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How dear to the heart of each gray-headed soldier
Are the thoughts of the days when we still wore the blue, 

While mem’ry recalls every trial and danger
And scenes of the past are brought back to his view. 

Though long since discarding our arms and equipments 
There’s one thing a veteran most surely will note:

The first thing he sees on the form of a comrade 
Is the little bronze button he wears on his coat.

The little brown button,
The sacred bronze button,
The Grand Arm y button 

He wears on his coat.

“How much did it cost?” said a man to a soldier,
“That little flat button you wear on your coat?”

“Ten cents in good money,” he answered the stranger, 
“And four years of marching and fighting to boot.”

The wealth of the world cannot purchase this emblem, 
Except that the buyer once wore the brave blue;

And it shows to mankind the full marks of a hero,
A  man who to honor and country was true.

Then let us be proud of the little bronze button 
And wear it with spirit both loyal and bold.

Fraternally welcome each one who supports it,
With love in our hearts for the comrades of old.

Each day musters out whole battalions of weasers,
And soon will be missed the token so dear,

But millions to come will remember with honor
The men who’d the right that bronze button to wear.

John L. Parker.
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“The 
Survival 

of the 
Fittest”

'The Brand That Brews the Best’

To no field of endeavor is the old maxim more 
directly applicable than to that of mercantile striv
ing. For nearly three score years, through fair 
weather and foul, merchants have pinned their faith  
to S E A L  B R A N D  CO FFEE and have successfully 
weathered every storm. It is to-day what it was 
a half century or more ago—̂ THE L E A D IN G  FIN E  
CO FFEE O F TH E C O U N T R Y .

CHASE & SANBORN’S
Seal Brand Coffee

CHIGAGO BOSTON

C A N D Y
Cooler weather means more candy will be eaten. Get your stock 

ready for the demand that is coming.

Double A Candy

is the popular kind. A postal card will bring our latest price list to you, 
or our salesman will call with samples.

W estern Michigan 
Sales A gents For

IgwK Eys
PUTNAM FACTORY

Grand Rapids, Michigan

It’s Convincing Yeast Talk
Every day millions of Americans are reading Fleischmann’s 
Yeast-for-Health advertisements in their newspapers and 
magazines.
These advertisements are putting over with snap and vigor 
the health-building quality in

FLEISCHMANN’S YEAST
They are a mighty force to send customers right up to your 
counter.

Tie up w ith  th is  big campaign and w atch  your profits increase.
A sk the  Fleischm ann salesman. He knows.

THE FLEISCHMANN COMPANY 
Fleischmann’s Yeast Fleischmann’s Service

Ask us about our new Tea Sugar >

Help Your Customers 
Succeed

Your success depends on the 
success of your customers— 
the retail grocers.
Their success depends on their 
profits; use your influence to 
induce them to concentrate on

Franklin Package Sugars
To save them the cost of 
twine, bags, labor, overweight 
and breakage.

The Franklin Sugar Refining Company
PHILADELPHIA

*‘A Franklin Cane Sugar for every use
Granulated, Dainty Lumps, Powdered, 
Confectioners, Brown, Golden Syrup

l É É111

FIRE TORNADO

BETTER INSURANCE
A T

LESS COST
During the year 1920 the companies operating through

The Mill Mutuals Agency
paid more than $4,000,000 in dividends to their policy 

holders and $6,300.000 in losses.

How do they do it?
By INSPECTION and SELECTION

Cash Assets Over $20,000,000.00

We Combine
STRENGTH and ECONOMY

T H E  MILL M U TU A LS
AGENCY

120 W . Ottawa St. Lansing, Michigan
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MICHIGAN TRADESMAN
(Unlike any other paper.)

Frank , Free and Fearless for the Good 
T h a t W e Can Do.

Each Issue Complete In Itself.

DEVOTED TO T H E  B EST  INTER ESTS  
OF B U SIN E SS MEN. 

Published Weekly by 
TRADESMAN COMPANY. 

Grand Rapids.
B. A. STOW E, Editor.

Subscription Price.
Three dollars per year, if  paid str ictly  

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

advance.
Canadian subscriptions, $4.04 per year, 

payable invariably in advance.
Sam ple copies 10 cen ts each.
E xtra copies o f current Issues, 10 cents; 

Issues a  month or m ore old, 16 cents; 
Issues a  year or m ore old. 25 cents; issu es  
five years or m ore old, 50 cents.

Entered at the Postofllce o f Grand 
Rapids under A ct o f March 3. 1879.

TAKING TOP OFF W EALTH.
W hen C ongress reconvenes in the 

fall the Senate will probably  concur 
in the decision of the H ouse to  post- 
pone until 1922 the repeal of the ex
cess profits tax  and the  m odification 
of the su rtaxes on income. T his com 
prom ise betw een the A dm inistra tion  
R epublicans and M iddle W estern  in* 
surgency appears to  have been nec
essary  to  fo restall opposition that 
m ight have endangered the whole tax 
program m e, b u t it m eans «that busi
ness m ust w restle  for ano th er twelve 
m onths w ith the same tax  troubles 
th a t have vexed it during  the  past 
year. L eaders of the agricu ltu ra l bloc 
have been outspoken in their opposi
tion to  the repeal of the tax  on profits 
and the  reduction  of surtaxes, and 
the D em ocrats, sensing  possible cam 
paign m aterial and w elcom ing any 
chance to  create  a division in the 
ranks of the m ajority , have been a id 
ing and abetting  the insurgents.

T he charge m ade by the opposition 
th a t the  new tax  bill was fram ed w ith 
the  purpose of sh ifting  the tax  b u r 
den from  the w ell-to-do and thus 
o vertax ing  those in less fo rtunate  c ir
cum stances will not bear close sc ru t
iny. If  the surtaxes on incom es in 
the h igher b rackets and the excess 
profits tax  were m ain tain ing  their 
productiv ity , such a sta tem en t m ight 
have a degree of plausibility, but the 
G overnm ent’s incom e from  these 
sources has been slowly dry ing  up, 
and they  rem ain now as one of the 
g rea t obstacles to business recovery. 
As R epresentative  Mills, of New 
Y ork, recently  show ed in a speech in 
C ongress, the  revenue from  taxes on 
incom es in excess of $100,000 decreas
ed over 42 per cent, betw een 1918 
and 1920. T his slum p in the yield 
canno t be explained as due to  the 
wave of depression, fo r the sam e ten 
dency of the h igher taxable incom es 
to  shrink  was noted betw een 1916 and 
1918, when the country  was a t the 
height of its w ar p rosperity . In  1916, 
1,296 person reported  taxab le  incom es

in excess of $300,000, w hereas in 1918 
the num ber had fallen to 627.

W hat actually  happened in th is per
iod was not the dw indling of large 
incomes, but the flight of their recip
ients into the haven of tax-exem pt 
securities. T he p resen t surtaxes, a t
taining a m axim um  ra te  of 65 per 
cent., are thus defeating  th e ir own 
end by depriving the G overnm ent of 
the revenues w hich it sorely  needs 
and by d iverting  the liquid capital 
needed by industry  into non-produc
tive fields. T he farm er-labor ele
m ent, by insisiting  on the retention  
of tax  ra tes which prevent the invest* 
m ent of large earnings in factories, 
railw ays and o ther necessary en te r
prises, m ay soon find itself hoist by 
its own petard.

In  the first incom e tax  law, passed 
in 1913 by a D em ocratic C ongress, 
the h ighest ra te  fo r the surtax  was 
only 6 per cent. Even in the fam ous 
L loyd George budget of 1909, which 
b rough t G reat B ritain  a lm ost to  the 
brink  of political revolution, the n o r
mal tax  was only 5 per cent, and the 
supertax  per cent. In  view of 
these facts the re ten tion  of a su rtax  
in the new law with a m axim um  rate  
of 32 per cent, can hardly  be regarded 
as affording relief to  the w ealthy tax 
payer. I t  has been suggested  th a t 
the p roper rem edy lies not in the 
reduction  of ra tes on swollen fortunes 
but in checking the  issue of tax- 
exem pt securities. Legal opinion is 
unanim ous, however, th a t such a step 
would require an am endm ent to  the 
C onstitution, a slow and uncertain 
process a t best. M oreover, even if 
such an am endm ent w ere duly ratified 
there would still rem ain ou tstand ing  
some $15,000,000,000 of tax-exem pt is
sues which would rem ain unaffected 
and therefore  offer a considerable 
avenue of escape,

COTTON MARKET EXCITED.
T he rep o rt of the D epartm ent of 

A griculture - on the condition and 
p rospects of the co tton  crop as it ap
peared on Aug. 25 was issued last 
T hursday. P riva te  reports had been 
all to the effect th a t the hot w eather 
and the boll weevil had caused great 
de terio ra tion  since the issuance of 
the rep o rt of a m onth ago, but the 
reports were so pessim istic th a t they 
were taken w ith some g ra ins of a l
lowance. W hen the G overnm ent re
p o rt came out with a show ing even 
w orse than  the estim ates of private 
agencies, however, the m arkets re 
sponded in a tum ultuous way. So 
m uch was this the case th a t conser
vative in te rests found it necessary  to 
ai ply b rakes to  the speculation a t
tem pted. T he G overnm ent figures 
were really sensational. T hey show 
ed a condition of 49.3 per cent., which 
was a decided d e te rio ra tion  from  Ju ly

25, representing  a loss of about 1,-
300,000 bales, and indicating a yield 
for the season of a little  m ore than 
7,000,000 bales. T h is is on an acreage 
of about 26,500,000, or less than  one- 
q u arte r of a bale to  the acre. T he 
chances are th a t no subsequent report 
is ap t to show  a low er yield, while 
a production  of ten pounds ex tra  per 
acre would indicate a crop of half a 
million bales m ore. But the report 
put up cotton  beyond the 20c basis 
for May, besides raising  spots to 
\7 l/ic  and interm ediate m onths in p ro 
portion.

I t wa9 on the goods m arket that 
the m ost m arked effects were im 
m ediately shown. A lot of fabrics, 
in the gray  and finished, were w ith
draw n from  sale until the mill men 
and selling agen ts could get their 
bearings. T hey  aj pear to have abun
dant justification in raising  the prices 
of cl >ths and are disposed to  do so. 
But the question th at arises is w heth
er such action will not result in much 
reduced d istribution  a t this time, 
when consum ers are clam oring for 
low er prices. As against this it is 
urged th at a cent or two additional 
on a yard  of cottons will not mean 
much a t the retail counter, but will 
help m ills to  avoid selling a t a loss. 
T he problem  will have to  w ork itself 
out, but m eanw hile a lot of buyers 
have occasion to  reproach them selves 
for not having bought w hat they 
should before prices went soaring. 
N ot so much effect has been produced 
on knit goods prices by the rise in 
cotton. T his is because the kn itte rs 
have been W orking on raw m aterial 
bought a t lower levels.

W HY WE DETEST HENRY.
Several tim es a week the T rad es

m an receives an enquiry as to  why it 
invariably spells H enry  ford’s name 
with a sm all “f”, instead of using a 
capital “F.” T he reply to  these en
quiries is as follow s:

T he T radesm an has no personal 
grievance against Mr. ford. He has 
never grossed our path and we have 
never crossed his path.

P rio r  to  the w ar and also while the 
w ar was in p rogress Mr. ford gave 
frequent expression to  unpatrio tic  
u tterances about our soldiers and 
sailors and did m any acts which gave 
hope and confidence to our comm on 
enemy. T his is defined in the Con
stitu tion  of the U nited S tates as 
treason and a person guilty  of treason  
has no claim to the respect of pa
trio tic  A m ericans who place love of 
country  next to  the w orship  of the 
A lm ighty. So far as the T radesm an’s 
inform ation goes, Mr. ford has never 
expressed reg re t for his unpatrio tic  
u tterances or shown any disposition 
to  make atonem ent therefor. So long 
as he stubborn ly  m ajntains this a tti

tude, the T radesm an will continue to  
show its contem pt fo r the m an by 
refusing  to  use the name his fa ther 
gave him. Mr. ford is reputed to  be 
laying aside a half million dollars a 
m onth as his profits from  his factory 
and because he is the second richest 
m an in the country  he is fawned upon 
by m any flatterers and penny-a-liners, 
but he cannot re-establish  him self in 
the good graces of the T radesm an 
until he m akes due am ends for his 
conduct during  the time when every 
true son of Am erica ought to  have 
supported  the cause of civilization 
from  the m om ent the Germ an beasts 
crossed the Belgian line. Because 
the name of the U nited S ta tes was 
signed to  the trea ty  which forbade 
such action on G erm any’s part, the 
declaration of w ar should have been 
m ade th at day, instead of th ree  years 
later.

As a Man Thinketh.
A man is literally  w hat he thinks, 

his character being the com plete sum 
of his thoughts.

Man is made or unm ade by himself.
M an is the m aster of thought, the 

m oulder of character, and the m aker 
and shaper of-condition, environm ent, 
and destiny.

Good though ts bear good fruit; bad 
thoughts bad fruit.

Men are anxious to im prove their 
circum stances, but are unw illing to 
im prove themselves. T hey therefore  
rem ain bound. The man who does not 
shrink  from self-crucifixion can never 
fail to accom plish the object upon 
which his heart is set.

A man is not righ tly  conditioned 
until he is happy, healthy, and p ro sp er
ous.

T here  is no physician like cheerful 
thought for dissipating the ills of the 
body; there is no com forter to com 
pare with good will for dispersing 
the shadows of grief and sorrow .

T hough ts of doubt and fear never 
accom plish anything, and never can. 
T hey alw ays lead to failure. Purpose, 
energy, pow er to do, and all strong  
thoughts cease when doubt and fear 
creep in. T he will to  do springs 
from  the knowledge that we can do.—• 
Allen.

T he stam ps issued by the H. H. 
S turtevan t Co., a departm ent sto re  of 
Zanesville, Ohio, are as good as 
m oney in the store. No prem ium s are 
carried, but the stam ps are redeem able 
a t 4 cents on the dollar in store m er
chandise o r 3 cents on the dollar in 
cash. The m anagem ent says th at 
they have an increase of m ore than 
1200 cash custom ers trad ing  regularly  
in the store. People with cash feel 
free to  trade where they choose, but 
the 4 per cent, discount holds them  to 
thg one store.
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FARMER’S HARVEST MONEY.

How He Will Spend It This 
Fall.

O ver the broad expanse of 6,449,998 
Am erican farm s good crops are be
ing harvested and m arketed. M oney 
is com ing into sw eat-stained pocket 
books. But will it be spent? And if 
it is spent, w hat will it go to  buy? 
M any a m anufacturer and m erchant 
would sleep better to -n ight if he 
knew the answ er to these questions. 
I t  is in the hope that we have found 
a t least a i artial answ er, th a t we 
presen t this sto ry  of w hat F a rm er 
Sm ith is going to do with his harvest 
m oney.

T he meat of the sto ry —and it is 
m ostly m eat—was furnished by a 
publishing house which gets out a 
farm  journal. It went about it in an 
original way; it was left to  the Sm iths 
on the subscription lists.

“T he Sm iths,” said the research  
man, “are reliable folks—good sound 
A m ericans who will average up with 
any group you can name.”

So he sent ou t a questionnaire to 
the 12,824 Sm iths who were on the 
publication’s lists. T he re tu rns were 
heavy. T hey  were used as a basis 
for estim ating  what the entire 1,100,- 
000 farm  subscribers were going to 
do with their harvest m oney. T he 
com m odities nam ed were chosen, 
apparently , as the ones th at had the 
m ost far-reaching effect on industry, 
such as building of houses, an e n te r
prise th a t calls for a thousand kinds 
of m aterials and tools.

“The big th ing  to  be gained from  
the fe ru sa l of the report,” says the 
publishing house, “is the unalterable 
fact th at farm  folks not only have the 
m oney but that they are planning 
very definitely how they will spend 
it. All business is based on ag ricu l
tu ra l conditions—so it is obvious that 
there  will be large and increasing op
portun ities for m anufacturers to make 
cash sales this fall.”

It is pointed out th at the p e rcen t
ages are m ore likely to  be low than 
high since the farm er is notoriously  
reluctant about reporting  his buying 
in tentions unless they are very real 
and imm ediate. Also it is quite pos
sible th a t on the spur of the m om ent 
he m ay not rem em ber all the th ings 
that he stands in need of.

It should be borne in mind th a t the
1,100,000 referred  to  below constitu te  
a high type of farm er and th a t their 
dem ands m ay be la rger thany  m any 
of their b ro th e r agricu ltu rists; also 
th a t the purchases planned are for 
th is fall and w inter.

O ut of 1,100,000, there  are 513,700 
who will paint. 1 he follow ing table 
show s w hat th a t num ber is going to 
paint e ither th is year or next year: 

In 1921 In 1922
H ouses ------------  194,700 239,800
B arns -------------  107.800 140,800
O th e r buildings 100,100 105,600
1 he trem endous dem and for build

ing m aterial is a] parent from  the 
follow ing figures: 42,900 country  peo
ple out of 1.100,000 of the type de
scribed, will build hou ses this year, 
and a n o th e r 42,900 are p lanning to 
bui.d barns, 38,500 are planning to

build houses in 1922 and 40,700 are 
planning to build barns.

M oreover, some of these farm ers 
will do a g reat deal of building, for
15.500 are p lanning to  build b o th  a 
house and barn th is year, o r a house 
th is year and a barn  nex t year, or 
vice versa.

About 1,100,000 farm ers will build
786.500 buildings; and 191,670 build
ings will be repaired or rem odeled. 
T rem endous quantities of m aterials 
will be required this year and next 
year to  build o r repair o r rem odel
862,000 farm  buildings.

In addition to  this, large quantities 
of tools will be purchased by the 
farm ers. Even in o rdinary  tim es, the 
farm er or his son or hired m an does 
a g reat deal of rough w ork in build
ing. Now that labor is so plentiful 
on the farm, the farm ers will do a 
much larger | roportion  of the work.

T his fall, especially, will find the 
farm ers exceedingly busy on fence 
building. T he reasons are  quite ap 
p a re n t-p r ic e s  are p re tty  well down 
and labor is plentiful.

O f our 1,100,000 country people, 
521,400 will build or repair fences this 
fall. A no ther 95,800 will build or ré
pair next year. At least th a t m any are 
sure, and undoubtedly m any th o u 
sands m ore will find next year th at 
they m ust build or repair.

E leven and five ten ths per cent, of 
the Sm iths wTill purchase autom obiles 
th is year, unless things go very 
wrong. T his m akes a to tal of 126,- 
500 autom obiles to  be purchased this 
fall by the 1,100,000 farm ers.

Q uite a num ber of the Sm iths are 
already p re tty  well sold on certain  
m akes of cars. T he table show s the 
num ber of different kinds of au tom o
biles which 1.100.000 coun try  t copie 
will buy in 1921 and 1922.

ford ____________________  66,000
Buick ___________________  22,000
Dodge __________________  12,100
Studebaker _____________ 2,200
C hevrolet _______________ 2,000
O verland _______________ 1,900
Still u n d e c id e d __________ 30,800

T ota l ______________ 137,000

T hese 1,100,000 coun try  people will 
also purchase 17,600 m oto r trucks 
this year and are definitely p lanning 
to  purchase ano ther 2,100 next year.

F arm ers are certain ly  well sold on 
the value of m otor transporta tion . In  
addition to the autom obiles and m o
to r trucks, they are p lanning to  p u r
chase 8,300 m otorcycles. Tw o th o u 
sand and one hundred p refer the 
H arley-D avidson, 2,000 prefer the In 
dian, while the o ther 4,100 do not 
seem to have any preference.

H ow ever, as against 8,300 m o to r
cycles, which will be purchased th is 
year, only 6,200 bicycles will be 
bought.

Six ty-eight thousand five hundred, 
out of the 1,100,000 farm ers will p u r
chase ligh ting  p lan ts th is fall. T h ir 
ty -th ree  thousand one hundred will 
install heating  plants. T he com j ara- 
tively small num ber of farm ers who 
are p lanning on heating  p la n ts ^ a s  
com pared with the num ber who will 
install lighting  plants, would indicate 
(h a t there  is 3 g rea t need fo r edu

cational w ork by the m anufacturers 
of heating plants.

T hey  are planning to  buy 28,800 gas 
engines according to  the record  of 
the Sm iths.

T here  m ust be considerable re
placem ent of the hand m achines by 
the pow er or electric m achines. T his 
last indicated by the fact that out of 
78,100 w ashing m achines to  be 
bought, 8,300 will be electric  m a
chines.

O ur 1,100,000 are not going to  neg
lect the finer th ings of life—they in
tend to  buy 120,300 m usical in stru 
m ents.

I t looks as if the  trac to r industry  
would be pulled out of the slum p th is 
fall, for out of the 1,100,000, those 
p lanning to  purchase trac to rs  num ber 
33,100. N ineteen per cent, of these 
trac to r pros] ects are planning to buy 
fordsons, while the rem ainder do not 
express any preference.

O ne hundred thousand o ther farm  
im plem ents will be bought. T he fall 
purchase of m achinery by 100,000 out 
of the 1,100,000 farm ers m ay be con
sidered" a very large dem and.

A ltogether, it is conservative to 
estim ate the to tal purchases of 1,100,- 
000 country  families, of the quality 
described at $911,503,000.

T he larger and the m ore definitely 
known purchases of various types of 
goods are given below :

A utom obiles ________$101,200,000
B uilding m a t e r i a l s_ 325,900,000
B uilding tools ______ 12,507,000
Fencing _____________  34,001,000
Gas E ngines ________ 3,500,000

H eating  p l a n t s _____  13,240,000
Im plem ents and m a

chinery  ___________ 100,000,000
M otorcycles and

bicycles ___________ 4,045,000
M otor t r u c k s ........... .. 23,760,000
M usical instrum ents - 14,650,000
P a in t _______________  17,600,000
T rac to rs  ____________ 33,100,000

In conclusion, we m ay say th at 
some of the indicated purchases will 
run below the estim atas. O thers will 
run  above. I t is noticeable th at ac
tual spendings alw ays do run over 
m entioned plans for spending; fa rm 
ers can not th ink  of all the th ings 
they need nor take the trouble to 
w rite  them  down. Joyce O ’H ara.

Didn’t Recognize the Name. 
“ E liza,” said a friend of the family 

to the old colored w asherw om an, 
“have you seen M iss E d ith ’s fiance?” 

Eliza pondered  for a m om ent, then 
bent over the laundry  tubs once more. 
“No, m a’am ,” she said, “it ain’t been 
in the wash yet.”

Michigan State Normal College
Ypsilanti, Michigan 

The School of Special A dvantages
Located near Detroit and Ann Atbor, two of the 

most interesting cities in Michigan.
A campus of 50 acres.
Modern and well equipped buildings.
A faculty of 100 instructors.
Two gymnasiums, extensive athletic fields.
Prepares for all grades of public school teaching 

from high school down.
Prepares special teachers in the following lines: 

Rural education. Home Economics, kindergarten- 
primary, publi: school music, music and drawing, 
drawing and manual arts, physical education, 
science, mathemitics, history, languages, etc.

Fall term opens Monday. Sept. 26. Write for 
bulletin. C. P. STE1MLE, Registrar.

P e to s k e y  T ransporta tion  C om pany
Petoskey, Michigan 

GUARANTEED CAPACITY TONNAGE
The above Company is under contract to deliver cement 

and crushed limestone for the Petoskey Portland Cement Com
pany to all Great Lakes markets, and to haul coal from Toledo  
and Cleveland to the plant of the Petoskey Portland Cement 
Company. This tonnage guarantees that the boats o f the Petos
key Transportation Company will always be operated at full 
capacity.

ALREADY EARNING
The Petoskey Transportation Company paid a 4% pro

rata dividend on the preferred stock on July 1 st, 1921, besides 
showing a substantial earning on the com m on stock. The next 
dividend date is January 1, 1922.

Invest in a sound, substantial enterprise with a long life  
and with the certainty that you can depend on regular dividends.

The Petoskey Transportation Company assures safety, with 
the certainty of substantial returns.

W e want you to investigate. W e advise against investment 
in any enterprise until you are thoroughly satisfied that the 
enterprise is sound, has a future, and will be able to pay regular 
and substantial dividends.

Write for full information.

F. A. Sawall Company
313-314-315 Murray Building

G R A N D  R A P ID S  M IC H IG A N
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Proceedings of Local Bankruptcy 
Court.

Grand Rapids, Aug. 22—In the m atter  
of J. J. Bauser, bankrupt, an order h av
ing been made to show  cause w hy the  
offer received by the court should not 
he accepted and confirmed, and the m eet
ing having been held thereon, the prop
erty specified as follows w as sold to J. A. 
Mohrhardt, of Grand Rapids, for $2,500. 
The property sold is: L ease o f D ivision
avenue store, ford truck, all property  
located in D ivision avenue store except 
baker’s oven, one Century cake m ixer  
and one N ational cash register. An 
order w as made confirm ing the sale.

Aug. 23. On th is day w as held the first 
m eeting o f creditors in the m atter of 
Fred E. Miller, Bankrupt No. 1973. The 
bankrupt w as present in person and by  
attorneys, Rogers & Rogers. Dilly, 
Fouther & D illy  represented creditors. 
Several claim s were proved. Frank V. 
B lakely  w as elected trustee  and the  
am ount o f his bond fixed by the referee  
in the sum  of $500. Bankrupt sworn and  
exam ined w ithout a  reporter. A pprais
ers were nam ed and an order appointing  
them w as made and entered. The first 
m eeting o f creditors w as then adjourned 
no date.

On th is day w as also held the first 
m eeting o f creditors in the m atter of 
George Sevrey, Bankrupt No. 1972. The 
bankrupt w as present in person and by  
attorney. M att N . Oonnine. Creditors 
were represented by Dean F ace. R. J. 
Cleland and C. V. H ild ing were also  
nresent. Several claim s were proved. 
The creditors elected John Olson, o f M us
kegon, a s trustee and the referee fixed 
his bond a t $4,000. A m otion w as made 
and carried that the trustee be author
ized to sell the a sse ts  o f the bankrupt 
at private or public sale, subject to con
firmation on five days’ notice to cred
itors. Bankrupt sworn and exam ined  
before reporter. Appraisers were chosen  
and an order made and entered appoint
ing them . The first m eeting o f creditors 
w as then adjourned w ithout date.

On th is day w as also held the first 
m eeting of creditors in the m atter of 
Elba A. H icks, Bankrupt No. 19G9. The 
bankrupt w as present in person and by  
attorneys, Sm edley. L insey & Shivel. 
Bolt wood & Boltwood appeared for cred
itors. Claim s w ere allowed aga in st the 
estate . The first m eeting of creditors  
G ittleson. Bankrupt No. 1963, an order 
w as then adjourned no date.

Aug. 23. In the m atter o f Allen H. 
for distribution and the paym ent o f ad 
m inistration expenses has been made and 
a first dividend of 10 per cent, ordered 
paid to the creditors w hose claim s have  
been proved and allowed.

Aug. 29. On th is day were received the 
schedules in the m atter of the McGurrin 
:̂a les A gency, Bankrupt No. 1971. The 

bankrupt lists  a sse ts  in the sum  of $"\- 
S52.10 and liab ilities in the sum of $”0.- 
670.11. A list of the creditors of t^e 
bankrupt, all from Grand Ram<is unless  
otherw ise indicated, is a s follows:
IV. K. Bell. LaGrave St. (pre

ferred) --------------------------------------$ 45.0)
H enry De Maat, LaGrave St.

(preferred) ____________________ 5fi.0)
E liss Bank -----------------------------I_Zll.326.fil
Father Volkert ___________________ 1.001.00
n - R- N ational City Bank _____  213.«2
IV. T. McGurrin _______________ 500.00
Irene McGurrin ________________ 100 01
Nan Ryan ______________________ 150J‘0
"Universal Car & Service Co. __ U5.oo
H ubert K ethen _________________ 435.00
V an Every Sales Co (secured) 800.0) 
Am erican Taxim eter Co., N ew

York City ____________________ .95
Air Reduction Sales. D e t r o i t_ 6^8
Berry Bearing Co.. C h ic a g o ___  15.30
Belknap W agon C o ._I_________  3.50
Becker Auto Co. ____________  241 26
Burrows Adding M achine Co. _I 80.00
Commercial L etter C o . _____ _ 15 79
Com m ercial Credit Co. _______  32.50
Dunn E lectric Co. _____________ 2L30
Grand Rapids Herald _________  369!25
Grand Rapids Oil Co____________  14o!oO
Grand Rapids P ress ___________  287.13
E. C. Erickson Co., D es M oines 275.00
Grand Rapids Goodrich C o .___  477 96
Holden, H ardy & B o y la n d ____  185.72
H im es Coal Co., Grand Rapids_ 14.00
Leon H eth  Co.. Grand R a p id s_ 43.84
TnterTime Record Co. ________  110.50
Kem per Thom as Co., C incinnati 271.88
A. B. K ncw lson Co. __________ 86.64
C. J. L itcher E lectric Co. ____ 8.65
L acey Co. ---------------------------------  14.54
McMullen M achinery Co. _____  125.10
M ichigan Tire & A ccessories CoZ 209.18
Premier Refining Co. _________  189.75
N ational Co-operative Oil C o ._ 37.76
Serfling Sinke Co. ____________ 54.20
Sewell W heel Co., D e t r o i t____  419.48
Sun Co. _________________________ 138.12
Stevens D avis Co., C h ic a g o ___  75.36
Taylor Strom L etter Co. _____  32.50
Tish Auto Supply C o . __________ 57^28
U nited Auto Insurance Co. _Z_ 103.65
Vigil Publishing Co. ____________ 10.00
U niversal Car & Service C o ._ 211 71
Vacuum  Oil Co., C h ic a g o _____  84.82
W hite P rin ting C o ._____  _ 12 25
Thom as W ard ___ __________ZZ_ 52Z6O
Auto B usiness A ssociation ____ 7Z50
C itizens Telephone Co. ___  9 90
Econom y W all Paper C o . _____  3.95
F isk  Rubber Co. ______ _________ 42.95
Retail Grocers A ssociation  ___  1.74
Ver W ys M achine Co. _________ 11.25
Gus D errick ____________   132.05
Bell Telephone Co. _____ ______Z 2.50
T. G. McGurr.n  ________ ZZ- 972.Z9

Then and Now
Before the  w ar w e flattered ourselves th a t w e had a 

personal acquaintance w ith m ost of our friends which w as 
strengthened by  their belief in our in tegrity  and our de
sire to be helpful along m erchandising lines.

D uring the  w ar business w as conducted under such 
different conditions th a t m ost m erchants had little  tim e 
for enjoying the social side of business experience. W e 
all m ade one grand rush to take  care of our business the 
best w e could, and to contribute all of the rem ainder of 
our strength  and energy to the w ar activities. A nd 
now  th a t the w ar is over w e find again as w e are gradually  
getting back to norm al, tha t w e have tha t sam e desire and 
hunger for the  personal touch w ith  our custom ers and 
friends.

T he w ar speeded us up too fast. It largely elim in
ated the friendly visits. It left no tim e for m any of the 
little courtesies of life which help to m ake life sweeter, 
and it seems quite apparen t tha t this sam e thought m ust 
be in the  m inds of m ost of us to-day.

T herefore let us all cultivate our friendships. Let 
us develop the personal ties. W e on our part w ant to 
m ake our excursions out in the  sta te  carry  w arm er 
friendship, and w e w an t you to come and see us w hen you 
are in our city, w ith the idea th a t a  be tter acquaintance 
will bring us closer together and develop a higher type of 
m erchant and  m anhood.

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.

i i
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Movement of Merchants.
H astings—Jess Davis succeeds C. 

E. -W aring in the g rocery  business.
Ironw ood — The L indbloom -Peter- 

son Co. has engaged in the shoe busi
ness.

B essem er—Jacob M annie has en
gaged in general trade on M oore 
street.

Sault Ste. M arie— Dan M aclnn is 
succeeds J. H. Roe in the grocery  
business.

A lto— E. C. R osenberg  & Son suc
ceed John H. K eiser in the g ro c e ry - 
business.

V erm ontville — H am m ond Bros., 
furniture dealers, have put in a line 
of ¡groceries.

J3ay City—The Seitner D ry Goods 
Co', has increased its capital stock 
from $30,000 to $150,000.

F lin t—H. Blidstein, dealer in boots, 
shoes, etc., is reported  to have filed 
a petition  in bankruptcy.

D eW itt— R. B. H aw ley has .opened 
a restau ran t and ice cream  parlo r in 
connection with his bakery.

Shepardsville—T hieves entered  the 
general store of E. G. L attim er and 
carried away considerable stock.

Jackson— Miss Lem pi N urm i has 
opened an exclusively m illinery and 
fur shop at 901 W ashing ton  avenue.

D etro it—S. Kam inski, boot and 
shoe dealer, is offering to com prom ise 
with his cred ito rs at 25 cents on a 
dollar.

E aton R apids—The A bram s Seed 
Co, is rem odeling the building which 
it recently  purchased of the T rue 
M anufacturing Co.

H ough ton— Loyal O ’Leary, recen t
ly of H ancock, succeeds John Mc
N am ara as m anager of the H oughton 
Mill & E levator Co.

M arquette—O rill and H arry  M orris 
have engaged in the g rocery  business 
at 119 Cham pion street under the 
style of M orris Bros.

Nashville—The Chicago C ut-R ate 
M erchandise Co. has sold its stock of 
shoes, clothing, etc., to F. G. Baker, 
who has taken possession.

H illsdale—R. N. Burlingam e has 
sold the stock of the South End D rug 
Store to Abraham  Dersham , of Bliss- 
field, who will take possession Sept. 
15.

L eonidas—A. R. M osgrove has sold 
his hardw are stock to B. I. Banta and 
R. B. K itchen, who will continue the 
business under the style of B anta & 
Kitchen.

C oopersville—A. G. and G. C. 
T racy, of M uskegon, have taken over 
the vulcanizing and repair shop of 
Ray G raham  and will continue the 
business.

Sandusky— Fire com pletely d estroy 
ed the M cDonald garage and ap to - 
m mile supplies stock  Sept. 5, en ta il

ing a loss of about $30,000 w ith $3,000 
insurance.

St. Jo h n s— E. D. P a rr  has sold his 
g rocery  stock and store fixtures to 
S. D. P a rr  and F. J. R idenour, who 
have form ed a copartnersh ip  and 
taken possession.

Saginaw  — T he Saginaw  B atetry 
Sales & Service has been incorporated  
with an authorized  capital stock of 
$10,000, $5,000 of which has been sub
scribed and paid in in cash.

K alam azoo—T hom as Bros., p ro 
p rieto rs of the Bon Ton restauran t, 
have purchased the V ictory restau ran t 
219 E ast Main street, and will con
duct it as Bon Ton restauran t No. 2.

Reed City—J. F. H olm gren has 
sold his in terest in the g rocery  stock 
of C. E. and J. F. H olm gren, to  his 
partner, Charles E. H olm gren, who 
will continue the business under his 
own name.

G anges— Prank  L. Rhodes, who 
conducted the grocery business here 
for ten years p rio r to one year ago, 
when he sold out to F. Day, has re
purchased the stock and resum ed the 
business at the same location.

Mt. P leasant— W ind and lightning, 
dam aged the store  building of Jam es 
H ersee & Sons, hardw re dealers. A 
large new basem ent was being con
structed and the storm  w arped the 
building, causing it to collapse.

Big R apids—W . R. Van Auken, 
grocer, has purchased the A. R. 
M oorhouse building, which he has oc
cupied for several years. C onsidera
tion, $3,700. T he building has been 
used as a g rocery  sto re  for nearly 
th irty  years.

M uskegon H eigh ts—A. K rause is 
closing out his stock of clothing at 
special sale and will devote his entire 
atten tion  to the cigar and soft drink 
parlo r which he recently  opened on 
M cKinney avenue, next door to his 
cloth ing  store.

L ansing—The Neller H ardw are  Co. 
has m erged its business into a stock 
com pany under the same style, w ith 
an authorized capital stock of $20,- 
000, $15,000 of which has been sub
scribed and paid in, $2,000 in cash and 
$13,000 in property .

Jones—The Jones Cream ery Co. has 
filed a petition asking that a receiver 
be appointed. The cream ery has been 
successful for the past twelve years 
but the invasion of the te rrito ry  by 
South Bend buyers of b u tte r fat is 
said to be responsible for the failure.

Coopersville—T he C harles R. P a r 
ish Co. opened its new flour mill Aug. 
31 for inspection by the public. T he 
mill was put in operation  during  the 
early  part of the evening and w heat 
was show n as it passed th ro u g h  the  
different p rocesses until it became 
flour.

C harlo tte—W addell & B oyer have 
opened a m odern m eat m arket in the 
form er office of the old W illiam s H o 
tel. T he latest im proved equipm ent 
has been installed, including a meat 
and bone cu tter which can cut up a 
q u arte r of beef into ro asts and stews 
in eight seconds.

A llendale— G. H. W albrink , who 
conducted a general store a t this place 
for m any years, but has lived a re tired  
life for m ore than a dozeii years, died 
at his home here last week and was 
buried Saturday. T he funeral was 
largely attended, because the deceased 
was respected and loved by all who 
knew him.

P o rt H u ro n —T he S tar Oil Co. now 
has six filling stations in this city, 
also stations at St. Clair, M arysville, 
Yale and Croswell. J. F. W ilson, 
m anager, says th at new stations will 
be built elsew here. The com pany
has paid up capital of $70,000, 95 per 
cent, of which is held by residents of 
P o rt H uron.

M arquette— Gust Beyers has sold 
his m eat stock and b u tch er’s equip
m ent to Joseph D esjardin, who will 
continue the business a t the same lo
cation a t the corner of Bluff and 
Third  streets. Mr. Beyers has closed 
out his g rocery  stock a t special sale 
and Mr. D esjardin will conduct a 
m eat m arket only.
. F lin t—At a m eeting  here last week 
of the board of d irectors of the M ichi
gan Retail L um ber D ealers’ A ssocia
tion, it was decided th a t the annual 
convention to be held early  in Feb
ruary, 1922, will take place a t Flint. 
H eretofore  conventions have a lte rn a t
ed between D etro it and Grand Rapids 
but now th at excellent hotel accom o
dations are offered in Flint, the m eet
ing will be b rough t here. T he F lin t 
dealers have given evidence th at they 
will make the com ing convention one 
of the best ever held by the associa
tion. A rrangem ents are now being 
made for accom odations for bout 500 
guests from  all over the State.

H oughton—Adolph J. Ruhl, who 
died recently  in Duluth, was buried 
here last Friday. Mr. Ruhl was born  
Aug. 10, 1869. He a ttended the H a n 
cock public schools and wras a g rad 
uate of the H ancock high school. 
A fter school and on holidays he 
worked in the  A. J. Scott d rug store 
and upon com pleting his schooling 
he w ent to  Ann A rbor, where he took 
a course in pharm acy. H e then m ov
ed to H oughton  and in 1891 he lfed  
organize the Shclden Bros. & Co. 
d rug business. O n June 10, 1893, he 
was m arried to Miss F rances R ussell 
H arris , of H oughton. T he sam e year, 
he, with Ben T. B arry, bought out 
the Shelden Bros. & Co. business. 
Some years la te r he sold his in te rests 
in this business to  Mr. B arry  and 
em barked in the com m ission business, 
in 1897. In 1899 he organized the  
Lake Superior Produce Co. Mr. 
Ruhl took an active part in all m ove
m ents of a com m ercial and com 
m unity nature and was actively en
gaged in fu rthering  the in terests of 
both  the presen t H ough ton  A ssocia
tion of Com m erce and its predeces
sor, the Copper C ountry C redit Bu
reau, a fte r having assisted  in their 
organization . M r. Ruhl was a lso in
strum ental in the o rganization  of the

P loughton Club. H e was chairm an 
of the building com m ittee and served 
as one of the first d irectors.

Manufacturing Matters.
K alam azoo—T he »Reed F oundry  & 

M achine Co. has increased its capital 
stock from  $250,000 to $1,000,000.

