries, because the G er
man people are utterly  devoid of orig
inality or honesty, and the imitation 
goods invariably included counterfeit 
trade marks. During the long con
tinuance of the war the peoples of 
Latin America had the opportunity of 
getting the originals and found them 
much superior in wearing quality. But 
the German traders are very persist
ent and resourceful and they have 
plenty of their own nationality in the 
countries mentioned who are in terest
ed in helping out their com patriots. 
As a m atter of fact, according to what 
American consuls report, the Ger
mans are making very fair progress 
and are not in nearly as bad shape 
as the H am burg statem ent makes 
them. It may be that the German 
Chamber of Commerce report is real
ly intended as propaganda designed- 
to secure better term s from their con
querors. This would seem indicated 
from the declaration that “w ithout re
vision of the V ersailles T reaty it will 
be impossible for Germany to arrive 
at her normal economic and political 
condition.”

MATRIMON Y TRIUM PH ANT.
One loses patience with those who 

claim that feminism is wrecking 
homes and the institutions of m atri
mony. The subject must be approach
ed broad-mindedly and not in a jaun
diced and dyspeptic mood, and bach
elors should not in the least lose con
fidence. No real man is a misogynist. 
Not to like woman is not to be a man.

The American housekeeper is still 
the best in the world. In comfort, in 
smooth running of household m a
chinery, in good food and drink, in 
lavish and luxurious hospitality we 
are nowadays in a class by ourselves 
in the m atter of housewifery. One 
may no longer be a constant w or
shipper at the shrine of blue eyes, 
pink cheeks, golden hair and the en
shrouding m ystery of skirts, but one 
knows that the best women are nobler 
than the best men and tha t the best 
men may still kneel to the best wo
men. H eroines and angels among 
women fortify themselves in sanctu
aries to which very few if any me i 
have the key. Every good girl has 
the making of a heroine. All she 
needs is the opportunity.
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Deflation of Prices H as Several 
Angles of Exception.

There is something em inently un
fair to the breakfast food manufac
turers in the observation contained in 
a report of the M assachusetts Special 
Commission on the Necessaries of 
Life, when it says:

N otw ithstanding the reduction in 
price of grains, there has been no 
reduction in packages. These prices 
are maintained at the highest point 
in spite of agitation. Dealers now 
report a declining demand. The cus
tom of price fixing on food products 
may bring about another strike on the 
part of the public.

W ithout the slightest disposition to 
defend price fixing or the maintenance 
of high levels of price, the selection 
of a specialty for an observation like 
this is neither fair to the specialty 
m anufacturers nor a truthful basis on 
which the consumers should form 
their opinions.

As a m atter of tact the specialty is 
not, never was. never will be a “nec
essary of life.” and specialty men rare
ly, if ever, have so represented it. It 
is frankly presented as a high grade 
product, presumably made of selected 
materials and more o r less elaborately 
manufactured. It carries with it the 
guarantee of its permanence and relia
bility. and if the consum er does not 
care to buy the specialty he is under 
no compulsion to do so, because most 
specialties are practically duplicated in 
bulk products not carrying an identi
fying brand name.

To accuse specialty m anufacturers 
of unnecessarily advancing prices is 
quite unfair because it does not take 
into consideration the fact that dur
ing a large part of the war specialty 
m anufacturers were struggling at 
their own sacrifice to keep the price of 
their products down. Stability of 
price is a large asset to specialty man
ufacturers; they very much dislike to 
either advance or reduce an estab
lished price; it upsets all their calcu
lations as well as those of the dis
tributors. For this reason prices on 
specialties are usually set on a fair 
average which will take care of sharp 
advances in raw material as well as 
reasonable declines.

In many specialties the raw m ater
ial is by no means the dominant fac
tor of price; m anufacturing costs, 
sales expense, advertising, packaging 
and maintained profits being quite as 
im portant as the cost of raw material. 
In the early part of the war when 
bulk products, especially grains, were 
"kiting” to dizzy heights specialty 
men took their losses in the hope that 
the increase in their m aterials was 
tem porary. In the long run it con
tinued sufficiently to require them to 
either advance prices or reduce the 
size of the package, but neither of 
these was a popular move. The de
clines in bulk m aterials in recent 
m onths have been so precipitous that 
few m anufacturers of specialties 
could think of prudently reducing 
costs until raw materials had struck 
a fair and perm anent level, which 
could be depended upon for m onths 
ahead. A rapid decline would be un
fair to the trade and perhaps offer 
false hope to the consumer.

Specialties are not creatures of the 
m om ent and sales campaigns are not 
based upon rapid fluctuations, nor ex
penses of advertising policy and sajes

methods, but ra ther upon definite prin
ciples looking toward continuity and 
stability. Besides, raw m aterial is 
stocked far ahead of actual uses. Even 
if food manufacturers were guilty of 
the things charged, they would be far 
more mindful of “a reported declining 
dem and” than they would of a few 
cents to be added to or taken from 
the price. W hen demand for any 
food product, bulk or specialty, ceases 
or shows decline, prudent business 
men as a rule recognize tha t a period 
of real danger is at hand.

Good Report From  Little Traverse 
Bay.

Petoskev, Tan. 4—Optim ism runs 
well in Pe toskey, following an excep
tional holiday business. Inventory is 
the order of the day and then comes 
the annual clean-up. If other cities 
are as fortunate, February will in
augurate a re-building of merchandise 
stocks that will bring joy  to jobbers 
and manufacturers.

A very large portion of every com 
m unity's population has either from 
stress or by choice been awaiting the 
drop in prices and, now that the scale 
has finally turned, personal and house
hold equipment will find many pur
chasers. This is the view held by 
m erchants here.

Th is evening Petoskey merchants 
will banquet at the Cushman House, 
celebrating the happy results of 
Christmas trade. Lee H. Bierce, of 
the Grand Rapids Association of Com
merce, will be here to deliver an ad
dress and he will be royally received. 
Petoskey is very loyal to Grand Rap
ids and co-operates whenever possible 
in commercial organization projects.

Train service between Grand Rap
ids and Petoskey has been well up to 
standard, notw ithstanding the unusual 
heavy and sustained snow fail. W e 
pin great faith to the new' m anage
ment of the Pennsylvania system and 
appreciate the efforts being made to 
improve transportation facilities on 
their line.

The women of Petoskey. through 
the Federation of W om en's Clubs, 
have started on a program  of work in 
co-operation with the Chamber of 
Commerce that promises well for 1921. 
The first of these undertakings on 
this program  was the Municipal 
Christmas tree, than which there was 
probably no more beautiful in any 
city, which was financed and carried 
to fine success by the Federation. Pos
sibly the establishm ent of a Commun
ity and Social W elfare Room will be 
one of the projects soon to be under
taken. The women of any commun
ity welded together in an organiza
tion dedicated to civic improvement 
can work w'onders.

J. Frank Quinn.

Item s From  the Cloverland of Michi
gan.

Sault Ste. Marie, Jan. 4—Two lead
ing Brimley houses w'ill consolidate 
Jan. 15, the two stores being the 
Thom pson-W ashburn general store 
and the Brimley H ardw are Co. Each 
of these stores has a large stock on 
hand and hereafter will be known as 
the Superior Mercantile Co. They 
are all live wires and boosters for 
the home town, which will mean suc
cess for the new enterprise.

J. L. Lipsett, the well-known im
plement dealer and ford agent here 
has taken his son Jay Lipsett into 
partnership. Mr. Lipsett, Jr., will 
look after the ford agency. He is an 
energetic young man and will be a 
real asset to the company.

Dave LaMere, the well-known m er
chant of DeTour, made an overland 
trip  to the Soo last week, getting 
back in time to spend New Year with 
his family.

Kokko Bros, have opened up a new 
pool and billiard room  on W est P o rt
age avenue in the Kokko block, 
where the N orthw estern H otel for a 
number of years was conducted by 
their father. Sam Kokko, the senior 
mem ber of the firm, is the well-known

hockey player and the captain of last 
year’s team. They have a large ac
quaintance throughout the city and 
bid fair to making a success of the 
new venture.

New Year’s day was celebrated here 
in an unusually quiet manner. Most 
of the traveling fraternity failed to 
make any pledges for the new year. 
Since the country has gone dry there 
is nothing that seriously necessitates 
“swearing off.”

An evil-doer is one who believes 
in doing others before they attem pt 
to do him.

Frank Allison made a resolution 
tha t he would use only cord tires on 
his Overland this season, while Chas. 
Haa se. representing the National 
Biscuit Co., swore off having another 
new car until next year.

William G. Tapert.

Michigan Fights To Combat Venereal 
Disease.

Lansing, Jan. 3—Born of war-time 
conditions, M ic h ig a n ’s campaign 
against venereal diseases has increased 
in scope and efficiency, until at the 
present time—three years after its 
launching—the work is said to com

are favorably with what thirty  years
ave accomplished in the fight against 

tuberculosis.
During 1920 cases of venereal dis

eases reported by Michigan physicians 
to the State D epartm ent of H ealth 
reached 19.793. Since the law re
quires doctors to report all cases, this

number approxim ates the to tal num
ber of new cases, and cases tha t have 
reappeared in the past year.

Practically all of these cases were 
under physicians’ treatm ent, as is 
proved by the 31,508 prescriptions 
which were reported by druggists 
throughout the State. ' U nder a Mich
igan law, which has been in effect 
eighteen m onths, every druggist is re
quired to Report prescriptions and is 
forbidden to sell patent remedies for 
syphilis and gonorrhea.

Supplementing the w ork done by 
private practitioners. 76,501 individu
als were given treatm ent in eleven 
city clinics. This phase of the work 
also shows an increase over preceding 
years, according to Dr. R. M. Olin, 
State H ealth Commisioner. Nearly 
all the patients in the clinics come 
voluntarily, no one being accepted 
who is able to pay for private trea t
ment.

Believing city clinics will effectively 
assist in curbing venereal diseases, 
three additional clinics will be estab
lished this month at P o rt Huron, 
Alma and Escanaba. Hospitalization 
of patients is gradually being done 
away with, the State D epartm ent of 
Health placing emphasis on the clin
ical treatm ent which enables affected 
persons to continue as wage-earners 
while being cured.

Some people think they have ex
perienced religion when they only had 
a bilious attack.

Serve It in Your Home With Coffee
I T S F  -Carl*»ton M ilk for coffee jn d  coco*, just Is  you 

J  would use cream. You will find it t- delicious and  th a t it 
<£tcry>irakvr>flf<m) in the home. 1’iainc. >w*’miik (rom thccoun- 
cr%,e* jpo rated  to  creamy th ickness  scaled in a ir-ti«ht com ain- 
er* ami »ienlt/cd. Cjrn.tr».>n U absolutch pure. Bin it from  your 
isroccr. the  Carnation M ilkm an. V -bJ t,?r o u r  R ecipe Book.

Carnation p i  Milk

■E prin t above a m in iatu re  
reproduction of an advertise
ment forCarnation Milk appearingin 

The Saturday Evening Post and lead
ing women’s publications this month.

This advertising is working for you 
—sending customers to your store. 
Take full advantage of this selling 
help. Clip the pages as they appear 
in the magazines and hang them in 
your windows. Identify yourself as 
the Carnation Milkman. Materials 
for window displays supplied by our 
representative or sent free on request.

C a r n a t i o n  M i l k  P r o d u c t s  C o m p a n y

133 C onsum ers B uilding, C hicago 
233 S tu a r t  B u i ld in g ,  S e a t t l e
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W A N T E D —A M A N

T h e  y ear 1921 w an ts  m en—m en of unquestioned ability ; m en of 
dauntless courage; m en of sterling  honesty , and  m en w ho give them selves 
to  the ir jobs to  th e  fu llest ex tent.

1921 w an ts m anagers of businesses w ho shall em ploy the  tim e of their 
associates so scientifically th a t these  m en shall render the  g reatest service 
to  the ir com m unity  w ith  th e  least am o u n t of effort.

1921 w an ts w orkers w ho shall give to  their positions a  full m easure of 
co-operation to  th e  end th a t goods shall be  p roduced and services rendered  
a t th e  low est cost possible to  th e  consum er.

1921 w an ts  bankers w ho  shall so hand le  the  capital (and  capital is 
largely  the  sayings of the  w orkers) in a w ay  th a t it shall have safe ty  and 
b ring  a fair y ield to  its ow ners.

1921 w an ts consum ers to  b e  m ore discrim inating—to buy  goods of good 
value, and  food products th a t a re  scientifically p repared  under the  best of 
san ita ry  conditions.

1921 w an ts  statesm en, no t politicians. T he day  of the  loud-m outhed 
prom iser of all th ings in o rder to  get vo tes m ust pass, and  w e m ust look for 
real th inkers w ho will lead us along  constructive  pa ths to  a  m ore stab le  
prosperity , and  a  h igher type  of happiness.

1921 w an ts  w om en, too, w ho shall fulfill m ore fully  their p a rt—w om en 
w ho shall understand  m ore fu lly  th a n  som e have, the  value of the  vital 
th ings of life; w om en w ho shall k n o w  true  values, and  can thereby  con
trib u te  m ore to  th e  upbuild ing  of th e  hom e and  com m unity.

1921 w an ts boys and  girls to  helo . A s these build  strong  bodies, they  
will develop strong  m inds, and  be read y  to  fill th e  gap  in the  nex t few  years. 
B ut those w ho continue w asting  of s tren g th  and v ita lity  as m any a re  now  
doing, can never carry  th e  bu rden  fo r a  g rea ter and  b e tte r country.

1921 needs you w ith  a  s trong  b o d y  and a strong  m ind, b u t 1921 will 
be  a dism al failure for you if you do n o t b ring  forw ard  your share  of v ita lity  
and character.

W o r d e n  Q r o c e r  C o m p a n y

Grand Rapids—Kalamazoo—Lansing 

The Prompt Shippers.
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Movement of M erchants.
Stani«:*n—The New Peoples State

Bank o]pened for bushness Januairy 3.
Jacks on—C. Bower & Co. hav e en-

gaged in the grocery business ait 702
Detroit street.

Detrofit—The Peoples Lumbe r Co.
has ine reased its capital stock from
$20.000 to $50.000.

Salim;—The Saline Mercantile Co.
has increased its capital stock from
$30,000 to $60.000.

Plym outh—The Plym outh Lumber 
& Coal Co. has increased its capital 
stock from S30.000 to $75,000.

D etroit—The International Trunk 
& Baggage Co. has decreased its cap
ital stock from $50,000 to $25,000.

Jackson—The L. H. Field Co., de
partm ent store, ha* increased its cap
ital stock from  $100.000 to $500.000.

D etroit—The Austin & Raup Co., 
wholesale grocer, has increased its 
capital stock from $40.000 to $60,000.

Grand Rapids—The Hayden Supply 
Co., mill supplies, etc., has increased 
its capital stock from $25,000 to $50,- 
000.

Perrin ton—The old Perrinton bank, 
established in 1889 by F. E. Durphy- 
has changed from a private to a State 
bank.

H art—A. W . M orris has sold his 
grocery stock to Milo Reynolds, who 
will continue the business at the same 
location.

Elsie—John Lamochi has sold his 
store fixtures and confectionery stock 
to Melvin Morden, who has taken 
possession.

Lyons—H arley A. Halstead has 
purchased the P. E. H ackett drug 
stock and will continue the business at 
the same location.

Chicora—A. X. Hamilton has pur
chased the general stock of W. R. 
Rowe and will continue the business 
at the same location.

B righton—Jam es Meehan has sold 
his interest in the City Meat Market 
to his partner, E. H. Conner, who will 
continue the business under the same 
style.

Clinton—Frank I. H ard has sold a 
half interest in his drug and confec
tionery stock to Frank Burroughs 
and the business will be continued 
under the style of Hard & Burroughs.

H artford—The Gleaners Co-Opera
tive Store has been incorporated with 
an authorized capital stock of $10,- 
000, of which amount $5.000 has been 
subscribed and $3,800 paid in in prop
erty.

Ann A rbor—The Ann Arbor Ma
chine Co. has been purchased by H. 
M. Tallman & Sons, of Shelbyville, 
Ind. The business will be continued 
under the management of G. L. Tail- 
man.

Musgon—The Coplan-Sternberg Co. 
has been incorporated to deal in wo
men’s clothing, furnishings, millinery, 
furs, etc., with an authorized capital 
stock of $25,000. all of which has been 
subscribed and $18,000 paid in in cash.

M anufacturing M atters.
Elsie—W illiam Dickson, baker, has 

filed a petition in bankruptcy.
Muskegon H eights—The Muskegon 

H eights Dairy w*ill open its plant for 
business this week.

Quincy—The McKenzie Milling Co. 
has increased its capital stock front 
$25.000 to $125,000.

Lansing—The Michigan Screw Co. 
has increased its capital stock from 
$500.000 to $1.000,000.

Kalamazoo— The Anti-Skid Device 
Co. has increased its capital stock
from $5.000 to $20,000.

Menominee — The Girard Lumber 
Co. has increased its capital stock
from $30.000 to S750.000.

Jackson—The Central City Lumber 
Co. has increased its capital stock
from $20.000 to $100.000.

Kalamazoo—The Barley M otor Car 
Co. has changed its name to the
Roam er Motor Car Co.

Grand Rapids—The Special Furni
ture Co. has increased its capital stock 
from $50.000 to $150,000.

Coloma—The Coloma -Canning Co. 
will incorporate, with an authorized 
capitalization of $200,000.

Saginew — The Flint Cornice & 
Roofing Co. has increased its capital 
stock from $2.500 to $10,000.

Jackson—The Jackson Metal P rod
ucts Co. has increased its capital 
stock from $20.000 to $100.000.

D etroit—The D etroit Soda P rod
ucts Co. has increased its capital 
stock from $50.000 to $150.000.

Ypsilanti — The Michigan Crown 
Fender Co. has increased its capital 
stock from $200.000 to $500.000.

Grand Rapids—The Charles P. 
Limbert Co. has increased its capital 
stock from $300.000 to $600,000.

Grand Rapids—The Welch Manu
facturing Co. has increased its capital 
stock from $225,000 to $325.000.

W illiamston—C. E. Rowley, chair 
m anufacturer, will build an addition 
to his plant in the early spring.

Detroit — The Russell Wheel & 
Foundry Co. has increased its capital 
stock from $750.000 to $1.150.000.

D etroit—The Mexican Crude Rub
ber Co. has decreased its capital 
stock from $1,500,000 to $750,000.

Grand Rapids—The Grand Rapids 
Show Case Co. has increased its cap
ital stock front $750,000 to $1.500,000.

Muskegon—The American Enam 
eled M agnet W ire Co. has increased 
its capital stock from $250.000 to $600.-
000.

D etroit—Carl E. Schmidt & Co.. 
Inc., tanners, etc., has increased its 
capital stock from $1.000.000 to $1,-
400.000.

D etroit—Earned, Carter & Co., 
manufacturer of overalls, has in
creased its capital stock from $36,- 
000 to $524.000.

D etroit—The W. H. Hill Co., m anu
facturer of proprietary medicines, has 
increased its capital stock from $100,- 
000 to $1.000,000.

Escanaba—The A. J. K irstin Co., 
manufacturer of stump pullers, etc., 
has increased its capital stock from 
$50.000 to $100.000.

D etroit—The McRae & Roberts 
Co., m anufacturer of steam brass 
goods has increased its capital stock 
from $395,000 to $645.000.

Eaton Rapids—The Home W oolen 
Mills has been incorporated with an 
authorized capital stock of $1,000, all 
of which has been subscribed and 
paid in in cash.

Saginaw—The Saginaw Dairy P rod
ucts Co. has been incorporated with 
an authorized capital stock of $15,000, 
of which am ount $10,500 has been sub
scribed, $2,500 paid in in cash and $6,- 
000 in property.

General Conditions in Wheat and 
Flour.

W ritte n  fo r th e  T rad esm an .
Opposite views on the market are 

being expressed by equally prom in
ent people in the grain trade. There 
are some phases that favor the strong 
side of the market and others that 
will tend to work out in favor of 
those on the weak side.

It has been hinted that Russia 
might have some wheat to export on 
this crop, but is now generally con
ceded such is not the case; in fact, 
Russia only produced a 132,000,000 
bushel crop last year, a decidedly in
significant quantity, especially when 
compared with the 650,000.000 bushel 
crops of pre-war days. As a m atter 
of fact, if Russia should increase her 
crop to 300.000,000 bushels, she would 
still be unable to export wheat; hun
dreds of people in sections of Russia 
are actually starving, so that the bear 
talk that Russia is going to be a fac
tor in the exportation of wheat can
not be given further credence at this 
time. It will probably be a couple of 
years before she will be a factor, -

W hen Russia gets to a point wdiere 
she can export 200,000,000 bushels, or 
even 100.000,000, she will begin to be 
a factor in the grain market, but many 
maintain we cannot count on much, 
if any, lower prices unless Argentina, 
Australia, India, Canada and the 
United States can increase production 
at least 100.000,000 bushels a year; 
the question is, can they or will they 
do so?

France must increase her produc
tion 100,000,000 bushels to be on a 
pre-war basis. Argentina has had bad 
weather, heavy rains, and will have 
only 100.000.000 to 110,000,000 bushels 
for export this coming season, as 
compared to 190.000,000 last year. 
Australia has had bad weather, too 
much rain, and has about 88,000,000 
bushels against earlier estimates of
130.000. 000 bushels. Furtherm ore, 
Australia has already sold about 12,- 
000.000 bushels for shipment to Egypt 
and quite a quantity to go to China.

The yield in Saskatchewan, of the 
Dominion of Canada, has proven 
short and the total in Canada is now 
placed at 225.000,000 against earlier 
estimates of 293,000,000 and probably
20.000. 000 bushels have been exported 
to the United States by Canada.

Many believe the wheat m arket has 
been in a sold-out, or over-sold, con
dition and that prices are down to 
debatable ground.

The United States has actually ex
ported during the past six months 
over 185,000.000 brushels and has 
about 40.000,000 bushels sold for ship
ment in January, February and 
March. This buying ahead on the 
part of foreigners is significant, in 
view of -the fact that we were told 
that Europe would stop buying here 
after December, as she was going to 
obtain supplies chiefly from Argen
tina and Australia.

The consumers still feel wheat is 
high, but if Europe continues to buy, 
it is doubtful if the price can be 
forced much lower on this crop. Flour 
is really cheaper than wheat; millers 
have been doing business a t a loss 
as a general thing, actually selling 
their goods below cost of production.

This condition has been brought 
about by the very slack domestic de
mand for flour and the necessity for 
paying a reasonably good price for 
wheat on account of the demand from 
abroad.

Stocks of flour th roughout the en
tire United S tates are probably the 
lowest they have been in some years, 
comparatively speaking, and a revival 
of a norm al domestic demand, with 
conditinued buying by Europe, will 
hold prices firm and possibly advance 
them som ewhat; surely will prevent 
their going any lower.

Those who favor the weak side of 
the m arket maintain tha t holdings of 
wheat by the United K ingdom mil
lers are large and the demand con
tinues som ewhat limited. Stocks in 
Liverpool alone are estim ated a t sev
en and one-half million bushels of 
wheat and 50,000 barrels of flour.

The w inter w heat condition 
throughout the Southw est is gener
ally good, with ample snow covering 
in the soft wheat te rrito ry  up until 
just recently; although, the crop in 
this section is not in position to 
stand a severe winter, as the growth 
has been somewhat backward.

The W ar Finance Corporation has 
been revised by an act of Congress, 
but there is a question about its tak
ing effect, as the President has to ap
point two mem bers and in-as-much 
as he is opposed to the enactment, 
may delay doing so, and thus make 
the law ineffective until the newly 
elected P resident takes the O ath of 
Office, the 4th of March.

I t is predicted tha t no tariff legis
lation is possible during the short 
session of Congress; in fact, the Sen
ate appears to be backing up on 
anything of the so rt; although, the 
House passed such a measure by a 
large majority.

The domestic demand for flour has 
shown some improvem ent, but it is 
nowhere near normal. Undoubtedly, 
better business will develop within 
the next three or four weeks, how
ever. W heat has sold up during the 
past four or five days as high as 
$1.7634 for March, an advance of 
27c from the low point, bu t for the 
past day or so has shown an inclina
tion to work off som ewhat again. As 
a m atter of fact, anticipated legisla
tion favorable to the strong  side of 
the m arket has not materialized and 
somewhat of a reaction is perfectly 
natural.

One favorable sym ptom  is that 
Foreign Exchange is higher, in bet
ter condition, and if it continues to  
improve, will be a factor in the price 
situation in favor of the bulls.

In our opinion it is still unsafe to 
purchase flour or wheat heavily; be
lieve the better policy is to buy to  
cover not over two or three weeks 
supply, for if sentim ent changes de
cidedly in favor of the bulls, it w ill 
be a very easy m atter to go into the 
m arket and purchase, but if the trade 
were to load up heavily and then a 
reaction set in, there would be no 
way to get out from under at a profit.

Lloyd E. Smith.

All the yvorld Joy^S to  laugh a t a 
lover.
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Essential Features of the G rocery 
Staples.

The new year has begun for the 
grocery business as well as for other 
lines. Rules of figuring profits; con
ducting sales, estim ating overhead re
ductions, etc., are like those of other 
lines of merchandising. H andling of 
groceries is naturally somewhat dif
ferent.

This brings up the subject again of 
buying bulk so far as possible. One 
of the reasons already cited is that 
repacking costs a lot these days. A n
other is that bulk goods naturally 
took the decline first. Take candies. 
A lready there has been given a state
m ent in these columns of w hat a 
large proportion of the cost of pack
age candies is the boxes. Boxes are 
still high. Sold in bulk this cost is 
eliminated to the retailer. The argu
ment can be pursued far with profit 
to the dealer. I t is estim ated 80 per 
cent, of claims of retail grocers 
against the railroads are on other than 
original packages.

On the other hand comes another 
sort of merchandise, for instance, the 
bulk cocoa selling at a low price, 
which has too much fiber and too lit
tle cocoa butter. It would be well for 
m erchants to consider carefully be
fore they buy goods, which wholesale 
houses find are being peddled by 
Eastern representatives.

Some doubt has been expressed 
over the bulk cocoa stocks opened in 
some of the stores. They say if it is 
hard to scoop out the cocoa it is be
cause it contains too much fiber. 
O ther off color goods are in sight, 
following close of the war.

Sugar—The m arket on refined is 
unchanged. Raws are a little firmer, 
but no higher.

Tea—The old year ended with the 
lately developed feeling of hopeful
ness extending, its basis being the 
closer concentration of stocks in first 
hands through liquidation in the past 
five or six m onths forced upon weak 
holders by the then existing financial 
stringency. Since stocks in the hands 
of jobbers and retailers throughout 
the country are counted by authori
ties as the lightest ever held at this 
season because of a long observed 
policy of extrem e conservatism  in 
buying on a falling m arket, it is be
lieved that it will not take much of an 
im provem ent in the general economic 
situation to bring back confidence 
in the tea m arket. Prices are now 
believed to be at the bottom  for even 
the poorest teas and already there 
has been a marked im provem ent to
ward higher levels made by the bet
ter grades, especially Form osas and 
Ceylons, which to an extent has aided 
the nearer com peting varieties toward 
a recovery.

Canned Fruits—Efforts to create an 
interest in California packs on the 
Coast have met with no better suc
cess than in early December. Buyers 
are not inclined to consider any offer
ings when they can buy on spot and 
while their distributing trade is light. 
Locally there has been an indifferent 
demand, with stocks in buyers’ favor 
through the offering of forced stocks 
of peaches and apricots. Pineapples 
remain in the same position, with an 
easy undertone in evidence. Apples

continue weak, the result of slack 
buying in small blocks. H olders of 
goods bought some time ago prefer 
to sell out before replenishing, and 
they have evidently not reached the 
point where they need additional sup
plies.

Canned Vegetables—Tom atoes all 
of last week held at the same prices, 
and while there were some fair-sized 
lots sold, the movement was not gen
eral. No. 2s at factory were held at 
65(3)70c, No. 3s at $1(3)1.10 and No. 
10s at $3.50. The first improvement 
expected in the entire line is in to
matoes, owing to the freer sales at re
tail by the chain stores. W ith a bet
ter movement in that vegetable, others 
it is believed, will follow suit. Corn 
dragged all week and sold only in 
small blocks. Southern Maine style 
standards have declined to 70c, fac
tory, although they were generally 
held at 75c as the lowest. Standards 
from other sections were in no bet
ter demand, while the call for fancy 
packs was nominal. There has been 
no particular demand for peas for sev
eral weeks beyond small lot orders for 
good standards at inside prices. Ex
tra standards have been dull, while 
fancy have been too sparingly offered 
from first hands to result in much 
trading. The call for other vegetables 
was m oderate all of the week.

Canned Fish—There is no consum
er demand of any consequence, which 
causes jobbers to place few buying o r
ders. Maine sardines are held at the 
listed quotations, and while canners 
have felt out buyers as to an advance, 
they were content to confirm small 
orders at the old range. N othing 
w orth while in the way of export 
business has appeared for several 
weeks, and domestic interest is chief
ly to fill in shortages in stocks. Cal
ifornia and im ported sardines passed 
through another dull week, as they, 
too, were in nominal request. Salmon 
is moving in Red Alaska and pink 
descriptions, but not in medium red 
or chums. W hile pinks are regarded 
by some with more confidence, the 
range of prices is the same. Tuna 
fish is taken sparingly and chiefly in 
the standard white meat grade. 
Shrimp is scarce on spot and steady.

Dried Fruits-—There is very little 
going on at present even among the 
lines like raisins and currants, which 
during the early fall and until re
cently easily lead the market as to 
buying attention. The big problem 
for the trade to solve in 1921 is the 
sale of prunes, both as to the tag ends 
of 1919 and to the 1920 crop, which has 
been on the downgrade as to prices 
ever since early fall. Both California 
and Oregon 1920 prunes still tend to 
ward lower prices, although there is 
a feeling tha t the sm aller sizes, the 
ones to show the greatest loss so far, 
have about hit bottom. Apricots have 
been sentim entally affected by the de
pression in prunes. In the choice and 
extra choice grades the shortages in 
stocks causes a better feeling than in 
standards, which are more plentiful. 
Coast advices indicate a clean up of 
Blenheims there and this gives that 
line added strength. Southern varie
ties do not measure up to the de
mands of the trade as to quality, 
which interferes with their sale. 
Peaches have been a slow seller

among the wholesale grocers for some 
time and show weakness. Increased 
consumption, usual during the early 
spring, is expected to revive interest 
in this offering. There is next to 
nothing doing in pears. Dates and 
figs are moving in a small way. 
Raisins are quiet and move at station
ary prices. There is very little Inly
ing of either domestic or foreign.
( urrants also sell slowly. The trade 
is net in need of goods at present and 
is neglecting the market.

Molasses—Until the market has 
settled on the lower basis to which 
events of recent weeks have tended, 
the dullness will no doubt continue, 
but the trade believes that there is 
good prospect of a healthy business 
when the present unsettled conditions 
have passed.

Corn Syrup—Better prospects for 
t-ade in consuming lines encourages 
the hone of an early revival of busi
ness in both corn sugar and syrup.

Rice—There is practically no de
mand from any quarter but there is 
expressed by not a few a feeling of 
hopefulness for the failure, if not in 
its immediate respects at least after 
the readjustm ents which seem to be 
inevitably indicated for the early 
weeks of 1921, shall have cleared the 
way for the return of more normal 
economic and financial conditions.