G rand H aven—T he S tory  & Clark 
Piano Co. will install a large steam - 
pow er plant, doubling the p resen t 
capacity.

D etro it— Larned, C arter & Co., 
m anufacturer of overalls, has in
creased its capital stock from  $524,- 
000 to $750,000.

Union City— The Peerless Y east Co. 
will remodel its p lant and install m od
ern m achinery. I t will also erect a 
new office building and heating  plant.

M arine City—A con tract for the 
m anufacture of 2,500 pa rts  for the 
Jam es W ashing  M achine Co., has 
been secured by the Gierholt Gas 
M otor Co.

Saginaw—T he Don P. Toole Co., 
m anufacturing  silk blouses, has start
ed production . T he p lant has capacity 
of 750 to  1,000 blouses a week and 
has 60 employes.

H udson—T he Pathe B attery  Co. 
has been organized to m anufacture 
sto rage batte ries for autom obiles. T he 
com pany has engaged in business at 
102 N orth  M aple Grove avenue.

P o rt H uron— T he B ryant Com pany, 
m anufacturing  feed choppers, now oc
cupies new and larger quarters, and 
reports a g row ing business, some 
shipm ents being m ade to South 
America.

T raverse  City—T he Johnson- R an
dall Co. has com pleted a G overnm ent 
o rder for 1,502 refrigerators. Over
250,000 feet of lum ber, three cars of 
cork and a car of insulating  paper 
were used in production.

E aton  R apids—T he plant of the 
Davidson T extile  & Y arn Co. has 
been com pleted and opened for busi
ness Sept. 2. T he rem ainder of the 
m achinery will be installed as quickly 
as possible and a full force of w ork
ers employed.

Lansing—T he W alton  M illing Co., 
m anufacturer of W h eathearts , m ade 
the banner record  for the new cereal 
in August. T he com pany has now 
sales conections in 11 states. State in
stitu tions are taking a large tonnage. 
T he com pany has been buying wheat 
continuously since the crop was h a r
vested and has now a stock of 30,000 
bushels on hand.

Whale Sausage and Steak.
Delicacies made from  the flesh of 

whales are now  being put on the m ar
ket by N ew foundland whalers. A m ong 
them  are sausages, m eat extract, can
ned steaks and tongue.

Q uite a num ber of M ichigan houses 
are buying caned pum pkin from  the 
Southern  canneries in Louisiana, M is
sissippi and Tennessee. T hey  claim 
that the quality  is excellent, the flavor 
sweet, and th a t they  can get delivery 
or shipm ent earlier than  from  N o rth 
ern canneries, the price laid down be
ing about the same. B uyers usually 
w ant as early  delivery of canned 
pum pkin as they  can get, so as to dis
tribu te  it to the re ta ilers by Nov. 1 
or -sooner, in tim e for th e  T h an k s
giving pie trade.
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E ssential Fea tures of the G rocery 
Staples.

T he in tervention  of labor day and 
Sunday, two holidays together, has 
caused a stoppage in the canned foods 
m arket, for m any took advantage of 
the half day on Saturday by m aking 
it a whole day off, thus com bining 
three days for a week-end trip  to the 
country  and relief from  the heavy 
hum idity and the oppressive heat.

T here  seems to  be constan t con ten
tion on the Pacific coast betw een the 
fishermen and the canners of fish as 
to the price of the raw  product. T he 
Japanese  fisherm en of Southern Cal
ifornia seem to be hard  to handle. 
An enorm ous catch of A lbacore was 
m ade late in Ju ly  and early  A ugust, 
and sold to a few canners a t San 
D iego for $125 a ton o r about 6c per 
pound for the raw  fish. A large catch 
of blue fin tuna was made in the same 
period in the same locality, and sold 
to canners a t $50 a ton, or 2 j^c  per 
pound.

It is said th at the California can
ners of sardines are confronted  by a 
serious problem  because of the low 
cost of labor a t E uropean  sardine 
canneries and the price of foreign ex
change. T he California canneries find 
it difficult to com pete w ith N orw egian, 
Portuguese  and F rench  sardine can
neries as to price, a lthough the stocks 
of C alifornia canners of 1920 pack are 
about all disposed of. Some of the 
California sardine canners do not in
tend  to pack, it is reported.

T he C anners L eague of California 
has issued a new sales con tract based 
on 2 per cent, cash d iscount if invoice 
or 1 per cent, cash discount if paid in 
th irty  days from  date of invoice and 
shipm ent.

T he secre tary  of the C anners L ea
gue of California has issued a com 
m unication in which he sta tes that 
the “carry -over” in canned fru its in 
canners’ hands Jan . 1, was on Ju ly  1 
reduced to 10 to 15 per cent, unsold. 
T he figure as to Ju ly  1, however, is 
an estim ate and not .a statistical com 
pilation, as was th a t of Jan . 1.

San D iego seem s to have becom e a 
very im portan t fish canning and fish 
catching point in the Pacific.

T he export business from  the 
U nited  S tates to foreign countries of 
canned foods is really  a very  trivial 
and un im portan t business, and it 
would seem th a t canners will have to 
rely upon the home m arket to con
sum e their production.

T here  was a big accum ulation of 
dried fru it shipm ents a t Pacafic coast 
po in ts aw aiting the reduced freight 
rates which w ent into effect Aug. 22.

T he California A ssociated Raisin 
C om pany on M onday, Aug. 22, and 
Tuesday, Aug. 23, m oved E astw ard

200 carloads of raisins from  Fresno, 
Calif., consisting of 12,000,000 pounds 
of raisins of various grades and styles. 
T here  were five trains com posed of 
forty  carloads each, the largest ship
ment of raisins ever made a t one time 
in the w orld’s history. T he cars will 
be d iverted to buyers in m any of the 
larger m arkets as the trains coine 
Eastw ard .

W ith in  the week beginning Aug. 22 
a to tal of five hundred cars of prunes 
were shipped E ast from  San Jose, 
Calif. T he California supply or su r
plus of 1920 cured prunes is now about 
cleaned up, and o rders have been 
booked for a very large percentage of 
the 1921 ou tpu t of C alifornia prunes, 
heavy orders having been booked for 
export to E uropean countries.

The O regon Prune  G row ers’ A s
sociation has nam ed prices on 1921 
prunes of a very a ttractive  character.

P rices on 1921 crop of California 
raisins have not yet been announced, 
but will p robably  be m ade known 
about Sept. 10; but m ay be postponed 
until m ore definite inform ation  as to 
the tonnage of the yield can be se
cured.

T hom pson seedless raisins are now 
en tire ly  out of first hands, and Sultana 
raisins will have to be used in their 
stead.

In addition to the big rail shipm ent 
of p runes heavy shipm ents by w ater 
and rail via Galveston, and by the all
w ater rou te  th rough  the Panam a 
canal, have been coming forw ard and 
regular business deferred until after 
a reduction of freight ra tes is being 
extensively booked.

I t is thought th at by the tim e the 
new 1921 crop of raisins and prunes 
arrives in the m arket the en tire  su r
plus of 1920 cure will have gone into 
consum ption.

T he peach crops of G eorgia and of 
A rkansas were heavy th is year, and 
there has been an enorm ous shipm ent 
of fresh peaches from  those sta tes to 
the large m arkets; but very few dried 
peaches come from  those  states, which 
have never engaged heavily o r scien
tifically in the production  of dried 
fruits.

Some dealers failed to note the date 
of the w ithdraw al of the K aro  and 
A rgo arrangem en t and still are re
questing  paym ent of advertising  al
lowance on shipm ents m ade after Ju ly  
23, the closing date. T he syrup and 
starch  allowance was not to be m ade 
on invoices m ade a fte r th at date.

.The fact th a t the W est M ichigan 
S tate F a ir will be on week after next 
calls to m ind th at this is a sure sign 
of fall and the approach o f the 
T hanksg iv ing  season. I t  is no t too 
early  to begin to th ink  up w hat stocks 
will be needed to fill o rders for 
T hanksg iv ing  meal m aterials.

A nother chocolate and cocoa firm 
has followed the trend of the times 
and, as predicted would probably  hap
pen after the ice had been broken, 
dropped down the scale a few points.

Cover oysters have arrived in the 
m arket, of the 1921 pack, and prices 
are lower than last season.

Shipm ents of E lberta  peaches from  
Utah are expected to reach this m ar
ket the la tte r part of the week. The 
quality  is reported  good. Prices will 
range from  $3.50@4 per bu.

Sugar—All of the New Y ork re 
finers are now on a 5.90c basis. Local 
jobbers hold cane granulated  at 6.65c 
and M ichigan at 6.44c.

Tea— The local m arket p resen ts the 
same general features that have char
acterized it for some time. A good 
business is being done in line lots, but 
speculative in terest is dorm ant, or is 
perhaps kept from  finding expression 
by the lack of offerings of teas of 
desirable character at prices much, if 
anything, under the curren t m arket. 
W hile there is no th ing  particu larly  
new in advices from  p rim ary  sources 
of supply, they all tend to add to the 
confidence of holders of stocks in this 
-market.

Coffee— L atterly  all reports from  
the p rim ary  m arkets have been of a 
distinctly' bullish character and have 
been supported by steadily rising  cost 
and freight prices. T he floating of 
the $50,000,000 loan last week, and the 
fact that it was oversubscribed to the 
ex ten t of 100 per cent, according to 
some accounts, would seem  to greatly  
streng then  the position of the B razil
ian G overnm ent in its plans to stabil
ize exchange and support the m arket 
through purchases of coffee to be held 
until needed by consum ing countries.

Canned F ru its— In the spot m arket 
there  is little  choice fruit available 
and old pack choice pears are selling 
at $3.50, while clings com m and $2.60. 
T he C alifornia F ru it C anners’ A s
sociation listing shows depleted stocks 
in all item s and further w ithdraw als 
in apples, apricots, cherries, peaches 
and plums, w ith no prices on rasp
berries or straw berries. T he only 
berries quoted are loganberries at 
$2.50 for No. 2 fancies. Sliced pine
apple in cans is com ing into the m ar
ket to meet im m ediate sale.

Canned V egetables—T om atoes have 
weakened som ew hat and some M ary
land No. Is are now offered a t 60@ 
62^2C, while m ost b rokers held out 
for the opening price of 65c. B rokers 
seem to view this weakening as tem 
porary , as tom atoes are statistically  
strong. Packers are paying $1 and 
$1.15 for raw  stocks. T he next two 
or th ree  weeks will determ ine the 
course of the m arket in m arket opin
ion, as the bulk will be canned by 
that time. Corn rem ains strong. In 
the South the yield will be fair on the 
sho rt acreage and the quality  is said 
to be good. Raises have been made 
on som e stocks, W estern  standards 
b ring ing  $1.05. Peas have slum ped a 
bit in dem and for some unknow n rea
son. T hey  are seasonably scarce and 
prices are  firm.

Canned F ish— W ith  the dem and 
stro n g  on all spo t stocks, m any item s 
of which are scarce, and a keen in
terest being show n in all new packs,

with the possible exception of pink 
salmon, where packers are holding 
for opening prices and selling small 
lots at shaded quotations, the canned 
fish m arket is firm.

Syrup— A heavy selling season is- on 
on syrups. P rices are at the new 
basis, which is indication the grocer 
may buy safely. The prices are un
der last year’s figures. Corn syrups 
are about half the 1920 price and 
sorghum  and m olasses at 25 per cent, 
reduction. Bulk corn syrup in barrels 
is a t 35c per gallon, the low est figure 
since before the war, when it was 
78@79c.

Rice—The m arket continues with 
stro n g  dem and and price firmness. 
W ith a tendency tow ard higher levels. 
New crop receipts are still negligible.

E at M ore Eggs.
Eggs, milk and leafy vegetables 

contain certain  substances known as 
vitam ines which are essential to 
grow th. For that reason, eggs, milk 
and the leafy vegetables are known 
as protective foods. T hey a _e p ro 
tective because they correct the faulty 
com position of seeds and the tubers. 
Young anim als fed on wheat, oats, 
barley, or o ther seeds, fail to grow. 
The ration is inadequate even if the 
grains include beans, peas and po 
tatoes and even if m oderate am ounts 
of leafy vegetables are also fed.

E gg yolks contain about 35 per 
cent. fat. I t  contains g row th -p ro 
ducing properties, as does also but
ter fat, which are absolutely essential. 
These grow th-producing  properties 

are not found in vegetable fa ts’o r oils, 
nor are beef o r porkfats substitutes.

Since these protective foods are 
found in eggs, eggs should become 
m ore and m ore one of the regular 
articles of diet. Some protective 
foods are necessary if the health of the 
people is to be m aintained. The price 
of these foods should be of m inor 
consideration. A good health insur
ance policy is to  include eggs in the 
diet. T hey prom ote g row th and in
crease one’s ability to w ithstand dis
ease. If we expect to be a t our best, 
we cannot afford not to include eggs 
in the diet.

E at an egg a day!

Mt, P leasan t T o Get New Industry .
Mt. Pleasant, Sept. 6— Isabella coun

ty is to have a new industry  in the 
National P o rtland  Cem ent Co., now 
being organized here. The prom oters, 
H. C. Shields and John S. Langley 
were in the city the early  part of the 
week conferring  with local bankers 
and business men concerning the p ro 
posed p lan t which is to be built at 
Coldw ater lake near here.

The new com pany has been au th o r
ized to issue $2,000,000 in stock which 
is now being offered for sale th ro u g h 
out the State. T he p rom oters met 
with the local Cham ber of Commerce 
and an effort is being made to run 
a branch line of the Ann A rbor Rail
road out to the plant. The prospects 
for the p lant are good as the esti
mated am ount of raw  m aterial at the 
lake is enough to supply 75,000,000 
barrels of cement.

T he prospective production of the 
p lant is 540,000 barre ls per year with 
a possible production of 800,000 bar
rels. W ork  is to be begun on the 
plant early in N ovem ber and the 
m anufacture of cem ent will begin by 
April 1, 1922. The com pany has es
tablished offices here.
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RIGHT UNDER TH E GUNS.

Not Always Well To Have Things 
Too Easy.

T radition  says th a t the Spanish 
A rm ada put up such an awe inspiring 
appearance th at to  see it was to adm it 
th at it was invincible. T he tow ering 
galleons were like floating fortresses. 
T hey rode high out of the w ater, with 
walls apparen tly  impossible to scale. 
T hey carried m assive tiers of guns. 
L arge num bers of men were on board. 
T he equipm ent th roughou t was the 
last word. T hey had everyth ing that 
made for offense o r defense. Each 
vessel was a w onder in itself and there 
was a w onderful num ber of them.

Such was the famous Arm ada.
It took the high seas and sta rted  

N orth  to conquer.
It seemed th at no hum an pow er 

could stand against it.
W hen the issue came the little ships 

ran under the guns and did p retty  
much as they pleased with the in
vincible A rm ada. T hey would cut out 
a big galleon and sink it. T hey would 
run righ t under the wooden walls of 
one of these floating forts and a ttack  
boldly.

They were not afraid.
U nder the guns.
T hat was the word. T hey d idn’t 

fight a long-distance battle.
The A rm ada was scattered  and bad

ly beaten. T he elem ents, no doubt, 
had a deal to do w ith this defeat, but 
the little ships had to fight the ele
m ents, too.

T he men of the A rm ada were good 
fighters, but the chances of battle 
went against them . I t  was no easy 
victory  for the little ships. But the 
m arvel is th at it was a victory.

T he o ther day I saw a big, massive 
departm ent store. W ith  its flagstaffs 
on the roof it was not unlike a galleon 
in appearance. I t occupied an entire  
block, w ith the exception of one n a r
row  bit of space. T his b it of space 
was occupied by a shoe store. T he 
building was four stories in height 
and not over eighteen feet wide. I t 
looked even m ore like a ship than  the 
massive departm ent store.

And I said to m yself: “H e’s right
under the guns.”

So he was.
I had a talk  with the p ro p rie to r of 

this shoe store.
H e said: “Tw enty  years ago I was 

doing fairly well. My fa ther left me 
some money and I put up this m odest 
building. A t th at tim e the departm ent 
store  occupied only a portion  of the 
block. O f course, it was picking up 
a bit of p roperty  here and a lot there, 
all the time, and before I realized it, 
had bought up the entire  block, with 
the exception of my corner lot, and 
run up a big building th a t over
shadow ed me on tw o sides. Then 
they came to me and w anted to buy 
m y building. I could see their point 
of view. I kept them  from  occupying 
the entire  block, and it was a lm ost a 
sham e not to sell—from  their view
point. Still, I took pride in m y little 
building, I  d idn’t know w here I could 
get ano th e r location, and th at was 
m y view point.”

“W eren ’t you afraid they ’d try  to 
run you ou t?”

“Well, m y friends were g reatly  
alarm ed. Told me I ’d be out of busi

ness in six m onths. I d idn’t feel any 
too easy in m ind myself, but m y store 
had an established trade. As I say, 
I didn’t know  w here to look for a 
location, so I th o u g h t I ’d fight it ou t.”

“W as there  a fight?”
“ In all fairness I m ust say that I 

have never seen any signs of unfair 
com petition. All business com peti
tion is a sort of fight. T hey had a 
shoe departm ent before and they have 
one now. I can’t see th a t it has 
grow n much. My own business has 
m ore than quadrupled.”

H is fair sta tem ent speaks well for 
both  sides.

T he shoe man has quadrupled his 
business, under the guns.

W hy?
H is shop is highly specialized and 

service is an o th e r telling feature. T his 
little shop has the best shoe salesm an 
in town. H e is a fitter, and w on’t 
sell you a pair of shoes unless they 
fit your feet and suit your feet. Peo
ple wait for an hour or so to get his 
services. T he p ro p rie to r him self 
takes a back seat when this m an is 
on the job. Specialists in foot 
troubles send people to th is salesm an 
from  all parts of the city. T he store 
has four or five o ther men alm ost as 
good. The stock is extensive, not 
low in price, but you get value for 
your money. All custom ers a tte st to 
this.

I have heard  an en thusiast say: 
“W hy, th at shoe store  takes in m ore 
m oney on shoe polish than  the de
partm en t store does on shoes. P re tty  
soon they will be taking in m ore on 
shoe laces alone.”

T he p ro p rie to r him self m akes no 
such claims.

But the shoe sto re  does a good 
business.

W hat happened is this. W hen the 
p roprieto r saw a form idable opponent 
range up alongside of him, he real
ized th at he would have to put up a 
s tro n g  fight o r go under. So he 
streng thened  his line, go t some good 
men, fixed up his windows, specialized 
on service, advertised consistently , 
and made a w inning fight.

R ight under the guns, too.
P len ty  of drug stores are doing the 

same thing.
A druggist fu rther up the street 

said: “My friends told me th a t the
departm ent store  would take all my 
custom ers. I was badly scared, too. 
As a m atter of fact, the departm ent 
store  has b rough t me custom ers. Its  
heavy advertising  brings thousands of 
people to this block every day of the 
year.

T h ere ’s ano ther way to look a t it.
T he sm all store  has all the best of 

it when it comes to service.
T he big galleon has its handicaps.
M any a plucky small dealer is do

ing business righ t under the guns.
I t w akes him up. I t  arouses his 

fighting spirit. N ot infrequently  it 
doubles his business for him. I t  is 
not alw ays well to  have th ings too 
easy. Som etim es there is m ore excite
m ent and even m ore profit under the 
guns.

Clothes m ay not m ake the»man, but 
the m an w ith clothes conspicuously 
unfit will lose confidence in him self 
and his clothes m ay be the cause of 
his failure.

Why September Is Eventful in Ameri
can History.

Grandville, Sept. 6—T he m onth  of 
Septem ber is not w ithout in terest be
cause of its position in the historical 
life of the U nited States. W hile the 
m onth of A pril has been filled w ith 
deeds of A m erican valor, notedly  be
ing the m onth  in which two of our 
g reates t w ars had their beginning, 
the sto ry  of Septem ber is equally in
teresting  as being not only a battle  
m onth but the m onth  in which 
A braham  L incoln’s im m ortal procla
mation freeing the slaves was first 
given to a w aiting  world.

T he A m erican presiden t waited for 
some sign that the A lm ighty  favored 
N o rthern  arm s before giving to the 
public his g reat sta te  paper which 
stands in our annals no less a g reat 
hum an docum ent than the D eclaration 
of Independence. T he battle  along 
A ntietam  creek decided the day. Even 
though the invading hosts of rebellion 
were not to ta lly  defeated, yet the sup
posedly invincible Lee was checked, 
his a rm y of invasion tu rned  back, thus 
giving new hope to the N orth , a 
b reath ing  spell for recuperation of all 
Union forces.

T he battle  of A ntietam  was one of 
the m ost hotly  contested  in the w ar 
for the Union. H ere  N orthern  steadi
ness and valor won over Southern  
im petuosity and nerve. President 
L incoln decided the tim e had come 
for the launching of his u ltim atum  to 
the seceded states. H ad  the South 
accepted his offer at th a t tim e the 
war would have been shortened. T his 
was not to be, however. T he enem y 
re treated  to his own soil and the 
Union took on a new lease of life.

T he next g reat event in the m onth 
but a year later, was the stubborn  and 
sanguinary  battle  of Chickam auga, 
where the Union forces, under Gen
eral R osekrans, m et B ragg’s Confed
erates and fought them  to a finish. 
T his battle  has been regarded by some 
m ilitary men as the m ost sanguinary  
and hotly  contested  of the whole war, 
not excepting G ettysburg.

The Union troops were largely o u t
num bered, and a t one tim e there  was 
prom ise of com plete disaster to  the 
a rm y of R osekrans. I t  was at this 
time, when both  w ings of our arm y 
were in flight, th a t the s ta r of George 
H . Thom as rose in unequalled splen
dor as the doughty, unconquerable 
hero of the war.

A fter the la rger p art of the U nion 
forces were in flight tow ard  C hattan 
ooga, T hom as, who com m anded the 
center, held his ground, fighting like 
a lion a t bay until th e  enem y gave 
ground. M any tim es during  the day 
the enem y sought to  tu rn  the flanks 
of Thom as, but in vain, and when the 
sun went down on th a t Septem ber 
day the rebels had re tired  beyond 
reach of our guns, leaving the R ock 
of Chicam auga successful on his well 
fought field.

I t is our delight to  honor men of 
courage, soldiers who fight until the 
last gasp in defense of the  stripes and 
stars. Such a m an was Thom as, a 
native V irginian, who, unlike Lee, saw 
his duty in allegiance to the N ation, 
ra th e r than  to  his native state. A n
o ther V irginian, General W infield 
Scott, stood four square to  the winds 
th at blew, solidly in line w ith those 
who were p a trio ts ra th e r than  state  
righ ts defenders. Lee, who w restled 
all of one n igh t in an effort to recon
cile secession and rebellion w ith dutv, 
at length yielded to the siren voice 
of his state  and received as his rew ard 
the com m and of all the arm ies of the 
Confederacy.

W e do no t read th a t stu rdy  T hom as 
was obsessed. H e was a U nited  S tates 
a rm y  officer, a g raduate  of W est 
Point, and owed his allegiance to  the 
N ation  which educated him at her 
chief m ilitary school. Lee was also 
a U. S. arm y officer, but failed to see 
his duty as did the m ore robust 
Thom as. T o-day  the statue of Lee 
occupies a p rom inent place in the

ro tunda of the capitol at W ashington, 
while Thom as lives alone in the hearts 
of his g ra tefu l countrym en.

Septem ber, in which those autum nal 
days, “th e  saddest of the year,” have 
their beginning, w itnessed some of 
the daring  deeds qf th at o ther rem ark 
able soldier of the Civil W ar, Philip 
H enry  Sheridan, who rode from  W in
chester tw enty  m iles aw ay on the 
horse p resen ted  to him  by the ladies 
of Grand R apids and succeeded, 
th rough  sheer force of his personality, 
in changing a lost battle  into victory 
and m aking for him self a nam e that 
will live in h isto ry  as A m erica’s g rea t
est cavalry general. As General 
G rant was the pre-em inent m ilitary 
genius of the Civil W ar, Sheridan— 
cavalry Sheridan—was its b righest of
ficer of dragoons.

Sherm an in his m arch to the sea, 
cu tting  the C onfederacy in twain, ex
posing its weakness to the world, made 
for him self a nam e which A m ericans 
delight to honor. A m erica’s great 
m ilitary quarette , G rant, Sherm an, 
Sheridan and Thom as have gone down 
in h isto ry  as the g reates t of m ilitary 
heroes, even g rea ter than  subsequent 
w ars have produced.

Septem ber is far m ore a m onth for 
peaceful pursuits than  for engaging in 
sanguinary  acts of war. It is the 
m onth for harvesting  the grains and 
fru its of the fields, for m aking 
p reparations for the chill m onths so 
soon to follow  in this N o rthern  clime 
of ours. I t  is the m onth  which brings 
to a close the vacation of the busy 
m an of business. Before its end he 
picks up the raveled th reads of care 
once again and buckles down to hard 
work.

L abor day m arks the end of the 
vacation season, im m ediately followed 
by the re-opening of the schools, so 
th a t we m ay well regard  the m onth 
as one of extrem e im portance in the 
calendar of time. I t is the opening 
m onth  of the labor year, and we trust 
m ay prove a harb inger of better days, 
this year as never before.

The check to  the tide of disunion in 
those fateful Septem bers of 1862 and 
1863 m arks th is m onth one of the 
m ost rem arkable in our coun try ’s h is
tory. S tanding ou t as it does in high 
relief on the page of m ilitary his
tory, we m ay well dedicate the m onth 
to b e tte r things, to a vigorous effort 
to b ring  better tim es in the im m ediate 
future by having faith th a t the w orst 
of our business troubles are oi the 
past. O ld T im er.

Stock Company Way of Repudiating 
Liability.

Reed & Son, g rocers a t Coopers- 
ville, recently  had the m isfortune to 
suffer the loss of a 75 gallon kerosene 
oil tank  and conten ts located on a 
platfo rm  back of the store. T he 
flames also got inside the store and 
did some dam age to fixtures and con
tents. Reed & Son carried  insurance 
in tw o com panies—the M ichigan 
Bankers and M erchants M utual F ire  
Insu rance  Co., and the  A m erican 
E agle F ire  Insurance Co., a stock 
com pany w ith headquarters a t New 
Y ork. T he form er paid its portion  
of the loss w ithin a week. T he stock 
com pany denied any liability on th a t 
portion  of the loss which occurred 
outside of the building.

W hich kind of insurance is best for 
the m erchant, m utual o r stock? T he 
Coopersville se ttlem ent, and hundreds 
of o ther ad justm ents of a sim ilar 
character, fu rn ish  an answ er to this 
question.

Y our character, your honesty and 
your ability  are going to count for 
m ore w ith Dun and B radstree t than 
the actual am ount of m oney you have 
in the bank.
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FROM BEH IND TH E COUNTER.

How Our Mercantile Friends Regard 
the Tradesman.

Sm ith Creek, Sept. 2— W e w ant to 
congratu la te  you on your th irty -e igh t 
years of faithful service to the trade. 
T he M ichigan T radesm an has come to 
us quite a num ber of years and we 
think it one of the best. May you 
continue the good work for many 
years to come!

F. P. W ilson & Sons Co.

O xford, Sept. 3— Y our le tte r re
ceived and read w ith pleasure and 
wish to say th at I read the T radesm an 
w ith m uch in terest and get lots of 
good out of y our trade paper and 
wish to say I prize your honesty 
and uprigh tness in your paper and 
the m any valuable service you have 
rendered  the re ta il m erchants of the 
g rand  old S tate of M ichigan. As to 
offering any suggestions for m aking 
your paper m ore in teresting , I do not 
th ink  I could offer any th ing  that 
would be w orth  while except one thing 
m ight help. I t  is only a sm all idea. 
F rom  tim e to  tim e we are in terested  
in try in g  to pick up a bankrup t stock. 
You publish m any accounts of these 
failures, but you do not alw ays state  
ju s t the kind of business involved in 
the failure. I am  of the opinion th at 
it would be, in a way, some advantage 
to a g rea t m any of us who are m ore 
or less in terested  in th at kind of p u r
chases. H ere ’s hoping you m any m ore 
long years w ith your paper and good 
health and increased usefulness!

C. K. Heidelberg.

W hitehall, Sept. 2— I have no sug
gestions to offer w ith regard  to  the 
T radesm an. I th ink  it very valuable 
and in teresting  as it is now.

A nna Gloeckner.

H arrie tta , Sept. 3—J congratu la te  
you on the record  you have m ade with 
the T radesm an. I get several trade 
journals. One of them  soaks me $5 
per year. I have g o t to take it or 
lose m y insurance, and it is no t w orth  
a whoop. W h at m akes m y hair pull 
is to th ink  that, in o rder to sell their 
m agazine, they  have to get a pull 
from  the insurance com pany to do so. 
T he T radesm an has alw ays been 
square, giving us a lot of good advice 
and exposing any crooked gam e in the 
S tate w ithout fear or favor.

C. E. Moody.

Sebewaing, Sept. 2—A ccept our 
congratu lations, M r. Stowe, on your 
th irty -e igh th  anniversary  w ith the 
T radesm an. W e hope you will be 
able to continue the good w ork for 
years to come. W e do n o t know 
w here we could offer any suggestions 
how you could m ake the T radesm an 
m ore in te resting  o r valuable to us. 
Y our “E ssen tia l F eatures of the G ro
cery S tap les” alone is w orth  the price 
of a dozen subscriptions, and the  way 
you go after the fakes and crooks 
w ork ing  the re ta il trade show s plainly 
th a t you are no t afraid to battle  for 
the right. Y our articles, as a whole, 
are strong , forceful and inspiring. W e 
congratu la te  you and wish you every 
success. John  Rum m el & Co.

N o rth  M uskegon, Sept. 2— I would 
like to  tell you I like the M ichigan 
T radesm an very  much. I t  is a g reat 
benefit to any one in business and we 
look forw ard  to every copy.

Charles Miller.

Cum berland, W is., Sept. S—W e are 
unable to  suggest any im provem ents 
you m ight m ake a t th is tim e in your 
paper, and believe you ge t out a ven t 
nice publication as it is. W e thank  
you ju st the same, however, for g ran t
ing  us opportun ity  of giving our ex
pression.

Cum berland F ru it Package Co.

M attaw an, Sept. 2— I know of 
no th ing  th at you can do that would

make the T radesm an any m ore in te r
esting  than w hat you are doing. I t is 
the best paper for me th at I can find. 
Success to you. I hope you m ay run 
the T radesm an th irty -e igh t m ore 
years. C. F. H osm er.

B ridgm an, Sept. 2— W e certainly ap
preciate the com plim ent implied in 
asking us to help make the T radesm an 
a b e tte r paper. W e are sm all people 
in the business world and do not feel 
able to suggest any th ing  m uch in the 
way of im provem ent. W e consider the 
T radesm an an ideal trade paper. The 
only th ing  we m ight suggest would 
be a page devoted to sh o rt spicy items 
from  m erchants telling w hat they 
have done and are doing to m ake 
b e tte r business and helping to im 
prove the home town, m aking it a be t
ter place in which to live and trade 
—a so rt of an old fashioned m ethodist 
experience m eeting in the colum ns of 
the T radesm an. You have our best 
wishes for your continued success.

Chauncey & Baldwin.

M anitou Beach, Sept. 2— I am 
pleased to express my opinion as to 
w hat I th ink  of your paper. I can 
honestly  say that I th ink  it is the best 
trade paper prin ted  to-day. I t is 
w orth double w hat it costs. I would 
be lost to be w ithout it. I thank  you 
for this opportunity  of expressing  m y
self on the subject.

E. L. Selleck.

V assar, Sept. S—T he w riter is not 
in a very good position to com m ent 
upon your good publication, as we 
have been acquainted w ith it only a 
sho rt time. How ever, we would say 
th at it covers a good range of sub
jec ts and should be read fullv-

V assar F arm s E levato r Co.

Saginaw, Sept. 2—W e wish to ex
tend to you our hearty  congratu la tions 
over your th irty -e igh th  year with the 
journal of which you have been the 
m ainstay. As one of your subscrib
ers who alw ays looks forw ard  to the 
weekly appearance of the T radesm an, 
and being located in the E astern  part 
of the State, we feel th a t if you could 
arrange  to have a co rrespondent that 
would give th is p a rt of the S tate a 
little m ore publicity  and news that 
you publish so freely of the W estern  
p a rt of the State, it would benefit us 
som ew hat m ore directly. W e adm ire 
your stand th a t you have taken from  
time to tim e on both  S tate and F ed 
eral m atters and hope that it will be 
our good fortune to have you keep 
pounding hard  and vigorous as in the 
past, m ore particu larly  on such con
cerns as are in business only for w hat 
they  can get from  the o th er fellow.

Saginaw  W oodenw are Co.

Dublin, Sept. 5 — W e call the 
T radesm an the R etailer’s F riend  in 
this neck of the woods. W e read it 
carefully, especially on m arket condi
tions. I think it is one of the best in
form ers we can ge t out here, for you 
see we are no t in touch with the m ar
ket like some o thers closer by. T here
fore don’t see how  I can offer you 
any suggestions, only th a t you m ay 
expect to re ta in  me as a regu lar cus
tom er so long as I am  in business. 
E very  m erchant, no m atter w hat line 
he is in, ought to have the T radesm an. 
If  you happen to  have a little  spare 
space som ew here in the  back of the 
T radesm an, don’t you th ink  it would 
pay to publish the w eights and m eas
ures of the m ain produce raised, so 
one could a t a glance see ju st w hat 
an article  w eighs per bushel.

R obert J. Fuchs.

M entha, Sept. S— You ask for frank 
com m ent on the T radesm an. W e en
joy  the paper as it is newsy and 
breezy for a trade  paper, but there  is 
one enquiry  th a t the w riter would like 
to m ake and th a t is, w hy Mr. H enry  
ford’s nam e is alw ays spelled w ith a 
sm all “ f.” So far as the w riter is

while we m ay all not agree w ith his 
aw are, Mr. ford is a gentlem an and 
ideas and policies, still should he not 
be treated  in p rin t as well as the next 
m an? P erhaps you personally dislike 
the m an and as I have only taken the 
paper a year or so, 1 do not know of 
any controversy  that m ay have ap
peared before that. But at any rate, 
I am sure the sm all f does not hurt 
him any, except to give him some free 
advertising, but it surely does detract 
from  the dignity  of any paper. I am 
sure I am not the only person who 
notices the a ttem pted  slur and believe 
your paper would be b e tte r to forget 
it. The rest of the paper is too good 
to spoil. E. L. W oodham s.

Rushville, Ind., Sept. 2—Personally  
I cannot see where you could consist
ently improve on your paper. I have 
taken it for the past tw enty  years. I 
enjoy your poetry  very much on the 
first page. R. G. W ellm en.

Eben Junction , Sept. 2— Y our letter 
enclosing clipping from  Chicago Com
m erce, bearing upon the subject of 
the Great Lakes R oute to T idew ater 
is duly received and very much ap
preciated.

It is the m ost com prehensive and 
logical of all the articles on this sub
jec t that has come within my scope, 
and I thank  you for it. I am glad to 
note th a t yourself, like the M ichigan 
T radesm an, is still on the job. The 
T radesm an is not th irty -e igh t years 
old, but th irty -e igh t years young and 
we tru st th at in spirit and flesh its 
ed ito r m ay rem ain as youthful and 
buoyant as when he was hopping 
counters in Don. M cC lellan’s general 
store in the lum ber jack  days of old 
Reed City nearly  fifty years ago.

W . J. Kehoe.

Needed More Sand.
A young m an sat on the shore at 

O ttaw a Beach by the side of a beau
tiful young woman.

T hey  were s ittin g  very close to 
gether.

H e leaned tow ard  her and she let 
her paraso l drop over the shoulder 
next to him  and waited expectantly .

N oth ing  happened.

A fter some m inutes, she looked up 
coyly.

“ I thought, m aybe, you were go
ing to try  to  kiss m e,” she observed.

“ I was th inking about it,” he re 
plied, “but I ’ve go t sand in my 
m outh.”

“Swallow it,” was the quick re to rt. 
“You need it in your system .”

Labor and 
Prices

r p o  MEET competition 
X manufacturers today 

are interested in lowering 
prices.
But in attempting to low
er prices one should con
sider that the cheapest % 
products are not always 
the result of cheap labor. 
The highest paid labor 
may in the long run pro
duce the lowest priced 
product.
Costs may more often be low
ered by increasing efficiency, 
eliminating waste, and con
centrating upon profitable 
departments than by cutting 
labor.
Request an analysis of your 
Costs by Certified Public Ac
countants to reveal those ele
ments of your business which 
might best contribute to a 
reduction of prices.

SEIDMAN & SEIDMAN
Accountants & Tax Consultants 
Grand Rapids Savings Bank Bldg. 

GRAND RAPIDS
N ew  York W ashington  Rockford 
C h icaio  N ew ark  Jam estow n

“A company is known 
by the flour it keeps”

Take out your Eversharp and make a list of the 
firms whose reputations are of the best whether 
they sell organs, jewelry, autos or glue. Scanning 
the list you realize that the one feature or factor 
th ey all have is “reputation for quality.”

Not one of these firms sells on a price basis. They  
give an even dollar value for every dollar received 
and maintain the standards of their products.

Likewise and also as to flour.

JUDSON GROCER CO.
Wholesale Distributor

GRAND RAPIDS MICHIGAN
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PROGRESS OF LIQUIDATION.
In  the main, last week showed a 

lull in m any kinds of business activ
ity, as is usual before L abor Day. 
T he spell of ho t and m uggy w eather 
also helped to  curtail especially the 
trad ing  at retail, which is about due 
for a seasonal expansion in certain  
d irections because of the approach ing  
end of the vacation period and the 
opening of the schools. N otable, 
however, am ong the last week’s oc
currences was the call by a Des 
M oines big departm ent store for 
$100,000 w orth  of ready-to-w ear, knit 
goods and o ther m erchandise wanted 
for staging a large sale. I t  was un
derstood th a t only goods below the 
m arket ra tes were desired, and there 
was some curiosity  as to  the kind of 
response there  would be. All doubt 
on this score vanished when the o f
fices of the buying firm were opened 
in New York. The crow d of sa les
men was so large and they were so 
insistent th at it looked like a riot. 
T here  was no difficulty in securing 
the goods desired a t sa tisfactory  
prices, and m ore could have been had 
if they  had been called for. M anu
facturers are not disj osed to  hold out 
for large profits if cash offers are 
made for adequate quantities.

W hat the Des M oines house is 
doing is w hat is being done on a small 
o r large scale by m any concerns all 
over the country. T hese  are try ing  
to  stim ulate buying by special offer
ings a t reduced prices in o rder to  get 
the public into the habit again. Such 
sales have been quite successful where 
the goods have been righ t and the 
reductions in price have been bona 
fide. T hey have also resulted  in m ov
ing o ther goods than those advertised 
because they have succeeded in 
b ring ing  into the shops persons who 
would not o therw ise have come and 
who, in looking over the stocks, be
came suddenly aw are of m any th ings 
which they could find use for. M er
chandising has become an a rt again, 
instead of w hat it was during  the 
period of reckless and ex travagan t 
expenditure which ceased last year. 
T o what ex ten t and for w hat p u r
poses buying can be stim ulated is now 
the problem . I t is recognized that, 
under existing  conditions, the reduc
ed purchasing  pow er of large num 
bers of the poj ulation m ust be taken 
into account. T his m eans th a t price 
is to be one of the con tro lling  fac
tors, and, in view of this situation, 
costs all a long the line have to  be 
closely watched and cut whenever 
possible T he labor expense is one 
of the item s which has been receiving 
especial a ttention . In textile lines 
this expense has not been increased 
so much because of the ra te  of wages 
as by the reduction  in ou tput per 
capita, or, in o th er words, by sh irk 
ing. But with the m enace of unem- 

, p loym ent th is evil is correc ting  itself 
rapidly to  the advantage of all con
cerned, including especially the wage 
earner.