Spices—W hat has been said of rice 
applies in a measure to the spice 
trade. In this departm ent forced 
liquidation is believed to have run its 
course, and it but remains for a re
vival of confidence in buying circles 
to restore the equilibrium that was 
destroyed by the unwonted conditions 
prevailing in the latter half of the 
old year.

Condensed Milk—M anufacturers re
port that the jobbing and retail trade 
are purchasing according to current 
consumptive demands, greatly  limited 
by the tight money situation and 
distressed agricultral conditions. M ost 
m anufacturers report a gradual de
crease of their held stocks. There is 
very little if any active buying on a 
large scale, and some large exporters 
reported an 80 per cent, decrease in 
their export shipments. There has 
been some enquiry from France and 
Germany. A num ber of firms are 
handling the milk received to the 
account of the producers, while o th 
ers still have their factories closed. 
The prices paid to producers show 
a rather wide range in different sec
tions and the average for December 
was approximately 20 cents per hun
dredweight less than November. 
Stocks of condensed and evaporated 
milk in the hands of m anufacturers 
on December 1 had been scaled down 
somewhat from those on November 
1, but still are ra ther large, especially 
unsold stocks of bulk condensed milk 
which showed an increase on Decem
ber 1 of nearly 300 per cent, over the 
stocks on November 1.

Review of the Produce Market.
Apples—Sales are only fair on the 

following basis:
N orthern S p y s -------------------------$6.00
Snows _________________________ 5.50
Taiman S w ee ts-------------------------- 4.50
Baldwins ______________________ 5.00
R u s s e ts -------------------------------------4.50

Jonathans _______ _____ _____ ___5.00
Bagas—Canadian $2 per 100 lb. 

sack.
Beets—$1 per bu.
B utter—Creamery grades are lc 

higher than a week ago and the mar
ket is strong at the advance. Local 
jobbers hold extra creamery at 49c 
and firsts at 47c. Prints 53c per lb. 
Jobbers pay 18c for packing stock, 
but the market is weak.

Cabbage—75c per bu. and $2 per
bbl.

C arrots—$1 per bu.
Celery—$1.75(3 2 per box of 2,/z or 

y /2 doz.
Chestnuts—Ohio or Michigan, 30c 

per lb.
Cider—Fancy commands 70c per 

gal. put up in glass jars. 6 jugs to the 
case.

Cocoanuts—$1.20 per doz. or $9 per 
sack of 100.

Cranberries—Late Howes, $20 per 
bbl., and $10 per /z bbl.

Cucumbers—Illinois hot house, $6 
per doz. Very scarce.

Eggs—Fresh are unchanged from 
a week ago. Jobbers pay 60@62c f. 
o. 1). shipping point for fresh can- 
died, including cases. Storage oper
ators are feeding out their stocks 
on the following basis:
Candled Extras ________________ 59c
Candled Seconds ______________ 53c
Checks -------------------------------------- 45c

Grapes—Emperors, $8@9 per keg; 
Malaga. $10(3)12 per keg.

Grape Fruit—Florida stock is now 
sold on the following basis:
Fancy, 3 6 _____________________ $4.50
Fancy, 46, 54, 64, 70, 80 _________ 5.00
Fancy, 9 6 ----------------------------------4.50

Green Onions—Shaiotts, $1.25 per 
doz.

Lemons—E xtra Fancy California 
sell as follows:
300 size, per b o x _______________ $4.50
270 size, per b o x ________________ 4.50
240 size, per b o x _______________ 4.00

Fancy Californias sell as follows:
300 size, per b o x ______________ $4.00
270 size, per b o x _______________ 4.00
240 size, per b o x _______________ 3.50

Lettuce—24c per lb. for leaf; Ice
berg, $5.50 per crate.

Onions—Spanish, $2.50 per crate; 
home grown in 100 lb. sacks, $1.25(3) 
1.50 for either yellow or red.

Oranges—Fancy California Navals
are strong and tending higher. They
now sell as follows:
126, 150, 176 —1________________ $5.00
200, 216 ______________________ 5.00
250, 288 ______________________ 4.50

Parsley—60c per doz. bunches.
Parsnips—$1.50 per bu.
Peppers—Green from Florida, $1.50 

per small basket.
Potatoes—Home grown, 85@90c 

per bu. The m arket is weak.
Rabbits—Local handlers pay 15c 

per lb.
Radishes—H ot house, large bunch

es $1.10 per doz.
Squash—Hubbard, $1.75 per 100 lbs.
Sweet Potatoes—Virginia command 

$1.85 per 50 lb. hamper and $4.75 per 
bbl.

Tom atoes—California, $1.75 per 6 
lb. basket.

Turnips—$1.25 per bu.

A man’s shady past will not benefit 
him much in the good old sum mer 
time.
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MAY DEDUCT EX PEN SES.

Travelers May Claim Exemption on 
Excess Costs.

W ashington, Jan. 4— Expenses in
curred by traveling salesmen for 
board and lodging while on the road 
will be a permissable deduction from 
gross income in making income tax 
returns after January 1, under a de
cision which has ju st been approved 
by the Secretary of the Treasury. 
The signing of this decision bv the 
Secretary brings to a successful end 
a campaign which has been waged by 
the commercial travelers of the coun
try ever since the enactm ent of the 
revenue law.

Under the new regulations issued 
by the Bureau of In ternal Revenue 
commercial travelers, in com puting 
their income tax, may claim exemp
tion for board and lodging while on 
the road on business above the 
amount which would ordinarily be ex
pended for such purposes while at 
home if the traveling man pays his 
expenses himself. It is provided that 
where traveling expenses are paid by 
the employer, the taxpayer must in
clude in his return an amount equal 
to the ordinary expenditures required 
for meals and lodging when at home, 
which is held to be additional com
pensation. If he received an allow
ance for meals and lodging, he may 
deduct any excess of the cost of such 
meals and lodging over the allowance, 
plus the ordinary expenditures re
quired for such purposes at home, but 
must consider as taxable income any 
excess of the allowance over such ex
penses.

In order to secure the benefits of 
the new regulations, commercial 
travelers will be required to attach to 
their returns a statem ent showing the 
number of days away from home, the 
number of dependents, the average 
monthly expenses, incident to meals 
and lodging for the entire family, in
cluding the taxpayer himself when at 
home, and other information designed 
to afford the bureau a means for com
pletely checking up the deductions 
claimed for expenses while on the 
road.

By the issuance of the new regula
tions the departm ent eliminates the 
discrimination which has, in the past, 
existed against the traveling man 
who pays his own expenses as com
pared with the man whose expenses 
were paid by his employer. The m at
ter has been before the Treasury De
partm ent before, but it was held that 
the departm ent was without authority 
in the m atter, and a bill was in tro
duced into Congress last session deal
ing with this question, but failed of 
passage. The case was again brought 
to the attention of the D epartm ent 
last O ctober and hearings were held 
before the Solicitor. Following the 
hearings, the m atter was taken under 
consideration for a number of weeks 
in order that officials of the D epart
ment might formulate a policy in 
keeping with the law and yet equit
able to the traveling men. The policy 
finally determined upon by the depart
ment is made public in its revised 
regulations, the text of which is as 
follows:

Article 292 of Regulations 45 (re
vised) is hereby amended to read as 
follows, effective on and after Jan. 
1, 1921:

“Art. 292. Traveling expenses. 
Traveling expenses, as ordinarily un
derstood, include railroad fares and 
meals and lodging. If the trip  is un
dertaken for other than business pur
poses, such railroad fares are person
al expenses and such meals and lodg
ing are living expenses. If the trip 
is on business, the reasonable and 
necessary traveling expenses, includ
ing railroad fares and meals and lodg
ing in an am ount in excess of any ex
penditures ordinarily required for 
such purposes when at home, become 
business instead of personal expenses.

(a) If, then, an individual whose 
business requires him to travel re
ceives a salary as full compensation 
for his services, w ithout reimburse
ment for traveling expenses, or is em

ployed on a commission basis with 
no expense allowance, his expenses 
for meals and lodging in an amount in 
excess of any expenditures ordinarily 
required for such purposes when at 
home, are deductible from  gross in
come.

(b) If an individual receives a sal
ary and is also repaid his actual trav
eling expenses, he shall include in 
gross income an am ount thereof equal 
to the ordinary expenditures required 
for meals and lodging when at home, 
as such am ount is held to be addi
tional compensation to the taxpayer.

(c) If an individual receives a sal
ary and also an allowance for meals 
and lodging as, for example, a per 
diem allowance in lieu of subsistance, 
any excess of the cost of such meals 
and lodging over the allowance plus 
the ordinary expenditures required 
for such purposes when at home is 
deductible, but any excess of the al
lowance over such expenses plus such 
ordinary expenditures is taxable in
come. Congressman and others who 
receive a mileage allowance for rail
road fares should return  as income 
any excess of such allowance over 
their actual expenses for such fares. 
A paym ent for the use of a sample 
room at a hotel for the display of 
goods is a business expense. This 
contem plates tha t only such expenses 
as are reasonable and necessary in 
the conduct of the business and direct
ly atributable to it may be deducted. 
A taxpayer claiming the benefit of the 
deductions referred to herein m ust a t
tach to  his re turn  a statem ent show
ing:

(1) The nature of the business in 
which engaged.

(2) Number of days away from 
home during the calendar year on ac
count of business.

(3) N um ber of members in tax
payer’s family dependent upon him 
for support.

(4) Average m onthly expense in
cident to meals and lodging for entire 
family, including taxpayer himself 
when at home.

(5) Average m onthly expenses in
cident to meals and lodging when at 
home if taxpayer has no family.

(6) T otal am ount of expenses in
cident to meals and lodging while ab
sent from home on business during 
taxable years.

(7) Total am ount of excess expen
ditures incident to meals and lodging 
while traveling on business and 
claimed as a deduction.

(8) T otal am ount of other expens
es incident to travel and claimed as a 
deduction.

Claim for the deductions referred 
to herein must be substantiated, when 
required by the Commissioner, by 
records ̂ showing in detail the amount 
and nature of the expenses incurred.

Turn of the Tables.
Grandville, Jan. 4—The whirligig of 

Time makes all things even.
Dring the war period the golden 

age for labor reigned and the unions 
made the m ost of their power, regard
less of right and wrong. W hen such 
a tyrannous and unjust course is pur
sued there is sure to come a reaction, 
and when it does come those who had 
no mercy are the ones crying the 
loudest to be spared from  their sins.

W ith  over 500,000 men out of em
ploym ent in Chicago, the “w orld’s 
greatest newspaper” has taken up the 
cudgels for the unhappy labor unions, 
and proceeds to warn employes to 
forget the past and turn the other 
cheek; in fact, to heap coals of fire 
on those who despitefully used them 
when the opportunity offered, by di
viding their war profits with the un
employed—these same fellows who, 
drunken with the plethora of new 
found wealth heaped sarcasm and an
athem a upon their employers.

Forgive and forget. Lay up nothing 
against those who held up the em
ployers of labor and robbed them  by 
soldiering on the job, exacting the 
utm ost the business could stand. F or 
many moons the labor unions were 
monarchs of the industrial world. 
They exacted the last farthing in their

exhiliaration over the hold thev had 
gotten on industry. Strikes were of 
daily occurrence. T ruth  was, the em
ployers of the Nation were pressed 
down into the verv mire by the heel 
of labor unions, until some industries 
were driven to the wall despite their 
every effort to stem the tide.

A condition such as tha t could, not 
last. While the dance of extravagance 
was on these labor leaders made the 
most of their power, never hesitating 
to break agreem ents solemnly entered 
into, pushing their advantage to the 
utmost, showing no mercy to the ones 
who paid the fiddler.

Well, of course such unrighteous 
conditions could not last. The tables 
have turned and are till turning until 
the men who stood by in the hour of 
trial, seeking to do an honest day’s 
work for the high wage they received, 
are the ones who will be favored, now 
when the bottom  has dropped out of 
the great inflation subsequent to war.

I t  is right that this should be so. 
The fight is now on between the ad
vocates of the open and closed shop, 
with sign all pointing to the utter de
feat and demoralization of the latter. 
A labor union rightly managed might 
hold the repect of the public, but such 
an one has failed to show up. The 
closed shop idea is so monstrous as 
to be held only by those who would 
bind free labor with iron bands more 
rigid than the gyves of slavery such 
as disgraced our country from the 
dawn of the Declaration of Indepen
dence down to 1863 when Lincoln 
proclaimed freedom to the slave.

It was regarded by our wisest 
statesman of the early days of the Re
public as a defect in our Government, 
the fact that slave and free labor both 
existed in the land. W hen opportuni
ty for righting this evil arrived slave 
labor was abolished from the Nation 
and was not countenanced thereafter 
until, from a foreign land, the in
famous methods of the closed shop 
were introduced here.

D uring the past few years, while 
America was in the toils of a great 
war for self preservation, the labor 
union showed its hydra head and 
menaced the very safety of the Gov
ernm ent itself. If  there are any 
doubting Thomases, let them read 
the records of that war here a t home, 
in the shipyards, at the cantonements 
where our soldiers rendezvoused, and 
in almost every Government workshop 
and they will find the evidences of as
tounding frauds and slacker methods 
which the unions approved and fos
tered, until it is a wonder that the 
U nited States was not swamped be
neath the corruption and extravagance 
thus engendered.

We need cite but a single instance 
to show the unreliability of the.trade 
union organization for which such 
humbug newspapers as the Chicago 
Tribune are demanding fostering re
gard from employers of labor.

Employes of the Newbern Iron 
W orks, of Newbern, N orth Carolina, 
were several weeks ago notified that 
a 10 per cent, reduction in the wages 
of all shop employes would be made, 
being declared necessary to make the 
output of the company pay any profit.

A fter a brief delay the men accepted 
the reduction, but when ten days ago 
a still further reduction of 10 per cent, 
was announced, the men rebelled and 
proclaimed a strike. The manager of 
the company then called the em
ployes together and asked them  if 
they had any plan of their own where
by the plant could run without a loss 
to the company.

The men then accepted a plan by 
which they would share in the profits 
after fixed charges were paid. Under 
this plan the first week’s pay showed 
a 10 per cent, reduction, which caused 
the employes to disregard the agree
ment made between them  and their 
employers, and they voted to go on 
a strike.

Such is the inconsistency and dis
honesty of labor unions! I t  is a trav
esty on justice, and yet we are told 
tha t men who invest their money in 
business, who have been harrassed by 
unnecessary strikes and walkouts

should now look tenderly after the 
interests of these men who value their 
plighted w ord as so much waste 
paper.

Now that there are more men than 
jobs it would be the height of in
gratitude for those em ployers who 
have still w ork for men, yet far less 
than form erly to ignore those work
men who stood for the shop against 
the strike, and who are as needy as 
any. Despite the advice of the world’s 
greatest humbug newspaper we be
lieve men who employ labor will take 
care of their friends first.

Old Timer.

Not Very Far Apart.
Muskegon, Jan. 4— F o r a number 

of years I have read your editorials 
and have adm ired your ability as a 
w riter and your judgm ent. A t one 
time I was a m em ber of a railway 
union. A t tha t tim e there was some 
need of a m ovem ent of tha t kind and 
it was more against a shop foreman 
than the company. I have never seen 
a railway m anager who was not will
ing to learn ; bu t so far as the Gom- 
pers gang is concerned, sm iting is too 
good for them. A t the present time I 
belong to the G leaners and the 
Grangers and heartily endorse C. I. 
Giles, of New York. I do not think 
any more of the Farm  Bureau than I 
do of the Gompers bunch. The Oc
tober sessions of the different boards 
of supervisors th roughout Michigan 
were asked for from $1,500 to $7,000. 
For w hat did they w ant it? For 
nothing but the public g rafters—a 
lobby to be maintained a t all state 
capitols, also at W ashington. Your 
last issue mentions the past kaiser’s 
war. I was opposed to it from the 
start. President W ilson’s father was 
an officer in the rebel arm y in our 
late North and South conflict and was 
never a citizen of th is union. At the 
close of tha t conflict the South 
openly boasted tha t in the future they 
would gain m ore by the ballot than 
they lost by the bullet. I have met 
and conversed with a great many boys 
who were in the late war. From  what 
I can see it was all a hoax by the 
world wide Gompers crowd. They 
are in all pulpits and also occupy a 
great many editorial chairs, so had a 
snap to put it over. L ong may you 
live and I for one will always be with 
you. C. D. Parsons.

Paradoxical 
Though It 
May Seem

Jj^VEN during this general 
business reaction, there are 

some organizations running at a 
profit. Find them and you will 
also find Certified Public Ac
countants assisting them—com
piling data on costs and operat
ing expenses, instituting meas
ures to prevent leaks and losses, 
watching overhead and calling 
for observation wherever pos
sible.

These phases of accounting ser
vice are so timely that sound 
business would call for their im
mediate application.

S eid m a n  & S eid m an
Accountants and T a x  Consultants

G R A N D  R A P ID S  
S A V IN G S  B A N K  B LD G .

N E W  Y O R K  W A S H IN G T O N
N E W A R K
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I N S U R A N C E

Announcing
Michigan Automobile Insurance Co.

This company began writing business in Michigan, Illi
nois, Indiana and Ohio January i, J92i. Applications are 
now pending for admission into other states*

The “Michigan Automobile” writes only automobile in
surance, issuing all forms of policies on all types of pleasure 
and commercial cars, except public ambulances, fire depart
ment automobiles, police patrols, salvage corps or fire patrol, 
taxicabs, jitneys and motorcycles*

The authorized capital stock is $250,000*00, fully paid in. 
$200,000*00 is deposited with the Michigan Insurance Depart
ment and $50,000*00 with the Ohio Insurance Department*

The new company will take over all the assets and assume 
all liabilities of the Michigan Automobile Insurance Exchange, 
which it succeeds, and which has been doing business for some 
time in the four states mentioned above, having a premium 
income as of November 30, 1920, of $475,155.86.

All officers and dicetors of the “Exchange” are identified 
with the new company in like capacities, and the personnel 
of the new company is the same as that of the old. All poli
cies in the “Exchange” will be renewed in the new company 
as they expire.

The “Michigan Automobile” is a stock company. The 
policy is non-assessable and is undoubtedly the most liberal 
to be found* It is free from deductions, exclusions, limitations, 
technicalities and loop-holes which only tend to make dissastis- 
fied policyholders.

The very high standard of service established by the 
“Exchange” for the adjustment and settlement of all claims 
will be maintained without deviation by the new company.

In addition to this the “Michigan Automobile” can save 
you money—the rates are considerably lower than old line com
panies. They are as low as is consistent with good business 
and safe underwriting. Be sure to get them before placing 
your automobile insurance*

OFFICERS AND DIRECTORS
HERBERT B. WEBBER, President.

BRINTON F. HALL, First Vice President.
HARLAN J. DUDLEY, Second Vice President.

HENRY J. KENNEDY, Secretary-Treasurer. 
WILLIAM M. AMES, Asst. Secretary. 

GEO. E. NICHOLS, General Counsel*
Charles H . Bender __________________________________ Grand Rapids, M ich.

President C ity  T ru s t &  Savings Bank  
V ice-P res iden t Grand Rapids N ational C ity  Bank

F ra n k  W . B la i r _____________________________________________ D etro it, Mich.
President Union T ru s t Co.

H arlan  J. D u d le y ____________________________________ Grand Rapids, M ich.
President Dudley Lum ber Co., Grand Rapids and M arquette, 

M ich., N ew  Orleans, La ., and Memphis, Tenn.
Byron J. E v e r i t t _____________________________ ,_______________D etro it, M ich.

President E v e ritt Bros., Auto Bodies and Accessories
B rinton F. H a l l ____________________________________________ Beldlng, M ich.

President Belding H a ll Co.
President Peoples Savings Bank

H enry J. Kennedy Grand Rapids, M ich.
Geo. E. Nichols -------------------------------------------------------------------------------- Ionia, M ich.

Nichols &  Locke, A ttorneys  
D irector N ational Bank of Ionia

H al H . Sm ith _______________________________________________ D etro it, M ich.
Beaum ont, Sm ith &  H arris , Attorneys  

D irector Federal M otor T ru c k  Co.
D irector Union T ru s t Co.

V ice-P res iden t H ayes-lon ia  Co.
H erbert B. W e b b e r__________________________________ Grand Rapids, M ich.

T reasurer and General M anager H ayes-lon ia  Co. 
V ice-P res iden t N ational Bank of Ionia  

P roprietor Ionia Gas Company

MICHIGAN AUTOMOBILE INSURANCE CO.
Grand Rapids, Michigan. A  Stock Company.

Progressive Agents Can Secure Territory by W riting

KENNEDY-MORRIS-AMES COMPANY
G en era l A g e n ts  fo r  G rand R a p id s and  W e ste r n  M ich ig a n  

H o u se m a n  B ld g ., G ran d  R a p id s, M ich . C itz . 4680, B e ll M . 3680

R. A. NIXON INSURANCE AGENCY PATRICK INSURANCE AGENCY
General Agents General Agents

501-4 Vinton Bldg. Detroit, Mich. Swetland Bldg. Cleveland Ohio
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DEPRESSION AND REVIVAL. 
Entirely apart from the expected 

effect upon our personal happiness or 
fortunes, there is in human nature an 
instinct of curiosity which impels us 
to peer ahead in an effort to read the 
future. W ith business men this is 
more than an instinct, for upon their 
reading of the future, and upon the 
steps they take to meet it, depends 
in large part the degree of their com
mercial success. The beginning of a 
new year is proverbially a time of 
speculation upon the year ahead. Yet 
how great is the liability to error 
may be realized if we look back upon 
the twelve months just pased. If any 
one had predicted at the beginning of 
last year, when trade was rem arkably 
active, prices high, buying urgent, la
bor scarce, goods difficult to obtain, 
that prices during the year would fall 
one-third, the greatest decline in such 
a period within the memory of any 
one living, it is doubtful w hether the 
prediction would have been taken 
seriously. If he had predicted that 
in spite of foreign exchange disorgan
ization, in spite of our refusal to ex
tend long-term credits, in spite of Eu
rope’s poverty, and in spite of the fall 
in prices, the money value of our ex
ports would actually exceed the huge 
total of 1919, this prediction would 
have met with like incredulity.

Such considerations may well cause 
men to hesitate in making pronounce
ments upon the year ahead. In many 
respects there is now greater difficulty 
in reading the future than there was 
twelve months ago. In two months 
from now the party  that has been in 
power at W ashington for eight years 
will turn the reins of Government to 
other hands. The new A dm inistra
tion will mean not only new political 
policies, but new business policies; 
and there has never been a time when 
the business policies of the Govern
ment were capable of working great
er influence on the business future. 
We are now levying the greatest total 
of taxes in our history. T hat total, in 
the coming year, is not likely to be 
greatly changed. But the nature of 
the taxes may be radically revised, 
and the changes cannot fail to affect 
trade and industry profoundly. The 
tariff, always of prime im portance in 
its effect upon the direction taken by 
our productive activities will again 
come up for consideration. The fund
ing of the Governm ent’s great mass 
of short-tim e indebtedness will be dis
cussed. New foreign policies will af
fect our commercial relations with the 
world.

Aside from this influence of Govern
ment, the future of business will de
pend on factors of the greatest im
portance. It is posible that condi
tions in the money market, the rates 
demanded for investm ent borowing 
as well as the rate on commercial 
loans, will be watched with even more 
interest by business in the year ahead 
than in the year just passed. The 
course of foreign trade, with its great 
influence on prices and domestic ac
tivity, will be followed with still 
greater concern because of the falling 
off in home demand.

Undoubtedly the forem ost question 
in the collective mind of commerce 
and industry to-day is how long the 
present depression will last, whether

it will become more severe, and what 
time will mark the beginning of a 
revival. The answers to these ques
tions depend upon a m ultitude of fac
tors, psychologic as well as economic, 
and answers cannot be given with any 
finality. But we do know that trade 
cannot remain long in its present posi
tion.

Abnormal conditions correct them 
selves. If the pendulum swings too 
far in one direction, it will swing in 
the other. Just as the rate of buying 
a year ago was abnormal, so the pres
ent rate is subnormal. Because the 
form er rate of spending was too fast 
it brought exhaustion of resources 
and savings. It is these violent swings 
in buying demand that unsettle busi
ness. Business men, sometimes be
coming over-sanguine, assume during 
a period of extravagance that the rate 
of spending will continue; they pro
duce to meet it. If it falls suddenly, 
there is a condition such as the pres
ent—a surplus of goods, lower prices, 
a wiping out of profits, smaller pro
duction, part time, closing mills and 
factories, unemployment.

But the present under-buying, like 
the recent over-buying, will in time 
work its own cure. Purchases of the 
great mass of goods may be post
poned, but they cannot stop. The 
longer they are put off, the more the 
demand must accumulate, and the 
greater it m ust be when resumed. The 
ultim ate demand for some leading 
commodities is now under-estimated, 
and the prices of these may shortly 
be expected to recover somewhat.

Much that is now being said and 
written assumes that the present un
employment, brought about by falling 
prices, will itself be a cause of still 
lower prices, because it diminishes 
purchasing power. W hat is over
looked, in this line of reasoning is that 
unemployment means lesened produc
tion. As a factor making for a re
covery in prices, this more than off
sets diminished purchasing power. 
For while the unemployed cease alto
gether to produce, they cannot cease 
to consume. They must continue to 
buy necessities for themselves and 
their families; and if they have no ac
cumulated savings, they will go into 
debt. Lower wages for those rem ain
ing at work mean lower purchasing 
power; but they also mean lower pro
duction costs, and m anufacturers can 
afford to sell more cheaply. Lower 
wages, therefore, will not in any long 
run adversely affect the actual volume 
of goods purchased.

The probability of an early recov
ery in buying and- in prices of certain 
commodities does not mean that the 
readjustm ent has not still far to go in 
other directions. W hen a normal rate 
of purchasing is resumed, it will be 
upon a lower level of prices than we 
have seen. W ith the holiday purchas
ing over it would not be surprising 
to witness the beginning of the over
due reduction of retail prices, to cor
respond in some degree with the aver
age fall in wholesale prices to two- 
thirds of their form er levels. The re
ductions of 2 2 per  cent, in the wages 
paid by the textile mills of Maine and 
Rhode Island, and of as much as 25 
per cent, by some im portant iron and 
steel companies, indicate the begin
ning of a more general readjustm ent 
of labor costs.

HAS LEFT TH E WAY CLEAR. 
Many merchants breathed a sigh 

of relief at the closing of the year 
1920. It was a twelvemonth of try 
ing experience to m ost of those con
cerned in mercantile affairs. I t  w it
nessed the peak of prices in a number 
of commodities and also the greatest 
declines in values in the shortest 
space of time within the memory of 
those active in business. The dis
turbances, both in the domestic and 
foreign trade, brought much em bar
rassment to traders as well as to pro
ducers. Aside from the many cases 
which found their way to the bank
ruptcy courts, there were still more 
in which the creditors lent, and are 
still lending, a helping hand to enable 
debtors to keep afloat until assets can 
be realized on without needless sacri
fice. I t is a tribute to the prudence 
and common sense of the American 
business man that instances of the 
kind were not more numerous. The 
only thing that has been established 
has been that the days of abnorm al 
profits have gone and tha t success 
in the future must be dependent on 
the old-fashioned standards of m erit 
and service. It took little capital and 
no skill to make money up to a few 
months ago. For a long period al
most any listed stock could be gam
bled in with the certainty of profit, 
and the same held true with about 
every kind of commodity from wheat 
to wool or from silk to sugar. Knowl
edge was not required while the 
prices of everything were rising. The 
fall in values has swept m ost of the 
speculators into the ashbin of failure 
and has left the way clear for the 
real m erchants again. This is no in
considerable gain to legitimate busi
ness.

In the prim ary m arkets the open
ing of the new year is marked by 
a feeling of more confidence than 
has been apparent for some time. I t 
is felt that the time is ripe for the 
resumption of more active buying. 
In quite a number of lines prices have 
been cut to a point that should prove 
attractive, especially as it is known 
that stocks in the hands of jobbers 
and retailers are very low and need 
replenishing.

LINEN AND SILK PROSPECTS.
Linen and silk are two of the tex

tiles which have come in for more 
attention recently. Neither is in ex
actly the shape which any one in
terested in them likes, and artificial 
means are employed to keep up the 
values of the raw material out of 
which each is made. As compared 
with normal years, the supply of both 
flax and linen is small. But it so hap
pens that there is a lot of flax on 
hand which is not being put through 
the process of manufacture. The 
reason is that the demand for linen 
has been choked off by the extortion
ate prices which m anufacturers have 
been trying to impose. So the dis
covery was made that linen was not 
so much of a necessary, after all. F lax 
grow ers and handlers, as well as the 
makers of linen, have been try ing to 
hold up the m arket by combinations 
and have sought to support weak 
holders financially, but their efforts

promise to be futile because their 
products do not appeal to the general 
buying public at the prices asked. 
As things stand, there is much more 
than enough flax and linen for all 
needs, and prices will have to give 
way unless som ething unforeseen oc
cu rs .'

In silk, the Japanese syndicate is. 
doing its best to hold the price to the 
“pegged” point it vhas fixed. This 
price is small compared to tha t reach
ed when speculation was at its height, 
and it looks reasonable even when 
compared with the pre-w ar one. Busi
ness casualties in the silk trade have 
been very numerous because of the 
contraction, and the situation was not 
helped any by the resistance of job
bers and retailers to let go of their 
holdings at anywhere near replace
ment costs. But a be tte r spirit is 
now in evidence, and there are signs 
of a larger distribution a t the new 
levels. The general belief is tha t the 
trade is over the w orst of its perils, 
and that the prospects for increasing 
business are good.

SIX BILLIO N S U N IO N  WASTE.
During the eighteen m onths in 

which the U nited States was engaged 
in war, there were 5,200 strikes in the 
United States, all of which interfered 
with the conduct of the war, the pro
duction of m unitions and foodstuffs 
and the transportation  of such muni
tions and foodstuffs. These strikes 
were practically all union strikes and 
not more than \ lA  per cent, were 
among non-union w orkers. There 
was a union striker in the United 
States during the w ar for every sol
dier of Uncle Sam called to the col
ors or sent abroad. I t  was the open 
shop which saved the country from 
disaster during the w ar by making 
possible the necessary production. 
These are facts which can be proven 
and which are not disputed by any 
person who has made even a most 
superficial exam ination of the situa
tion.

Union slackers received the high
est possible wages, under the best 
working conditions, and non-union 
w orkers were not exempt from mili
tary service by order of the Govern
ment, as were the walking delegates 
of the unions. The w alking delegates 
of the unions were exempted from 
the draft by the W ilson adm inistra
tion on the ground th a t their job was 
to maintain peace in industry, but as 
a result of their disturbing efforts we 
find a strike record which is appalling, 
due to  the grafting tactics of the 
walking delegates, who improved the 
opportunity to enrich them selves at 
the expense of the country. By pre
cipitating thousands of strikes and 
forcing a reduction of output, the war 
cost the G overnm ent fully $6,000,000,- 
000 more than would have been the 
case if union men had been patriots 
instead of sneaks and tra ito rs during 
the w ar or if all the war work had 
been accomplished by non-union men,

Resourcefulness is the star ac
complishment. I t  is the master-key 
that fits all the locks of business re
quirements.
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The Investors Greatest Opportunity
to buy good securities cheap is following a long period of liquidation.

Doubtless, he investor today is confronted with greater bargains than have been seen since the panic 
of 1907.

Fundamentally our country is in a very sound position. Many industries, while facing readjustment 
problems, are also facing many years of prosperity.

Among the principal lines of industry expected to profit most following this business readjustment 
are the Oils and Public Utilities and it is our belief that there are few, if any companies better situated to 
take advantage of this situation than the

CITIES SERVICE COMPANY
This company has been for some time and still is, the largest producer of crude oil in the Mid-Con

tinent field and the third largest Oil company in this country.
I t is also considered to be the largest Public U tility Holding Company in this country.
Both divisions of their business are complete in every particular, which makes for diversity of risk.
Severe liquidation has brought all stocks (good and otherwise) to new low levels. In view of this and 

the future prospects of the oil and public utility business, we think one of the best speculations is the

CITIES SERVICE BANKERS SHARES
Bankers Shares represent one-tenth of the old C ITIES SERV ICE COM PANY COMMON and 

pay cash dividends monthly, representing the cash value of the cash stock dividend on the equivalent amount 
of old stock.

One hundred shares of Bankers Shares now receive a monthly check of about $39.00, which will in
crease or decrease as the market fluctuates on the Common Stock. For the past year these checks averaged 
$49.90 per month or an income on the money invested of between 12 and 18 per cent. W e suggest, however, 
that our clients pursue the conservative policy of charging off their investment to the extent of that amount 
of income in excess of 8 per cent on the cash invested.

C ITIES SERV ICE B A N K E R S SH A R ES were originally offered in 1919 at $35.00 per share and 
within a year they sold up to 50%. W ith the Common Stock now selling at about 55 per cent under its 
high price of a year ago and in view of the fact that during the year the company’s net earnings have in
creased, Bankers Shares should be a very good purchase.

W e  make this suggestion to those who keep af portion of their funds invested in stock w ith the idea 
of increasing their principal through farsighted investment and are w illing to participate in both the profits; 
and risks.

W E  SU G G EST the purchase of C ITIES SERV ICE B A N K ERS SH A R ES with such funds, be
cause we believe the company is soundly organized in every department of its business and because we 
believe in its future possibilities.

Their public utilities are receiving rate increases that are bound to be reflected very favorably in their 
earnings during the next few years.

Their oil division is complete in every branch of the business. Due particularly to their large pro
duction and refining capacity and to their very large reserves of oil lands they should profit very materially 
during the next five to ten years.

Market about $29.50 per share.

STOCK DEPARTMENT
HOWE, SNOW, CORRIGAN & BERTLES

GRAND RAPIDS DETROIT
Private Wire Connections to :

New York, Chicago, Detroit, Cincinnati, St. Louis, Boston, Cleveland, Columbus, Milwaukee, Minneapolis, Louisville, Toronto
and other leading markets.
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Congressman C an n on  Holds the 
Record for Service. 

Grandville, Jan. 4— Uncle Joe Can
non, of Illinois, has set the record as 
holding official service in Congress 
longer than any other man.

Mr. Cannon has been elected to the 
House of Representatives tw enty- 
three times, beating the record of 
Justin S. Morrill, of Vermont, who up 
to date had held the record of long
est service in Congress.

There must be som ething out of 
the ordinary about a man who is con
tinued in office year in and year out 
for nearly half a century. There has 
been a lot of pith and point to Uncle 
Joe. H is record as Speaker of the 
House was one of force and consider
able strife. Nevertheless Cannon 
made an enviable record as speaker, 
even though he was dubbed “Czar,” 
and the epithet “Cannonism” was 
rolled as a sweet morsel under the 
tongues of those who disagreed with 
his tense methods.

Joe Cannon was by no means the 
first Czar of the House, however, Tom 
Reed, of Maine, while Speaker hav
ing by his strong hand at the helm 
incensed some of the legislators who 
dubbed him a Czar of the w orst kind.

This plain man from Illinois, very 
much resembling Abraham Lincoln in 
physical makeup, has made his mark 
on the political world and now in his 
declining years (he will soon be 85) 
is winning econiums from even his 
form er political enemies.

H onesty makes the man and it is 
this characteristic strongly developed 
by Joe Cannon that has given him 
such power, even over those who dis
agree with him politically. We like 
honesty in a man, even though at 
times he may seem to be going off on 
the wrong track. If he is truly hon
est, he will in time see the erro r of 
his ways and double back to the sound 
position from which he has swerved.

Joe Cannon is not of the light field- 
piece caliber, but one of the heaviest 
pieces of artillery. His constituents 
have kept him in the house nearly 
forty-four years, not consectively, 
however, as he lost out at two elec
tions during the half century last past. 
H is is nevertheless a remarkable 
record, one w orthy of study and im
itation by the young men of the coun- 
try.

Something over a quarter of a cen
tury  ago the w riter had the pleasure 
of listening to a strong address by 
Joseph G. Cannon at a Michigan Club 
banquet a t Detroit. He was about the 
last speaker on the program, which 
included such giants as W illiam Mc
Kinley, Benjamin H arrison and 
others. Two of the speakers that 
night afterw ard became President of 
the United States, one of them four 
times Speaker of the House of R epre
sentatives. Mr. Cannon was certainly 
in good company then and hasn’t got 
off the track to chase chimeras since.

Joe Cannon’s career began back in 
the days of the Kansas troubles at the 
time border ruffians from Missouri a t
tem pted by force of arm s to engraft 
slavery on free territory.

Young Cannon cast his first presi
dential ballot for John C. Frem ont, 
the gallant pathfinder and leader of 
the new party  of free soil, free men 
and a free press. He has since consist
ently allied himself wdth the party of 
Lincoln and Grant.

It will be a pleasure, no doubt, for 
his long-time political enemies to tes
tify to the sterling honesty of Uncle 
Joe, as many of them will do. includ
ing form er speaker of the house 
Champ Clark, who retires to private 
life on March 4. The landslide in 
November left many lame ducks, but 
our Uncle Joe was not one of them. 
4 e  announces his intention to live to 
100, but one never can tell.

Mr. Cannon’s fidelity to the best in
terests of his district has made him a 
hard man to beat. He took his two 
political defeats during his long ca
reer as a statesm an wdth becoming 
equanimity, feeling, no doubt, satisfied 
that time would vindicate his every 
act while a member of Congress.

At a time when dissensions divided

the Republicans, when T aft went 
down to defeat in 1912, Joe Cannon 
held steadfast to the old party  align
ment and although dubbed “stand
pa tte r” and “Czar” kept a straight
forward course, asking no favors un
til time fully vindicated his course of 
action.

We have had other old men in Con
gress in the history of our country. 
Joshua R. Giddings, of the W estern 
Reserve in Ohio, was one of these. He 
was also a friend of John Brown, Os- 
sawatomie Brown, that grand old man 
who fell a m artyr to liberty on the eve 
of the Civil W ar.

Benjamin W ade, of the same State, 
was another, while John Q. Adams, of 
a still earlier date, the “old man elo
quent” of the National Senate, stood 
to his guns until past 80. Each and 
all of these were strongly partisan, yet 
truly National characters, as is the 
man under discussion. Joe Cannon, 
while not ranking in ability with these 
earlier statesmen, perhaps, is every 
whit their equal as a sturdy represen
tative of honesty and splendid Ameri
can manhood.

The young man who takes this aged 
Illinoisan for a pattern  will not go far 
wrong, since there is no man now in 
the limelight of more sturdy charac
ter and determined honesty of pur
pose. No taint of bribery or under
handed political trickery has smirched 
the garm ents of honest Uncle Joe 
Cannon. Doubtless this trait of stric t
est probity has recommended him to 
his countrymen everywhere, regard
less of party  affiliations.

There is not a man in any party 
who will not join in the wish that 
“Uncle Joe” may live many years to 
enjoy his well earned fame as being 
the oldest in point of service of any 
American congressman.

Old Timer.

N O V E L T IE S  
S T A T IO N E R Y  
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Agents for—
A . P. W . T o ile t Paper 
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Marcus W a rd  S tationery  
Goldsmith Sporting Goods 
Goodyear Rubber Sundries  
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Easter Novelties
N o w  o n  D isplay 

Im port and D om estic

A post card will get you in touch with

The Heyboer Stationery Co.
WHOLESALE

3 Ionia Avenue, N. W. Grand Rapids, Michigan

Ask about our way.
B A R L O W  BROS. Grand Rapids, M ich.

evEREADy
STORAGE BATTERY ^

P E P
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SHERW OOD HALL CO., LTD.,
D istributors

Local Service Station, 
Quality Tire Shop,

117 Island S treet,
Grand Rapids, M ichigan.

Use Citizens Long Distance 
Service

To Detroit, Jackson, Holland, Muskegon, 
Grand Haven, Ludington, Traverse City, 
Petoskey, Saginaw and all intermediate 
and connecting points.
Connection with 750,000 telephones in 
Michigan, Indiana and Ohio.
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The Machine 
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VICTOR 
M ADDING 

MACHINE

M. V. Cheesman, State Distributor,

Universally conceded to be 
the most useful and valuable 
machine ever invented for the 
purpose intended.

f Z C  0 0  ALL MACHINES 317 Houscman Bl<te-
I J  J . _  f u l l y  g u a r a n t e e d  Grand Rapids, Michigan
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W hy Broad-Minded People Select 
Comfortable Footwear.

Many centuries ago our ancestors 
gave very little thought to footwear, 
and as records tell us, they frequently 
wore no covering for the feet but de
pended upon the soles hardening and 
becoming so tough that the heat and 
unevenness of the ground caused no 
discomfort.

In  this period the more aristocratic 
people covered their feet, but solely 
for ornamerttal purposes and not for 
protection.

In  later centuries the fashionable 
foot dress of the Chinese women made 
it necessary to bind and strap their 
little girls’ feet in a most horrible and 
uncivilized manner. I t  required weeks 
and often months for the child to be
come accustomed to the torture. In 
variably they were forced to walk 
with these strappings.

The object was to reduce the size 
of the feet by forcing the five toes 
backward and binding them  under the 
arch. As the ligam ents and muscles 
are soft and pliable in infancy, this 
accomplishment is quite possible. 
There are many examples of this cus
tom.

This is still in vogue in some re
mote parts of China.

There are many other interesting 
forms of footwear which are unusual 
and still worn by uncivilized tribes 
in various parts of the world.

Even in our civilized country we 
see unnatural styles in footwear, al
though in m ost cases, modified. These 

'sty les, although modernized, result in 
many abnorm al conditions of the feet, 
and are indirectly the cause of various 
physical ailments.

Many have profited by their experi
ence in w earing unnatural shoes and 
would testify to the different effects. 
O thers have had enough experience 
to advise their friends in  selecting 
correct shoes, but are not wise enough 
to wear shoes that will m eet their 
own requirem ents.

False pride, or being sensitive about 
large feet, is often responsible for the 
selection of shoes which are too short, 
or narrow, or not the correct hape. 
I t is very often difficult to fit and 
satisfy such people as they consider it 
more essential to please the eye than 
to fit the foot.

I know of one instance in particular, 
where the size of his feet was not a 
source of annoyance or shame to a 
man, and even though they were un
usually long, he adopted, footwear to 
conform  to their natural shape. This 
well-known and beloved man was 
Abraham  Lincoln, who considered his 
feet of enough im portance to request 
an experienced man to come to W ash
ington, so that he, A braham  Lincoln, 
m ight be measured for boots that 
would give him com fort at all times.

H e felt th a t to have the least foot 
discom fort would interfere with the 
deep thought he had to give to the im
portant duties concerning our country.

Many other intellectual men have 
realized that a clear mind is essential 
to success, and any distraction by un
comfortable feet would interfere with 
their thinking powers.

The effect of an ill-fitting shoe is 
quite sufficient to distract the mind 
from a subject which m ight be of

vital im portance. I have frequently 
heard professional men rem ark that 
they m ust be on their feet constantly, 
and they can think so much better 
when their feet are comfortable.

W hen we wish to concentrate on one 
particular subject, our minds must be 
free of other thoughts. So, if we 
wish to enjoy our feet, giving them  
their full power of unimpaired motion, 
we must wear shoes that will not dis
to rt or irritate them.

To be constantly rem inded of your 
feet is not only annoying but a source 
of unhappiness. It is interesting to 
observe the effect a good fitting 
shoe has on one’s disposition, and the 
ill effects of an im properly fitted shoe 
on the nervous system.

Just think of how much more en
joym ent can be had in sports or ou t
door exercises if we would but use 
a little common sense and thought in 
selecting the right kind of shoes.

Not many years ago the foot was 
considered of little consequence, but 
to-day its im portance ranks first in 
clothing of the body.

Many ills of the human system are 
the result of an unnatural pressure of 
the shoe, or muscular strain from 
lack of support. I have experienced 
during m y years of practicing, that 
when the body is not properly bal
anced, nerve centers are affected 
through the affiliation of the sciatica, 
spinal and optic nerves. The true 
balance should originate at the base 
or plantar of the foot. The peculiar
ity of some feet makes it necessary to 
construct shoes which will give a 
springness to the arch, and an even, 
firm tread in walking.

We frequently see young women 
w earing high heeled slippers on a 
rough, country road. This is just as 
unnatural and out of place as wearing 
heavy walking shoes for dancing, to 
say nothing of the abnorm al position 
of the feet and the after effects from 
the use of these slippers.

I t is very unwise to wear shoes that 
leave such bad after effects that in 
many cases they can never be rem 
edied. Those who exercise the feet 
naturally and walk a great deal are re 
warded with better health, which un
questionably means a clearer mind 
and greater happiness; but to do 
this, sensible shoes m ust be worn. 
There are many ailments of the 
feet which cannot be cured, but 
there are more that can be cured and 
prevented if the proper care and pre
cautions are taken.

Even some elderly women will not 
listen to reason, but insist upon w ear
ing the shoes with pointed toes and 
high heels worn by young and 
thoughtless girls. “Penny wise and 
proud foolish,” she selects that which 
appeals to the eye only, and does not 
consider the ill effects which so often 
cannot be remedied.

Short shoes cause many a painful 
hour and their ill effects are not real
ized until too late. Shoes which are 
too loose at the heel and do not hold 
the arch snugly, also looseness of 
lacings over the instep, bring the same 
results.

Just rem em ber how easily a foot can 
be ruined or distorted for life, and 
think of the untold suffering caused 
by carelessly fitted shoes.

P eter Kahler.

S E R V I C E  SHOES
that w ill stand up under a ll conditions and tests are 

good ones on which to bu ild  your business.

The H. B. Hard Pan (Service)
Shoes

have stood the test of time. Season after season they have 
been subjected to the severest test that any shoe could be 
put by thousands of out door men in every walk of life.

They have stood up and today they are regarded as the 
standard in service shoe values. Dealers who have handled 
the H. B. Hard Pan shoe for years say it is more widely and 
favorably known than any other line they have ever had

From the very first the aim of our factory has been to 
produce the best service shoe the market offered. By using 
at a ll times the very best of materials we have been able 
to maintain the high standard of quality in our line.

Your spring trade w ill demand a large number of 
service shoes. Prepare for that business now by laying in 
a supply of the H. B. Hard Pan Service Shoes.

You cannot go wrong on this line.

Herold-Bertsch Shoe Co.
Manufacturers of Serviceable Footwear GRAND RAPIDS, MICH.

We are wishing our dealers a Happy 
New Year and may this coming year be 
more Prosperous than any they have 
ever seen.

We are going to give our dealers the 
benefit of conditions that will bring to 
bear all the kelp that we can.

Our shoes are being made with the 
old reliable quality and they are being 
priced right.

We want to make the new year a 
prosperous one.

Mrth'fiause
Shoemakers for three G enerations.

Shoes
Tanners and Manufacturers o f the 

MORE MILEAGE SHOE

G R A N D  R A P ID S  M IC H IG A N
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Survey of the Business Conditions 
Throughout United States.

Apparently we are near the bottom  
of the depression or will be in the 
next th irty  days. Advances of any 
moment in the prices of agricultural 
products will materially change the 
situation for the better and reductions 
in prices of commodities are likely to 
cause increased business on the part 
of consum ers in all industrial sections.

F rom the unfounded fears of last 
spring of bread lines in the cities and 
shortage of food everywhere, we are 
awakened to the startling realization 
of a harvest so great that we cannot 
at once find an adequate m arket for 
our surplus products.

So there ensues that inexorable law 
of supply and demand which decrees 
that over production is always ac
companied by falling prices. This 
phase of the situation is peculiarly 
accentuated in the Southern states 
where the second largest crop of cot
ton grown is met by a much reduced 
demand, both at home and abroad.

Moreover, much of the cotton is low 
grade middling, because of the boll 
weevil and much unfavorable w eath
er. and for such grades there is now 
practically no m arket at any price.

The same statem ent of practically 
no demand, even at prices ruinously 
low to the producer, is likewise true of 
rice in Arkansas, Louisiana and East 
Texas, and of tobacco in the two 
Carolinas and Virginia, W estward 
through Tennessee, Kentucky and 
Ohio to W isconsin.

It is true in much less measure in 
some sections of the grain growing 
states of such staples as wheat and 
Irish potatoes.

Likewise there is a lessened demand 
for live stock, despite their apparent
ly reduced numbers, compared with 
twelve m onths ago.
Equally is this true of wool, so great 
is the surplus and so scant the de
mand.

Since the Armistice we have had 
ceaseless repetition of the cry foY pro
duction and more production as the 
only remedy for the situation of high 
prices and apparently insatiable de
mand.

W e see now plainly enough how7 
ignorant and superficial was this cry, 
and how7 utterly it failed to take into 
consideration the enorm ous produc
tive power of this country and the 
calamitous and tragic inability of our 
best customer, Europe, to purchase

ur surplus in anything like prew ar 
volume.

Under these conditions in the South 
a good deal of cotton still remains un
picked in the field.

This is also developing a strong 
sentim ent tow ards largely restricting 
the average of cotton this coming

spring. This plan is always brought 
forth in the days of very low priced 
cottons, but has never been carried 
out in anything like the measure pro
posed by its advocates. In many ways 
a cotton production restricted to 
somew7here near the probable demand 
would be a wise proceeding, if it were 
possible to forecast in advance what 
such demand will be, which it is not.

Also if such restriction meant the 
diversion of the acreage not seeded to 
cotton, to food products for man and 
beast. U nfortunately, this latter pro
ceeding did not receive much encour
agement this year in the case of pea
nuts, one of the crops of diversifica
tion in the South, since both in lack 
of demand and in low prices they 
share the fate of cotton.

While the situation in the grain 
growing states is not unlike that in the 
cotton belt, yet business in the former 
has not been affected to the same de
gree as in the latter. There is, ap
parently, a better proportionate m ar
ket for wheat and live stock, the two 
cash productions of the grain states, 
than for cotton, the great money crop 
of the South. In all sections the 
farm ers are holding their crops for 
higher prices and are not selling un
less forced to do so by pressure from 
bankers and m erchants to whom they 
are indebted. Consequently they have 
disposed of but a comparatively small 
portion of their crops and are not in 
position to discharge their indebted
ness or to buy for anything save their 
immediate wants.

Meanwhile the banks are well 
loaned up and aré chary about extend
ing any further credits to either mer
chants or farmers under present buy
ing conditions. Consequently the 
farmers are buying only what neces
sity demands and the m erchants are 
following suit. This means a much 
lessened volume of business, very 
rigid economy on all sides, close col
lections and a very general return to

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

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

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

G randvllle  Avenue and Cordelia S treet 
Bridge, Lexington and Stocking
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STEAMSHIP TICKETS
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Cornelius Wagenaar, agent for steamship lines 
reaching all parts of the world, can be seen at 
our Foreign Department for information re
garding passenger transportation to and from 
all foreign countries.
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a strictly cash basis by an increasing 
number of merchants. There has 
been very little liquidation so far, and 
the general attitude for the present 
is that of waiting for farm products 
to go higher or for manufactured 
products to go lower or for both to 
happen and thus bring about a needed 
readjustm ent.

One observer in the Southwest de
scribes the situation as “sound but 
poor.”

In fact, the conditions present the 
phase of an enorm ous and incredible 
am ount of newly created wealth in the 
form of agricultural products which 
are only too truly an em barrassm ent 
of riches because they cannot be 
transform ed into liquid capital.

A nother observer, also in the South
west, says that the country is rich 
in every product, plenty of crops un
sold, hogs, chickens, turkeys, cattle, 
good teams and farm equipments, but 
no money, and banks loaned up. The 
answer, of course, is that the natural 
laws of supply and demand will ulti
mately work out the situation and no 
remedies or plans to bridge over the 
emergency can obscure this fact. 
Meanwhile, it is true, as experience 
shows, that the acute phases of the 
situation will gradually wear away as 
all become more accustomed to the 
new conditions especially as agricul
tural depressions have often a fashion 
of rem edying themselves in a most 
unexpected manner.

The South has seen similar condi
tions because of low priced cotton 
twice before in the past 30 years and 
each time the recovery came unex
pectedly and rapidly.

There are some bright spots com
mon to most localities. Two of them 
are the dairy and poultry industries, 
because of low priced feed and high 
priced products. In fruit raising sec
tions conditions are m ost strenuous. 
In the plateau states and middle W est, 
sugar beets were profitable crops to 
the farmers.

The cost of living is being reduced 
by a stekdy and éxtensive fall in 
prices of many commodities.

Industrial life is largely the story 
of the consumer being on a strike 
and refusing to buy at high prices. 
He buys at bargain prices but not 
at m oderate recessions. Obviously 
he will not resume purchasing on a 
more liberal scale until prices reach 
a more reasonable level. And that 
time does not seem so far off*. Be
cause of the slack demand from the 
consumer m anufacturing is generally 
running on reduced time, or, in some 
cases, is entirely shut down.

So unemployment grows, and there 
are increasing wage reductions. For 
the painful but necessary process of 
readjustm ent is progressing. M er
chants in all sections are buying only 
for their needs but withal are not 
stampeded nor panic stricken because 
there is no fear of a financial ca t
aclysm. The lum ber mills are run
ning short time or else shut down, for 
prices are low and demand scant. 
There is a general belief that there 
will be a revival of building in the 
spring, because conditions will be 
more favorable and the necessities of 
the situation m ost pressing.

M erchandise stocks in the hands of

dealers vary from light to normal, 
mostly normal, not many heavy.

Coal mining, on the whole, is in 
good shape and well employed. M ost 
other mining is dull because of low 
prices of ore and small demand.

Ship building is on the decline. The 
oil and natural gas industries are do
ing well. Everywhere is the thought 
of the many turns to the problem of 
how long present conditions will last 
and opinions vary much. The gen
eral belief inclines to a quiet and dull 
winter, although there is a scattered 
belief of some improvements after the 
first of the year.

In the main the coming of spring 
is hoped and believed to be the har
binger of a change to better times and 
to more distinct progress.

Archer W all Douglas.

Polite Auto H orns.
M otor announces the arrival of the 

courteous m otor horn.
It is a worthwhile novelty. Up to 

now the m otor horn has been decid
edly cacophonous. It squawks un
pleasantly; it bellows alarm ingly; it 
u tters noises disagreeably suggestive 
of nausea.

But the new horn, which is appear
ing on the market, has a tone that is 
at once polite and powerful. It warns, 
yet does not offend the sensitive ear. 
The tone-adjusting mechanism is so 
contrived and arranged that the horn 
is easily regulated for any degree of 
vociferousness, but it yet carries a 
warning to the pedestrian.

Why Not Think?
I t ’s  a  lit t le  th in g  to  do,

J u s t  to  th in k .
A nyone, no  m a t te r  w ho,

O u g h t to  th in k .
T a k e  a  l itt le  tim e  each  d ay  
F ro m  th e  m in u te s  th ro w n  aw ay — 
S p a re  i t  from  y o u r w o rk  o r  p lay — 

S to p  a n d  th in k !

You w ill find th a t  m en  w ho  fail 
t)o  n o t th in k .

M en w ho  find th e m se lv e s  in  ja il  
Do n o t th in k .

H a lf  th e  tro u b le  th a t  w e see, 
T ro u b le  b rew ed  fo r  yo u  a n d  m e. 
P ro b ab ly  w ould  n e v e r  be 

If  w e’d  th in k !

S hall we jo u rn e y  h it-o r-m is s .
O r sh a ll we th in k ?

L e t’s  n o t go  a lo n g  by  g u ess ,
B u t r a th e r  to  o u rse lv es  co n fess  
I t  w ould he lp  u s  m ore  o r  less  

If w e’d  th in k !

Queer, Isn’t It?
W e call a boy who deals in news

papers a newsy, but we do not call 
a wall-paper dealer a wallsy, a com
mercial paper dealer a commercialsy, 
a fly-paper dealer a flysy or anything 
like that!

Kent State Bank
M ain Office O ttaw a Ave.

Facing Monroe

Grand Rapids, Mich.

Capital - - $500,000
Surplus and Profit - $850,000

Resources
13 M illio n  D o lla rs

3k  Per Cent.

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

The Home for Sayings

G R A N D  R A P I D S  N A T I O N A L  C I T 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

A S S O C IA TE D

C A M P A U  SQ U A R E
The convenient banks for out of town people. Located at the very  center of 

the city . H andy to the street cars— the In terurbans—the hotels— the shopping

On account of our location— our large tran s it facilities— our safe deposit vaults  
and o u r complete service covering the entire field of banking, our Institutions m ust 
be the u ltim ate  choice of out of town bankers and Individuals.

Combined C ap ita l and S u r p lu s ________________$.1,724,300.00
Combined T o ta l Deposits _____________________ 10,168,700.00
Combined T o ta l Resources ____________________ 13,167,100.00

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

ASSO CIATED

B A N K
B A N K

KEEP UP WITH THE TIMES

Sky
Rockets

The M ichigan Trust Co
OF GR A ND  RAPIDS

“ THE CLOCK CORNER”
PEARL & OTTAW A

Go up with a flare and a hurrah, but there 
is no applause on the return to earth of the 
“stick.”

If a good earner is also a big spender, he 
doesn’t generally leave much for the wife 
and kiddies to get along on after he is gone. 
Be square with them. Go further, P rotect 
them by Will.
The intelligence that is clever a t earning can 
easily appreciate the wisdom of making a con
tinuation of his program  possible. T his can 
be outlined and safe-guarded in your Will. 
It is possible to provide a reputation for your
self that will last a while.
W here the Will names a well-established 
T rust Company as Executor and Trustee, the 
utm ost certainty of perform ance is assured.
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Dividends and Easy Money.
The dividend suspensions ordered 

by a good many corporations whose 
solvency and credit is unquestionable 
throws a bright light upon money 
conditions both present and future. 
Surprise has been expressed in some 
quarters because of the failure to con
tinue dividends, notw ithstanding that 
profits have in many cases been amply 
large enough to justify it. There was 
the same kind of com m ent a few 
months ago because of the action of 
the Steel Corporation in failing to 
raise its dividend rates on common 
stock. Neither the suspensions that 
are taking place now nor the failure 
to pay more liberally in form er 
months need occasion such surprise.

The world in general is facing a 
long continued period of “tight 
money." W hat well informed men 
think of this prospect is illustrated 
by the action that has been taken 
during the past few m onths in bo r
rowing upon bond issues running 
for as long as ten years at unpre
cedentedly high rates of interest. 
Thoughtful financial managers would 
never have consented to any such 
long deferred maturities had they 
thought it likely that they could re
fund their obligations to advantage 
in the meantime. In the same way 
an enterprise which finds itself 
steadily obliged to borrow  from 
banks may well consider w hether it 
acts wisely in making large dividend 
disbursem ents if it m ust at once 
turn about and provide itself with 
cash for current requirem ents at 7 
or 8 per cent, interest. Every m anu

facturing enterprise has to have a 
certain amount of w orking capital, 
but conditions may be such as to 
make it w orth while to take these 
funds out of earnings rather than 
from current borrowing.

The general efforts to reduce the 
strain- upon the banks by checking 
dividend disbursem ents, economizing 
in labor and other outlay, avoiding 
unnecessary production, and especial
ly curtailing non-remunerative for
eign trade are all in their way en
couraging symptoms. They will tend 
strongly to bring down the cost of 
commercial loans at the banks, and 
in so doing to hold out a better in
ducement to the public at large to 
resume a more active business policy. 
A good while, however, must elapse 
before these factors become fully 
influential. Meantime scarcity of 
money or, in o ther words, shortage 
of capital will continue, and this is 
sure to be the case as long as the 
world at large is so seriously in need 
of investment support as it is to-day. 
Even if we were ourselves in a 
stronger and more liquid condition 
we should find ample and well se
cured investm ent oportunities for 
our resources in many foreign coun
tries which would pay high rates.

These are some of the reasons why 
so called “easy money," except for 
short term  loans and special kinds 
of advances, is hardly to be expected. 
Should there be sporadic intervals of 
it they will probably occur, in the 
near future, only as a result of tem 
porary lull or artificial check to de
mand.

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.

R rand RapiosTrust Rompahy

G RAND RAPIDS, MICH.
O T T A W A  A T  J O U N T A IN  B O T H  P H O N E S 4391

Cadillac Slate Bank
Cadillac, Mich.

Capital ................................................................ $ 100,000.00
Surp lus .................................................................. 100,000.00
Resources (June 30th) ....................................... 3,649,021 82

4%

ON

Savings\\ “ es 113 Months
Reserve for State Banks

The directors who control the affairs of this bank represent much of the 
strong and successful business of Northern Michigan

F. L  REED, President

HENRY KNOWLTON, Vice Pres. FRANK WELTON, Cashier 
JAY i.  VELDMAN, Asst. Cashier

¿Hirlftgatt .¿Finance (Üorporatimt
FLINT and GRAND RAPIDS

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

Preferred Stock now paying quarterly dividends act the 
rate o f 7% annually.

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

R»signed m  Deputy State Banking Commissions* 
to accept Presidency of the Corporation.

CARROLL F. SWEET. Vice President.
Vice Preeident Old National Bank. CwmI  RapMh
C. S. MOTT, Vice President,

Vice President of General Motors CocpocaStana.
President Industrial Sayings

CLARENCE O. HETCHLER, Secy.. GRANT J. BROWN. 'r—
President Ford Sale, Co., Flint. *~»rkiw Indus. Sayings Bank. H k l

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

Travis-Merrick-Warner it  Johnson.
Attorney*. Grand Rapids, Mich.

W. P. CHRYSLER
Vice President Willys-Overland Cty,
Director industrial Savings Bk., Flint.

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

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

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

OLD NATIONAL BANK, Orand Saplds. Rsglttrars and Traaafar Agaata.

R. T. JARVIS &  COMPANY
Investment Securities

605X-6O6 Michigan Trust Bldg. Citizens Phone 65433. Ball M . 433
GRAND RAPIDS, . MICHIGAN

LEONARD FREEMAN
President Freeman Dairy Co, P lies  
tor Industrial Savings Bank, FitoL

FLOYD ALLEN
President Flint Board of Cncnienee. 
President Trojan Laundry, Flint.

S. A- GRAHAM
Vice President Federal-Comnaaseial 
and Sayings Bank, Port H u m s  Mick

CHARLES E. TOMS
Cashier American Sayings Beak, 
LiBUBg, Mich*

A. C  BLOOMFIELD
Vice President Natsosud U b k a  Benk 
of Jackson, Midi.
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Practical Scheme To Safeguard Prop
erty.