T here  is no th ing aston ish ing  in the 
way th a t econom ic conditions are 
w orking out a fte r the hectic experi
ences of the last few years. In s ta 
b ility  was then  the rule, and ex trao r

d inary dem ands had to  be m et a t any 
cost. T here  was a pyram iding of 
expenses which was m et by a sim ilar 
one of profits, with a constan tly  de
creasing purchasing  pow er of the dol
lar. I t  was m anifestly  a process th a t 
could not be continued indefinitely. 
As soon as the dem ands came to  be 
restricted , the inflated s tru c tu re  th at 
had been reared began to  to tte r. W ith  
a less efficient banking system  a panic 
would have been inevitable. T he 
w orst of the trouble  was passed some 
m onths ago, losses being taken by the 
concerns which had m ade provision 
for the em ergency, while the purely 
speculative ones were m ostly  pushed 
into insolvency. L iquidation has 
been forced in m any cases, but con
sideration has been shown in o thers 
where tem porary  help was needed in 
tiding over the period of stringency. 
T h at all are not yet out of the w oods 
is apparent from  the records of busi
ness em barrassm ents, which are still 
much above the norm al. D uring  the 
last m onth, for exam] le, the failures 
num bered 1,562, w ith an indebtedness 
of $42,904,409, as against 1,444 in July, 
with an indebtedness of $42,774,153. 
T he second half of the year is not 
show ing up as well as was hoped. In 
the first half there  was a g radual re 
duction in the num ber of failures, 
June m aking the m ost favorable rec
ord. In  the tw o m onths since, ad
vances have been shown. But these 
relapses are what m ight have been 
expected, ju s t as it is quite likely th a t 
the rem ainder of the year will show 
im provem ent in this respect. M atters 
of this kind do not go by rule, and, as 
conditions arc grow ing m ore favor
able, g radual p rogress is bound to  
become m ore apparent.

WHY UNIONS~ARECONDEMNED
W hy is it th at business i.i all its 

branches looks w ith suspicion on 
every trade union and dislikes and 
d istru sts  all the represen tatives of 
organized labor? Is it because busi
ness is opposed to good wages for 
w orkm en. Obviously not, for all busi
ness, retail, wholesale, m anufacturing, 
building and construction , is depend
ent on generous earnings by labor, 
for a large p a rt of its profits. T here  
can be no sustained, continuous p ro s
perity  for business when the trades 
are not well paid for their work. F rom  
the s tro n g est of m otives, self-interest, 
business is a natural friend of labor 
in every com m unity.

F or these reasons, and others, busi
ness approved of any i ro p e r  effort 
made by labor for the p rotection  of 
laboring  men and to  secure fair wages 
for them . W hy, then, the alm ost 
universal condem nation by business 
of the agen ts of the unions and of 
nearly  all of their o rganizations? 
T here  m ust be p o ten t reasons why 
business, na turally  and from  self- 
in terest desirous of helping workm en, 
is in fact hostile to  labor leaders. 
W hat are the causes of th is general 
dislike and d istrust?

The public can judge any society 
only by its conduct; the  principles, 
avowed openly or supported secretly, 
of any organization , are revealed by 
its conduct. A cts tell the tru th , and 
the acts of organized labor have re 

vealed m any th ings which account for 
the disapproval of its principles. B usi
ness has learned th a t loyalty  to  its 
union takes i recedence over loyalty 
to country  and fam ily; th a t in the 
suprem e em ergency of w ar organized 
labor will walk away from  a G overn
m ent job on the o rder of its leaders; 
that the union man will quit w ork 
even when the act deprives his wife 
and children of the necessities of life; 
th a t he will destroy  the p ro p erty  of 
his em ployer and cause him irrep ar
able loss when so ordered  by his 
union.

Business know s beyond a doubt 
that union m en are tau g h t d iscontent 
under all conditions, no m atte r how 
favorable; that their m inds are sys
tem atically  poisoned against their 
em ployers as oppressors, even when 
wages and w ork are so pleasant and 
liberal as to b ring  content. T he spirit 
of the union, revealed on every job 
in the country , is to  give less and 
less service and dem and m ore and 
m ore pay; to m aintain a trucu len t 
and sullen a ttitude  tow ard  the capital 
th at gives it work. W e have seen a 
G om pers boosting  w ages to  m eet 
soaring ; rices of food and clothing, 
and la te r when prices dropped, de
claring  w ages should not be reduced.

All th rough  the field of unionized 
labor business has seen its leaders 
fom enting ag ita tion  against funda
m ental econom ic laws and striv ing  
with suprem e selfishness and u tte r 
d isregard for the w elfare of all o th er 
occupations, and even of the welfare 
of the G overnm ent itself, to  m ake of 
union labor an arro g an t despot over 
business, industrial en terprize  and 
the governm ent. In  Russia th is po l
icy of labor succeeded, and now in 
th a t unhappy land the factories, the 
farm s, and all business except ta x 
collecting lies p rostra te . Judged by its 
conduct alone, the unions operate un 
der i rinciples th a t are u n just and op
pressive, and consequently  hurtfu l to  
all enterprize- and progress. And 
business, bu rn t and stung in a th o u 
sand places, knows it.

FIRE PREVENTION DAY.
Every man, wom an and child in the 

U nited S ta tes suffers e ither d irect o r 
indirect financial loss because of the 
seem ingly unbridled advance of our 
N ational fire loss. C onsiderably m ore 
than  $300,000,000 goes up in sm oke 
every year.

T h is is but one item  of the loss. 
T here  are on an average 18,000 hu
man lives lost, while some 60,000 p e r
son suffer bodily in jury  in varying de
gree. Because of our fire w orshipping 
habits, extensive fire departm en ts are 
necessary. F o rtunate ly  m ost of these 
are am azingly efficient, yet due to  the  
fact th at we have neither established 
fixed habits tend ing  to  m aterially  
reduce th is fire loss no r persisten tly  
w aged effective education to  the sam e 
end, the cost of our N ational annual 
bonfire is m any tim es g rea ter than  
the figures usually published as rep 
resenting  th is loss.

F o r a num ber of years it has been 
the custom  to, in som e fitting way, 
observe O ctober 9 as F ire  P revention  
Day. T his date has been generally

accepted for such observance th ro u g h 
out the coun try  because it is the date 
of the m em orable Chicago fire of 
1871. F requently  a week’s program m e 
is arranged  in the la rg e r  cities and 
suitable exercises designated  for each 
day of the week.

T ens of thousands of people know 
th a t buildings can be built th at will 
not burn. A rchitects, engineers and 
co n trac to rs  know how to design and 
build such structures. E veryone real
izes when he has been the one to  
suffer m ost from  fire th a t there  were 
one hundred and one neglected p re 
cautions which he m ight have taken 
to  p revent or m inim ize his loss.

F ire  P revention  Day and F ire  P re 
vention W eek have becom e too p ro 
saic. N ot only m ust we celebrate the 
day or week, but also observe the 
teachings the occasion presents. T here  
should be 365 fire prevention days 
and fifty-two fire prevention weeks 
each year.

I t can be done. Any p rogress th at 
we make is in answ er to  well-directed, 
persisten t education. W e m ust carry  
on our educational w ork for fire p re 
vention every day, of every week, 
th ro u g h o u t ¿very year, until nine- 
ten th s of our p resen t fire w aste has 
been elim inated. T h a t this is possible 
is proven by the fire records of E u 
ro; e, where the annual per capita fire 
loss is only one-tenth  th a t in this 
country.

W OOLEN GOODS UNCHANGED.
An ou tstand ing  fact in the wool 

situation  is the firm ness of prices for 
fine m erinos. T h is was show n d u r
ing the past week a t the auction sales 
at London and in A ustralia , w here 
the offerings were eagerly  taken even 
at advancing figures. A m ericans fig
ured in the b idding despite the 
E m ergency T ariff act and the prom ise 
of a continuance of duties when th at 
m easure becom es inoperative. T he 
fact is that, duty  or no duty, dom estic 
woolen m anufacturers m ust secure 
certain  foreign w ools in o rder to 
carry  on their business. N either the 
finest nor the co arsest of w ools is 
produced in th is country . Japanese 
were also b idders a t the foreign auc
tions. T o-m orrow  the W ar D epart
m ent will offer a t auction in B oston 
5,000,000 pounds of its holdings, m ost
ly low -grade stock.

N ot m uch of consequence happened 
during  the week in the goods m ar
ket. T here  are yet a few openings 
to be had of special woolen goods 
fo r use by m erchan t tailors, and w or
sted dress goods fo r spring  are still 
to be priced. T h is last m entioned 
event will p robably  not occur before 
the m iddle of the m onth, and it m ay 
be deferred  beyond then. T here  is 
some com plaint about the reluctance 
of dealers to  o rder c lo th ing  fo r fall, 
but it is generally  understood  th a t 
stocks are low and will need replen
ishing soon. T he re ta ile rs are in
sisten t on m edium -priced goods and 
appear to  be of the im pression th a t 
the best sellers of suits and overcoats 
will be those  in the $35 class. A 
little  h in t of colder w eather, it is felt, 
is w hat is needed to s tir  up real b u y 
ing bo th  in m en’s and w om en’s wear.
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A sk  your jobber for Sunsweet 
P runes—the nationally  adver
tised b ra n d —the s ta n d a rd  o f  
q u a lity  by w hich  p ru n e s  are  
ju d g e d  the n a tio n  over. Also 
•write us for sales-help? and  
m erchandising “ pointers”  that 
will show  you why it pays to  
push Sunsweet Prunes the year 
’ro u n d . »  C a lifo rn ia  P ru n e  
■and A p r ic o t  G r o w e r s  In c . 
999 M a rk e t S treet, S an  Jose, 
Cal. 10,800 grower-m em bers.

-why it pays to

-PushTrunes
Let us say you buy 5 boxes [125 pounds} at 12 cents. 
Y ou will have $15 invested. So $15 is your capital.

N ow , suppose you consider 30% margin on sales 
— w hich is equivalent to 43% on cost— the right 
margin on prunes. Then your selling price, based on 
12 cents cost, will be a little over 17 cents the pound. 
Therefore, to be perfectly safe, you can sell at 18 cents 
the pound, 2 pounds for 35 cents.

Here’s a safe and sane w ay to figure out w hat hap' 
pens: allow 1 pound on the box [or 4 °fo] for shrink, 
sampling, overweight. Figure 17%  average expense. 
Together these will make a total burden o f 2 1%  on 
the sales and leave you

9% Profit
In this case your earnings will be even greater. 
Because the 125 pounds of prunes on this basis 
will sell for, say, $22.20 or:
Gross spread - $7.20
Deduct the 2 1% burden - - - 4.66
And you have as net earnings - - $2.54
This is actually over 1 1 .44%. It happens because 
the selling price will average more than 17  ̂cents.

N o w , suppose you turn your prune stock once each 
month on this plan, you w ill have 12 turns at $2.54 
each, or $36.48. This shows net annual earnings o f  
over 2 0 0 on your capital o f $15. I f  you buy and 
sell out every tw o weeks, you will have $60.96, or 
more than 400% on your capital.

These are the plain facts and figures showing w hat 
can be made on prunes in any store. It can be done by  
any merchant w ho watches his margins and keeps his 
prune stock active. Fair margins plus rapid turnover 
work real magic w ith  your profits— remember that!

SUNSWEET
Ca l if o r n ia ’s  n a t u r e -f l a v o r e d

PRUNES
s e l l  them the year Wound

S rL-fife»

Á
y&'crf

l i \
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Michigan R etail Shoe Dealers’ Associa
tion.

President—J. E. W ilson, D etroit.
V ice-P resid en ts — H arry W oodworth, 

Lansing; Jam es H. Fox, Grand Rapids; 
Charles W ebber, Kalam azoo; A. E. K el
logg, Traverse City.

Secretary-T reasurer—C. J. Paige. S ag 
inaw.

Successful Shoe Merchandising on a 
Falling Market.

W hat would be the answ er if each 
of us asked ourselves the question 
“ Have we been successful in handling 
our business since the dow nw ard 
trend of prices started  in shoes?’’ The 
one w ord “successful” changes the 
question entirely  and I wish to deal 
with this topic in a broad  sense. No 
doubt the location of the business, the 
size of the city, tow n or village, 
your com petitors, and class of trade 
done would have its own peculiarities 
but how could we define successful 
m erchandising to cover us all as 
retail shoe m erchants. I am inclined 
to define it in this way:

“The buying and selling of shoes to 
show a legitim ate balance of the 
profit side of profit and loss account 
at stock taking time, which should be 
a t least once a year. To do successful 
buying, w hether on a steady, rising, or 
falling m arket, it is necessary to 
w atch the m arket. H ow  can we do 
th is?

F irst. Read your trade journals. I 
m ight say study your trade journals 
because in them  you get not only 
price conditions but the views of every 
side of your trade from the man who 
handles the raw  m aterial to the 
finished product. S tudy the trend of 
Dame Fashion as well as the views of 
the man who m akes the staple p rod
uct, and I am sure that you will all 
agree th at the inform ation from  this 
source is m uch m ore au thentic  than 
the propaganda as seen in the daily 
papers w ritten by men paid to do so 
from a m ere m oney side of the ques
tion.

Next, watch your stock—and to 
watch your stock properly, you should 
use some form  of stock accounting 
system  that will enable you to watch 
your sizes. T his one th ing  is a big 
leak in m ost retail shoe sto res for in 
a good m any cases we ge t in the habit 
of saying when buying a line, “Oh, 
give me regular sizes”—and never tak 
ing into consideration w hat we have 
in stock of a very sim ilar shoe. As a 
personal experience, let me give this 
one example. Some fifteen years ago 
when I was on the road, I had been 
calling on a m erchant for some time 
but only selling him an odd line, but 
on this particu lar occasion, I called 
and asked him if he could come over 
to the sam ple room  th at evening, and 
received the reply, “Yes, about 7:30 
o ’clock.” H e came and brought his 
head saleslady; picked out some 20

or m ore lines and s ta rted  to give me 
the sizes. Ju s t recall a sim ilar cir
cum stance yourselves and see if you 
haven’t often given this same answ er; 
the words “regular sizes,” was the 
answ er. In a num ber of cases his 
saleslady would say, when for instance 
a wom en’s line was in question, “Mr. 
Blank, we have lots of 2l/>, 3 and 3 /  
of sim ilar lines in stock.” But she 
got the reply, “W e will have to clear 
them  o u t”—and he bought regu lar 
sizes 2/> to 7, in m ost cases 18 pair 
lots. W hy had he so m any of these 
small sizes? Because he did no t 
watch his stock. B etter lose the sale 
of one pair than have five pair to sell 
at cost and on a falling m arket, at a 
loss, leaving no balance of profit a t 
stock taking time, o r if a profit shows, 
it would be unsalable sizes on the 
shelves which would be a false profit, 
and m ight easily prove a loss. A few 
years later, Mr. B lank’s health  failed 
and his stock was sold for 45 cents on 
the dollar; not successful m erchandis
ing.

A few don’ts in buying— D on’t buy 
from  too m any wholesale firms. D on’t 
buy too m any lines because in buying 
from  too m any firms, you are liable 
to duplicate lines and 18 pairs from  
two houses m akes 36 pairs, while if 
you bought say 30 pair from  one house 
your sizes would run bette r and you 
would be less liable to lose sales from  
being out of the size. V ery  often a 
custom er will ask for a certain  size 
and if it does not fit and you have to 
explain that this is the same shoe o r 
very sim ilar shoe bought from  an 
o th er firm—well, the old story, “ I t 
just doesn’t seem the same or I like 
the o ther bette r if you had the size 
I require,” which ends *’n a lost sale. 
The custom er m ay go to another 
store and buy a shoe just like the last 
one you were show ing but because it 
is bought from  another sto re  it m ust 
be different. It is very hard  for even 
the m ost experienced buyers to carry  
the description of a shoe exactly  in 
their m inds from  one sam ple room  to 
another. H ow  then can we expect a 
retail custom er to go from one store 
to ano ther and buy a shoe exactly, and 
be sure they are exactly, the same? 
.Many tim es we hear, “Oh, I can buy 
exactly  th at shoe from  so and so and 
a t such price,” when we know  they 
cannot, for you m ay have the ex
clusive agency fo r th at particu lar 
brand of shoe. B ut it w ould be of no 
use to argue w ith a custom er who 
talks like that, for it would only re
sult in a lost sale. (A good salesm an 
can explain to custom ers, bu t should 
never argue.)

T herefore, confine your buying to as 
few houses as possible and confine 
your lines as m uch as possible, having 
due regard  fo r required  assortm ent.

D on’t buy large quantities to get 
special prices. If  in order to do so 
you have to carry  goods over six 
m onths rem em ber w hat m oney is 
w'orth a t the bank. Y our profit is soon 
sw allowed up.

D on’t buy “regular sizes” but size 
up lines according to your stock and 
trade. Slow m oving sizes eat up the 
profit of the selling sizes.

D on’t place orders too far ahead; 
the traveler and m anufacturer m ay 
not a ltoge ther be in favor of th is but 
rem em ber you are a good fellow as 
long as you pay your bills prom ptly .
T his one th ing  gives m ost re ta il m er
chants over-stock.

Buy according to your tu rn-over so 
you can offer your custom ers new 
shoes taken from clean cartons for 
rem em ber the first im pression lasts

Herold-Bertsch Shoes Are 
Building

Satisfied Customers for Over 
3000 Dealers

'T 'H IN K  over in your mind the firms you once did business 
with, who are no longer in existence. There are any 

number of them. The average business is short lived. They 
come and go.
Then remember this, that Herold-Bertsch has been making 
shoes for over 25 years. Here is a business which has grown 
steadily, weathering all the ups and downs of business 
through a quarter century, adding year by year to its num
ber of dealers.
We have dealers who sold Herold-Bertsch shoes the first year 
they were made—and are still selling them. In homes beyond 
estimate “H-B” has become a household word for shoe quality 
—father, son and grandson all wear Herold-Bertsch shoes.
Over 25 years of successful manufacture and growth is your assurance that you are 
dealing with a sound, substantial house, which MUST be giving unusual values to 
show a quarter century of steady growth.

Herold-Bertsch Shoe Co.
Manufacturers of Serviceable Footwear.

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

M  0  tramp too long, no work too Ward; no occasion, 
work or fdaij, wken M ORE M ILEAGE SHOES 

{ail to feet good and took good. Tkeij ARE good.

Good enough reason why so many dealers carry them.
Keep a full range of sixes on hand. Don’t lose a single 
sale because you are “ just out”  of a size. W e supply 
you promptly.

HIRTH-KRAUSE
Tanners—Manufacturers of the 

MORE MILEAGE SHOE

GRAND RAPIDS MICHIGAN

the longest. A shop w orn shoe taken 
from  a yellow  faded carton  gives a 
bad im pression, a t least to the cus
tom er; ju st as sh o ts  th a t have been 
in stock room  for six m onths are in
clined to be looked on as old stock

S P E C IA L  FOR S E P T E M B E R  
8 to 10 lb. Clear Oak B e n d s ___ 55c

11 to 15 lb. Clear Oak B e n d s ___ 70c
12 to 14 lb. 1 Brand Oak B ends_60c
SCHWARTZBERG & GLASER 

LEATHER CO.
57-59 S. Division A ve. Grand Rapids

m u

Strap Sandal 
In Stock

Glazed Colt, F lex 
ible M cK ay, Stock  
No. 500, $1.90, Term s 
3-10. N e t 30 days.
W rite fo r pam phletl 
B R A N D A U  S H O E  CO?7 D etro it, Mich.



Septem ber 7, 1921 M I C H I G A N  T R A D E S M A N 11

by your sales force even if it is a 
staple line. I t  costs 6y2 per cent, per 
annum  according to bank in terest to 
carry  goods, and on a falling m arket 
these points would be doubly true  be
cause the over-stock would no t only 
be costing m oney to carry  but would 
depreciate in value, a t the same tim e 
m aking a double loss. So m uch for 
w atching the m arket and our stocks 
which reflects in our buying.

Second. Selling our m erchandise 
after buying it properly . W ill it sell 
itself? I say “N o.” O nly a portion 
of it. T o sell your m erchandise, ad
vertise. Tell the buying public w hat 
you have to  offer them  th ro u g h  your 
local new spapers using  good cuts, 
which rep resen t articles advertised. 
D escribe the article  you have in plain 
E nglish  telling the whole tru th  and 
sta tin g  sizes, w idths, and price; and I 
th in k  in m any cases it is well after 
giv ing  a full and clear description of 
artic le  to use a phrase, o r sim ilar 
phrase, “R easonably  priced a t $8, $9 
o r  $10” or w hatever the price is. T he 
people in terested  or reading the ad
vertisem ent, in m any cases follow your 
suggestions and think, as you do, es
pecially  if they  have confidence in the 
s to re . Back up your advertising  by 
show ing  the goods in your show w in
dow s and display cases and I believe 
good  price tickets on shoes help to 
se ll them . Do not crow d your ad
vertisem ent. T hree or four lines 
using p len ty  of w hite space around 
advertisem ent so it will stand out, will 
a ttrac t m ore a tten tion  and sell m ore 
goods than  a dozen lines crowded in
to a sm all advertisem ent and poorly  
set up.

I m entioned before to give sizes and 
w idths in lines advertised as well as 
prices. I believe this should be done 
so prospective custom ers will know 
that you have his o r her requirem ents.

T hird . W hen  custom er calls a t 
store, do not have to say, “I am  so rry  
m adam , but we are out of th a t size,’ 
w ithout giving a reasonable excuse for 
being so, such as, “W e have had a big 
sale of that line or th a t size.” Do not 
let the custom er leave your store  hav
ing the im pression th a t you didn’t 
have w hat you advertised a t the' tim e 
of advertising. H o ld  their confidence 
if at all possible and they will re tu rn  
later.

F ourth . H ave sto re  service. W h at 
m akes sto re  service? B right, clean, 
and  a ttrac tive  sto re ; proper account
ing system  to avoid m istakes; b righ t 
and  in telligent clerks th at are no t m ere 
selling  m achines but know  their busi
ness. Y our clerks represen t you 
w hen you are n o t there; be sure your 
rep resen ta tives have the proper tra in 
ing  and reflect good service. Cus
to m ers trea ted  p roperly  are sure to 
re tu rn .

Sell not only shoes but sell service. 
Shoes m ay sell them selves a t cost 
b u t service is the m argin  of profit 
w hich m akes successful m erchandis
ing. If  the p roper service is given, 
in 99 cases out of 100 the custom er 
will re tu rn  w hen needing som ething 
in your line and the re tu rn  sales make 
the turn-over, and the tu rn-over, even 
a t a sm all profit, swells the bank ac
count. T he bank  account and balance 
on the profit and loss account m ake 
successful m erchandising  and I feel 
sure, if we could only put these su g -

gestions in operation  in our business, 
that we would have success even in 
buying on a declining m arket.

In  conclusion— I o u tlin e . the sum 
total of successful m erchandising. 
S tudy the m arket conditions. Buy in
telligently  and sell not only shoes, but 
sell service. C. E. Smith.

Biggest Complete Exposition Ever 
Seen Here.

C om stock P ark  a t G rand Rapids is 
now the scene of m uch activity where 
skilled m echanics, expert electricians 
and m aster artisans are busy com 
pleting the m any display booths, 
g rand stand and o ther decorations for 
the g rea t W est M ichigan S tate Fair 
th at begins M onday Sept. 19, and 
closes F riday, the 23rd, w ith the an
nual exposition proper, to which has 
been added, this year, an extra special 
Saturday of th rilling  autom obile races 
in the afternoon. So m any famous 
drivers have been en tered  for these 
auto racing  events the m anagem ent 
assures a genuine p rogram  of m erit.

As this F a ir is now classed as the 
last w ord in industrial exposition ef
forts and the g rea tes t agricu ltu ra l 
Fa ir in the State, o r th is p a rt of the 
W est for that m atter, every induce
m ent is being m ade to a ttrac t, enter
tain and satisfy all the thousands of 
out of tow n v isitors who alw ays re 
ceive a hearty  Grand Rapids welcome.

The high class am usem ent features 
this year, the m ost expensive and 
th rilling  th at m oney could secure, in
volves such an extended night and day 
series of p rogram s as will be ever re
m em bered by all and fully repay fre
quent daily attendance.

Miss R uth Law and her daring  crew 
of flying, racing  acrobatic  aviators 
will offer an netirely  new list of high 
air stun ts and this new style “ flying 
circus” will alone ‘cover a full day’s 
enjoym ent while the n igh t program s 
in b righ t pyrotecnics is a scene never 
to be forgotten . T he m any m erito r
ious num bers on the long praise
w orthy  vaudeville p rogram  could not 
be given, the enorm ous expense con
sidered, unless the attendance proved 
satisfactory. But every year show s 
an increased attendance, which assures 
this big E x position -F airs’ m anage
m ent th a t it is m oney well spent.

T he Leach-L a-Q uinlan  T rio , top 
notch  gym nastic  act; L il K erslake’s 
educated pigs; Jazz Rags, the crazy 
comedy m ule; the w hite A rabian 
horses in a rtistic  posing; H a rry  Davis 
and com pany, fam ous rifle shots; D en
ver, the high jum ping  equine; N athan 
Daniels the M ichigan g iant; V er- 
m elto’s W ild W est and m any o ther 
a ttractions. The m assive and w onder
ful spectacular fire w orks exhibitions 
such as “T he Siege o f ' the D arden- 
nelles,” “T he G reat Chicago F ire” and 
“P ioneer D ays” are all new scenic 
displays.

Cause of the Change.
“You were carry ing  an advertise

m ent for a ‘four-piece p a rlo r set.’ I 
notice you have changed it to read 
‘five-piece set.’ H ow  is th a t?”

“W hy, m y little boy broke a leg 
off from  one of the chairs.”

If a clerk has a voice o r m anner 
th a t is dism al o r disagreeable over 
the telephone, th a t clerk should never 
answ er telephone galls,

Important Announcement
OU, perhaps, are facing the same perplexing difficulties 

JL that are at the present time confronting every merchant 
in the country— the problem of obtaining quality merchandise 
at 1914 prices.

Here is your opportunity to more than satisfy the appetite 
of the ever-hungry buying public at prices which will astonish 
even the most conservative. Just glance at the announcement 
contained herein and be convinced.

We Are Closing Out Our 
Jobbing 

Department
Four hundred thousand dollars worth of Men’s, W om en s 

and Children’s Shoes to be disposed of within the next sixty 
days. A  collosal task? Yes, but when you see the prices 
and note the quality of merchandise, you will feel as w e do—  
Money not only talks, but it positively shouts.

In justice to our legion of customers, and countless good  
friends, som e of whom  have been on our books since 1864, 
w e believe w e ow e an explanation as to our reason for closing 
out our Jobbing Department.

The general public is well aware of the fact that our Mr. 
Howard F. Johnson has developed a chrome sole, known as 
“Longwear,” which will practically revolutionize the shoe 
industry. This sole is being used exclusively on the Long- 
wear” shoe for boys, and so great has been the dem and for 
this shoe that w e must have every inch of space in our factory 
to take care of the orders which w e have received. In the 
future, therefore, our entire efforts will be confined to the 
manufacture and sale of the “Longwear” shoes with “Long- 
wear” chrome water-proof soles, and w e must dispose of our 
immense jobbing stock without delay.

SALE NOW ON
W e have started the machinery in motion, and will stop 

only when every pair of jobbing shoes on hand is disposed  
of. This includes everything. Our own make, Men’s, 
W om en’s, Growing Girls’, Child s and Infants footwear; in 
fact everything pertaining to the jobbing line.

We Have Withdrawn Our 
Salesmen From the Road

and will have them on the floor every day in order to expedite 
the task of handling , the immense throng which is bound to 
tax our salesrooms to capacity. A ll lots and prices quoted  
herein are subject to prior sale. First come, first served. If 
you cannot be here, wire us or mail your order immediately.

RINDGE, KALMBACH, LOGIE CO.
10 to 22 Ionia Ave., N. W.

G R A N D  R A P I D S ,  M I C H I G A N
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D ream  T h a t Came T o  H arrim an  T oo 
Soon.

I t was a fte r the R usso-Japanese  
W ar th at M r. H arrim an , d ream ing of 
a globe-gird ling  tran sp o rta tio n  sys
tem  by land and sea, visited the F ar 
E ast. He realized th at his g rea tes t 
difficulties lay in th a t quarte r. He 
required fo r his schem e an ice-free 
p o rt on the E astern  fringe of Asia, 
hut to  get th is he m ust deal w ith 
o ther nations. T he Asian coast had 
been then, and is now, partitioned 
am ong various Pow ers as their 
pheres; and M anchuria, upon which 
Mr. H arrim an  had fixed his eyes, 
was a Japanese econom ic province.

W ith  the help of L loyd Griscom , 
then American m in ister to Japan, Mr. 
H arrim an  made an agreem ent with 
tw o high officials in 1 okio th at A m er
ican and Japanese cai ital should co
operate in financing the Chinese E as t
ern (or South M anchuria) Railway to 
P o rt  A rth u r and D alny (D airen). 
U nder the P o rtsm ou th  T rea ty , which 
contained an em phatic affirm ation of 
the open door principle, Japan had 
acquired this concession from  defeat
ed Russia, and it would have been in 
accord w ith the open door policy to 
adm it an o th er nationality  into the 
enterprise.

Now, C ount K om ura, one of the 
m ost pow erful and adro it of the 
Japanese diplom atists, looked ‘ w ith 
d istrust and fear upon the a ttem pted  
Am erican invasion of M anchuria. H is 
fear was m ilitary as well as economic. 
And he checkm ated Mr. H arrim an  by 
negotiating  w ith China an agreem ent 
by which the Chinese declared th a t if 
Jaj an required outside assistance in 
financing the M anchurian project. 
Chine should provide it, and none 
other. T he T  okio agreem ent thus 
came to nothing.

But though Mr. H arrim an’s plan 
was blocked ju st as it seemed near 
success, he was not yet at an end of 
his resources. If the Japanese could 
not he enlisted in the project, per
haps the B ritish m ight.

T he S tate D epartm ent at W ash ing
ton had been w atching the H arrim an 
m aneuvers with in terest and, one may 
suppose, w ith sym pathy. T he late 
W illard  S tra ig h t was then our con
sul-general at M ukden, and th ro u g h ' 
him a plan was set afoo t for the fo r
m ation of a M anchurian hank, hacked 
by A m erican and B ritish capital, to 
finance ano ther railroad, this one to  
run from  Chinchow  to Aigun.

T he panic of 1907 delayed the plan 
tem porarily , hut in the follow ing y ear 
negotia tions were resum ed, and Mr., 
S tra igh t came to \ \  ashington with a 
m em orandum  hearing  on it. In N o
vem ber of th a t year Kuhn, Loeb &.

Com pany, Mr. H arrim an ’s bankers, 
signified to the S tate D epartm ent 
their w illingness to  finance the p ro j
ect, and T an g  Shao-yi, who rep re 
sented the Chinese G overnm ent in the 
conferences, set out for W ashington, 
ostensibly to extend his G overnm ent’s 
thanks to the  Roosevelt adm in istra 
tion for the re tu rn  of p a rt of the 
B oxer indem nity.

You may see to  w hat subterfuges 
the old diplom acy drove Mr. H a rr i
m an’s associates, although  Mr. H a rr i
man had no thing to  conceal, no am 
bition which he would not w illingly 
have confided to the world so far as 
he was concerned. T he gam e was 
being played in the only way possible 
to play it then. But this is a d ig res
sion. Let us re tu rn  to  T an g  Shao-yi 
and his supposed m ission of d iplom a
tic courtesy.

The Japanese were no t for a m o
m ent deceived as to  the real purpose 
of the Chinese em issary’s visit, and 
they were extrem ely  disquieted. But 
they  were not to  he outdone in dil lo- 
m atic am enities. On the very day 
th at Mr. T an g  arrived  in W ashing ton  
notes were exchanged betw een the 
Japanese am bassador and our D ep art
m ent of State, in which both govern 
m ents affirmed their cordial de te r
m ination "to  support, by all pacific 
m eans at their disposal, the independ
ence and in teg rity  of China and the 
principle of equal opportunity . So 
far as w ords went, this _gave the as
surance of equal opportun ity  for 
Am erica and G reat B ritain  in M an
churia.

Mr. Tang, it should he said, had an
o ther schem e in mind, a plan for an 
in ternational consortium  to finance 
China, with the U nited  S ta tes as a 
partici] ant. But we m ay d isregard  
that, since the M anchurian railroad 
pro jec t was the forpm ost in his 
thought. Senator Ph ilander C. Knox, 
then  R oosevelt’s Secretary  of State, 
issued his famous “neutralization  
plan for M anchurian tran sp o rta tio n , 
a plan to  make the open door effective 
in th at p a rt of the world. T hus the 
negotiations, involved and labored as 
such activities alw ays are under the 
furtive restric tions of the old d iplo
macy. w ent ahead sm oothly.

And then fate, so it seemed, step 
ped into the scene. On N ovem ber 
14 the E m pero r of China died, and on 
the follow ing .day the E m press died. 
Yuan Shi Kai, a fterw ard  to",becom e 
P residen t of the Republic, hut then  
a high official under the M anchu 
regime, was deposed, and Mr. T ang, 
who had come to  the U nited S ta tes at 
Y uan’s direction, was abrup tly  re
called.

D efeated aj; Jo k io  and in W ash-

What We Can Do As Your Agent
Collect income from all sources and deposit, remit 

or invest as directed.
Keep safely stocks and bonds and sell, if directed— 

the proceeds to be deposited, remitted or re-invested.

Manage real estate, collect rents, pay taxes, make 
repairs.

Pay from funds as designated, life, fire, or burglary 
insurance premiums; dues, taxes or other debts.

Prepare and file Income Tax returns and pay tax.
Carry out existing contracts until fully discharged. 

Use power of Attorney, when given, for protection of 
business or personal interests.

Act as Executor and Trustee under W ill in case of 
death.

O ne or m ore of the above services are available, if 
all are no t required. Com plete detailed record  kep t and 
sta tem en t rendered  regularly . T h e  charge  is sm all— 
based upon the  ex ten t of service desired.

Full inform ation  given upon request.

Rranp RapidsTrustHompahy

G RAND RAPIDS, MICH.
O T T A W A  A T  FOUNTAIN BOTH PHONES 4391



Septem ber 7, 1921 M I C H I G A N  T R A D E S M A N là

ington. Mr. H arrim an  now turned  to 
St. P e tersb u rg  (P e tro g rad ). T he T sa r 
was sui rente in Siberia, and there 
rem ained the possibility  of obtain ing  
a tran sp o rta tio n  right-of-w ay w ith 
his co-operation. T h rough  a Paris 
banker, Mr. H arrim an  approached 
the Russian M inister of F inance, and 
obtained his prom ise of support. But 
here again his p ro jec t was to  be made 
the sport of in ternational politics.

Let us pause for a m om ent to 
glance at the sh ifting  balance of pow 
er m aneuvered by shifty  diplom atists 
in the F ar E ast: Before the Russo- 
Japanese war, E ngland and G erm any 
w atched with susj icion both France 
and Russia, and Japan was a t d agger’s 
point w ith Russia in Korea. A fter 
R ussia and Japan  came to  blows, 
E ngland  entered  into her alliance 
w ith Japan, and France w ent into the 
Russian camp. P resen tly  a trea ty  was 
arranged , how ever betw een France 
and Japan, leaving Russia ra th e r out 
in the cold. I t  was so th a t m atters 
stood when the Paris banker was 
talk ing  with the Russian M inister of 
Finance.

In terna tional diplom acy no less 
than politics m akes strange  bedfel
low s; and the  p rospect of Am erican 
and B ritish transg ression  on the 
M anchurian “sphere of in te res t” was 
enough to b ring  Japan into amicable 
relations with her late enemy. W hile 
Mr. H arrim an ’s em issary was deal
ing w ith the Russian M inister of F i
nance, a Japanese  d iplom at entered  
into a secret en tente  w ith the R ussian 
Foreign  M inister, w hereby they 
agreed to  m ake com m on ground of 
their fo rm er battlefields. In  1910, 
this agreem en t becam e an open a l
liance, offensive and defensive, for 
the  p ro tection  of Japanese and R us
sian in te rests in M anchuria; but in 
the m eantim e, on Septem ber 9, 1909, 
Mr. H arrim an  had died, his g reatest 
am bition thrice thw arted .

T hus there  passed the chief incen
tive for a tran sp o rta tio n  scheme 
which would have been of incalculable 
benefit to  world com m erce and a 
factor for the unification of nations. 
T here  was fu rth er talk  of the “neu
tra liza tio n ” scheme, to  be sure, and 
some fu rth er moves tow ard  B ritish- 
A m erican co-operation in M anchuria, 
but Japan’s trucu len t a ttitude  tow ard  
them  b rough t them  to naught.

L et us suppose th a t Mr. H arrim an, 
instead of being forced, no doubt re 
luctantly , to  reso rt to  the devious and 
underhand  m ethods of the old di
plomacy, had been able to  lay his 
case, th ro u g h  the A m erican rep re 
sentatives, before the In tern a tio n a l 
C ham ber of Com m erce in Paris. H ere 
was an unobjectionable en terprise  
certain  to b ring  profit to  the pockets 
of all countries, could it be success
fully negotiated. T h ere  need be no 
secret about it. T he very fact th at 
it was above-board would have a l
layed in ternational suspicion. T he 
sun ligh t of publicity would have dis
pelled d istrust. And the  various gov
ernm ents m ight w ith good grace have 
go t heartily  behind it, instead of 
m eeting  it w ith double-dealing and 
the arrangem en t of secret alliances. 
You rem em ber th a t a t the conference

of the In tern a tio n a l C ham ber of 
Com m erce in London the B ritish 
C hancellor of the Exchequer i ledged 
his G overnm ent to  do any th ing  w ith 
in its pow er which the C ham ber 
m ight ask. T h at will become increas
ingly the a ttitude  of governm ents as 
the C ham ber grow s in au thority  and 
influence.

Peace and p rogress m ust come 
th rough  in ternational use of export 
capital, as W ill Irw in has expressed 
it in “T he N ext W ar.” I t m ust come 
th rough  an open door principle. But 
at p resen t the open door in China is 
a diplom atic fiction. All the Pow ers 
have given their robust vocal approv
al, and all of them  ignore it. I t  is as 
much a polite lie as thé assurances of 
distinguished consideration w ith which 
passf orts  are handed to  the expelled 
envoy of an enem y nation. Germ any 
subscribed to  it, but continued to 
hold S hantung  until the prize was 
lost in war. R ussia signed, but con
tinued to  hold P o rt A rth u r until th at 
was lost in war. G reat B ritain sign
ed, but continued to  hold, and con
tinues to  hold, H ongkong  and K ow 
loon and W ei-hai-wei. F rance sub
scribed, bu t continues to  hold A nnam  
and K w angchau. Japan signed, but 
re ta ins P o rt A rth u r and Shantung 
and K orea and the rest of her im 
perialist acquisitions on the Asian 
m ainland. So m uch for the te r r i
torial aspect of the open door.

As to  its com m ercial and financial 
aspects, they are as much a figment 
of the diplom atic im agination as the 
rest. But if these conflicting am bi
tions and privileges can be adjusted  
th rough  som e such agency as the  In 
ternational Cham ber, the w orld m ay 
hope to  find not only a solution of 
the whole F a r E astern  problem  w ith
out im pairm ent of China’s sovereign
ty and to  her vast advantage, bu t the
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actual realization  of the open door 
th roughou t the w orld, with equal op
portun ity  to  all in com m ercial and 
industrial develoj m ent.

John  Burnam .

Exiled Emperor Still Hailed as Hero.
G randville, Sept. 6—“ W ith proud 

and warm  gratitude I th ink  to-day of 
my brave com rades never vanquished 
in the field.”