Apropos of the recent fire at Ada, 
which destroyed three or four store 
buildings, the Tradesm an commends 
the following original and practical 
scheme to safeguard property in 
small towns and outlying districts 
where roads are bad and w ater supply 
lacking, which is being practised with 
success by the village of Rutland, 
M assachusetts:

The town has purchased a number 
of three-gallon extinguishers, which 
are placed in the farm houses to 
gether with three extra charges. They 
remain the property of the town and 
the owner of the building signs an 
agreem ent to keep the extinguisher 
from freezing and have it available for 
use. The fire engineers make an an
nual inspection and recharge the ex
tinguishers.

I t  is the aim of the engineers to 
buy additional extinguishers until 
every house not within the town wa
ter supply will have an extinguisher 
and in large sets of buildings two or 
more at different locations.

There have been two cases within 
three m onths where w ithout doubt 
the buildings were saved by this 
method, as they were two or three 
miles from the hose house in the cen
ter of the village. N ot only did the man 
whose roof caught fire use his extin
guisher, but two near neighbors 
brought theirs and did good work 
until the auto truck arrived on the 
scene.

This is the best way to solve the 
problem for small towns, as some
thing is thus had at hand when the 
fire is discovered, and we all know 
that the first few minutes in time 
of fire mean the most.

If there had been any kind of an 
extinguisher a t Ada when the fire 
broke out the conflagration could 
have been nipped in the bud by 
prom pt action:

It is suggested as a further meas
ure of protection for rural sections 
that farm ers owning autom obiles 
might keep on or two two-and-a-half- 
gallon extinguishers in their garages 
and rush them to the aid of neighbors 
in time of need. Such extinguishers 
cost about $20 apiece and as a com
munity proposition would call for but 
a small contribution from individual 
residents.

A Sincere Fire Preventionist.
A W estern fire prevention engineer 

is reported to be practicing his preach
ments by conducting regular fire 
drills in his home. W hen he sounds 
the bell, his young son reports to 
him, his wife takes her station at the 
telephone ready to send in an alarm  
and the maid starts  for the nearest 
fire alarm  box. Following these first 
steps, each member of the household 
has his precise duty in connection 
with a chemical fire extinguisher, a 
pail of sand and a ladder.

Boys playing with m atches are be
lieved to have started  a fire at F o rt 
W ayne, Indiana, which resulted in a 
loss of $15,000.

Fenton Da\?is feBo^le
M IC H IG A N  T R U S T  B U IL D IN G  

I M ain 5139
Telephones j  c l t |Zens 4212

Chicago GRAND RAPIDS Detroit

Preferred Risks! Small Losses! Efficient Management! 

enables us to declare a

30% Dividend
For Y ear 1921

100% Protection and 30% Dividend, both for same money 
you are paying to a stock company for a policy that 

may be haggled over in case of loss.

Michigan Bankers and Merchants Mutual 
of Fremont, Mich.

Fire Insurance Co.

W M. N . SENF, Scc’y

The Grand Rapids Merchants Mutual 
Fire Insurance Co.

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

Endorsed by The Michigan Retail Drv Goods Association.
Issues .policies in am ounts up to  $15,000.

Associated w ith several million dollar companies.

Offices: 319 320 Houseman Bldg. Grand Rapids, Michigan

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

to  comi»at 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. We w rite insurance on all kinds 
of M ercantile Stocks, Buildings and F ixtures a t 30%  presen t dividend

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

ALBERT MURRAY Pres. GEORGE BODE, Sec’y

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 Michigan Trust Bldg., Grand Rapids, Michigan 
GREEN & MORRISON, Agency Managers fort Michigan

Bristol Insurance Agency
“T he A gency of Personal Service”

Inspectors and State Agents for Mutual Companies

Minnesota
Wisconsin
Minnesota

W e Represent the Following Companies, Allowing  
Dividends aa Indicated:

H ardw are  M utu al—  
H ardw are M u tu a l—  
Im plem ent M utu a l—  

The Finnish

55% Michigan Shoe Dealers M u tu a l- 30%
60% Illinois H ardw are  U nderw riters  60%
50% Druggists Indem nity Exchange 36%
M utual F ire  Ins. Co. 50%

R E M E M B E R  W E  H A N D L E  T H E  B E S T  C O M P A N IE S  IN  T H E  
M U T U A L  F IE L D .

These Companies are known for th e ir  financial strength , fa ir  settlem ents, and 
prom pt paym ent of losses. They  always give you a square deal.

/—a m  M OW  R A V E  A N Y  M E R C H A N T  50% ON H IS  IN S U R A N C E  C O ST.

c. N . BRISTOL, Manager A. T . M ONSON, Secretary
J. D . SUTHERLAND, Fieldman

F R E M O N T .  M I C H I G A N
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1921
Spring and Summer 

Line now being 
Shown

©  1920

Quality Kept Up
Values permitting prices the Consumer likes to pay

}JAlltm a r |(

OF BETTER QUALITY
j g g g g g g g g g g gWT n s irz c a r^ g h

ATHLETI C U N D E R WE A R
U N IO N  SU IT S r SH IR T S D R A W E R S
T h e  S a le sm en  o f  so m e 2 0 0  L e a d in g  W h o le s a le r s  w ho f u r n is h  HALLMARK 
IMMEDIATE DELIVERY SERVICE are now showing the line for Spring 1921, delivery.

H ALL, H A R T W E L L  & CO ., T ro y , N .Y., M a k e rs  o f  HALLM A RK S H IR T S  AND S L ID E W E L L  C O I LAP

T

%

*

1

4
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Q U A L IT Y  K E P T  U P . V a lu e s  p erm ittin g  p r ic e s  th e  C o n su in er  l ik e s  to p a y .

T he Salesmen of some 400 Leading W holesalers are showing the complete line.for Spring 1921 delivery. 
HALL, HARTWELL & CO., Troy, N. Y., Makers of SLIDEWELL COLLARS AND HALLMARK ATHLETIC UNDERWEAR
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W hat Kind of U nderwear People 
Take To.

How many men prefer white under
wear to ecru or gray? W hat is the 
most popular weight of m en’s under
wear in w inter and in summer? How 
many men prefer snug-fitting under
wear to loose-fitting garm ents? All 
of the foregoing questions concern 
m atters on w hich every dealer in m en’s 
furnishings should be posted. They 
and several others are answered in a 
bulletin soon to be made available to 
the retail trade by Robert Reis & Co., 
of New York.

The data contained in the forth 
coming bulletin was obtained in a 
rather unusual way. To begin with, a 
comprehensive questionnaire was pre
pared by sales executives of the firm, 
em bracing a num ber of questions of 
vital im portance to the underw ear 
branch of the furnishings trade. 
Armed with this questionnaire, ca
pable representatives of the company 
interviewed about 2,000 male travelers 
—principally com m uters — at the 
Grand Central and Pennsylvania Sta
tions. As unusual as the project and 
the questions were, there was little 
difficulty experienced in getting the 
desired answers. In  fact, rtiany of 
the men questioned appeared pleased 
that direct in terest in the underw ear 
needs of consum ers was being taken.

Among im portant things^ brought 
out, from a trade point of view, were 
the stvles of underw ear preferred by 
men. In relation to this, the discovery 
was made tha t medium weight union 
suits of wool and medium w eight two- 
piece wool garm ents are the m ost 
popular for wear all the year around. 
On a pecentage basis, the preferences 
for different weights and styles were 
shown to run this way: K nitted cot
ton union suits, light weight, same, 
medium, 3; knitted cotton two-piece 
suits, lightweight, l/ 2y same, medium, 
3; wool-union suits, light, J4; medium, 
22; and heavyweight, 9; wool two- 
piece suits, light, 1, medium, 23, and 
heavy, 7; cotton union suits, balbrig- 
gan, 8; same nainsook, 15; and cot
ton two-piece suits, balbriggan, 3; 
same, nainsook, 5.

Of the many men questioned, 62 
in a representative 100 asserted that 
their color proference in underwear 
was white. Twenty-tw o preferred 
the very light tan shade called ecru, 
while the rem aining 16 liked gray gar
ments best. The decided preference 
shown for white leads to the conclu
sion by the bulletin that it is best to 
show white garm ents first, on the 
ground that they outsell the other two 
shades on the basis of 10 to 6.

On the question of fit there was 
about an equal division of opinion as 
to snug, medium and loose fitting gar
ments. Again, taking a representa
tive 100 replies, it is shown tha t 36 
men like their underwear to fit snugly, 
33 nrefer a medium fit, while the re 
maining 31 favor the loose-fitting type 
of garm ent. In spite of the num ber 
of men who prefer close fits, the bul
letin points out, very few are to-day 
fitted with snug garm ents because the 
average salesman wants to play safe. 
It also points out that the average 
man can be safely sold snug under
wear if certain directions are followed.

Just how im portant the fitting ques
tion is in selling underw ear a t retail 
is shown by replies to questions de
signed to bring out the features which 
determined the sale. Sixty per cent, 
of the men questioned on this point 
answered tha t fit was the first con
sideration. Twenty-one percent, con
sidered weight first, while 3 per cent, 
considered certain patented adjust
ments of the prim est im portance in 
influencing their purchases. Related 
to the question of fitting is one re 
garding how many men know size. 
Four out of every ten men questioned 
adm itted their vagueness on this point.

Also related to the question of fit, 
and of particular in terest in view of 
the free way in which women return  
unsatisfactory merchandise, were the 
replies made to the query as to w hat 
would be done if the wrong size were 
given by the salesman. Of 100 repre
sentative men questioned on this point

76 replied that they would w ear the 
garm ent but would not buy under
wear from the same store again. The 
other 24 said they would return  the 
goods.

T hat a garm ent should wear at 
least two seasons in order to be sa tis-- 
factory was the opinion voiced by 35 
per cent, of the men queried on that 
subject. Twenty-tw o per cent, con
sidered they had got their money’s 
w orth from a single season’s wear. 
Fourteen per cent, wanted at least 
three seasons’ use, and 9 per cent, 
would not be satisfied with less than 
four seasons’ wear.

On the m atter of price, it developed 
that $2 and $3 garm ents were the most 
popular with the general run of men. 
The bulletin shows that 48 per cent, of 
those questioned preferred underwear 
priced at the latter figure, whereas 40 
per cent, liked $2 garm ents best. Only 
three-quarters of 1 per cent., of the 
replies indicated a preference for $1 
goods, and till fewer—one-half of 1 
per cent.—paid $6 for their underwear. 
By 9 per cent, of the men approached 
on the price questioned, $4 was the 
favored figure, while 2 per cent, of 
them  expressed a preference for $5 
goods. Of this showing the bulletin 
says: “These prices are based on un
derw ear that was bought during the 
years of 1918, 1919 and the early part 
of 1920. I t is easy to see that we 
ought to concentrate on garm ents sold 
a t $2, $3 and $4.

A nother question put to the men in
terviewed had to do with the factor 
which influenced the sale of under
wear. Taking 100 replies as an ex
ample, it was shown that 42 men were 
influenced by window displays, 20 by 
newspaper advertising, 21 by salesmen 
and 17 by recom mendations of friends. 
“Very few stores have regular win
dow displays of men’s underw ear.” 
the bulletin comm ents on this point, 
“yet it has been proved through this 
investigation tha t more than four out 
of ten custom ers buy because of the 
influence of window displays. E n
courage your window trim m er to 
have more underw ear shown in your 
windows. Display it in the front of 
the store and in showcases next to 
neckwear and dress accessories. You 
will be surprised at how much more 
underwear is sold. W hen a garm ent 
is displayed, show it with a small 
price ticket. Many men interviewed 
said that in m ost cases garm ents were 
priced lower than they expected to 
pay.” _

R ecent invention of stiff collar for 
cow prevents her from  drinking her 
own milk. Now for a stiff collar to 
prevent some of us from drinking our 
own brew.

The Economy Garmenf

Michigan M otor Garment Co,
Greenville, Mich.

6 Factories—9 Branches

W e are about to put on tbe 
market our new and complete 
line of Genuine Horse Hide 
Work Gloves.

Our salesman will come to 
you and skow you something 
new in gloves.

This is something you want 
to know. Tie up with him, 
it will be worth your while.

HIRTH - KRAUSE
Manufacturers and Tanners of 

Genuine Horse Hide Gloves

G R A N D  R A P ID S  M IC H IG A N

I Ginghams and Wash Goods
are arriving daily a t new  and a ttrac-  

j  t iv e  prices.

|  W rite for sam ples and prices.

|  Quality Merchandise—Right Prices—Prompt Service ■

I Paul Steketee & Sons |
I  WHOLESALE DRY GOODS GRAND RAPIDS, MICH. 1

MiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiB

T R I M  U P  T H A T  S T O C K
On the basis of OUR present quotations you 
CAN BUY and QUICKLY SELL at prices 
that will satisfy and convince YOUR trade 
that YOU ARE RIGHT and that they need 
NOT LOOK FURTHER than TO YOU for 
merchandise at right prices.

Tjoniel €f 9 'Patton & C'ompany
G R A N D  R A P I D S  
59-63 Market Ave. North

The Men’s Furnishing Goods House of Michigan
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Beware of Pleasing Personality Who 
Writes Checks.

Indianapolis, Jan. 3—A clever check 
w orker has operated successfully 
am ong our mem bers at Muncie and 
this bulletin is sent to warn m erchants 
to be on the lookout for her.

At Muncie, she operated as Ruth 
Steele, presenting checks drawn on 
an Alexandria, (Ind.) bank. The 
Alexandria dispatch states tha t she 
deposited about $100 Dec. 1, and again 
on Dec. 9, $95.

By presenting checks in Muncie 
drawn on the A lexandria bank, which 
checks were honored, she established 
her identity and the fact tha t her 
checks were good.

Then in a short time, she passed 
about $700 in checks, all of which were 
returned m arked “w orthless,” and im
mediately got away before it was 
found that the sum of her checks was 
greater than her balance.

She rented a furnished house in a 
fashionable part of Muncie (suburb) 
and was accompanied by two small 
boys, aged about 3 and 5, and also a 
young woman who resembled her 
somewhat, but whom she introduced 
as her maid.

She is described as being of good 
appearance, having dark hair and a 
pleasing personality. She is rather 
tall, well proportioned and a good 
talker.

W e are convinced that this is the 
same person who operated in Indian
apolis two. years ago and who since 
has operated successfully in St. Louis, 
K ansas City, Omaha, Muncie, Mil
waukee, Minneapolis and other points.

The description tallies exactly, es
pecially the part of the two children 
accom panying her.

Be on the lookout for a woman of 
this description. Verify as far as pos
sible and if there is the slightest doubt 
have her taken in custody, as the 
Muncie members are extrem ely anx
ious to get her and will identify her 
if apprehended. She is an expert 
crook.
Indiana Retail M erchants Association.

The “Bud” With a Cork Leg. 
W ritte n  fo r th e  T rad e sm a n .

H e  h obb les  e v e ry  d ay  
H is  lu ck  h a s  com e to  s ta y  
H is  leg  w as  s h o t a w a y  

S om ew here  in  F ra n c e .

T h e  s to ry  o f h is  w oe 
W as  b ra v e ry  w e know  
B u t  th a t  w a s  long  ag o  

S o m ew here  in  F ra n c e .

W e h a iled  h im  w h e re  h e  w e n t 
O u r zea l we free ly  le n t 
To c h ee r  th e  d ay s  h e  s p e n t 

S o m ew here  in  F ra n c e .

H e  hobb led  b a ck  w ith  y e t  
E n o u g h  o f p lu ck  to  le t  
B u t w e—y es w e fo rg e t 

B u d ’s  fig h t in  F ra n c e .
C h a r le s  A . H e a th .

Poison Pistol.
One is not perm itted to carry fire

arms, but a “poison pistol” is differ
ent. There is no law forbidding it.

It is a new idea, the invention of 
a Frenchm an—much like an ordinary 
pistol in appearance, but w ithout cart
ridges or bullets. Its  handle, how
ever contains a poison-gas fluid.

If a bandit comes along, you press 
the trigger, and the pistol shoots a 
thin stream of the fluid in his face. It 
puts him out of business instanter.

Barlow’s 
Old Tyme 

Graham Flour

Stone Ground

JUDSON GROCER CO.
G R A N D  R A P ID S  M IC H IG A N

À W h ole Family M ealof

SKINNER?
FREE—one package of your favorite SKIN
NER’S Macaroni, Spaghetti or Egg Noodles. 
Tear off the coupon, take it to your grocer, buy 
one package and he will give you another free. 
If  he will not supply you write us, giving his 
name and address.
One package of SKINNER'S Macaroni Prod
ucts should make a full meal for the average 
family.
If a t any time you do not find the superiority of 
SKINNER’S immediately noticeable return the 
empty package to  your grocer and he will re
fund your money.
Hundreds of appetizing dishes can be prepared 
from SKINNER’S Macaroni Products. Write 
us for our 48-page book of recipes, enclosing 4c 
in stamps to cover postage.

Macaroni
Unfortunately there are grocers that do not 
handle quality merchandise, because the whole
sale price is higher than on goods made up of 
cheap raw material under unsanitary conditions. 
Demand SKINNER’S Macaroni Products for 
your family’s sake. REFUSE TO USE MAC
ARONI THAT COOKS UP MUSHY AND 
DOES NOT HAVE A REAL FLAVOR, EVEN 
IF  YOU H A V E TO  C H A N G E  YO UR 
GROCER.
Just tear off the coupon that appears below. 
I t's  “ legal tender" a t any store— will buy you 
one package of SKINNER’S Macaroni Products 
if you buy another.. You get two packages for 
only 10 cents by presenting th is  F ree 10-cent 
coupon. A

EGG 
NOBBLES

B U Y  O N E . 
O F  TH ESE
S  l

WE
GIVE YOU THIS (7,

f c /

¥

¥  
-W  io

¥ NOTICE TO 
GROCERS:

This coupon, signed by your 
customer, will be redeemed at 

in cash. Return coupon

■ direct to  Skinner Manufacturing 
Company, Omaha. U. S. A. I f  you 

do not have our full line stocked send 
us name of your jobber

NOTICE TO PURCHASER
Coupon, if presented within 30 days, good for 

one package of SK IN N ER ’S Macaroni Products 
if  you purchase another a t  the  regular price.

SIGN THE FOLLOWING:
/ hereby certify that 1 have th is  day purchased one 

packed» o f SKINNER’S Macaroni Products from m y  
grocer and received one package free.

An Enlarged Four-Co lum n Copy o f th is  A dvertisem ent w ill appear In 
January in Over Four Thousand Newspapers and m any other publica
tions. You w ill need our goods a t once to take  care of the business th is  
advertising w ill bring you. O R D E R  T O D A Y .

Skinner’s Macaroni Now a 10 c Seller
O K IN N E R 'S  Macaroni, Skinner's Spaghetti (either Long or Cut goods), or

Skinner's Egg Noodles, in five-case lots or over, can now be purchased deliv
ered freight FREE at 95c per dozen, except in the Far West. This price is based 
on a much lower cost for raw material than today's quotations. It represents an 
effort on the part of the Skinner Manufacturing Company to co-operate with gen
eral business in order to get back to a pre-war basis and unless there is practically 
at once, a further decline in the cost of our grade of flour and unless labor, cartons, 
cases and labels and other items that make up our manufacturing cost are mater
ially reduced at once, we will not be able to maintain present prices but will have 
to advance. This price certainly represents the bottom for 192i, and every retail 
grocer should get in his order at once.

Skinner's goods are guaranteed to be made from the best Durum flour that 
is milled by either the Pillsbury Flour Mill Company or the Washburn-Crosby 
Company; in fact, these goods are made from a flour that is milled from a 
reground Semolina which is made from the highest grade of Amber Durum 
wheat that can be secured.

Skinner's Macaroni Products have had many times more money spent on 
them for national advertising than has any other brand of macaroni*. In addition 
to their newspaper advertising, advertising coupon, street car advertising and 
poster work in 1920, Skinner's Macaroni Products were advertised extensively 
in four-colored full-page advertisements in such women's national publications 
as the Delineator, Designer, Good Housekeeping and the Pictorial Review. In 
J92J we will do extensive advertising in Sunday newspapers in cities and will use 
women's national magazines and country newspapers more extensively than ever 
before to reach the housewives in smaller towns.

Skinner's Macaroni Products are a real quality line of merchandise that will 
satisfy any housewife and the fact that the Skinner Manufacturing Company 
will pay the retail grocer cash at the regular retail price for one package of their 
goods and will send a customer in to buy this package along with one other 
package, should entitled the company to real co-operation from the retail grocer 
on their line.

The Skinner Manufacturing Company feels that this effort on their part 
will bring real new business to every retail grocer in the United States who stocks 
their goods. Retail grocers are advised to order through their jobbers; however, 
the company will make a drop shipment of five cases or over to a retailer, freight 
prepaid, and bill same through any jobber named by the retailer.

Skinner Manufacturing Company, Omaha, U. S. A.
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Michigan P ou ltry, B u tter and Egg Asso
ciation.

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

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

ley. S ag in aw .
tix e c u tiv e  C o m m itte e—F . A. Jo h n so n  

D e tro it; H . L . W illiam s, H ow ell; C. J .  
C h an d ler , D e tro it.

Recipe for Philadelphia Scrapple.
In making Philadelphia scrapple all 

scraps of pork not required for salt
ing or for the manufacture of sausage 
and lard may be used. Split the head 
of the hog between the jaws and re
move the tongue, which may also be 
used for making the scrapple; cut off 
the end of the snout, remove the 
eyes, jawbone and nasal cavities. If 
carefully cleaned and the cartilage 
removed after boiling, the ears may 
be used. Place the head m eat and 
the skin which has been removed 
from those parts intended for sausage 
and lard in sufficient w ater to cover 
them, and allow to boil. A fter fifteen 
minutes add the o ther meat, which 
may include the feet, nicely scraped, 
the heart, trim mings of the hams and 
shoulders, a small part of the liver, 
and, if you wish, the spleen, crack
lings and kidneys, w ith the white 
parts all removed. However, these 
are not custom arily used. Boil the 
meat until it separates from  the 
bones; then take it out of the liquid 
and chop it finely. N ext strain the 
liquid in order to remove all bones, 
and add sufficient water to make five 
parts liquid to three parts of meat. 
S tir in the m eat with an equal quan
tity of cornmeal made from  new corn 
well dried before having been ground 
fine. S tir this mixture while boiling 
and season it with salt, black and 
red pepper, and either thyme, sweet 
m arjoram , sage or pennyroyal, ac
cording to your preference. Allow 
to boil for twenty minutes, and then 
put it away in a cold place, where it 
will keep for two or three weeks if 
the w eather is cold.

A Good Cup of Coffee.
Almost w ithout exception every 

business which has to do with food 
staples—raw, or prepared for use— 
has one or two articles constantly on 
sale which afford opportunity  for 
greatly increasing business by sup
plying goods of uniformly better qual
ity than others provide, and thereby 
attrac ting  the favorable attention of 
patrons. The man who grasps these 
opportunities and utilizes them to the 
fullest extent wins a reputation that 
increases his trade, his bank account, 
and his future prospects.

O pportunities of this kind are par
ticularly num erous in the hotel and 
restaurant business in every city, 
town and ham let in the country.

Take the one item of coffee, for in

stance. For m ost men and many wo
men, it is the “sine qua non” of every 
meal. For that reason alone it should 
be good, always. But because it is so 
universally called for by untold 
thousands landlords give it only 
superficial attention, and disappointed 
millions drink execrable concoctions 
simply because it is a case of bad 
coffee or none, and none means a 
headache.

The making of good coffee is an 
art which m ust be and can be prac
ticed only with a good quality of raw 
material. We need not go into the 
grocer’s end of that—it is self-evident; 
nor into methods of making good cof
fee from good coffee. The inspiring 
fact for the businesses we have named 
is that so large a proportion-of them 
do not supply their guests with the 
one thing that will cover and send to 
oblivion the mem ory of a multitude of 
sins in cookery—good coffee.

To serve excellent coffee all the 
time, at all hours and every day, would 
guarantee the success of many a hotel 
and eating place now an uncertain fi
nancial proposition. The days are past 
when the patron can leave the table, 
go to the bar, and wash away the 
memory of bad coffee in the dining 
cafe. I t abides with him, and leads 
him to seek other quarters, and still 
others, until perchance he finds good, 
strong, fine flavored and satisfying 
coffee. Is not this appetite, far more 
widely distributed than tha t for al
cohol, w orth catering to? Does it not 
w arrant increased expenditure for raw 
m aterial and constant care that the 
liquid cheer be made right?

One Thought For a Whole Year.
If the world is grow ing better, it 

will be better when I am gone. W ill 
it be better because I am dead, or be
cause I have lived?

Boys who play pool too much 
should be taught to figure the mileage 
of their walks around the table.

You Make
Satisfied Customers

when you sell

“ S U N S H IN E ”
FLOUR

BLENDED FOR FAMILY USE

THE QUALITY IS STANDARD AND THE 
PRICE REASONABLE

Genuine Buckwheat Flour 
Graham and Corn Meal

J. F. E e s le y  M illin g  C o .
The Sunshine Mills 

PLAINWELL, MICHIGAN

S tock  P u rity  N u t
Recommend 

It To Your Customers

Every pound of Purity Nut is 
Guaranteed to Satisfy

PU RITY  N U T M ARGARINE
The Purest Spread for Bread 

Packed 10 and 30 lb. cases 1 lb. cartons

M . J . D A R K  & S O N S
Sole Distributors in Western Michigan Grand Rapids, M ich.

With a full line of all Seasona le Fruits and Vegetables

W E ARE

E X C L U S I V E
DISTR IBU TO R S

FOR

“Dinner Bell”
ALW A YS FRESH A N D  S W EE T

M. Piowaty & Sons of Michigan
MAIN OFFICE, GRAND RAPIDS, MICH.

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

OUR N E A R E ST  BRANCH W ILL SERVE YOU

Holiday Suggestions
H IG H E S T  Q U A L IT Y

NUT MEATS) 
NUTS j FU L L  L IN E

S W E E T  P O T A T O E S  (R ed Star Brand) 

S H R E D D E D  C O C O A N U T , D r o m e d a r y  Brand
P o p  C orn  (Sure Pop) A p p le s  

G rape F ru it—A ll S izes  O ra n g es  C ran b err ies
D a tes  F a n c y  B lu e  R o s e  R ic e  

D ried  F ru its F ig s

SERVICE AND ATTRACTIVE PRICES

K EN T S T O R A G E  C O .,
Grand Rapids, Michigan
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“Getting Along” With a Partner
To-day we took young H oward 

Blake in with us and gave him a one- 
fifth interest in the business. H oward 
started in as a delivery boy four years 
ago and has been “a-com in” ever 
since. For the last few months my 
partner and I have been worried sick 
for fear some other firm would grab 
him, and learning how much other 
people wanted him made us realize 
how valuable he was in our business.

A fter we had called him in to-day I 
got to thinking back to the time fif
teen years ago when John and I went 
into partnership. I knew an old m er
chant, Em ir Shampnor, who had re
tired from  the game after making a 
fortune, and I decided to go to him 
and ask him for some rules about 
“getting  along” with my partner.

“Young man,” he said to mp, “there 
ain’t no rules. Getting along is just 
a state of mind. I t consists in seeing 
the business as a whole, not as your
self, or your partner, but as an insti
tution.

“D on’t work for yourself, and don’t 
work for your partner. W ork for the 
business. If you do that, then the 
business will prosper and you will 
both get a good profit.

“One reason Sally and I have gotten 
on so well together for these fifty- 
seven years is that we both realized 
that there was som ething a whale of 
a lot bigger than either of us as in
dividuals. T hat som ething was our 
home—and our children.

“If you're going into business you 
have got to have a certain amount of 
order and system, but if you and your 
partner can’t make up your minds to 
forget yourselves and work for the 
business as an institution, no amount 
of little refinements like a good set of 
books will save you and your business 
from going to pot.

“Can’t you see tha t w hatever is 
good for the business as a unit is go
ing to be for the profit of each of you? 
You get tha t idea planted in your 
mind and you will get along with your 
partner all righ t.”

I followed his advice and I wish I 
could tell old Em ir how thankful I 
am. As to young H oward Blake, I 
don’t think he will need any such 
advice, for I have noticed right along 
that he understood that w hatever was 
good for the business was bound to 
help him as an individual.

Frank Stowell.

Cheating the Candle Man.
Did it ever occur to you to wonder 

why the yolk stays in the middle of 
an egg, instead of falling to one end 
or the o ther by gravity?

The reason is simply that the yolk 
is held in place by two taut strings 
of modified albumen which are a ttach
ed to the m em branous lining of the 
shell at either end—the arrangem ent 
being som ewhat like that used for 
swinging a hammock.

W hen an egg becomes stale beyond 
a certain point its membranes, includ
ing that which envelopes the yolk,

become weakened. The yolk loses its 
grip and sags.

Experts who make a business of 
“candling” eggs, in order to grade 
them for m arket, see a t a glance when 
a yolk has fallen out of place. All 
such eggs are graded as inferior or 
elderly.

However, an ingenious person has 
recently patented a machine for mak
ing old eggs look like new ones. It 
is designed for use in cold-storage 
warehouses. A simple turn of a crank 
once a week will cause some hundreds 
of dozens of eggs to assume a new 
position, so that the sag strain on the 
yolk will be in an altered direction.

The yolks being relieved of fatigue, 
will thus be enabled to hold them 
selves up; and the candler, when he 
comes to examine the eggs, will give 
them a superior rating.

Why He Likes the Tradesman.
Grand Rapids, Jan. 3—From  time 

to time you get pleasant compliments 
on the satisfaction they get on perusal 
of your paper. The publishing of 
those letters show you they are grate
ful in receiving same. I am in the 
same class—a long time subscriber.

The contributions you have from C. 
W. Garfield, Capt. Charley Belknap. 
At. S. W hite, Stew art and others are 
all interesting,

I am interested in the bankrupt 
notices. The Tradesm an is the only 
paper that furnishes such matter.

There is a study in going over same 
as to how business men so deeply get 
in debt before they make a deplorable 
showing.

The expense and fight you make on 
fraudulent concerns is a most com
mendable thing. It is doing a great 
good.

In dropping in on my grocer the 
other day, he noticed the Tradesm an 
in my hand. He at once requested 
that 1 loan him the paper after read
ing. He said he got a lot of informa
tion in prices on his line and the good 
family reading articles. I turn it over 
to him every week.

W arren C. W eatherly.

W E  A R E  H E A D Q U A R T E R S  

W H O L E S A L E

Fruits and 
Vegetables

Prompt Service Right Prices 
Courteous Treatment

V inkem ulder C om pany
G R A N D  R A P ID S  M IC H IG A N

Order from 
your Jobber

Bel-Car-Mo
Peanut Butter

Dealers who know the value 

of “ Bel-Car-Mo”  because 

they have it upon their own 

table, find it easy to grow 

enthusiastic when talking 

about it to their customers.

Serve it to your own table— 

i t ’s fine.

f) O 0 i°
Syrup

Popular with housewives because 
it has so many uses in cooking and 
on the table. For sweetening baked 
apples, baked beans, fru it cake, 
pumpkin pie, it's just the thing.

It has the distinctive cane flavor, 
an appealing color and it is of the 
same high quality as Domino Pack
age Sugars.