T hus does the exiled m onarch of 
the fatherland congratu late his friends 
who assem bled at Berlin in honor of 
the lost G erm an cause. General 
Ludendorff, P rince  Eitel F rederich , 
Count von W aldersee and Gen. von 
der Goltz reviewed thousands of sol
diers who fought in the kaiser s war.

It was a time for rem iniscencing 
and for congratu la tions over the fact 

that Prussianism  still lived and still 
harbored  thoughts of revenge in the 
future.

“W ith true Germ an loyalty they 
achieved against the world of enemies 
deeds such as h istory never has known 
before.” P roudly the kaiser flaunts his 
personality  once m ore in the faces of 
his assem bled soldiers. W hatever 
m eaning may be a ttached  to this 
dem onstration , the fact that the em
peror still lives to th ru st his venom 
into the veins of unconquered G er
many may signify much which fails 
to appear on the surface.

Certain it is that the old spirit of 
junkerism  still prevails to a large ex
tent th roughout the Germ an so-called 
republic. Again we quote from  the 
ka iser’s m essage:

“The heroism  of the dead will live 
on to the honorable m em ory of the 
dead, and for the im itation of the liv
ing and for future generations. May 
the halo of the g reat days of the past 
be the beacon for the v ictorious il
lum ination still in the dark future. God 
pro tec t the fatherland and its people.” 

T his is really the first authentic  an 
nouncem ent from the lips of the de
posed m onarch which has come to the 
public. It serves to em phasize the 
fact that the republic, founded upon 
the ru ins of the H ohenzollern, is but 
a rope of sand. It serves, also, to 
show that the German heart is still 
leaning tow ard the em pire which was 
supposed to have been shot to  death 
on the bloody fiield of war.

One of the m ost significant u tte r
ances fell from  the lips of C ount yon 
W aldersee when he, as the- principal 
speaker of the occasion, declared in 
tones of fiery eloquence that "T here 
will come a day when we still stand 
together for the kaiser and the father- 
land. H atred  will stand guard in Ger
many. W e m ust train  our children 
to use the rifle and the sword. So 
long as G erm ans suffer under a fo r
eign yoke, and the French stand guard 
on the Rhine, we m ust p repare for 
revenge.”

Bravado and loud sounding words 
do not always count, but that the 
b ru tal hordes of the central empire

still harbor thoughts of ge tting  even 
with their late enem ies has been 
dem onstrated  on m any occasions. 
Know ing the perfidious character of 
the Germ an people as we do, it is 
easily conceived that the war for 
peace in poor old E urope has not yet 
been fought. All signs poin t to a re
aw akening of the old P russian  m ilitar
ism. The kaiser, from  his exile, has 
spoken w ithout being rebuked. The 
old soldier elem ent, the elem ent di
rectly  inim ical to the republic, has 
again reared  its head, iving cause for 
added alarm  on the part of France. 
T he b reath ing  of fire and ha tred  at 
this latest assem bly of m ilitarists is 
enough to alarm  friends of French 
nationality . F rance has her hopes fixed 
on a buffer nation  in united Poland, 
which the entente  league has not 
fully endorsed. Silesia is a bone of 
contention which may serve to again 
em broil the nations in war.

The dem onstra tion  made a brilliant 
spectacle, g laddening the eyes of the 
old regim e. H atred  of France is be
ing taugh t the children of Germ any, 
and it can be a question of only a few 
years when the old feuds will break 
into flame and again deluge central 
Europe in the blood and fire of war.

Gen. Ludendorff in his address said 
the will to v ictory m ust again arise 
in the Germ an people, and that now 
was the time for the G erm ans to 
turn their though ts to Prussianism , 
in which their s treng th  was em 
bodied.

Gen. von der Goltz denounced the 
tra ito rs who declared the suprem e war 
lord had been deposed. On the whole 
it was a ga thering  of ir-reconcilables 
calculated to make the heart of the 
exiled kaiser glad. 1 he shadow of 
m ilitarism  will not down in the land 
of the b ru tal Germ an. It is more 
ram pant to-day than it was just be
fore the war crusade started  in 1914. 
T here are men of middle age to-day 
who, before their heads are thatched 
with the frost of age, will see ano ther 
war in Europe, a ttended  with even 
m ore h o rro rs  than was the one so re
cently closed.

Prospects for peace were never 
b righ ter than in the days im m ediately 
preceding the o u tburst of w ar seven 
years ago.

P ro testing  his dislike of war, kaiser 
W ilhelm  deliberately placed his hand 
to the m atch which lighted the flames 
of war, and set out to conquer the 
world, invoking the aid of the A l
m ighty against his enem ies, who were 
enem ies only because he chose to 
make them so. W ith this same man 
still living and p lo tting  mischief, with 
m ilitary bands parading, big men of 
G erm anv hailing the exiled em peror 
as still their hero, what m ay not come 
to pass within the next decade?

Peace betw een G erm any and the 
United S ta tes is now a fact. T he war 
which ended so disastrously  for the 
H ohenzollern  three years ago will 
never again be invoked along the

RATES
As low as is consistent with good business and safe underwriting. 

Live Agents Wanted.

MICHIGAN AUTOMOBILE INSURANCE CO.
Grand Rapids, Mich. A Stock Company.
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United States and Foreign Government Bonds

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

HOWE, SNOW, CORRIGAN & BERTLES
« 1 -6  Grand Rapids Strings Bank Bldg., Grand Rapids, Mich.

same lines as was th a t contest. Bv 
dear experience the hun has learned 
not to awake the avenging arm  of 
the Yankee N ation. T he m istake 
made when the L usitania was sunk 
will not be repeated. A m erica need 
have no fear of arm ed Prussianism  
during the nex t outburst. F'rance and 
m ayhap England will have need to 
fight for their lives, hut the United 
S tales will rem ain unm olested, in fact 
will be hailed as the G erm an’s best 
friend am ong the nations of the earth. 
H ow ever, it will be well enough to 
beware of Greeks bearing  gifts.

Old T im er.

Took Tax Off Soap.
The H ouse of R epresentatives did 

one th ing  for which the  people every
where will bless it. It took the tax 
off soap. H erea fte r you can take a 
hath every S aturday  night, w hether 
you need it or not, w ithout paying 
Uncle Sam  for the privilege. T he 
soap tax was an absurdity  and an 
anachronism  in these days when the 
G overnm ent is doing everyth ing in 
its pow er to spread inform ation  re
gard ing  the g reat im portance of p e r
sonal cleanliness.

T he w onder is th a t the m en who 
suggested the soap tax  did not p ro 
pose a i roh ib ito ry  tariff on the to o th 
brush. Some brillian t statesm an did 
urge a stam p tax  on to o thpastes and 
pow der and got it th rough, too. But 
the pending H ouse hill takes it off, 
and, incidentally, rem oves the impost 
on the poor m an’s m edicines.

It is a satisfaction to come down in 
the m orning with none of yesterday’s 
work left over to he done to-day. Flow 
about to -m orrow  m orning?
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O rigin and D evelopm ent of the 
M atch Industry .

T he first really  practical friction 
m atches were m ade in E ngland in 
1827 by Jo h n  W alker, a d ruggist of 
S tockton-on-Tees. The invention, 
how ever, m ust be credited to Sir 
W illiam  Congreve, after whom  the 
Congreve m atch was named, and who 
was also the inven tor of the Con
greve rocket in 1808.

One of the early  form s of this use
ful article  was the B rim stone m atch 
m ade by cu tting  very thin strips of 
highly resinous or very dry  pine wood 
about six inches long, w ith pointed 
en'ds dipped in su lphur; thus p re 
pared, the su lphur points instantly  
ignited w hen applied to a spark  ob
tained by strik ing  fire into tinder from  
a flint and steel.

T his type of m atch was in a lm ost 
universal use until about one hundred 
years ago, when several ingenious in
ventions follow ed each o ther in rapid 
succession and displaced it com pletely.

The first of these inventions was the 
‘‘instan taneous-ligh t b ox” which con
sisted of a small tin box contain ing  a 
bottle  of sulphuric acid w ith sufficient 
fibrous asbestos to soak it up and pre
vent it spilling, and a supply of p rop
erly  prepared  m atches; consisting of 
sm all splints of wood ab o u t two 
inches long, one end of which was 
coated w ith chem icals prepared  by 
m ixing six p a rts  of chlorate of potash, 
two p arts  of pow dered loaf sugar, one 
p art of pow dered gum  Arabic, colored 
w ith a little  verm illion, and m ade into 
a thin paste  by adding w ater. The 
sp lin ts w ere dipped into m elted sul
phur and afterw ards into the p re 
pared paste.

T hey  were readily  ignited by dip
ping the ends into the sulphuric acid. 
T here  were several disadvantages in 
this invention, especially those arising  
from  the use of so destructive a m a
terial as sulphuric acid, which also 
had a fu rth er draw back owing to its 
g rea t pow er of absorbing m oisture, 
which soon rendered its p roperties 
inert.

Lucifer, “the ligh t-bring ing  m orn ing  
s ta r” gave his nam e to the succeed
ing variety  of m atch. T he bo ttle  of 
sulphuric acid and all its inconven
iences were dispensed with. T he 
m atch  was m ade of either sm all strips 
of paste-board  o r wood, and the in
flam m able m ixture was a com pound 
of chlorate of potash and sulphurete 
of antim ony, w ith enough pow dered 
gum  to render it adhesive when m ixed 
w ith w ater. T he m ixture  was ap
plied over the end of*the little  stick 
and dipped in m elted brim stone. These 
m atches were ignited by the friction 
caused by draw ing them  th rough  a 
piece of bent sand-paper and gave off 
choking sulphurous fumes. T hey 
have left their nam e behind, w hich is 
popularly  applied to o ther kinds since 
invented.

N ext to the L ucifer in im portance 
was the Congreve, the m atch which 
has, in a general way, survived to the 
p resen t day. T he body of the m atch 
was usually  of wood, bu t some, called 
V estas, were m ade of very thin waxed 
taper. T h e  com position used on 
these m atches consisted of phosphor
us and n itre ; or phosphorus, sulphur

and chlorate of potash, one of the 
salts of potassium , (when a small 
piece of potassium  is throw n upon 
w ater, reaction sets in, and the hydro 
gen form ed takes fire and burns with 
violet flame), mixed with m elted gum 
or glue and colored with verm illion, 
red lead, um ber, soot or o th er color
ing m atter. T he p roportions used 
were a lm ost as varied as the m anu
facturers were num erous. T he Con
greve m atch required only a slight 
friction to ignite it, for which purpose 
the bottom  o r some o ther p a rt of the 
box was m ade rough by a ttach ing  a 
piece of sand-paper; or covering it 
with sand-paper a fte r w etting  it with 
glue.

.W ith  every variety  of L ucifer and 
Congreve m atch there were certain 
dangers a ttend ing  their use, for in 
both, a slight friction would ignite 
them , and as, from  the nature  of their 
application, they were apt to be care
lessly throw n about and consequently 
exposed to the risk of accidental fric
tion; in this way they have been the 
cause of num erous m ysterious fires 
and serious conflagrations.

T he C ongreves were exposed to  fur
ther risks of accidental ignition arising 
from  the em ploym ent of w hite phos
phorus, which from  its very inflam 
mable nature will ignite spontaneous
ly at low tem perature. In  the m atch 
factories it was necessary to keep the 
white phosphorus in w ater to prevent 
ignition when exposed to the a tm os
phere.

T o “B ryant and M ay” is accorded 
the credit of p a ten ting  and in troduc
ing the “safety m atch ,” although it 
was invented by a Swede nam ed 
L undstrom  in 1855, who made m atches 
in Jonkoping.

T he only essential difference be
tween C ongreves and the “safety 
m atch ,” as orig inally  m anufactured, 
was in leaving out the phosphorus 
from  the com position applied to the 
m atch, and instead  m ixing it with 
the sand on the friction surface, thus 
separa ting  this h ighly inflammable 
m aterial from  its in tim ate and danger
ous connection w ith the su lphur and 
chlorate of potash. T his sim ple in
vention of “light only on their own 
box” m atches, rem oved to a large ex
ten t the dangers and objections to the 
use of the C ongreve m atch.

M atch heads contain ing  white phos
phorus would “go off” when sub
jected  to heat of 150 or 200 degrees 
F ah renheit; the properly-m ade, p res
ent-day, strike-anyw here m atches will 
not ignite until a tem pera tu re  of 300 
to 330 degrees is reached, and the 
safety or strike-on-the-box m atches 
will not ignite until they are subjected 
to a tem perature  of 350 to 370 degrees 
Fahrenheit. E xperim ents have proved 
th a t the lack of sufficient oxygen and 
the gases of com bustion quickly 
sm other the flame in a closed case of 
the well-m ade sesqui-sulphide m atch, 
so that the risk  in storage has been 
greatly  reduced. A box of m atches 
m ay be burned th rough  im pact or 
otherw ise, in the center of a filled case 
w ithout igniting  a second box.

U nder too high tem perature  in s to r
age the old style m atches were also 
subject to  spontaneous com bustion, 
and th ey  ignited easily by shock in

transporta tion  or when stepped on, 
and parlo r m atches were quite apt 
to be explosive, th row ing  off incan
descent particles when struck. Added 
to their o ther defects for comm on 
usage the m atch-m aking industry  was 
very unhealthful until the introduction 
of am orphous phosphorus, “A m or
phous” o r red phosphorus is a non
toxic form  obtained by heating  com 
mon white phosphorus to about 450 
degrees Fahrenheit in a ir-tigh t ves
sels. It does not take  fire until 
heated to 500 degrees Fahrenheit; it 
conducts electricity  while the white 
or poisonous phosphorus is a non
conductor.

So wonderfully has m atch-m aking 
developed, that more thousands are 
now engaged in it than there  were in
dividual persons who found em ploy

m ent in m aking the brim stone or 
sulphur m atches form erly.

George F. Lewis.

T he Fanestile  Bros. Grocery Co., of 
H oisington, Kan., tu rns $1,000 stock 
of high class groceries twenty-five 
tim es a year for a gross business of 
$75,000. All business is e ither cash 
or fifteen-day credit. T he store  is 
fitted up to look like a drug store ; 
all stock is under glass or on the 
shelves. Courtesy, service and high- 
quality goods are the w atchw ords of 
the store.

Perhaps the reason you have m ade 
good only in a small way is because 
you have never had any real opposi
tion to overcom e, no th ing to make 
you pu t in your best licks.

Preferred Risks! Small Losses! Efficient Management! 
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Pride in Company Reputation
Our Company has never sought to stand In a false light. I t  has stood on Its 
own foundation. I t  has never misrepresented Its position.

The Company abhors deception or sharp tactics. I t  desires to do righ t and 
to be square.
Good fa ith  Is needed In business. I t  is the very foundation of credit and under
lying credit Is Insurance.
W a w rite  Insurance on all kinds of M ercantile Stocks and Buildings, on a 30% 
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MOTOR TRANSPORT OCTOPUS.

It Must Pay Costly Bills of Highway 
Construction.

No man with a m entality evenly 
balanced, is unappreciative of the 
am azing record  of grow th and de
velopm ent made by the m otor-truck  
industry  within the last few years. O ur 
industrial h istory  records no such 
parallel in grow th and developm ent 
of any one industry  for a similar 
period of time. Equally true is it that 
no o ther form  of transpo rta tion  has 
been so fortunate in escaping such 
state  and Federal legislation as would 
establish the difference betw een the 
m otor truck transporta tion  business 
and the  general use of m otor trucks by 
business men in the delivery of goods 
in power vehicles of two tons capacity
__or less. T rue, also, is it th a t the
operatives of power trucks of tonnage 
ranging from  two to ten tons capacity 
have so far been m ost fortunate  in 
escaping state and Federal legislation 
which would establish the financial 
obligation of owners and operato rs of 
power trucks requiring costly high
way pavem ent. In  considering the 
so-called im proved highway proposi
tion, m otor truck  operation should be 
considered from two distinctly  sep
arate  viewpoints.

F irst, an established standard  
should be worked out by experts with 
recognized highway construction ex
perience for application to such high
ways as may be considered thorough
ly adaptable to w hat we m ight term  
popular public use. T his classified 
highw ay should be built so as to fully 
serve the requirem ents of ow ners of 
pleasure cars of all w eights; of horse- 
drawn vehicles, and of pow er trucks 
generally term ed delivery trucks. The 
dead weight carrying capacity of the 
general business vehicles m ight be 
fixed at say two tons. The actual 
cost of building an im proved highw ay 
capable of tak ing  care of all types of 
pleasure cars, horse-draw n vehicles 
and pow er trucks up to two tons 
capacity, should first be worked out 
as the prim ary fundam ental in estab- ■ 
lishing the difference between the 
cost per mile of a highway suitable 
for the three divisions of traffic above 
specified, as against the construction 
cost of a highw ay over which power 
trucks between two and twelve tons 
could be safely operated.

Second, a standard  should be es
tablished show ing the cost per mile 
of building a highway adaptable to 
the wear and tear produced by power 
trucks of from two to ten o r m ore 
tons. By establishing the difference 
between the cost of a highway that 
would prove suitable for general pub
lic use, and a highway constructed  to 
take care of heavy duty traffic, would 
mean possession of inform ation upon 
which to make a s ta rt in solving the 
problem  as to w here the tax liability 
of the public should sta rt and end, 
and then where the tax or license 
liability of the heavy truck  ow ners 
or operato rs should be gin and end.

Now, let us suppose th a t a highway, 
for exam ple, could be construted for 
$20,000 per mile—such a highway as 
would serve adequately the require
ments of pleasure cars, horse-draw n 
vehicles and general business trucks 
of up to two tons carry ing  capacity.

Now suppose the construciton  cost of 
a highway suitable for heavy power 
truck traffic would be increased up to 
$35,000 or $40,000 per mile. W ho 
should pay the difference in construc
tion cost? Should taxpayers having 
use for a highway built at a cost of 
$20,000 per mile be compelled to pay 
the additional cost of $15,000 or $20,- 
000 per mile when the ex tra  construc
tion cost is made solely in the in te r
ests of what we m ight term  m otor 
transport?  W e believe that while 
there is considerable horse-sense in 
the argum ent that the big m otor 
truck is an absolute necessity in the 
eternal fitness of things, it should be 
considered from  the view point of cold 
facts. H undreds of m otor truck 
transporta tion  o rganizations are be
ing put into operation all over the 
country—and for • what specific pur
pose? Certainly not for the purpose 
of serving the public m erely upon a 
charitable basis; certainly not upon 
the basis of charging cartage rates 
that pay operation costs without 
thought of profits or dividends to 
p rom oters and operators of m otor 
transport lines.

T here is a big difference between 
any proposition that can be considered 
a public convenience—the building of 
a highway that will serve the  demands 
of pleasure cars, horse-draw n vehicles 
and the sm aller classes of power 
trucks used for general business pu r
poses—and any proposition that is 
established and operated upon the 
same business basis as the steam  
railroad or the coastw ise steam ship 
company. The m otor truck  industry  
has becom e a m arvelously efficient 
servant to the dom estic and business 
demands of our country  and we be
lieve that the future of th is great in
dustry  should be made safe for all 
time, hut unless ow ners and operato rs 
of power trucks engaged in heavy 
duty service face the issue of costly 
highway construction frankly and co
operatively, the general public will see 
to it that state  laws requiring very 
heavy license fees will soon become 

' decidedly common. It is sim ply a 
question as to w hether ow ners and 
operato rs of the giants of the public 
highway express a desire to do their 
full duty in paying a ju st percentage 
of highw ay construction adaptable to 
their own specific requirem ents. The 
taxpayers of th is  country  arc already 
burdened to the breaking  point with 
all sorts of taxes, and m illions of 
them  have begun to distinguish the 
difference between paying assessm ents 
for highway construction that will 
serve popular demand and highways 
that m ust be built a t double the cost 
for the m ere purpose of providing a 
roadbed over which m otor trucks of 
large tonnage capacity m ay operate 
safely and econom ically.

The public has also begun to ap
preciate the unfair advantage which 
m otor transpo rt lines have over the 
so-called public carriers — the rail
roads. W hen a railroad comjjany is 
organized, its first onsideration is ap
plied to the raising of finances with 
which to purchase, build and lay ties 
andu rails, purchase rolling stock, 
build yards, sidetracks, depots, etc. 
But how different it is when the 
m otor truck  transpo rta tion  line goes 
into business. Practically all that is

BE THERE-
G R A N D  R A P ID S W ELCO M ES Y O U  for the 

BIG G EST F A IR  IN ITS H IST O R Y .

See
Ruth Law
the world famous avia- 
trix and her own Fly
ing Circus in The Sen
sation of the Age.

Gorgeous Fireworks 
Spectacle Every Night 
—Night Flying in Fire
works, Horse Races, 
Etc.
Sensational Auto Races 
Saturday  S eft. 24th. 
You cannot afford to 
miss it.

GRAND RAPIDS, MICHIGAN

Michigan’s Greatest Agricultural Fair with 1001 Special Added 
Attractions

15—BIG FREE VAUDEVILLE ACTS—15 
ADMISSION: Days, Adults 50c, Children 25c; Nights, General Adm. 25c

Automobile
Insurance

$ 8 1 3 ,6 4 5 .2 5  Paid in Claims

■ HE CITIZENS’ M UTUAL Autom obile Insurance Com
pany has paid over $813 ,645 .25  for claims since 

organization, having adjusted over 6 ,000. The Company 
carries a surplus of $ 1 2 5 ,069 .24  in addition to an office 

I building and equipment.
Every automobile owner needs automobile insurance.

I The good roads and increased number of automobiles ac- 
j  count for the increasing number of claims each year.' It 

is important to insure in a com pany that has sufficient 
surplus to stand the shock of serious claims. The Com 
pany is now paying out about 200 claims per month.

W hy insure in a small com pany when you can insure 
in the largest company, able to give you service and pay 
all claims promptly.

Write:

Citizens’ Mutual Automobile 
Insurance Company

HOWELL, MICHIGAN
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necessary is to form  an organization  
and raise a com paratively  m odest 
am ount of capital, engage drivers, 
purchase trucks and then arrange  an 
inexpensive organization  so th a t it 
will function—collect and deliver 
loads rang ing  from  two o r three tons 
to ten or m ore tons, here, there  and 
everyw here. T he public highw ays are 
handed over to these m otor tran sp o rt 
lines for p ractically  no financial con
sideration, excepting perhaps an oper
a ting  license that is a joke when com 
pared to the w ear and tear put upon 
the highw ays by the g rea t ju g g er
nauts th a t crack and sm ash an aver
age highw ay as a man m ight crush a 
U needa biscuit.

T he T radesm an w ants to  see the 
“square deal” applied no t only to the 
future of the m otor truck  building 
and operating  industries, but to the 
m illions of tax p ay ers  who are bend
ing their backs under taxation  levies 
th at w ould bankrup t any foreign 
country. T he T radesm an  believes that 
the daily new spapers and all o ther 
publications should step betw een the 
taxpayers and the m oto r tran sp o rt 
business w ith the single purpose of 
justice  to  both  sides of the con tro
versy. T he T radesm an believes th a t 
every dollar th a t goes into the con
struction  of a highw ay built specifical
ly to take care of large tonnage 
m otor trucks should be collected from  
those who are now profiting  th rough  
the laxity  of city, town, county  and 
state  officials having to  do w ith pub
lic thoroughfares. T he taxpayers of 
the country  were never called upon 
to presen t steam  railroads, for ex
ample, w ith free rig h ts  of way and 
roadbeds. W here  in the nam e of all 
th a t is equitable, do taxpayers of the 
U nited  S tates come in to  dig from  
their jeans the $15,000 or $20,000 th a t 
goes into the additional cost of every 
mile of highw ay constructed , o r to 
be constructed, solely for the  purpose 
of perm itting  private  carriers to  op
erate  their tran sp o rta tio n  lines at 
will? T h is highw ay proposition  is a 
m ighty  b ig  subject, and the T rad es
m an is going to  go into it from  all 
phases, and w ith the earnest hope 
th at new spapers and o ther publication 
editors will aw aken to the absolute 
injustice th a t prevails because of sta te  
legislative and official inactivity. T h a t 
the m otor truck  tran sp o rt business is 
no p lay th ing  is p re tty  well proven by 
the fact th a t som e very  influential 
lobbyists cam p at sta te  capitols while 
legislatures are in session, and their 
devious ways are counting  quite m a
terially , even in th is early  stage of th§ 
game.

How Well Do You Know Your Boy’s 
Secret?

W ritten  for the Tradesm an.
So Sam m y is to  be sen t to school 

th is fall? P erhaps he a lready  is go
ing th rough  those first, delicious, ex
citing, dism al, hom esick experiences 
so keenly felt by children, so little  re 
m em bered and realized by paren ts 
and teachers.

You have had Sam m y under your 
eye since the day he was born. You 
have w orried th rough  his little  illness
es—or perhaps serious ones; you 
have w atched over his choice of p lay
m ates and tried  to co rrec t w hat 
seem ed his faults and failings. You

have done the best you could for him. 
And now you have washed your 
hands of Sam m y and tu rned  him  over 
to a school teacher to  m ake o r mar.

O r haven’t you? M any paren ts do. 
A few wise ones do not. T he few go 
m uch out of their way to find out 
w hat so rt of person it is who is going 
to m ake indelible m arks on Sam m y’s 
character to  get very  well acquainted 
with her and to co-operate w ith her in 
every possible way. F a th e r would do 
som ething like that if he were sending 
a valuable horse to a board ing  stable!

Do you know  the young wom an 
who is to stand in your place with 
Sam m y all th rough  the school year? 
She m ay be well trained  in the 
technique of her position and grade 
of w ork ; she m ay even be a be tte r 
person to have charge of Sam m y than 
you are. I have know n of such in
stances. And then, again, she m ay 
not. Anyw ay, do you know? Is she 
cheerful and sunny, or is she gloom y 
and nagging? W ill she bring  ou t the 
best in Sam my, or tu rn  his steps into 
a w rong road from  which he m ay 
never come back?

T here  is such a difference in 
teachers’ d ispositions—you are fo rtu 
nate if you do not rem em ber some 
bad ones. T here  is as m uch difference 
in school teachers as there  is in 
parents.

H ave you definitely planned to visit 
the school this term , and will you do 
it?

M y fa ther was a country  school 
teacher when he was eighteen years 
old. I rem em ber his telling of “b oard 
ing around,” as the  families in the  
village shared  the “keep” of the 
teacher. H e used to  say th a t it had 
its advantages, especially in getting  
acquainted w ith the p a ren ts  and the 
fam ily environm ent, as well as in ge t
ting, once in a while, com fortable bed 
and board! H e couldn’t rem em ber 
m any paren ts who took particu lar 
pains to  co-operate w ith him  in his 
responsib ility  for their children, bu t it 
was a g reat help to  know  the so rt of 
hom es from  w hich his pupils came.

T hree  questions were asked, I re 
m em ber, by a veteran  school teacher 
a t a m o thers’ assem bly in the State 
of New Y ork th at I once a ttended. 
T hey  touched vitally upon the  re la
tions betw een paren ts and teachers. 
She did not answ er the questions nor 
ask  her audience to answ er them . I t  
was in teresting  to  see the varied ex
pressions of countenance w ith which 
they  w ere received and to  hear the 
hum  of com m ent which they  caused.

“W hat relation  [¡does your living 
room  bear to  your child’s teacher?

“W h at relation does your dining 
room  bear to  th at teacher?

“W h at re la tion  does your guest- 
cham ber bear to  him  o r her?

These w ere the questions which, 
the speaker felt, em bodied an im por
tan t aspect of the re la tion  betw een 
teacher and paren t. She saw  a vision 
of the help and insp iration  that w ould 
rew ard  a teacher who becam e well ac
quain ted  w ith the child in his hom e 
relations.

Suppose Sam m y’s teacher should 
come to know him  th ro u g h  y our liv
ing  room . Does Sam m y have an im
p o rtan t p a r t in the life of th a t room , 
so th a t he feels a t hom e w ith the

books on the shelves; so that the 
lamp and chairs and pictures are a 
p a rt of his daily life? W ill the teach
er see him, when she calls really  p a r 
ticipating  in the life of the family? 
O r is he shut aw ay in a place by him 
self or compelled to have his real life 
w ith servants? T eacher would notice 
that.

W hen she know s you well enough 
to  break  bread w ith you, will she get 
a delightful in tim ate glim pse of 
friendship betw een you and Sam my, 
and father too? W ill she like to be 
invited to your table?

W hen you give her a chance to see 
Sam m y “round the clock” by asking

her to  spend a week-end w ith you, 
what will be her im pression then?

T eacher m ay be able to tell you 
some th ings you do not know about 
Sam my. T he co-operation m ay not be 
all for teacher’s benefit. Both of you 
will b f b e tte r equipped for the task 
of m aking Sam my all th at he ought 
to be—bring ing  out of him all that he 
is and has, for his benefit and the 
benefit of the world in w ’ h he will 
live after you and tea both are 
gone. P n u . c e  Bradish.

[C opyrighted 1921.]

B etter the m em ory of the good man 
than the epitaph of the great.

T IKE every other grocer, you are interested in bigger 
sales. Carnation Milk, now in its twenty-first year of 

leadership, continues to turn over quickly month after month. 
This turnover will be steadily maintained by Carnation qual
ity and Carnation advertising.

A large number of your customers are readers of The 
Saturday Evening Post and other national publications in 
which Carnation advertising is regularly appearing, month 
by month. They know you carry Carnation Milk in stock. 
Thus, in addition to new business which this advertising 
brings, there is being developed for your store the prestige 
so closely associated with national advertising. Get your 
full benefit of this advertising by using the Carnation advér- 
tising and store helps. Ask our representative or write to us.

C a r n a t i o n  M il k  P r o d u c t s  C o m p a n y
933 Consumers Building, Chicago 

1033 S tu a r t  B u ild in g , S e a t t le

Remember, Your Jobber Can Supply You

Graham & Morton

City T ick e t Office P A N T L IN D  H O T E L  
Tel. C itz. 61111; Bell, M 1429 

Lv. Chicago D ally  10:45 p. m. &  Sat.'s 
1:30 p. m. Chicago tim e. Lv. Holland 
Daily Except S a t/s  9:30 p. m ., S aL ’s 
only 1:45 and 11:30 p. m . G. R . tim e.

C H I C A G O
35 Plus 
War Tax

D A l\L Y
Michigan Railway Lines

D ally  Except S a t
urday’s 9 p. m . 

S at.'s  1:00 A  10:20 
p. m . G. R. tim e. 

Tel. C ltz ., 4322; Bell, M 4470 
F R E IG H T  TO  A N D  FROM  

C H IC A G O  and A ll Points W est
Every Saturday, 

p. m. G. R. Time

BOBTTBfllN
D aylight T rip  

Boat T ra in  1
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DRY GOODS, f 
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Michioan Retail D ry Goods Association. 
President—J. W . Knapp. Lansing.
F irst V ice-P resid en t—J. C. Toeller. 

B attle Creek. _ .
Second V ice-P resid en t—J. B. Sperry, 

Port Huron. _  _
Secretary - T reasu rer— W. O. Jones, 

Kalam azoo.

D ry Goods Business of S ixty-Five 
Y ears Ago.

W ritten for the Tradesm an.
“T hings a in’t as they used to  was.” 

T he dry goods business of to-day is 
a very different p roposition  from  what 
it was in February , 1856, when I first 
engaged in helping to conduct it with 
W illiam  E. Law rence, one of the old- 
time m erchants of New Y ork City, at 
the m unificent salary of $2.75 per 
week for m y first year’s service. T h a t 
was back in the days when there 
w asn’t any th ing  known of the m odern 
delivery wagon. Packages were all 
delivered on the backs of bundle 
boys,” of which I was one. Salesm en 
were instructed  not to offer to send 
bundles w eighing less than  the 
equivalent of sixteen yards of wide 
m uslin. Even then we were to ld  to 
wrap it up and place it on the counter 
in fron t of the custom er and wait un
til her hands were upon it and then 
to say, “W ould you like us to  send 
your package hom e?” In  th a t way 
we would get by on m any bundles 
w eighing m ore than sixteen yards of 
m uslin. Each m orning early  I would 
load up with a system  of straps over 
m y shoulder, the bundles sold the 
afternoon before, and s ta rt out on 
m y job of w alking “day in and day 
o u t” m y twenty-five to th irty  miles 
per day, ending up afte r dark, all 
sto res then rem aining open until 9:30 
to 11 o’clock. Som etim es the bundles 
were as big as the boy who carried  
them .

T hose were days o f  needful sm all 
economies. S trings about packages 
com ing in were carefully  untied  and 
wound upon a ball for future use. 
Care w as taken not to  tea r the paper 
in unw rapping goods, and it then be
came one of m y duties to cut this 
paper up into suitable sizes, s tring  it 
and hang it up for use the nex t day. 
No advertising was done, A. T. 
S tew art only indulging in occasional 
four inch single colum n advertisem ents 
which were regarded as a needless ex
pense.

Profits were extrem ely small. W e 
paid as high as 1 0 J/2 cents for an a r
ticle sold a t 12JA  cents; 17 cents for 
one sold a t 20 cents and 21 cents for 
one sold a t 25 cents. F o r a black silk 
to  sell at a dollar we never paid less 
than  85 cents. E very th ing  else in 
p roportion . O ur h ighest paid head 
salesm an received $9 per week. M er
chants were com pelled to  accum ulate 
very  slowly. M y em ployer had been 
in business for thirty-five years, was 
considered a successful m erchant and

was at the time probably w orth  a fo r
tune of less than  $30,000. H e had a 
prem ium  for the clerks in a success
ful y ear’s business. W henever at our 
annual inventory  it was found the 
store had cleared a thousand  dollars 
he would take us all out and trea t us 
to oyster stew—six oysters, a little 
sliced cabbage and four crackers, 15 
cents. T h a t was sixty-five years ago, 
but I can taste  the joy  of those 
oysters yet. W e lost out, however, 
on the oysters about half the years. 
Now, a dry goods m erchant who can 
not clear up a thousand a m onth  con
siders him self a piker. A nd how long 
would the dry goods dealer of to-day 
keep out of the hands of the sheriff 
on a 15 per cent, gross profit on his 
sales?

W e are experiencing a t p resen t a 
trem endous business depression. I am 
g etting  used to them . I w ent th rough  
th at of 1856 and it was a hum m er all 
right. My second y ear’s salary  was 
kept down to $3.50 per week because 
my em ployer had lost m oney the year 
before. Again we had a real-for-sure 
one in 1873 and I got o u t from  under 
it by selling my in terest in the d ry  
goods firm of F o ste r B ro thers, w hich 
then  had one of its stores a t G rand 
Rapids, and s ta rtin g  the Grand R apids 
Saturday E vening Post. I t  was clear
ly providential th a t I didn’t h it the 
rocks. T hen 1893—w hy even your 
younger readers rem em ber that. P ra c 
tically five years of unem ploym ent 
and soup houses. T he w ater had  to 
be squeezed ou t of inflated values in 
m ortgages, real estate, m anufactured 
goods and wages, D ebts had to be 
paid w ithout the w herew ithal to pay 
them . Reckless extravagances had to 
be pu t aside and p inching econom y 
substituted. W e are traveling  and 
m ust travel the sam e road  to-day. 
T hanks to our Federal R eserve Sys
tem  our troubles are no t com plicated 
by a financial panic, as in ’56, 73  and 
’93. W e m ight reasonably  expect 
quick recovery  if union labor was 
m ore wisely led and exhibited a bet
ter spirit. W ages m ust come down 
before goods can be m anufactured  
and sold a t a profit, and if in the 
process of deflating them  we are to 
have a continued series of strikes, w ith 
all the disorder and d istress which will 
follow, we m ay expect to  travel a very 
rocky road  in business for a t least a 
couple of years to  come.

D avid N. Fostg^.

One Way To Handle Furnishings.
A w ardrobe replacem ent plan offers 

possibilities, particu larly  now, as there 
are p robably  m ore trousers with shiny 
seats, m ore sh irts  w ith frayed cuffs, 
and m ore to rn  underw ear in use 
am ong the middle classes than  a t any 
time since the close of the Civil W ar. 
An investigation of 100 well assorted 
w ardrobes would give a fair indication 
of w hat articles need to be replaced. 
T he gentlem an m aking th is suggestion 
would then  stock up w ith these a r
ticles aind forget th a t he was selling 
any th ing  else. H is nex t step would 
be to prove his honesty  to the public 
conclusively, if he had to publish his 
c o s ts 'a n d  sw ear to them . H e would 
then content him self w ith an exceed
ingly m oderate profit.

M ore than  in prices, the consum er 
is in terested  in adherence to som e rea
sonable standard  of value. H e  goes 
into a retail sto re  to  find old clothing 
m ade during  the  war, cu t in an ob
solete fashion and contain ing  shoddy 
m aterial, show n alongside new and 
b e tte r goods, bu t bearing  a cor
responding price. Such experiences 
entrench in the consum er’s mind the 
conviction that the retailer isn’t doing 
his p a rt to  m ake buying possible. B ut 
m ost re ta ilers still have to  learn that 
freedom  to charge a high price does 
not im ply an obligation to  charge a 
high price. M ost re ta ilers can’t fo rget 
a certain  court decision to the effect 
th at the re ta iler m ay ask w hat he 
pleases for his goods. T hey  trea t this 
decision as a kind of M agna C harta 
for their craft, fo rgetting  th at there 
m ay be tim es when there  will be m ore

Glove sales grow  on the basis of: 
1. T he individual nature  of the m er
chandise, considering  a pair of gloves 
as a unit in itself. 2. T he influence 
the gloves have on the com pleted a t
tire of the w earer, in relation to hat, 
suit, and so forth . 3. T he personal 
view point of the  purchaser. Gloves 
as a line of goods have a d istinct 
m erchandising  personality . Do not 
confuse the glove as an item  with 
w hat the glove m eans to the custom er 
and do not confuse either w ith w hat 
the glove departm ent m eans to  the 
store.

A dazzling vision will lure, but sober 
judgm ent m ust pick the way.

We are manufacturers of

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

CORL-KNOTT COMPANY,
Comer Commerce Ave. and 

Island St.
Grand Rapids, Mich.

G RA D ES.
PR IC E S.

THE MCCASKEY REGISTER CO.. 
a l l ia n c e , OHIO
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Crochet Cottons
Fall and winter months mean increased sales 

of crochet threads. We stock such popular brands 

as C. M. C., O. N. T., Silkine and Peri Lusta.

Fill in your stock now.

Quality Merchandise —Right Prices — Prompt Service

PAUL STEKETEE & SONS
W HOLESALE DRY GOODS GRAND RAPIDS, MICH,
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His Definition.
“ F a th er,” asked the young son, 

“w hat is a law yer?” __
“A law yer? W ell, m y son, a law yer 

is a m an who gets tw o men to  strip  
for a fight and then runs off w ith  their 
clo thes.”

K nit Silk T ies !
F ifteen Styles ! !
T he  “last w ord” ! ! !
O n the  floor ! ! ! !
G et the  business ! ! ! ! !
YOU C a n ! ! ! ! ! ! ! ! !

' D a n i e l  J .  ^ t o n  &  C o m p a n y

G R A N D  R A P I D S  
59-63 Market A ve. North

The Men's Furnishing Goods House of Michigan
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KEEP YOUR W INDOW S CLEAN.

U ntidy Appearance Has Bad Effect 
on Passing Public.

W hat is the use in devoting much 
trouble and pains to  a w indow  dis
play, if the details are not considered? 
W hy put tim e and energy  into a trim , 
and overlook one of the essentials 
th a t create a good im pression? W hy 
let carelessness o r unconcern  en te r in
to a well-laid scheme because of one 
or two m atte rs  th a t count for so much 
when the w hole is considered? In  
the main, why be negligent as to the 
cleanliness of the  glass th rough  which 
those outside looking in ge t their first 
im pressions? W hy no t do the entire 
job righ t?