American Sugar Refining Company 
“ Sweeten it with Domino”

G ranulated, T ab let, P ow d ered , C onfectioner», Brow n, 
G old en  S yru p .
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STO V ES and HARDWARE

M ichigan R eta il H ardw are  Association. mal buyer, you m ust make a strong
S M - |? p r ic e  appeal in o rder to  get results.

'" s e c r e t a r y —A r th u r  J .  S c o tt, M a r i n e l l  Furtherm ore ■th e r e  r« ill b e  r e la t iv e ly  
C ity . i r| s l i g h t  d e m a n d  f o r  b ig  a r t i c l e s ;  i t  is

T r e a s u r e r - W il l ia m  M oore, D etro it. | | ; th e  s m a l l  g o o d s  t h a t  c a n  b e  m o s t  e f -

H ints for the H ardw are Dealer in f J Actively featured. T he g reat thing 
January. fv jis to get people out of their cosy

W ritte n  fo r th e  T ra d e s m a n . f I  homes and into the store. For physi-
January is the sort of month tha t i i  cal disinclination as well as financial 

dominates the hardw are dealer unless If - economy has an im portant effect on 
the hardware dealer makes up his j j  buying at this season, 
mind to dominate January. | |  1° any price appeal, the m erchant s

It is very easy and really the m ostj|^  message should be prim arily directed 
natural thing in the world to leav e rs  to the women. This signifies th a t the 
the store to p retty  well run itself. Fol- ̂  t hardware dealer should feature home 
lowing the holiday buying, the c u s - |‘|  goods, and quote attractive prices, 
tom ers even in the best times adopt a |%  This does not mean th a t the hard- 
policy of stric t economy and re tren ch -f 1 ware dealer has to give away his 
ment. Indeed, one m ight alm ost c a l l | |  goods; although a considerable ele- 
it parsimony. As a result of this a t-11  m ent of the buying public is undoubt- 
titude of the buying public, business 1 gedly demanding and expecting unusual 
is slow, even in norm al times. f 'I  price concessions. But the sale which

Then, the hardware dealer has j u s t |$ ° ff'>'s « " *  " » “ ¡"f,1 Price ^ v a n ta g e s  
. . , , • t r t is not likely to pull m any nickels andfinished his holiday drive and feels a s s l 1£> llut 1 • „  • .

would b e l l i dimes away from  economically-mmd-though a good, long rest 
welcome. W hat business comes h i s | | ed customers. There m ust be realeicome. v v nai u u s i i i c w  1 1 1 3 f i l l  . . .  . ,

ay he will of course attend to, b * » " «  price conc.ss.ons; and
as for hustling for business: " W h a f s l |« l ’C M l  “ “  °  loss-leaders to at- 
the use? There isn 't any business in f f  tract buyers to the hardw are store.

If you get a chance to sell a stove, 
an electric washing machine, or some 
such big article of household equip
ment, sell it. But for advertising pur
poses it is be tter to feature the scores 
of small and low-priced articles of

January, anyway.’
This, in brief, represents the a t t i - i  

tude of a good many hardw are deal-1 
ers. tj

The first January task will be to * 
correct this attitude. He m ust recog- <
nize that indifference on the part of | j | .  which every kitchen stands in need, 
the seller is more dangerous in Janu-^jj. Household hardware, tinware, enamel
ary than in December. In December |  ware no kitchen is fullly equipped
people are, relatively, in a buying j 
mood. The man who hustles gets the |  
lion’s share of the December trade, j 
but there is lots to go around. In *  
January, however, the hustler may j 
get a fair trade. The indifferent re- « 
tailer gets nothing. *

H ustling in January may not show >' 
large immediate results. The am ount 
of business done may be relatively , 
small. But you keep your organiza
tion in good fighting trim ; and when, | ! 
with the advent of spring business 
picks up again, people have no t fo r -1 j 
gotten that you are selling hardware 
and you have not lost touch w ith your 
customers. T hat is w orth a lot to . 
your store. i

W hether business comes or not, in 
January the ren t goes on just the 
same as in April or December. Your 
overhead expense is just the same—or, 
to be exact, in such item s as fuel and 
light it is heavier. You have to get 
out after business in order to get busi
ness into the store. You have to 
work harder, advertise m ore aggres
sively, and push things harder, than 
when the response of the buying pub 
lis is readier.

A big item  in stirring  up the p ros
pective custom er this m onth is the 
stock-taking sale. A t a time when re
trenchm ent is the policy of the nor-

with these lines, and it is these lines 
tha t should be featured.

F o r the time being, forget your 
heavy hardware, your tools, and simi
lar lines. Put on a couple of good 
window displays devoted to household 
articles and silverwares. Feature in 
your window trim s some striking loss 
leaders in tinware, enamelware or 
household articles on which you can 
quote an exceptionally appealing price.

Back this up by advertising freely. 
For this you can use the local paper 
or papers to good advantage. O r in 
the alternative you can send out a 
series of w ell-written circular letters.

Sand Lime Brick
Nothing as Durable  

Nothing as F ireproof 
Makes S tructures B eautifu l 

No Painting  
No Cost fo r Repairs  

F ire  Proof 
W e a th e r Proof 

W arm  In W in te r  
Cool In Sum m er

Brick is Everlasting

Grande Brick Co., Grand^Rapids 
So. Mich. Brick Co., Kalamazoo 
Saginaw Brick'Co., Saginaw 
Jackson-! arising Brick Co., Rives 

Junction

SANITARY

REFRIGERATORS

For All Purposes 
Send for Catalog*

McCRAY REFRIGERATOR 
CO.

2144 Lake SL, Kendallville, Ind.

Pioneer Broom Co.
Amsterdam, N. Y.

Makers of
H ig h  G rade B r o o m s

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

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

1*57-159 Monroe Ave. 151 to 161 Louis N.W.

Grand Rapids, Mich.

Brown & Sehler Co.
“ H o m e  o f  S u n b eam  G o o d s ”

Manufacturers of

HARNESS, HORSE COLLARS
Jobbers in

Saddlery Hardware, Blankets, Robes, Summer Goods, Mackinaws, 
Sheep-Lined and Blanket-Lined Goats, Sweaters, Shirts, Socks, 

Farm Machinery and Garden Tools, Automobile Tires and 
Tubes, and a Full Line of Automobile Accessories.

G R A N D  R A P I D S , M I C H I G A N
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Two of these may be sufficient, but I 
favor at least two price-circulars to a 
selected list of prospects and cus
tom ers ra ther than dodgers scattered 
broadcast. A lthough, if you have a 
good m arket in your town, such dodg
ers distributed on m arket day will 
reach a lot of country trade. Your 
advertising should, of course, be 
planned according to local conditions; 
the main thing being to advertise free
ly and put as much pep into your 
advertising copy as you can command.

I t will pay you to rearrange your 
stock to some extent, in order to fea
ture your small wares inside the store, 
and display them  prom inently. Use 
plenty of price tickets. Feature the 
price appeal throughout. There is no 
use putting on a sale unless you make 
it a sale w orth while to the custom er 
and to the store.

The great thing is to keep the cus
tom ers coming through the dull sea
son and to keep your store prom inent
ly before the public. Your immediate 
results may be, relatively small, al
though they will be a great deal bet
ter than if you put forth  no extra ef
fort; but w hat you do in January and 
February will have an im portant ef
fect in March, April and May. You 
will then reap the cumulative results 
of your energy and persistence.

Just when to put on your stock
taking sale will depend to some ex
tent on your individual store policy. 
I t  may come before or after stock
taking; that is a m atter for the hard
ware dealer himself to settle in the 
light of local conditions and his own 
individual preferences. The great 
thing is to make the sale a big ad

vertising feature for the store and to 
get the people out of their homes and 
into the store, and to keep them com
ing.

In the paint departm ent interior 
lines can be featured to good advan
tage in the w inter months. F o r in 
the winter months people have con
siderable time on their hands; and 
this spare time can profitably be util
ized in interior decorating, graining, 
refinishing floors, brightening up fur
niture and similar work. A lot of 
this work may have been done during 
the fall in preparation for the holi
day season; but there is still more to 
be done and featuring these lines to 
some extent in the w inter months 
will help to pave the way for the 
spring paint campaign. It will give 
the paint departm ent, which later in 
the year should be a big money-mak
er, a certain amount of desirable 
prominence in the off season.

D em onstrations always help to 
draw buyers into the store. Quite a 
few interior finishes, wall tints and 
floor finishes can be dem onstrated to 
good advantage by members of the 
regular selling staff. All that is nec
essary is to know the goods and how 
to handle them, so as to produce the 
right sort of results.

In  this connection, quite a few 
household lines—such as aluminum 
and electric goods—can be dem on
strated in connection with your mid
winter or stock-taking sale. You 
may not make as many sales as you 
would at another season; but you will 
make some, and you will pave the way 
for others by getting in touch with 
a lot of good prospects. The demon

strations have an educative value; and 
also, by appealing to latent human 
curiosity, they help to bring people 
into the store. And that is one of 
the big tasks confronting the hard
ware dealer in these dull winter 
months. Victor Lauriston.

Good for Evil.
W hile in Ann A rbor recently, Allan

F. Rockwell (Brown & Sehler Co.) 
came upon two youngsters fighting. 
H e prom ptly put a stop to the hos
tilities and, turning to the lad who 
appeared to him to have been the ag
gressor asked:

“W hy did you strike this boy?”
“He hit me first.”
“Suppose he did. D on’t you know 

that you should return good for evil?”
“Well, an’ didn’t I soak him good?”

W M . D . B A TT

FURS
Hides

W o oland Tallow

28-30 Louis St.

Grand R apids, Michigan

A W inner
for

L igh t Cars 
and T ru c k s

30 x 3 '/2 and 32 x 3K

Braender Bulldog
Giant 5-Ply 

Molded Fabric Tire
Made only In these two sizes, which  
fit 75% of a ll the cars In use. 
Oversize, 25% stronger, molded on 
airbag, extra  heavy tread, re in 
forced side w all, require oversize 
tubes.

Have famous Braender Dual Non- 
skid Tread .

A fast seller and a money m aker.

Michigan Hardware Company
Grand Rapids, Mich.

The Successful Merchant Is One Who Sells

Ohio Blue T ip  M atches
W HY?

B E C A U S E : He gives value to the Pur
ch aser .

B E C A U S E : That means a S atisfied  C u s
to m er .

B E C A U S E : A satisfied customer means 
a R ep eater.

B E C A U S E : They sell faster, making a 
quick T u r n o v e r .

B E C A U S E : Q u i c k  turnovers make 
P r o fits .

B E C A U S E : Profits, plus satisfied Cus
tomers, makes S U C C E S S .

If that is not evidence sufficient to convince you, then remove all doubt by ordering a trial ship
ment from your jobber. One trial makes you a satisfied customer of ours.

THE OHIO MATCH COMPANY
W ad sw o rth , O hio
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What a Salesman Told a Druggist.
A wholesale salesman was one of 

the two custom ers who entered a drug 
store just as it was opened up by the 
proprietor, who was obviously nurs
ing an accumulated grouch. W hen he 
returned from some business back of 
the prescription departm ent, the sales
man waited while the other custom er 
made known his wants. He politely 
requested two nickels for a dime so 
that he might use the telephone. The 
druggist glared and, half shaking his 
head in disgust, punched the cash 
register maliciously and threw  down 
two nickels. W hen this cerem ony was 
concluded and the other man with a 
“thank you” had departed for the 
phone booth, the salesman heard the 
following tirade from the disgruntled 
owner:

“T hat is the kind of thing that 
makes this a fine business. You wake 
up in the cold gray dawn, rustle out 
of bed when others are just turning 
over for another snooze, and open up 
shop so that you can hand out change 
for the telephone or sell a 2-cent 
stamp. Take a tip from me, young 
fellow, and don’t ever let them tell 
you a druggist doesn’t earn his money. 
He is just a goat, that is w hat he is.”

I t just happened that the salesman 
in question had been burning the mid
night oil on the problem of how to 
get hold of prospective customers for 
his house at less expense. Mails and 
advertising had been called upon to 
furnish their quota of “leads,” but 
w ithout the results desired. The drug
gist expected sympathy, but he didn’t 
get it, because the salesman had a dif
ferent slant on those people who the 
store owner thought were making a 
convenience out of his place.

“Say, old m an,” he declared, “do 
you realize that many a business 
house is paying out real money to 
get just what you are complaining 
of?”

The proprietor did not quite get 
the drift of this remark, so the lecture 
proceeded.

“W hat I mean to say,” the other ex
plained, “is that my concern and hun
dreds of others are spending large 
sums on advertising and mail cam 
paigns to get inquiries from possible 
custom ers. You don’t spend a nickel, 
but you have lots of people coming in 
here to telephone or to buy stamps. 
The biggest task of any m erchant is 
to get customers or prospective cus
tom ers into the store. Once they are 
there, it becomes easier to sell them. 
An attractive display will turn the 
trick, or ju st a card giving some in
formation about what the store has 
to sell. The trouble with a lot of 
small storekeepers who are complain
ing of competition from  mail order 
concerns and the chain stores is that

they are doing nothing, simply noth
ing, to improve their own business 
chances. They are not only overlook
ing opportunities tha t the bigger fel
lows are capitalizing at every turn, 
but a good many have the idea that, 
custom ers were specially created to 
work their grouches off on. You gave 
me a tip, now let me give you one. 
One of the best paying investm ents is 
to be obliging. Let me have some 
razor blades.”

A bystander to the conversation 
would have seen at a glance that the 
druggist was less than half convinced, 
but he managed to m utter som ething 
that sounded like “thank you” when 
he completed the transaction.

The salesman, in telling of the inci
dent, expanded his ideas on the sub
ject of business courtesy, particularly 
in contrasting the m ethods of small 
store owners and their hated rivals, 
the chain stores.

“A good deal has been said,” he 
stated, “of the autom atic treatm ent 
given custom ers of a chain store and 
of the advantage a small proprietor 
has in his personal dealings with pa
trons. But I think that a canvass of 
conditions will show that, on the 
whole, the systematized courtesy of a 
chain store is not half as bad as it is 
painted, especially in contrast to the 
treatm ent often given custom ers in a 
small store. The chain store clerk 
says an autom atic ‘thank you’ when 
he completes a transaction. H e is 
brisk and business-like, but he has 
been taught to wear a smile. On the 
other hand, the small m erchant feels 
independent. He is just as apt as not 
to let this mood of the moment appear 
on the surface. If he has a grouch 
the custom er is often liable to get 
the benefit of it. In my travels all 
over the country I have come to see 
distinct superiorities in this so-called 
autom atic courtesy.

“Business men like to be treated in 
a business way, and they find nothing 
to resent in the business-like move
ments of a chain store clerk. W omen 
are also grow ing less exacting and re 
quire less of a ceremonial in their buy
ing transactions. Consequently what 
the chain store has to offer is in keep
ing with the spirit of the times, and 
the m erchant does not have to stress 
the personal elem ent in sales the way 
he did. W hat he does have to look 
out for is this business of crying about 
competition when he won’t go a step 
out of the way to improve his own 
methods in the direction of courtesy 
or management.”

W hen you are going to refund a 
custom er’s money, don’t wait for it to 
be demanded. Offer it voluntarily, 
and get all the credit you can for the 
act.

Whiting Hotel
Traverse City, Mich.

R a tes  $3.50 P er  D a y  
M eals  75c

American Plan

L iv ingston  H o te l
and Cafeteria 

G R A N D  R A P I D S
Nearer than anything to everything. 

Opposite Monument Square.
New progressive management.

Rates $1.25 to $2.50 

'  BERT A. HAYES, Propr.

Ball Phone 596 Cits. Phono 61S66

Lynch Brothers 
Sales Co.

S p ec ia l S a le  E x p e r ts
Expert Advertising 

Expert Merchandising

2M-215-211 Murray B ids. 
G R A N D  RAPIDS. MICHIGAN

Beach's Restaurant
Four doors from Tradesman office

Q U A L I T Y  THE B E S T

OCCIDENTAL HOTEL
FIRE PROOF 

C ENTR A LLY  LO C A TED  
Rate* $1.M and up 

E D W A R D  R. S W E T T , M r .  
Muskegon Michigan

Chocolates

Package Goods of 
Paramount Quality 

and
Artistic Design

CODY 
HOTEL

IN THE HEART OF TH E CITY  
D ivision and Fulton

RATES I $1.00 up w ithout bath 
$1.50 up w ith bath

C O D Y  C A F E T E R I A  I N  C O N N E C T I O N
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Boomlets F rom  Booming Boyne City.
Boyne City, Jan. 4— Industrial life 

in Boyne City is beginning to show 
signs of returning vitality. The Boyne 
City Lum ber Co. resumed operations 
two weeks ago upon the arrival of 
our belated snow roads. Some arrival 
it was, too. The W. H. W hite Co. 
will resume this week and the Crozed 
Stave Corporation will s tart its finely 
equipped mill in the very near future, 
possibly this week. This new acquisi
tion to our industrial life m erits more 
than a paragraph. I t is a thoroughly 
up-to-date plant.

The city has lost through the very 
heavy snow storm  of Christm as week 
the most popular meeting place of 
our school people, the High School 
gymnasium. The building collapsed 
Christm as m orning through the ex
cessive weight of snow. Fortunately, 
the accident happened at a time when 
no one was exposed to danger, but 
one cannot help regarding it as m ir
aculous that no one was hurt. I t  is 
to be hoped that some adequate pro
vision will be immediately made to 
take care of the school athletics.

We are informed that very satis
factory progress was made in prepar
ing the State Park  for use before the 
w eather stopped operations. Bound
aries were established and a good 
part of the road system  laid out. It 
is expected to have it ready for the 
public by next June, although by no 
means completed.

The genial hostess of the W olverine, 
Miss Marie Montensen, says that she 
was the sole representative of the 
weaker (?) sex at the m eeting of the 
State hotel men at the Pantlind last 
week. There may have been bigger 
people, financially and corporeally, at 

. the meeting, but it is a safe bet that 
our “M arie” had them  backed off the 
boards for pulchritude, pep and pro
gressiveness. Long life to her ad
m inistration! If any one has any 
doubt as to her ability as a hotel 
man, come up here and see.

Seems to us tha t if we quit talking 
and thinking “readjustm ent,” “unem
ploym ent” and all the rest of the hard 
times stuff it won’t be long until we 
will be back to “norm ality,” whatever 
that is. W e have a lot to do in the 
next two years and a good way to 
get it done is to do it. Now that the 
baloon is p re tty  well down, w hat is 
the m atter with anchoring the thing 
and getting busy. W e have right now 
the biggest and best m arket for both 
m aterial and labor on God’s footstool. 
If we have more autom obiles than we 
need, we surely need a whaling lot 
of locomotives and freight cars. We 
may have an over supply of silk 
shirts, stockings and—well you know, 
but we do need some real honest to 
goodness woolen—real woolen—union 
suits and socks and, to make things 
more interesting, get rid of the poor 
down trodden slave of toil and sub
stitute the old fashioned American 
man who tam ed the N orthern forests 
and the W estern  prairies; to whom no 
day was too long; no task too ardu
ous; no danger too great. I t  was not 
safe to down trod  those birds be
cause they stood on their own feet.

Maxy.

Gabby Gleanings F rom  Grand Rapids.
Grand Rapids, Jan. 4—The annual 

round-up of the departm ent heads 
and traveling salesmen of the three 
houses of the W orden Grocer Com
pany will be held at the Peninsular 
Club Saturday afternoon, Jan. 15.

The annual round-up of the Grand 
Rapids D ry Goods Co. will be held 
a t the Peninsular Club this evening.

T he B rearley-H am ilton Company 
of Grand Rapids, which renders Na
tional advertising and merchandising 
service for a long list of accounts, an
nounces the establishm ent of a De
tro it office as the result of a recent 
m erger with the Frank M. Eldredge 
Co., of tha t city. W ith its main of
fices in the Michigan T rust building 
here, the company will maintain a 
branch office in D etro it in the Stevens 
building, with F rank M. Eldredge in

charge. Mr. Eldredge has been prom 
inently identified with the advertis
ing fraternity  of D etroit for the past 
eight years and has wide experience 
in executive capacities for various 
automotive corporations.

A Kalamazoo woman has brought 
suit for divorce because her husband 
makes her get up and build the fires, 
and buys two or three men’s m aga
zines every month, showing very 
clearly tha t he is not fitted to be a 
woman’s home companion.

G. K. Coffee, the elephantine in
surance agent, has moved from 519 
South Lafayette street to 1102 South 
Lafayette street.

H. Meyer, local representative for 
H. H am stra & Co., has received 200 
cases of D roste’s Dutch cocoa direct 
from Haarlem , Holland.

Mr. and Mrs. J. J. Dooley, of Au
burn avenue, S. E, leave for Florida 
and the South Jan. 7 and will return 
home in April via New York, Phila
delphia and W ashington. They will 
spend several weeks at Lake W orth, 
Florida.

L. M. Steward, the Saginaw grip 
carrier, is back to the Burleson in
stitution (Grand Rapids) for a final 
course of treatm ent.

Guy W. Rouse, President of the 
W orden Grocer Company, has been 
confined to his home by illness for a 
week. He expects to be able to take 
up his duties at the office again by 
Friday of this week.

Live Notes F rom  a Live Town.
Owosso, Jan. 4— Owosso’s new sys

tem of boulevard lights was turned 
on this week and our little old town 
has now taken on more of a m etro
politan aspect. There is a possibility 
that we occasionally may be taken for 
St. Johns.

J. H. Fockles, of Brice, has rented 
and decorated the interior of the store 
building owned by him that was re
cently vacated by George M axted who 
moved his general stock of m erchan
dise to Middleton. Mr. Fockles has 
put in a complete stock of groceries 
and will continue the business at the 
old Brice store, one of the best loca
tions for a country store in the State. 
W ith Mr. Fockle’s wide acquaintance 
and business methods it is a sure win
ner.

W’hen doing business along the A. 
A. R. R. and feeling the need of re
plenishm ent for the inner man (solid 
form) stop at W hitm an’s restaurant, 
at Ashley, and fill up. If you are on 
a diet, go to Bannister or Byron.

We notice in a scientific article 
from the National Music Teachers’ 
Association tha t the stimulus of booze 
can be and is replaced with music. No 
doubt this jazz stuff that we are con
stantly being fed up on in this melli
fluous tide of reconstruction is in
tended as a replacement for home 
brew. H onest Groceryman.

Strong Stock Automobile Insurance 
Company.

The Michigan Automobile Insur
ance Co. began w riting business Jan. 
1 in the four states of Michigan, Ohio, 
Indiana and Illinois. The capital 
stock of the new corporation is $250,- 
000, all paid in. Several agencies 
have been established in the principal 
cities of the four states named and 
live agents are wanted in all unrepre
sented territory. The company has a 
capable complement of officers and a 
strong and representative board of 
directors. Because the rates of this 
company are lower than those of old 
line companies and because all losses 
are paid with prom ptness and satis
faction, the Tradesm an feels no hesi
tation in recommending this company 
as w orthy the hearty  patronage of all 
who are in the m arket for automobile 
insurance.

A nother Co-Operative Grocery Store 
Takes a Tumble.

A nother bright hope of solving the 
old h. c. 1. through the activities of 
co-operative movement among em
ployes has come to failure in Stam 
ford, Conn., where the “Yale & Towne 
Co-operatives, Inc.,” has gone out of 
business after a career covering some
thing less than a year. S tarting with 
about 1,200 members full of hope and 
expectation that riches awaited them 
by reason of their ability to buy at 
iusidh prices, and at one time attain
ing a volume of business running to 
$8,000 a month, the business is now 
less than $4,000 and only about 60 per 
cent, of the original membership are 
still availing themselves of the store 
facilities.

In this instance, as in so many 
others of similar character, the plain 
reasons why such movements do not 
succeed are easily discernible for any
one who will take the time to study 
the situation. W hy did 40 per cent, 
of the co-operators fail to avail 
themselves of the benefits—if they 
actually existed and were as great as 
the prom oters usually represent them 
to be? The most probable answer is 
tha t they did not exist or at least 
were not experienced when the experi" 
ment was actually undertaken. An
other very probable reason is that the 
old-time retail grocer was able to fur
nish to his custom ers a quality of 
service which the co-operative store 
did not.

Co-operation is all very well, and if 
saving money was the thought upper
most in the minds of the co-opera
tors they would undoubtedly succeed. 
But the average consumer really cares 
more for service, convenience, credit, 
etc., than he does for saving a few 
dollars. This proneness of human na
ture to follow its own inclination is 
invariably overlooked by the prom oter 
of a co-operative scheme, but inev
itably aserts itself after a few months 
of actual experience.

There will always be a certain num
ber of people willing to pay cash— 
even advanc capital and do their own 
toting, wrapping, etc.—but in the 
long run 60 per cent, of any such giv
en group is rather a high proportion. 
Experienced m erchants are not sur
prised at the collapse of the Stamford 
experiment.

News From  America’s Fourth  L argest 
City.

Detroit, Jan. 4—W illiam P. Turner, 
for fifteen years sales manager of 
E dgar’s Sugar House, has resigned, 
effective to-day, and early in January 
will leave for Tulsa, Okla., to make 
that his perm anent headquarters as 
general manager of the Tulsa-Texas 
Oil Co., to which position he has been 
appointed.

Buyers from the Fochtm an D epart
m ent Store, Petoskey, visited the De
troit m arket last week. They have 
visited nearly every large trade cen
ter in the Middle W est in quest of 
suitable merchandise to be used in a 
contem plated general clearance sale. 
The object of the visit to the many 
different m arkets, according to Mr. 
Eugene Fochtm an who acompanied 
them, was to take advantage of the 
special offerings, which varied to a 
great extent, and the completion of 
the trip finds the firm equipped with 
representative assortm ents of goods 
at lower prices than it would be o ther
wise possible to find in any one m ar
ket. Mr. Fochtm an, who represents 
one of the largest departm ent stores

in N orthern- Michigan, after a careful 
study of the mercantile conditions is 
firm in the belief that the bottom  has 
practically been reached on the prices 
of most commodities and that the 
opening of spring business will find 
a general upward tendency all along 
the line. The shortage of m erchan
dise and present non-production of 
mills confirms Mr. Fochtm an’s pre
diction.
Proceedings in Local B ankruptcy 

Court.
G ran d  R ap ids, J a n .  3—O n th is  d a y  L eo  

G o o d rich . o f G ran d  R ap id s , w as  a d ju d g 
ed  a  b a n k ru p t a n d  th e  sch ed u le s  r e 
ceived  in th e  sam e . P r io r  to  h is  com in g  
to  th is  c ity  M r. G oodrich  w as  e n g ag e d  in  
th e  h o te l a n d  re ta i l  s to re  b u s in e ss  a t  
R ock fo rd . T he  m a t te r  h a s  b een  r e f e r 
re d  to  B en n  M. C orw in  a s  re fe re e , w ho 
h a s  a lso  been  a p p o in te d  rec e iv e r . T h e  
d a te  of th e  firs t m e e tin g  h a s  b een  s e t  
fo r J a n u a ry  14. T h e  fo llow ing  a re  th e  
c re d ito rs  o f th e  b a n k ru p t:
E m m a J .  G oodrich  & M arv in  T u r 

n e r  (c h a tte l  m o rtg a g e )  -----------$800.00
W e a th e rc ra f t  Co., C le v e la n d _____100.00
R y sd a le  C andy  Co., G ra n d  R ap id s  199.11 
V an d en  B erg e  C ig a r Co., G ra n d  R . 32.80 
W eb b e r C an d y  Co., M i lw a u k e e _71.26
A sso c ia ti id M fg. Co., M ilw a u k e e_ 8.00
R ogue Riv e r  P o w er 1Co., R ock fo rd 29.33
F le ish m a n C om pany, G ran d  R ap ids 5.00
N a tio n a l G ro ce r Co., G ra n d  R ap id s 227.57
L oose-W iles B isc u it Co., C h icago 40.00
R ockfo rd S ta te  B an k . R o c k f o r d _ 275.47
V an  D am  B ros ., Ro ck fo rd  _____ 47.00
R adem aii;e r-D ooge  G ro ce r Co.,

G ran d R ap id s  ___ 25.55
D enn is Bellow s, Roc k fo rd  _______ 15.55
C oca Colla Co., Granc1 R a p i d s ___ 8.50
B ad g e r  <'a n d y  Co., Mi lw a u k e e ___ 129.95
C rab b  & H u n te r  Floiral Co., G. R . 17.50
C ornw ell Co., K alan iiaoo _________ 60.57
G ra n d  Ra p id s  P ro d u t;ts  Co., G. R. 13.00
F u r n i tu r e C ity  B rew i ng  Co., G. R. 12.00
G en era l C ig a r Co.. (S ran d  R ap id s 43.65
G ran d  11lap ids Salvagje Co.. G. R. 25.00
T heo  G u ttm a n  & S ons Co., C h icago  33.81
11. J .  l ie n z  Co., D e tro it  __________ 8.79
Jo h n so n  C ig a r Co., G ran d  R ap id s  58.00
H u n tin g  Co.. R ockford  ___________  13.25
H un zeltn an  C an d y  Co., K a lam azo o  40.26
H elm em a & Co., G ra n d  R a p i d s _31.75
P la n k in g to n  P a c k in g  Co., M ilw au 

kee ______________________________  24.32
P a tte r s o n  l ’r in t in g  Co., G ra n d  R . 40.00
N a tio n a l C andy  Co., G ran d  R ap id s  38.25 
P e te rso n  B ev e rag e  Co., G ra n d  R. 6.00 
V oigt M illing Co., G ran d  R ap id s  24.20 
V an  T o n g e ren  C ig a r Co.. H o llan d  25.00
W oodhouse Co.. G ran d  R a p i d s _221.56
A rc tic  Ice C ream  Co., G ran d  R ap . 220.50
C laude J . P ip e r, G ran d  R a p i d s _ 540.00

J a n .  3—On th is  d ay  a  m e e tin g  o f a t 
to rn ey s  w as h e ld  in th e  m a tte r  o f C la rk  
T re a t .  B a n k r u p t  N o. 1910 on  a n  o rd e r  
fo r H en ry  V an d er Lei. to  show  c au se ; 
th e  m ee tin g  w as a d o ju rn e d  to  J a n .  17.

J a n . 4—O w ing to  a  ty p o g ra p h ic a l e r ro r  
m ade  by  th e  w rite r , la s t  w eeks " n e w s ” 
re p o r te d  th a t  th e  sa le  in th e  m a t te r  o f 
C la rk  T r e a t  had  b een  held  a n d  th a t  th e  
a s s e ts  of t h a t  b a n k ru p t h a d  been  b o u g h t 
by  C asp e r B. D u tm e rs  fo r th e  su m  of 
$4,325. T h e  c o rre c t su m  fo r w h ich  th e  
a s s e ts  sold is $4,425.

Sal-Tonik Prolific W ith  Common 
Salt.

A warning tha t certain stock tonics 
or conditioners which are being sold 
Michigan farm ers are far over-rated 
by their manufacturers, claims of 
great disease preventive powers hav
ing little basis in fact, is being sent 
out by the Michigan Agricultural 
College.