T oo often we s£e d irty  window 
panes in show  windows, w hich con
tain really  com m endable displays. A 
clean show window pane is necessary 
to secure the g rea tes t publicity  for a 
dealer’s display. N o th ing  so surely 
destroys the a ttrac tiveness of a really  
good w indow trim  as a streaky, dust- 
covered or fly-specked glass in fron t 
of it. Such a condition is easily avoid
ed. If  every dealer, o r his display 
man, understood  how  simple it is to 
keep w indow s brigh t, probably  m ore 
a tten tion  would be given to  th is im 
p o rtan t detail of successful retailing. 
T he follow ing instructions are given 
for the benefit of those who desire 
their displays to have all the  telling  
effect it is possible to create on the 
passing  public.

Do no t a ttem p t to w ash a  w indow 
while the sun is shining d irectly  upon 
it, for under such a condition it will 
appear streaked afte r drying, reg ard 
less of the am ount of m uscle used in 
the rubbing. One should w ait until 
the w indow is shaded. A cloudy day 
is best. T he best and cheapest equip
m ent for w ashing w indow s is a brush  
and a rubber cleaner, the  la tte r  being 
generally  know n as a “squfeegee.” A 
long round  stick, which is used as a 
handle for bo th  brush  and cleaner, ac
com panies the outfit.

T he w ater used m ust be clear and 
free from  all sedim ent o r g rit, as g rit 
will scratch  and in jure the glass, m ar
ring  its polished surface perm anently . 
If the only w ater available carries an 
appreciable am ount of g rit, such as 
sand, it should be filtered  carefully 
before using it on the w indow panes. 
W here  w ater natu ra lly  is clear, th is is, 
of course, unnecessary. I f  the  water, is 
“hard ,” it is best to  use a few drops 
of am m onia to soften it.

Securing the b rush  to the long  han
dle, it is dipped into the  w ater and 
the cleaning s ta rted  a t the  top  of the 
w indow glass, w hich should  be rubbed 
thoroughly . T he long handle greatly  
simplifies the work, as a step ladder is 
not needed, the  top  of the glass being  
easily reached while the cleaner is 
stand ing  on the sidewalk. W hile the 
glass is still wet the brush  should be 
exchanged for the  rubber cleaner.

S tarting  a t the top of the  pane, the 
w ater should be squeezed from  the 
surface of the g lass by  long, steady  
dow nw ard strokes reach ing  to  the 
bo ttom  of the window. T he rubber 
cleaner should be w iped clean w ith a 
co tton  clo th  a fte r each stroke. In  
polishing the w indow  inside, Bon Am i 
can be very  sa tisfactorily  used. I t  
should be applied th ick ly  w ith a co tton

rag. A fter th is p reparation  has dried 
on the pane, it should be wiped off 
w ith a cotton  cloth. H ow ever, the 
glass rare ly  needs polish ing  if it has 
been thoroughly  cleaned.

A sim ilar m ethod is em ployed for 
cleaning the inside of the pane, ex
cept th a t one never should use Bon 
Am i or any o th e r sim ilar pow der, be
cause it creates a fine dust in rubbing, 
which is ap t to se ttle  on the  m erchan
dise, on the floor o r background, ge t
ting  into the crevices, w here it is diffi
cult to rem ove it.

O ften, if the p o rte r is given the task  
of cleaning show  window  panes, he is 
quite careless about the corners and 
edges near the fram es, leaving d irt 
there. A glass never looks clean un
less it is tho rough ly  gone over. If  
sedim ent has accum ulated in the cor
ners, it should be rem oved w ith som e 
soft-poin ted  instrum ent, and the  glass 
to the very  edge cleaned and, if nec
essary, polished.

W indow  w ashing is no t an especial
ly a ttrac tive  spectacle a t the best, and 
a dealer will wisely select a tim e when 
there  is no t m uch pedestrian  traffic 
along the stree t to have his wondow s 
cleaned. T he large departm ent stores 
have their w indow  glass cleaned a t 
n igh ts o r on Sundays, w hen the pave
m ents are not congested, and the m an 
doing the  w ork  is no t disturbed. 
W here  there  is a good deal of un
avoidable m oisture in the in te rio r of 
a display window, it can be dried 
quickly by using an electric  fan, the 
breeze from  which dries the floors 
and the sills readily.

All these details are necessary in o r
der to ge t the best resu lts from  a w in
dow display. C arelessness and negli
gence should no t be evident anyw here, 
for their m arks are alw ays noticeable. 
T here  is no excuse fo r them .

Cutting a Men’s Wear Store in Two.
T oepfer & Bellack, M ilwaukee, have 

grow n rapid ly  very  largely  as the re
sult of the good will enjoyed by the 
p a rtners in d ivergent social circles. 
T oepfer belongs to  a large num ber 
of fra te rnal orders. Bellack, a college 
m an, is popular am ong the first fam 
ilies. E ach of these m en has b rought 
his friends’ pa tronage to the store, 
w ith the result th a t in a sho rt tim e it 
has ou tgrow n its original quarters. 
T heir location w as expensive b u t 
valuable, and m oving was n o t to  be 
considered. T hey  discovered th a t they 
could lease an adjo in ing  “L ,” bu t it 
occurred  to them  th a t w hat they 
w anted was not additional first floor 
space b u t second floor space. N one 
of the second floor, however, was 
available. T hey  w ere then  im pressed 
w ith the distance from  th e ir s to re ’s 
floor to its ceiling, 20 feet. T hey  
cut it in two. T he floor a rea  w as 40 
x70 feet. T he second floor was built 
over a space 40x55 feet. T his was 
given over to clothing. T he to ta l re 
sult is decidedly pleasing. T he w ork 
being done in o rnam ental steel and a 
m ost a rtistic  sta irw ay  being in tro 
duced into the center of the room  
about half w ay dow n its length. 
L igh ting  fixtures of the sem i-indirect 
type have been installed. T he floor 
has been carpeted  and  the color m otif 
adopted is light gray. T h e  change 
has enabled the sto re  to  take on a 
large am ount of additional stock  w ith
out increasing  its  overhead.

How the Rising Market Looks to Us
New York, Sept. 3, 1921.

Having been in the market the past three weeks with sev
eral buyers, we have had an opportunity to see and talk with 
those familiar with the situation and the causes back of the 
recent runaway movement in cotton goods.

Cotton a few weeks ago was selling at llj/£c and very 
weak. To-day it is 18J4c and strong. The change in senti
ment is due to the realization by those who use raw cotton that 
while the carry-over may have been 10,000,000 bales, that the 
next crop is likely not only to be very short, (around 7,500,000 
bales) but that a large fart of the cotton carried over and the 
next crop W ILL BE BELOW MIDDLINGS instead of MID
DLINGS AND ABOVE, and most of the Mills are equipped 
to handle only Middlings or better grades, and could not handle 
lesser grades without changing equipment at a large cost. Hence 
the Mills started buying. Speculators who counted on the 
pessimistic attitude of everyone had sold cotton short and were 
badly squeezed when the market rose, and their necessity to. 
cover helped push up the price still further.

During the fiscal year ending June 30, 1921, the exports 
of cotton fell off 21 per cent., but beginning August 1st Europ
eans began to buy and the recent takings of cotton for export 
each week have been practically double the same week last year. 
Large corporations organized privately and Governmental 
assistance are providing proper credit facilities whereby the 
cotton farmers can secure loans on cotton to provide for their 
needs and prevent needless sacrificing and thereby handle the 
carry-over and new crop in an orderly manner.

But perhaps the biggest factor of all is that supply and 
demand are now more nearly equal. Our 106,000,000 people are 
wearing out cotton goods constantly, whereas the production 
for nearly a year has been curtailed. Many wholesalers and 
retailers have been low on merchandise, and orders recently 
placed have cleaned up the available production for nearby 
delivery. Practically every Mill advanced prices first, but that 
didn’t stop orders pouring in. Meanwhile they tried to buy 
cotton in the face of a runaway market, and it jumped so fast 
they didn’t know what to do, so almost all Mills are now sold 
up until November, and have withdrawn their lines until they 
know what to do for later delivery.

Manufacturers of Hosiery, Underwear, Knit Goods, Men’s 
Furnishings and Ladies Ready-to-wear are almost sold out of 
merchandise for nearby deliveries, and are asking advances on 
such merchandise as they have to sell. They maintain that 
during this period of readjustment, some lines dropped further 
than others, and are entitled to an advance to place them on 
a parity with the others, and that dry goods, of all other lines, 
is most entitled to benefit accordingly. Already it is plainly 
stated that those who do not buy for Spring 1922 now, will 
have to pay large advances, or go without altogether.

More conservative authorities in cotton goods circles have 
expressed the opinion that they hope that the advances in 
cotton and other raw materials will not go so far as to force 
a large advance in cotton goods, as there are some other lines 
which went down with cotton goods which have not gone up 
accordingly and those lines have resented the advance in cot
ton goods.

In Fall River, Mass, many of the Mills are now employing 
labor full time and in some cases over time and there have been 
some few advances in wages. It looks to us as if the remainder 
of the Fall would be a strong buoyant market in cotton and 
other dry goods. We are hoping that we will not have a 
re-occurence of the swiftly advancing market and the attendant 
evils which we had before, but that the market may become 
stabilized and move along on a basis where all of us, including 
Mills, Manufacturers, Wholesalers and Retailers will be able 
to merchandise without the attendant worries of a constantly 
fluxuating market.

C. J. FARLEY, President,

GRAND RAPIDS DRY GOODS CO.

m
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Michigan Poultry, B utter and Egg Asso
ciation.

President—J. W . Lyons, Jackson.
V ice-President—Patrick Hurley. D e

troit. _  . „
Secretary and Treasurer—Dr. A. B en t

ley. Saginaw . _
•executive Com m ittee— F. A. Johnson  

Detroit: H . L.. W illiam s. Howell; C. J 
Chandler. Detroit. __________

Buying, T haw ing and Cooking of 
F rozen  Poultry .

M any elem ents enter into the ques
tion of successful p reservation  of 
foods by the m eans of cold storage. 
Each step is a d istinct and separate 
process, but in each case the condi
tion of the food is the m ain considera
tion.

In the refrigeration  of poultry  the 
birds selected m ust be absolutely free 
of disease. A fter killing, they are 
pre-cooled to rem ove any body heat, 
then placed in cold storage. I t is 
sta ted  on the best au thority  th a t tu r
keys are far be tte r when they have 
been in cold storage. N inety per cent, 
of all turkeys are m arketed  in the 
fall and then held in cold storage 
until T hanksgiving, C hristm as or New 
Y ear’s, when tu rkey  is the popular 
bird. O therw ise it would not be pos
sible to supply the g reat dem and for 
tu rkeys a t this time.

Before cold storage facilities were 
available, during the time of plenty, 
the prices were na turally  low, and 
during  the time of scarcity, prices 
were extrem ely high. Now cold sto r
age houses enable us to have p rac 
tically as steady a supply during  the 
period of non-production as during 
the period of g reatest production. I t 
is a m ost necessary and healthful 
form  of food preservation and it is to 
be reg re tted  th a t every one does not 
understand its im portance.

T he average housewife th inks that 
all cold storage foods are frozen foods. 
Q uantities of fruit as well as o ther 
th ings are kept in cold storage a t a 
tem perature  that preserves, but does 
not freeze.

W hen buying a cold storage fowl, 
choose a b ird with white skin and a 
plump, round breast ra th e r than one 
w ith a long breast and yellow skin, 
if vou w ant one of fine tex ture  and 
flavor. O ften you will see som e one 
select a chicken w ith bunches of fat 
inside as well as im m ediately under 
the skin, but the expert chef in the 
best hotels would th row  it away ra ther 
than serve it. The best chicken has 
the fat evenly d istributed  in small 
globules th roughou t the flesh so that, 
when it is cooked, it is rich, juicy and 
sweet. T his m eans the chicken has 
been properly fed with not too m uch 
corn.

If possible, select $ dressed fowl, 
rub your hand over the skin and never 
accept one that feels slippery or 
slimy, for th is m eans it is in bad con
dition.

Tt is best to buy the fowl in its 
frozen state, ju s t as it com es from  
cold storage, because, once a cold 
storage chicken begins to thaw , it de
com poses quickly. I t  should be thaw ed 
in ice-water and then cooked im m edi
ately afterw ard , never allow ing it to 
get warm. T reated  in this way, it is 
delicious, the m eat tender and sweet 
and an entirely  wholesom e food. If 
the chicken is purchased a lready 
thaw'ed in the m arket, clean and cook 
imm ediately.

A friend of mine told me th at he 
took home with him  two cold storage 
fowls. He cooked one and gave the 
o th er to his neighbor. T he next day 
she called to him  and asked him where 
be had purchased the bird, saying 
that it was the best one they had had 
in years. This man was a scientist 
and the chicken he gave to his neigh
bor was one he had kept in cold s to r
age for five years, having held it as 
an experim ent.

In England a chicken is not con
sidered first-class until it has been 
kept in a frozen state  for some time. 
M any first-class restauran ts , too, in 
this country  serve only cold storage 
chickens, claim ing they are the only 
ones which satisfy their patrons. T he 
econom ic argum ent against cold s to r
age is as unsound as is the a ttack  
against the healthfulness of p roperly  
handled cold storage foods. T h is form  
of food preservation  should not have 
to suffer from  hearsay  and idle gos
sip. P robably  some of the old charges 
are true, but cold sto rage of to-day 
is the result of the m ost careful study 
and investigation on the p a rt of the 
Federal D epartm ent of A griculture, 
agricultural colleges, and the grow ers 
and packers of food products. I t  is 
righ tly  classed as one of the m ost 
beneficent agents in our p resen t civil
ization. H elen  H. Downing.

M any a m arriage co n tract has been 
ruined by hot bread  and cold feet.

Watson-HiggiiisMlg.Co.
GRAND RAPIDS. MICH.

Merchant 
Millers

Owned by Merchants

Products sold by 
Merchants

Brand Recommesded 
by Merchants

NewPerfectionFlour
Packed In SA X O LIN Paper-lined  

Cotton, S an itary Sacks

Grand Rapids Distributor

Blue Grass Butter
Good Luck Oleomargarine

Procter & Gamble Full Line of 
Soaps, Chips, Etc.

Flake White and Crisco
Southern Cotton Oil Trading Co.’s Scoco and

Snowdrift

Oxford Brand Oranges 
KENT STORAGE CO.

GRAND RAPIDS MICHIGAN

For Dependable Quality
DEPEND ON

Piowaty
M. J. DARK & SONS

GRAND RAPIDS, MICH.

Receivers and Shippers of A ll

Seasonable 
Fruits and Vegetables
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Leave the Farmer Alone.
T rufant, Aug. 30— U nder existing 

conditions we farm ers have no op
portun ity  to  m ake prices in our p rod
ucts. W e m ust accept such prices 
and conditions as the ones higher 
up see fit to allow us, but I cannot 
believe this will last so very long. 
Should it do so, we will go bankrupt. 
l Ts farm ers cannot very well go bank
rupt w ith a substan tia l roll in our 
jacket. All we can do will be as our 
fa thers did fifty and sixty years ago 
— work harder and longer hours, con
sume w hat we produce and stop buy
ing. T his in tim e w ill' shut down 
factories and the so-called laborer 
will probably  find out the resu lt and 
th a t G om pers and the law m akers are 
not the ones who keep body and soul 
together. If all labor leaders could 
in some way be silenced and 90 per 
cent, of the last ten y ear’s law re 
pealed and law m akers go hom e and 
stay  home, we could probably  get 
back to  norm al tim es and avoid a 
revolution. All th at I th ink  is nec
essary will be to enforce the old 
laws, do away w ith 99 per cent, of 
the newly created officers and as the 
Grand R apids H erald  reported  a sho rt 
tim e ago, lock up drunkards and l£t 
them  pay all the expense of a rre s t 
and their keep besides. T he proh ib i
tion m ovem ent as it is conducted 
seem s to  be too awful an exj ense and 
a failure except for officers and those  
h igher up. T he producer needs no 
G overnm ent help. Ju s t let him  alone 
and conditions will righ t them selves 
in the end. Should the so-called busi
ness side object to fa rm er o rgan iza
tions, sucb as Gleaner, G range o r 
Farm  Bureau, I believe the rem edy 
to  d iscontinue is very simple. Ju s t 
d iscontinue their own o rgan izations. 
Let com petition rule and, no doubt, 
the farm ers will be glad to disband. 
H ow ever, should labor unions and 
all o th er com binations continue and 
ask the G overnm ent fo r backing, we 
cannot expect farm ers to  refrain  from  
being m ulish and kick back and they 
certain ly  are s tro n g  enough to  hold 
their own. N ot alone that, but they  
can take life easier than  when try in g  
to m eet com petition. L ast, not least, 
I wish to  m ake known personally  
I belong to  no group no r w hat I call 
cow ardly association w hereby I ex
pect the o ther fellow to do the d irty  
w ork for me. I am one of the old 
tim ers and would feel awfully sm all 
in being supported by com binations 
or help from  our Governm ent.

G. P- Rasm ussen.

Secret of an Unusual Groery Success.
A lthough Mr. Cochran had the 

reputation  of being one of the h igh
est priced grocers in the county, a l
though C larion, Pa., is not excessively 
populated, and a lthough  there  is no' 
deficiency of com petition, this grocer 
increased his sales in four years from  
$14,000 to  $82,000. T he fundam ental 
cause of this g row th  is aggressive ad
vertising. T he store  avoids stocking 
anyth ing  th at is no t well advertised. 
Mr. Cochran m aintains a m ailing list 
that he uses effectively, and he uses 
the new spapers; but, as the new s
papers are weeklies, he relies chiefly 
on direct mail m atter. H is town list 
includes 350 nam es, his ru ra l neigh
borhood list 2700 nam es. F a rm ers’ 
nam es com prise ano ther m ailing list 
used for special purposes. T he s to re ’s 
em ployes collected as m any nam es 
as they  could, and the postm en were 
induced to add the m issing nam es to 
the list. W hen a new com er ren ts a 
house or buys one, the agent conduct
ing the transac tion  inform s Mr. 
C ochran of his name. T he sam e is 
true  of the agent w riting  a fire in su r
ance policy.

Mr. C ochran’s file contains a set of

cards show ing custom ers’ preferences 
as to b rands of coffee, etc. Coffee is 
one of the s to re’s leaders, and p rac
tically  every hom e uses it a t the ra te  
of 12 pounds per capita. M aking 
coffee a leader is a good way to get 
custom ers. L etters are sent out w eek
ly, and special bulletins are issued 
every W ednesday under the capiton 
of “C ochran’s M outh O rgan .” N ew
com ers are alw ays p leasan tly  su r
prised by the personal letters which 
they receive from  the store.

C harles A. Goddard.

Value of Eggs as Food.
I t  is generally  accepted th a t w eight 

for w eight an egg contains m ore 
nu trim ent than any o th er kind of food. 
T here  is no bone, no gristle, no great 
proportion  of w ater, and the only p o r
tions which are no t edible—the shell 
and the ou ter m em brane—are a very 
sm all percen tage of the whole. T hus 
there  is the very m odicum  of waste or 
refuse. E ggs, as a rule, average eight 
to  the pound, and a dozen eggs, even 
though  they cost 45 cents per dozen, 
a re  cheaper as an article of diet than  
ly i  pounds of beefsteak. . T he two 
will cost alike, bu t in point of real 
nu trim ent we believe eggs have the 
advantage. E ggs can be  served in 
scores of different ways, and can be 
presen ted  in the m ost palatable form s. 
T hey  en te r into the com position of 
innum erable dishes, are relished equal
ly by the invalid and the healthy; to 
ge ther w ith m ilk they  should form  the 
principal diet of children and are, in 
brief, one of the m ost valuable of our 
foods. I t  is true  they  do no t suit all 
stom achs. T hose who are know n as 
bilious subjects dare not eat m any 
eggs, but ap art from  such people, 
there  are few to whom  a new-laid egg 
does not appeal.

T he steps of evil will never reach 
the  sum m it of good.

Built of Ash, and bound 
together with heavy galvan

ized wires and m etal corners. Light and strong. Guaranteed to stand the 
hardest usage. W ires inside and outside of basket tied together w ith Brock 
P aten t Rings.

Delivery and 
Carrying

BASKETS

1 B u s h e l s i z e ____________ $1.50
1 '/a  B u s h e l s ize  ______________1.90

2 B u s h e l s i z e _____________ 2.20
2 /z  B u s h e l s i z e -----------------------2.60

3 B u s h e l s ize  _____________ 2.80
4 B u sh e l s ize  _____________ 3.40

Archie J. Verville Co.
608 Quincy St.

A g e n ts  w a n te d . Hancock, Michigan

D A Y T O N  D IS P L A Y  F IX T U R E S  A R E  
G U A R A N T E E D  T O  

—increase sales; save tim e, space and 
labor; improve display and appear
ance of store.
W rite for literature, term s and prices. 

T h e  D a y to n  D is p la y  F ix tu r e s  Co., 
D a y to n , O h io .

Blanks for Presenting
LOSS AND DAMAGE 

or OVERCHARGE 
C L A IM S ,

and other Transportation Blanks. 
B A R LO W  BROS.

Grand Rapids, Mich.

W e are now  shipping

Apples - Onions 
Grapes - Pears

If you are in the market for 
carlots or less, write

T h e  V i n k e m u l d e r  C om pany
GRAND RAPIDS, MICHIGAN

Baker’s Dry Shrei-. 
Coconut—the old- 
i asliioned suKar
en red kind is also 
s »1 d — in p a p e r  
.•artons.

"cracking” a coconut with a can opener
People used to sneak up on an unsuspecting coco
nut and hit it in the head with an ax. They made 
the coconut insensible and spoiled the ax. Now 
and then they got a little milk — usually they got a 
little mad.
The sensible woman runs a can opener lightly around a 
can of Baker’s Coconut. It’s simple—it’s easy—and she 
gets better coconut all ready to use. It saves time, tem
per and trouble.
No wonder Baker’s Fresh Grated Coconut is the choice 
of discerning housewives everywhere.

THE FRANKLIN BAKER COMPANY 
Philadelphia, Pa.
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Michigan Retail H ardw are Association.
President—Norman G. Popp, Saginaw .
V ice-P resid en t—Chas. J. Sturm er, Port 

Huron.
Secretary—Arthur J . Scott, Marine 

City.
Treasurer—W illiam  Moore. Detroit.

The Fall Fair Exhibit'as an Adver
tisement.

W ritten for the Tradesm an.
W ith  the advent of the season for 

fall fairs, a new opportunity  is offered 
the hardw are dealer for successful ad
vertising. A booth in the main build
ing at the fall fair o r an exhibit on the 
grounds represen ts an excellent op
p o rtun ity  to get into touch with cus
tom ers new and old.

I t is especially an opportun ity  for 
the hardw are  dealer to m eet his coun
try  custom ers and to  get a line on 
their needs. How ever, in m ost com 
m unities, the fall fair draw s both  the 
town crow d as well as the ru ral crow d 
and the hardw are booth should be 
designed to  appeal to both classes of 
custom ers, with, perhaps, som e em 
phasis on the needs of the ag ricu ltu r
ist.

T he hardw are dealer who also 
handles im plem ents does not need to 
be told that the fall fair rep resen ts a 
good opportun ity  to advertise. H e ex
pects to  be represented  as a m atte r 
of course.

But the use of a fall fair booth  to 
feature hardw are lines, ap art from  
ag ricu ltu ra l im plem ents, is no t so gen
eral a practice.

In  m y town, ten years ago, one 
hardw are firm had a booth a t the fall 
fair, show ing stoves and ranges. N ext 
year there w ere two. L ast year four 
out of a to tal of five or six firms were 
represented. T he orig inal exhibits 
have been considerably expanded from  
year to year, and the first firm, which 
sta rted  with a sm all space, takes half 
of one w ing on the ground floor for 
its presen t exhibit.

“I t  is good advertising,” is the con
sensus of opinion am ong the hard 
ware dealers who have tried it. “W e 
make direct sales, we get a line on 
new prospects, and we get into touch 
with the people to whom  we aim  to 
cater a little  later in the fall.”

M any lines can be successfully fea
tured  in the booth  a t the fall fair. 
T he problem  is, not to  find som ething 
to show, but to find space to exhibit 
everyth ing that can be shown to ad
vantage.

In  m ost exhibits the g reat feature 
will be stoves and ranges. T hese 
lines are tim ely a t this season, and, a l
though they  occupy quite a lo t of 
space, it is w orth while to show them . 
Several m odels of ranges, including 
the biggest in stock; and several 
heaters of various sizes, should be 
shown. You cannot show everyth ing 
you have to  sell; but with a fair 
am ount of space you can show lines

th at will in terest and approxim ate the 
needs of all classes of custom ers.

See th a t the heaters and ranges are 
spick and span, and keep them  clear 
of dusters, c irculars and the litter th at 
such goods are apt to accum ulate. 
H ave them  conveniently situated to 
show to custom ers, and in as good a 
light as possible.

Pa in t can also be show n and 
dem onstrated . A good feature is a 
dem onstration  of some in terio r 
specialty—such as floor finish. One 
firm puts on a dem onstra tion  of this 
sort year afte r year, and rep o rts  in 
creasingly good results.

W hile space is a problem , the fixing 
up of the booth perm its m any op^ 
portunities to show  and dem onstra te  
the use of various incidentals. If  you 
handle linoleum, for instance, use th at 
on the floor, finishing the edges w ith 
your floor finish. H ave a full line of 
accessories, including any novelty  a r
ticles, for your stoves and heaters. 
You can finish the side and back of 
the booth, and perhaps the ceiling, 
with wall board; and this can be a t
tractively  tinted, dem onstra ting  your 
wall tint. T he same wall b oard  will 
serve for years, a lthough every year 
the tin ting  can be touched upon re
newed.

A nother stun t is to show your “ fea
tu re” kitchen range w ith a com plete 
line of kitchen accessories. So, too, 
a w ashing m achine can be shown with 
all the incidental equipm ent—wash 
boards, clothes baskets, d ry ing  racks, 
clothes line and pins, etc.—for a com
plete M onday’s work. Alum inum  
and electrical goods can be show n in 
connection with your kitchen equip
m ent; although electrical goods will 
have sm all appeal in the o rd inary  
ru ral districts, w here no cu rren t is 
available. M any farm  homes, however, 
are now equipped w ith individual gen
erating  plants.

All the o ther lines m entioned are of 
in te rest to  both  tow n and coun try  
custom ers. T he im p o rtan t point is 
to use every inch of space available 
to display articles th a t dovetail n a tu r
ally into your exhibit.

A good idea is to show  a m odel 
equipm ent for som e line of w ork— 
such as a m odel kitchen or a m odel 
wash-room . A furn itu re  dealer every 
fall pu ts on a display represen ting  
three model, connected room s— say, 
living room , dining room  and bed 
room . T his idea can be adapted to 
the hardw are  display.

T he hardw are  display will, however, 
fall sho rt of its m axim um  of effective
ness if, a fte r having been well and 
carefully  put together, the responsi
bility  of looking a fte r it is en trusted  
to an indifferent junior. I  have know n 
jun io rs who had the natural capacity

and enthusiasm  to handle a fall fair 
display efficiently and well; but the 
fall fair exhibit deserves the m ost 
capable salesm an you can spare. If 
the hardw are dealer him self cannot be 
present, he should send his best sales
man, o r two of them . In  this respect 
no effort should be spared to  m ake a 
favorable im pression on prospects.

Personally , I th ink  that, at least on 
the second or big day of the fair, the 
hardw are  dealer him self should by 
all m eans be presen t, a t least when

SIDNEY ELEVATORS
Will reduce handling expense end speed 
up work—will make money for yon. Easily 
installed. Plans and instructions sent with 
each elevator. Write statior requirements, 
giving kind machine and sh e  platform 
wanted, as well as height. W e will quote 

m >ney saving price.
Sidney Elevator Mnfg;. Co., Sidney, Ohio

REFRIGERATORS
f o r  ALL PURPOSES

Send for Catalogue
No. 95 for Residences 
No. 53 for H otels, Clubs, 

H ospitals, Etc.
No. 72 for Grocery Stores 
No. 64 for M eat M arkets 
No. 75 for F lorist Shops

M cCRAY REFRIG ERATOR CO.
2144 Lake St. Kendallville, Ind.
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the crow ds are thickest. I t  is w orth  
his while to exchange greetings w ith 
his country  custom ers. T he personal 
touch counts a lot m ore with them  
than w ith city custom ers.

Incidentally , a big banner or sign 
outside the booth should carry  the 
name of the firm in conspicuous le t
ters ; and show  cards can be used to 
good advantage in connection w ith the 
display.

T he fall fair is, of course, a big 
opportun ity  to d istribute advertising  
m atter. Some firms m ake a practice 
of handing out inexpensive souvenirs. 
A large share of this m aterial in ac
tual practice  gets into the  hands of 
unappreciative y o ungsters; although  
not all the m aterial, so placed is 
wasted by any m eans. *Nevertheless, 
there is bound to be a lot of waste.

See that all advertising  m atter 
handed out is stam ped w ith your firm 
name and address. T h a t is im portant.

Special efforts should be m ade to 
get a line on new prospects; as, for 
instance, in the stove departm ent. If  
a wom an is in terested  in your big 
range, get her nam e and address; al
so, if possible, her prom ise to  call a t 
the store and talk  th ings over. P e r
haps with a little  ex tra  effort you can 
clinch some sales on the spo t; bu t if 
not, don’t neglect the opportun ities 
of dealing later on.

H ave a book to  note down the 
names and addresses of all such p ros
pects; noting  also in w hat particu la r 
line they were interested. A fter the  
fair is over, m ake it a point to get in 
touch w ith these p rospects and in
clude them  in your follow-up adver
tising cam paign. If  you handle th is 
m atter p roperly , you will u ltim ately  
be able to trace  a lot of good sales 
to your fall fair exhibit.

D em onstration  is alw ays a first- 
class m eans of advertising; and, w here 
possible, dem onstra tions should be 
put on. If, for instance, you have gas 
connections, you can show the range 
in operation ; o r you can perhaps 
dem onstra te  it w ith  o ther fuel. I f  
not, you can at least invite anyone 
interested to w itness a dem onstra tion  
a t the store, a little  later, or perhaps 
during  fall fair week. P a in t special
ties can be readily  dem onstra ted  in 
the fall fair boo th ; silver polish and 
sim ilar articles can be d em onstra ted ; 
a food chopper can be dem onstra ted  
and will m ake you a lot of sales in 
re tu rn  for very sm all space to show it.

T he m ore the opportunities a re  
studied, the m ore they will develop- 
before you. I t is im portan t, how ever, 
no t to  a ttem pt to show too much. 
B ette r show  a few lines and show  
them  effectively. T ake am ple tim e to  
get your booth in a ttrac tive  shape be
fore the fair opens, so th a t from  the  
very s ta rt your display will be effec
tive. V ictor Lauriston .

Misleading.
“Did you buy y our fu rn itu re  at th a t 

in stallm ent house I told you about?” 
“No, indeed! I w ent out there  and 

looked at the sign in the w indow  and 
came righ t aw ay.”

“W hy, w hat was w rong?”
“You know  very  well prices have 

been d ropping  like the m ischief lately  
and his advertisem en t said ‘N oth ing  
dow n.’ ”

Varied Activities of Petoskey Business 
Men.

Petoskey, Sept. 6— T housands of 
annual sufferers from  hay fever are 
now in this city, seeking the relief 
which L ittle  T raverse  Bay offers. 
H otels, boarding and room ing houses 
and private hom es are fast filling to 
capacity. In the w ork of housing 
these visitors the C ham ber of Com 
m erce is very busy, a special staff de
voting full tim e to the work.

A com m unication from  one of our 
nearby cities published in the T rad es
man of last week invites the follow
ing com m ent: W h at com m unity ever 
p rospered  on flaunting its ills and 
short-com ings? W e doubt if any. 
T he w riter of the article  re ferred  to 
som e tim e ago took occasion to rap 
the undersigned for seeking publicity. 
T his was a “grievous charge,” but 
unlike C aesar’s experience, we hope to 
make no “grievous answ er.” W e are 
for the com m unity in which we live 
and try  never to overlook an oppor
tun ity  to tell the world of its virtues. 
W hen comes the tim e th at ills a ttack  
us w e’ll keep on try ing  to be tte r con
ditions and speak only of the good 
there  is.

N orthern  M ichigan has a heritage in 
the developm ent of which every unit 
of our citizenship should play its p a rt 
and th is the m en of Petoskey  are en
deavoring  to do—and with splendid 
success. Publish ing to the readers of 
the T radesm an—and they are legion— 
the beauties of L ittle  T raverse  Bay 
region has aided very m aterially  in 
the present unprecedented p rosperity  
of th is city and we are very gratefu l 
fo r the opportun ity  afforded to use its 
colum ns.

C ham ber of Com m erce activity  has 
resulted  in the re-opening of the In 
land R oute navigation. T his w onder
ful w ater route has been closed since 
prio r to the kaiser’s war. V isitors 
are  enthusiastic  over this added a ttrac 
tion. J. F rank  Quinn.

Suggestions For Pushing Enamel 
Ware.

Sales in enam el w are have come up 
from  15 to 20 per cent, in the last six 
m on ths under the slogan “Show it up 
and  clean it up,” says a successful 
retailer. H e suggests th a t not m ore 
th an  two or th ree  pieces of ware be 
displayed in the window. In  con
nection w ith these he would offer 
special reduced prices for about a 
week, for the purposes of “acquain t
ancesh ip” with stock and values. T his 
would be succeeded by o ther sim ilar 
sales. C arry  only the finest enamel 
ware or, at least give it first place in 
your store. B oth  in window display 
and  in terio r a rrangem ent, it is wise to 
confine yourself to  one color. L arge 
c ircu lar tables with ascending shelves 
placed in front of the store and carry 
ing  the identical lines displayed in 
th e  window, help the custom er to 
m ake a quick choice.

Putting Thought Into Your Window.
M ore than  shoes are required  to 

m ake a cam paign effective. Novelty 
m ust not be overlooked. T here  is al
w ays opportun ity  to exercise a rtistic  
taste  by in troducing  decorative m a
terials. T he display m an should al
w ays be ready to place a special o r 
tim ely trim . F o r exam ple, he should 
have plans, show  cards, price tickets, 
etc., ready for a special display of 
w aterproof shoes— the window trim  
ready  to be placed im m ediately when 
w eather th reatens. T his advanced 
p repara tion  m akes a “scoop” over 
your com petitor.

HNHITE ASH> 
REMOVABLE 
. BODY J I *  S H E R W O O #

«''ROLLER'S
BEARINGS
.ENCLOSED

PRESSES'
STEEL
FRAME/

' ’PRESSES'
STEEL

.WHEELS*«
r  >TEEL SPRING ^  
SHOCK ABSORBERS 
FRONT & REAR J

T H E  B E S T  B O Y S’ W A G O N  O N  T H E  M A R K E T. 
N O T E  E X C L U S IV E  F E A T U R E S — N E W  L O W  P R IC E S .

HUEBNER SCREEN DOOR CO., Distributors. 
Farnsworth & Grand Trunk R. R. Detroit.

You Make
Satisfied Customers

w hen you sell

“ S U N S H IN E ”
F L O U R

SLEWED FOK 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 .
T he Sunshine Mills 

PLAINWELL, MICHIGAN

We are making a special offer on

Agricultural Hydrated Lime
in less than car lots.

A. B. KNOW LSON CO.
Grand Rapids Michigan

Sand Lime Brick
Nothing aa Durable  

Nothing as Fireproof 
Makes Structures B eautifu l 

No Painting  
No Cost fo r Repairs 

Fire  Proof 
le a t h e r  Proof 

W arm  <n W in te r  
Cool in Summer

Brick is Everlasting

Grande Brick Co., Grand.Rapids 
So. Mich. Brick Co., Kalamazoo 
Saginaw BrickTo., Saginaw 
Jackson-Jansing Brick Go., Rives 

Junction

When You Need Any of the 
Following Items 

And
Want the BEST POSSIBLE

SERVICE
Write

The Dudley Paper Co.
LANSING, M IC H .

Wrapping Paper—Twine 
Congoleum—Shingles—Roofing 

Wood Dishes—Milk Bottles

“ The Q uality  School’'
A . E. H O W E L L , Manager 

110-118 Pearl St. Grand Rapids, Mich. 
School the year round. Catalog free.

Signs of the Times
Are

Electric Signs
Progressive merchants and manofae- 

tnrers now realize the raisa of Ele<lrlt 
Mterflslag.

We furnish yon with sketches, prices 
end operating cost for the asking.

THE POWER CO.
BeU M 797 Citizens 43*1

Motor Rewinding 
and Repairing

W e carry  a  com plete stock  of

Robbins - Myers Motors
fo r w hich w e are sole agen ts 

for M ichigan.

W e have a  fa ir  s tock  of 
second hand m otors.

W. M. Ackerman Electric Co.
549 Pine Ave., Grand Rapids 

Citizens 4294 Bell 288



24 M I C H I G A N  T R A D E S M A N Septem ber 7, 1921

Do Not Build Up a Wall Around 
Yourself.

From  the standpoin t of efficiency, 
the ideal business is a first-class m er
chant running  his shop all alone. In  
this case the m erchant is the buyer, 
the salesm an, the stock clerk, the 
p o rte r and the e rrand  boy. If he is 
a good man every departm ent of his 
business co-ordinates perfectly. T here 
is no quarrel between the man who 
does the buying and the m an who 
does the selling. T he buyer opens up 
the goods and knows them  tho rough
ly. T he buying departm ent is in 
touch with the custom ers of the busi
ness. Do you get the idea? Every  
great corporation in its organization, 
a ttem pts to w ork out the idea of one 
man running his own shop.

Now this one m an of ability m ay 
get along nicely until his business 
grow s to the point w here it is neces
sary for him  to em ploy a salesman. 
W hen this necessity arises, and the 
salesm an is em ployed, then a whole 
new field opens to this m erchant. He 
im m ediately has a new problem . H e 
m ust train  his salesm an to  w ork ac
cording to his ideas. Now if he is 
a wise m erchant and has understand
ing, he will study his new salesm an 
very carefully, and he will s ta rt in 
train ing  this salesm an to do th ings 
the. way he would do them  himself, 
and at the same tim e he will try  to 
gain the good will and friendship of 
this salesman, so th ere  will be ju st 
as little pulling against him  as pos
sible.

A fter a while if the business con
tinues to grow , o ther salesmen will 
be employed and the process of tra in 
ing m ust be continued. T hen the 
time will come when departm ents 
m ust be organized under foremen and 
here an entirely, new problem  de
velops. T his m erchant, who sta rted  
alone in business, m ust have the 
ability to  train  his forem en so they 
in turn , will train the salesm en un
der them . I t  is righ t a t th is poin t 
where m any a good m erchant finds 
his lim itations. Some good m en can 
w ork well alone. T hey  can not train  
even one salesman. If this is true  
then their developm ent stops right 
there.

Then' there is a class of m erchants 
who can train salesm en to  work im 
m ediately under their eyes, but when 
they a ttem pt to organize their busi
ness to run under the supervision of 
forem en, where the salesm en are not 
under the im m ediate supervision of 
the head of the business, for some 
reason the head of the business can 
not do this and in th a t case he has 
reached his business lim itations righ t 
there. H e can run a force of sales
men himself, but he does not under
stand the a rt of delegating  th is w ork

to forem en and train ing  forem en to 
train  the salesm en under them.

Every m erchant in his p rogress 
reaches these various stages and each 
stage of developm ent has its under
lying principles th at surely and cer
tainly lead to  success o r failure.

No business m an can becom e a 
g reat m erchant unless he understands 
the a rt of m ultiplying himself. I t  is 
necessary in the early  stages of the 
developm ent of any great m erchant 
for him to study and learn the details 
of his business, but it is ju st as neces
sary in the later stages of his develop
m ent for him  to tu rn  the handling  of 
these details over to o ther people. 
N oth ing  is m ore discouraging in busi
ness than  to have to deal w ith an 
executive who does no t understand  
the details of the business, nor on 
the o ther hand is there  any th ing  m ore 
irrita ting  than  to have to deal w ith 
an executive whose m ind constan tly  
reverts back to details when one is 
a ttem pting  to outline and fix general 
policies for the guidance of the busi
ness. T he shores of the ocean of 
business are strew ed w ith the w recks 
of those business ships w here the 
captain in the tim e of an em ergency 
left the bridge, w ent down into the 
boiler room  and insisted on doing the 
stoking.

Every  m erchant m ust learn the dif
ference betw een supervision and in te r
ference. I t is p roper and rig h t for 
every head m an in a business to super
vise his business from  g arre t to cellar. 
B enjam in F ranklin  expressed  the idea 
when he said th a t “the eyes of the 
m aster can do m ore w ork  than  his 
two hands,” but let me repeat th a t 
supervision is entirely  different from  
interference. Some m en can go 
th rough  the business and afterw ard  
call certain* heads of departm ents to 
their office and discuss in a sane and 
norm al m anner w ith these heads of 
departm ents certain  questions in re 
gard  to the runn ing  of these d ep art
m ents—but for the head of the busi
ness to stop in a departm ent and make 
criticism s before the w orkm en in th at 
departm ent is decidedly in terference 
with the work of the forem an of th at 
departm ent. No discipline, can exist 
w here such th ings are done. No good 
forem an can be held on such jobs. A 
good m erchant show s his own ability 
by building up the au tho rity  of and 
supporting  his forem en. T o criticize 
and hum iliate one employe befey^e an
o ther is fundam entally  a bad break 
on the p art of any em ployer, and if it 
is your custom  to do th is you can put 
it down th at you are not fit to occupy 
the position you are filling.

If your business has reached the 
point where you are using superin
tendents and forem en, you m ust w ork 

(C ontinued on page th irty )

OCCIDENTAL HOTEL
FIRE PROOF 

CENTRALLY LOCATED 
Rates $i.M and up 

EDWARD R. SWETT. Mar 
Muskegon Michigan

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

MORROW & BENNER, Proprs.

PARK-AMERICAN
HOTEL

Near G. R. & I. Depot

Kalamazoo
European Plan $1.50 and Up

ERNEST McLEAN, Manager

The Newest 
In Grand Rapids

W ell Known for 
Com fort and Courtesy

HOTEL BROWNING
Three Short Blocks From Union Depot

Grand Rapids, Mich.
150 F IR E  PROOF ROOMS— A ll W ith  

Private Bath , $2.50 and $3.00 
A. E. H A G E R , M anaging-D irector

CODY
HOTEL

IN THE HEART OF THE CITY 
Division and Fulton

r a ' $L50 up w ithout bath 
\ $2.50 up w ith bath

CODY C A F E T E R I A  IN C O N N E C T I O N
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Gabby Gleanings From Grand Rapids.
Grand Rapids, Sept. 6— D. J. W all, 

form erly assistan t sales m anager for 
the Rindge, K alm bach, Logie Co., is 
now N ew  York S tate salesm an for 
th at house, with headquarters at 
Buffalo.

Mr. W all’s successor is A ndrew  G. 
McGill, who was five years w ith the 
Em erson Shoe Co., of R ockland, 
Mass., tw o of which were devoted to 
the w ork of credit man.

F. J. Fessenden, who has long con
ducted a m odel d rug  store  a t Central 
Lake, has purchased the d rug stock of 
F. S. H ines, at Charlevoix, and will 
continue business a t bo th  places. He 
has given the H azeltine & Perkins 
D rug Co. his o rd e r for a com plete 
set of W ilm arth  fixtures and a G uar
antee iceless soda fountain, which he 
expects to have installed by O ctober 
15. W hen the changes he has ordered 
are fully com pleted he will have the 
finest d rug  sto re  in the reso rt region. 
Mr. Fessenden will rem ove to C har
levoix and give the store a t that place 
his personal attention .

T ravelers who are unable to obtain 
sleeping accom odations a t the hotels 
at Benton H arb o r can usually secure 
excellent room  service a t the H ouse 
of David, about th ree  miles out of 
town. R egular stree t car service is 
m aintained d irect to the resort. E x 
cellent food can be obtained a t the 
H ouse of David, if the diner can get 
along w ithout m eat and be content 
to drink the vilest and cheapest coffee 
ever served to a hotel guest. W ith 
everyth ing else so good in quality  it 
is unexplainable why the “b ro th ers” 
should serve such w retched coffee, 
when good coffee is so easily obtain
able.

All doubt as to the future of the 
R egent th ea ter p ro jec t has been dis
pelled by the official announcem ent 
of the p rom otor that as soon as his 
presen t thea ter p ro jec t at South Bend 
is well under way he will re tu rn  to 
Grand Rapids and resum e the con
struction  of the building w ith funds 
provided by himself. Mr. H andels- 
m an purchased one-quarter of a block 
in South Bend for $300,000, accepted 
$300,000 com m on stock in paym ent 
for his purchase and proceeded to sell 
$300,000 8 per cent, preferred  stock 
to provide funds for the erection of 
the theater. W ith in  six weeks $160,- 
000 w orth  of stock was subscribed 
and the building is now practically  
ready for the roof. A ten year lease 
of the O liver th ea ter has also been 
secured and tu rned  into the general 
project. Mr. H andelsm an is a m an 
who does th ings rig h t as soon as he 
is satisfied th a t the conditions are 
right.

W. N. Senf, Secretary  of the M ichi
gan B ankers and M erchants M utual 
Fire Insurance Co., and A rth u r G. 
Bode, A ssistan t Secretary  of the 
M ichigan Shoe D ealers M utual F ire 
Insurance Co., bo th  of F rem ont, were 
in the city T uesday.

T he daily papers sta te  th at the 
m uch-advertised labor union picnic at 
R eed’s Lake labor day, held under 
the auspices of the central o rgan iza
tion of labor unions, was a ttended  by 
less than 300 people, show ing very 
clearly  the dem oralization which has 
taken place in the ranks of labor union 
propagandists in this com m unity. T he 
m em bership lists of the various unions 
have dwindled to  such an ex ten t th at 
the union leaders dare not have a 
parade, because it would dem onstrate 
the rem arkable decay of unionism  in 
this city.

H ow ard  F. Johnson , m anager of the 
R indge, K alm bach, Logie Co., is pu t
ting  in a week a t New Y ork and Bos
ton. H e is expected hom e F riday  or 
S aturday  of th is week.

C harles W . Garfield, chairm an of 
the board  of the G rand Rapids Sav
ings Bank, has re tu rned  from  a three 
w eeks’ stay in B oston and environs.

When business is dull, sharpen your 
wits.

Jobs that are done at the last m inute 
seldom last.

T hings seldom  go w rong  for the 
m an who goes right.

W hen you run into debt rem em ber 
that it is a long walk out.

R em em ber the goat; when he m eets 
com petition he uses his head.

Some tow ns need to build hospitals 
and som e towns need to fill one.

T he only way to make a success of 
a business is to m ake a business of 
your success.

Every  father hopes his son will 
w ork as hard as he did and that he 
w on’t have to.

T here  are 129 kinds of autom obiles 
in the U nited  States, but only two 
kinds of drivers.

A con tract is like a deck of cards; 
ju st when you th ink  you are winning, 
the o ther fellow plays the joker.

The m oral th at adorns a dog’s tail 
is this; The tail th at gets a wiggle on 
seldom  has a can tied to it.

T here  is only one th ing  th at a man 
would ra ther do than talk  about him 
self and that is to listen about him 
self.

B arney Oldfield says th at an au to 
mobile is really a locom otive; and 
“loco,” as we understand  it, m eans 
crazy.

T he m oonshine is due to the fact 
th at the m oon is full, but when a m an 
is full it is generally  due to the m oon
shine.

P erhaps the m em bers of a certain 
uncertain  o rganization  are called the 
Industria l W orkers of the W orld  be
cause they are try ing  to Work the 
w orld for a living.

An autom obile running  twenty-five 
miles an hour can be stopped in 58 
feet; and som etim es a car running 
six ty  miles an hour is stopped in fifty 
feet—but it is fifty feet stra ig h t down.

H ard ing , Sr., says he got m arried 
because he was lonesom e for som e
one to talk  to. W ell, of course, he 
didn’t get som eone to talk  to, but he 
got som eone to listen to, and that 
helps some.

Moving Michigan Headquarters To 
_  Detroit.

Grand Rapids, Sept. 6—W ill you 
kindly change the address on your 
records of this com pany from  W ash- 
burn-C rosby Com pany, 1211 Grand 
R apids Savings Bank building to 608 
Em pire building, D etro it to be effec
tive imm ediately.

W e are asking th a t change be made 
a t th is tim e as we are  discontinuing, 
a t least tem porarly , our Grand R ap
ids office.

O ur year, which ends to-day, has 
been a rem arkably  good one. O ur 
business has held up wonderfully, n o t
w ithstanding the adverse conditions.

In  changing to D etro it we are m ere
ly tran sferrin g  the book-keeping de
tails to th a t point. T he telephones 
will be continued under presen t num -> 
bers and all our city trade  will re-' 
ceive the same service in this respect 
as before. O ur sales organization  
will, of course, be m aintained as here
tofore and the change we are m aking 
does not in any way contem plate any 
reduction  in our sales effort. In 
fact, we expect to give greater a tten 
tion than  before to th a t end of our 
business and while not a t all ham per
ing our service, the change will effect 
econom y, which will in tu rn  be re 
flected in our dealings w ith the trade.

W e wish to express our apprecia
tion of your m agazine. I t  is the only 
one we know of th a t keeps in touch 
w ith dealers in a com prehensive m an
ner. W e feel th a t it is of considerable 
service to us and are, therefore, re
questing  th a t you send the m agazine 
to D etroit.

W ashburn-C rosby  Co.

It is a sign of good advertising 
when a customer knows more about 
the advertised goods than the sales
man, but it is a sign of poor manage
m ent

Death of Mrs. Lee Hutchins.
T he sym pathy of the  trade will go 

out to  Lee M. and W ilson H utchins 
in the loss of their wife and m other, 
M rs. Alice W ilson H utchins, whose 
death occurred a t the family residence 
Sunday evening. T he funeral was 
held a t the late residence of the de
ceased this afternoon, in te rm ent being 
in the family lo t a t O ak H ill cem e
tery.

M rs. H utch ins had been a resident 
of Grand R apids for m any years and 
was p rom inent in church, social, club 
and philan throp ic  circles. She was 
a m em ber of W estm inster P re sb y te r
ian church and especially in terested  
in all the activities of th a t church. 
She was a wom an of broad views and 
wide sym pathies who took to  her 
heart all who came up to her exacting 
standard  of life and living. Mrs. 
H utch ins profoundly lived her C hris
tianity . She early p lo tted  her chart 
of .life, and her philosophy rose su
prem e above every obstacle and every 
vexation. She could not be th row n 
out of balance, come w hat m ight, 
and she faced the p rospect of a linger
ing, to rtu rin g  final illness w ithout 
com plaint or a single w ord of regret. 
She could face the inevitable w ith 
com plete resignation  because th ro u g h 
out her life she possessed the stoicism  
of the ancients—save th at th is sto i
cism rested  upon the m ost solid foun
dations of religious belief and p ro 
found faith in the eventual salvation 
of hum anity.

M rs. H u tch ins b ro u g h t to  her hus
band a certain  d ignity  and grace, and 
a hospitality  as am ple as it was sim 
ple and unostentatious. She came of 
a P ro te s tan t family, of whom  it was 
said that “for two hundred years 
their word was as good as their 
bond.” T o the very end of her life 
her mind was occupied w ith elevated 
and in teresting  subjects. M ore than 
this, hers was a m ost spiritual na
tu re; while her unselfis/h devotion 
made possible her husband’s varied 
activities, his correspondence and his 
friendshif s, bo th  w ith m en and w om 
en, in all parts of the country . H ow  
large a p a rt M rs. H utch ins filled in 
the developm ent and the  success of 
the noble career of her husband can 
only be know n to  those m ost near 
to  her, who have w itnessed the sw eet
ness and patience as well as the  m en
tal v igor and the religious spirit 
which filled her active life and crow n
ed her la tte r years.

Hats Designed For Bobbed Hair 
Ones.

In  view of the fact th a t certain 
prom inent retailers have “p u t their 
foot dow n” on bobbed hair, so far as 
its being w orn by their sales em ployes 
is concerned, it rem ains to be seen 
how freely they  will take up the types 
of hats that have a lready been de
veloped especially for wom en whose 
tresses have been shorn.

“F o r ju st this type of coiffure,” the 
curren t bulletin  of the Retail M illin
ery  Association rem arks, “m any of the 
F rench  m odistes have allocated to the 
back brim  of these hats a very  short 
effect. By this is n o t m eant ju st the 
elim ination of the back brim , but an 
im proved line that gives a nice frame

to the curly ends of the bobbed hair.
“Louise M arsey has created a 

charm ing hat of large proportions to 
fit the need of the naturally  sm all 
head size and unusual back arran g e
m ent of bobbed hair. She folds the 
back brim  alm ost s tra ig h t across and 
allows it to stnd  in a little raised cuff 
that meets one of the sides, which is 
shaped the sam e way. T he rest of 
the hat continues in a large sweeping 
line. She then arranges back trim 
m ings of quills as a decorative touch, 
placing them  high enough to give a 
good line to the head.

“A lthough the vogue for bobbed 
hair sta rted  in P aris  and has for some 
tim e been so well established as to 
be taken into consideration by the 
French m illiners, it has only been 
within the last few m onths th at the 
m anufacturer^ in this country  have 
had seriously to consider it. T h is way 
of a rrang ing  the hair has becom e so 
general, however, as to produce a 
special need of hats designed especial
ly for it.

Hide Sales of Six Months Set Record.
The hide m arket appears to  have 

reached a po in t th a t m ay be called 
stable. In  the past six m onths p rob
ably m ore hides have changed hands 
than in any previous six m onths’ 
period. Packers and dealers were 
obliged to carry  enorm ous stocks of 
hides, being a lm ost to ta lly  unable to 
make any sales from  early  1920 until 
the p resen t year. Since trad ing  com 
m enced on a large scale, nearly  all 
the hides accum ulated during  the year 
of stagnation, and practically  all taken 
off since the im provem ent in business, 
have passed into the hands of tanners.

T here is excellent dem and for cer
tain w eights and selections of hides, 
particularly  kip, light extrem es, calf
skins, and spready native cows and 
steers. But, in spite of the demand, 
tanners and dealers appear to  have 
lost faith in the value of the m erchan
dise and are afraid to advance prices 
for fear of driving custom ers away 
from  the m arket.

Calfskins and kip continue to sell 
well a t 20c for calf and 17@18c for 
kip alone. T hus, kip are the first 
class of hides to double in price since 
M arch, when best kip b rought 9c.

H orsehides continue very low, and 
only best hides wanted.

Sheepskins and shearings remain 
unchanged.

Requisites of a Successful Salesman.
T he efficient salesm an co-operates 

with the advertising. H e pushes ad
vertised goods. See to it th a t your 
goods are placed on the low er shelves, 
as the goods kept there  sell m ost 
quickly. A dvertised goods deserve 
good display. A good salesm an 
chooses the righ t em ployer th a t he 
m ay be proud of his house. “The best 
goods a t a fair p rice” is the far
sighted business policy. A salesman 
cannot recom m end his goods w ithout 
know ing them .

Explained.
“Do you know ,” asked the hard

ware dealer of his new est assistant, 
“why lead is so nam ed?”

“No sir. W hy is it?”
“T he first discoverers of the metal 

made nails of it and found it could 
not be driven.”
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Beautiful Tribute To the Memory of 
Dr. Cutler.

Dr. W illiam  R. C utler, a form er 
druggist of Ionia, died Sunday, Au
gust 28,

I am pleased to contribute to you 
for publication a little h istory  of the 
life of Dr. Cutler and of my experi
ences with him.

Dr. W illiam  R. Cutler was one of 
the few rem aining d irect descendants 
of Jam es Cutler, who cam e from  E n g 
land and, with o thers, landed near 
P lym outh Rock som ewhere betw een 
1628 and 1632. The family settled in 
and about Boston, W altham  and 
W atertow n, and lived in those locali
ties for m any years. Dr. C utler’s 
fa ther moved from  W altham , when a 
young man and settled near Avon 
Springs in W estern  New York, 
Genesee county, only a few miles from  
R ochester. E m igran ts from  th at part 
of New Y ork made up the  leading 
early  se ttle rs of Ionia.

Dr. C utler’s death was im m ediately 
preceded by th at of M rs. Frederick  
H utchinson, Judge Allen B. M orse, 
M ajor T. G. Stevenson and M rs. 
Lewis Smith. T hese were all close 
neighbors and friends of the older 
generation  of A m erican pioneers who 
came to Ionia, ju st before the tria ls 
of the Civil W ar. Dr. C utler was in
capacitated for service in the Civil 
W ar, but his younger b ro ther, C aptain 
H en ry  Cutler, of Avon, N ew  York, 
was shot from  his horse in a cavalry 
charge, and a t Avon, New Y ork, 
there  is the H enry  C utler Post, G. A. 
R.

Dr. Cutler came to Ionia in 1857 
and engaged in the practice of dentis
try . He was then about 22 years of 
age and shortly  a fte r his com ing to 
Ionia he suffered from  the disease 
called necrosis of the bone in his 
thigh, and those who had know n him 
for a g reat m any years realized th at 
on account of this difficulty and the 
operation  which was perform ed by 
Dr. Zenas Bliss th a t he was incapaci
tated  physically for laborious work.

My father came to Ion ia  in Septem 
ber, 1860, and bought the d rug store 
th at was owned by Phineas H utch ins 
and W . Y errin ton , and which was 
located where the W agner c lo th ing  
sto re  is a t the presen t time. In  the 
year 1861 he form ed an acquaintance 
w ith Dr. C utler and m y fa ther took 
him  in his business as jun io r partner. 
D uring  the few years th a t followed, 
Dr. C utler practiced dentistry , which 
was his profession. H e was not only 
a genius, but he was a natural m e
chanic and the w riter knows th o r
oughly  th a t he was regarded as far 
beyond the tim es, as dentists were 
know n in th is p a rt of the country, 
and he gave good evidence of it as 
years progressed . H is w ork  in this

line was a t a tim e when there  were 
no autom atic p luggers, and conveni
ences for the practice of den tistry  
were few, but the w riter had the 
privilege of handling  the m allet and 
assisting  Dr. Cutler in his w ork, and 
his patrons were am ong the leading 
families, not only of Ionia but of the 
surrounding  country.

It was in this assistance to him and 
the necessity upon the w riter for 
pocket m oney th at b rough t about my 
acquaintance w ith Dr. Cutler.

If space would perm it, I could give 
a list of names th a t were his patrons 
at th at tim e and which bore evidence 
of his respectability  as a man and his 
ability in his profession.

T he firm of H utch ins & C utler sold 
out to T aylor & Irish  in the year 1866 
and in the year 1871 Dr. C utler bought 
out Mr. Irish  and the firm became 
T aylor & Cutler. In the year 1885 Dr. 
C utler bought the in terests of John  
L. T ay lo r and he conducted the busi
ness in his own name until the time 
in which he took into partnersh ip , 
F red  L auster, who later w ent from  
Ionia to California. Mr. L auster 
closed out the old store  in 1919, and 
this will give all of his friends an idea 
of the length  of tim e in which he was 
connected w ith the d rug  business.

The w riter w ent with T aylor & 
C utler in the year 1873 and rem ained 
as errand  boy, etc., until M arch, 1874. 
F rom  M arch, 1874, to O ctober, 1875, 
the w riter was otherw ise engaged, but 
in O ctober, 1875, he w ent back to 
T ay lo r & Cutler and rem ained with 
the firm until Ju ly  1, 1887.

T he friendship betw een Dr. C utler 
and my fa ther was one of the splendid 
th ings which I rem em ber in their 
business lives and I am proud to say 
that this sam e friendship continued 
betw een Dr. C utler and myself. E x 
cept for his physical disability, he was 
a first-class business man. H e alw ays 
had a desire for a larger business and 
a b roader field. H e  was natu ra lly  a 
p roducer and a w holesaler and m any 
tim es I have talked w ith him  along the 
lines th a t he ought to have been a 
wholesaler, instead of having the busi
ness which he pursued.

A fter years of friendship and devo
tion to each o ther, in which I looked 
upon him  as m y foster father, and in 
which years I had learned to  know  
him as an honest and steadfast friend, 
I talked with him  about m y own fu
ture, and it was out of his desite  and 
his love for me th at he not on ly  ad
vised me to look for a larger field of 
operation, but sacrificed his own in ter
ests to  secure for me a position  th a t 
would lead to w hat he believed a full 
life in the lines of business w hich he 
had pursued. H e no t only advised me, 
but he recom m ended me to those to 
whom  I w ent and exercised that ex

trem e faith th a t it takes a big m an to 
produce and to utilize.

W e differed in politics, in religion, 
in society and in certain econom ic 
rules, both local and N ational, but 
when it came to the question of busi
ness, honor and trustfu lness, Dr. C ut
ler and I alw ays agreed, and never 
allowed ourselves to injure each 
o th e r’s feelings in the expression of 
differences of opinion. I have said 
that I knew him be tte r than  any 
o ther man, and I can sum it up by 
saying that I knew him to be an hon
est man. T here never was a tim e nor 
a place in my associations with him 
and in his business when I was with 
him  th a t he did not base his calcula
tions upon the principles which make 
up good men.

In his going aw ay I have lost my 
last and best friend in his generation . 
He lived as he saw the light of deal
ing ju stly  with his fellow men. T hose 
who knew him loved him. W h at m ore 
can I say? H e tru sted  in me and I 
trusted  in him  and we never broke 
our trusts. Lee M. H utchins.

When the Resort Season Is Over.
Looking ahead is the a ttitude  which 

every business man should assum e; 
w ork in the present, bu t plan for the 
future.

W ith  the advent of Septem ber m ost 
people will have com pleted their holi
daying and be ready to re tu rn  to  of
fice, sto re  o r factory, as the case m ay 
be. O ne of the objective poin ts of 
the vacation is to  enjoy as m uch out- 
of-doors life as possible; and as 
a result the re so rte r re tu rn s hom e 
bearing  evidence of her experiences. 
H ere, then, is one of the d rugg ist’s 
opportun ities to derive a profit from 
the sale of p repara tions of which the 
holiday m aker is in im m ediate need.

A liberal supply of cold cream  and 
o ther p reparations will be found 
am ongst the best selling articles for 
the vacationists, and it affords an ex
cellent opportun ity  to  dispose of quan
tities of “Com plexion Im provers,” 
which should be liberally featured  in 
any display during  Septem ber.

T here  are  also m any sundry  articles 
which m ight appeal to those  re tu rn 

ing who are unable to get w hat they 
w ant a t th e ir favorite  sum m er resort, 
am ongst som e of these the delicious 
candies which they  were w ont to buy 
before go ing aw ay and of which a 
strik ing  display should be m ade to 
a ttrac t the a tten tion  of the custom ers. 
T he men will w ant to replenish with 
cigars, cigarettes, etc., as well as lines 
of shaving goods, talcum  pow ders, and 
m any o ther such lines. T he druggist 
will do well to make a special feature 
of catering  to the re tu rned  touris t or 
holiday-seeker, as not only will it 
m ean im m ediate business of consider
able volume, but will also afford a 
splendid m eans to display one’s own 
specialties and to secure “repea t” cus
tom ers.

Dental Antiseptic.
T he follow ing p reparation  is used 

for rendering  the too th  cavities and 
ro o t canals antiseptic  in dental caries:
Carbolic a c i d ______________4 drachm s
Oil of c a s s i a ______________ 1 drachm
Oil of clove _____________ 1 drachm
T hym ol __________________ 2 drachm s
G ly c e rin e __________________ 1 drachm
T annic a c i d ---------------------- 20 grains

T he cavities are sa tu rated  w ith the
solution, then  lightly  packed w ith ab
sorben t cotton dipped in the liquid, 
and finally sealed w ith a piece of cot- 
ton-w ool sa tu rated  w ith sandarac 
varnish.

Chocolates

Packags Goods of 
Paramount Quality 

and
Artistic Design

What Makes Your Citizens Telephone 
Bonds Absolutely Safe?

A  million and a quarter in First M ortgage Bonds are backed  
by over SIX MILLION DOLLARS of property.

Earnings directly applicable to payment of interest are nearly 
THREE A N D  ONE-HALF time requirements.

THE COM PANY PRODUCES A N  ESSENTIAL  
SERVICE.

W hen you consider these facts you KNOW  these 7% bonds 
are ABSOLUTELY SAFE.

Denominations $100, $500  and $1 ,000 .
Price 98 and Interest, to Yield 7.20%

M aturing in 1 5 ^  Years.

Citizens Telephone Company

0*9*
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LIFE IS A BATTLE.
A good education is half of the fight. 

H as your child’s school a com fortable, 
clean building?

You know w hat happens to  anim als 
in unventilated, d irty  barns. T hey  get 
sick. W e take g reat care of our live
stock, but som etim es we put children 
in stuffy, d irty  school buildings and 
then wonder why they are stupid. 
Your school should have a heater, 
ventilation, clean shining floors and 
walls, pure  w ater, com fortable seats, 
clean outhouses. C urtains to regulate 
the light save ch ild ren’s eyes. A good 
place to wash encourages cleanliness. 
Y our children spend m uch of their 
time in school. P ro tect their health 
and give their m inds a chance to work.

H as your child’s school good maps, 
books, equipm ent?

O ur g ran dfa thers plowed w ith a 
sharp  stick, but we use a plow. O ur 
g randm others used a needle, but we 
use a sewing m achine. M odern tim es 
call for m odern tools. The schools 
of to-day train  our children of to 
m orrow  to. live in this m odern world. 
T hey  need m any books, some m aga
zines, good m aps and pictures, charts 
and black boards. T ools for hand 
w ork are needed, and cooking utensils 
for hot lunches o r dom estic science 
courses, are found in m ost schools. 
C hildren and teachers do their best 
work w ith good equipm ent.

H as your child’s school a trained 
teacher?

If no t trained, the teacher has to 
learn how to teach by experim enting  
on your child. G raduates of county 
train ing  schools, teacher train ing  
courses in high school o r college, n o r
mal schools and universities know 
how to teach. T hey  have had p rac 
tice. Children are like colts; they  can 
be m ade or spoiled by handling, and 
trained teachers have been tau g h t how 
to get the best from  them . W e don’t

SCHOOL SUPPLIES
Should Be Purchased 

A t Once
By Every W ise Merchant

The good merchant cannot afford to wait longer 

before he makes his liberal purchases of school 

supplies. The opening of the schools is just two 

weeks distant; and rock bottom  has been reached 

on tablets, pencils, rulers, etc. There is no chance 

of a further decline before the fall season is in 

full swing. W e are headquarters on school sup
plies for W estern Michigan.

W e should be pleased to receive your order.

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

let people doctor us o r operate on us 
who don’t know  their jobs. W e don’t 
w ant to tru s t our children to people 
who don’t know  their jobs. Get 
trained teachers.

H as your child’s school the right 
teacher?

One who has s treng th  of character 
and ideals; one who loves children, 
people and her w ork; one who under
stands and likes the country ; one who 
fits your com m unity, who w orks with 
you and w ith whom  you work. Get 
the righ t teacher; then back her up. 
Stick by her th rough  thick and thin. 
N ext to their m other, the teacher is 
the strongest influence in your chil
d ren ’s lives. H elp her to help your 
children to be the strong , honest, in
telligent, educated men and women 
you w ant them  to be.

R esourceful m erchants are becom 
ing alive to the possibilities of the 
store fron t as an. im portan t factor in 
successful m erchandising. T he elab
ora te  and costly  window displays, the 
subtleties of form  and color which are 
used to beguile the com m on citizen 
m ay be defeated if the location and 
style of the outside fron ts are no t up 
to the sp lendor of the displays shown. 
F or the re la tion  of the sto re  fron t to 
the window display is th a t of the 
fram e to the picture. Som e of the 
m ore resourceful advertisers m aintain 
departm ents to advise retailers in the 
im provem ents and designing of their 
store  fronts. T he possibilities of the 
store fron t as an expression of the 
dependability  of the m erchant are 
lim itless. One of the quickest ways 
for a new sto re  to establish itself is 
by a w ell-ordered and sensibly de
signed front, expressive of the honest, 
sincere purpose of its proprietor.

Purely Orthographical.
L iquor sellers have given way to 

liquor cellars nowadays.

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

Acids
Boric (P ow d .)_17%4
Boric (X ta l) __ 17 %4
Carbolic _________ 3l4
Citric ____________ 654
M uriatic _________  44
Nitric ____________ 104
Oxalic ___________ 25 0
Sulphuric _______ 4®
Tartaric ____ ,__  58®

Ammonia
W ater, 26 deg 10% @ 20
W ater, 18 d e g ._ 9® 15
W ater, 14 d e g ._ 8® 13
Carbonate _______ 22® 26
Chloride (Gran) 10® 20

Balsams
C o p a ib a ________  70@1 00
Fir (C a n a d a )__ 2 50@2 75
Pir (O r e g o n )__  60® 80
Peru ____ _ 2 50® 3 00
Tolu ___________1 00@1 20

Barks
C assia (ordinary) 25® 30 
C assia (Saigon) 50® 60

Soap Cut (powd.)
' 40c ____________ 20® 25

Berries
C u b e b ---------------1 50®1 75
Pish ____________ 40® 60
Juniper --------------- 7 0 15
Prickly A s h ------ 0 39

Extracts
L ic o r ic e ------------- 60® 65
Licorice powd. — 70® 80

Flowers
Arnica __________ 75® 80
Chamom ile (Ger.) 60® 60
Chamom ile Rom 40® 45

Gums
cacia, 1 s t _____  50® 55
cacia, 2 n d -------  45® 60
cacia, Sorts —  20® 25 
cacia, powdered 30® 35
loes (Barb P ow ) 25® 35
loes (Cape P ow ) 30® 35
loes (Soc Pow ) 90® 1 00
safoetida _____  75@1 00
pow . _______ 1 25® 1 50

im phor ------------
j&ic ____ i_____ %J) 1 «0
Liaiac, powd’d 1 25® 1 60
i n o ___. . . . . . . .  ®  w
ino, pow dered- <&1 00
irrrh — —— — —  @ • w

powdered @ 75
________ 9 00®9 40
powd. 10 25® 10 60 
gran. 10 25® 10 60
_________ 65® 75

„.cv. B leached 75® 85
L gacan th___  4 60@5 50
igacanth , pw. 3 60®4 00 
r p e n tin e _____  25® 30

ium
ium,
ium,
ellac
allac

Insecticides
Arsenic --------------   12® 25
Blue V itriol, bbl. 07% 
Blue V itriol, le ss  8® 16 
Bordeaux M ix Dry 17® 30 
H ellebore, W hite

powdered —_— 25® 35
Insect Pow der — 40® 65 
Lead A rsenate Po. 22® 42 
Lim e and Sulphur

Dry ____________ 11® 23
P aris G r e e n ____ 31® 43

Ice Cream
Piper Ice Cream Co.

B ulk, V anilla  — - - -  1 10 
Bulk, V anilla  Special 1 20
Bulk, C h o c o la te ------- 1 20
Bulk, Caram el ---------- 1 20
Bulk, G r a p e -N u t------1 20
Bulk, S tra w b e r r y ----- 1 26
Bulkk, T u tti F ru iti __ 1 25
Brick, V anilla  ---------- 1 40
B rick, F a n c y ------------J ?0

Sherbets ------------------- 1 1®

Leaves
iu ------------- -
iu, powdered
, b u n t ---------671
, % loose __ 72l
, powdered_56 (
a, A lex . —  1 40<
a, T i n n . ___ 30<
a, Tinn. pow 35

Oils

1 40 
1 60 

70 
78 
60 

1 60 
35 
40 
25

Almonds, Sw eet,
im itation ____  60@1 00

Amber, c r u d e _ 2 00@2 25
Amber, rectified 2 25@2 50
A nise ___________1 25® 1 60
B ergam ont _____8 00@8 25
Cajeput _________1 50® 1 76
C a s s ia _________  2 50 0  2 75
Castor __________1 28@1 52
Cedar L e a f ___ 1 60@1 76
Citronella _____  6501  00
Cloves _______  2 5002 75
Cocoanut _____  30® 40
Cod Liver ______ 85@1 00
Croton _________ 2 25®2 50
Cotton S e e d __ 1 00® 1 10
Cubebs _______  9 0009  25
Eigeron ________ 6 00® 6 25
E u c a ly p tu s___  1 00® 1 25
H em lock, pure 2 00@2 25 
Juniper B erries 3 5003  76 
Juniper W ood 1 50® 1 75
Lard, e x t r a ___ 1 25® 1 45
Lard, No. 1 _____1 10@1 20
Lavendar F low  8 00@8 25 
Lavendar Gar’n 1 7502  00
L e m o n __________ 1 50@1 75
L inseed Boiled bbl. @ 86
L inseed bid less  9 3 0  1 01 
Linseed, raw, bbl. @ 84
Linseed raw, le ss  91® 99 
M ustard, true oz. ®2 75 
Mustard, artifil, oz. @ 60
N e a t s f o o t_____ 1 10® 1 30
Olive, p u r e ___  4 75@6 50
Olive, M alaga,

yellow  ______  2 75® 3 00
Olive, M alaga,

green  _______  2 75@3 00
Orange, S w eet 5 00@6 25 
Origanum, pure @2 60 
Origanum, com ’l 1 25®1 50
Pennyroyal ___  2 5002  75
Pepperm int ___  4 00 0  4 25
Rose, p u r e _ 15 00@20 00
Rosem ary F low s 1 50@1 75 
Sandalwood, E.

I. _______  10 50® 10 75
Sassafras, true 2 00 0  2 25 
Sassafras, arti’l 1 00® 1 25
S p ea r m in t_____  8 00@8 25
Sperm ________  2 75@3 00
T a n s y ________11 60@11 75
Tar, U SP  _____  60® 65
Turpentine, b b l ._@67%
Turpentine, le ss  74® 82 
W intergreen,

leaf __________ 8 00® 8 25
W intergreen, sw eet

birch _______  5 0005  25
W intergreen art 75@1 00
W orm seed ___  5 0005  25
W o r m w o o d_ 22 50@22 76

Potassium
Bicarbonate ___
Bichrom ate ____
Brom ide _______
Carbonate _____
Chlorate, gran'r- 
Chlorate, x ta l or

powd. _________
Cyanide _________
Iodide ________  3
P e r m a n g a n a te_
P russate , yellow
P russiate , red__
Sulphate _______

35® 40 
20® 30
40® 45 
35® 40 
25® 35
18® 25 
35® 60 
45@3 60 
60@ 70
55® 60 
80® 90 
40® 50

Alm onds, B itter,
true __ 16 00®18 25

Alm onds, B itter,
a r t if ic ia l___  2 50®2 75

Alm onds, Sw eet, 
tr u e _________ 1 00®1 35

Roots
A lkanet _________ 76® 85
Blood, powdered- 40® 50
Calam us ________ 35® 75
Elecam pane, pwd 30® 35 
G entian, powd. 20® 30 
Ginger, A frican,

p o w d ered _____  23® 30
Ginger, Jam aica 40® 45
Ginger, Jam aica,

p o w d e r e d ___ 42%® 50
Goldenseal, pow. 6 50@6 80
Ipecac, p o w d ._ 3 75@4 00
L icorice - _____ -  40® 45
Licorice, powd. 26® 30 
Orris, powdered 30® 40 
Poke, powdered 40® 45
Rhubarb ________ ® 1 00
Rhubarb, powd. @ 75 
Rosinwood, powd. 30® 35 
Sarsaparilla, Hond.

g r o u n d  ____ 1 25® 1 40
Sarsaparilla M exican,

ground ________ (
Squills __________ 35(
Squills, powdered 60< 
Tum eric, powd. 15<_ -
Valerian, powd. 50® 60

Seeds
Anise ___________ 33® 36
Anise, powdered 38® 40
Bird, Is  _______  13® 15
Canary _________ 8® 15
Caraway, Po. .25 16® 20
Cardamon ____ 1 50@1 75
Celery, powd. .35 .25® 30
Coriander pow. .25 12® 16
D ill _____________ 106
F ennell _________ 30(
F l a x ____________ 06%6
F lax , g r o u n d _06%«
Foenugreek pow. 8«
H e m p ____________ 84
Lobelia, Pow d. __
M ustard, yellow  104 
M ustard, black — 184
P o p p y ___________ 304
Quince ,------------  1 2 5 0 1  60
R a p e ____________ 15® 20
S a b a d illa _______  304
S u n flo w e r ________7%(
W orm A m erican 304 
W orm L evan t 2 0 0 0 2  35

Tinctures
A conite _________
A l o e s ____ _____
Arnica __________
A safoetida ____ _
Belladonna ____
Benzoin _______
Benzoin Comp’d
Buchu _________
Cantharadles __
Capsicum  ______
Catechu _______
Cinchona ______
Colchicum _____
Cubebs _________
D igita lis _______
Gentian ________
Ginger, D . S . _
G uaiac ______ ___
Guaiac, Ammon.
Iodine __________
Iodine, Colorless
Iron, clo. _____
Kino ____________
Myrrh _________
N ux V o m ic a __ _
Opium __________
Opium, Camp. __ 
Opium, Deodorz’d 
Rhubarb _______ )2 00

Paints
Lead, red dry _
Lead, w hite dry 
Lead, w hite oil 12% 
Ochre, yellow  bbl.
Ochre, yellow  less 2%
P u tty  ___________  5
Red V enet’n Am. 3%
Red V enet’n E ng. 4
W hiting, b b l . ___
W hiting _______ 5%
L. H . P. Prep. 3 00w v — 
Rogers Prep__ 3 00@3 26

12% ® 12% 
12%012% 
" "  12% 

8 
6 
8
7
8

4ä
3 26

M iscellaneous

A cetanalid  _______ 65® 76
Alum ____________ 10® 18
Alum, powd. and

g r o u n d _________ 11® 20
Bism uth, Subni

trate ________  2 76@2 93
Borax x ta l or

powdered ___  7%@ 13
Cantharades, po 1 5005  60
C a lo m e l_________ 1 36®1 45
Capsicum _______ 404
Carmine ______  6 604
C assia B u d s ___ 304
Cloves _________  354
Chalk Prepared 164_
Chloroform ______ 66®
Chloral H ydrate 1 6S@1 85
C o c a in e _____  12 85@13 65
Cocoa B u t t e r __ 50® 76
Corks, lis t, le ss  35® 45
Copperas ________  3® 10
Copperas, Powd. 4® 10 
Corrosive Sublm 1 17 @1 26
Cream Tartar __
C uttle b o n e ____
D extrine _______
D over’s  Pow der 5 
Em ery, A ll N os.
Em ery, Pow dered.
Epsom  Salts, bbls.
Epsom  Salts, le ss  4%<j_ 
Ergot, powdered 1 76®2 00
Flake W h it e ___  15® 20
Form aldehyde, lb. 17% @25
Gelatine ________1 70@2 00
G lassware, less  60%. 
G lassware, fu ll case 50.10%. 
Glauber Salts, bbl. @03% 
Glauber Salts less  04® 10
Glue, B r o w n _21® 30
Glue, Brown Grd. 17® 25
Glue, W h i t e ___  35® 40
Glue, W hite Grd. 30® 36
Glycerine ______  20@ 35
H ops ____________ 654
I o d in e __________  6 264
Iodoform ______ 6 694
Lead A cetate _ 184
L y co p o d iu m ___  4 754
M ace ___________ 764
Mace, powdered 954.
M e n th o l________  5 75@6 00
Morphine _____  8 2509  40
N ux V o m ic a ___  ® 30
N ux Vom ica, pow. 304~ 
Pepper black pow.
Pepper, w hite __ 404
Pitch , Burgundy 104
Q u a s s ia _________ 124
Quinine ________ 964
Rochelle S a l t s _364
Saccharine _____
Salt P e t e r ______ 14% 4
Seidlitz M ixture 304
Soap, g r e e n ____  166
Soap m ott castile  22%f 
Soap, w hite castile

case ___________  @11 50
Soap, w hite castile  

less, per b a r _____ @1 30
Soda A sh ______  05(
Soda Bicarbonate 3%<
Soda, S a l _____ 2%<
Spirits Camphor
Sulphur, r o l l ___ 04<
Sulphur, S u b i ._4%i
T a m a r in d s _____  251
Tartar E m etic 1 031 
Turpentine, V en. 601 
V anilla  E x. pure 1 504 
W itch H azel __ 1 604 
Zinc Sulphate _ 881