Analysis of certain of these prod
ucts recently made by the chemical 
division of the college experiment 
station is used as the basis for the 
report. Sal-Tonik, a mixture for 
which great things are claimed in sale 
pamphlets, and which is being dis
tributed through State dealers, fur
nished particularly interesting results 
when analyzed. Slightly more than 
94 per cent, of the total bulk of this 
product was found to be common or 
ordinary salt. Tobacco, worm seed 
and capsicum, combined, ingredients 
for which great value is claimed by 
the selling company, were not pres
ent in an am ount to  exceed th irty- 
four one-hundredths of 1 per cent., 
a quantity too small to consider.

I t used to take a hundred cents to 
make a dollar. Now it takes a hun
dred dollars to make any sense.
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M ichigan Board of Pharm acy. 
P re s id e n t—H . H . H offm an , S a n 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 bers—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 ing .

N e x t E x a m in a tio n  S essio n —D e tro it,  
J a n .  18. 19 a n d  20; G ra n d  R ap id s , M arch  
15, lfi a n d  17.

Go Slow in Taking Salesmen’s Deals.
Benjamin Franklin observed: “At

a great pennyw orth pause a while.” 
Show me a pharm acist who has never 
been stuck on buying preparations, 
and I will show you a pharm acist who 
either manufactures his own galenicals 
or buys them from reliable firms. 
However, the tendency of the pres
ent-day pharm acist in a large city is 
to buy “tailor-m ade” elixirs, tinctures, 
ointments and salves, instead of m an
ufacturing these articles secundum ar- 
tem. So to meet this demand has 
sprung up a thousand and one chem
ical and pharm aceutical houses; all 
having little deals of their own to 
capture the lazy druggist or the phar
macist-economist.

A salesman from the one of the 
thousand and one drug specialty 
houses came into the store the other 
day with “great-deal-on” enthusiasm. 
The deal was this: If you buy five 
one-gallon bottles of the special prep
arations you would secure them  at a 
price individually cheaper than the 
regular market price. W e would not 
make use of the five lot assortm ent, 
but could use three. The boss, how
ever, would not buy these unless he 
could have them at the rate of the 
five lot assortm ent. This of course, 
the salesman could not agree to, but 
would take the m atter up with the 
firm. A day or two later a box came; 
the invoice arrived by mail sometime 
afterward. The lot of three was billed 
at a higher rate than if the lot of five 
was taken, so the boss called up the 
firm and told them to take away the 
stuff unless he could have it at the 
special deal rate. A fter some parley 
they assented, and the special deal of 
tincture of nux vomica, fluidextract of 
cascara aromatic, and elixir iron, 
quinine and strychinine phosphate 
were placed in their accustomed 
places. The latter was apparently 
forgotten.

Several days later, however, we had 
a prescription calling for a small 
amount of potassium iodide and elixir 
iron, quinine and strychinine phos
phate to make three ounces. I t was a 
clear m ixture when we dispensed it. 
The next day the lady came back with 
the bottle, saying that the medicine 
was all cloudy and she was afraid to 
take it. She had had the same p re
scription before and it didn’t turn 
cloudy then. The boss concluded that 
perhaps she had stood the bottle near 
the radiator. As luck would have it 
she said she had, and attributed the

cloudiness to that fact. Be it a s . i t  
may, the elixir of iron, quinine and 
strychinine phosphate was made “ac
cording to the formula of so-and-so,” 
and hence differed from  the once 
standard preparation.

A little while after we had a p re
scription calling for powdered rhu
barb and bicarbonate of soda, fluid- 
extract cascara arom atic and cinna
mon water to make four ounces. A fter 
the reaction between the rhubarb and 
bicarbonate had subsided in the m or
tar, the fluidextract of cascara arom a
tic (one of the deal preparations) was 
added. There was a continued effer
vescence which lasted a half hour and 
the mass gummed and stuck up the 
bottle so tha t we threw  it out. Now 
there is a standard for F luidextractum  
Cascara Sagradae Aromaticum , but 
evidently the firm of so-and-so had 
a formula all their own for their little 
“deals.”

A nother salesman led the boss to 
order a five-gallon demijohn of beef, 
iron and wine at a “great reduction.” 
W hen the stuff came, however, he 
changed his mind. I t  was sour; 
hence witness the fact tha t there must 
have been a “great reduction” in the 
sherry wine content.

Instead of buying alcohol from the 
wholesaler, the boss was “let in on a 
deal” in which he got diluted alcohol 
instead of Alcohol U. S. P.

N or are “special deals” limited to 
preparations only, but the various 
drug sundries and jim -cracks are in
cluded. A peddler came around one 
day selling a popular make razor blade 
at a reduced price. The boss bit, and 
it turned out that the blades were re
sharpened ones and not put up in wax 
paper. Over this deal we lost a good 
male customer.

Think w hat it means to do business 
in this fashion. This “penny wise and 
pound foolish” way will do more 
harm to the business than w hat is 
saved on the so-called deals. The 
druggist who is always looking for 
bargains is the one to be avoided. Let 
the doctors find out that the boss buys 
from  so-and-so because of cheapness 
and not quality and it will be bad for 
that drug store.

There is only one rem edy for such 
happenings, and it is this: If you buy 
your preparations, buy from  reliable 
firms and don’t let the stock run out 
for “necessity never made a bargain” 
according to Franklin. On the other 
hand the store tha t makes its own 
galenicals needs not to w orry about 
come backs for it is practicing phar
macy more dictu, and is doing its full 
share in com bating the proprietary 
evil because the physicians will not 
have an excuse then to prescribe p ro 
prietary  articles when they know the 
druggist makes up his own galenicals

U. S. P. Is it to the best interest of 
the patient that cheap and unreliable 
medicines are used in prescriptions?

W ilber H. McEvoy, Ph.G.

A rcher-D aniels’ Linseed Review.
Minneapolis, Dec. 28—A rcher-D an

iels Linseed Co.’s letter of Saturday 
says: “During the past two weeks
we have had a fairly firm m arket for 
flaxseed at an advance of 30 cents or 
more. At the moment there is a de
cline of about 5 cents. The mild fav
orable w eather for m arketing has 
caused the Canadian flax crop to be 
moved unusually early.

The subject of greatest interest to 
crushers a t this time is, will their 
custom ers stand as firmly to  their 
contracts on a declining m arket as 
they always have on an advance m ar
ket? The Chamber of Commerce of 
the U nited States w rites as follows 
on the so-called “Cancellation E vil;” 
“Opinion seems to group under three 
heads:

“F irst: T hat it is the result of w ar 
time irregularities and will pass as 
we return to a norm al basis.

“Second: T hat we are now reaping 
the results of the loose business prac
tices inaugurated before the war, 
when many lines were in a state of 
overproduction and the measures tak
en to unload this surplus were de
moralizing. Those entertaining this 
belief feel tha t the remedy is in a 
general reform ation of our system of 
order taking, making each order a 
contract enforceable by law.

“T hird: T hat we have been drift
ing away from the fundam entals of 
sound business and the ‘Golden Rule’ 
and tha t we m ust return to a strong
er belief in the rights of others and 
a higher regard for our own integrity 
if the change is to be perm anent.

“Should one who habitually repud
iates his contracts and orders be giv
en a higher credit rating than he who 
lets his notes and drafts go to pro
test? They also feel tha t one rem 
edy, and as a safeguard against the 
unscrupulous, would be tha t each line 
of trade should at once examine its 
contract making and order taking 
methods to bring them strictly  within 
legal lines. This is practical and can 
be immediately applied.

“W e feel, however, that perhaps the

m ost effective remedy m ust be the 
one tha t will call us back to ‘first 
principles,’ to where we can ‘point 
with pride’ to our house as one that 
‘fills its orders and keeps its con
tracts.’

“There are many in all lines who 
have through all this upheaval stood 
steady and right—preferring to take 
loss rather than m ar a lifetime record 
of good performance.”

Signed F irs t and Sorry A fterward.
Orangeville, Penn., Jan. 3—W e re

cently joined the Creasey Co-Opera
tion, making the first paym ent of $53, 
and this m orning we were told by a 
man who seemed to have the au thor
ity to say that the Creasey Co-O pera
tion was a real fake and the sooner 
we got away from it the better for 
us. We found tha t the price lists 
that they sent us were no lower in 
prices than the ordinary wholesale 
prices we get from our home whole
salers.

They claimed that they could do 
business on a 3 per cent, basis which 
we,find to be u tterly  false.

As we have just started up in busi
ness a few months ago and we cannot 
fool our money in such stock I would 
like you to send us inform ation about 
this co-operation and some of your 
magazines that concern them  and if 
this co-operation is a fraud would you 
send information to w hat steps you 
would take to collect this money we 
have already paid in.

Lee Brothers.

Signs of the Times
Are

Electric Signs
Progressive merchants and manufac

turers now realize the vales of E/scfrlc 
Advertising.

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

THE POWER CO.
Beil M 797 Citizens 4M1

A Healthy Condition
The Outlook for 1921

“Business as usual” would seem to be the indica
tion for \92\t if we can judge by the very first days 
of the New Year. And business will be more normal 
and healthy than it has been for six years» because 
our industrial institutions are going to re-open with 
sane prices and a sane wage scale* We may expect a 
day's work for a day's pay; and good wages will mean 
an increased demand for carefully selected merchan
dise. We advise our friends to anticipate this sure 
demand for drugs and druggist's sundries*

H azeltine & P erk in s D ru g  Co. 
G r a n d  R a p i d s ,  M i c h i g a n
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IT PAYS TO PUSH
Foley’s Honey and Tar Compound 

Foley Kidney Pills 
Foley Cathartic Tablets

1st. Because the goods are practically sold when 
you buy them.

2nd. They move off briskly and turn your money 
quickly.

3rd. Advertising and sampling never ceases—is al
ways going on.

4th. Foley’s goods are made right and priced right 
—always give satisfaction to your patrons, 
and they repeat.

FOLEY & CO.
2 8 3 5  Sheffield Ave. Chicago, III.

■ED CROWN Gaso- 
 ̂ line is made espe

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

Standard Oil Company
(Indiana)

Chicago, 111.

Wholesale Drug Price Current
the day of issue.

Tinctures
A con ite  _________ @1 85
A loes ___________ @1 65
A rn ic a  .. @1 50
A sa fo e tid a  ______ @3 90
B ellad o n n a  ____ @1 35
B enzoin  _________ @2 40
B enzoin  C om p’d @3 15
B u ch u  __________ @3 15
C a n th a ra d le s  . 0 3  00
C apsicum  ......... @2 30
C ard am o n  _______ @1 50
C ard am o n , C om p. @1 25
C atech u @1 50
C in ch o n a  _______ @2 10
C olchicum  ... . . @2 00
C ubebs _________ 0 3  00
D itrita lis @1 80
G e n 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 olorless @2 00
Iro n . d o . @1 50
K ino  ____ 0 1  40
M yrrh ®2 25
N u x  V o m i c a ___ @1 90
O pium  ..... @4 20
O pium , C a m p ._ @1 75
O pium , D eodorz 'd @4 20
R h u b a rb  ________ @2 00

A cids
B o ric  ( P o w d . )_20(g) 29
B o ric  (X ta l)  ___ 20@ 29
C arbo lic  ________ 32® 39
C itr ic  __________  85® 90
M u ria tic  _____- __ 4® 6
N itr ic  ___________ 10® 15
O xalic  __________ 55® 60
S u lp h u ric  ________  4® 6
T a r ta r ic  ________ 68® 75

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 loride  (G ran ) -  20® 30

B alsam s
C opaiba  __________ 90@1 20
F ir  ( C a n a d a ) __ 2 5 0 0 2  75
F ir  ( O r e g o n ) __  60® 80
P e ru  ___________  3 50® 3 80
T o lu  ____________ 1 50@1 80

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
Soap C u t (pow d.)

40c _____________  30® 35

B errie s
C ubeb  __________1 9 0 0 2  00
F is h  _____________  50® 60
J u n ip e r  __________  10® 20
P rick ly  A s h ------ @ 30

E x tra c ts
I .licorice _________ 60® 65
L ico rice  pow d. — @1 00

F low 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 cacia , p o w d ered  45® 50
A loes (B a rb  P ow ) 30® 40 
A loes (C ape P o w ) 30® 35 
A loes (Soc P ow ) 1 25®1 30
A sa fo e tid a  ______4 00® 4 50

P ow . __________5 00® 5 50
C a m p h o r ________ 1 45® 1 50
G u a iac  _________ @1 40
G u a iac , p o w d ered  ® 1 50
K ino  ____________  @ 85
K ino, p o w d e re d - @1 00
M y r r h ___________ @1 40
M y rrh , P o w . ___ @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 r a g a c a n t h ___  4 50®6 00
T r a g a c a n th , pow . ®4 00
T u r p e n t in e ______ 35® 40

In sec tic id e s
A rsen ic  _________ 20® 30
B lue  V itrio l, bbl. @ 09 
B lue  V itrio l, le ss  10® 15 
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 __75®1 05
L ead  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 C ream
A rc tic  Ice C ream  Co.

B u lk , V a n i l l a _________ 1 25
B u lk , C hoco late  _____1 35
B u lk , C aram el _____  1 45
B u lk , G r a p e - N u t___ 1 35
B ulk , S t r a w b e r r y ___ 1 35
B u lk , 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 a n i l l a _________ 1 25
B u lk , C hoco late  ______1 30
B u lk , 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 u lk , 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 ric k  a n y  c o m b in a t’n  1 60

L eaves
B u ch u  __________
B u ch u , po w d ered
S age , b u l k ______
S age , % l o o s e _
Sage , pow d ered_
S en n a , A l e x .___ 1
S en n a , T i n n . __
S en n a , T in n . pow  
U v a  U r s l ________

A lm onds, S w eet,
im ita tio n  ____  8 5 0 1  00

A m ber, c r u d e _ 3 00@3 25
A m ber, rec tified  3 50@3 75
A nise  __________ 2 0 0 0 2  25
B e rg a m o n t ____ 9 50@9 75
C a je p u t _________ 1 50® 1 75
C ass ia  _________ 3 75@4 00
C as to r  __________ 1 60® 1 75
C ed a r L e a f ___  3 00@3 25

.C itro n e lla  _______1 25®1 60
C lo v e s __________ 3 2 5 0 3  60
C o co an u t ______ 40® 50
Cod L iv e r  _____ 2 2 5 0 2  50
C ro to n  _________ 2 2 5 0 2  50
C o tto n  S e e d ___ 1 5 0 0 1  70
C ubebs _______12 50012  75
E ig e ro n  ________ 9 00@9 25
E u c a ly p tu s  ____1 2 5 0 1  60
H em lock , p u re  2 0 0 0 2  25 
J u n ip e r  B e rr ie s  7 50®7 75 
J u n ip e r  W ood 3 0 0 0 3  25
L a rd , e x t r a ____1 65®1 85
L a rd , N o. 1 _____1 20@1 40
L a v e n d e r  F lo w  12 00012  25 
L a v e n d e r  G a r’n  1 75@2 00
L e m o n __________ 2 50@2 80
L in seed  B oiled  bb l. @ 98 
L in seed  b id  le ss  1 08® 1 18 
L in seed  ra w , bbl. @ 96
L in seed  ra w  le ss  1 0 6 0 1  16 
M u sta rd , tru e  oz. @2 75 
M u sta rd , a rtif il, oz. ®  55
N e a t s f o o t ______1 30@1 50
O live, p u r e ___  5 75 0 6  50
Olive, M alaga ,

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 6 50®6 75 
O rig an u m , p u re  0 2  50 
O rig an u m , com ’l 1 2 5 0  1 50
P e n n y r o y a l___  3 00® 3 25
P e p p e r m i n t ____ 9 0 0 0 9  40
R ose , p u r e _ 20 00@24 00
R o sem ary  F low s 2 50 0 2  75 
S andalw ood , E .

I. __________ 15 00015 20
S a s sa fra s ,  t ru e  3 00® 3 25 
S a s sa fra s , a r t i ' l  1 2 5 0 1  60
S p e a r m i n t__  16 00@16 20
S perm  _________ 2 75 0 3  00
T a n s y ________ 11 50011  75
T a r ,  U S P  _______ 48® 60
T u rp e n t in e , bb ls . @1 08 
T u rp e n t in e , le ss  1 1 8 0 1  28 
W in te rg re e n ,

t r . __________  12 00012  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 rm seed  ____ 8 5 0 0 8  75
W o r m w o o d _ 20 00@20 25

Potassium
B ic a rb o n a te  -----
B ic h ro m a te  ____
B ro m id e  ________
C arb o n a te  ______
C h lo ra te , g r a n ’r_ 
C h lo ra te , x ta l  o r

pow d. _________
C y an ide  ________
Iodide __________3
P e rm a n g a n a te  _ 1 
P rü s s ia te ,  yellow
P ru s s ia te ,  r e d_1
S u lp h a te  _______

55® 60 
47® 55 
75® 80 
65® 70
38® 45

28® 35 
30® 50
80® 3 90 
05@1 10 
65@ 75 
1 0 0 1  20 

@ 75

Roots
A lk a n e t ________1 00@1 25
Blood, p o w d e red - 50® 60
C a lam u s  ________ 35® 1 00
E lecam p an e , pw d 35® 40 
G en tian , pow d. 27 %@ 35
G inger. A frican ,

pow d ered  _____ 29® 36
G inger, J a m a ic a  50® 55
G in g er, J a m a ic a ,

p o w d e r e d ___  50® 55
G oldensea l, pow . 8 5 0 0 8  80
Ipecac , p o w d ._ 4 75 0  5 00
L ico rice , pow d. 35® 40 
L ico rice , pow d. 40® 50
O rris , pow d ered  40® 45
Poke , po w d ered  40® 45
R h u b a rb  ________ @1 50
R h u b a rb , pow d. @1 60
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 ,

Paints
L ead , re d  d r y ___ 14014%
L ead , w h ite  d ry  14® 14%
L ead , w h ite  o il_14@14%
O chre, yellow  bbl. ®  2
O chre, yellow  le ss  2%@ 6
P u t ty  ___________  5® 8
R ed V e n e t 'n  A m . 3® 7
R ed  V e n e t’n  A m . 3% ®  7
R ed V e n e t 'n  E n g . 4®  8
W h itin g , b b l . ____ @ 4%
W h itin g  ________ 5%@ 10
L. H . P . P re p . 3 7504  00

Miscellaneous
A c e ta n a lid  ______ 80® 85
A l u m ____________ 16® 20
A lum , p o w dered  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 rax  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® 5 50
C alom el _______ 2 22@2 30
C a p s i c u m _______ 45® 50

50® 8 00 
50® 60 
67® 75 
16® 18 
63® 72

C arm in e  _______ 7
C ass ia  B u d s ___
C loves __________
C halk  P re p a re d
C h lo ro fo r m ______
C hloral H y d ra te  1 70@2 10
C o c a in e ______ 15 85016  90
C ocoa B u t t e r __  70® 85
C orks , lis t ,  le ss  40%.

3® 10 
4® 10 

01@2 10 
60® 66 
70® 80
9® 15

C op p eras  _______
C o p p eras , P ow d.
C orrosive  S ub lm  2
C ream  T a r t a r _
C u ttleb o n e  ______
D e x tr in e  ________
D o v er's  P o w d e r 5 7 5 0 6  00 
E m ery , All N os. 10® 15
E m ery , P o w d e re d - 8® 10
E p so m  Salts., b b ls . ®04%  
E psom  S a lts , le ss  5%@ 10
E rg o t, pow d ered  @6 00
F lak e  W h i t e ____15® 20
F o rm ald eh y d e , lb. 25® 30
G e la t in e ________ 2 25 0 2  40
G la ssw are , less  50%. 
G la ssw are , fu ll case  50.10%. 
G lau b er S a lts , bbl. @03% 
G lau b er S a lts  le ss  04® i0
G lue, B row 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 ________ 30® 46
H o p s __________ 1 75®2 00
I o d i n e __________ 5 7 0 0 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, p o w dered  95@1 00

@4 00 
@4 50 

67® 70 
72® 78 
55® 60 
40®1 50 
30® 35 
35® 40 
20® 25

Oils
A lm onds, B itter ,

t r u e ________ 16 00@16 25
Alm onds, B itter ,

artificia l ___  2 50@2 75
A lm onds, Sw eet, 

true . . . . . . . . .  1 75@2 00

S qu ills  __________ 35® 40 M orphine  ___  11 48012  73
S quills, p o w dered 60® 70 N u x  V o m ic a ___ @ 30
T u m eric , pow d. 25® 30 N u x  V om ica, pow . 26® 35
V a le r ia n , pow d. @ 75 P e p p e r  b lack  pow . 32® 35

P e p p e r , w h i t e ------ @ 50
S eeds P itc h , B u rg u n d y 15® 20

A nise  ----- ---------- 33® 35 Q u a ss ia  _______- 12® 15
A nise, p o w dered 38® 40 Q u in in e  ________ 99@1 72
B ird , I s  ________ 13® 19 R ochelle  S a l t s __ 45® bO
C a n a ry  ------------- 10® 15 S a c ch a rin e  --------- @ 38
C araw ay , P o . .30 22® 25 S a lt P e te r  --------- 20® 30
C ard am o n  ----- 2 00@2 25 S e id litz  M ix tu re 40® 45
C elery , pow d. .45 35® 40 Soap, g re e n  _____ 25® 4b
C o rian d e r pow . .25 16® 20 Soap m o tt  c as tile  22%@ 25
D ill _____________ 15® 25 Soap, w h ite  c as tile
F en n e ll _________ 30® 40 case  ___________ @18 00
F la x  _______ r----- 08® 13 Soap, w h ite  c as tile
F la x , g r o u n d ------ 08® 13 less , p e r  b a r  — @2 00
F o e n u g re e k  pow . 10® 20 S oda A sh  _______ . Qö<ö> 10
H em p  ___________ 10® 18 S oda  B ic a rb o n a te 1 4® 10
L o b e lia  - ______ 2 6 0 0 2  76 Soda, S a l ______ 2%@ 6
M u sta rd , yellow 18® 25 S p ir its  C am p h o r @1 50
M u sta rd , b lack_ 30® 35 S u lp h u r, ro ll __ -4% @ 10
P o p p y _______— 50® 60 S u lp h u r, S u b i ._-4% @ 10
Q u i n c e _______- 1 25@1 50 T a m a rin d s  _____ 25® 30
R ap e  ____________ 15® 20 T a r t a r  E m e tic 1 0 3 0 1 10
S a b a d i l l a ________ 35® 40 T u rp e n t in e , V en . 5 0 0 6 00
S unflow er _______ 12® 16 V an illa  E x . p u re 1 S0@2 00
W o rm  A m erican 45® 60 W itc h  H a z e l_ 1 60®2 16
W o rm  L e v a n t 2 00@2 26 Z inc S u l p h a t e __ 10® 15
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mail- 

ing, and are intended to be correct at time of going to press. Prices, however, 
are liable to change at any time, and country merchants will have their orders 
filled at market prices at date of purchase.

A D V A N C E D ' D EC L IN ED
Beans
Cocoa
Cream of T a r ta r
Evap. Apples

A M M O N IA  
A rctic  Brand  

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

Moore's Household Brand  
12 oz., 2 doz. to  c ase  2 70

A X L E  G R E A S E

25 lb. p a ils , p e r  doz. 27 10

B L U IN G
Jennings’ Condensed Pearl
S m all, 3 doz. b o x ____2 55
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  of 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 8 10
Q u ak er 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 r fs t  B isc u it 1 90 
Q u a k e r  C o m  F la k e s  3 70
R a ls to n  P u r i n a    4 ÒÒ
R als to n  B ran zo s  ___ 3 00
R alsto n  Food , l a r g e _4 10
R als to n  Food, s m a l l_3 20
Saxon  W h ea t F o o d _5 60
S h red  W h e a t B isc u it 4 90

Kellogg’s Brands 
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 les  _____________ 4 20
K ru m b le s  _____________ 4 10
B iscu it ________________ 2 00
D rin k e t _______________ 2 60
K ru m b le  B ran , 1 2 s _2 25

BROOMS
S ta n a rd  P a r lo r  23 lb. 5 75
F a n c y  P a r lo 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
Scrub

Solid B ack , 8 i n . ___ 1 60
Solid B ack . 11 i n . __ 1 75
P o in ted  E n d s _________ 1 25

Stove
N o. 1 ________________ 1 10
N o. 2 ________________ 1 35

Shoe
N o. 1 ________________  90
N o. 2 ------------------------- 1  25
N o. 3 ________________ 2 00

B U T T E R  COLO R
D andelion , 25c s i z e ___ 2 80
P e rfec tio n , p e r  d o z .___ 1 76

C A N D L E S
P ara ff in e , 6s  ________17
P ara ff in e , 1 2 s _________ 17%
W ick in g  _____________ 60

C A N N E D  GOODS 
Apples

3 lb. S ta n d a rd s  ___@ 1  50
N o. 10 ______________ @5 25

Blackberries
3 lb. S ta n d a rd s  .........
N o. 10 ______________ @5 25

Beans— Baked 
B row n  B ea u ty , N o. 2 1 35
C am pbell, N o. 2 _____ 1 60
F rem o n t, N o. I _______ 1  35
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

Beans— Canned
R ed K id n e y ___ 1  3 5 0 1  60
S tr in g  ________ 1  6 0 0  3 30
W a x ----------------- 1  6 0 0 2  70
L im a  ---------------  1  1 5 0 2  35
R e d ______________  0 1  io

C lam  Bouillon
B u rn h a m 's  7 o z . ____ 2 50

C orn
S ta n d a rd  ______  1 3 5 0 1  75
C o u n try  G en tm n  1 8 5 0 1  90
M aine __________  1 9 0 0 2  26

H om iny
V an  C am p  __________1 50

u o b s te r
% lb. S ta r  ___________ 2 90
% lb. S ta r  ___________ 5 40
1 lb. S t a r ____________

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  70
H o te ls , Is , p e r  c a n _ 60
E x t r a  _________________  75
S u r E x t r a  ____________  95

P lu m s
C alifo rn ia , N o. 2 ____3 00

P e a rs  in S y ru p
M ich igan  _____________ 4 50
C alifo rn ia , N o. 2 _____4 60

P e a s
M a rro w fa t ____ 1 3 5 0 1  90
E a r ly  J u n e ____ 1 3 5 0 1  90
E a r ly  J u n e  s ifd  2 2 5 0 2  40

P e ach es
C a lifo rn ia , N o. 2 % _5 00
C alifo rn ia , N o. 1 2 25 0  2 75
M ich igan , N o. 2 _______4 25
P ie , g a l l o n s _ 10 50015  00

P in eap p le
G ra te d , N o. 2 _3 7 5 0 4  00
S liced , N o. 2% , E x 

t r a  __________________ 4 75
P u m p k in

V an  C am p, N o. 3 _____1 45
V an  C am p , N o. 1 0 ____4 60
L ak e  S h ore , N o. 3 ____1 35
V esper, N o. 10 _______3 90

S alm on
W a r re n 's  % lb. F la t  2 90
W a r re n ’s  1 lb. F l a t _4 70
Red A l a s k a ___________ 3 90
M ed. R ed  A la sk a  3 0 0 0 3  50 
P in k  A l a s k a ___ 1 9 0 0  2 25

S a rd in e s
D o m estic , % s _ 5 5 0 0 6  00
D om estic , % s _ 6 5 0 0 7  60
D o m estic , % s _ 5 5 0 0 ?  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 alifo rn ia  T o m a t o _2 00

S a u e rk ra u t
H a c k m u th , N o. 3 _____1 50
S ilv er F leece , N o. 3 1 60

S h rim p s
D u n b a r, I s  d o z . _____2 46
D u n b a r, l% s  d o z . ____5 00

S tra w b e rr ie s
S ta n d a rd , N o. 2 _______ 3 75
F a n c y , N o. 2 _________ 5 50

T o m ato es
N o. 2 __________ 1 1 0 0 1  4<
N o. 3 ___________ 1 7 5 0 2  21
N o. 10 __________ © 6 0(

C A T SU P
S n id e r’s  8 oz. _______ 2 20
S n id e r’s  16 oz. ____ 3 35
R oyal R ed , 10 o z . ____ 1 35
R o y al R ed , T i n s ___ 8 00

C H E E S E
B ric k  __________ 27
W isco n sin  F la ts 27
L o n g h o rn 28
N ew  Y ork  ___________ 30
M ich igan  F u ll C ream 24

C H E W IN G  G U M
A d am s B lack  J a c k ___ 70
A d am s B lo o d b erry  __ 70
A dam s C alif. F r u i t 70
A d am s C h ic le ts 80
A d am s Sen Sen 70
A d am s Y u c a ta n 70
A m erican  F la g  S p ru ce  70
B ee m a n ’s  P e p s i n _______70
B ee c h n u t ______________ 90
D o u b lem in t ____________ 70
J u ic y  F r u i t ____________ 70
S p e a rm in t, W rig le y s  __ 70
Z eno ___________________ 65

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

C a r a c a s ________________ 48 'j
P rem iu m , % s _________44 1
P re m iu m , % s ______47 b
P re m iu m  % s _________ 44 3
P rem iu m , % s _________4 4 1

C IG A R S
N ational Grocer Co. Brands 
E l R a ja h  E p icu re , 60s 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 tr a ,  5 0 s _,______ 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 ,

Gold 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 . 60a_ 65 00
W orden  G ro ce r Co. B ran d s  

H a rv e s te r  L in e  
R eco rd  B re a k e rs , 50s 76 00
D elm onico , 5 0 s ______ 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 fte r  D in n e r, 5 0 s __  96 50
F a v o r i t a  E x t ra ,  50s_ 97 50
P re s id e n ts ,  5 0 s ______115 00
G ov ern o r, 50s (fo il) 130 00
S o b e ran o s , 5 0 s _____ 175 00

L a  A z o ra  L in e
O p eras, 50s ( t i n s ) __ 57 60
W a s h in g to n , 5 0 s ___ 75 00
P a n a te l la ,  50s (fo il) 75 00
C ab in e t, 50s ________ 95 00
C ab in e t, 25s ________ 100 00
P e rfe c to  G ran d e , 60s

(fo il) -------------------- 97 60
P a ls ,  50s, ( f o i l ) ____ 97 00
Im p e ria ls , 25s (fo il) 115 00 

R o y al L a n c e r  L ine
F a v o r ita ,  50s _______ 75 00
Im p e ria le s , 50s _____ 95 00
M agníficos, 50s _____112 50

S an 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 lo m ático s, 5 0 s ___ 95 00
R osa , 50s ___________ 115 00
B ish o p s, 50s ________ 116 00
R ein a  F in a , 50s

( t in s )  _____________ 115 00
Q ueens, 50s ________135 00
W o rd en  S p ec ia ls , 25s 155 00 

Ig n a c ia  H a y a  
E x t r a  F a n c y  C lea r H a v a n a  

M ade in T a m p a , F la .
D elicades, 50s _____ 120 00
P rim e ro s . 5 0 s ______ 140 00

G assen  & V eg a—C lear 
H a v a n a

N ew  P a n a te l la .  100s 60 00 
S ta r l ig h t  B ro s .