10
10
5

1 25 
10 
10 
80

1 10
2 25 
2 00 
2 16

1*
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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 DECLINED
Cheese
L a m b
M u tto n
P o rk
S m o ke d  M ea ts  
Som e C a n d y

L a rd
F lo u r
W h e a t
O a ts

A M M O N IA  
A rctic  Brand 

16 oz., 2 doz. in carton, 
per doz. _________  1 75

A X L E  G R EA SE

B L U IN G
Jennings Condensed Pearl 

C -P -B  “ Seal Cap”
3 doz. Case ( 1 5 c ) ------3 76

B R E A K F A S T  FOODS
Cracked W heat, 24-2 
Cream of W heat — -- 
Pillsbury's B est Cer’l 
Quaker Puffed R ice— 
Quaker Puffed W heat 
Quaker B rfst B iscu it  
Quaker Corn F lakes
R alston P u r i n a --------
R alston Branzos -----
R alston Food, large — 
R alston Food, sm all— 
Saxon W heat Food — 
Shred. W heat B iscu it

4 85 
9 00 
2 70
5 60 
4 30
1 90
2 80 
4 00
2 70
3 60 
2 90
4 80 
4 90

Kellogg’s Brands.
Corn F lakes, 3 6 s -----
Corn F lakes, 2 4 s -----
Corn F lakes, 100s —
K rum bles, 24s --------
K rum bles, 36s ----------
Krumbled Bran, 1 2 8 -  

Post’s Brands.
G rape-N uts, 2 4 s -------
G rape-N uts. 1 0 0 s -----
Postum  Cereal, 12s — 
P o st T oasties, 36s — 
P ost T oasties, 24s —

3 50
3 50 
2 00 
2 85
4 20
2 25

3 80 
2 75
2 25
3 50 
3 50

BROOMS
andard Parlor 23 lb. 5 75 
m cy Parlor, 23 lb. — 8 00 
X Fancy Parlor 25 lb 9 50 
X. Fey, Parlor 26 lb 10 00

B R U S H E S
Scrub

Solid Back, 8 i n . ----- 1 50
Solid Back, 11 in. —  1 76 
Pointed E n d s ------------1 26

N o. 1 
N o. 2

Stove
1 10 
1 35

N o. 1 
N o. 2 
N o. 3

Shoe
___________  90
___________1 25

_________ 2 00

B U T T E R  COLOR  
Dandelion, 25c size  — 2 80 
Perfection , per doz. — 1 76

C A N D LE S
Paraffine, 6s -------------14%
Paraffine, 1 2 s ---------- 15
W icking _____________60

Clam Boullion
Burnham 's 7 oz. ----- 2 50

Corn
Standard _____  1 20@1 75
Country Gentm n 1 85@1 90 
Maine _________  1 90@2 25

Hom iny
Van Camp ------------------1 50

Lobster
«  lb. Star ___________2 95
% lb. Star ---------------- 4 80
1 lb. S t a r ------------------- 10 60

Mackerel
M ustard, 1 l b . ------------1 80
M ustard, 2 lb. ----------- 2 80
Soused, 1% lb. ------------1 60
Soused, 2 l b . ----------------2 76

Mushrooms
Choice, Is, per can — 66 
H otels, Is, per can — 32
E xtra -------------------------  6o
Sur E xtra ------------------ 80

Plums
California, No. 2 --------2 50

Pears In Syrup
M ichigan ------------------- 4 00
California, N o. 2 -------- 4 25

Peas
M arrowfat 
Early June 
Early J une

____1 35@1 90
___ 1 45@2 10
sifd  2 25@2 40

Peaches
California, No. 2% — 3 50
California, No. 1 2 25@2 75
M ichigan, N o. 2 ------- - 4  25
P ie, gallons --------  @8 60

Pineapple
Grated, No. 2 . -  2 80@3 25 
Sliced, N o. 2%,

E xtra ______________3 60

Pumpkin
Van Camp, N o. 3 ----- 1 60
Van Camp, No. 10 —  4 60 
Lake Shore, N o. 3 — 1 60

Salmon
W arren’s  % lb. F iat 2 75 
Warren s  1 lb. F la t — 4 00
Red A laska ------------- 2 85
Med. Red A laska — 2 50 
Pink A laska —  1 50@1 60

Sardines
D om estic, % — 3 65@5 00 
M ustard, Vis, — 4 50@5 00 
M ustard, %s, 48s 4 UU@4 50
California S o u s e d ----- 2 00
California M ustard — 2 10 
California Tom ato — 2 00 

Sauerkraut
H ackm uth, N o. 3 ------- 1 60
Silver F leece, N o. 3 1 60

Shrimps
Dunbar, Is, doz. ------- 2 50
Dunbar, l% s, d o z . ----5 00

Straw berries
Standard, No. 2 ---------- 3 00
Fancy, N o. 2 ------------- 4 00

Tomatoes
N o. 2 ____ - ____1 10@1 40
No. 3 ____________1 75@2 25
N o. 10 __________ ©5 00

C A TS U P
Snider's 8 o z . ------------- 1 90
Snider's 16 oz. ---------- 3 15
Royal Red, 10 o z . ___ 1 35
R oyal Red, T i n s ------11 75

C H E E S E
B rick ___________________ 25
W isconsin F la ts  _______22
Longhorn _______________23
N ew  York _____________24
M ichigan Full Cream — 22

C A N N E D  GOODS 
Apples

3 lb. S ta n d a r d s_____ @2 15
N o. 10 _____________@6 50

Blackberries
3 lb. S ta n d a r d s___
No. 10 ______________@7 00

Beans— Baked 
Brown B eau ty , N o. 2 1 15
Campbell, N o. 2 _____1 15
Frem ont, N o. 2 _______1 10
V an Camp, N o. 1 _1 00
Van Camp, m e d iu m _1 30
Van Camp, l a r g e ___ 2 30

Beans— Canned
Red K idney ___  90® 1 60
String __________1 60® 3 30
W ax __________  1 60@2 70
L im a __________ 1 15@2 35
R e d ____________ 9 1  10

C H E W IN G  GUM
Adam s B lack J a c k ___65
Adam s B lo o d b e r r y_65
Adam s Calif. Fruit —  65
Adam s C hiclets ______65
Adam s Sen S e n _____ 65
Adam s Y u c a ta n _____ 65
Beem an's P e p s i n ___ 65
B eechnut _____________75
D oublem int ___________65
Ju icy  F ruit ___________65
Spearm int, W rigleys _ 65
Zeno __________________65
W rigley’s  P - K _______66

C H O C O LA TE  
W alter Baker & Co.

Caracas _________________36
Prem ium , %s _________ 39
Prem ium , Vis _________ 36
Prem ium , %s _________ 36

CIGARS

Worden Grocer Co. Brands

H arvester Line
K iddies, 100s _______ 37 50
Record Breakers, 50s 75 00
D elm onico, 5 0 s _____  75 00
Pacem aker, 5 0 s -------  75 00
P anatella , 50s _____  76 00
Favorita Club, 50s — 95 00
Epicure, 50s ______  95 00
W aldorfs, 50s ______110 00

The La Azora Line. 
Opera (w ood), 60s— 67 00 
Opera (t in ), 25s —  67 00
A greem ents, 5 0 s -----  58 00
W ashington, 50s —  76 00 
Biltm ore, 50s, wood 95 00

Sanchez & H aya  Line 
Clear H avana Cigars made 

in Tam pa, Fla.
D iplom atics, 50s — 95 00 
Reina F ina (tin ) 50s 115 00
Rosa, 50s __________  125 00
Victoria T i n s ---------- 115 00
N ational, 60s — - — 130 00 
Original Queens, 50s 150 00 
Worden ¡special,

(E x c ep tio n a l)  50s 186 00

Ignacia H aya  
E xtra Fancy Clear H avana  

Made in Tam pa, Fla.
D elieades, 50s ---------115 00
Prim eros. 5 0 s ----------- 140 00
Queens, 25s ________180 00
Perfecto, 2 5 s ________ 185 00

Garcia & V ega—Clear 
H avana

N ew  P anatella , 100s 60 00

Starlight Bros.
La Rose De Paris Line

Couquettes, 50s -----  65 00
Caballeros, 5 0 s _____  70 00
Rouse, 50s __________115 00
Peninsular Club, 25s 150 00
Chicos, 2 5 s __________150 00
Palm as, 25s ------------176 00
Perfectos, 2 5 s _______195 00

R osenthas Bros.
R. B. Londres, 50s,

T issue W r a p p e d_ 58 00
R. B. Invincible, 60s,

Foil W rapped -----  75 00

Union Made Brands 
El Overture, 50s, foil 75 00 
Ology, 50s --------------- 60 00

M anila 10c
La Yebana, 2 5 s ------- 70

Our N ickel Brands

N ew  Currency, 100s— 37
M istoe, 100s _____ — 35
Lioba, 100s ---------------35
E ventual, 5 0 s ------------36

Other Brands
Boston Straights, 50s 55 
Trans M ichigan, 50s 57 
Court R oyals (tin ) 25s 67 
Court R oyal (wood)

50s _________ ________67
Stephan's Broadleaf,

50s _________________ 58
Knickerbocker, 60s— 58
Iroquois, 5 0 s _________58
B. L., 50s ___________58
H em m eter Cham 

pions, 50s _________67
Tem plar B lunts, 50s 76 
Tem plar Perfecto,

50s ______________«J.05
Cheroots

Old V irginia, 1 0 0 s_23
H avana Councel, 100s 30 

Stogies
H om e Run, 50, Tin 18 
H avana Gem, 100 wd 27

C LO T H E S  L IN E

00

60
00
00
00

00
00
00

00

00
00
00
00

50
00

00

50
00

50
50

Hemp, 50 f t . _________3 25
T w isted  Cotton, 50 ft. 2 15 
T w isted  Cotton, 60 ft. 3 00
Braided, 50 ft. _____ 3 60
Sash C o r d _____  2 60® 3 75

COCOA
B aker’s %s _____________46
B aker’s %s ------------------- 42
B unte, 15c s ize  ______ 55
B unte, % lb. -------------60
B unte, 1 lb. . -------------- 48
Cleveland --------------------- 41
Colonial, Vis ------------------35
Colonial, %s ---------------- 33
D roste’s  D utch, 1 lb.— 9 00 
D roste’s  D utch, % lb. 4 76
D roste’s D utch, % lb. 2 00
Epps ------------------------------ 42
H ersheys, V i s ---------------- 42
H erseys, %s ------------------40
Huyler __________________ 36
Lowney, %s --------------  48
Lowney, V4s ---------------- 47
Lowney, %s ---------------- 46
Lowney, 5 lb. c a n s ----- 31
Van. H outen, %s -----------12
Van H outen, Vis -----------18
Van H outen, %s ---------- 36
Van H outen, Is  ------------65
W an-E ta  _______________ 36
W ebb ___________________ 33
W ilbur, %s ------------------ 33
W ilbur, Vis ____________ 33

C O C O A NU T
%s, 5 lb. case  Dunham  60
Vis, 5 lb. case __________48
Vis & %s, 15 lb. case  49
6 and 12c pkg. in pails 4 75
Bulk, barrels __________ 24
48 2 oz. pkgs., per case 4 15 
48 4 oz. pkgs., per case 7 00

C O FF E E  R O A STED  
Bulk

Rio _____________________ H
Santos _____________ 15@22
M aracaibo ______________22
M exican ________________25
G uatem ala ______________26
Java ____________________46
B ogota __________________28
P e a b e r r y ________________22

Package Coffee 
N ew  York B asis  

Arbuckle ____________ 23 00

M cLaughlin’s X X X X  
M cLaughlin’s X X X X  pack
age coffee is sold to reta il
ers only. Mail all orders 
direct to W . F . M cLaugh
lin & Co., Chicago.

Coffee Extracts
N . Y., per 100 _______10%
Frank's 250 packages 14 50 
H um m el's 50 1 l b . _10%

C O N D E N S E D  M IL K
E agle, 4 doz. ______ 9 50
Leader, 4 doz. _____  6 50

E V A P O R A T E D  M IL K  
Carnation, Tall, 4 doz. 6 60 
Carnation, Baby, 8 dz 6 30
P et, Tall _____________5 60
P et, Baby ___________4 00
Van Camp, T a l l ____ 6 50
Van Camp, B a b y ___4 50
Dundee, Tall, d o z ._6 60
Dundee, Baby, 8 doz. 6 00 
Silver Cow, Baby,

8 doz. ______________5 30
Silver Cow, T a l l ____6 60

M IL K  C O M PO U N D
H ebe, Tall, 4 d o z .___ 4 00
H ebe, Baby, 8 d o z ._3 90
Carotene, Tall, 4 doz. 4 25

C O N F E C T IO N E R Y  
Stick Candy

P alls
Standard _____________17
Jum bo W r a p p e d _____ 19
Pure Sugar Stick , 600's 4 20

Mixed Candy
P alls

Grocers ______________13
K indergarten ________22
Leader _______________ 18
Century Cream s ___ 22
X . L. O. _____________15
French C r e a m s ______ 20
' 'ameo M ix e d ________ 28
Fancy Mix __________22

Specialties.
P ails

A uto K isses __________22
Bonnie B utter  B ites  _ 25 
B utter Cream Corn _ 27
Caramel Bon B o n s _30
Cream W aters, Pep.

and Pink ___________24
Fudge, W alnut _______26
Italian Bon B o n s ___ 22
M arshm allow P eanu ts 26
M anchus ______________24
N ational Cream M ints,

7 lb. tin s ___________32
N ut B utter  P u f f s __ 24
Persian  C a r a m e ls__ 30
Snow Flake F u d g e _24
Sugar Cakes _________24
A A Jelly  B e a n s ___ 17
W intergreen Berries _ 22
Sugared P e a n u t s ___ 22
Cinnamon Im perials _ 22
Cocoanut C h ip s _____ 26

Chocolates.
Palls

Champion _____________22
H oneysuckle C h ip s_40
K lo n d lk e s _____________80
N u t W a f e r s ___________30
Ocoro Caram els ______30
P eanu ts, Choc. Cov’d  86 
Q uintette, A ssorted _ 26 
M ount Royals ________34

Fancy Chocolates.
5 lb. B oxes  

Bitter-sweets, A ss'ted  1 90 
Choc-M arshm allow  Dp 1 80
Milk Chocolate A A_2 25
Nibble S tick s ____ — 2 25
Prim rose Choc., Plain

Dipped _____________1 45
No. 12 Choc., Plain

Dipped ____________ 1 75
Chocolate N ut R olls _ 2 00

Gum Drops.
P ails

A nise ________________20
R a sp b erry ___________-  20
F a v o r it e ______________24
Orange Jellies _____ 20
B utterscotch  Jellies  .  21

Lozenges.
P ails

A. A. Pep. L ozenges 18 
A. A. Pink L ozenges 18 
A. A. Choc. L ozenges 18
M otto H e a r t s _________22
Malted Milk L ozenges 22

F IS H IN G  T A C K L E  
Cotton Lines

No. 2, 15 f e e t ________1 46
No. 3, 15 f e e t ________1 70
No. 4, 15 f e e t ________1 85
No. 5, 15 f e e t ________2 15
No. 6, 15 f e e t ________2 45

Linen Lines
Sm all, per 100 yards 6 6fr 
Medium, per 100 yards 7 25 
Large, per 100 yards 9 06

Floats
No. 1%. per g r o s s _1 60
No. 2, per g r o s s ___ 1 75
No. 2%, per g r o s s _2 24

Hooks— Kirby
Size 1-12, per 1,000 _ 84
Size 1-0, per 1,000 _ 96
Size, 2-0, per 1,000 _1 16
Size, 3-0, per 1,000 _1 32
Size 4-0, per 1,000 — 1 65
Size 5-0, per 1,000 _1 9i

Hard Goods.
Pails

Lem on D r o p s ------------19
O. F . Horehound Dps 19
A nise S q u a r e s ---------- 19
P eanut Squares ------- 18
H orehound T ablets — 23

Pop Corn Goods.
C ases 100s 

Cracker Jack, P rize 7 00
Checkers Prize ---------- 7 00

Cough Drops
B oxes

Putnam  M enthol H ore
hound ------   1 30

Sm ith B r o s . ---------------- 1 65
CRISCO

36s, 24s and 1 2 s -------18
6 lb. __________________ 17%

COUPON BOOKS 
50 Econom ic grade — 2 00 
100 Econom ic grade 4 60 
500 E conom ic grade 20 00 
1,000 Econom ic grade 37 50 

W here 1,000 books are 
ordered a t a tim e, sp ecia l
ly printed front cover Is 
furnished w ithout charge. 

C R E A M  OF T A R T A R
6 lb. boxes ------------------- 66
3 lb. b o x e s ------------------- 60

D R IE D  F R U IT S  
Apples

Evap'd. Choice, blk. — 16 

Apricots
Evaporated, C h o ic e ----- 25
Evaporated, F a n c y ----- 30

Citron
10 lb. box --------------------- 62

Currants
P ackages, 14 o z . ----- 20
Boxes, Bulk, per lb. 18

Peaches
Evap. Choice, U npeeled 15 
Evap. Fancy, U npeeled 18 
Evap. Fancy, Peeled  — 19

Peel
Lemon, A m e r ic a n -------- 32
Orange, A m e r ic a n ---- - 33

Raisins
Fancy S ’ded, 1 lb. pkg. 27 
Thom pson Seedless,

1 lb. p k g . -------------------27
Thom pson Seedless, 

b u lk ___________________26

California Prunes 
80-90 25 lb. boxes —@08%
70-80 25 lb. boxes —@10
60-70 25 lb. boxes —@12
50-60 25 lb. boxes —@14
40-50 25 lb. boxes _@ 16
30-40 25 lb. boxes —@18

FA R IN A C E O U S  GOODS 
Beans

Med. H and P icked — 05% 
M adagascar L im as — 06 
Brown, H olland ------06

Farina
25 1 lb. p a c k a g e s ----- 3 20
Bulk, per 100 l b s . -----

Hom iny
Pearl, 100 lb. s a c k _5 25

Macaroni
D om estic, 10 lb. box 1 00 
D om estic, brkn bbls. 8% 
Golden A ge, 2 doz. 1 90 
Fould’s, 2 doz., 8 oz. 2 00

Pearl Barley  
C hester -----  ---------- _ 4 75

Peas
Scotch, lb. _______ _
Split, lb. ___________

- 05%
- 07%

Sago
E ast I n d i a ____ _____ . 07

Tapioca
Pearl, 100 lb. s a c k s _7
M inute, 8 oz., 3 doz. 4 05 
Drom edary Instant, 8 

doz., per case  ___ 2 70

Sinkers
No. 1, per g r o s s __ _ 66
No. 2, per g r o s s ____  72
No. 3, per g r o s s ____  85
No. 4, per g r o s s ____1 10
No. 5, per g r o s s ____ 1 45
No. 6, per g r o s s ____1 85
No. 7, per g r o s s ____2 30
No. 8, per g r o s s ____ 3 35
No. 9, per g r o s s ____ 4 65
FLAVORING EXTRACTS 

Jennings  
Pure Vanilla  
Turpeneless 
Pure Lem on

P er Doz.
7 Dram ______________1 35
1V4 Ounce ____________ 1 90
2 Ounce ______________2 75
2V4 O u n c e _____________3 00
2% O u n c e _____________3 25
4 O u n c e _______________5 00
8 O u n c e _______________8 50
7 Dram, A s s o r t e d __ 1 35
1V4 Ounce, A ssorted_1 90

Van Duzer
Vanilla, Lem on, Almond, 
Strawberry, Raspberry, 
Pineapple, P each, Orange, 
Pepperm int & W intergreen
1 ounce in c a r t o n s_2 00
2 ounce in c a r t o n s_3 50
4 ounce in c a r t o n s_6 75
8 ounce _____ i_______ 13 20
P i n t s _________________26 40
Q uarts _______________61 0C
Gallons, each  ________16 00

FLOUR AND FEED  
V alley C ity M illing Co. 

Lily W hite, % Paper
sack  ______________ 9 20

H arvest Queen 24%s 9 40 
Light Loaf Spring

W heat, 24%s _______9 80
Snow Flake 24 % s _8 40
Graham 25 lb. per cwt. 3 .0 
Golden Granulated Meal,

25 lbs., per cw t. N  2 40 
Rowena Pancake Com-

pound, 5 lb. s a c k __4 20
Buckw heat Compound,

5 lb. s a c k __________4 20

W atson H iggin s M illing  
Co.

N ew  Perfection , %s_ 8 60 

Meal
Gr. Grain M. Co.

Bolted ________________2 25
Golden G r a n u la te d ___2 45

W heat
No. 1 Red ___________1 17
No. 1 W hite _________1 13

Oats
M ichigan Carlots ______43

.L ess than Carlots _____47
Corn

Carlots _______  64
L ess  than C a r lo t s ____70

H ay
Carlots _____________ 22 00
L ess than C a r lo ts__  24 00

Feed
Street Car F e e d __  28 00
No. 1 Corn & Oat Fd 28 00
Cracked Corn _____  28 00
Coarse Corn M eal „  28 00

F R U IT  JARS  
Mason, pts., per gross 8 7G 
Mason, qts., per gross 10 00 
M ason, % gal., gross 14 20 
Ideal G lass Top, p ts. 9 95 
Ideal G lass Top, qts. 11 80 
Ideal G lass Top, % 

gallon ____________ 15 90
G E L A T IN E

Cox’s 1 doz. l a r g e __ 1 45
Cox’s  1 doz. s m a l l__  90
Jello-O , 3 doz. _______3 45
K nox’s  Sparkling, doz. 2 26 
K nox’s  Acidu'd, doz. 2 25
M inute, 3 doz. _______4 95
N elson’s  ______________1 60
Oxford _______________ 76
Plym outh Rock, Phos. 1 65 
Plym outh Rock, P la in  1 85 
W a u k esh a__________ 1 66
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H ID E 8  A N D  P E L T 8  
Hides

Green. No. 1 _______ 05
Green, No. 2 _______ 04
Cured, No. i _______ 06
Cured, No. 2 _______ 05
Calfskin, green. No. 1 11
Calfskin, green No. 2 9%
Calfskin, cured. N o. 1 12
Calfskin, cured, No. 2 10%
Horse, No. 1 _______ 2 00
Horse, No. 2 _______ 1 00

Pelts
Old W ool _________26@ 50
Lam bs ____________10@ 25
Shearlings ________05@ 10

Tallow
Prim e _____________ @3
No. 1 ______________ @2%
No. 2 ______________ @2

Wool
U nwashed, m edium  15@16
U nwashed, rejects__  @10
Fine ________________ @16
M arket dull and neglected.

H O N E Y
Airline, No. 10 _______4 00
Airline, N o. 15 _______5 50
Airline, No. 25 _____  8 25

HO R SE R A D IS H  
Per doz., 7 oz. _______1 75

J E L L Y
Pure, S ilver Leaf, per 

pail, 30 lb. _________4 00

J E L L Y  GLASSES  
8 oz., per doz. __________ 44

M IN C E  M E A T  
N one Such, 3 doz.

case for ____________5 35
Quaker, 3 doz. case  

for __________________4 75

M OLASSES  
N ew Orleans

Fancy Open K e t t l e _____95
Choice __________________85
Good ____________________ 65
Stock ___________________ 28

H alf barrels 5c extra  

N U T S — Whole
Almonds, Terragona 25 
Brazils, large w ashed 31
Fancy M ixed _________24
Filberts, B a r c e lo n a_32
Peanuts, V irgina raw  11 
Peanuts, V irginia,

roasted _____________13
Peanuts, Spanish ____25
W alnuts, C a lifo r n ia_29
W alnuts, N aples _____25

Shelled
Almonds ______________55
Peanuts, Spanish.

Salted, 10 lb. box 1 15 
Peanuts. Snamsh  

Salted, 100 lb. bbl. 10% 
Peanuts, Spanish  

Salted, 200 lt>. bbl. 10
P e c a n s _______________95
W alnuts _____________65

O L IV E S
Bulk, gal. kegs, each 5 00
Bulk, 5 gal. kegs, each 7 00
Stuffed, 3% oz. _____ 2 25
Stuffed, 9 oz. _________4 50
Pitted (not stuffed)

14 oz. _______________3 00
Manzanilla, 8 o z . ___ 1 45
Lunch, 10 o z . _________2 00
Lunch, 16 oz. ________3 25
Queen, M ammoth, 19

oz. __________________5 50
Queen, M ammoth, 28

o z . __ _______________ 6 75
Olive Chow, 2 doz. cs. 

per doz. ____________2 60

P E A N U T  B U T T E R

B el-C ar-M o Brand 
8 oz., 2 doz. in c a s e __
24 1 lb. pails ________
12 2 lb. pails ________
5 lb. pails, 6 in crate  
15 lb. pails __________
25 lb. pails __________
50 lb. tin s __________
P E T R O L E U M  PR O D U C TS  

Iron B arrels
Perfection ____________ 9.7
Red Crown G asoline 19.9 
Gas M achine Gasoline 38 
V. M. & P. N aphtha 22 
Capitol Cylinder, Iron

Bbls. ______________ 42.5
A tlantic Red Engine,

Iron B b l s .__________23.5
W inter B lack, Iron

Bbls. ______________ 14
Polarine. Iron Bbla.___ 54.5

P IC K L E S
Medium

Barrel, 1,200 c o u n t_
H alf bbls., 600 count 
5 gallon kegs ______

Small
B arrels _______
H alf b a r r e l s _
5 gallon kegs -

Gherkins
Barrels _________
H alf barrels ___
5 gallon kegs __

P ig ’s Feet
% bbls. _________ 2 15
% bbls, 35 l b s . _______3 76
% bbls. ___________ 7 00
1 b b l ._________________14 15

T  ripe
K its, 15 lbs. ________  90
% bbls., 40 l b s . _______ 1 60
% bbls., 80 l b s . _______ 3 00

Casings
H ogs, per l b . _____________ @65
B eef, round s e t _____22 @24
B eef, m iddles, s e t__ 50@60
Sheep, a skein 1 75@2 00

Sweet Small
Barrels ______________
H alf barrels ________
5 gallon kegs _______

P IP E S
Cob, 3 doz. in b o x _1 25

Uncolored Oleomargarine
oSlid  1 >airy ______ 28@29
Country R o l l s _____ 30@31

R IC E
F an cy H ead _______ 7 @11
B lue Rose ___________6 00
Broken ______________3 00

P L A Y IN G  CARDS
No. 90 S te a m b o a t___ 2 75
No. 808, B icycle ____ 4 50'
P ick ett _______________•  50

POTASH
B abbitt’s, 2 d o z . ___  2 76.

FR E S H  M E A TS .

Beef.
Top Steers and H eifers 15 
Good Steers and H eifers 15 
Med. Steers & H eifers 13 
Com. Steers & H eifers 11

C0W8.
Top ___________ __13
Good _ 12
Medium ___________ 11
Common _ _ — 10

Veal.
Top -----------------------__ 17
Good --------------- 15
Medium __ — ------- 12

Lamb.
Good _ _____ — 18
Medium __________ 17
1 ‘oor ______________ 15

Mutton.
Good ___  _____ ___ h
Medium -------------- ___ 10
Poor --------------------- 08

Pork.
H eavy hogs -------- ___ 12
Medium hogs ----- __ 12
L ight hogs ---------- 14
Sow s and stags ___ 11
L o i n s ____________ 23@24
B u tts ------------------- _____18
Shoulders ------------- __ 13%
H am s ____________ _ .. 28
Spareribs ------------ 09
N eck  bones ______ ____ 04

P R O V IS IO N S  
Barreled Pork  

Clear B ack __ 23 00@24 00 
Short Cut Clear 22 00@23 00 
Clear Fam ily  27 00@28 00

R O LL E D  OATS
M onarch, bbls. ______7 00
Rolled A vena, bbls. 8 00 
Steel Cut, 100 lb. sks. 4 00 
Monarch, 90 lb. sacks 3 25
■Quaker, 18 R e g u la r_2 05
Quaker, 20 F am ily  __ 4 80

S A LA D  D R E S S IN G
Colum bia, % p i n t s _2 25
Columbia, 1 p i n t ___ 4 00
D urkee’s  large, 1 doz. 6 60 
D urkee’s med., 2 doz. 7 10 
D urkee’s P icn ic, 2 dz. 3 25 
.Snider's large, 1 doz. 3 50 
¿Snider's sm all, 2 doz. 2 35

S A LE R A T U S  
Packed 60 lbs. in box

A rm  and H a m m e r_3 75
W yandotte, 100 % s _3 00

SA L SODA

Granulated, b b l s .___ 2 60
Granulated, 100 lbs cs 2 75 
G ranulated, 36 2% lb. 

p a c k a g e s ___________3 00

S a l t

P a c k e rs  N o . 1 
56 lb. sacks ___________60

Common
M edium, F ine _____ 2 70

Morton*
'"EC RUHNI"6

Sa l t

P er case, 24 2 l b s ._2 40
F ive  case lots _____ 2 30

D ry Salt Meats 
S P B ellies — 16 00@19 00

Lard
80 lb. t u b s ___ advance %
Pure in tierces 13%@14 
Compound Lard 11%@12
69 lb. t u b s ___ advance %
50 lb. t u b s ___ advance %
20 lb. p a i l s ___advance 44
10 lb. p a i l s ___advance %

5 lb. p a i l s ___advance 1
3 lb. p a i l s ___advance 1

Smoked Meats
H am s, 14-16 lb. 28 @32
Hams, 16-18 lb. 28 @32
H am s, 16-18 lb. 28 @32
Ham, dried beef

s e t s _________ 38 @39
California Ham s 14% @15
Picnic Boiled

H am s ___ ____ 34 @3«
Boiled H a m s _ 47 @49
Minced H a m s_ 14 @15
Bacon _________ 40 @42

S A L T  F IS H  
Cod

M iddles ____________ 26
T ablets, 1 l b . _____ 30@32
T ablets, % l b . _____ 2 00
W ood boxes ________  19

H o lla n d  H e r r in g
Standards, bbls. ___ 13 00
Y. M., bbls. ______ 14 25
Standards, kegs ____  80
Y. M„ kegs _________  87

H erring

K K K K, N orw ay 20 00
8 lb. pails _________  1 40
Cut Lunch ______ :__ 1 10
Scaled, per b o x ____  20
Boned, 10 lb. boxes — 13

Trout
No. 1, 100 lbs. _______  12
No. 1. 40 lbs. _______
No. 1. 10 lbs. _______
No. 1, 3 lbs. _______

Sausages
Bologna ________  13
Liver _________________12
Frankfort _____________16
Pork _____________ 18@20
Veal __________________11
Tongue _______________11
H eadcheese ___________14

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
No. 1, 100 l b s . _____  26 00
No. 1. 50 lbs. _______13 00
No. 1, 10 lbs. _____  2 85

Beef
Boneless ___  24 00@26 00
Rump, n e w   25 00@2P 00

Mince M eat
Condensed N o. 1 car. 2 00 
Condensed Bakers brick 31 
M oist in g la ss  _______ 2 00

Lake H erring  
% bbl., 100 l b s . _____ 7 50

SH O E B LA C K IN G
H andy Box, large 3 dz. 3 50
H andy Box, s m a l l__ 1 25
B ixb y’s R oyal P olish 1 35 
M iller’s Crown Polish  90

SEED S
A nise ________________30
Canary, Sm rna ____ 08
Gardnmon. Malabar 1 at*
Celery _______________32
Hemp, R ussian _____ 07%
Mixed Bird ___  13%
Mustard, yellow  ___ 12
Poppy _______________30
Rape _________________10

SN U F F
Swedish Rapee 10c 8 for 64 
Swedish Rapee, 1 lb g ls  85
Norkoping, 10c 8 f o r  64
Norkcping, 1 lb, g l a s s  85
Copenhagen, 10c, 8 for 64 
Copenhagen, 1 lb. g lass 85

SOAP
Proctor & Gamble.
5 box lots, assorted

Ivory, 100 6 oz. ______7 00
Ivory Soap Flks., 100s 8 50 
Ivory Soap F lks., 50s 4 35
Lenox, 140 c a k e s ___ 5 50
P. & G. W hite N aptha 5 75 
Star, 100 No. 11 cakes 5 75 
Star Nap. Pwdr., 100s 3 90 
Star Nap. Pwdr., 24s _ 5 75

Lautz Bros. & Co.
Acm e, 100 c a k e s ___ 6 76
B ig  M aster, 100 blocks 5 85
Clim ax, 120s _________4 85
Climax, 120s __________5 25
Queen W hite, 80 cakes 6 00 
Oak Leaf, 100 cakes 6 76 
Queen Anne, 100 cakes 6 75 
Lautz Naphtha. 100s 8 00

Tradesm an Company 
Black H awk, one box 4 50 
Black H awk, fixe bxs 4 25 
Black H aw k, ten bxs 4 00 

Box contains -72 cakes. It 
is  a  m ost rem arkable dirt 
and grease rem over, w ith 
out injury to the skin.

Scouring Powders
Sapolio, gross l o t s _12 50
Sapolio, half gro. lots 6 30 
Sapolio, single boxes 3 15
Sapolio, hand _________3 15
Queen Anne, 60 cans 3 60 
Snow Maid, 60 c a n s _3 60

W ashing Powders
Snow Boy, 100 5 c ___ 4 10
Snow Boy, 60 14 oz. 4 20 
Snow Boy, 24 pkgs. 6 00 
Snow Boy, 20 pkgs. 7 00

Soap Powders
Johnson’s  Fine, 48 2 5 75 
Johnson’s X X X  100 __ 5 76
Lautz Naphtha, 6 0 s _3 60
N ine O’Clock _________4 10
Oak Leaf, 100 pkgs. 6 50 
Old D utch Cleanser 4 75 
Queen Anne, 60 pkgs. 3 60 
Rub-No-M ore ________5 50

C LE A N S E R S .

80 can cases, $4.80 per case

S O D A
Bi Carb, K egs _____  4

S P IC E S  
W h o le  S p ices

Allspice, Jam aica ----
Cloves, Zanzibar ----
Cassia, Canton _____
Cassia, 5c pkg., doz
Ginger, A frican ------
Ginger, Cochin _____
Mace, P enan g -------
Mixed, No. 1 _______
Mixed, No. 2 _______
Mixed, 5c pkgs., doz
N utm egs, 70-8 -------_
N utm egs. 105-110 —
Pepper, Black _____
Pepper, W hite _____
Pepper, Cayenne ____
Paprika, H ungarian

P u re  G ro u n d  in  B u lk
A llspice, J a m a ic a __ @17
Cloves, Zanzibar _____@40
C assia, Canton ---------- @22
Ginger, A fr ic a n _____ @24
M ustard --------------------- @32
M ace, P enang ---------- @75
N u tm egs _____________ @32
Pepper, B lack ________@20
Pepper, W hite _______@32
Pepper, Cayenne ------- @32
Paprika. H u n g a ria n .. @80

_ @13 
_ @32 
_ @22 
. @40
- @15
-  @20 
_ @70
- @17
- @16 
. @45
_ @ 5 0
_ @45 
. @15 
. @40 
-  @22

Seasoning
Chili Powder, 1 5 c ___ 1 35
Celery Salt, 3 o z . ___  95
Sage, 2 oz. __________ 90
Onion Salt __________ 1 35
Garlic ________________1 35
Ponelty, 3% o z . _____ 2 25
K itchen B o u q u e t___ 3 25
Laurel L eaves _____  20
Marjoram, 1 o z . _____  90
Savory, 1 oz. _______  90
Thym e, 1 oz. ________ 90
Tum eric, 2% oz. ___  90

STA R CH
Corn

K ingsford, 40 l b s . ___11%
M uzzy, 48 1 lb. pkgs. 9%
Powdered, b a g s _____ 3%
Argo, 48 1 lb. p k g s ._3 75

K in g s fo rd
Silver Gloss, 40 1 lb. 11% 

Gloss
Argo, 48 1 lb. pkgs._3 75
Argo, 12 3 lb. p k g s ._2 74
Argo, 8 5 lb. p k g s .__ 3 10
Silver Gloss, 16 3 lbs. 11% 
Silver Gloss, 12 6 lbs. 11%

Muzzy
48 1 lb. packages ____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 Y R U P S
Corn

B arrels ________________70
H alf Barrels __________ 76
Blue Karo, No. 1%,
2 doz. _________________2 05
Blue Karo, N o. 2%, 2

doz. _________________3 00
Blue Karo, No. 5, 1 dz. 2 90
Blue Karo, N o. 10,

% doz. __________2 70
Red Karo, No. 1%, 2

doz. _________________2 35
Red Karo, No. 2%, 2

doz. _________________3 45
Red Kero, No. 5, 2 dz. 3 30
Red Karo, No. 10, %  

doz. _________________3 10

P u re  Cane
Fair _____________
Good _____________
Choice ___________

T A B L E  S A U C E S
L ea & Perrin, l a r g e _5 75
Lea & Perrin, s m a l l_3 35
Pepper ----------------------  1 25
Royal M int ___________2 50
Tobasco ______________3 75
E ngland’s Pride ______1 40
A -l, large ____________5 00
A -l, sm all ____________2 90
Capers ________________ 1 80

T E A
J a p a n

Medium ___________ 38@42
Choice _____________ 45@54
F an cy _____________ 60@76
B acked-F ired  Med’m 
B ask et-F ired  Choice 
B ask et-F ired  Fancy
N o. 1 N ibbs _________@65
Siftings, b u lk _________@21
Siftings, 1 lb. pkgs._@23

G u n p o w d e r
M oyune, M e d iu m _35@40
M oyune, C h o ic e___ 40@45

Y o u n g  H yso n
Choice ______________35@40
F a n c y _______________50@60

O olong
Form osa, M ed iu m _40@45
Form osa, C h o ic e _45@50
Form osa, F a n c y _55@75

E n g lis h  B re a k fa s t
Congou, M e d iu m _40@45
Congou, C h o ic e ___ 45@50
Congou, F a n c y ___ 50@60
Congou, Ex. Fancy 60@80

W O O D E N W A R E
Baskets

Bushels, narrow band,
wire handles ______ 1 75

B ushels, narrow band,
wood handles ____1 85

M arket, drop handle 90
Market, single handle 1 00
Market, extra  ________1 60
Splint, large _________9 50
Splint, m e d iu m _____8 76
Splint, sm all ________ 8 00

Butter Plates 
E scanaba M anufacturing  

Co.
Standard Em co D ishes

No. 8-50 extra sm  cart 1 55 
No. 8-50 sm all carton 1 67 
No. 8-50 md'm carton 1 83 
No. 8-50 large carton 2 14 
No. 8-50 extra lg cart 2 64 
No. 4-50 jum bo carton 1 83
No. 100, M a m m o th_1 65

Churns
Barrel, 5 gal., e a c h _2 40
Barrel, 10 gal., each__ 2 65 
3 to 6 gal., per g a l ._ 16

Clothes Pins
E scanaba M anufacturing  

Co.
No. 60-24, W ra p p ed _6 10
No. 30-24, W ra p p ed_3 10
No. 25-60, W ra p p ed _6 85

Egg Cases
No. 1, Star C a r r ie r_6 25
No. 2, Star Carrier_10 60
No. 1, Star E gg T rays 6 00 
No. 2, Star E gg Tray 10 00

F a u c e ts
Cork lined, 3 i n . _____70
Cork lined, 9 in. ______90
Cork lined. 10 i n . ____90

Mop Sticks
Trojan s p r in g ________ 2 25
Eclipse patent spring 2 25
No. 1 co m m o n ________ 2 25
No. 2, pat. brush hold 2 25
Ideal, No. 7 __________ 2 25
20oz cotton mop heads 3 60 
12oz cotton mop heads 2 20

P a ils
10 cit. G a lv a n ize d ___ 2 75
1 qt. Galvanized _____3 00
14 qt. G a lv a n ize d ___ 3 50
Fibre _________________7 10

Toothpicks
Escanaba M anufacturing  

Co.
No. 48, E m c o ______  1 85
No. 100, Em co _______3 75
No. 50-2500 E m c o __ 3 75
No. 100-2500 Emco __ 7 00

Traps
Mouse, wood, 4 h o le s ____ 60
Mouse, wood, 6 h o le s __70
Mouse, tin. 5 h o l e s ____65
Rat, w o o d _____________1 00
Rat, spring ___________1 00
Mouse, spring ______  30

T  ubs
No. 1 Fibre _______  42 00
No. 2 Fibre _______  38 00
No. 3 Fibre _______  33 00
Large G a lv a n iz e d ___ 9 00
Medium Galvanized 8 00
Sm all G a lv a n iz e d_ 7 00

W a s h b o a rd s
Banner G lo b e ____________6 25
B rass, Single ________ 7 25
Glass, S ingle _________7 25
Double P eerless ____ 9 25
Single P eerless ______8 75
Northern Queen ____ 7 00
U niversal _____________7 50

C e y lo n
Pekoe, M e d iu m ___ 40@45
Dr. Pekoe, Choice_45@48
Flow ery O. P. Fancy 55@60

TW INE

Cotton, 3 ply c o n e -----25
Cotton, 3 ply b a l l s -----25
W ool, 6 ply ____________22

V IN E G A R

Cider, Benton Harbor 25 
W hite W ine, 40 grain 19% 
W hite W ine, 80 grain 24 
W hite W ine, 100 grain 27
Oakland Vinegar & Pickle  

Co.’s Brands.
Oakland Apple Cider — 26
Blue Ribbon Corn ___ 22
Oakland W hite Pickling 2u 

P ackages no charge.
W IC K IN G

No. 0, per g r o s s ___  70
No. 1, per g r o s s ___  85
No. 2, per g r o s s ___ 1 25
No. 3, per gross 1 90

W in d o w  C le a n e rs
12 *n. 1 65
14 in. . 1 85
16 in.