L a  R ose De P a r is  L ine
C ab a lle ro s , 5 0 s ______ 70 00
R ouse, 50s _________ 110 00
P e n in s u la r  C lub, 25s 150 00
P a lm o s , 2 5 s ________  176 00
P e rfec to , 25s _______ 195 OU

R o se n th a s  B ros .
R. B . L o n d res , 50s,

T issu e  W r a p p e d _ 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 er,
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 

M an ila  10c
L a  Y eb u n a , 1 - 4 0 ___ 70 00

O u r N ick e l B ra n d s
M istoe , 100s ________ 35 00
L ioba, 1 0 0 s __________  35 00
E l D ependo , 1 0 0 s ____ 36 00
S am o , 5 0 s __________ 35 00

O th e r  B ra n d s
T h ro w  O u ts , 1 0 0 s _ 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, 60s _ 60 00 
T ra n s  M ich ig an , 50s_ 60 00 
H e m m e te r  C h am 

p ions, 50s ________ 60 00
C o u rt R o y al (w ood)

50s -------------------------- 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 ,

5 0 s ________________ 1 10  00

C L O T H E S  L IN E
H em p , 50 f t .  ________3 25
T w is te d  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 o r d ______ 2 6 0 0 3  75

COCOA
B a k e r’s  % s _____________ 52
B a k e r ’s  % s ____________ 48
B u n te , 15c s i z e _________ 55
B u n te , % lb. ___________ 50
B u n te , 1 lb. ____________ 48
C lev elan d  ______________ 41
C olonial, i4s  ____________ 35
C olonial, % s ___________ 33
D ro s te ’s  D u tch , 1 lb —  9 00 
D ro s te ’s  D u tc h , % lb . 4 75 
D ro s te ’s  D u tc h , % lb . 2 00
E p p s  ____________________ 42
H e rsh e y s , % s ___________ 42
H e rse y s , % s ____________ 40
H u y le r  __________________ 36
L ow ney , % s ___________ 48
L ow ney , % s ___________ 47
L ow ney , % s ___________ 46
L ow ney , 5 lb. c a n s ____31
V an  H o u te n , % s ______ 12
V an  H o u te n , % s ______ 18
V an  H o u te n , % s ______ 36
V an  H o u te n , i s  ________ 65
W a n - E ta  _______________ 36
W eb b  ___________________ 33
W ilb u r, % s _____________ 33
W ilb u r, % s _____________ 33

C O C O A N U T
% s, 5 lb. case  D u n h a m  50
V4S, 5 lb. c ase  _________ 48
% s & % s, 15 lb . case  49 
6 a n d  12c pkg . in  p a ils  4 75
B u lk , c a n s  _____________ 35
B u lk , b a r re ls  ___________ 32
48 2 oz. p k g s ., p e r  case  4 15 
48 4 oz. p k g s ., p e r  c ase  7 00

C O F F E E  R O A S TE D  
Bulk

R io  _____________________ 13
S a n to s  _____________  19025
M araca ib o  ______________ 24
M e x ic a n _________________ 28
G u a te m a la  ______________ 26
J a v a  ____________________ 46
B o g o t a __________________ 26
P e a b e r ry  _______________ 24

Package Coffee 
N ew  Y o rk  Basis 

A r b u c k le ____________  27 60
M cLaugh 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 xtracts
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 S E D  M IL K
E a g le , 4 doz. ________ 12 65
L e a d e r , 4 d o z . ______10 60

E V A P O R A T E D  M IL K  
C arn a tio 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 60
l ’e t. B a b y _____________ 4 60
V an  C am p , T a l l ____6 00
V an  C am p, B a b y __ 4 50
D u n d ee , T a ll, d o z . __6 50
D undee, B ab y , 8 doz. 6 00
S ilv e r Cow , B a b y ___4 45
S ilv er Cow , B a b y ___4 50

M IL K  C O M P O U N D
H eb e, T a ll, 4 d o z .____4 60
H eb e, B ab y , 8 d o z ._4 40
C aro tene, T a ll, 4 doz. 4 25

C O N F E C T IO N E R Y  
S tick  C andy  P a lls

H o r e h o u n d ___________ 21
S ta n d a rd  _____________  21

C ases
B o sto n  S u g a r  S tic k_39

M ixed C andy
P a ils

B r o k e n _______________ 22
C u t L o a f ____________ 22
G ro ce rs  ______________ 14
K in d e rg a r te n  ________25
L e a d e r  _______________  22
C e n tu ry  C re am s  ____25
X  L  O ________________ 17
F re n c h  C r e a m s ______23

S p e c ia ltie s  P a ils
A u to  K isse s  (b a s k e ts )  27
B onn ie  B u t te r  B ite s_32
B u t te r  C ream  C o r n _30
C aram e l B on  B o n s _35
C aram e l C r o q u e t te s __28
C o co an u t W a f f l e s __ 28
Coffy T offy  __________35
F u d g e , W a l n u t ______30
F u d g e , W a ln u t  C hoc. 30
Iced  O ran g e  J e l l i e s _26
Ita l ia n  B on  B o n s ____24
AA L ico rice  D ro p s

5 lb  b o x ________ 2 00
M an ch u s  _____________ 26
N u t B u tte r  P u f f s ____28
Snow  F la k e  F u d g e  __27

C hoco late  P a ils
A sso rte d  C hoc. ______29
C ham p io n  ____________ 24
H o n ey su ck le  C h i p s _39
K lo n d ik e  C h o co la te s— 36
N ab o b s  ______________ 36
N ibb le  S tick s , box  2 25
N u t W a fe rs  _________ 42
O coro C hoc. C a ram e ls  33
P e a n u t  C l u s t e r s ______39
Q u in te tte  ____________ 26
V ic to ria  C a ram e ls  S I

Gum Drops
C ham p io n  ____________ 21
R a s p b e r r y ____________ 22
F a v o r ite  _____________ 25
S u p e rio r _____________ 24
O ran g e  J e l l i e s ________25

Lozenges
A  A  P ep . L o z e n g e s ___20
A  A  P in k  L o zen g es_20
A  A  C hoc. L o z e n g e s . 20
M otto  L o z e n g e s ____ _ 23
M otto  H e a r ts  ________23

H ard  Goods
L em on  D r o p s ________24
O. F . H o re h o u n d  D rp s  24
A nise  S q u a re s  ______24
R ock  C an d y  _________32
P e a n u t  S q u a r e s ______22

Pop Corn Goods
C ra c k e r - J a c k  P r i z e __7 00
C h eck e rs  P r iz e  ______7 40

Cough Drops
Boxes

P u tn a m  M e n t h o l ____2 26
S m ith  B r o s .__________ 2.00
P u tn a m  M en. H o re

H o u n d  ___________ 1 80

C RISCO
36s, 24s a n d  1 2 s ______ 24%
6 l b . _________________ 19%

C O U PO N  BOOKS
50 E conom ic  g r a d e _2 60
100 E co n o m ic  g ra d e  4 50
500 E co n o m ic  g ra d e  20 00 
1,000 E conom ic  g ra d e  37 60 

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 .

C R E A M  O F T A R T A R
6 lb. boxes ____________ 65
3 lb . b oxes  _____________ 66

D R IE D  F R U IT S  
Apples

E v a p ’d, C hoice, b lk __12%

Apricots
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 _____35

Citron
10  lb . bo x  __________— 58

C urrants
P a c k a g e s , 14 o z . ____23
B oxes , B u lk , p e r  lb . 22%

Peaches
E v a p . C hoice, U n p eeled  24 
E v a p . F a n c y , U n peeled  26 
E v a p . F a n c y , P e e l e d _28

Peel
L em o n , A m e ric a n  ______35
O ran g e , A m e ric a n  _____36

Raisins
F a n c y  S ’ded, 1 lb . p k g . 28 
T h o m p so n  S eed less,

1  lb . p k g . _____________ 28
T h o m p so n  S eed less,

b u lk  __________________ 26

C alifo rn ia  Prunes
80-90 25 lb . b o x e s __0 1 1
70-80 25 lb . b o x e s __0 1 3
60-70 25 lb . b o x e s __©15
50-60 25 lb . b o x e s __ 0 1 7
40-50 25 lb . b o x e s __ 0 2 0
30-40 25 lb . b o x e s __ 0 2 4

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

M ed. H a n d  P i c k e d _5%
C alifo rn ia  L i m a s ____13
B ro w n , H o lla n d  ______

Farina
25 1 lb. p a c k a g e s ___ 2 80
B u lk , p e r  100 l b s . ___

Hom iny
P e a r l ,  100 lb . s a c k _5 25

Macat onl
D o m estic , 10 lb . box  1 20 
D o m estic , b rk n  bbls. 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 doz., 8 oz. 2 00

Pearl Barley
C h e s t e r ______________  6 75

Peas
S co tch , lb . _____________ 4%
S p lit,  lb . _______________ 7%

Sago
E a s t  In d ia  _____________  9

Tapioca
P e a r l ,  100 lb . s a c k s _10
M in u te , 8 oz., 3 doz. 4 35 
D rom edary In s ta n t, 3 

doz., per c a s e ____ 2 70

F IS H IN G  T A C K L E  
Cotton Lines

No. 2, 15 f e e t __________I 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

Linen Lines
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

Floats
No. 1%, p e r  g r o s s _1  50
No. 2, p e r  g r o s s ____1 75
No. 2%, p e r  g r o s s _2 25

Hooks— 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

Sinkers
No. 1, p e r  g r o s s _____  65
No. 2, p e r  g r o s s _____ 72
No. 3, p e r  g r o s s _____ 85
No. 4, p e r  g r o s s _____1 10
No. 5, p e r  g r o s s _____ 1 45
No. 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

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

P u re  V an illa  
T u rp en e le s s  
P u r e  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 e n t_3 20
2% O unce, 45 C e n 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 sso rte d _1 65
1% O unce, 25 A ss o rte d  2 00

V an Duzer
V an illa , L em on , A lm ond , 
S tra w b e rry , 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  o u n ce  in  c a r t o n s _2 00
2 ounce  in  c a r t o n s _3 50
4 o unce  in  c a r t o n s _6 75
8 o unce  _____________ 13 20
P i n t s _________________ 26 40
Q u a r ts  _______________ 51 00
G allons, e ac h  ________ 16 00

F L O U R  A N D  F E E D  
V alley  C ity  M illing  Co. 

L ily  W h ite , % Paper
s a c k  _______________ 1 1  60

H a rv e s t  Q ueen  24 % s 10 90 
G ra h a m  25 lb . p e r  c w t 4 90 
G olden G ra n u la te d  M eal.

25 lb s ., p e r  c w t . ___2 90
R o w en a  P a n c a k e  C om 

po u n d , 5 lb . s a c k _5 50
B u c k w h e a t C om pound ,

5 lb . s a c k __________5 50

W a tso n  H ig g in s  M illing  
Co.

N ew  P e rfe c tio n , % s 11 25 

Meal
G r. G ra in  M. Co.

B o lted  ________________ 3 80
G olden G r a n u l a t e d _4 00

W h eat
N o. 1 R ed  __________ 1 80
N o. 1 W h ite  ________ 1 78

Oats
M ich igan  C a r l o t s ______55
L ess  th a n  C a r l o t s _____60

Corn
C arlo ts  _________________ £5
L ess  th a n  C a r lo ts  _____90

H ay
C arlo ts  _________________ 28
L ess  th a n  C a r l o t s _ 32 00

Feed
S tr e e t  C ar F e e d __  36 00
N o. 1 C orn  & O a t F d  36 00
C rack ed  C orn  ______ 36 00
C o arse  C orn  M e a l __ 36 00

F R U IT  JARS  
M ason, p ts .,  p e r  g ro . 9 00 
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  Top, p ts .  10 00 
Id ea l G lass  T op , q ts .  12 00 
Idea l G lass  T op , % 

g a llo n  ______________ 16  00
G E L A T IN E

C ox’s  1 doz. l a r g e ___1 45
C ox’s  1 doz. s m a l l ___ 90
Je llo -O , 3 doz. _______3 45
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 in u te , 3 d o z . ______4 95
N elso n ’s  ______________ 1  60
O xford  ______________  76
P ly m o u th  R ock , Phos". 1 65 
P ly m o u th  R ock , P la in  1 35 
W a u k e s h a ______  1  60



January 5, 1921 M I C H I G A N  T R A D E S M A N 29

•H ID E S  A N D  P E L T S  
Hides

G reen , N o. 1 -----------------07
G reen, N o. 2 -----------------06
C ured , N o. 1 -------- .------- 09
C ured , N o. 2 — ---------- 08
C alfsk in , g re e n , N o. 1 09 
C alfsk in , g re e n , N o  2 07% 
C alfsk in , cu re d , N o. 1 11 
C alfsk in , cu re d , N o. 2 09%
H o rse , No. 1 ________3 00
H o rse , N o. 2 ________2 00

Pelts
Old W o o l ________25© 50
L am bs ___________ 25© 50
S h e a r l in g s ________25© 60

Tallow
P r i m e  .___ .—_------- ©  5
No. 1 —____________  ©  4
No. 2 _____— —___ @ 3

W ool
U nw ashed , m ed iu m  @15
U n w ash ed , re je c ts_ @10
P i n e ______ ._________  @15
M ark e t du ll a n d  n eg lec ted . 

R aw  F u rs
S k u n k  3 00@2 00@1 00@50
R a c c o o n _ 3 50@2 50@1 50
M i n k ___  7 00@5 00@3 00
M u s k r a t s _75@50@25@05

A bove p ric e s  on  p rim e  
sk in s.

H O N E Y
A irline, No. 1 0 _______4 00
A irline, N o. 15 ______ 5 60
A irline , N o. 26 ______ 8 25

H O R S E  R A D IS H  
P e r doz. ____________  1 60

J E L L Y
P u re , p e r  p a il, 30 lb. 4 50

J E L L Y  G LASSES  
8 oz., p e r  doz. ________44

M A P L E IN E
1 oz. b o ttle s , p e r  doz. 1 75
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 rts , p e r  d o z . ___  33 00
% G allons, p e r  doz. 5 25
G allons, p e r  d o z .___ 10 00

M IN C E  M E A T
N one S uch , 3 doz.

case  f o r ____________ 5 60
Q u ak er , 3 doz. case

fo r _________________ 5 00
M O LASSES  

N ew  Orleans
F a n c y  O pen K e t t l e ___ 95
C hoice ______________   85
Good ____________________ 65
S to ck  ___________________ 28

H a lf  b a rre ls  5c e x t r a  
N U T S — Whole

A lm onds, T e r r a g o n a  25 
B raz ils , la rg e  w ash e d  31
F a n c y  M ixed ________24
F ilb e r ts , B a rce lo n a  __ 32 
P e a n u ts ,  V irg in a  ra w  11 
P e a n u ts ,  V irg in ia ,

ro a s te d  ____________ 13
P e a n u ts ,  S p an ish  __ 25
W a ln u ts , C a l i f o r n i a _29
W aln u ts , N ap les  ____25

Shelled
A lm onds _____________ 55
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 ec an s  _______________ 95
W a ln u ts  _____________ 55

O LIV E S
B ulk , 3 g a l. k eg s , e a c h  6 50 
B ulk . 5 g a l. k eg s  e ac h  10 5U
S tu ffed , 3% o z . _______ 2 25
S tu ffed , 9 o z . _________ 4 50
P it te d  (n o t s tu ffe d )

14 oz. ______________ 3 00
M an zan illa , 8 o z . ___ 1 45
L unch , 10 o z . _________ 2 00
L unch, 16 oz. ________3 25
Q ueen , M am m o th , 19

oz. _________________ 5 50
Q ueen , M am m o th , 28

oz. _________________ 6 75
Olive C how , 2 doz. cs. 

per doz. ___________ 2 50

P E A N U T  B U T T E R

B el-C a r-M o  Brand

8 oz., 2 doz. in  c a s e _
24 1 lb . p a ils  ________
12 2 lb. p a ils  ________
5 lb. p a ils , 6 in  c ra te
10 lb . p a ils  __________
15 lb. p a ils  __________
25 lb. p a ils  __________
50 lb. t i n s __________
100 lb. d ru m s  ________

P E T R O L E U M  P R O D U C T9  
Iro n  B a r re ls

P e r f e c t i o n __ _________ 19.6
R ed  C row n  G asolinu  29.1 
G as M ach ine  G aso line  44 
Y. M. & P . N a p h th a  31 
C ap ito l C y linder, I ro n

B bls. _______________54.5
A tla n tic  R ed  E n g in e ,

Iro n  B b l s . ___________ 34.6
W in te r  B lack , Iro n

B bls. _______________ 20.5
P o la r in e , Iro n  B b ls ._62.5

P IC K L E 6
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 gallon  k e g s ________ 4 00

Small
B a rre ls  _____________  20 00
H a lf  b a rre ls  _________11 00
5 g a llon  k e g s ________ 3 80

Gherkins
B a r re ls  __________    28 00
H a lf  b a rre ls  _________15 00
5 g a llon  k e g s ________ 6 00

Sweet Sm all
B a rre ls  _____________  30 00
H a lf  b a rre ls  _________ 16 00
5 g a llon  k e g s ________ 6 50

T rip e  S H O E  B L A C K IN G
K its , 15 lbs. _________ 90 H a n d y  B ox, la rg e  3 dz. 3 50
% bbls-., 40 l b s . ______1 60 H a n d y  B ox, s m a l l  1 25
% bb ls ., 80 l b s . _____  3 00 B ix b y ’s  R oyal P o lish  1 35

M ille r 's  C ro w n  P o lis h  90

P IP E S
Cob, 3 doz. in  box 1 25

P L A Y IN G  C ARDS
No. 90 S te a m b o a t_____2 76
N o. 808, B icycle  _____4 50
P ic k e t t  _______________ 3 50

P O TA S H
B a b b i tt’s , 2 d o z . _____2 76

P R O V IS IO N S  
Barreled Pork  

C lea r B a c k  __ 36 00@38 00 
S h o rt C u t C lea r 33 00@35 00
P ig  _____________________
C lea r F a m ily  _______  48 00

D ry  Salt, Meats  
S P  B ellies  __ 22 00@24 00

Lard
80 lb. t u b s ___ a d v an c e  %
P u re  in  t ie rc e s  17% @18 
C om pound  L a rd  12% @13
69 lb. t u b s ___ a d v an ce  %
50 lb. t u b s ___ a d v an c e  %
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 c e  1
3 lb. p a i l s ___a d v an c e  1

Smoked Meats
H a m s, 14-16 lb. 26 @28
H a m s, 16-18 lb. 24 @26
H a m s, 18-20 lb. 
H am , d ried  beef

22 @24

s e ts  __________ 41 @42
C alifo rn ia  H a m s  
P icn ic  B oiled

22 @23

H am s ________ 35 @40
B oiled  H a m s _ 42 @44

@20M inced H a m s _ 18
B aco n  ________ 28 @44

Sausages
B ologna  ________ __ 18
L iver __________ 12
F r a n k f o r t  - __ 19
l ’o rk  ___  ____ _ 14@15
V eal ___________ 11
T ongue  ________ 11
H ead ch eese  ___ __ __ 14

Casings
H ogs, p e r  lb. ______ @65
B eef, ro u n d  s e t ___ 19®20
B eef, m idd les, s e t_50@60
S heep, a  sk e in  1 75@2 00

Uncolored Oleomargarine
oS lid  D a ily  ________28@29
C o u n try  R o l l s ______30@3l

R IC E
F a n c y  H e a d ________ 10@12
B lue  R o s e ____ ________ 8 50

R O L L E D  OATS
M onarch , bb ls . _______7 00
R olled A vena, bb ls . 7 50 
S tee l C u t, 100 lb. sk s . 4 00 
M onarch , 90 lb. s ac k s  3 60
Q u ak er , 18 R e g u l a r_2 25
Q u ak er , 20 F a m i l y _5 70

S A LA D  D R E S S IN G
C olum bia, % p i n t s _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 ee ’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

S A L E R A T U S  
P a c k ed  60 lbs. in  box

A rm  a n d  H a m m e r_3 75
W y an d o tte , 100 % s _3 00

S A L SODA

G ra n u la te d , bbls. _____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 c k a g e s ____________ 3 00

S A L T

S N U F F
S w edish  R apee  10c 8 fo r 64 
Sw edish  R apee , 1 lb g ls  85
N o rk o p in g , 10c 8 f o r _64
N o rkop ing , 1 lb, g l a s s _85
C openhagen , 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 am ily , 100 7 15
J a p  R ose, 50 c a k e s _4 85
K irk ’s  W h ite  F l a k e _6 35

P ro c to r  & G am ble.
5 box lo ts , a s s o r te d

Ivory , 100 6 o z . ______7 75
Ivo ry  Soap F lk s ., 100s 9 00 
Iv o ry  S oap  F lk s ., 50s 4 60
Lenox, 120 c a k e s ___ 4 70
P . & G. W h ite  N a p th a

100 c a k e s __________6 40
S ta r ,  100 N o. 11 c ak e s  6 40 
S ta r  N ap . P w d r. 84s _ 3 35 
S ta r  N ap . P w d r., 24s _ 6 65

L a u tz  B ros . & Co.
A cm e, 100 c ak es  ___ 6 75
B ig  M as te r, 100 b locks 8 00
C lim ax , 100s _________6 00
C lim ax . 120s __________5 25
Q ueen W h ite , 80 c ak e s  6 00 
O ak  L ea f, 100 c a k e s  6 75 
Q ueen  A nne , 100 c ak es  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 aw k , fixe b x s  4 25 
B lack  H aw k , te n  b x s  4 00 

B ox c o n ta in s  72 cak es . I t  
is a  m o s t re m a rk a b le  d ir t  
a n d  g re a se  re m o v e r, w ith 
o u t in ju ry  to  th e  sk in .

Seasoning
C hili P o w d er, 1 5 c ------1 36
C elery  S a lt, 3 o z . -----  95
Sage, 2 oz. __________ 90
O nion S a lt __________1 35
G arlic  _______________ 1 36
P o n c lty , 3% o z . ---------2 25
K itc h e n  B o u q u e t ----- 3 25
L a u re l L eav es  --------- 20
M arjo ram , 1 o z . ______ 90
S av o ry , 1 oz. ________ 90
T hym e, 1 oz. ________ 90
T u m eric , 2% o z . ------ 90

S TA R C H
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 . 3 75

Kingsford
S ilv er G loss, 40 1 lb. 11% 

Gloss
A rgo , 48 1 lb. p k g s —  3 75
A rgo, 12 3 lb. p k g s ._3 04
A rgo, 8 5 lb. p k g s .__ 3 40
S ilv er G loss, 16 3 lbs. 11% 
S ilv er G loss. 12 6 lb s. 11%

M uzzy
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%

S YR U PS
Corn

Scouring Powders
Solar Rock Sapolio, g ro ss  lo ts  __ 12 50

56 lb. s ac k s  ____  76 Sapolio , h a lf  g ro . lo ts  6 30
Sapolio , s ing le  boxes 3 15
S apolio , h a n d ------------3 15
Q ueen  A nne, 60 c a n s  3 60 
Snow  M aid , 60 c a n s _3 60

Common
G ra n u la te d , F in e  ___ 3 00
M edium , F i n e ________3 35

W ashing Powders
Snow  Boy, 100 5 c ___ 4 10
Snow  B oy, 60 14 oz. 4 20
Snow
Snow

B oy, 24 p kgs . 
B oy, 20 p k g s .

6 00 
00

Beef
B o n e l e s s _____ 30 00@35 00
R um p, n e w   40 00@42 00

P ig ’s  Feet
% bbls. ____________  2 15
% bb ls ., 35 l b s . ___  3 50
% bb ls. _____________10 00
1 bbl. ______________ 17 60

Canned Meats  
R ed  C row n B ra n d  

C orned  B eef, 24 I s  __ 3 90
R o a s t B eef, 24 I s ------3 90
V eal L oaf, 48 % s ----- 1 80
V ien n a  S ty le  S au sag e ,
48 % s _________________ 1 60
V irg in ies , 24 I s ---------3 45
P o tte d  M ea t, 48 % — 70
T o tted  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 orned  B eef H ash ,

48 % s _____________ 1 80
C ooked L u n ch  T ongue ,

24 % s ______________ 4 00
C ooked Ox T ongues ,

12 2s ______________  22 90
C hili Con C arn e , 48 I s  1 80 
S liced B acon , m ed ium  4 00 
S liced  B acon , la rg e — 6 30 
S liced  B eef, 2% o z—  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 ak e rs  b rick  31 
M oist in  g l a s s ___. . . .  3 Op

P e r case , 24 2 lbs. __ 2 40 
F ive  case  lo ts  ---------2 30

S A L T  F IS H  
Cod

M iddles ------------------  25
T a b le ts , 1 l b . ---------30@32
T a b le ts , % l b . --------2 00
VY o o d  b o x e s  __________  19

Holland H erring

S ta n d a rd s , b b l s . ------14 00
Y. M ., bb ls . --------------15 75
S ta n d a rd s , k e g s ------ 90
Y. M ., k e g s ---------------1 10

H erring

K K K  K , N o rw ay  __ 20 00
8 lb. p a ils  __________ 1 40
C u t L u n c h  ___________ 1 10
Scaled , p e r  b o x -------  20
B oned, 10 lb . boxes __ 24

Tro u t
No. 1. 100 lbs. ________ 12
No. 1, 40 lbs. ________
No. 1, 10 lb s. ------------
No. 1. 3 lb s . ------------

Mackerel

M ess, 100 lbs. --------- 26 00
M ess, 50 l b s . _________ 13 50
M ess, 10 l b s . ________ 3 00
M ess, 8 lbs. ------------ 2 85
N o. 1, 100 l b s . ______ 25 00
N o. 1. 50 lbs. ---------- 13 00
N o. 1, 10 lbs. ______ 2 85

Lake H erring  
% bbl., 100 l b s . _______7 50

S E E D S
A nise  ________________ 23
C an a ry , S m y r n a ------- 10
i 'a rriom on, M ala b a r 1 £'•
C elery  ---------------------- 25
H em p, R u ss ia n  ____ 09
M ixed B ird  ___________ 13%
M u sta rd , yellow  ___ 16
P o p p y ______________ __22
R ape  18

W O O D E N W A R E
Baskets

B ushels , 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  ban d ,
wood h a n d l e s ---------3 00

M ark et, d rop  h an d le  1 00 
M ark e t, s ing 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 e d i u m ______8 75
S p lin t, s m a l l __ 8 00

B utter Plates  
E s c an a b a  M a n u fac tu rin g  

Co.
S ta n d a rd  E m co  D ish es

Soap Powders 
J o h n so n 's  F in e . 48 2 5 75
J o h n so n 's  X X X  1 0 0 _■ 5 75
L a u tz  N a p h th a , 6 0 s _3 60
N ine  O ’c lo c k  _________4 10
O ak L ea f, 100 p k g s . 6 50 
Old D u tch  C lean se r 4 75 
Q ueen  A nne , 60 p kgs . 3 60 
R u b -N o -M o re  ________5 50

C L E A N S E R S .

Ki t c h e n  
l e n z e r

No. S-l>0 e x tr a  sm  c a r t 1 45
No. 8- 50 sm all c a r to n 1 55
No. 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
No. 4- 50 ju m b o  c a r to n 1 65
No. 100, M a m m o th _ 1 50

C h u rn s
B ari•el g a l., e a c h _ 2 40
B ari•el ! i 0 g a l. e ac h  __ 2 55
3 to 6 pail., p e r  g a l. — 16

Clothes Pins
E s c an a b a  M a n u fac tu rin g  

Co.
N o. 60-24, W r a p p e d _5 95
No. 3C 
No. 2i

4, W r a p p e d _3 10
W r a p p e d _5 75

H a lf  B arre is 81
Blue K aro , No. 1%

2 doz. 2 80
B lue K aro , No. 2%. 2

doz. _ 4 25
B lue K aro . No. 5, 1 dz. 4 15
Blue K aro , N o . 10

% doz. _ 3 95
Red K aro . N o. 1%, 2

d o z . __ 3 15
R ed K aro , No. 2

doz. ___ _ 4 85
R ed K ero, No. 5. 2 dz. 4 65
Red K aro , No. 10, %

d o z . __ 4 45

Ego Cases
00No. 1. S ta r  (C a r r ie r_6

No. 2, S ta r  (’a r r i e r _12 00
No. 1, S ta r  EIgg T ra y s  8 00
No. 2, S ta r  E¡gg T ra y  16 00

F a ir
Good
C hoie

Pure Cane

T A B L E  SAUCES
Lea & P e rr in , l a r g e _5 75

P ailsL ea & P e rr in . s m a l l_3 35
P ep p er --------- __ 1 2» in (,t. G a lv a n iz e d ___
R oyal M int _ _2 50 12 n t. G a lv a n iz e d ___
T obasco  ___ _________3 75 14 lit. G a lv a n iz e d ___
E n g lan d 's  Pri
A -i, l a r g e _
A -1, s m a l l_

i d e _____1
2

40
uu
90

F ib re

C ap ers  _____ i 80 T o o th p ick s
E s c an a b a  M an u fac tu i

80 can  cases, $4.80 p e r case  

SODA
Bi C arb , K egs --------- 4

SPIC ES  
W hole Spices

A llspice, J a m a i c a ----- @18
C loves, Z a n z ib a r  ------- @50
C ass ia , C an to n  -----------@22
C ass ia , 5c p k g ., doz. @40
G inger, A frican  --------@15
G inger, C ochin  -----------@20
M ace, P e n a n g  _______ @75
M ixed, No. 1 --------------@17
M ixed, No. 2 _________ @16
M ixed, 5c p k g s ., doz. @45
N u tm e g s, 70-8 -----------@42
N u tm eg s, 105-110 —  @38
P e p p e r, B l a c k --------------@21
P ep 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  

Pure Ground in Bulk  
A llspice, J a m a ic a  —  @20
C loves, Z a n z ib a r  ------- @55
C ass ia , C an to n  -----------@34
G inger, A f r i c a n ______@29
M u sta rd  ----------------------@42
M ace, P e n a n g ------------ @85
N u tm e g s  _____________ @34
P e p p e r , B la ck  -----------@25
P e p p e r, W h ite  ______ @45
P e p p e r , C a y e n n e ___ @32
P a p r ik a . H u n g a r ia n — ©60

T E A
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  Choice 
B a s k e t-F i re 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 edium  — 35@40 
M oyune, C h o ic e ___ 40@45

Young Hyson
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 hoice — 45@50 
F o rm o sa , F an cy  55@75

English B reakfast 
C ongou. M edium  __»40@45
C ongou, C h o ic e ----- • 45@50
Congou, F a n c y  , 50@60 
C ongou, E x . F a n c y  60@80

Ceylon
P ekoe, M edium  ------  40@45
Dr. P ekoe , C h o ic e .. 45@48 
F lo w ery  O. P . F a n c y  55@60

T W IN E
C o tto n , 3 p ly  c o n e ----- 45
C o tto n , 3 p ly  b a l l s ------45
W ool, 6 p ly  ____________ 23

V IN E G A R
C ider, B en to n  H a rb o r— 30 
W hite  W ine, 40 g ra in  20 
W h ite  W in e , 80 g ra in  26 
W hite  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 ick lin g  20 

P a c k ag e s  no c h a rg e .

W IC K IN G
No. 0, p e r g ro s s  ___ 70
No. 1, p e r g ro s s  ___ 85
N o. 2, p e r g r o s s ------1 25
No. 3, p e r g ro ss  —_1 •0

Faucets
C ork lined , 3 in. ______ 70
C ork lined , 9 in. ______ 90
C ork  lined . 10 i n . _____90

Mop Sticks
T ro ja n  sp rin g  ________3 25
E clip se  p a te n t  sp r in g  3 25
No. I com m on _______3 25
No. 2, p a t. b ru s h  ho ld  3 25
Id ea l, No. 7 ___________ 3 00
20oz co tto n  m op h e ad s  4 80 
12oz co tto n  m op h e ad s  2 85

4 25
5 50

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 rap s
M ouse, w ood. 4 h o l e s __60
M ouse, wood, 6 h o l e s __ 70
M ouse, tin , 5 h o l e s ___ 65
R at, w o o d ____ ___ 1 00
R a t, s p rin g  ___________ 1 00
M ouse, s p rin g  _______  30

T ubs
No. 1 F ib re  ________ 42 00
No. 2 F ib re  ________ 38 00
No. 3 F ib re  ________ 33 00
I ^ r g e  G a l v a n i z e d _15 00
M edium  G alv an ized  12 00
Sm all G a lv a n i z e d __ 11 00

W ash b o a rd s
B a n n e r  G lo b e ____________ 7 00
B ra ss , S ing le  _________7 50
G lass, S ingle  --------------7 50
D ouble  P e e r le s s  ____10 00
S ing le  P e e r l e s s _______9 00
N o rth e rn  Q ueen  _____7 50
U n iv e rsa l _____________ 9 00

W indow  Cleaners
12 in. ________________ 1 65
14 in. _________________ 1 85
16 in. _________________ 2 30

Wood Bowls
13 in. B u tte r  __________ 3 00
15 in. B u tte 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 P P IN G  P A P E R  
F ib re , M an ila , w h ite  11
N o. 1 F i b r e __________13
B u tc h e rs  M an ila  ------12
K ra f t  ________________ 15

Y E A S T  C A K E
M agic, 3 doz. --------------2 70
S u n lig h t, 3 d o z . ---------2 70
S u n lig h t, 1% doz. —  1 35 
Y eas t F oam , 3 doz. — 2 70 
Y eas t F o am , 1% doz. 1 35

Y E A S T — C O M P R E S S E D  
F le isc h m an , p e r d o z ._28
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National Retail D ry Goods Associa
tion.

New York, Jan. 4— No revision of 
the revenue act will be undertaken 
until the special session of Congress 
which will be called following the in
auguration of Senator H arding.

T he W ays and Means Committee 
has been holding hearings on taxa
tion revision, but these were purely 
preliminary. T h e s e  prelim inary 
hearings are im portant because al
though they will not lead to action in 
the present session the ideas tha t are 
being formed through these hearings 
will influence the revision when it ac
tually is undertaken.

O ur Taxation Committee has been 
promised a special hearing before the 
W ays and Means Committee in Feb
ruary following the annual conven- 
of the Association.

W ithin the next few days you will 
receive a copy of a special referendum 
document which will embody the plan 
of our Taxation Committee for the 
revision of the Revenue Law. The 
Comm ittee’s plan is an elaboration of 
the principles of revision on which 
you were called to vote last spring 
but because there are a few new fea
tures in the plan our Executive Com
mittee has authorized that the entire 
plan be sent to you for your study 
and approval so that you may regis
ter your will with regard to it.

W e feel that the Committee has de
veloped an unusually constructive 
plan for taxation revision and we have 
been assured bv prom inent taxation 
officials of the Federal Government 
that under our plan the necessary 
revenue would be produced, that the 
adm inistration and the interpretation 
of the taxes proposed would be ex
trem ely simple and tha t the plan 
would equitably ditribute the tax bur
den.

Don’t forget that the Government 
will have to raise four billion dollars 
or more every year for possibly the 
next ten years and you, as a taxpayer, 
must bear the burden. The money 
must be raised, but it can be raised in 
a fair and easy way or in a num ber of 
pestiferous, troublesom e and inequit
able ways. You have no more im port
ant problem s at present than the ef
fort to get the Revenue Law properly 
revised.

The Chamber of Commerce of the 
United States has recently issued a 
referendum to its m em bers on this 
im portant m atter. W hen you receive 
the referendum  of the National Retail 
Dry Goods Association you will have 
the chance to study the principles that 
underlie our Comm ittee’s plan. Be sure 
if you are a m em ber of your local 
Chamber of Commerce that your wish 
in the m atter is registered with the 
Chamber before the vote is taken on 
the U. S. Cham ber’s referendum. 
Don’t be content to let one or two 
men fill out tha t referendum. This is 
a m atter which concerns you vitally.

I want now to call your attention 
to a m atter of considerable im portance 
but not one which requires action at 
this time. I t is just som ething to 
keep in touch with and to be ready 
for action if and when action may be 
required. U nder the operation of the 
Federal Reserve System twenty-eight 
thousand out of th irty  thousand banks 
in the United States have been paying 
checks at par instead, as under the old 
system, of charging a collection fee 
and deducting that from the face of 
the check. There has been a great 
deal of active opposition to this par 
collection plan and in the last session 
of Congress a bill was introduced by 
Congressman Steagill which would in
terfere with this par collection plan. 
There have been o ther previous a t
tem pts to kill the plan. I t is unlike
ly that any action will be taken on the 
Steagill Bill in the present session and 
that particular bill will then die at 
the end of the session. However, the 
opposition to the par collection of 
checks will not die. You, as a m er
chant, will realize how much it means 
to  you and to the general public to 
have a check paid at its face value. If 
you buy merchandise and send your 
check to the seller you don’t want to

be required to add som ething extra 
for w hat the bank will charge and 
when your custom ers pay you by 
check you don’t w ant that check dis
counted nor do you w ant to fight with 
your customers over a collection fee. 
I heard a man who is very closely in
formed on this m atter say only yes
terday tha t although tw enty-eight 
thousand out of th irty  thousand banks 
have adopted the par plan, as a m atter 
of fact about one-third of the banks 
would like to return to the old system.

The tenth annual convention of the 
Association at the H otel Pennsylvania 
New York, Feb. 9, 10 and 11, will 
come at a time when every m erchant 
will be facing a lot of fresh troubles. 
The convention program m e is being 
arranged so tha t the convention will 
help you with these troubles. W e are 
going to give a lot of time to the dis
cussion of m arket conditions among 
other things of importance. Now 
you w ant to know all tha t can be 
known about m arket conditions, so 
this is the time to arrange to be at 
the convention. It will be a great 
meeting and it will be more than o r
dinarily helpful. Probably you would 
be coming to New York sometime in 
January or February anyway. D on’t 
come in January, come in February 
and be here for the convention. Make 
up your mind to spend the three days 
at the H otel Pennsylvania.

Send in your reservation for rooms 
direct to the H otel Pennsylvania, or 
wherever you want to stop, and send 
reservations for the banquet on the 
evening of Feb. 10 to me. The ban
quet will cost $7.50 per cover and it 
will be w orth a darned sight more. 
Get your reservation in early and you 
will get a good place close up where 
you can see and hear everything that 
goes on. Lew Hahn,

M anaging Director.

Complete Surrender by Peerless 
Swindlers.

Casnovia, Jan.- 3—I am enclosing 
copies of two letters which may in
terest you, showing what may be ac
complished by a reader of the T rades
man when he acts on your advice.

Again I wish to thank you for the 
advice given and hope that the others 
may come out as easily as I have.

I have fulfilled all requirem ents and 
have the troublesom e contract in my 
possession.

I contem plate having it framed as 
a rem inder should a like circumstance 
occur in the future. E. A. Webb.

L etter to Peerless T alking Machine 
Co.

Casnovia, Dec. 27—In regard to re
turning the four machines, I do not 
feel that I am competent to pack them 
in a manner to prevent injury in ship
ping and would advise that you send 
agent ter prepare them. However, if 
you will assume the responsibility and 
will send $5 to cover packing and 
drayage. I will deliver them  to the ex
press office here. In  case you prefer 
the latter, please rem it by express or 
postoffice order to save the time and 
trouble of collecting on a check.

In either case it will be necessary 
that my signed “agreem ent,” “con
trac t” or “note,” whichever you 
choose to call it, m ust be delivered to 
me previous to the removal of the ma
chines. E. A. Webb.

Complete Surrender.
Chicago, Dec. 29—As per your let

ter of Dec. 27, we enclose herewith 
express money order for $5 and would 
ask that you kindly deliver the four 
Peerless talking machines to your ex
press agent at once, consigned to our 
warehouse, 2512 South Robey street, 
Chicago.

We are to-day forwarding your con
tract to your local banker, with in
structions to turn same over to you 
upon presentation of express receipt, 
showing shipment of machines to us.

Peerless Talking Mash 
Peerless Talking Machine Co.

Per J. C. Howard.

Procter & Gamble Arouse Interest.
The attem pt of P rocter & Gamble 

to m arket their product w ithout the 
aid of the wholesaler has been arous
ing considerable interest, which has 
not been confined to jobbing circles 
alone. Dr. Lewis H. Haney, form er
ly a member of the advisory board of 
the Federal T rade Commission, and 
now in charge of the Cost of M ar
keting Division of the Bureau of M ar
kets, in behalf of New Y ork U niver
sity, where he is director of the Bu
reau of Business Research, has asked 
H. M. Foster, secretary of the New 
Y ork W holesale G rocers’ Association, 
to ask the aid of his organization in 
determining the efficiency and econ
omy of the scheme, as compared with 
distribution through the jobber.

Mr. Foster has sent out the follow
ing questionnaire, at Dr. H aney’s re 
quest, to the members of the Associa
tion :

1. Are P rocter & Gamble disposing 
of more (or less) soap in your te rri
tory?

la. W hat evidence for this con
clusion?

2. W hat developm ents have there 
been in P rocter & Gamble’s price 
policy since going direct?

3. Have they shown any tendency 
to force a full line on the retailer?

4. Have they been more liberal in 
granting credit?

5. Have they opened branch hous
es?

6. Have they increased advertis
ing?

7. W hat increases have they made 
in sales force?

8. W hat advantage over P rocter & 
Gamble do you have?

9. W hat advantages over you do 
P rocter & Gamble have?

10. W hat have you done to  m eet 
their move?

11. W hat is the attitude of retail
ers?

12. Do you handle any P rocter & 
Gamble goods?

13. Do any wholesale grocers do 
s o ?

The New Y ork W holesale G rocers’ 
Association very prudently takes no 
official stand in collecting the inform a
tion, for Mr. Foster has requested the 
mem bers to return  the questionnaire 
to Dr. Haney.

A man who drow ns his sorrow s in 
wood alcohol knows they will stay 
drowned.

W e are in the  
heart of the Onion 
Set d istric t and 
have w a r e h o u s e  
equipm ent of the  
very  best type and 
years of experience  
in grow ing, storing  

W e can supply

Red, Yellow and 
White Sets

There is good money for you in hand
ling sets and the qu ality  and prices 
of this yea r’s crop are exceptionally  
favorable, w hile  a good demand is 
assured.

W r ite  fo r our Prices.

VAUGHAN’S SEED STORE
10 W . Randolph St. Chicago.

Know Your Customers
The up-to-date, successful grocer knows his customers 
as well as he knows his wife’s relations. When he 
tells his customers that

Shredded W heat Biscuit «
contains the most real nutriment for the least money 
he speaks from knowledge and experience. He knows 
that Shredded Wheat is 100 per cent, whole wheat and 
is the most thoroughly cooked cereal on the market.
There is no substitute for it. The slight advance in 
price on account of the war is trifling compared to the 
soaring prices of other foods.

MADE O N LY  BY

The Shredded W heat Company, Niagara Falls, N . Y.
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BUSINESS WANTS DEPARTMENT
Advertisem ents Inserted under this head for five cents a word the firs t 

Insertion and four cents a word for each subsequent continuous Insertion. 
If  set in cap ita l le tters , double price. No charge less than 60 cents. Sm all 
display advertisem ents In this departm ent, $3 per Inch. Paym ent w ith  order 
Is required, as am ounts are too small to open accounts.

F o r  Sale—A  good b a k e ry  w ag o n  a n d  
ho rse . W ag o n  n e a r ly  new . W ill se ll th is  
v e ry  re a so n a b le . A d d re ss  N o . 161, c -o  
M ich igan  T ra d e s m a n . 161

PO S IT IO N S  A N D  H E L P  fu rn ish e d . A ll 
lines. A m e ric a n  B u s in e s s  E x c h a n g e , 
B en to n  H a rb o r ,  M ich . 162

F o r  E c h a n g e —S ix ty  lo ts , w ith  h o u se  
a n d  b a rn , in  c o u n ty  s e a t  to w n . W o u ld  
co n sid e r s to ck  o f g e n e ra l m e rc h a n d ise . 
A d d ress  H ild e rle y  & S p rag u e , H e rse y , 
M ich. _____ ________________________ 163

W a n te d —C o m p e ten t c a n d y  sa le sm a n , 
ex p erien ced  m a n  p re fe rre d , o n  o ld  t e r 
r i to ry . G ood p o s itio n  fo r  r ig h t  m a n . 
T he  H a n se lm a n  C an d y  Co., K a lam azo o , 
M ich. H I

F o r  S a le—L a rg e  doub le  b r ic k  s to re  in  
b e s t ra ilro a d  a n d  b e s t  fa rm in g  c e n te r  in  
C en tra l M ich ig an . O p e ra  h o u se  o v e r tw o 
s to re s , b o th  s to re s  w ell re n te d . A lso 
g ro ce ry  s to re , a  good one . W ill se ll one 
o r b o th . In v e s tig a te  th is  fo r a  good  one. 
$10,000 w ill h a n d le  th e se . A d d re ss  N o. 
172 ca re  o f M ich ig an  T ra d e s m a n . 172

F o r  Sa le—O r 99 y e a r  le a se : S ite  fo r
L a n s in g ’s  b ig g e s t g a ra g e , 39,000 sq u a re  
fe e t g ra d e  floor o p p o r tu n i ty .  170 fee t, 
c e n tra l, O tta w a  s t r e e t  f ro n ta g e , $150 a  
m o n th  (50 fe e t  f ro n t  fo r  $45 m o n th ) .  
C all o r  w rite .  O w n er 203 N . C ed a r S t., 
L a n s in g , M ich . P r e s e n t  b u ild in g s  e x ce l
le n t incom e good, la rg e  offices, h o te l, 
p r in te ry  o r  o th e r  dow n  to w n  shop , r e ta i l  
o r w h o lesa le  b u s in e s s  p u rp o se s . 146

2,000 le t te r  h e a d s  $5.90. S am p les . C op
p e r J o u rn a l,  H a n co c k , M ich ig an . 150

F o r Sale— C h an d le r  & T r ic e  10 x  12 
G ordon fo r  $200. In  u se  e v e ry  d a y , b u t 
w ish  to  in s ta ll  la rg e r  m a c h in e . T r a d e s 
m an  C om pany .

F o r  S a le—G ro ce ry  a n d  m e a t  m a rk e t,  
tow n p o p u la tio n  1500 a n d  fine c o u n try  
tra d e  a n d  fa c to rie s . A t th e  r ig h t  p rice . 
A v erag e  sa le s  $45,000. A  fine p ro p o s itio n . 
A d d re ss  N o. 157 c -o  M ich ig an  T r a d e s 
m a n . 157

P ay  s p o t c a sh  fo r  c lo th in g  a n d  f u r 
n ish in g  g oods s to ck s . L . S llb e rm an , 106 
E. H an co ck . D e tro it.  666

B A N IS H  T H E  R A T S —O rd e r a  c an  o f 
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 an  C om pany , G ra n d  R ap id s, M ich igan .

W ill p a y  c a sh  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 o u is  L ev inaohn , 
S ag in aw , M ich. 998

C A S 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 a s h in g to n  A ve., 

S a g in aw , M ich.
W e  b u y  se ll a n d  e x ch a n g e  r e p a ir  an d  
reb u ild  a ll m a k e s .
P a r t s  a n d  su p p lie s  fo r a ll m ak es .

I f  yo u  a re  th in k in g  o f g o ing  in  b u s i
n e ss , se llin g  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  
c h an c e s  co lu m n s, a s  i t  w ill b r in g  yo u  in 
to u ch  w ith  th e  m a n  fo r w hom  you  a re  
look ing—T H E  B U S IN E S S  M AN .

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 a d s , d ro p  u s  a  c a rd . W e 
c an  su p p ly  e i th e r  b la n 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 
p a n y . G ra n d  R ap id s .

A 480-acre  im p ro v ed  fa rm  in  R an so m  
c o u n ty , N . D ak ., fo r  tra d e  fo r  good  s to ck  
g e n e ra l m e rc h a n d ise . I f  in te re s te d , a d 
d re s s  A . L . In tleh o u se , M ilnor, N . D ak . 

. __________________________________

SIDNEY ELEVATORS
Wi 1 reduce handling expense and speed 
up work—will make moner for you. Easily 
ins jailed. Plans and instructions sent with 
ea h elevator. Write stating requirements, 
gi/ing kind machine and sue platform 
witii ed, as well as height. We will quote 
a n ner saving price.

Sidney Elevator Mnfg. C o., Sidney, O hio

J o b b e r s  in All Kinds o f

B I T U M I N O U S  C O A L S  
A N D  C O K E  -

A.  B. Knowlson Go.
206-207 Powers'Theatre Bldg., Grand Rapids, Mich.

COLEMAN (Brand)
Terpeneless

LEMON
and Pure High Grade

VANILLA EXTRACTS
Made only by

FOOTE & JENKS
Jackson, Mich.

Watson-HigguisMg.Co.
GRAND RAPIDS. MICH.

Merchant 
Millers

Owned by Merchants 

Products sold by
Merchant«

Brand Recommended 
by Merchants

NewPerfectionFlour
Packed In SA X O LIN Paper-lined  

Cotton, Sanitary Sacks

Grand Rapids Safe Co.
Tradesman Building

Dealer in

Burglar Proof Safes 
Fire Proof Safes 
Vault Doors 
Gash Boxes 
Safety Deposit Boxes

We carry the largest stock in 
Michigan and sell at prices 25 per 
cent below Detroit and Chicago 
prices.

DENATURED ALCOHOL 
POISON LABELS

In conformity with the require
ments of the new regulations of 
the Internal Revenue Department, 
we are prepared to furnish special 
poison labels for use in selling De
natured Alcohol, printed with red 
ink on regular gummed label paper, 
as follows:
500

1,000
2,000
5,000

21.25
2.00
3.50
7.50

All orders promptly executed.

Tradesman Company
Grand Rapids

You Can Pay a Lot More, 
But You Buy No Better!

Sets the pace for satisfying the trade when Prepared Pan 
Cake Flour and Buckwheat are asked for.

Suppose you ask your Jobber to 
verify our contention?

Our goods are selling equal to the combined sales of 
other brands in many stores.

Are you struggling with the highly priced buys and 
overlooking Henkel’s?

Sm ile W ith  Us

THE PRICE AND QUALITY TELLS
From jobber or direct

C om m ercia l M illing C om pany
D E T R O I T
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A DUTY W ELL DONE.
On April 15, 1915, contrary to all 

recognized rules of civilized warfare, 
Germany launched the first gas attack 
ever known against the British at 
Ypres. A horrified world gasped in 
amazement while E ngland stopped 
to count her dead.

The gas used was chlorine. Like a 
heavy dense fog it came creeping 
over the British trenches—only it was 
a fog in which Death stalked supreme. 
Men died to the right and to  the left. 
Those who stuck to their posts died 
as they were. Those who ran were 
shot by the military police as de
serters. Some there were who recog
nized the nature of the gas and a t
tem pted to offset its effect either by 
breathing through dirt, or by urinat
ing upon handkerchiefs which they 
placed about their mouth and nose, 
thereby obtaining the neutralizing ef
fect of their ammonia content.

More than half of the British forces 
in this particular section became 
casuals. An infantry attack  a t this 
time would have completely anni
hilated the entire command. W ith  
Britain “hors de combat” Germany 
practically would have had the war 
won. But for some reason as yet un
explained none followed.

W hat was the result? Before the 
German intelligence officers could as
certain the extent of the damage 
done, the chemist had stepped into 
the breach with his “Hypo Solution.” 
The women of England, in answer to 
his appeal, made cloth masks by the 
thousands. The combination of the 
cloth dipped in “H ypo” gave to the 
world the first war gas mask. But 
this was only the beginning. The 
Germans, not to be outdone, invented 
a sneezing gas, a tear gas and a 
laughing gas, which prim arily was 
used to make the men remove their 
masks. Masks once removed it was 
the signal for the death gases to 
follow.

These were anxious m om ents for 
the chemists. Like sentinels they 
stood guard over the welfare of the 
armies. F or every new gas they 
found a suitable and efficient neutral
izing agent. They even w ent farther 
and beat the Germans at their own 
game—they made a more deadly 
m ustard gas than tha t which the 
Germans were using. Forgetful of 
self, forgetful of all else except that 
their country needed their services, 
they gave days and nights of never 
ending toil and research, even their 
lives, to perfecting devices and chem
icals necessary to ensure final success. 
For the soldier in the trenches there 
stood an admiring w orld—for the 
chemist there stood only the consola
tion of knowing that a duty had been 
well done.

TH E  CANNED FOODS MARKET.
It is seldom that the canned food 

trade passes from one year to another 
with as many perplexing problems to 
face as at this season; in fact, in many 
respects no parallel is to be found in 
the past, for on no other occasion 
has there been a disregard for packing 
costs in establishing prices at which 
goods could be moved. Canned foods 
produced at high prices have been

forced upon an unwilling m arket in 
which the usual advance buying has 
been at a minimum. There has been 
no speculative demand for some weeks 
and no prospect of any in the immedi
ate future. The policy of all dis
tributors with reserve stocks on hand 
has been to liquidate, as it has been 
clearly recognized that w artime prices 
are over and that a return  to more 
norm al values was inevitable. This 
course of action has resulted in a very 
narrow  jobbing demand, as shown by 
the restricted movem ent during the 
closing m onths of 1920. The buyer 
kept close watch on his stock book 
and bought w hat he needed in small 
blocks from time to time. This policy 
will likely be the rule during the 
early m onths of 1921, for the mere 
changing of dates has no real effect 
upon trade conditions. The change 
which is expected will grow out of 
actual need for goods as shown by in
ventories and with a larger jobbing 
movement, even in small lots, more 
confidence in values will .be estab
lished. W ith more stability to prices, 
heavier buying will naturally follow. 
On this account the optimistic factors 
are of the opinion tha t the m arket has 
passed its low point as to prices and 
movement. W hile the trade may not 
be entirely out of the woods, it has 
at least reached a clearing.

Means Adopted to Stop Cancellations.
The National W holesale Men’s 

Furnishings Association is sending 
out a letter to 20,000 retailers inform 
ing them of the establishm ent of a 
Complaint Bureau which will inves
tigate cases of cancellation and the 
arbitrary  return  of merchandise. This 
bureau, the Association states, will 
report the names of delinquents to 
its members and to the retail organ
izations as well as to the commercial 
agencies. This action will be taken 
to protect the retailers and manufac
turers who observe their contracts 
and who suffer as a result of im prop
er practices by com petitors.

A fter stating tha t business stabil
ity depends upon the fulfillment of 
mutual obligations, and tha t m ost 
m anufacturers as well as retailers en
deavor to honestly live up to  their 
contracts, the communication says:

“This Association finds itself forc
ed to establish a bureau to which its 
members shall report the names of 
those retailer^ who unjustly  cancel 
orders or arbitrarily  re turn  m erchan
dise, or unfairly request price read
justm ents. I t recommends tha t the 
retailers also report to their State or 
National Association the names of 
those wholesalers or m anufacturers 
who do not live up to their contracts.

“The Complaint Bureau will inves
tigate and report on all cases b rought 
to its attention. W hen the final re
port is adverse, then the name of the 
offender will be reported to the mem
bers of the N ational W holesale M en’s 
Furnishings’ Association, the National 
Association of Retail C lothiers and 
the N ational Retail D ry Goods As
sociation, as well as to the com m er
cial agencies. Such action is the only 
fair course to follow to protect those 
retailers and m anufacturers who ob
serve their contracts.”

W illard B. Stevens, Secretary of the

organization, explained that, in re
porting the names of those who vio
late their contracts to the retail as
sociations, the idea is to let the re
tailers in such groups know the sourc
es from which unfair com petition may 
be expected, so tha t the honest m er
chants can be forwarned. By distrib
uting such information, he said, the 
houses tha t stand by their contracts 
will be put on their guard in time to 
take adequate defensive measures.

Greater Use of Ermine.
One of the furs which has been 

selling appropriately during the hol
iday season is the ermine. A few 
years ago there was a big run on 
ermine as well as on the white fox. 
Too great popularity, perhaps, killed 
the latter, but it has been coming in
to its own this year w ith the ermine.

Compared with the sable the er
mine is inexpensive. A skin costs 
$10, and a long wrap can be purchased 
at retail for $3,000, while the finest 
sable sells from $1,000 to  $1,800 a 
skin, and a sable coat or wrap for 
$60,000. A woman buys her furs ac
cording to her size. A large woman 
will buy a ra ther small fitted collar 
not reaching the w aist line while a 
sm aller woman will get a long stole, 
perhaps two or two and a half yards 
long and from  10 to 14 inches wide.

Furriers have this year adopted a 
liked style from the wool people. 
One of the m ost popular wool scarfs 
has been long and broad, with pock
ets in the ends. A long ermine stole 
reproduces elegantly one of these, the 
broad, slit pockets outlined with e r
mine tails. Tails are still used only 
as trim ming, although occasionally 
an older woman, accustomed to the 
tail-dotted ermine of form er days, 
asks for a generous supply of them. 
W ith the increased use of fur hats 
this season the ermine is used as ma
terial, the tails form ing the trimming.

Children’s Spring Hats.
Fabrics and fine Swiss braids and a 

profusion of flower trim m ings feature 
the advance spring models of one of 
the best known N. Y. m anufacturers 
of children’s hats. Some of those 
now on display are made entirely of 
fabrics, while others show effective 
combinations of fabrics with straw.

Leghorn and chiffon are combined 
to make an attractive m ushroom  
shape with a scalloped petal brim, ac
cording to the bulletin of the Retail 
Millinery Association of America. A 
w reath of pale pink and mauve sweet 
peas circle the crown and drop over 
the brim. A soft im ported Swiss 
braid in a pale yellow tin t is used 
to make the crown of a dainty bon
net of chiffon and lace. Pale blue 
chiffon is shirred to make the brim, 
and a long scarf of chiffon trails 
from the sides. Pale yellow rosebuds 
are used as trim ming.

H and painted net is used to veil a 
broad, floppy shape of leghorn. On 
the brim are • placed nosegays of 
French flowers, and long velvet 
stream ers flow from  the sides. F o r 
the facing a brilliant shade of green 
silk is used. A highly novel model is 
patterned after an .A lsa tian  peasant 
cap. Navy blue and cherry red taf

feta are used in combination to  make 
the off-the-face brim  and the round 
crown. A huge bow of blue taffeta, 
with long trailing ends, is poised at 
the back of the hat.

Kennedy-Morris-Ames To Handle 
Auto Insurance.

As general agents for the newly o r
ganized Michigan Automobile Insu r
ance Company for Grand Rapids and 
W estern Michigan, the K ennedy- 
M orri-Ames company (H enry  J. K en
nedy, W illiam T. M orris and W illiam  
M. Ames) has been formed with of
fices in the H ousem an building.

The newly organized company be
gan w riting policies in Michigan, 
Ohio, Indiana and Illinois Jan. 1. A p
plications are pending for admission 
into other states.

Mr. Kennedy is well known as the 
main factor in the Michigan A utom o
bile Insurance Exchange and is Secre
tary-T reasurer and principal organizer 
of the new company. Mr. M orris has 
been agent for the insurance exchange 
practically since its inception.

Mr. Ames was three years special 
agent of the Fidelity & Casuality Co., 
of New Y ork; manager of the casual
ty  departm ent of the Crosby Insu r
ance Agency, Grand Rapids, for six 
years, was nine months with the In 
surance Exchange, and is Assistant 
Secretary of the Michigan Automobile 
Insurance Co.

Reserve Bank Profits.
The New York Federal Reserve 

Bank reports earnings of 210 per 
cent, in 1920, following 127 per cent, 
in 1919. This is a m atter of N ational 
rather than local im portance. N eith
er the W estern farm ers nor the 
Southern planters could have had an 
increase of their credits from $729,- 
266,000 in 1919 to $1,980,033,000 in 
1920, according to Secretary H ous
ton’s official statem ent, w ithout re
discounts of which New Y ork bears 
the brunt under the Reserve system. 
In due time there will be another 
similar report from the twelve R e
serve banks as a whole. I t  has been 
known for m onths that, w hereas the 
New York bank’s profits were at the 
rate of a clear million or more a 
week, the total Reserve earnings were 
more than double that, and at a rate 
of 151 per cent, for the first half of 
the year. The net for the twelve 
banks for the half year was $68,583,- 
111, against $24,087,066 for New York 
alone.

Ten Points for the Worker.
1. H onor the chief. There must 

be a head to everything.
2. Have confidence in yourself and 

make yourself fit.
3. Harmonize your work. Let«sun- 

shine radiate and penetrate.
4. Handle the hardest job first each 

day. Easy ones are a pleasure.
5. Do not be afraid of criticism— 

criticize yourself often.
6. Be glad and rejoice in the other 

fellow’s success—study his methods.
7. Do not be misled by dislikes. 

Acid ruins the finest fabrics.
8. Be enthusiastic—it is contagious.
9. Do not have the notion tha t suc

cess means money making.
10. Be fair and do at least one de

cent act every day in the year.
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“ Our Great N ational Advertising 
Qampaign w ill bring the Housewives 
to You fo r  Blue Ribbon Peaches”
You are going to  have num erous calls for dried 
peaches in packages under the  Blue R ibbon 
B rand . Are you p rep a red  to  supply this de
m and?

T h e  w om en of A m erica prefer B lue R ibbon 
P eaches in  packages because they differ from  
th e  o rd in a ry  d ried  peaches in  th a t  th e  fuzz  
a n d  m uch  of th e  p ee lin g  has been  rem oved 
by a thorough  w ashing and  brushing process 
w hich  leaves the  fru it m igh t in co lo r and at
tractive, as well as wholesome and  econom ical.

You Save F ive per cent Shrinkage

W hen you buy dried peaches in packages, you 
save the  five p e r c e n t shrinkage th a t  occurs 
w hen fruit is exposed in bulk. You also save 
tim e, string, bags and  labor. You supply your 
custom ers w ith  d ried  peaches a t  th e ir  best 
whfen you sell them  B lue R ibbon P eaches in 
packages.

C A L I F O R N I A  P E A C H  G R O W E R S  I N C ,
M A I N  O F F I C E ,  F R E S N O ,  C A L I F O R N I A  ♦ O V E R  6 5 O O  M E M B E R S



Uniformly Good
Y our custom ers will never go back  
on O C C ID E N T  FL O U R  because—it 
never goes back  on them .

T he  quality  is uniform ly  good—al
w ays th e  sam e, alw ays delicious and  
full of rich, natural flavor.

Y our rew ard  is not only in im m ediate  

profits, bu t in the  fact th a t orders 
keep coming. T h ere ’s a steady  de
m and for “O C C ID E N T ” the  year 
’round. S tock up in full confidence 
th a t it will s tand  every test.

W . S. C A N F IE L D  F L O U R  C O .
Wholesale Distributors

205 Godfrey Bldg. Grand Kapids, Michigan
Cit. 65618 - Telephones - Bell M 1465

WAREHOUSES
Cadillac Lansing Kalamazoo
Benton Harbor St. Joseph Grand Rapids

Makes Better Bread