W o o d  B o w ls

. 2 30

13 in. B utter ______ 5 00
15 in. B utter ___ - 9 00
17 in. Butter _______18.00
19 in. B utter _______25.00

W R A P P IN G  P A P E R  
Fibre, M anila, w hite 06%
No. 1 Fibre _________ .' 07%
Butchers M anila ___ 06
K raft ________________08%

Y E A S T  C A K E
Magic, 3 d o z . ------------- 2 70
Sunlight, 3 d o z ._____  2 70’
Sunlight, 1% d o z .__ 1 35
Y east Foam , 3 doz. — 2 70
Y east Foam , 1% doz. 1 35

Y E A S T — C O M P R E S S E D  
Fleiscbm an, per doz. ~  28
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Do Not Build Up a Wall Atound 
Yourself.

(C oncluded from  page tw enty-four) 
th rough  them , and if it is deem ed 
advisable for you to have a personal 
talk  w ith any em ploye, th is should 
be done with the consent and approval 
of your forem an. No g reat business 
o rganization  can be built up unless 
first of all the entire organization  from  
top to  bo ttom  is a self-respecting  o r
ganization. Y our forem an m ust have 
his own self-respect, and he gains 
this when he realizes he has your 
respect, and no th ing  adds to  the dis
cipline of a departm ent m ore than  for 
the em ployes in th at departm ent to 
know  th a t their forem an “stands in” 
and has the approval of the “boss.” 
If  they ga ther the idea th at their 
forem an is “in bad,” then the au th o r
ity of this forem an logically goes to 
pieces, and as a forem an he is worse 
than useless.

W hen I was a sales m anager the 
head of m y house w ent out to visit a 
com petitor. W hen he returned, as was 
his custom , he perched him self on the 
edge of m y desk and delivered him 
self of this bit of w isdom : “D on’t
w orry any m ore about the X H ard 
w are Com pany. T hey  will not con
tinue to grow . I have just re tu rned  
them  and the head of the house, who 
is very  proud of his record  as a hard 
worker, tells me th a t he opens every 
single le tte r that comes to the house. 
I hope he continues to do it, because 
his house will never develop beyond 
his ability  to open m ail.” A fterw ard  
I watched th a t house for m ore than  
ten years, and they  never grew. T he 
head of that house was sober and 
industrious. H e rose in the m orning 
with the lark and hurried  down to 
open that m ail; but while he was 
opening the mail in the back office, 
salesmen at the front door bv lack 
of atten tion  and ignorance allowed 
m any opening stocks to slip through 
their fingers. The head of this house 
could not m eet im portan t visitors be
cause he was so busy  opening the 
mail. O thers m et these v isitors and 
m any business opportunities were lost 
because these o thers had neither the 
au tho rity  nor the good judgm ent to 
act upon propositions that were made.

T he jobbers of a certain class of 
business (no t hardw are) in this coun
try  in the past twenty-five years have 
constan tly  lost ground. T hey  have 
lost the friendship, respect, good will 
and pa tronage of a large p a rt of the 
retail trade in their line. T he retail 
m erchants in this line of business 
have established buying clubs and 
m utual com panies. T he m anufactur
ers in this line have felt th a t they 
were not receiving the energetic  sup
p o rt of these jobbers in d istribu ting  
their goods, and so they  have gone 
direct and sold their w ares to the 
larger class of re ta il buyers and have 
also sold the buying clubs and the 
m utual stores. “W hat is the m atter 
w ith the jobbers in this line?” was the 
com m on enquiry. “W hy have they  
been losing their streng th  as com pared 
w ith the jobbers in o ther lines?”

A fter a careful study of the jobbing 
trade  in this industry  the answ er is 
a very  simple one. In th is business 
it became the fashion for all the head 
men—the presidents, the vice-presi

dents, etc.—to devote th e ir en tire  time 
and a tten tion  to  the buying of their 
goods. T he selling end of the busi
ness was tu rned  over to h ired men. 
The president though t it was a digni
fied th ing  to lock him self up in his 
private office and devote his time and 
a tten tio n  a lm ost exclusively to  plac
ing orders. W h at happened? O nly 
w hat anyone would expect under such 
circum stances. I t  was m ore difficult 
for a re ta il m erchant in this business 
to reach the head of the house than  
to reach the P residen t of the U nited  
States. T hese head men were hidden 
aw ay in private offices. T hey  had 
great dignity, but they  gradually  lost 
all con tact with their business, es
pecially the selling end of their busi
ness and their custom ers. W hen these 
dignified gentlem en m et in conven
tions they som ehow  gathered  the idea 
th at the path to p rosperity  and success 
led them  along the lines of ex trac tin g  
ex tra  concessions out of the m anufac
tu rers  from  whom  they  bought goods. 
T hey did not fully realize the funda
m ental idea th at their function as job 
bers was m ainly one of d istribu tion— 
in o ther words, th a t the s treng th  of a 
well regulated  jobbing house is 75 
per cent, sales and about 25 per cent, 
everyth ing else.

T he retail m erchants in this line had 
their troubles. T hey  were up against 
chain stores. T hey  needed help. N o t 
feeling th at they were receiving either 
help o r encouragem ent from  the job 
bers in their line, these re ta ilers 
na turally  and logically s ta rted  out to 
help them selves, and a condition de
veloped in th is business w here the 
jobber, instead of being the pow er 
th a t he should have been, found him 
self suddenly confronted  w ith the 
problem  of regain ing his lost prestige 
in the selling end of his business.

Even in the hardw are business I 
have observed tendencies am ong some 
jobbers in the same direction. W hen 
I was a hardw are jobber I constan tly  
believed and preached th at the p rob
lem s of the retail m erchant and the 
jobber were the same. T heir enemies 
were common enem ies. I preached 
th at there should be the closest co
operation betw een jobbers and retail 
m erchants. As a result partly  of my 
efforts at the tim e we were fighting 
mail o rder houses, the W holesale and 
Retail Jo in t C om m ittee was form ed 
and jobbers and retail m erchants 
united in fighting the comm on enemy. 
W hether much or little was accom 
plished is a m atter of argum ent, but a t 
least one th ing  was accom plished, and 
th a t th ing  was a b e tte r understand ing  
and developm ent of good will betw een 
jobbers and retail m erchants.. T he re
tail association had their rep resen ta
tives a t the conventions of the job 
bers. These in telligent successful re 
tail m erchants spoke very  understand
in g ^  about their problem s. T he jo b 
ber had these problem s b ro u g h t to his 
a tten tion  and he was forced to  give 
them  some thought. On the o ther 
hand, the hardw are  jobbers had their 
represen tatives a ttend retail conven
tions, and they  told the retail m er
chants about their problem s, and this 
led to a be tte r understand ing  of the 
jo b b ers’ problem s on the p a rt of the 
retail m erchants. T his exchange of 
ideas led to closer re la tions in those

days betw een jobbers and re ta il m er
chants, bu t unforunnate ly  ju s t about 
the tim e when I re tired  from  the job 
bing hardw are  business it was very 
evident th a t there were certain  cu r
ren ts under way leading to a break ing  
up of this com m on w ork and co
operation  betw een jobbers and retail 
m erchants. C ertain associations a fte r
w ard seemed to  ra th e r prefer n o t to 
have som e very plain tru th s  told 
them. T hey seem ed to th ink  because 
certain  d isagreeable problem s were 
not discussed that therefore they 
would no t exist.

I am still of the opinion th at the 
jobber renders a very necessary, use
ful and econom ical service to the re
tail m erchant. I still believe th a t the 
job b er is necessary  in this country. 
The jobber should be the best friend 
of the re ta il m erchant and the retail 
m erchant should be the best friend of 
the jobber. T he re ta il associations 
and the jobbers have so m uch in com 
m on th at a t least it should be the 
fundam ental policy of all jobb ing  as
sociations to  w ork as far as possible 
with the re ta il m erchants.

T hese views th a t I am outlin ing  in 
this article I consider as fundam ental 
salesm anship in the hardw are  business. 
It was salesm anship th at led to the 
form ation  of the W holesale and Retail 
Jo in t Com m ittee. I t  was salesm an
ship th at held this com m ittee together 
for so m any years, and I wish to say 
righ t here it was an u tte r lack of good 
salesm anship and an u tte r m isconcep
tion of the true  situation from  the 
selling poin t of view th at allowed the 
re ta ilers and jobbers in the hardw are

business to fall ap art in their efforts.
W h at all of us need is_ a broad 

vision of business as well as a broad  
view of life. M any of us on account 
of our early  train ing  are constan tly  
inclined to take the narrow  view. I 
rem em ber when I was first called 
hom e from  the road and m ade a sales 
m anager, th at I resented  very  much 
the in terference of certain  officials of 
the com pany w ith m y w ork as sales 
m anager. T herefore  I w ent to the 
head of our house and told him  I re 
sented th is interference and I wished 
it corrected. H e looked at me very 
patiently . H e  pushed a pad of paper 
tow ard  me and said, “W rite  on this 
pad w hat your duties are.” I w rote 
out m y duties as I understood  them. 
T hen he rem arked, “ I will see th at 
you are p ro tected  in those duties, 
but allow  me to say righ t here, young 
man, th at if you do any th ing  outside 
of those duties, I will fire you.” He 
was very serious. T hen his g ray  eyes 
lighted up with their well-know n 
tw inkle and he said softly , “H ow  
young are you. H ow  little  you know. 
D on’t you realize th a t every m an who 
builds a wall a round his house does 
two th ings—he no t only walls the 
o ther fellow out but he walls him self 
in? T h at is w hat you are doing now .” 
T hen he sm iled and added: “I think
you are a good bit of raw  m aterial. 
I believe you have the germ  of a 
future in your make-up. If you have 
energy and ability  som ew hat in excess 
of th at of the average man, how fool
ish of you to wall yourself in! W hy 
no t take a chance w ith the average 
m an in th at indefinite tw ilight zone

T he thousands upon thousands of people in 

th is section who are persistently using th is 

splendid coffee are attracted to and held by 

its remarkable quality, flavor and uniform 

ity  to  the  point where no other coffee 

would suit as w ell—FACT!!

T  I ? ! ?  p  A  n V  W holesaleI j  ID ID (X  V j A . 1 /  X Distributors of

Dwinell-Wright Co.’s Products
DETROIT—SAGINAW-KALAMAZOO—BAY CITY
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BUSINESS W AN TS DEPARTM ENT
Advertisem ent« Inserted under this head for five cents a word the first 

Insertion and four cents a word for each subsequent continuous Insertion. 
I f  set In capital letters, double price. No charge less than 60 cents. Sm all 
display advertisements In this departm ent, $3 per Inch. Paym ent w ith  order 
Is required, as amounts are too small to open accounts.

that surrounds every m an’s job—th at 
‘no m an’s land’ th a t only belongs to 
the men who can go out and hold it?” 
I looked a t him  and in th a t m om ent 
I gathered an idea th at I have clung 
to all the short years since then. I 
never again a ttem pted  to build up 
walls. I have alw ays tried to throw  
them  down. In  the selling field at 
least there should be no limits. Do 
you rem em ber the derivation of the 
word “term inus?” W hen the Rom ans 
increased their em pire they placed 
stone posts a t their lim its and on these 
posts they carved the word “term inus.” 
After a while when the  Goths came 
down upon Rom e they  dug up these 
posts and moved them  inward. In 
our selling we should have no te r 
minus. T here  should be no walls. 
The world and all there is in it be
longs to the salesmen.— Saunders N or- 
vell in H ardw are  Age.

Rights and Liabilities Involved in 
Assigning Lease.

As a general rule when a retail 
m erchant decides on a location he 
desires a lease on the prem ises for 
a considerable period of time, and in 
consequence business leases usually 
run over a period of years. Such a 
lease m ay be, or m ay become, a very 
valuable asset; on the o th er hand, 
it may become a liability, owing pos
sibly to a change in circum stances, 
and the m erchant holding the lease 
m ay desire to  be released.

In  this event, regard less of the 
reasons for m aking the assignm ent, 
the question of the m erchan t’s rig h ts  
and liabilities in case he assigns the  
lease becom es one of g reat im por
tance. A ssum ing th a t the lease is 
assignable and the landlord  agrees 
to the assignm ent, an im portant po in t 
to consider has to  do w ith the possi
ble a fter-liab ility  of the  m erchant to  
pay the rent stipulated  in the lease.

Of course the righ ts of the parties 
in a situation of this kind may depend 
on the w ording of the lease, and c ir
cum stances surrounding  the assign
ment, and possibly s ta tu to ry  regu la
tions. H ow ever, b roadly  speaking, 
w ithout regard  to  ¡a rticu la r  circum 
stances, the m ere assignm ent of a  
lease, in which the m erchant has ex
pressly agreed to  pay rent, even 
though the landlord  consents, will n o t 
release the m erchant m aking the as
signm ent from  liability to  pay the 
rent in the event his assignee fails to  
pay. And in o rder to free the m er
chant from  th is liability the landlord  
m ust not only consent to  the assign
m ent, but m ust also agree to  re 
lease the o th er from  th is liability.

T he law books contain a num ber o f 
cases illu stra tin g  the application of 
this rule of law, of which the follow
ing is a fair exam ple: * T w o men 
leased certain  prem ises in a large  
E astern  city  and agreed to  pay a 
stipulated rental. A fter the exp ira
tion of about a y ear of the term  one 
of the m en assigned his in te res t in 
the lease to  the o th er and an o th er 
man. T his assignm ent of the lease 
was in w riting  and the consent of the 
landlord was obtained, w hich was 
also in w riting. H ow ever, the  con
sent of the landlord  to  the assign 
m ent m erely  s ta ted  th a t a ssen t was

given to  the assignm ent, and it did 
not indicate th a t the m an m aking the 
assignm ent was released from  lia
bility on the lease.

T he assignees occupied the p rem 
ises for som e tim e; they failed to  pay 
the ren t until there  was due the sum 
of $725. T hey then vacated the p rem 
ises, and the landlord b rough t suit 
uj on the lease, nam ing the one who 
had assigned his in te rest as a party  
also. T he la tte r  in defense, am ong 
o th er things, set up his assignm ent 
and the consent of the landlord th ere 
to.

T he court decided, however, th a t as 
the consent of the landlord to  the 
assignm ent did not indicate th a t he 
intended to discharge the m an who 
assigned his in terest in the lease from  
liability for the ren t that he, the la t
ter, was still liable. H olding, as n o t
ed heretofore, th a t a m ere consent 
to  an assignm ent of a lease did not 
release the  one m aking the assign
m ent from  liability to  pay the ren t if 
his assignee failed to  do so.

I t  is obvious from  the fo regoing  
th a t when a m erchant m akes an a s
signm ent of his lease some care 
should be exercised if he is to  be 
freed from  after-liability . And th a t 
the m ere consent of the landlord to  
the  assignm ent will not as a general 
rule release him  from  th is liability, 
bu t th a t in addition to  this consent 
th e  landlord m ust also agree to  re 
lease him  from  liability.

I t  follows th a t in situations w here 
th e  landlord  will not agree to release 
th e  m erchant who desires to  assign 
his lease from  liability the m erchant, 
if he m akes the assignm ent, m ust look 
to  the one he assigns to. If the as
signee is clearly  financially responsi
ble no difficulty is usually encoun
tered ; if th is is not the case, how 
ever, the m erchant will, if he is p rud 
en t, require  a bond or o th er security 
that the rent will he paid.

In  any event, where a m erchant 
p roposes to  m ake an assignm ent of 
his lease the details should be care
fully a ttended  to. And in particu lar 
should th is question of the afte r-lia 
b ility  to  pay the ren t be provided 
for, fo r if this is not done such an 
assignm en t may not p ro tec t the  one 
m aking the assignm ent in any re 
spect for his liability to  pay the ren t 
in the event his assignee defaults. 
T ru ly  it is a poin t well w orth  bearing  
in m ind w hen an assignm ent of a 
lease is contem j lated. Leslie Childs.

W hen you consider cu tting  prices, 
go  slow in m aking cuts on lines you 
m ay w ant to pu t up again a fter a 
tem p o rary  reduction.

I Van Duzer’s Certified 
Flavoring Extracts

Üm
§  H ave been used over 70 
•h Y ears by those w ho de-
■a m and the B est. Purity  
Jj Guaranteed; B ottles  Full

M easure.ÎI0 & .....
d
m A  Q uality Product th at
® Show s you a  Good Profit.

Van Duzer Extract Co.
J Springfield, Mass. N ew  York City

W anted—To hear from owner o f good  
general m erchandise store for sale. S tate  
price, description. D . F . Bush, M inne
apolis, Minn. 390

T H E “AD W RITER” is the book you  
need. M ost original help for adm en or 
store clerks who write advertisem ents or 
would like to learn how. H undreds of 
headlines, show -card phrases and de
scriptive m erchandise paragraphs. Full 
of business building ideas. One dollar 
for copy, to W alter the Adman. U nited  
Store, 23 South Tejon St., Colorado
Springs, Colorado.___________________478

For Sale, or Trade for P rin ting Press  
and Type—Sm ith Prem ier typew riter No. 
10, $40: alarm till, $2.50; steel paper baler, 
$40; tobacco cutter, 50c; 7 gasoline ligh ts, 
10-gallon tank, 100 ft. w ire, $50; sew ing  
m achine, $10; potato screen , $1; 1 2 x 1 4  
steel register grates, each $2.50; Todd 
check protector. $35; Duplicator. $100; 
100 ft. lawn hose. $10. W ill sell sep 
arately, or trade for equal value in or 
tow ards printing press. Clip w ill not 
appear again. Address No. 479, Care
M ichigan Tradesm an.________________£79 _

FOR SAUE—A grocery store in the  
village o f V icksburg, m ain corner loca
tion. A good going business for a  sm all 
investm ent. Address L . F. Cloney, Care 
A. W . W alsh Co., Kalam azoo, Mich. 480 

ATTENTION M ERCHANTS—W hen in 
need o f duplicating books, coupon books, 
or counter pads, drop us a card. W e  
can supply either blank or printed. 
Prices on application. Tradesm an Com
pany, Grand__Rapids.______________ ______

W A N TED —AN EX PER IEN C ED  W IN 
DOW trim m er and card w riter w ith all 
around dry goods experience. R eference  
and salary expected w ith first letter. 
Address R athbun's D epartm ent Store,
Pontiac, 111.__________________________ 481

W anted—R egistered druggist, W . A. 
Gardiner & Co., M ancelona, Mich. 482 

Store for R ent—A t K alam azoo, Mich. 
Centrally located, size e igh ty  by tw enty  
feet. $200 per m onth. E xcellent location  
for clothing or shoe store. Address A. 
M. E pstein . 1015 N. Edwards St., K ala-
mazoo, M i c h . ____________________483

General Store—Fine location, Illinois. 
Price $4,400. Bargain. Several choice 
business investm ents. B uyers, w rite for 
inform ation. Chicago B usiness and R eal
ty  E xchange, 327 So. LaSalle St., Chicago.

______________________  484
For Sale—General stock and store. 

D oing good business. N ear P leasant 
Lake. Reason for selling, ill health . 
Clara L. Sullivan, M unith, R. I.. Mich.

439

Clean, live $8,000 stock of hardware, 
furniture and undertaking, in sm all 
strictly  “oil field tow n:” th irtv-tw o w ells  
in town, over 100 w ithin radius of two 
m iles. N ear Cushing field. Owner going  
into other business. E lliott Hardware 
Co., Quay, Oklahoma. 466

R ESTAURANT, ice cream parlor and 
candy store combined, doing good b u si
n ess in a  prosperous town. Good rea s
ons fo>- selling. S. A. Crossthw aite, 
Jonesville, Mich. 467

W anted—Married man not over forty  
to take full charge of ladies and gen ts  
cloth ing and shoe store. M ust have  
$1,000 to invest, w hich w ill be guaranteed  
again st loss. Must have ability , be_ w ell 
recom m ended and able to m ake friends 
readily. A good opportunity. W rite No. 
468, Care M ichigan Tradesm an. 468

For Sale—Cloak and su it store. E s 
tablished tw elve years. D oing a  nice 
business in Jackson, M ichigan. Good 
reputation. N ice, clean stock._ U p -to-  
date fixtures and front. Store is  24x108. 
Main street location. Cheap lease. Ad
dress No. 469, Care M ichigan Tradesm an.

469

R E B U I L T
CASH R E G IS T E R  CO., Inc. 

D ealers in
Cash R egisters, Com puting Scales, 
Adding M achines, T ypew riters And  
Other Store and Office Specialties. 
122 N . W ashington, SAGINAW , Mich. 

Repairs and Supplies for a ll m akes.

W anted—To hear of a good store for 
sale th at from $3,000 to $10,000 w ill buy. 
Address No. 470, Care M ichigan T rades
m an. 470

For Sale—V ariety  store, established  
eight years in good section  Detroit. Cheap 
rent. G etting too old for business, w ant 
to retire. Stock around $8,000. W ill sell 
at discount. H oliday goods are bought 
and partly in. also w inter’s coal in. A d
dress No. 477, Care M ichigan Tradesm an.

477
Grand opening for boot, shoe and c lo th 

ing store in Springport, M ichigan. A d
dress No. 463, care M ichigan Tradesman.

463

For a quick cash sale. L ist w ith us. 
Square deal N ation-w ide system . Chi
cago B usiness and Realty E xchange, 327 
So. LaSalle St., Chicago. 485

W ill pay cash for whole stores or part 
stocks of m erchandise. Louis Levlnsohn, 
Saginaw . Mich.______________________ 998

P ay spot cash for clothing and furnish
ing goods stocks. L. Silberm an, 274 E ast
H ancock, D etroit. 666

Bell Phone 596 C ltz . Phone 61366 
JOHN L. LYNCH SALES CO.

S P E C IA L  S A LE  E X P E R T S  
Expert Advertising  

Expert Merchandising 
209-210-211 M urray Bldg.

GRAND RAPIDS. MICHIGAN
If you are th inking of going into b u si

ness, selling out, or m aking an exchange, 
place an advertisem ent in our business  
chances colum ns, as it will bring you  
in touch w ith the man for whom  you are 
looking—TH E BU SIN E SS MAN.

For Sale—Grocery, so ft drink and ice  
cream  parlor. Cream buying station  in 
connection. D oing a  fine business. A d
dress No. 458, care M ichigan Tradesm an.

458
1000 letterheads or envelopes $3.75. 

Copper Journal, H ancock, Mich. 160
W anted—To sell stock of clothing only. 

In first-c lass condition. Reason, w ant 
to w ithdraw  from clothing. W ill sell 
cheap if taken at once. Address No. 464, 
care M ichigan Tradesm an. 464

Good ninety-five acre farm three m iles 
from Alma to exchange for m erchandise. 
A. E. Osmer, Owosso, M ichigan. 465

FIRE AND

BURGLAR

PROOF

SAFES
Grand Rapids 
Safe Co.

Tradesman Building
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Little Change in Wheat or Flour.
W ritten for the Tradesm an.

T he situation of w heat and flour 
has not changed m aterially  from  a 
week ago; if anything, the m arket is 
in a s tro n g e r position than a t that 
tim e; in fact, w heat has scored an 
advance of approxim ately  Sc per 
bushel during  the past week, w ith the 
general tendency still upward.

V ery likely we shall see som e se t
backs after the bulges, hut on the 
whole, w heat and flour are both  good 
purchases, we believe.

L ogan B ro thers, of K ansas City, 
who are operators of a large line of 
elevators, have the follow ing to  say, 
“W e are friendly to  w heat and believe 
h igher prices are ahead of us. T he 
percentage of chance is in favor of a 
profit on any w heat bought righ t be
tween now and Jan u ary  1. T he big 
reason we are  bullish on wheat is be
cause the presen t price is a t o r under 
the cost of production . B read is the 
one th ing  necessary  the world over 
and when w heat cannot be raised at 
a profit to  the farm er, it is foolish to 
figure it will go below  th a t price and 
stay there. Keep before you a t all 
tim es the undisputed fact that nearly  
the entire  w orld’s w heat surplus this 
year is in N orth  Am erica, and w orld’s 
crop is barely large enough to  supply 
w orld’s needs. T he consum er, in 
o th er w ords the fellow who needs it, 
is 3,500 miles from  the source of sup
ply. W e feel under these conditions 
th a t the foreign buyer m ust co n tract 
tw o o r three m onths ahead of his 
im m ediate needs in o rder th a t he m ay 
he sure th a t he will get his supplies 
before he is in d istress for bread. As
sum ing th a t we are righ t in th is view, 
it follows th a t the fo reigner m ust a t 
all tim es own in the Am erican specu
lative m arkets for his p ro tection , a t 
least fifty million bushels of w heat 
for deferred shipm ent. Such a h o ld 
ing would absorb all hedges put out 
against the visible supply and would 
put the speculative sho rt seller a t the 
m ercy of the ow ner of the speculative 
contract, and the owner, in th is case, 
will take the w heat when delivery 
tim e comes, which m eans th a t the 
sh o rt m ust buy on an advancing m ar
ket the balance of the year, unless 
conditions in A ustralia  and A rgentine 
should continue highly favorable. Any 
accident to  the g row ing crop of the 
Southern  hem isphere, or in this coun
try , betw een now and January , or any 
combined holding tendency on the 
p art of the  farm ers of N orth  America, 
would b ring  about an extrem ely  bu ll
ish situation.”

I t can be readily  seen the above 
m entioned firm are strong  believers 
in h igher prices and, as a m atter of 
fact, their position appears to  be well 
taken, as we have had a very heavy 
decline on both  flour and wheat, which 
coupled w ith the ligh t crop th is year 
and very light stocks of flour th ro u g h 
out the entire  country , w ith E urope 
in the m arket the year around for 
w heat and a general im provem ent in 
business conditions th ro u g h o u t no t 
only the U nited  S ta tes but the entire  
w orld, it would appear th a t low er 
prices on wheat and flour are out of 
the question.

W e do no t favor or recom m end

going into the m arket and buying 
heavily for long deferred shipm ent; 
such action on the p art of the trade 
would force the price of w heat above 
the price it should reach. W e do be
lieve, however, it is good policy for 
the trade to  keep well stocked w ith 
flour. Can see no harm  in buying 
ahead for th irty  days a t least; un
doubtedly some profit should be 
realized. How ever, the wise m erchant 
is not going to jum p in and buy his 
head off th is year particu larly  on 
long tim e contracts. Keeping well 
stocked is certain ly  good business, 
but buying flour too far ahead, in our 
op inion, is not advisable, even though  
a profit were to be realized on such 
an investm ent. If  w heat and flour 
advance, the re ta iler can advance his 
price and obtain his regu lar profit, bu t 
if he buys flour ahead on long tim e 
co n tracts and the m arket for some 
unforeseen reason should break, he 
would certain ly  sustain a loss on the 
transaction . In  our opinion the best 
policy is to  keep well stocked and n o t 
buy for over th ir ty  days ahead.

L loyd E. Smith.

Review of the Produce Market.
Apples—W ealthy  and A lexanders 

com m and $2.25@2.50 per bu.
Bananas—6j4c per lb.
B eets—40c per doz. bunches.
B utter—Local jobbers hold ex tra  

cream ery at 37c in 63 lb. tubs and 
38c in 40 lb. tubs. P rin ts 39c per lb. 
Jobbers pay 18c for packing stock.

Cabbage—$2 per bu.
C arro ts—35c per doz. bunches.
Celery—30@40c per doz. stalks; 

large size, 55c.
Cocoanuts—$1.10 per doz. o r $9 per 

sack of 100.
C ucum bers—75c per doz. for home 

grow n hot house; garden grow n, $1.50 
per bu.

E ggs— Local dealers now pay 31c 
f. o. b. shipping point. T he decline 
is due to heavy receipts.

E gg  P lan t—$2 per doz.
G rapes—M oore’s E arly  com m and 

$3.50 per doz. for 4 lb. baskets; D ela
wares, $4 per doz; N iagaras, $3.50 
per doz.

Green O nions—Silverskin, 20c per 
doz.

H oney Dew M elons—$3 per crate 
of 8 to 9.

L em ons—Sunkissed are now quoted
as follow:
300 size, per box -$6.00
270 size, per box 6.00
240 size, per box _ 5.50

C hoice are held as follow s:
300 size, per hox -$5.00
270 size, per box 5.00
240 size, per box - - 4.50

L ettuce —H ome grow n leaf, $1.50
per bu.; head, $2 per bu.; O regon head 
lettuce $5@5.25 per crate.

M uskm elons — M ichigan Osage, 
hom e grow n, $1.50 per crate. H o o 
doos, $2.25 per crate and $1.40 per 
basket.

O nions—California, $4.25 per 100 
lb. sack; home grown, $2 per b u .; 
Spanish $2.50 per crate.

O ranges— Fancy California V alen
cias now sell as follow s:
126 ____________________________ $6.50
150 ______________________________6.50
176 ______________________________6.50
216 - ________  6.50

252 ____________________________ 6.25
288 ____________________________ 6.25
324 ______________________ _____- 6.25

Parsley—60c per doz. bunches.
Peaches— E lbertas, $3.25@3.75; P ro - 

lifics, $3.25@3.50; Lem on Freese, and 
Gold Drops, $3@3.50.

P ears— B artle tt, $3.50 per bu.; An
jou, $3.25.

P eppers—H om e grow n, $1.25 per 
bu.

Pickling  Stock— Cukes, $1.75 per 
Yz bu.; Onions, $1.65 per 20 lb box.

P lum s— Green Gages, $2.50 per bu.; 
G erm an P rune, $3 per bu.

P o ta to es—$1.75 for hom e grow n 
and $2 for Southern grow n. T he late 
rains have im proved conditions very 
m uch in m any grow ing  districts.

Radishes— 15c per doz. for hom e 
grow n.

Spinach—$1.50 per bu.
S tring  Beans—$2.50 per bu.
Sw eet C orn—30c per doz.
Sweet P o ta toes — A labam a com 

m and $1.75 per 50 lb. ham per; V ir
ginia, $6 per bbl.

T om atoes— H om e grow n, 40c per 
7 lb. basket; bushels, $1.50; green, 90c 
per bu.

W ax Beans—H om e grow n, $2.50 
per bu.

W ater M elons—40@60c for Georgia 
and Indiana grow n.

Corporations Wound Up.
T he follow ing M ichigan corpora

tions have recently  filed notices of 
dissolution w ith the Secretary  of 
S tate:

Iro n  C ounty Steel Co. (F ) , Iron  
River.

H igh land  P a rk  H om e Bldg. Co., 
H ighland Park .

Carlyle & Povah, D etroit.
Geo. A. G loor Co., D etro it.-
Colonial Investm ent Co., D etroit.
U nited  Supply Co., Saginaw.
Fidelity  R ealty  Co., D etroit.
W ayne Insu rance  Agency, D etroit.
T ren ton  R ealty  Co., T renton.
G rand Rapids Salvage Co., Grand 

Rapids.
Pe ters-B ishop, Inc., W yandotte.
Milk P roducers Co., B attle Creek.
Grand Ledge Sewer Pipe Co., Grand 

Ledge.
K raem er Lapidary  Co., D etroit.
H uston  B ro thers Co., Ann A rbor.
F ran k  B ro thers Co., D etroit.
P ra tt  R ealty  Co., D etroit.
D etro it E ngineering  & C onstruction 

Co., D etroit.
O akland C ounty D evelopm ent Co., 

D etroit.
General R ealty  Co., D etroit.
Stephen P ra tt  Boiler W orks, De

troit.
K ellogg T oasted  Rice Flake and 

Biscuit Co., B attle Creek.
B attle  C reek Cereal Coffee Co., B at

tle Creek.
D etro it W holesale W arehouses, 

Inc., D etroit.

Good m ottoes around the store will 
help the p ro p rie to r even if they  do 
not im prove the employes.

I t  is a selfish and an unwise em 
ployer who will no t reciprocate when 
he has loyal employes.

Get the opinion of your salesmen 
about lines you plan to introduce. 
T hey m ay know m ore than  you about 
the a ttitude of the public tow ard  cer
tain  stock.

The Store’s Appearance.
T he store  has an approach ju s t as 

has the individual clerk. If the ap 
pearance of the store is good then a 
favorable im pression is created, and 
if the s to re ’s appearance is not good 
an unfavorable im pression is m ost 
likely.

T he ou tw ard  appearance of the 
store has m uch to do w ith the im 
pression created  on the m ind of a 
probable custom er—the fron t should 
be painted, the aw ning kept b righ t 
and clean, the en trance clean, invit
ing and welcom ing.

T he window’s m ust be kept clean 
and b rig h t and a ttrac tiv e ly  reinforced 
w ith good trim s. T he w indows are 
the face of the sto re  and it is just 
as necessary  to  change the w indows 
as it is to shave the face. T he chain 
and syndicate s to res know the value 
of w indow s and how im portan t they 
arc in c rea ting  a good im pression. 
The independent m erchant m ust learn 
these facts. H e m ust m ake b e tte r 
use of his windows.

T hen inside the store—we should 
strive to m ake the store  talk. M er
chandise should be so a ttrac tiv e ly  d is
played th a t it fairly  speaks to those 
who enter. T he advertising  should 
be so true  th a t those who en ter to 
look about, draw n by the advertising, 
will be in stan tly  im pressed  w ith the 
advertised  offerings.

Arid the clerk, too, should be so 
well equipped w ith know ledge of the 
m erchandise and m odern selling m eth 
ods th a t he can quickly com plete the 
circle of favorable im pressions that 
action  m ay be induced and sales p ro 
duced.

T he store inside and outside should 
speak so loud and stro n g  th a t it is 
heard  to the lim its of the trade  te r
rito ry . I t  should say I am  here to 
serve you, I can fill your needs, I 
sell satisfaction , m y policy is honest 
dealing and service, I believe in 
cleanliness— for cleanliness is nex t to 
Godliness, m ake me your shopping 
headquarters, for I am  headquarters 
for rig h t quality, rig h t quan tity  and 
righ t service. E. B. Moon.

I am Your Worst Enemy.
I am the ru ler of re ta il reverses.
I am  the L ord  H igh P o ten ta te  of 

Failure.
I am the reason  for th a t dow nw ard 

slant on your profit curve.
I am  the cause of the silent sick

ness th a t stills your cash-reg ister bell.
I am  the origin of dissatisfied' cus

tom ers and loss of trade.
I am the leaven of u n certa in ty  ii. 

the m idst of certain  profits.
I am the elem ent of chance that 

tu rn s a w inning business in to  a losing 
gamble.

I am  the fountain-head whence 
springs the  fhajority  of y our trouble 
and w orry.

I  am  the  key to  the p rob lem  why 
m ore than  15,000 re ta ile rs  fail every 
year.

I am  the  w hy and the w herefore, 
the d irec t and p rox im ate  cause, the 
germ  and the genesis of unsuccessful 
m erchandising.

I  am  the Sticker, the  Shelf-Lounger, 
the L eft-O ver, the nam eless child of 
an unknow n father.

I am the unadvertised  product 1
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Now Is the Time to
Increase Your Advertising
T ’HEN your car hits the up-grade, do you throttle down? 

f  T Not if you want to make the grade! YoiV step on the 
throttle and coax and jockey until you’re over the crest. 
To-day, selling is on the up-grade and in sandy going. 
The public is muffling its ears against persuasive argu
ment. If you cut down your sales effort, what chance 
have you to maintain your sales?

Now is the time to increase your advertising, when the 
faint-hearted and the weak are leaving the field to the 
courageous and far-sighted. Wise and seasoned adver
tisers who know what advertising is and can d°. are now 
spending more to take advantage of their opportunity. 
Experience has shown them that advertising is not only 
the most efficient method of sales promotion, but the 
greatest insurance against future competition.

We should be glad to discuss with you your sales prob
lem, and how advertising can aid you.

Michigan Tradesman
Grand Rapids

Petoskey Portland Cement
A Light Color Cement

M anufactured on w et process from  Petoskey 
lim estone and shale in the m ost m odern cem ent 
p lant in the world. T he best of raw  m aterials 
and extrem e fine grinding insure highest 
quality  cement. T he process insures absolute 
uniform ity.

A SK  Y O U R D EA LER  FO R  IT.

P etoskey Portland Cement Co.
General Office, Petoskey, Michigan

UNITED TRUCKS
Quality not Quantity 

And at a reasonable price
Motor trucks from one to five ton capacities with bodies of every description, made to your order, to fit your 

particular requirements. W e give each United truck the personal attention necessary to assure you of unin

terrupted use. W e have an outlet for second hand equipment which enables us to offer an exceptional allowance 

for your old equipment. W e have representatives in the territory who will be glad to call on you and talk things 

over. Write us or call on the telephone. W e will consider it a privilege to get acquainted. Talk to our repre

sentative about our time payment plan. _______

UNITED MOTORS COMPANY
Bell Phone M-770 Grand Rapids, Michigan Citz. Phone 4472



Tests without number have proved 
that

RED CROWN
T h e  H i g h  G r a d e  G a s o l i n e

Gives g rea te r m ileage than its 
rivals.
Red Crown has a full measure of 
power in every drop; it is a true effi
ciency motor fuel; starts easily— 
picks up quickly. To insure oper
ating economy, adopt Red Crown as 
your standard fuel, stick to it and 
you will get the utmost of service 

'  from your engine.

Red Crown is uniform in quality and 
it may be bought everywhere.

S T A N D A R D  OI L C O M P A N Y
(INDIANA)

CHICAGO U.S. A.


